
 

plan offered at the time they receive 

their first bill 

• Just 6.9% choose a phone call from 

their provider to ask for a plan 

There is a direct relationship be-

tween a patient’s increased out-of-

pocket payments and the chance 

they will sign up for a payment plan:  

• 38.9% of respondents used pay-

ment plans to manage out-of-pocket 

expenses ranging from $50 to $250 

When costs topped $1,000, 51.4% 

opted for payment plans. Payment 

plan fees influence how patients 

make decisions connected to pay-

ment plans, for example:  
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Patients Prefer Payment Plans for Medical Billing 

• 33.7 percent choose shorter terms 

to reduce fees 

• 17% pay balances in full to avoid 

fees 

• 25% say fees have no influence on 

their decision on how to pay 

“The study offers important insights 

for hospitals and health systems 

seeking to optimize their revenue 

cycle practices and payment plan 

strategy, as well as to improve pay-

ment behavior without jeopardizing 

the relationship between patient 

and provider,” John Talaga, execu-

tive vice president, Flywire, said in a 

news release on the study. 

More info: https://bit.ly/2CDJMpH 

As out-of-pocket health care costs 

continue to increase for consumers, 

more prefer payment plans to man-

age their medical bills, according to 

the “Changing Landscape of Health 

Care Payment Plans” report, pro-

duced by PYMNTS in collaboration 

with Flywire. Data on the report is 

based on a survey of 2,837 patients 

who checked into a hospital or 

emergency room in the previous 

year. Key findings include:  

• 57% of respondents would prefer a 

payment plan offered before service 

or at the time of service with their 

health care provider 

• 35.5% would prefer a payment 

Upcoming Events: 

CCI’s Prescription For Profit Seminars—Please 

contact us to discuss Spring 2019 dates and 

locations at marketing@mycollectioncenter.com 

CO HFMA—Spring Symposium—April 10th—

11th—Arvada, CO  

MWCUA—Annual Conference—April 24th—

26th, Scottsdale, AZ 

UCHealth—Northern Colorado Foundation—

Spring Benefit– May 11th—Loveland, CO 

Wyoming Medical Society—Annual Meeting—

May 31st—June 2nd—Moran, WY 

UCHealth—Greeley Golf Classic—June 17th—

Greeley Country Club 

Interpretation of Wyoming AG Opinion—Adding Collection Fees Unenforceable 

It’s often requested of third party 

collection agencies to add-on or 

collect fees charged to the consum-

er for the collection of a delinquent 

account. 

Under the FDCPA the addition of 

collection fees on an account is 

permitted when “such amount is 

expressly authorized by the agree-

ment creating the debt or permit-

ted by law.” 

This federal regulation allows for 

deferment to state legislation and 

allows for collection fees if written 

into the agreement and signed by 

the consumer. 

The most recent Attorney Generals 

formal opinion of Wyoming stat-

utes states  “even if the debt 

agreement provides that the cred-

itor may collect its costs of collec-

tion (including any commission or 

fee charged by the collection 

agency), neither the creditor nor 

the collection agency may collect 

any default charges.” 

It’s our interpretation that the 

addition of these charges, even if 

written into the agreement, are 

not enforceable under the law and 

may leave the client open for legal 

action. 

While tempting, adding collection 

fees to offset the cost of collec-

tions may result in unwanted legal 

action by the consumer. 

There are however other charges 

clients can charge their consumers. 

Section 40-14-214 states in part: 

the parties may contract for a de-

linquency charge on any install-

ment not paid in full within ten 

(10) days after its scheduled due 

date in an amount not exceeding 

the greater of: five percent (5%) of 

the unpaid amount of the install-

ment; or ten dollars ($10.00). 

Section 40-14-257 defines consum-

er related sale as: a sale of goods, 

services, or an interest in land 

which is not subject to the provi-

sions of this act applying to con-

sumer credit sales.  

Section 40-14-259 defines the 

charges allowed when a buyer 

defaults on a consumer related 

sale: reasonable attorney’s fees, 

deferral charges and other charges 

that could have been made had the 

sale been a consumer credit sale.  

A provision in violation of this 

section is unenforceable. 

CollectionCenter, Inc. has been 

advised by its attorneys not to add 

collection fees or costs turned over 

for collections in an effort to mini-

mize the likelihood of legal action 

by the consumer. 

Have an event or fundraiser you’d like included in 

our newsletter? Please e-mail details to:  

marketing@mycollectioncenter.com 

https://bit.ly/2CDJMpH


5 Tips for Getting Organized at Work 

No one wants to be considered 

the office airhead. But losing just 

one important phone number or 

forgetting one vital meeting be-

cause you’re disorganized may 

make you look like one. These five 

organizing tips can help you be-

come known for your brilliant 

ideas rather than your scattered 

brain. 

 

1. Chuck Your Junk. Just like 

when you declutter at home, 

think about whether you’ve need-

ed something within the last year. 

Make a “toss” pile, a “store” pile 

and a currently active “to-do” 

pile. That take-out menu from the 

bankrupt sandwich shop down 

the street? Toss it. The budget 

report from 2009? Store it, but 

only one copy. A printout of the 

presentation you’re giving on 

Friday? Keep it on hand. 

2. Store, Store and Store Some 

More. Resist the urge to be a 

perfectionist in dealing with the 

old paperwork in your “store” 

pile, or you’ll be lost amid stacks 

of miscellany for days. Just create 

a way to organize your materials 

in a way that makes sense to you. 

Everything related to the annual 

meeting could go in one labeled 

plastic bin or box, for example. 

Then work with your boss to find 

a place outside your office or 

cubicle to store this stuff. 

 

3. Tackle Your To-Do Pile. This is 

where you should invest your 

efforts for the biggest payoff in 

long-term, sustainable organiza-

tion. Create file folders for each 

project you are currently working 

on (or a different folder for each 

client or for each upcoming due 

date -- whatever makes sense for 
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Maximum recovery, with care, since 1919 

you). When you complete a project, 

go through the file and discard the 

unimportant documents within. 

Then store the folder -- which has 

been winnowed down to include 

only the project essentials -- into an 

appropriate bin. 

 

4. Keep Your Desk Clear. The sur-

face of your desk should now be 

visible. Hooray! Keep it that way. 

One surefire way to prevent clutter 

from accumulating on your desk is to 

adopt the one-touch rule. Deal with 

every piece of paper that crosses 

your desk immediately. Trash it, act 

on it, file it or -- if you really must -- 

place it in your inbox until you have 

time to deal with it. (The one-touch 

rule is also applicable to email.) 

 

5. Use Technology Wisely. Strive to 

keep phone numbers and other often-

used data on your computer and/or 

mobile phone. Online organizers -- 

which you can access via your com-

puter or your phone -- can combine 

your calendar, address book, to-do 

lists and more. They can also send you 

pop-up reminders about meetings and 

deadlines.  

Meet the Team—IT Manager—Jason Urban 

5819 Lockheed Ave 

Loveland Co, 80538 

Brain Teaser — Do You Sudoku? 

Want the answer? Email marketing@mycollectioncenter.com  

Jason Urban started his journey 

with CollectionCenter, Inc. in Feb-

ruary of 2018 as a Systems Admin-

istrator and is currently the IT 

Infrastructure Manager.  

In his current role he 

enjoys migrating 

server systems to 

new hardware as 

well as planning and 

managing projects.  

His first project at Collection-

Center, Inc. was planning, design-

ing and implementing a Hyper 

Converged Hyper-V Cluster, an IT 

framework that combines storage, 

computing power and networking 

into a single system for increased 

scalability and overall reduction in 

complexity.  

“This new framework should meet 

our current and future business 

needs,” he said.  

Urban describes his best work 

qualities as “a person who enjoys 

achieving personal goals as well as 

achieving the needs and goals of 

the company, and having fun 

doing it.” 

Urban comes to CollectionCenter, 

Inc. with over 18 years of experi-

ence in the IT industry and has 

worked in financial services and 

outsourced IT services environ-

ments where troubleshooting and 

maintaining virtual systems were 

large aspects of his daily responsi-

bilities. 

Urban admits there are challenges 

in his role including planning and 

implementing innovative technical 

solutions to problems that address 

individual and companywide needs 

and building his knowledge base of 

the collection industry.  

Some of his hobbies include garden-

ing, bee keeping, mycology (fungi/

mushrooms), motorcycles, family, 

friends and brewing beer.  

His ideal vacation would be relaxing 

on his property in southern Colora-

do or taking a long road-trip on his 

motorcycle.  

If Urban weren’t in Technical Sup-

port as a profession he would love 

to be a restauranteur and enjoys 


