Cost & Budget Concerns

OBJECTION: “Ventilators already have narrow profit margins. How can we justify the extra
monthly fee for Vent3607”

UNDERLYING WORRY: Unsure if the per-patient fee will produce enough return on investment
(ROI) to justify added costs. Concern that new technology and remote monitoring might lead to
higher administrative overhead without guaranteed reimbursement.

RESPONSE STRATEGY:

* Emphasize tangible ROl such as reduced hospital readmissions and potential downstream
referrals.

* Present case studies that show how Vent340’s proactive monitoring can decrease costly
escalations and free up internal staff time—ultimately boosting operational efficiency and
revenue.

Preference for In-House Management

OBJECTION: “We already have trained staff managing ventilator patients. Why outsource to a
TeleRespiratory team?”

UNDERLYING WORRY: Fear of losing direct control over critical patient care. Concern that
third-party involvement might confuse patients or diminish the HME /DME brand.

RESPONSE STRATEGY:

 Position Vent360 as an extension of the HME /DME's existing clinical team—covering routine
oversight so in-house staff can focus on the most complex or acute scenarios.

e Highlight how Vent360's specialized Respiratory Navigators augment (not replace) internal
expertise.

Complexity & Liability with Ventilator Patients

OBJECTION: “Ventilator patients are high-risk. If something goes wrong with TeleRespiratory
care, could we be liable?”

SALES OBJECTIONS

UNDERLYING WORRY: Ventilator patients are among the most clinically fragile, and any gaps
in monitoring or communication could have serious consequences. Unclear how liability and
responsibilities are shared between Vent360 and the HME /DME.

RESPONSE STRATECY:

* Clarify responsibility boundaries: Vent340 provides specialized monitoring,
documentation, and clinical support, while the HME /DME maintains equipment provision,
deliveries, and direct patient relationships.

e Underscore robust clinical protocols, credentialed TeleRespiratory staff, and real-time
escalation pathways that ensure prompt interventions and minimize risk.
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Skepticism About Telehealth for High-Acuity Patients

OBJECTION: “How can remote monitoring be as effective as in-person visits for complex ventilator
patients?”

UNDERLYING WORRY: Doubt that digital checks and video calls can match the thoroughness of
hands-on respiratory therapy. Concern that fragile vent patients might struggle with technology or
remote interactions.

RESPONSE STRATEGY:

¢ Provide success metrics and real-world case studies showing better outcomes (fewer ED visits,
higher therapy adherence).

e Explain that Vent360 offers continuous oversight (via the NEXUS platform) and immediate
response to red flags—an advantage over scheduled, in-person visits.

Integration with Existing Systems & Workflows

OBJECTION: “We already use EHR/billing software, plus we have set protocols. Will Vent360 disrupt
our workflow?”

UNDERLYING WORRY: Concern about training overhead or EHR integration challenges. Fear of
duplicating data entry and creating operational silos.

RESPONSE STRATEGY:

* Highlight NEXUS' cloud-based nature and flexible integrations: real-time data sharing and
customizable reporting that can complement existing processes.

* Emphasize comprehensive onboarding and dedicated support, ensuring minimal workflow
disruption.

Staff Perception & Adoption

OBJECTION: “Our respiratory team may resist having an external TeleRespiratory provider.
They'll see it as stepping on their toes.”

UNDERLYING WORRY: In-house respiratory therapists might feel threatened, believing their
clinical skills are being replaced or questioned. Fear of internal morale issues or cultural

pushback.

RESPONSE STRATEGY:

e Stress that Vent360 collaborates with the in-house team. The TeleRespiratory service
offloads routine monitoring and documentation tasks, freeing in-house RTs to focus on
hands-on patient care and new setups.

e Show how Vent360 enhances clinical depth, providing extra eyes to catch problems and
support patients 24 /7.

SALES OBJECTIONS
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Concerns About Patient Privacy & Data Security

OBJECTION: “Vent340 handles high-acuity patient data, including continuous vitals. How do we
ensure HIPAA compliance?”

UNDERLYING WORRY: Potential for data breaches involving highly sensitive PHI. Liability if
Vent360's remote system doesn’t meet rigorous privacy standards.

RESPONSE STRATEGY:

¢ Detail HIPAA-compliant infrastructure, secure authentication, and encryption protocols within
the NEXUS platform.

e Provide proof of regular security audits and robust incident-response procedures, highlighting
Encore Healthcare's commitment to data protection.

Difficulty Gauging Long-Term Benefits

OBJECTION: “We need quick wins and predictable revenue. Will Vent340 pay off fast enough for

us?”

UNDERLYING WORRY: Hesitation to invest in a service where ROl might be long-term or somewhat
intangible (e.g., fewer hospitalizations, improved brand reputation). Concern about immediate cash
flow implications.

RESPONSE STRATEGY:

* Explain how reduced ER visits and prevented hospital admissions can drive short-term gains,
particularly if the HME /DME works with managed care organizations or value-based payment
models that reward lower acute-care utilization.

* Emphasize competitive differentiation: Having a TeleRespiratory partnership can attract more
referrals and help secure contracts with payers and facilities focusing on outcomes.

SALES OBJECTIONS
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