










fee schedules, reimbursement policies and payment 

rules throughout the life of the client agreement.  

• �Training. MPV supports our valued clients with a 

blended training program designed to provide the 

skills needed to take full advantage of Phynance. Each 

group’s implementation and training plan consists 

of a combination of self-paced tutorials, Web-based 

training modules and on-site instructor led events 

to ensure the right training is delivered to the right 

people at the right time. Our orientation offers an 

overview of the technology and the daily work�ow 

processes that impact the data available in Phynance 

while advanced training sessions cover contract 

analysis and ad-hoc reporting tools.  

• �Support. To maximize your success, the MPV Client 

Support Center is the primary point of contact for 

questions regarding contract updates, valuation  

concerns or technical issues. The Support Module is 

fully integrated with Phynance so users can easily 

engage MPV support services with a click of a button 

and track the status of requests online. The Support 

Center, which can also be contacted via phone, email 

or fax, relies on MPV’s cutting-edge technology to 

track, prioritize and respond to questions and  

enhancement requests in a timely manner. 

• �Account management. Through regular phone  

calls and site visits, our account management staff  

is in constant contact with your medical group,  

striving to match your business needs with our  

product capabilities at every step of the way. As  

a result, you will have access to best practices that 

will allow you to streamline internal processes,  

leading to enhanced contract performance and 

increased revenue. 

Committed to Your Success

A partnership with MPV means having the resources you 

need to ensure the �nancial health of your medi-

cal group both now and in the future. Our proven 

approach to payor contract management yields 

demonstrable results, so you can rest assured that 

you will receive a level of personalized service that is 

unparalleled in the industry. 

With an impressive track record for client growth 

and retention, MPV understands the value of col-

laboration and the impact it can have on your 

revenue cycle. Our expert analysts de�ne and model 

contracts accurately and ef�ciently, giving you the 

knowledge you need to stay in control of your reim-

bursement. When combined with the power of our 

Web-based technology, you will be able to better 

understand your payor contracts, �le more effective 

appeals and improve overall cash �ow.

The Management Dashboard provides a real-time view of the most  
important �nancial metrics of your practice. Users can select and con�gure 
the metrics to meet their speci�c reporting and data needs.



“With MPV Phynance, we can produce customized 

reports and accurately document our reimbursement 

levels and contract performance with each payor.  

This information strengthens our negotiation position  

during contract renegotiations with our payor partners.”

– Shannon Tacker, Vice President of Revenue Services,  
Analysis and Decision Support, UT Medical Group



About MPV

MPV provides medical groups with expert consultative services and financial tools to 

monitor payor performance, verify reimbursement, reduce registration, coding and posting 

errors, negotiate better contracts and improve overall cash flow. Serving more than 22,000 

physicians nationwide, MPV gives clients better control of their payor contracts, improves 

workflow efficiency and strengthens the bottom line. To learn more about how your  

organization can benefit from MPV’s unique combination of financial services and tools,  

visit www.mpv.com or call 800-930-9095. 

800-930-9095

www.mpv.com

Maximize the Value of  
Your Payor Contracts 

I n n o va t i v e  s e r v i c e s  a n d  t e c h n o l o g y  f o r  p h y s i c i a n  g r o u p s
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