Cost & Budget Concerns

OBJECTION: “We're already operating on slim margins. How can we justify another monthly fee?”

UNDERLYING WORRY: Unsure if the per-patient or subscription-based cost will translate into
enough ROI. Worry about an additional expense when reimbursement rates are tight.

RESPONSE STRATEGY:

* Emphasize tangible ROI: reduced readmissions, improved outcomes lead to increased referral
streams and higher patient retention.

* Position the fee as predictable (per-patient/monthly), making budgeting simpler than sporadic

costs of unmanaged care.

Fear of Losing Control Over Patient Care

OBJECTION: “Our clinicians already manage oxygen patients. Why should we outsource some
of that function to a TeleRespiratory team™”

UNDERLYING WORRY: Potentially relinquishing direct oversight of patient care. Want to ensure
they remain the primary contact zor patient needs and do not dilute their brand or relationships.

RESPONSE STRATEGY:

e Clarify that Oxygen360 augments internal teams, not replaces them.

e Highlight how a dedicated Respiratory Navigator offers additional expertise and continuous
monitoring, ultimately strengthening ’rKe HME /DME’s reputation for quality care.

In-House Staffing & Existing Protocols

OBJECTION: “We already have protocols for oxygen follow-up and a clinical team who handles
these patients. Is Oxygen340 really necessary?”

UNDERLYING WORRY: Duplicating efforts or pcyin&q for services they believe their current staff
could handle. Overhauling existing workflows and documentation processes.

RESPONSE STRATEGY:

e Focus on workflow automation: Oxygen360 uses the NEXUS software to centralize data,
alerts, and reports—reducing administrative load for in-house staff.

* Position Oxygen360 as a way to scale: If they're near capacity, TeleRespiratory support can

cover routine tasks so internal staff can focus on complex cases.

Skepticism About Telehealth Efficacy

OBJECTION: “Can a remote Res,;oirc’rory Navigator really engage and improve patient outcomes
as effectively as in-person visits?”

UNDERLYING WORRY: Belief that respiratory management is best done face-to-face, especially
for older or more fragile patients. Unsure if patients will comply with telehealth instructions.

RESPONSE STRATEGY:

* Provide success stories and metrics from similar providers: show reductions in hospital
readmissions, improved adherence rates, and high patient satisfaction.

e Stress the real-time nature of telemonitoring—an “always-on” service that can flag problems
and intervene quickly, often more efficiently than scheoruled on-site visits.
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Uncertainty About Workflow Integration

OBJECTION: “We use multiple systems—how will Oxygen360 fit into our day-to-day operations and EHR?”

UNDERLYING WORRY: Additional training and IT complexity. Data silos if Oxygen360 doesn’t
integrate seamlessly with existing platforms.

RESPONSE STRATEGY:

e Highlight NEXUS as a cloud-based, user-friendly platform that's designed to integrate or at least
complement common EHR/billing systems.

e Emphasize training and onbocroﬁng provided by Encore Healthcare—ensuring minimal disruption

and a straightforward learning curve.

Concerns About Patient Privacy & Compliance

OBJECTION: “How do we ensure HIPAA compliance and secure patient data with a third-party
TeleRespiratory service?”

UNDERLYING WORRY: Potential breaches or non-compliance with HIPAA/HITECH regulations.
Liability if a third-party system mishandles PHI.

RESPONSE STRATEGY:

¢ Underscore Oxygen360’s HIPAA-compliant infrastructure, secure data transmission, and
encryption standards.

* Provide documentation on Encore Healthcare's policies, audits, and ongoing compliance checks.

ROI & Outcome Validation

OBJECTION: “Will Oxygen340 really lower our readmission rates and improve patient satisfaction
enough to justify the investment?”

UNDERLYING WORRY: Want concrete proof that TeleRespiratory services will deliver measurable
clinical and financial benefits. Unsure how quickly they'll see positive impact on revenue or referral
relationships.

RESPONSE STRATEGY:

* Present case studies and benchmark data showing significant drops in readmissions and overall
cost savings among comparable providers.

¢ lllustrate how proactive interventions via Oxygen340 can enhance patient loyalty, leading to

more referrals and broader brand reputation gains.
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Resistance to Change & Competing Priorities

OBJECTION: “We have too many initiatives right now—rolling out another service might be too
disruptive.”

UNDERLYING WORRY: Worried about staff overload and the learning curve. Uncertain if this is
the best time to introduce new programs.

RESPONSE STRATEGY:

e Offer pilot or phased rollouts: demonstrate success with a small patient group, then expand.

* Emphasize quick deployment: because it's a TeleRespiratory service with cloud-based
software, implementation typically requires minimal on-site setup.
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