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BIO: 

Thomas Galvan uses more than 30 

years of financial expertise to spear-

head Rising's day-to-day accounting 

and financial operations. Unlike many 

CFOs, Tom’s background in finance 

has dealt with a number of different 

sectors including, health services, 

medical equipment leasing, and direct 

marketing call center / product fulfill-

ment and distribution. Every day we 

tap into his cross industry knowledge 

to reach our goals more rapidly and 

effectively. 

 

Prior to Rising, the Chicago “South-

Sider” led all the financial activities 

for Spilsbury, Inc., a multimillion dol-

lar catalog business and coordinated 

the firm’s sale to Infinity Resources, 

Inc. Tom’s strong financial leadership 

in the healthcare sector was demon-

strated at HealthNetwork, acquired in 

2001 by MultiPlan and ATI Medical. 

He joined ATI Medical as its 10th em-

ployee and helped the company grow 

to 250 employees, as well as led its 

Initial Public Offering.  

 

When Tom isn’t balancing budgets 

and managing our cash flows, he’s 

most likely infusing humor around the 

office, rereading leadership wisdom 

from his favorite author Jack Welch, 

or going to a Chicago White Sox 

game. 

 

Tom has a Bachelor of Science in 

Accounting and Finance from DePaul 

University. He is also a Registered 

Certified Public Accountant in the 

state of Illinois. 

 

Company Profile: 

Rising Medical Solutions is a national 

medical-financial solutions firm that 

provides medical bill review, hospital 

bill review and medical cost contain-

ment services to the workers' com-

pensation, auto, liability and group 

health markets. Inc. magazine ranks 

the Chicago-based company as one 

of the fastest growing private enter-

prises in America. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Galvan, would you tell 

us about Rising Medical Solutions and 

what the focus is today? 

Mr. Galvan: Rising Medical Solutions 

is a medical bill review company ser-

vicing the workers’ compensation, 

group health, auto and liability mar-

kets. We have insurance company, 

state fund and employer clients with 

patients who go to doctors or medical 

facilities. We reprice their claims and 

medical bills to conform with appro-

priate reimbursement rates and offer 

discounts in cases where those pro-

viders belong to our network of pre-

ferred providers. We also pass along 

those discounts during the repricing 

process. 

 

CEOCFO: Before a bill goes out, 

would it come to your attention? 

Mr. Galvan: When a patient goes to a 

medical provider, there will be indica-

tions, or a trail, we ultimately receive. 

The bill is either sent to our client and 

then electronically submitted to us, or, 

in some cases the bill is submitted 

directly to us via mail or electroni-

cally. We assess, reprice and adjudi-

cate those bills on behalf of our cli-

ents. What we’re trying to do is make 

the medical billing process as pain-

free and efficient as possible. 

 

CEOCFO: Who are your clients? 

Mr. Galvan: Our clients are mainly 

insurance companies, municipal 

funds and self-insured employers 

within the workers’ comp industry, and 

also auto, liability and group health. 

Our main clients are small, medium 

and large workers’ compensation in-

surance payers. 

 

CEOCFO: Would you explain a little 

more how this works? 

Mr. Galvan: We’re a classic supplier 

of services. We intervene at the point 

in time when a medical provider gen-

erates a bill to the time that bill is 

paid. For example, you go to your 

doctor for a workers’ compensation-

related service – it could be an office 

visit or a procedure. You have that 

procedure and the doctor’s office 

generates a bill. That bill goes to our 
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client or directly to Rising. We enter it 

into our system to begin the repricing 

process. For instance, assume a $100 

office visit for an Illinois provider. 

Let’s say that the appropriate pay-

ment level for Illinois on a fee sched-

ule basis is $70. Rising initially takes 

that $100 and reduces the bill to $70 

for our client – the statutory allowable 

rate. We then go through another 

process to see if your provider is also 

within a network we maintain of pre-

ferred providers. That bill may be re-

duced by an additional five dollars. In 

this example, instead of our client 

paying that provider $100, they would 

only pay $65. 

 

CEOCFO: Is it typical for insurance 

companies to outsource or are there 

many companies that do that inter-

mediary step rather than the insur-

ance companies themselves? 

Mr. Galvan: We fill a niche in the 

market because of the repricing soft-

ware that is used. The number of 

times rates for medical proce-

dures change is quite often; 

we use software to maintain 

those rates in all 50 states. 

The biggest reason for using a 

company like Rising is for our 

understanding of medical pro-

cedures and rates of reimbursement 

related to those procedures. To main-

tain those rates is relatively cumber-

some, so we can aggregate this effort 

on behalf of several of our clients and 

perform this service. They are re-

lieved of the responsibility of main-

taining rates as well as allowing them 

to take advantage of the national pre-

ferred provider contracts we have with 

our partners and medical providers. 

We bring to the table efficiencies; 

taking this responsibility on them-

selves would be cost prohibitive.  

 

CEOCFO: What is involved in keep-

ing track of the changes? 

Mr. Galvan: We subscribe to a ser-

vice that actually updates those rates 

and maintains the software that we 

use to adjudicate these claims. We 

currently are using one of the major 

services that maintain those state 

rates. 

 

CEOCFO: What is the competitive 

landscape? 

Mr. Galvan: This is an industry which 

is somewhat niche. Of the total medi-

cal market, workers’ compensation is 

a small part of it. Auto, liability and 

group health make-up the remaining 

part, but from Rising’s standpoint, 

most of what we do is in the field of 

workers’ compensation. There are a 

couple of very large companies that 

do this as part of their service and 

there are some smaller ones. Over 

the past five years we’ve truly grown 

from $5 million in revenue to in ex-

cess of $30 million. We are making 

inroads into this landscape that you 

mentioned. 

 

CEOCFO: Why are providers choos-

ing Rising Medical Solutions? 

Mr. Galvan: It is very much a data 

driven industry. We maintain a great 

deal of information. We are very 

much committed to technology, which 

we offer to our clients as well and 

some technological tools that they 

could use in order to make their lives 

easier and assist them in making 

faster informed decisions. Our cus-

tomer service, however, is the pri-

mary reason we have been success-

ful. We do work not only with our cli-

ents but also with providers. In this 

industry, there are two major players 

to consider: our customers, who are 

the payers of medical claims, and the 

providers of healthcare services. We 

are the middle man in this equation. 

We adjudicate these claims and rec-

ommend to our clients the com-

pensable amount to pay the provider. 

By bringing that to the table, I think it 

is a win/win/win situation. Our cus-

tomers are happy and the providers 

are happy that we are adjudicating 

their claims appropriately. That is our 

business and we like to grow in that 

respect. 

 

CEOCFO: What is your revenue 

model for Rising Medical Solutions? 

Mr. Galvan: Our clients pay us for our 

medical bill review services. Some 

bills may require negotiations with 

providers, in which case we derive 

revenue from the negotiation portion 

as well as from the processing of the 

bills themselves. Our goal is to pro-

vide our clients with appropriate sav-

ings that are relative to the services 

performed on their patients, as well as 

deal with the physicians and medical 

providers so they are appropriately 

compensated.  

 

CEOCFO: Are both sides paying you 

for your services? 

Mr. Galvan: Providers do not pay us 

for the services, insurance companies 

and our bill payers do. 

 

CEOCFO: You do some Medicare; 

what are some of the ancillary ser-

vices that you offer? 

Mr. Galvan: We provide Medicare 

Set Aside Administration, also known 

as MSA Administration. As part and 

parcel of our normal operations, we 

reprice workers’ comp medical claims 

for injured individuals who are receiv-

ing a settlement for the medical por-

tion of their injury. A couple 

years back we opened it up to 

those claimants or injured 

workers who are subject to 

Medicare. When an injured 

worker is paid out a lump sum 

or a settlement for a work-

related injury, Medicare requires the 

individual to pay any medical ex-

penses related to that injury first from 

the settlement. Then, only after those 

settlement funds are exhausted, does 

Medicare become the primary payer. 

Until that time, Rising pays medical 

expenses where there is a settlement 

on a work- related injury, and since 

we do that anyway for our clients, we 

have opened that up to individuals. 

We manage those settlement dollars 

so any workers’ comp claim would be 

paid out of the MSA account until it’s 

exhausted. We’re working on behalf 

of our clients, in this case, they’re in-

jured workers and we’re reporting to 

the Center for Medicare and Medicaid 

Services (CMS) on an annual basis. 

We ensure that we’re paying the ap-

propriate levels of reimbursement to 

the providers. 

 

CEOCFO: Do you see potential im-

plementation of the healthcare act an 

opportunity for you? 

Mr. Galvan: I do believe there is an 

opportunity there. I think the same 

Most of our clients have come to us by word-

of-mouth. The message is out there in the 

marketplace that we’re a technology com-

pany as well as a customer service com-

pany. - Thomas Galvan 
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principles that we are working toward 

will remain in place even afterwards. 

There may be a bit more delineation 

between healthcare expenses and 

workers’ compensation expenses, so I 

think they will be more focused in that 

respect because of more people be-

ing covered under a healthcare insur-

ance plan. Generally speaking, there 

is still the requirement that if a work-

ers’ compensation claim is filed, we 

essentially perform our services and 

those will still be in place after the 

healthcare act would be implemented. 

 

CEOCFO: What do you see ahead for 

the next few years? 

Mr. Galvan: I think what we are fo-

cusing on is getting more involved in 

the care management of some of the 

covered insureds of our clients. For 

instance, besides the medical bill re-

view services we perform, we also 

have a utilization management and 

care management department. This 

unit is staffed with nurses and medi-

cally trained individuals who look at 

cases on an individual basis and 

make recommendations as to whether 

the level of care is appropriate. We 

have a new product which is called 

Physician Pharmacy Review. It is ba-

sically an area that has a great deal of 

potential for efficiencies and cost re-

duction as well as better care for pa-

tients over the long-term. The phar-

macy review service is focused on 

making sure that patients use pre-

scription drugs properly when covered 

under a workers’ compensation claim. 

We’re looking to detect early on any 

overuse or misuse of prescription 

drugs. We have some benchmarks 

that we set and we look at outcomes 

to make sure the patient and doctor 

are on the same page. It’s sort of a 

third-person review of pharmacy it-

self.  

 

CEOCFO: How is business? 

Mr. Galvan: I don’t know any CFO 

who doesn’t want more revenue in the 

door. That being said, Rising has 

been on the Inc 5000 list of fastest 

growing enterprises for the past five 

years, so our growth momentum is on 

the right path. Most of our clients 

have come to us by word-of-mouth. 

The message is out there in the mar-

ketplace that we’re a technology 

company as well as a customer ser-

vice company. We are currently cre-

ating new efficiencies and technology 

for our new client implementations, as 

well as our service delivery itself. We 

are constantly looking to invest back 

into the company and dedicate sig-

nificant resource towards efficiency 

opportunities. Based on some of our 

recent client acquisitions, the word is 

getting out that we seem to be a ma-

jor player in this market. 

 

CEOCFO: What should people re-

member? 

Mr. Galvan: On our website, there is 

further description of Physician 

Pharmacy Review and MSA Admini-

stration. These are relatively newer 

offerings that go beyond our standard 

bill review services and really focus in 

on individuals’ quality of care. 
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