
Date Communication

June 26, 2023 State Communication Email: Communication distributed to all state affiliates
informing them of the new state strategy. This also included information regarding
upcoming digital Town Hall events and a Partner Affiliate vs. Chapter checklist
outlining the component changes.

June 27-July 20,
2023

Calls with states to review KPI Benchmarking Reports

July 18, 2023 Digital Town Hall meeting with state leaders and staff focused on State Strategy
including the Partner Affiliate and chapter models

July 28, 2023 State Strategy FAQ document, State Strategy Town Hall presentation and Draft of
new Partner Affiliate Agreement distributed to state leaders

August 15, 2023 Digital Town Hall meeting with state leaders and staff focused on Regional
Conference strategy

August 28, 2023 Updated FAQ document distributed to state leaders and staff

September 19, 2023 Digital Town Hall meeting with state leaders and staff focused on Dual Membership
strategy

September 25, 2023 MGMA-ACMPE Response to State Notice of Dissent

September 27, 2023 MGMA State Notice of Non-Renewal and final 2024 Partner Affiliate Agreement
mailed to all state presidents via USPS Priority Express Mail

September 28-29,
2023

MGMA State Notice of Non-Renewal and final 2024 Partner Affiliate Agreement
emailed to all state presidents

October 17, 2023 Updated FAQ document and Town Hall presentation on dual membership distributed
to state leaders and staff (see attached)

From: Martha Huckaby, MSW
To: Martha Huckaby, MSW
Cc: Tracy Watrous, FACMPE; Allison Gault, MBA, CAE
Subject: Recap of Communications on MGMA State Strategy
Date: Tuesday, October 17, 2023 4:27:55 PM
Attachments: 1-June 26 2023 State Strategy email.pdf

2-MGMA State Strategy FAQ 2023_July21.pdf
3-STATE STRATEGY PRESENTATION FOR JULY TOWN HALL final.pdf
4-2024 MGMA Partner Affiliate Agreement 4884-8397-8091 DRAFT.pdf
5-MGMA_StateStrategy_FAQs_2023_vAug25.pdf
6-MGMA Response Letter.pdf
7-YELLOW_GREEN EMAILS IMPORTANT_ MGMA State Notice of Non-Renewal & New 2024 Agreement.pdf
8 - RED EMAILS_ MGMA State Notice of Non-Renewal New 2024 Agreement.pdf
9-2024 MGMA Partner Affiliate Agreement - Final.pdf
10-MGMA_StateStrategy_FAQs_2023_v3_Oct16.pdf
11-MGMA_State Strategy Town Hall - Dual Membership with Data 09-19-2023.pdf

Dear State MGMA Leaders:

We’re looking forward to seeing our state leaders this weekend who are joining us for the State
Leaders Conference (SLC) and the MGMA Leaders Conference. We wanted to make sure we will all
be on a level playing field going into SLC by ensuring that all state leaders have received, and have
had an opportunity to review, the communications that have been previously distributed related to
the MGMA state strategy and new Partner Affiliate Agreements. We recognize that it was critical to
have a robust and transparent communication plan associated with these changes regarding the
“why” behind the strategy, what the transition process entails and the implementation timeline. This
communication strategy included the following communication pieces distributed to date:

Communication Recap

 
In addition to the communications listed above, there have been many calls and email
communications with individual state leaders and staff addressing specific questions and concerns.

mailto:mhuckaby@mgma.com
mailto:mhuckaby@mgma.com
mailto:twatrous@mgma.com
mailto:agault@mgma.com
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From: Martha Huckaby, MSW
Sent: Monday, June 26, 2023 2:39 PM
To: Martha Huckaby, MSW
Cc: Tracy Watrous, FACMPE; Allison Gault, MBA, CAE
Subject: MGMA State Association Transition


Dear state MGMA presidents, presidents-elect and immediate past presidents (cc state staff): 


It is no surprise to any of us that healthcare is one of the fastest-moving and most-dynamic industries in the country. 
There is an expression that change is the only constant, and that certainly applies to MGMA. As a membership-driven 
organization, we are always evaluating how we can provide more value to both our state organizations and 
our members.  


We want to share an update on an organizational transition that we have been working on that will impact our state 
organizations. We have developed an enterprise-wide strategy to create better alignment with our MGMA state 
affiliates and provide a model that will drive greater collaboration, support and value to members at both the National 
and State levels. 


Our goal has been to rethink and redefine the National/State relationship so that each of us can leverage our 
strengths, maximize our resources, and better position ourselves to demonstrate a unique and compelling 
value proposition to members. We have identified two tracks, a state chapter and a state partner affiliate, that will allow 
us to achieve this. This transition will begin January 1, 2024.  


State Chapter 
The first track is a Chapter model that allows state organizations to become a subsidiary of MGMA. While state 
volunteers will continue to play key roles in governance, membership, content/benefits and conferences, the 
administrative and financial responsibilities will be assumed by MGMA and resourced through outsourced 
association management. We don’t expect everyone to pursue this direction, but some organizations that have 
been facing challenges may find this model gives them the resources and support they need to become 
successful.  


State Partner Affiliate 
The second track is a revised Partner Affiliate model. The current State Affiliate Agreement will no longer be 
offered as an option. The revised Partner Affiliate Agreement will look similar to our current partner affiliate 
with some important distinctions. As you know, the Partner Affiliate Agreement requires a dual membership 
product offering for individual membership. This new Partner Affiliate Agreement will include the existing dual 
option for individual membership, and the addition of a dual organizational membership option. This dual 
offering has been requested by many of our state affiliates and we are excited to roll this out as a component of 
the new strategy. Members will still have the option of selecting a National only or State only membership 
product. A consistent dual membership offering across all states will ensure all members have the option to 
receive the best local and national value and resources.  


The new state models will also reflect a new regional conference strategy. Rather than going it alone, we will offer 
regional conferences sponsored by both National MGMA and one or more state organizations. Our financial modeling 
indicates that this approach should minimize effort and risk for state organizations while delivering the same or more 
financial return. It will also allow us to elevate the experience and benefits of attending the conference for members. 







2


Additionally, the new state strategy will allow us to offer even more value to members, including state-specific data 
analysis reports, the option of a customized state career center/job board microsite, expanded access to available 
MGMA articles to utilize at the state level, and curated resources available from the MGMA National Government Affairs 
team.  
 
We recognize that few people like change and that this new structure may cause some concern as you consider the 
implications for your state organization. Please know that we have devoted substantial resources to developing this 
structure and that our first priority is helping you be successful. By moving to the Partner Affiliate or Chapter model, we 
believe it will benefit your state association, your members and MGMA. This is an opportunity to create stability, 
product consistency, drive greater collaboration and leverage the unique value to members offered at both the national 
and state levels.   
 
We also know that you will have many questions about this new strategy. We will provide several opportunities for you 
to ask questions through monthly digital town hall meetings and at our State Leaders Conference. Each town hall will 
focus on a specific topic, as well as commonly asked questions. The town hall schedule is as follows: 
 


July 18 General ques ons about chapter and partner affiliate models.  
Examples could include: 
 Differences between the two structures. 
 Differences between the current partner affiliate agreement and the new 


one. 
 When will our affilia on agreements change? 
 


August 15 Regional Conferences 
September 19 Dual Membership 
October 21 – 22 State Leaders Conference – Nashville, Tenn. 
November 21 Governance 
December 19 Other Areas (Career Center/Educa on Content/Government Affairs) 


 
Please send questions you would like us to address during these town hall meetings to membership@mgma.com and we 
will respond to each during the appropriate call. Prior to each call, we will send a reminder for additional questions.  
 
If you have immediate questions, please do not hesitate to contact us. We welcome the opportunity to discuss this with 
you.  
 
Sincerely, 
 
Tracy Watrous, FACMPE, VP, Association Strategy & Product Development 
twatrous@mgma.org 
303-799-1111, ext. 1884 
 
Allison Gault, MBA, CAE, Director, Member Engagement 
agault@mgma.org  
303-799-1111 ext. 1239 
 
Martha Huckaby, MSW, Senior Manager, Member Engagement 
mhuckaby@mgma.org 
303-799-1111 ext. 1250 
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MARTHA HUCKABY, MSW 
SR. MANAGER, MEMBER ENGAGEMENT 
x1250 


Advancing the business of healthcare today for a better tomorrow 
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FAQs |State Strategy  
       
 
 
V1:  July 21, 2023 
 


State Strategy and Options 
 
Why is MGMA moving from 
affiliates to partners and 
chapter model?  
 


As a membership-driven organization, we are always evaluating how we can 
provide more value to both our state organizations and our members.  
 
We have been working on an enterprise-wide strategy to create better 
alignment with our MGMA State Affiliates and provide a model that will drive 
greater collaboration, support and value to members at both the national and 
state levels. 
 
The goal is to rethink and redefine the Na onal/State rela onship so each can 
leverage their strengths, maximize their resources, and be er posi on 
themselves to demonstrate a unique and compelling value proposi on to 
members. By moving to a partner affiliate and chapter model, we believe this 
approach will benefit you, your members and MGMA. This is an opportunity to 
create stability and improve the quality of the services you provide to your 
members. 
 


What is the reason for this 
change? 
 


As a membership-driven organization, we are always evaluating how we can 
provide more value to both our state organizations and our members.  
 
Over the past several years, states that have been struggling did not no fy 
MGMA un l they were too close to dissolving. As a result, we’ve seen several 
states fail and members displaced. 
 
We’ve also had several states reach out to us and ask for greater support, which 
we could not provide under the current affiliate models. MGMA designed KPIs 
to collect data and apply na onal benchmarks in the areas of financial and 
membership management, as these are the core areas of success and viability 
for associa ons.   
 
We then began working on an enterprise-wide strategy to create be er 
alignment with our MGMA State Affiliates and provide a new op on that will 
drive greater collabora on, support and value to members at both the na onal 
and state levels. 
 
The goal was to rethink and redefine the Na onal/State rela onship so each can 
leverage their strengths, maximize their resources, and be er posi on 
themselves to demonstrate a unique and compelling value proposi on to 
members. By moving to a partner affiliate and chapter model, we believe this 
approach will benefit you, your members and MGMA. This is an opportunity to 
create stability and improve the quality of the services you provide to your 
members. 
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How will this impact 
members?  
 


Our members are the heart of MGMA — and the founda on of the healthcare 
industry. By moving to a partner affiliate and chapter model, we will con nue to 
grow a coali on of leaders who are confidently advancing the prac ce of 
medicine across the country. 
 


What is a chapter? The chapter model allows state organizations to become a subsidiary of MGMA. 
While state volunteers will continue to play key roles in governance, 
membership, content/benefits and conferences, the administrative and 
financial responsibilities will be assumed by MGMA and resourced directly or 
through outsourced association management. We don’t expect everyone to 
pursue this direction, but some organizations that have been facing challenges 
may find this model gives them the resources and support they need to become 
successful.  


What is a Partner Affiliate?  
Why is the current Affiliate 
Agreement no longer being 
offered as an op on? 
 


The revised Partner Affiliate Agreement will look similar to our current Partner 
Affiliate with some important dis nc ons. As you know, the Partner Affiliate 
Agreement requires a dual membership product offering for individual 
membership. This new partner affiliate agreement will include the exis ng dual 
op on for individual membership, and the addi on of a dual organiza onal 
membership op on. This dual offering has been requested by many of our state 
affiliates and we are excited to roll this out as a component of the new strategy. 
Members will s ll have the op on of selec ng a Na onal-only or State-only 
membership product.  
 
When the Partner Affiliate Agreement was originally created, the major 
difference to the Affiliate Agreement was the inclusion of the Dual Membership 
product.  Although a pilot involving six states had proven successful, many states 
were hesitant to embrace Dual Membership. As a result, MGMA allowed states 
to par cipate in either the Affiliate or Partner Affiliate agreement. Over the last 
two years, eighteen states have elected the Partner Affiliate Agreement and 
successfully par cipate in dual membership. The goal now is to provide 
consistent membership product offerings in all states so that all members have 
access to a product that works best for them and the op on to receive the best 
local and na onal value and resources.     
   


How does dual membership 
work under the partner 
affiliate agreement? 


All states will be required to offer dual membership (member of both national 
and state) in addition to state-only membership. National members may also 
elect to remain as national-only. The Partner Affiliate Agreement will also 
include a new Dual Organizational Membership product in addition to Dual 
Individual Membership.  
 


What is the enrollment 
process and financial model 
for Dual Individual 
Membership? 


Dual individual members enroll through the national MGMA website and pay a 
single dues amount based upon a discounted state dues rate and discounted 
national dues rate (12.5% discount each). States will also provide a Dual 
Membership landing page on their website with a link to the national MGMA 
Dual Membership landing page. MGMA will collect and distribute back to the 
state their share of the dues via EFT. States will be notified of each new/renew 
dual member in their state so they can onboard and engage that member in the 
same way they handle all their other state members.  
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Will there be costs to a state 
for elec ng either the 
Partner Affiliate or Chapter 
op on?   
 


There will not be a cost to the state for elec ng either model other than a 
percentage of the Dual Organiza onal Membership dues allocated to the state 
to cover administra ve costs associated with the sales process. 
 


What benefit(s) does 
Na onal MGMA feel the 
states have with an MGMA 
partnership? 
 


One of the main benefits is the na onal recogni on of the MGMA brand as a 
leader in the industry and the primary associa on suppor ng the business of 
medical prac ce management.   
 
The goal was to rethink and redefine the Na onal/State rela onship so each can 
leverage their strengths, maximize their resources, and be er posi on 
themselves to demonstrate a unique and compelling value proposi on to 
members. By moving to a partner affiliate and chapter model, we believe this 
approach will benefit you, your members and MGMA. This is an opportunity to 
create stability and improve the quality of the services you provide to your 
members.   
 
 


MGMA States each have 
differing dues structures. 
How will this work for 
Individual Membership?  
 
 


Both MGMA and the MGMA State will take a 12.5% discount on dues and that is 
the amount charged. The MGMA State can choose to take more of a discount, 
for example, GA MGMA charges $1 over national dues for a dual membership 
(Slogan: MGMA is $399 and for a dollar more you can have both National and 
State Membership!) 


We would like to request at 
least a one-year due 
diligence period to resolve 
any ques ons in the new 
agreement, hold an in-
person membership 
mee ng to discuss and 
share the impact, and also 
to have sufficient me to 
determine a route forward 
with pre-exis ng long-term 
commitments for future 
state conference and 
mee ng spaces. 
 


Due to the tenuous posi on of several of our states, MGMA feels it is important 
to move forward with the new models quickly. The only change in moving from 
the Affiliate to the Partner Affiliate Agreement is the addi on of the Dual 
Membership products. As states will con nue to be able to offer state-only 
membership, this should not have an impact on current members, other than to 
offer access to na onal and state membership through a single enrollment 
process. Regional conference par cipa on for Partner Affiliates will be op onal 
so as not to interfere with exis ng contracts or commitments. However, if a 
state is interested in par cipa ng in regional conferences, the na onal M&C 
staff would work with a state in nego a ng out of an exis ng contract.   
 


Is there a longer-term plan 
to move all Chapters to the 
“State Chapter” model?  If 
yes, what is that meframe? 
 


There is not a long-term plan to move all states to the chapter model.   
 


Does MGMA have a 
preference in which model a 
state elects? 
 


No. The purpose of two op ons is to give a state the opportunity to select the 
model that will best serve the state associa on and its members. However, if a 
state is “at risk” based on the KPI benchmarks, MGMA will work with the state in 
transi oning to the chapter model. The goal behind the introduc on of a 
chapter op on is to offer a model that provides greater resources and support 
than can be provided through an affiliate rela onship. The most significant 
advantage of the chapter op on is that MGMA assumes financial responsibility 
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for the state associa on. This allows state leadership to focus on membership 
growth and reten on, member benefits and educa on. 
 


What happens if a state 
refuses to sign the new 
Partner Affiliate Agreement 
or the Board of Directors 
and/or membership does 
not approve amending the 
bylaws to transi on to a 
Chapter? 
 


We recognize that these changes may be unexpected and concerning at first, 
but please understand that we have evaluated them and their impact on both 
state organiza ons and members. Our goal is that the terms of this new 
agreement will be beneficial to you, your members and MGMA. Even if your 
state organiza on is performing well, we know that we cannot be complacent 
and must con nue to innovate. As a result, we have developed a new Partner 
Affiliate Agreement that will go into effect on Jan. 1, 2024. Each state 
organiza on must sign the new Partner Affiliate Agreement to maintain its 
affilia on with MGMA. 
 


Will MGMA bear the 
financial responsibility for 
general opera on expenses 
for a struggling affiliate? 
 


MGMA will only bear financial responsibility for chapter expenses. 
 


Will the move from the 
current Affiliate Agreement 
to the Partner Affiliate 
Agreement have an impact 
on state roles and 
responsibili es? (i.e., is 
Na onal MGMA going to be 
taking over our 
responsibili es when it 
comes to membership, 
conferences, mee ngs, 
accoun ng, etc.?) 
 


The main change for states moving from Affiliate to Partner Affiliate in 2024 will 
be the requirement to offer a dual membership op on for its members. Partner 
Affiliates will also be given the opportunity to par cipate in a new Regional 
Conference strategy. All other state responsibili es will remain unchanged. 


 


Who will MGMA be 
contrac ng with to manage 
the states selec ng the 
chapter op on?  Will 
exis ng state staff or 
associa on management 
companies be included as 
op ons in the state chapter 
model? 
  
 


MGMA will not bring chapter associa on management responsibili es in-house. 
We know there are so many excellent state staff and management organiza ons 
that do an incredible job managing their states and know our industry well and 
we plan to start there first. It will not be one organiza on or person, as there 
will be several chapters needing management support. We are just star ng the 
work to define the delegated associa on management responsibili es and 
contrac ng processes. MGMA will be the contrac ng organiza on with the 
outsourced associa on management staff on behalf of the chapters; however, 
the state leadership will maintain an ac ve role. 
 


Who selects the 
management company?  
Will there be an RFP?  


Na onal MGMA will select the management company, there will be an RFP and 
MGMA will hold the contract for the management company.  


Will state leadership be 
involved in the selec on 
process for their associa on 
management companies 
(with the chapter op on)? 
 


We have not determined this yet but will consider how a state chapter might 
play a part in the associa on management selec on process. 
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Can you share the data 
illustra ng the impact of the 
administra ve management 
support MGMA has 
provided to Illinois MGMA? 
 


Na onal MGMA became the Associa on Management company for Illinois 
MGMA in February 2022 at the request of the ILMGMA Board of Directors. At 
the me of the change, ILMGMA was in a cri cal financial situa on and needed 
assistance. With the help of Na onal MGMA staff and a very engaged and 
commi ed Board of Directors, ILMGMA has been able to increase net income 
by 180%, grew membership by 13.5% and con nued to offer state specific 
educa on with nearly 400 a endees throughout the year. Addi onally, 
ILMGMA’s online presences via LinkedIn increased by 66%. Na onal MGMA 
would like to reiterate that the IL MGMA Board of Directors was highly engaged 
and dedicated to the success of the associa on which required months of hard 
work and difficult conversa ons and decisions. 
 


KPIs 
 
Are these benchmarks 
based on healthcare 
associa ons? Was a non-
profit associa on part of the 
criteria? 
 


These benchmarks are not based solely on healthcare associa ons because, as 
with the MGMA data surveys, if you drill down too far, the “N” would have been 
too small and the results would not have been helpful.  
 
Yes, the benchmarks were specific to non-profit associa ons. 
 


Can you outline the total 
number or percentage of 
state affiliate chapters that 
landed in each color for the 
overall score?  Can you 
outline the total number or 
percentage of state affiliate 
chapters who landed with a 
yellow or red score for their 
Membership/Reten on KPI? 
 


In respect to each state affiliate that has provided confiden al financial 
informa on to us, we will not be sharing the number of states in each category.  
However, there were mul ple states represented in each color category (green, 
yellow, red).  Most states are in the overall yellow ra ng, with a smaller, almost 
equal number of states in the red and green overall ra ngs. 
 
The formula used for calcula ng Membership Reten on was: 
Total Ac ve Members for 2022 minus Total New Ac ve Members in 2022, 
divided by Total Ac ve Members in 2021. 
 


What are the op ons for a 
state that received an 
overall “red” score on their 
2022 KPI Benchmarking 
Report? 
 


We have had conversa ons directly with states who are in this category. We are 
working with them one-on-one. Their individual Board of Directors are making a 
decision based on the informa on provided during the mee ngs.  
 
Any red organiza on may begin transi on work to become a state chapter (that 
takes effect Jan. 1, 2024, or on a date to be determined collabora vely by 
MGMA and the state organiza on) or red organiza ons can elect the right to 
cure opportunity and will have un l the end of the year to improve overall 
performance to a yellow or green status. If a state organiza on is unable to 
improve to yellow or green by year end, transi on planning to the chapter 
model will be ini ated.  An individualized transi on plan with corresponding 


meline will be developed for each state moving to the chapter model. 
 
Any green/yellow organiza on can elect to sign the new Partner Affiliate 
Agreement (that takes effect on Jan. 1, 2024) or also elect to move to the 
chapter model.  
 
 


Will we receive informa on 
on other states’ benchmarks 


At this me, we are being sensi ve to states that had required an NDA to share 
financial informa on or requested we do not share their financial informa on. 
That being said, we are exploring how we might best share compara ve data for 
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to compare them to our 
benchmarks? 
 


the MGMA State Affiliates that will not reveal any indicators of the specific state 
informa on. 
 


Timeline and Transi on 
 
What is the meline for 
implementa on of the new 
Partner Affiliate Agreement? 
 


The current Affiliate and Partner Affiliate Agreements will not be renewed; 
therefore, the new Partner Affiliate Agreement must be signed by January 1, 
2024.  
 


If a state has the op on to 
sign the new Partner 
Affiliate Agreement, why 
does it need to be signed by 
January 1, 2024? 
 


The major change in the new Partner Affiliate Agreement is the addi on of the 
Dual Organiza onal Membership product. MGMA currently has over 900 
Organiza onal Members.  The biggest membership renewal month is January 
and the sales process for Organiza onal Membership renewals begins 90 days 
prior to the renewal date. Therefore, renewal discussions with current na onal 
Organiza onal Members will begin in October 2023. The earlier a Partner 
Affiliate state signs the new agreement, the sooner the na onal sales team can 
include that state in renewal discussions for an upsell opportunity to Dual 
Organiza onal Membership. The goal was to be able to offer the Dual 
Organiza onal Membership opportunity to as many new and renewal 
organiza ons as possible knowing the volume of accounts that purchase a new 
OM or renew in January.   
 


What is the timeline for 
transition to a chapter? 
 


There will be an ongoing transi on period dependent on each state’s bylaws, 
contracts, etc. This transi on will begin on January 1, 2024. There is no 
expecta on that any state would be completely transi oned to state chapter by 
that date.  
 
If a red state is unable to increase their scores on the KPI to at least a yellow 
ra ng by Dec. 31, 2023, MGMA will move forward with transi oning the state to 
a chapter. 
 


Will the move from the 
current Affiliate Agreement 
to the Partner Affiliate 
Agreement have an impact 
on state roles and 
responsibili es, i.e., is 
na onal MGMA going to be 
taking over our 
responsibili es when it 
comes to membership, 
conferences, mee ngs, 
accoun ng, etc.?  
 


The main change for states moving from Affiliate to Partner Affiliate in 2024 will 
be the requirement to offer a dual membership op on for its members.  Partner 
Affiliates will also be given the opportunity to par cipate in a new Regional 
Conference strategy.   All other state responsibili es will remain unchanged.  
 


When will the new Partner 
Affiliate Agreement be 
available to review?  


We have the first dra  from legal counsel, and it is under review. We hope to 
have the ini al dra  available for the State MGMAs to review no later than July 
31st. 
 


Under the state Partner 
Affiliate Agreement, are 


No. 
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there any required changes 
to governance? 
 
If a state is in the “green” 
category, can they have 
extra me before 
implemen ng the 
agreements due to contracts 
already signed for varying 
ac vi es? 
 


There are not any changes to the Partner Affiliate agreement that would impact 
state contracts already in place.   
 


What support is MGMA 
offering to help my “red” 
organiza on get on track in 
the next 6 months?  
 
If I am part of a “red” 
organiza on, what are my 
op ons?  


At the request of a state, MGMA will work with you to develop an individualized 
six-month transition plan. However, all red organizations that do not improve to 
green by 12/31/23 must begin the transition planning to become state 
chapters. 


Chapter and Partner Affiliate Transi on 
 
What is the legal process for 
transitioning a state affiliate 
to a chapter?  
 


Becoming a State Chapter will require amendments to the Articles of 
Incorporation and Bylaws. Depending upon the structure of the current state 
Bylaws, amendments may require a vote by the Board of Directors or the 
membership.  MGMA legal counsel has developed an outline of the baseline 
procedures for transition to a chapter and will also develop a customized 
transition plan and timeline for each state transitioning to a chapter.  
 


If a state chooses to become 
a chapter, will MGMA cover 
the legal costs involved with 
changing the Bylaws? 
 


Yes, MGMA is covering the legal and applicable accoun ng/finance costs 
associated with the chapter transi on process. 
 


What will happen if a state 
cannot sign either 
agreement by the Jan. 1, 
2024 date due to ming of 
state mee ngs and these 
changes require changes to 
the Bylaws? 
 


The new Partner Affiliate Agreement does not require a change to state Bylaws.  
The new agreement will need to be signed by Jan. 1, 2024 to con nue as an 
MGMA affiliated associa on. There will not be a Chapter Agreement and we 
understand that this transi on will involve an amendment to the Bylaws and 
require a vote of either the Board of Directors or the members. We will work 
with each state moving to a chapter model to develop an individualized 
transi on plan and corresponding meline based on state bylaws requirements.  
States moving to the chapter model will need to execute an interim Partner 
Affiliate agreement by Jan. 1, 2024 which will be terminated when the chapter 
transi on process is complete. 
 


What happens if a state 
refuses to sign the new 
Partner Affiliate Agreement 
or the Board of Directors 
and/or membership does 
not approve amending the 
Bylaws to transi on to 
Chapter? 


The current Affiliate and Partner Affiliate Agreements are not being renewed.  If 
a state has not signed the new Partner Affiliate Agreement and/or elected to 
move to a Chapter model by December 31, 2023, there will be no contractual 
rela onship between MGMA and the state effec ve January 1, 2024.  This 
includes the Trademark and Licensing Agreement.   
 
Obliga ons Upon Termina on. In the event of termina on of this Agreement for 
any reason, all licenses granted hereunder shall cease immediately and each 
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 party shall promptly remove any hypertext link from its website to the other 
party’s website. Partner Affiliate agrees that it will promptly cease all use of the 
MGMA Names, the MGMA Partner Affiliate Logo and the List Exchange and will 
promptly change its name to remove all references to “MGMA or “Medical 
Group Management Associa on.” Partner Affiliate shall, at MGMA’s stated 
op on, deliver to MGMA or destroy all records or copies of the List Exchange 
and all promo onal or other materials then in its possession or control using or 
displaying the MGMA Name and logos or such other names or marks which 
imply an affilia on between Partner Affiliate and MGMA and shall promptly 
cease represen ng itself as a Partner Affiliate of MGMA. 
 


If MGMA decides not to sign 
the new Partner Affiliate 
Agreement or approve 
transi on to a Chapter, will 
MGMA start and support a 
new state MGMA chapter 
subsidiary on their own? 
 


Yes, if it is determined that maintaining a local MGMA presence is in the best 
interest of the members who joined an MGMA-affiliated state associa on. 
 


How will the chapters be 
governed?  What level of 
autonomy will state 
chapters have with financial 
ma ers, such as decisions 
around costs, making 
changes to dues amounts, 
etc.?   
 


There will con nue to be state leadership that will work with MGMA on 
governing the state chapters. The details are in process and will be presented 
during the “Governance” Town Hall mee ng if not before.  
 


Is a change to Chapter status 
permanent? 
 


Due to the legal and financial complexi es associated with transi oning to a 
chapter, the status will be permanent. 
 


Who will MGMA be 
contrac ng with to manage 
the states selec ng the 
chapter op on?  Will 
exis ng state staff or 
associa on management 
companies be included as 
op ons in the state chapter 
model? 
 


MGMA will not be bringing chapter associa on responsibili es in-house. We 
know there are so many excellent state staff and management organiza ons 
that do an incredible job managing their states and know our industry well and 
we plan to start there first.  It will not be one organiza on or person, as there 
will be several chapters needing management support.  We are just star ng the 
work to define the delegated associa on management responsibili es and 
contrac ng processes.  MGMA will be the contrac ng organiza on with the 
outsourced associa on management staff on behalf of the chapters; however, 
the state leadership will maintain an ac ve role. 
MGMA will conduct an RFP process, and MGMA will hold the contract with the 
associa on management.  
 


Will there be total 
transparency in finances 
between the na onal and 
state chapters?  What will 
that process look like?  
 


Financial management processes are currently being developed. MGMA will 
work closely with the designated state associa on management for chapters to 
determine the best processes for financial management responsibili es and 
sharing of financial informa on. 
 


If MGMA is bearing the 
financial responsibility in 
the Chapter model,  how 


Each Chapter will have its own budget and both revenue and expenses will be 
allocated to that budget. 
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will revenue be shared in 
that model? 
 
With MGMA assuming fiscal 
responsibility for state 
chapters, does that mean 
they will be covering 
management services 
expenses for those states? 
 


Yes, MGMA will be financially responsible for all state chapter expenses, 
including associa on management expenses.  MGMA will contract with 
associa on management staff/companies to support each state chapter and 
management expenses will be incorporated into the chapter budget. 
 


As a Partner Affiliate, who 
handles membership 
renewals and invoicing for 
state-only memberships? 
 


The state Partner Affiliate (or their associa on management staff) will con nue 
to handle state-only new membership enrollment, renewals, invoicing and dues 
collec on. 
 


Will we receive informa on 
on other state’s benchmarks 
to compare them to our 
benchmarks?   
 
 


At this me, we are being sensi ve to states that had required an NDA to share 
financial informa on or requested that we not share their financial informa on. 
That being said, we are exploring how we might best share compara ve data for 
the MGMA State Affiliates that will not reveal any indicators of the specific state 
informa on. 


What will happen to our 
staff/vendors if we choose 
to become a chapter?  
 
 
 


If you choose to become a chapter, all administra ve and financial 
responsibili es will be handled by na onal MGMA moving forward.  


What about if we opt to be a 
partner affiliate instead?    


If you become a partner affiliate, handling the financial and administra ve 
du es of the organiza on will be up to you to handle as you see fit.  
 


How does dual membership 
work under the Partner 
Affiliate Agreement?  
 


All states will be required to offer dual membership (member of both na onal 
and state) in addi on to state-only membership. Na onal members may also 
elect to remain as na onal-only. The Partner Affiliate Agreement will also 
include a new Dual Organiza onal Membership product in addi on to Dual 
Individual Membership. 
 


Why weren’t state leaders 
and/or state staff included 
in the development of the 
new state strategy? 
 


MGMA’s concern for the health of the State MGMAs, and commitment to 
preven ng addi onal state dissolu ons or displacement of members required 
us to develop a model that provides help and support quickly. When MGMA 
previously included state MGMA par cipa on in the process of crea ng the  
Partner Affiliate Agreement (including aligned membership categories, core 
benefits and dual membership), it took almost three years.  We couldn’t risk 
wai ng for several years before taking ac on to assist MGMA States in jeopardy 
of closing. 
 


Will state leadership be 
involved in the selec on 
process for their associa on 
management companies 
(with the chapter op on)? 
 
 


Na onal MGMA will select the management company, there will be an RFP and 
MGMA will hold the contract for the management company. We will consider 
how a state chapter might play a part in the associa on management selec on 
process. 
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Dual Membership 
 
How does Dual Membership 
work under the Partner 
Affiliate Agreement? 
 


All states will be required to offer dual membership (member of both na onal 
and state) in addi on to state-only membership. Na onal members may also 
elect na onal-only membership. The Partner Affiliate Agreement will also 
include a new Dual Organiza onal Membership product in addi on to Dual 
Individual Membership. 
 


What is the enrollment 
process and financial model 
for Dual Individual 
Membership? 
 


Dual Individual members enroll through the na onal MGMA website and pay a 
single dues amount based upon a discounted state dues rate and discounted 
na onal dues rate (12.5% discount each). States also provide a Dual 
Membership landing page on their website with a link to the na onal MGMA 
Dual Membership landing page. MGMA collects and distributes back to the state 
their share of the dues via EFT. States are no fied of each new/renew dual 
member in their state so they can onboard and engage that member in the 
same way they handle all their other state members.  
 


What is the enrollment 
process and financial model 
for Dual Organiza onal 
Membership?  
 


Dual Organiza onal Membership will be sold by the na onal MGMA sales team 
as an op on for new Organiza onal Members or as an upsell opportunity to 
exis ng OMs during the renewal process. If a na onal organiza onal member 
elects to par cipate in the Dual OM product, the sales team will complete the 
invoicing for both the na onal and state dues. As with Dual Individual 
Membership, the state por on of the dues revenue (less a 25% administra ve 
fee) will be transmi ed to the state along with the list of individual members 
par cipa ng under the organiza onal membership. The state will then be 
responsible for adding the individuals as state members and ini a ng the state’s 
onboarding and member engagement ac vi es.  
 
The complete financial model is a ached for reference. 
 
 


In the State Affiliate model, 
if a member selects the 
state-only membership 
op on, will there be a 
percentage of the dues that 
s ll roll up to na onal 
MGMA? If a member selects 
the na onal-only op on, 
will there be a percentage of 
dues that roll down to the 
state? 
 


There is no dues sharing for state-only or na onal-only memberships. The state 
retains 100% of state-only dues and na onal retains 100% of na onal-only dues. 
 


Have all eighteen (18) states 
taking part in the Dual 
Membership program grown 
their membership at least 
enough to cover the cost of 
the discount? 


MGMA does not have visibility into state financials, so we are unable to model 
this.  However, all par cipa ng states have enrolled Dual Members and overall, 
the reten on rate for Dual members is higher than the na onal only or state 
only reten on rates for Ac ve members.  There have also been par cipa ng 
states that have discounted their state dues even more than the required 12.5% 
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 as they believe that greater membership growth will create more downstream 
revenue through conferences/events, affiliate memberships, etc. 
 


What happens if an 
individual enrolls as a Dual 
Individual Member and does 
not meet the state 
defini on of an 
Ac ve/Regular member?   
 


The current state affilia on agreements include the standard defini on of an 
Ac ve or Regular member. The na onal defini on of an Ac ve member is 
somewhat broader, but in the 2 ½ years since Dual Individual Membership has 
been in effect, there have been very few instances of a new Dual member not 
mee ng the state defini on of an Ac ve member. In the few instances that a 
new member has purchased Dual Membership and a state iden fies that the 
member does not meet the state Ac ve member criteria, there are processes in 
place to move the member to the na onal-only membership and/or the 
appropriate state membership category. 
 
Na onal organiza onal memberships are categorized as either Provider 
Organiza ons or Business Services Organiza ons and are sold through different 
sales teams. Dual Organiza onal Memberships will only be offered to Provider 
Organiza ons and all individuals enrolled as members under the umbrella 
organiza on must be added as members at the state level.   
 


Will Dual Membership just 
entail including a tab on the 
state website offering “Dual 
Membership” that leads 
directly to the MGMA 
na onal website? 
 


Yes. States currently par cipa ng in Dual Individual Membership typically have a 
landing page on the state website (usually under the “Membership” tab) that 
describes the Dual Membership product offering and provides a direct link back 
to the na onal MGMA Dual Membership enrollment page. 
 


If a state currently offers a 
“state only” Organiza onal 
Membership, can they 
con nue?  If an organiza on 
purchases a Dual OM 
through na onal and has an 
exis ng state-only 
organiza onal membership, 
how will this be reconciled? 
 
Won’t the different 
membership op ons 
confuse poten al members? 
 


If a state has an exis ng organiza onal membership product, they can con nue 
to offer the state-only op on in addi on to the na onal Dual Organiza onal 
Membership product.  If a na onal organiza onal member purchases the dual 
product, we will work with the state to reconcile the two memberships. 
 
We have not seen the addi on of a dual membership op on create member 
confusion. The op ons are very clearly delineated on the MGMA website 
(na onal only versus dual). The growth of dual membership has proven that the 
op on of purchasing na onal and state membership through a single 
administra ve process has been seen as a posi ve addi on. 
 


Conference Strategy  
 


What is the regional 
conference strategy? 


The Regional Conference strategy will provide all members with the opportunity 
to par cipate in a combined na onal and state conference in their area. MGMA 
will take on financial risk and partner with par cipa ng states on the content 
development. There will also be a revenue share opportunity with 
sponsors/exhibitors and registra ons.  
 
MGMA will con nue to plan for our annual conference in the fall and add the 
regional conferences in the spring. 
 







MGMA State Strategy FAQs 12


Do you have dates and 
loca ons for 2024 regional 
conferences?  Do you have 
dates and loca ons beyond 
2024? 
 


We are changing our historical Finance and Opera ons conferences for 2024 to 
include state par cipa on where states are interested. We’ll be in San Diego, CA 
in April 2024 and are currently sourcing for a June 2024 conference in the 
Midwest (Illinois, Wisconsin and possibly Michigan or Minnesota). 
 
We an cipate growing the number of events in 2025 and 2026, but minimally. 
The idea is to host another event or two in each of the following years, 
depending on where states are struggling to reach a endance goals and 
partnering with those interested states to bring a regional event to their area to 
try and boost a endance and state revenues. Since it will be in part driven by 
state interest, there are no current plans for which loca ons will be targeted at 
this point. 
 


Will states be able to 
con nue offering their 
annual conferences per year 
or will they be replaced by 
the regional conferences? 
 


Par cipa on in regional conferences is voluntary for all partner affiliates. States 
moving into chapters will work with Na onal and their State Staff to determine 
an event strategy for 2024 and beyond to drive the most member benefit and 
organiza onal revenue as possible, hopefully adjoining that chapter’s annual 
conference with the regional event.  
 


What if a state has already 
signed a venue contract for 
a 2024 conference in the 
same region as the planned 
na onal/state regional 
conference?  Can MGMA 
help nego ate a contract 
cancella on if we want to 
par cipate in the regional 
conference? 
 


For any state wan ng to be a par cipant in one of the two 2024 events, but with 
a previously nego ated contract for their own event, Na onal’s conference 
team will work with the State’s board and the hotel/event space to discuss 
poten al rescheduling or other cancella on terms. 
 


Are the regional conferences 
intended to compete against 
state conferences, take away 
poten al registrants or 
remove state conferences 
altogether? 
 


MGMA has held two na onal spring conferences every year with loca ons 
varying from year to year. These are na onal conferences focused on a specific 
topical area (I.e., Finance or Opera ons). The goal of the regional conferences is 
to create collabora ve na onal/state conferences focused on both na onal 
content AND state/regional content and networking. The regional conference 
model will also remove any downside financial risk for the par cipa ng states 
while incorpora ng a revenue share model. Partner Affiliates are not required to 
par cipate in the regional conferences and have the op on of con nuing to 
sponsor state-only conference(s). MGMA will con nue to hold spring 
conferences; however, the model will be modified to incorporate value for states 
wishing to par cipate.   
 


Who will be responsible for 
planning the regional 
conferences?  If states 
par cipate in the regional 
conferences, who will be 
responsible for logis cs 
(venue selec on, 
contrac ng, onsite 
execu on, etc.), speaker 
selec on and contrac ng, 


Na onal will create a planning team for each regional conference, and 
par cipa ng states will join that planning team. In addi on, each par cipa ng 
state will be asked for state-specific content, speakers, vendors, etc. to ensure 
each par cipa ng states’ a endees get a significant state-lens during the event. 
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conference theme and 
graphic design, marke ng, 
etc.? 
 
What is the financial model 
(revenue and expense 
share) for states 
par cipa ng in the regional 
conferences?  How will the 
states receive their revenue 
share? 
 


For the regional conferences, we es mate there will be around 350 a endees at 
a regional conference. The registra on rate would be between $700-$900.   See 
a ached descrip on of the Regional Conference financial model. 


What are the registra on 
fees for regional 
conferences?   


 


Standard registra on fees for regional conferences will be the same as current 
na onal shows in the spring. HOWEVER, during the first year of a regional show, 
there will be special discounts to bring the price more in line with tradi onal 
state annual conference a endee registra on fees. The eventual price an 
a endee pays will be in between what they paid in the past and what standard 
registra on fees are today. 
 


How will states be involved 
in development of the 
conference content 
(sessions/speakers) and 
networking events? 
 


State boards will s ll need to choose 1-3 sessions of content that will be related 
to the industry concerns of their locali es. Payer, legisla ve, market condi ons, 
etc. are examples of content that have localized nuances that should be 
addressed based on what state members and industry leaders need to 
understand. Local networking will also be fostered in either event specific 
spaces or in groups spaces but with designated state “meet up” venues. 
 


Who will be responsible for 
selling exhibits and 
sponsorships for the 
regional conferences?   
What is the process if states 
have established 
rela onships with vendors 
who are interested in 
exhibi ng at regional 
conferences? 
 


The plan is for the Na onal sales team to work with states to iden fy the 
previously sold exhibit and sponsor packages and get those partners placed into 
regional conferences when a state opts into par cipa ng. We believe there is 
enough inventory to accommodate those vendors and new ones, assuming 
there two to four states interested in joining together for a regional conference. 
 


Many state affiliates already 
partner with neighboring 
states to sponsor 
regional/mul -state 
conferences. How will 
MGMA’s plan to offer 
regional conferences 
compete or compliment 
these conferences? 
 


In the couple of instances that we know of where this is happening, the idea is 
to not hold a regional conference that competes geographically. 
 


Will there be a regional 
conference offered as an 
op on in every region, every 
year?  If not, how will states 
know if they should 


It is unlikely there will ever be a regional conference in every region across the 
U.S. We an cipate many states will con nue to hold their successful conferences 
each year. Therefore, as states indicate to Na onal when and where they would 
like to par cipate in a regional conference, future plans will be made and 
communicated. The idea would be to plan in 24 to 36-month increments. 
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schedule a state conference 
in any given year?  What will 
states do if there is not a 
regional conference in their 
area? 
 


 


Is MGMA moving away from 
a Na onal Annual 
Conference and moving 
solely to a regional 
conference strategy? 
 


No. The idea is to hold a Na onal fall event, currently branded as the Leaders 
Conference, and then place regional events with func onally specific content in 
areas where a endees would have to travel less and more cost effec vely to 
reach great content. 
 
The Leaders Conference is currently contracted out un l 2027 in the following 
places: 


 2023 Nashville, TN   
 2024 Denver, CO   
 2025 Orlando, FL  
 2026 San Antonio, TX    
 2027 Washington, DC 


 
What events can partner 
affiliates or chapters provide 
to members outside of the 
regional conferences? 
 


The concept for a state to par cipate in regional conferences is to take the 
financial risk, toll of planning and marke ng ac vity and reposi on it to shorter, 
easier-to-a end events held locally. Most states are large enough and have 
member bases that desire face-to-face events in locali es near them. By 
par cipa ng in regional events, hosted by na onal, it should free up state 
resources to host Legisla ve Days in their capital ci es, or career days in 
mul ple ci es. Or host local meet up happy hours or luncheons in a variety of 
places to reach the members near their homes or prac ces. 
 


It can be cost prohibi ve to 
have people a end 
conferences out of state. 
What happens if there isn’t 
a regional conference in our 
area for three years?  
 


MGMA is in a period of transi on, and we are s ll determining dates and 
loca ons for the regional conferences. In 2024 we are having one regional 
conference in San Diego. We are looking into the Midwest for a second regional 
conference, but there is no contract signed to date for that one. 
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Regional Conference Strategy Financial Model: 


REGISTRATION 


 $799 Current member (registra on + addi onal membership: add either state or na onal) 
o $450 conference; $349 na onal dues or  
o $699 conference; $100 state dues  


 $550 State member only (registra on only – does not want na onal membership) 
o $450 conference; $100 registra on revenue to state 


 $799 Current Dual Member (registra on only) 
o $450 conference; $100 registra on revenue to state (Model 1) 


 $1000 Non-member (Registra on + state and na onal membership) 
o $550 conference revenue 
o $350 na onal dues 
o $100 state dues 


EXHIBITS & SPONSORSHIPS 


 $3750 Member (na onal Corporate or state Affiliate) 
o 20% discount for first me na onal conference exhibitors ($3000) 


 $4250 Non-member 
 $2000 Limited tabletop opportuni es 
 $500 - $2500 State sponsorship opportuni es (100% revenue to states) 


o State Happy Hour (invite all conference a endees to their state HH) 
o State Mee ng Sponsorship 
o Welcome Gi  
o Other 


Revenue Distribu on 


 Model 1: 
o 12% Exhibit/Sponsorship revenue per each par cipa ng Partner Affiliate state 
o $6000 opportunity for state sponsorship revenue  
o $100 registra on revenue per state only a endee 


 Model 2: 
o 10% Exhibit/Sponsorship revenue per each par cipa ng Partner Affiliate state 
o $6000 opportunity for state sponsorship revenue  
o Registra on revenue: 


 $0 registra on revenue for less than 20 registrants per state 
 $2000 registra on revenue for 20 – 40 registrants per state 
 $5000 registra on revenue for more than 40 registrants per state 
 New Dual Member Registra on 


 $550 conference revenue 
 $350 na onal dues 
 $100 state dues 
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Dual Organiza onal Membership: 


Dual Organiza onal Membership will be sold by the na onal MGMA sales team as an op on for new 
Organiza onal Members or as an upsell opportunity to exis ng OMs during the renewal process. If a 
na onal organiza onal member elects to par cipate in the Dual OM product, the sales team will 
complete the invoicing for both the na onal and state dues. As with Dual Individual Membership, the 
state por on of the dues revenue (less a 25% administra ve fee) will be transmi ed to the state along 
with the list of individual members par cipa ng under the organiza onal membership. The state will 
then be responsible for adding the individuals as state members and ini a ng the state’s onboarding and 
member engagement ac vi es.   


 Sold by Na onal sales team as an upsell to Na onal OM product.  Sales team will introduce Dual 
Membership op on during ini al sales process for new Organiza onal Members.  MGMA 
Organiza onal Membership Account Managers will educate exis ng members of Dual OM 
op on during the renewal process. 
 


 Na onal Organiza onal Membership is priced as a flat fee based on the organiza on’s total 
physician FTE count.  All individual employees have access to MGMA membership under the 
organiza onal membership umbrella (at the discre on of the employer).  Individuals are added 
to the OM roster by the organiza on’s iden fied administra ve contact).  Individuals added to 
the membership roster are then onboarded and educated on MGMA benefits and resources 
similarly to any other individual member. 
 


 Dual Dues Structure: 
o $2500.00 flat fee for state membership for all Na onal OM ers (flat rate covers up to 50 


individuals).  If a Na onal Organiza onal Member has a presence in mul ple states, they 
may select the state memberships they wish to add at a cost of $2500.00 per state. 


o Any Organiza onal Member with over 50 individuals enrolled will be charged an 
addi onal $50.00 per individual.  Member counts will be reconciled annually at renewal. 


o 75% of state membership revenue will be allocated and distributed back to the state 
a er payment is received by MGMA. Na onal MGMA will retain 25% of the revenue to 
cover administra ve expenses. 


o As a pilot, Na onal Tier 1 OMs (1-6 physician FTEs) will be offered state membership at 
no addi onal cost.  Na onal will allocate $200.00 of the na onal OM dues to the state.  
The goal is to drive increased reten on of na onal Tier 1 OMs and drive state 
membership growth for prac ces that we believe will be highly engaged at the state 
level.  


 MGMA will be responsible for invoicing and collec ons of all Dual Organiza onal membership 
fees.  Similar to Dual Individual Membership processes, MGMA will distribute state dues to state 
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via EFT as well as demographic informa on for individuals enrolled under the Organiza onal 
Membership. 
 


 Na onal organiza onal memberships are categorized as either Provider Organiza ons or 
Business Services Organiza ons and are sold through different sales teams.  Dual Organiza onal 
Memberships will only be offered to Provider Organiza ons and all individuals enrolled as 
members under the umbrella organiza on must be added as members at the state level.    
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THE GOAL: 


The goal is to rethink and redefine the National/State 
relationship so each can leverage their strengths, 
maximize their resources, and better position themselves 
to demonstrate a unique and compelling value 
proposition to members. 



http://www.mgma.com/
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STATE BENCHMARK REPORT 


Financial Benchmark – American Society of Association     
  Executives (ASAE)


   Membership Benchmark


  Membership Benchmarks – Marketing General, Inc.


   New Members = Points awarded for any new members 
 


Financial Stability Ratio: 
Expendable Fund Balance/Total 
Expenses # of Orgs Median Mean 25th % 75th %
>200k 34 1.61 1.79 0.71 2.38
200-500k 180 0.89 1.32 0.49 1.55


Copyright © 2023 ASAE. All rights reserved.              


Copyright © 2023 Marketing General. All rights reserved.


Engagement Benchmark - Points awarded 
for meeting all core benefits 
o Interactive education (12 hour 


minimum)
o Monthly digital resource
o Online networking
o Job postings
o Website
o Regulatory/Legislative advocacy updates 


(minimum of quarterly)



http://www.mgma.com/
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STATE BENCHMARK REPORTS


Financial  (40 pts)
Financial Stability Ratio: Expendable Fund
Balance/Total Expenses


Membership (50 pts)
Active Member Retention % (40 pts) 79% + = 40 76% 96% 38


Yes = 10
No = 0


Engagement (10 pts)
Yes = 10
No = 0


85+
Definitions 65 - 84
Key Performance Indicators (KPI) = measurement used for benchmark < 65
Benchmark = Measurement of industry success based on KPI
State Result = Your state's results using your state matrix reported information  and KPI measures
Percentage = Percent difference between state result and benchmark. Example Active Mem Retention: State result .75 / benchmark .79 = 0.9  
State Points = Number of state points based on percentage. Example Active Mem Retention: .95 Percentage x 40 points possible = 38 points


State: Example State
2023 Based on 2022 Data


State Rating


Total Points and Overall Rating 88
Total Points and


Overall Rating Scale


Met all core benefits outlined in affiliation 
agreement Yes 10


Active Member Growth (10 pts) Yes 10


.89 (200-500K in revenue) 
OR 1.61 (>200K in revenue) 1.18 73% 29


Key Performance Indicator (KPI) Benchmark State Result Percentage State Points



http://www.mgma.com/
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MGMA


NATIONAL MGMA 2022 KPI BENCHMARKING REPORT



http://www.mgma.com/
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STATE MODEL OPTIONS


• Options give each state the opportunity to pick the model that works best for the state and their constituents.  
• Implementation of required Performance Metrics and Benchmarks will provide ongoing visibility into state 


performance and allow MGMA to intervene earlier to provide support and prevent possible dissolution of states 
not meeting benchmarks.


• Both options will require a higher level of alignment and collaboration between MGMA and the states with the 
ultimate goal of leveraging the unique strengths of each  and providing increased value to members.


• ILMGMA pilot demonstrated the ROI of greater alignment, collaboration and administrative support between 
MGMA and states.


PARTNER
AFFILIATE CHAPTEROR



http://www.mgma.com/





©2023 MGMA. All rights reserved. mgma.com | 7


MAJOR COMPONENTS OF PARTNER AFFILIATE AGREEMENT:


• Required to offer Dual Membership (IM & OM) product in addition to state-only 
membership.


• Simplified administrative/purchasing experience for members


• Offering dual membership  (IM & OM) in all MGMA states provides consistency in product 
offerings and value to all members


• Option to participate in Regional Spring Conferences
• Regional Spring Conference participation is not required; states can continue to offer standalone 


state conferences


• States bear no downside liability for participation in regional conferences; includes revenue share 
for registration and exhibits & sponsorships


• States can continue to sponsor other state specific f2f events; i.e. Payor Days, Networking 
events, Legislative Days, Lunch & Learns, etc.


• Required participation in annual State Matrix including KPI reporting



http://www.mgma.com/
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MAJOR COMPONENTS OF CHAPTER:


• State will become a subsidiary of MGMA.  State will maintain corporate identity, corporate structure, etc.  
Transition will involve an amendment to the Articles of Incorporation and Bylaws making MGMA a voting 
member. 


• MGMA bears financial risk and financial management responsibility and collaborates with state leadership 
on strategic planning


• Maintains state leadership and strengthens state leaders’ ability to focus on serving the mission & core 
values of the state association – membership growth & retention, local networking opportunities/events, 
development of state/regional content, local advocacy efforts, jobs/job postings, etc.


• Association management services will be outsourced through contractual relationships.  State leadership 
will have input into selection process and contracts will be held by MGMA.


• As with Partner Affiliate agreement, chapter will offer Dual Membership (IM & OM) products as options.  
State-only and national-only membership products will still be offered.


• Chapters will participate in regional conferences (if offered in their region) and states can continue to 
sponsor other state specific f2f events; i.e. Payor Days, Networking events, Legislative Days, Lunch & 
Learns, etc.



http://www.mgma.com/





STATE STRATEGY COMPONENT PLANNING


STATE PARTNER AFFILIATE STATE CHAPTER


PARTNER AFFILIATE & TRADEMARK LICENSING AGREEMENT
• State maintains state identity/branding
• Defined core benefits to be offered at state level
• Defined annual KPI reporting requirements and scoring benchmarks
• Aligned key membership categories
• Participation in Dual Membership products
• Option for states not meeting baseline benchmarks to improve areas 


of deficiency within a defined right to cure period.
• Any state may elect the option to transition to a 


chapter regardless of KPI scores.
• Option to participate in regional conferences with revenue share 


opportunities


SUBSIDIARY OF MGMA
• State maintains state identity/branding
• Defined core benefits to be offered at state level
• Defined annual KPI reporting requirements and scoring benchmarks
• Aligned key membership categories
• Participation in Dual Membership products
• Legal and Accounting/Finance consultants defining processes for 


chapter transition
• State volunteers continue to play key leadership roles in governance, 


membership, content/benefits, conferences
• Participation in regional conferences
• Administrative and financial responsibilities assumed by National and 


resourced through outsourced management company/staff.


MEMBERSHIP MODEL
• Dual membership product offerings (IM and OM) required
• State only and national only memberships can still be purchased
• NEW Dual Organizational membership product included


• Sold by National sales team as an upsell to National OM 
product


• One flat fee for state membership for all National OM tiers 
(up to 50 individuals; over 50 charged $50.00 per 
individual.  Reconciled annually at renewal.


• 75% revenue allocation to state/25% to National
• National Tier 1 OMs (1-6 physician FTEs) offered state 


membership at no additional cost.  National will pay flat fee 
to state


• All dual membership purchases made through National.  Biweekly EFT 
and membership reporting to states.


MEMBERSHIP MODEL
• Dual membership product offerings (IM and OM) required
• State only and national only memberships can still be purchased
• NEW Dual Organizational membership product included


• Sold by National sales team as an upsell to National OM 
product


• One flat fee for state membership for all National OM tiers 
(up to 50 individuals); over 50 charged $50.00 per 
individual.  Reconciled annually at renewal.


• 75% revenue allocation to state/25% to National
• National Tier 1 OMs (1-6 physician FTEs) offered 


state membership at no additional cost.  National will pay flat 
fee to state


• All dual membership purchases made through National.  Biweekly 
EFT and membership reporting to states.







STATE STRATEGY COMPONENT PLANNING


STATE PARTNER AFFILIATE STATE CHAPTER


EDUCATIONAL CONTENT
• Collaboration among MGMA staff, state MSOs, and state volunteers
• Inclusion of links to curated MGMA podcasts and webinars
• Ability to share Washington Connection with state members
• Recommendations for early careerists/student offerings and event listings
• State-specific data analysis reports and sharing of relevant national 


resources
• Annual report featuring specific data points for each state to support 


member acquisition
• Available MGMA Stat articles to utilize at the state level
• Curated resources available from the MGMA national advocacy team
• Recommendations for volunteer opportunities for content creation, 


legislative affairs, and payer content committees or advisory roles


EDUCATIONAL CONTENT
• All State Partner Affiliate offerings with following additions:
• Flexibly scheduled webinars exclusively available to chapters with 


collaborative curation by MGMA staff, state MSOs, and state 
volunteers


• Assistance with the development of a master calendar and provision 
of registration and speaker contract templates by MGMA National


• Establishment of standardized pricing for non-members
• Seamless facilitation and platform management by MGMA staff, 


state MSOs, and state volunteers
• Assist with the collaboration within the medical practice 


management community at the state level
• Content calendar aligned with monthly themes based on the Body of 


Knowledge (BOK) and current trends


GOVERNMENT AFFAIRS/ADVOCACY
• GA staff provides digital speaking options at state only events
• Continue Legislative Liaison structure with quarterly meetings


GOVERNMENT AFFAIRS/ADVOCACY
• GA staff speaks in-person at regional conferences only
• Continue Legislative Liaison structure with quarterly meetings


DATA
• Webinar demonstration providing state leaders and state staff overview of 


MGMA surveys and DataDive
• Defined resources and support to promote MGMA surveys
• Customized report for state members comparing practice data against 


MGMA benchmarking data


DATA
• Webinar demonstration providing state leaders and state staff 


overview of MGMA surveys and DataDive
• Defined resources and support to promote MGMA surveys
• Customized report for state members comparing practice data 


against MGMA benchmarking data







STATE STRATEGY COMPONENT PLANNING


STATE PARTNER AFFILIATE STATE CHAPTER


CONFERENCE STRATEGY
• Option of standalone spring and/or fall state conference or participation 


in regional conferences
• Standardized format for each regional conference offering both national 


and state content & networking
• Registration and Exhibitor/Sponsor revenue share for participating 


states
• States encouraged to continue to offer local f2f networking/social 


events, lunch & learns, payer days, legislative days, etc.


CONFERENCE STRATEGY
• Participation in regional conferences
• Standardized format for each regional conference offering both 


national and state content & networking
• Registration and Exhibitor/Sponsor revenue share for participating 


states
•  States encouraged to continue to offer local f2f 


networking/social events, lunch & learns, payer days, legislative days, 
etc.


CONFERENCE CONTENT
• For Partner Affiliates electing to participate in Regional Conferences:


• Establish a regional volunteer conference content advisory group 
to determine the topics that should be included in the Call for Proposals 
(CFP).


• National MGMA manages the CFP process.
• Regional volunteer group helps promote the CFP.
• Regional volunteer group reviews session abstracts.
• National MGMA is responsible for final session selection.
• One GA and one MGMA Data/Benchmarking session led by National 


MGMA staff will be included in each spring conference.
• National MGMA manages entire speaker engagement process.
• National MGMA will choose and contract Keynote Speakers.
• The regional volunteer conference content advisory group works to plan 


state or regional networking events held in conjunction with regional 
conferences.


• Sponsored Content will be contracted and managed by National MGMA.


CONFERENCE CONTENT
• Chapters will participate in Regional Conferences:


• Establish a regional volunteer conference content advisory 
group to determine the topics that should be included in the Call for 
Proposals (CFP).


• National MGMA manages the CFP process.
• Regional volunteer group helps promote the CFP.
• Regional volunteer group reviews session abstracts.
• National MGMA is responsible for final session selection.
• One GA and one MGMA Data/Benchmarking session led by 


National MGMA staff will be included in each spring conference.
• National MGMA manages entire speaker engagement process.
• National MGMA will choose and contract Keynote Speakers.
• The regional volunteer conference content advisory group works 


to plan state or regional networking events held in conjunction 
with regional conferences.


• Sponsored Content will be contracted and managed by National 
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STATE STRATEGY COMPONENT PLANNING
STATE PARTNER AFFILIATE STATE CHAPTER


EXHIBITS & SPONSORSHIPS
• For Partner Affiliates electing to participate in Regional Conferences:


• At each Regional Conference, anticipated attendance of 350 to 
400 attendees and 35 – 45 10x10 exhibit booths


• Member (national or state) and non-member pricing
• Possible limited tabletop opportunities
• Sponsorships ranging from specific state and regional to full 


national sponsors
• Speaking sessions
• Happy hours, newsletter call outs, event and welcome etc.
• Pricing from $500 to more than $12,000


• Revenue share on booths and sponsorships


• Exhibit booths and sponsorships to state only events (conferences, payer 
days, lunch & learns, etc.) will be sold and managed by states and revenue 
retained by states


EXHIBITS & SPONSORSHIPS
• Chapters will participate in Regional Conferences:


• At each Regional Conference, anticipated attendance of 350 to 
400 attendees and 35 – 45 10x10 exhibit booths


• Member (national or state) and non-member pricing
• Possible limited tabletop opportunities
• Sponsorships ranging from specific state and regional to full 


national sponsors
• Speaking sessions
• Happy hours, newsletter call outs, event and welcome 


etc.
• Pricing from $500 to more than $12,000


• Revenue share on booths and sponsorships


• Exhibit booths and sponsorships to state only events (payer days, 
lunch & learns, etc.) will be sold and managed by states and 
revenue allocated to state budget


CAREER CENTER/JOB BOARD
• Offer of a career center microsite buildout
• Two tier pricing structure


• State only posting
• State with National upgrade


• Revenue share with states for state only/state with National upgrade 
job postings


• Benefits:
• Partner builds fully functionally job site
• Partner handles marketing for seekers
• Partner assists in accounting
• MGMA National provides Job Seeker and Job Poster resources


CAREER CENTER/JOB BOARD
• Included microsite for each state chapter with focus on local 


management/staff job postings.
• Two tier pricing structure


• State only posting
• State with National upgrade


• Revenue share for state only/state with National upgrade job 
postings.


• Benefits:
• Partner builds fully functionally job site
• Partner handles marketing for seekers
• Partner assists in accounting
• MGMA National provides Job Seeker and Job Poster 



http://www.mgma.com/





©2023 MGMA. All rights reserved. mgma.com | 13


Washington


Montana


California


Arizona


Wyoming


Nevada


Idaho


Utah


Colorado


New
Mexico


Texas


Oklahoma


North
Dakota


South
Dakota


Nebraska


Kansas


Louisiana


Arkansas


Missouri


Iowa


Minnesota


Wisconsin


Illinois
Indiana


Michigan


Ohio


Kentucky


Tennessee


Florida


Mississippi
Alabama


Georgia


South
Carolina


North
Carolina


Virginia


West
Virginia


Pennsylvania


Maryland


New
York


Maine


Alaska


Hawaii


Delaware


New
Jersey


Vermont


New
Hampshire


Massachusetts


Connecticut Rhode
Island


REGION 1


REGION 2


REGION 3


REGION 4


REGION 5


REGION 6


REGION 7


Oregon


2024 CONFERENCE PLAN


Local functions & 
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MGMA STATE PARTNER AFFILIATE AGREEMENT 


 


This MGMA State Partner Affiliate Agreement (“Agreement”) is entered into by and between 


MGMA-ACMPE, d/b/a Medical Group Management Association (“MGMA”) and [Enter name of State 


Partner Affiliate] (“Partner Affiliate”) as of January 1, 2024 (“Effective Date”). 


MGMA is a Colorado non-profit corporation and is the premier membership association for 


professional administrators and leaders of medical group practices.  


MGMA’s mission is to serve members, customers and the healthcare community as a trusted partner 


by delivering insights, solutions and advocacy to achieve medical practice excellence (“MGMA Mission”).  


 


MGMA and its diverse state affiliates seek to work together in collaboration, forming a mutually 


dependent and mutually beneficial force aligned with achievement of the MGMA Mission.  


 


Partner Affiliate is a state non-profit organization that seeks to partner with MGMA and further the 


MGMA Mission at a state level.  


 


MGMA agrees to affiliate with Partner Affiliate for purposes of furthering the MGMA Mission in 


accordance with the terms and conditions set forth in this Agreement.  


 


Now therefore, in consideration of the mutual covenants and agreements contained herein and for 


other good and valuable consideration, the receipt and sufficiency of which is acknowledged by the parties 


hereto, MGMA and Partner Affiliate agree as follows.   


1. AFFILIATION. 


MGMA confers upon Partner Affiliate the status of MGMA’s State Partner Affiliate for the state of 


[Enter State] in accordance with the terms and conditions of this Agreement.  


 


2. MGMA OBLIGATIONS. 


As part of the State Partner Affiliate status, MGMA agrees it shall provide the following: 


 


(a) MGMA will permit Partner Affiliate to have certain limited rights to use the MGMA mark 


to identify Partner Affiliate as MGMA State Partner Affiliate, upon such terms and limitations as 


specifically described in Schedule A, attached hereto and incorporated by reference.  


 


(b) MGMA shall provide Partner Affiliate with a number of services and benefits (“Partner 


Affiliate Offerings”).  The current Partner Affiliate Offerings are described on Schedule B, which may be 


modified from time to time by MGMA.  


 


(c) MGMA will encourage MGMA members within the state to become members of Partner 


Affiliate and refrain from any actions or conduct to discourage membership in Partner Affiliate. 


 


(d) MGMA will provide notification to Partner Affiliate of regional and national conference 


dates and locations no less than twelve months in advance of each conference. 


 


3. PARTNER AFFILIATE OBLIGATIONS. 


 


As consideration for the status of Partner Affiliate, Partner Affiliate agrees as follows:  
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(a) Partner Affiliate will operate at all times in full compliance with all applicable statutes, laws, 


regulations, rules and other legal standards governing its performance.  


 


(b) Partner Affiliate will at all times operate in a manner consistent with MGMA’s Mission and 


MGMA’s published policies and guidelines as they exist from time to time. Partner Affiliate will not adopt 


policies inconsistent with or contrary to MGMA’s Mission. 


(c) Partner Affiliate will not copy, reproduce or distribute any MGMA materials, such as 


newsletters, articles, survey tools and assessments, or other content, without first obtaining MGMA’s written 


consent, which shall be required in every instance. 


 


(d) Partner Affiliate will support and arrange for at least one of its leadership to participate in 


MGMA-sponsored annual State Leadership Conference, as well as facilitate attendance by its leadership at 


other MGMA sponsored training and development opportunities or peer group leadership forums. 


 


(e) Partner Affiliate shall cause its President (or similar senior executive officer) and its President 


Elect (or similarly designated successor to its senior executive officer) to maintain membership in MGMA and 


shall encourage other members of its governing board to be members of MGMA. 


 


(f) Partner Affiliate shall coordinate the dates being considered for its state conference 


date(s) and location(s), which will not be within thirty (30) days (before or after) a scheduled MGMA 


face-to-face conference.  Partner Affiliate shall notify MGMA of finalized dates and locations no less 


than twelve months in advance of each state conference.    


 


(g) Partner Affiliate will encourage members within State to participate in the dual 


membership program and become members of MGMA, and Partner Affiliate shall refrain from any 


actions or conduct which would discourage membership in MGMA. 


 


(h) Partner Affiliate shall provide a complimentary non-voting membership for one (1) 


MGMA staff person in the Partner Affiliate. 


 


(i) Partner Affiliate shall encourage/facilitate Partner Affiliate’s members’ participation in 


MGMA surveys. Partner Affiliate shall not conduct surveys within its state, under the Partner Affiliate’s 


name or utilizing the MGMA name or trademarks in connection with any such survey, which surveys cover 


subject matter and data which is included in the MGMA national surveys; provided that as a Partner Affiliate, 


Partner Affiliate may elect, by written notice to MGMA, to conduct its own surveys within its State, under 


Partner Affiliate’s name and utilizing the MGMA name and trademarks in accordance with the rights set forth 


in this Agreement, provided that Partner Affiliate follows the protocol and parameters for such independent 


State surveys established annually by MGMA, including the time frames for the survey distribution and the 


period for which the survey data is collected. Failure to conduct a State survey in compliance with those 


protocol and parameters will be grounds for terminating Partner Affiliate’s right to undertake its own State 


surveys. 


 


(j) Partner Affiliate shall not use any MGMA survey or other data product or sell, license or 


transfer to any third party any MGMA survey or other data product except as expressly stated in terms of use 


accompanying the survey or data product or as otherwise allowed by MGMA’s express written permission. 


 


(k) Partner Affiliate shall encourage its members to promote the value of MGMA’s professional 


development programs, including the ACMPE designation, using messaging developed by MGMA delivered 


in accordance with MGMA’s messaging protocols. 


 







 


4884-8397-8091v8 


(l) Partner Affiliate shall comply with MGMA’s certain core benefits requirements (“Core 


Benefit Requirements”) for MGMA Partner Affiliates.  MGMA’s current Core Benefit Requirements for 


MGMA Partner Affiliates are attached hereto as Schedule C, and incorporated by reference.  Core Benefit 


Requirements may be modified by MGMA from time to time.  


 


(m) Partner Affiliate will consider application to the Internal Revenue Service for status as a 


Section 501(c)(6) organization, which application is strongly encouraged but not required. However, if 


applicable, Partner Affiliate will comply with all requirements necessary to maintain its tax-exempt status. 


 


(n) Partner Affiliate may engage in federal, state and local advocacy. Partner Affiliate will not 


be required to support or advocate MGMA’s policy positions but, in view of the need to maintain consistent 


messaging under the MGMA logo, Partner Affiliate will avoid publicly challenging MGMA’s policy 


positions or advocating opposing policy positions under the MGMA logo.  Accordingly, when advocating 


policy positions opposed to MGMA’s position, Partner Affiliate will inform its audience that the views 


expressed are those of Partner Affiliate – not MGMA. 


 


(o) Partner Affiliate will be free to set its own agenda for activities which it deems best serve 


its mission and to create and provide benefits in addition to MGMA’s Core Benefit Requirements which it 


believes best serve its members; provided however, that Partner Affiliate’s engagement in or support of 


activities outside the MGMA Mission will in no case conflict with or detract from MGMA’s Mission, 


activities or initiatives, or otherwise divide Partner Affiliate’s and Partner Affiliate’s members’ loyalty to 


MGMA. 


(p) Partner Affiliate may engage in commercial activity (retail sales) to fund and support its 


Mission and the MGMA Mission, provided such activities are not directly competitive with MGMA without 


obtaining MGMA’s prior written consent.  For example, and without limitation, Partner Affiliate may not resell 


MGMA products, content or data. 


(q) Partner Affiliate will comply with MGMA’s Trademark License Agreement in its use of 


the “MGMA” and “MEDICAL GROUP MANAGEMENT ASSOCIATION” trademarks in connection 


with its business, which is attached hereto and incorporated by reference as Schedule A.  


(r) At the request of MGMA, Partner Affiliate will promote MGMA’s national and regional 


conferences, webinars and podcasts on its website, in its newsletters and on social media platforms on 


which it participates. 


(s) Partner Affiliate, and its officers, board, and administrators, will not make any 


communication, oral or written, that disparages, criticizes, or otherwise reflects adversely upon MGMA.   


 


(t) Partner Affiliate will complete the State Matrix (defined below) or provide any 


information requested by MGMA within thirty (30) days from MGMA’s request. The “State Matrix” is an 


online interface with MGMA through which Partner Affiliate is required to communicate and submit any 


data or information requested by MGMA.  The purpose of the information gathered through the State 


Matrix is to ensure compliance by Partner Affiliate with this Agreement and to assess the viability of the 


Partner Affiliate.  The information requested through the State Matrix may include, but not be limited to,  


membership, finance, evidence for compliance with this Agreement, state level association management, 


evidence of compliance of the Core Benefit Requirements, and relationship with local affiliates.  MGMA 


has the right to request any information MGMA may need to assess the viability of the Partner Affiliate, 


either through the State Matrix or upon thirty (30) days’ notice to Partner Affiliate. Failure to comply with 


the requests shall be considered a material breach under the termination provisions set forth in Section 


13(c) below.   
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4. MEMBERSHIP . 


(a) Dual Membership Program.   


(i) Dual Individual Membership. MGMA and Partner Affiliate will participate in a 


dual membership program which will allow persons who are interested in 


membership to obtain one individual dual membership  covering MGMA and the 


Partner Affiliate. The dual membership program shall be promoted by both 


parties. MGMA shall be responsible for developing a website linkage for 


enrolling as a dual member, collection of the appropriate fees for the membership 


categories selected and distribution of state dues portion to Partner Affiliate.   


(ii) Dual Organizational Membership. MGMA and Partner Affiliate will participate 


with Partner Affiliate in a dual organizational membership based on MGMA 


organizational membership tiers and pricing and which will be sold by the 


MGMA national sales team.  MGMA shall be responsible for invoicing, 


collection of the appropriate fees and distribution of the designated state dues 


portion to the Partner Affiliate less applicable administrative fees retained by 


MGMA.  Partner Affiliate will follow MGMA’s policies and definitions for 


organizational membership, including but not limited to, definition for active 


members.  


(b) Partner Affiliate Membership Categories. Partner Affiliate will offer the following 


categories of membership in Partner Affiliate: 


(i) Active or Regular Member: An active or regular member is one who meets one of 


the following criteria for membership: 


1. An individual who is directly employed in management or administrative 


support services by an entity formally organized to provide or facilitate the 


provision of healthcare services. 


2. An individual employed by a management organization, hospital/health 


system, practice management firm or other business entity responsible for 


managing any operational component(s) of an entity providing healthcare 


services. This includes consultants who are responsible for operations of one 


or more practices on an ongoing basis. 


3. Healthcare providers/clinicians who hold an active license in the state are 


also considered active members. 


 


(ii) Student Member. An individual who is pursuing a healthcare or business-related 


degree at an accredited institution of higher learning and does not qualify for any 


other member category. 


 


(iii) Optional Member Categories. Partner Affiliate may offer additional member 


categories as it determines appropriate, and may determine eligibility criteria, 


benefits, rights and dues for each such category of member. 


 


5. MEMBER DEMOGRAPHIC DATA SHARING. 


 


(a) The List Exchange. MGMA and Partner Affiliate will collaborate in the development and 


maintenance of a membership database (the “List Exchange”) using the data collected as part of the dual 


membership enrollment process, or for State optional membership categories not included in the dual 


membership program, as collected by Partner Affiliate, through which the parties will share certain 
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information relating to their respective members, for use solely as allowed in this Agreement. The List 


Exchange will be established and function as follows:  Biannually in January and July of each year, each 


party will deliver to the other, in a format prescribed by MGMA, a listing of all of Partner Affiliate’s members 


and their respective contact information (including street or post office box address and email address) and 


any other information Partner Affiliate and MGMA agreed to have collected during the dual membership 


registration process. Partner Affiliate and MGMA will comply with the CAN-SPAM Act and all similar laws 


and regulations applicable to either of them. 


(b) Preservation of Membership Data. Partner Affiliate bears sole responsibility for maintaining 


and storing its membership data for its own use. Partner Affiliate acknowledges and agrees that MGMA will 


not be responsible or liable in any way for Partner Affiliate’s use of the List Exchange or the failure of the 


List Exchange to accomplish or facilitate any Partner Affiliate use or purpose, including without limitation 


use of the List Exchange for recording and storing membership data. 


 


(c) Representations and Warranties Regarding List Exchange. Each of MGMA and Partner 


Affiliate represents and warrants to the other that it has the authority and legal right to disclose and share such 


membership data as it shares from time to time with the other party and that doing so does not violate any law, 


regulation, rule or order or any contract, agreement or policy to which it is subject or by which it is bound 


and that its membership data delivered to the List Exchange was collected lawfully and in accordance with 


all applicable legal, contractual and internal privacy and other policies. 


 


6. USE OF SHARED MEMBER DEMOGRAPHIC DATA. 


 


(a) Non-Commercial License Grant. Each of MGMA and Partner Affiliate grants on a 


reciprocal basis the other a limited, non-exclusive, non-transferable, non-sub-licensable license to use such 


party’s membership data provided through the List Exchange solely for non-commercial purposes in 


connection with (i) membership networking, (ii) cross-marketing of programs, (iii) membership tracking and 


analysis, (iv) internal (but not rental) mailing programs, and (v) solicitation of membership in its 


organization. Each party agrees that under this non-commercial license: (a) it may not send promotional 


materials to the other’s membership lists obtained through the List Exchange more than once per month 


unless it obtains written permission from the other party for more extensive use; and (b) it may not sell or 


license the other party’s membership data to a third party. 


 


(b) Commercial License Grant. Partner Affiliate grants MGMA a non-exclusive, non- 


transferable license to use its membership data provided through the List Exchange for commercial and non-


commercial purposes, to compile and analyze membership data and to offer products, programs and services 


to MGMA’s members and State Partner Affiliates so long as MGMA does not use any personally identifiable 


information of Partner Affiliate’s members Partner Affiliate may not use MGMA’s membership data for 


commercial purposes without first obtaining MGMA’s prior written consent. 


 


(c) Shared Communications. MGMA and Partner Affiliate will each provide the other 


contemporaneously with distribution to the List Exchange (or any select group within the List Exchange) all 


communications sent to the List Exchange, or any select group within the List Exchange. 


 


7. REGIONAL CONFERENCES.  


 


Partner Affiliate will have the option to participate in MGMA’s regional conferences, which will occur 


in the region designated for the State. The parties agree that for those regional conferences Partner Affiliate 


participates in, MGMA and Partner Affiliate will share in the revenue received at such regional conference as 


pre-determined by MGMA and communicated to Partner Affiliate prior to the regional conference.  Partner 


Affiliate will not be eligible for a revenue share for regional conferences occurring outside of their designated 
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region. 


 


8. RECOGNITION OF OTHER ORGANIZATIONS. 


 


MGMA acknowledges that Partner Affiliate may choose to recognize other organizations within its 


State formed to advance the profession of medical group practice management which meet the criteria 


established by Partner Affiliate. 


9. GOVERNANCE. 


 


(a) MGMA Legislative Liaison-Representative. With the concurrence of MGMA, Partner 


Affiliate may appoint an MGMA member-representative to serve as Partner Affiliate’s state legislative 


liaison.  Partner Affiliate is encouraged to have that representative serve as a liaison to Partner Affiliate’s 


governing board. 


 


(b) ACMPE Forum Representative. With the concurrence of MGMA, Partner Affiliate may 


appoint an MGMA member-representative to serve as Partner Affiliate’s state Forum Representative.  Partner 


Affiliate is encouraged to have the Forum Representative serve as a liaison to Partner Affiliate’s governing 


board. 


 


(c) Recommendations to MGMA. Partner Affiliate is encouraged to make recommendations 


to MGMA for all MGMA volunteer opportunities. 


 


10. PARTNER AFFILIATE DISCLOSURE OF INFORMATION TO MGMA. 


(a) Partner Affiliate represents and warrants that as of the Effective Date there is no pending 


or threatened claim or action against Partner Affiliate.  During the term of this Agreement and for six (6) 


years following the termination hereof, Partner Affiliate will notify MGMA immediately in writing if any 


claim, litigation, arbitration or other legal action is threated or filed which involves or may involve Partner 


Affiliate or MGMA.  This provision shall survive the termination or expiration of this Agreement.  


(b) Promptly after completion of its annual elections, Partner Affiliate will provide to 


MGMA the name and address of each of its president, president-elect and immediate past president. 


(c) Partner Affiliate will notify MGMA within thirty (30) days of a change in any person 


or management company providing management services for Partner Affiliate, and such notice will 


include the name, address and telephone number of the new management person or company. 


 


11. INSURANCE. 


(a) Liability. During the term of this Agreement, Partner Affiliate shall obtain and maintain, at its 


own expense, commercial general liability insurance with limits of not less than $1,000,000 per occurrence 


and $1,000,000 in the aggregate with an insurance company reasonably acceptable to MGMA. The coverage 


provided under such policy shall be occurrence-based, not claims made. The insurance policy shall name 


MGMA, their respective officers, directors, employees, and agents as additional insureds and, if applicable, 


shall require the insurance company to waive all rights or subrogation against MGMA, its respective officers, 


directors, employees, agents, or consultants. Partner Affiliate shall provide MGMA with a certificate of 


insurance evidencing the required insurance coverage within thirty (30) days after the Effective Date of this 


Agreement and annually thereafter. The certificate of insurance must state that the insurance carrier has issued 


the insurance specified, that such policies are in force, and that the insurance carrier will give MGMA thirty 


(30) days’ prior written notice of any material change in, or cancellation of, such policies. 
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(b) Other Insurance. MGMA encourages Partner Affiliate to purchase and maintain 


directors’ and officers’ liability insurance. Partner Affiliate shall provide MGMA with a certificate 


of insurance evidencing the insurance coverage within thirty (30) days after the date of this 


Agreement and annually thereafter, if applicable. 


(c) Waiver of Subrogation. Each party hereby releases, waives and discharges any claim, 


demand, or cause of action that such party, its officers, directors, employees, agents, or consultants may have 


against the other party, its Partner Affiliates, officers, directors, employees, agents or consultants for any 


loss, damage, claim or cause of action of any kind covered under the insurance policies of such party or, in 


the case of Partner Affiliate, coverable under the liability policy required hereunder. 


12. MUTUAL INDEMNIFICATION. 


(a) MGMA indemnifies and holds Partner Affiliate and its directors, officers, employees and 


agents harmless from any and all claims, actions, liabilities, demands, damages, and costs (including 


reasonable attorneys’ fees and costs) (collectively, “Claims”) arising from the acts or omissions of MGMA, 


except to the extent caused by Partner Affiliate’s own negligence or willful misconduct. 


(b) Partner Affiliate indemnifies and holds MGMA and its directors, officers, employees and 


agents harmless from any and all Claims arising from the acts or omissions of Partner Affiliate, except to the 


extent caused, respectively, by MGMA’s own negligence or willful misconduct. 


13. TERM AND TERMINATION. 


(a) Term of Agreement. This Agreement shall commence on the Effective Date for an initial 


one (1) year term, unless earlier terminated as provided herein.  Thereafter, so long as Partner Affiliate is not in 


breach of this Agreement, this Agreement shall automatically renew for additional one (1) year periods unless 


either party provides notice of non-renewal to the other at least ninety (90) days prior to the end of the 


then-current term. 


(b) Without Cause Termination. Either party may terminate this Agreement, with or without 


cause, at any time upon ninety (90) days’ prior written notice to the other.  


(c) For Cause Termination. In addition to exercising any rights or remedies available 


hereunder or under applicable law, either party may terminate this Agreement immediately in the event of 


a material breach of this Agreement by the other party if the non-defaulting party has given written notice 


to the defaulting party of such material breach and such material breach has not been cured within thirty 


(30) days after receipt of such notice.  Provided, however, pursuant to Section 3(t)(iii), no additional notice 


of termination is required by MGMA.  For the avoidance of doubt, Partner Affiliate’s noncompliance with 


its obligations under Section 3(t) shall be considered a material breach.  In addition, MGMA may terminate 


this Agreement immediately in the event of a material breach by Affiliate of any Local Chapter Affiliation 


Agreement to which MGMA and Partner Affiliate are a party.    


(d) Termination for State Partnership Transition. Partner Affiliate has the option to terminate 


this Agreement in the event Partner Affiliate should determine it would prefer to become a state chapter 


under MGMA.   MGMA and Partner Affiliate shall work together to effectuate such transition in 


compliance with all applicable State law and Partner Affiliate’s bylaws and Articles of Incorporation.  


Upon completion of such transition, this Agreement shall terminate.  


 


(e) Obligations Upon Termination. In the event of termination of this Agreement for any 


reason, all licenses granted hereunder and in accordance with the MGMA’s Trademark License Agreement  


shall cease immediately and each party shall promptly remove any hypertext link from its website to the other 
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party’s website. Partner Affiliate agrees that it will promptly cease all use of the MGMA Names, the MGMA 


Partner Affiliate Logo and the List Exchange and will promptly change its name to remove all references to 


“MGMA or “Medical Group Management Association.” Partner Affiliate shall, at MGMA’s stated option, 


deliver to MGMA or destroy all records or copies of the List Exchange and all promotional or other materials 


then in its possession or control using or displaying the MGMA Name and Logos or such other names or 


marks which imply an affiliation between Partner Affiliate and MGMA and shall promptly cease representing 


itself as a Partner Affiliate of MGMA. 


(f) Survival of Obligations. To the extent that this Agreement contemplates (whether or not 


specified) that a party shall perform an obligation after termination of this Agreement, such obligation and 


all provisions of this Agreement relating to interpretation and enforcement thereof shall survive the 


termination of this Agreement. 


(g) NO CONSEQUENTIAL DAMAGES. NOTWITHSTANDING ANYTHING IN 


THIS AGREEMENT OR OTHERWISE TO THE CONTRARY, NEITHER PARTY SHALL BE 


LIABLE TO THE OTHER FOR ANY INDIRECT, SPECIAL, INCIDENTAL, OR 


CONSEQUENTIAL DAMAGES OR LOST PROFITS SUFFERED. 


 


14. REPRESENTATIONS OF PARTNER AFFILIATE 


 


(a) Organization Status. Partner Affiliate is incorporated and in good standing under the 


laws of the state of [Enter State]. Copies of Partner Affiliate’s current Articles of Incorporation, Code of 


Bylaws or other applicable governing document, and tax exemption determination letter from the IRS shall 


be provided to MGMA contemporaneously with the execution of this Agreement and within thirty (30) 


days following any amendment or other modification thereof.    


 


(b) Power and Authorization. Partner Affiliate has the full right, power and authority to enter 


into and perform its obligations under this Agreement, and the execution and delivery of this Agreement 


have been duly authorized by all necessary corporate action. 


 


(c) No Violation of Law. Execution of this Agreement does not violate any law, 


contract or other agreement by which Partner Affiliate is bound. 


 


(d) Pending Claims. There is no litigation or proceeding pending or, to the 


knowledge of any of Partner Affiliate’s officers, threatened against Partner Affiliate. 


 


(e) Commitment to Mission. Partner Affiliate is committed to MGMA’s Mission and the 


realization of MGMA’s vision. Among its purposes for existence is pursuit of the MGMA Mission. 


 


15. REPRESENTATIONS OF MGMA 


 


MGMA represents to Partner Affiliate that it is incorporated and in good standing under the laws of 


the state of Colorado. MGMA has the full right, power and authority to enter into and perform its obligations 


under this Agreement, and the execution and delivery of this Agreement has been duly authorized by all 


necessary corporate action. 


16. MISCELLANEOUS 


(a) Termination Of Prior Agreements.   Upon the Effective Date of this Agreement, any and all 


prior agreements between the MGMA and Partner Affiliate shall terminate and except for those provisions 


that expressly survive, be of no further force and effect, and shall be superseded and replaced in its entirety 
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by this Agreement 


(b) Dispute Resolution. It is agreed that in the event any controversy or claim arises out of or in 


relation to this Agreement or with respect to a breach hereof, the parties shall first endeavor in good faith to 


resolve the matter amicably through discussions among themselves. If the parties cannot so agree among 


themselves, in addition to their respective rights hereunder, they agree to following dispute resolution 


provisions. Either party may request in writing from the other confidential mediation by a mutually 


acceptable third party. If the parties cannot agree on such a person within five (5) business days after the 


written request for mediation is given or, within thirty (30) business days following engagement of a mediator 


the parties remain in disagreement, then either party may submit all controversies, claims and disputes arising 


from this Agreement to confidential binding arbitration in the county of Arapahoe, Colorado pursuant to the 


commercial arbitration rules of the American Arbitration Association then in force, or pursuant to such other 


rules or procedures to which the parties may agree in writing. Each party shall bear its own costs in any 


mediation proceeding. In any arbitration proceeding, the prevailing party shall be entitled to receive from the 


non-prevailing party compensation for its attorneys’ fees, expert witness fees and any other out of pocket 


expenses reasonably associated with any such arbitration proceeding. Notwithstanding the foregoing, either 


party shall have the right to seek injunctive relief in federal or state court pending invocation or conclusion 


of the noted dispute resolution process to preserve the status quo or if an act or omission of the other party 


threatens to cause immediate, irreparable harm. 


 


(c) Relationship to the Parties. Nothing contained in this Agreement shall be construed to create 


a partnership, joint venture, or agency between MGMA and Partner Affiliate. The relationship is one of 


independent contractors. Neither party is liable for the debts, liabilities or obligations of the other, nor may 


either party incur or enter into any debts or liabilities on behalf of the other. Nothing in this Agreement is 


intended to imply that MGMA is doing business in the state or geographical locality of Partner Affiliate, and 


no obligations of MGMA pursuant to this Agreement shall require MGMA to conduct business in such 


locality. 


(d) Assignment. The licenses and all rights and duties granted hereunder are personal to Partner 


Affiliate and shall not be assigned by Partner Affiliate or by operation of law, without MGMA’s prior 


written consent. Without limiting the foregoing, this Agreement will fully bind and inure to the benefit 


of each party and its respective successors and assigns. 


(e) Governing Law. This Agreement shall be governed by and construed in 


accordance with the laws of the State of Colorado. 


(f) Entire Agreement. This Agreement and all Schedules attached hereto (including MGMA’s 


referenced policies, as may be amended from time to time) constitutes the entire agreement between the 


parties and supersedes all prior and existing agreements and between Partner Affiliate and MGMA. No 


amendments or modifications of this Agreement shall be valid unless evidenced in writing and signed by a 


duly authorized representative of both parties. Notwithstanding the foregoing, updates or changes made by 


MGMA to extrinsic documents incorporated herein by reference shall not be deemed an amendment or 


modification of this Agreement. 


(g) Notices. All notice required or permitted to be given immediately after this shall be in 


writing, and may be personally served, sent by facsimile, sent by courier service, or by regular United States 


mail, return receipt requested, with proper postage prepaid, and shall be deemed to have been given: (a) in 


the case of personal service, on the date of such personal service; (b) in the case of facsimile, upon receipt of 


a confirmation page by the sending party; (c) in the case of courier service, on the first day following deposit 


with such courier service; or (d) in the case of the United States mail, upon the sender’s receipt of the return 


receipt. For this purpose, the proper mailing address of the parties (until notice of change is served as provided 


in the preceding sentence) shall be as follows: 
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MGMA: 


Medical Group Management Association  


104 Inverness Terrace East 


Englewood, CO 80112-5306 


Attn: COO 


 


 


 


PARTNER AFFILIATE: 


___________________________________ 


___________________________________ 


___________________________________ 


 


 


 


(h) Counterparts. This Agreement may be executed in one or more counterparts, each of which 


will be deemed an original and will, when taken together, constitute this Agreement, notwithstanding that 


each party is not a signatory to the same counterpart. This Agreement may be executed by facsimile 


signatures. 


(i) Waiver. Waiver of any breach of any provision of this Agreement shall not be deemed to 


be a waiver of any other prior, subsequent or continuing breach of the same provision of this Agreement. 


(j) Severability. If any provision of this Agreement shall, for any reason, be held invalid or illegal 


in any respect, such inability or illegality shall not affect the validity or the illegality of this Agreement itself, 


and there shall be substituted for the affected provision, a valid and enforceable provision as similar as 


possible to the affected provision. If such provision cannot be amended so as to be valid and enforceable, then 


such provision is severable from this Agreement, and the remaining provisions of this Agreement shall remain 


valid and enforceable. 


 


[SIGNATURE PAGE ON FOLLOWING PAGE] 
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IN WITNESS WHEREOF, this Agreement has been executed by the parties effective as of the day and 


year first above written. 


 


MGMA 


 


_________________________________ 


Name: ______________________ 


Title: _______________________ 


 


 


PARTNER AFFILIATE 


_________________________________ 


Name: ______________________ 


Title: _______________________ 
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SCHEDULE A - TRADEMARK LICENSE AGREEMENT 


 


This Trademark License agreement (“Trademark Agreement”) is made by and between Medical 


Group Management Association, a Colorado non-profit organization (“MGMA”), and the Partner Affiliate 


identified in the MGMA State Partner Affiliation Agreement effective January 1, 2024 (“State Partner 


Affiliation Agreement”). 


 


By entering into this Trademark Agreement, Partner Affiliate agrees to all of the following terms 


and conditions if it uses MGMA’s trademarks (as defined herein). 


 


(a) Grant of License. Subject to the terms and conditions of this  Trademark Agreement, the 


State Partner Affiliation Agreement, MGMA’s Intellectual Property Policy and any other brand guidelines 


that MGMA adopts from time to time, MGMA hereby grants to Partner Affiliate and Partner Affiliate 


hereby accepts a non-exclusive, non-transferable, limited license (without the right to sublicense) to use 


the MGMA and MEDICAL GROUP MANAGEMENT ASSOCIATION trademarks (“MGMA 


Trademarks”) in conjunction with Partner Affiliate’s own Partner Affiliate logo and trademark . Partner 


Affiliate may use the MGMA Trademarks only in connection with Partner Affiliate’s medical group 


practice management professional association that is Partner Affiliated with MGMA to designate Partner 


Affiliate as a State Partner Affiliate and only in compliance with MGMA’s quality standards and usage guidelines. 


Partner Affiliate may not use the MGMA Trademarks for any other purpose or in any other manner without 


MGMA’s prior written consent. 


 


(b) Standards of Quality. MGMA may periodically amend its: (i) Intellectual Property 


Policy; (ii) standards of quality for the goods and services offered by Partner Affiliate in association with 


the MGMA Trademarks; and (iii) its mandatory usage guidelines relating to acceptable uses of the 


MGMA Trademarks. Partner Affiliate agrees to meet all of MGMA’s standards of quality and mandatory 


usage guidelines. 


 


 


(c) Inspection & Approval. Upon request, Partner Affiliate shall submit representative 


samples or detailed descriptions to MGMA of all labels, advertisements, web sites and promotional 


materials bearing the MGMA Trademarks (“Specimens”) and shall, at its sole cost and expense, make 


any such changes to the Specimens directed by MGMA and/or cease using the MGMA Trademarks in 


connection with any goods, services or Specimens that do not meet MGMA’s standards of quality. 


MGMA shall be the sole judge of whether Partner Affiliate has met or is meeting MGMA’s standards of 


quality and/or mandatory usage guidelines. If MGMA believes that Partner Affiliate is not in compliance, 


MGMA may demand that Partner Affiliate cease use of the MGMA Trademarks, and Partner Affiliate 


will immediately cease all use of the MGMA Trademarks. 


 


 


(d) Compliance with Applicable Laws. Partner Affiliate is solely responsible for the 


compliance with all applicable laws and regulatory standards regarding the operation of its business and 


the use of the MGMA Trademarks. MGMA’s approval of Partner Affiliate’s materials or logos in no 


way affects, alters, diminishes or waives Partner Affiliate’s obligations hereunder or under Partner 


Affiliate’s obligation to indemnify MGMA as set forth herein below. 


 


 


(e) Limitations. Partner Affiliate shall not: (i) use or permit others to use the MGMA 


Trademarks in any manner that may dilute or adversely affect the value and distinctiveness of the MGMA 


Trademarks; (ii) use or take any action that may associate the MGMA Trademarks with any illegal, 


offensive, obscene, immoral, or improper purpose or action; (iii) do anything inconsistent with MGMA’s 


intellectual property rights in the MGMA Trademarks; (iv) use any MGMA Trademarks to directly compete 
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with MGMA without MGMA’s written permission; or (v) use or permit others to use the MGMA 


Trademarks except as expressly permitted herein. 


 


 


(f) Ownership of Marks. MGMA expressly reserves the sole and exclusive ownership of 


the MGMA Trademarks and all rights relating thereto. Partner Affiliate hereby acknowledges that MGMA 


is the sole and exclusive owner of the MGMA Trademarks and agrees not to challenge at any time, directly 


or indirectly, the rights of MGMA thereto or the validity or distinctiveness thereof. Partner Affiliate further 


agrees not do any act that will prejudice, affect, impair or destroy the title and interest of MGMA in and 


to the MGMA Trademarks. Use of the MGMA Trademarks by Partner Affiliate under this Trademark 


Agreement, and all goodwill related thereto, shall inure to the benefit of MGMA. Partner Affiliate will not 


seek to register, either at the federal or state level,  any of its own trademarks incorporating the MGMA 


Trademarks without first obtaining MGMA’s express written authorization. 


 


(g) Confidentiality. Partner Affiliate shall: (i) hold this Trademark Agreement, all technical 


specifications for the use of the MGMA Trademarks provided by MGMA, and other information that 


MGMA designates (either orally or in writing) as confidential or proprietary (collectively “Confidential 


Information”) in strict confidence; (ii) not use any Confidential Information except in carrying out its 


relationship with MGMA; (iii) restrict disclosure of the Confidential Information to Partner Affiliate’s 


employees and representatives with a need to know (and advise such employees and representatives of the 


obligations assumed herein); and (iv) not disclose the Confidential Information to any other third party 


without MGMA’s prior written approval. If Partner Affiliate is required to disclose any of MGMA’s 


Confidential Information in response to legal process, Partner Affiliate shall provide MGMA with advance 


notice of the subpoena or other legal compulsion prior to disclosing the information to allow MGMA to 


seek relief from disclosure. 


 


(h) Similar Marks. Other than its use of the MGMA Trademarks, Partner Affiliate agrees 


not to use, at any time, any trademark, trade name or other designation which is confusingly similar to 


the MGMA Trademarks and agrees to promptly notify MGMA of any similar uses by third parties. 


 


(i) Termination.  In the event the State Partner Affiliation Agreement is terminated for any 


reason, this Trademark Agreement shall terminate and the Partner Affiliate shall immediately cease all use 


of the MGMA Trademarks, defined below. 


 


(j) Notice of Infringement. If Partner Affiliate knows that any person, firm or corporation is 


infringing the MGMA Trademarks, Partner Affiliate will promptly notify MGMA and cooperate fully with 


MGMA in the defense and protection of the MGMA Trademarks. MGMA reserves the right to protect 


and/or defend, at its own expense, all suits involving the MGMA Trademarks and the protection thereof. 


Partner Affiliate shall have no right to prosecute or defend the MGMA Trademarks if MGMA chooses not 


to do so. 


 


(k) WARRANTIES 


 


a. MGMA GIVES NO WARRANTY, WHETHER STATUTORY, EXPRESS, OR 


IMPLIED, WITH RESPECT TO THE MGMA TRADEMARKS, INCLUDING 


WITHOUT LIMITATION, NON-INFRINGEMENT OR IMPLIED WARRANTIES 


OF MERCHANTABILITY AND FITNESS FOR A PARTICULAR PURPOSE. IN 


NO EVENT SHALL MGMA BE LIABLE TO PARTNER AFFILIATE FOR LOSS 


OF PROFITS, LOST BUSINESS OPPORTUNITY, LOSS OF DATA, 


INTERRUPTION OF BUSINESS, COST OF PROCUREMENT OF SUBSTITUTE 


GOODS AND SERVICES, OR FOR ANY SPECIAL, INDIRECT, 


CONSEQUENTIAL, EXEMPLARY, OR INCIDENTAL DAMAGES ARISING 


OUT OF OR RELATED TO THIS TRADEMARK AGREEMENT, HOWEVER 
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CAUSED, AND WHETHER ARISING UNDER CONTRACT, TORT 


(INCLUDING NEGLIGENCE), OR ANY OTHER THEORY OF LIABILITY, 


EVEN IF MGMA HAS BEEN ADVISED OF THE POSSIBILITY OF SUCH 


DAMAGES. 


 


b. Partner Affiliate hereby warrants that any goods and services provided by it in 


connection with the MGMA Trademarks shall be of good quality, free of defects in 


design, materials, workmanship and shall comply with all applicable laws, safety 


standards, and MGMA’s quality standards. Partner Affiliate agrees to indemnify, 


defend, and hold harmless MGMA, its agents, officers, directors and employees from 


and against any and all loss and expense arising out of Partner Affiliate’s breach of 


this Trademark Agreement or any of Partner Affiliate’s warranties contained herein. 


 


 


(l) Injunctive Relief. Partner Affiliate acknowledges that any breach of the trademark or 


confidentiality obligations herein will reduce the value of the MGMA Trademarks and/or MGMA’s 


Confidential Information. Partner Affiliate further acknowledges that it would be difficult to accurately 


measure damages and injury to MGMA from any such breach by Partner Affiliate or its agents and that 


damages alone would not be an adequate remedy. Accordingly, in addition to any other rights it may have 


at law or in equity, MGMA shall be entitled to injunctive relief if Partner Affiliate or its agents breach any 


of the trademark or confidentiality provisions of this Trademark Agreement. Partner Affiliate hereby 


expressly waives: (i) the defense that a remedy in damages will be adequate; (ii) any bond requirement in 


an action for injunctive relief; and (iii) any requirement to show actual damages in an action for injunctive 


relief. 
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SCHEDULE B – PARTNER AFFILIATE BENEFITS  


 


• Make available to Partner Affiliate certain MGMA developed content supporting MGMA’s Mission.  


• MGMA offered training and development opportunities for Partner Affiliate’s leadership, including 


opportunities for MGMA State Partner Affiliate networking 


• Offering of ACMPE credit for appropriate subject matter at Partner Affiliate’s State Conferences 


or other eligible state events, facilitated by MGMA. 


• Complementary membership in MGMA for Partner Affiliate’s staff member. 


• Permission to republish (subject to approved attribution) up to two articles from MGMA 


publications per quarter. 


• Permission to post the Washington Connection behind the member wall on its website and/or to forward 


Washington Connection to Partner Affiliate’s members by email. 


• Upon request by Partner Affiliate, a “traveling bookstore” (including a supply of bestselling books) for 


Partner Affiliate’s state conference, and MGMA will bear roundtrip shipping expense for one event per 


year. 


• Upon request by Partner Affiliate, MGMA will provide MGMA staff speakers (subject to availability) at 


Partner Affiliate’s state conferences. Partner Affiliate will be responsible for payment of the speaker’s 


travel expenses.  


• Upon request and subject to availability, MGMA will make available, on a mutually agreeable schedule 


and cost, virtual or pre-recorded programs on topics of interest for Partner Affiliate to use at their State 


Conference or other state event. 


 


 


 


 


 


 







 


4884-8397-8091v8 


SCHEDULE- C PARTNER AFFILIATE CORE BENEFIT REQUIREMENTS 


 


Benefit Details Counts Toward Core Benefit 


Interactive education Total of at least 12 continuing education 


hours annually 
• Conferences, annual, legislative, payer, 


technology 


• Lunch & Learns 


• Traveling roadshows 


• Streaming conferences 


• Live webinars 


• May include state’s local chapter(s) face- 


to-face programming, if local has formal 


business agreement with the state and 


program covers an area of the Body of 


Knowledge 


Digital educational 


resources 


Provide members with at least one digital 


resource each month 
• Recorded or on-demand webinars 


• Podcasts 


• Videos 


• Newsletters 


• Letter from president 


• Polls 


• Links to additional educational resources 


Online networking Formal networking vehicle provided for 


members 
• Chat room 


• List-serv 


• Member community 


• LinkedIn community 


• Facebook 


• Twitter 


Job Postings Some mechanism for job opportunity 


postings or announcements 
• Job board 


• Career center 


• Regular email 


• Included in newsletter 


Website • Follows MGMA brand requirements 


• Includes membership exclusive area 


 


Regulatory/Legislative 


Advocacy 


At least one quarterly 


regulatory/legislative update of national 


and/or state issues and activities 


• Washington Update presentation at state 


conference 


• Washington Connection e-newsletter 


• Regular report from legislative liaison 


• Partner with state medical society 


government affairs for local updates 
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FAQs |State Strategy  
       
 
 
V2, August 23, 2023 
 


State Strategy and Options 
 
Why is MGMA moving from 
affiliates to partners and 
chapter model?  
 


As a membership-driven organization, we are always evaluating how we can 
provide more value to both our state organizations and our members.  
 
We have been working on an enterprise-wide strategy to create better 
alignment with our MGMA State Affiliates and provide a model that will drive 
greater collaboration, support and value to members at both the national and 
state levels. 
 
The goal is to rethink and redefine the Na�onal/State rela�onship so each can 
leverage their strengths, maximize their resources, and beter posi�on 
themselves to demonstrate a unique and compelling value proposi�on to 
members. By moving to a partner affiliate and chapter model, we believe this 
approach will benefit you, your members and MGMA. This is an opportunity to 
create stability and improve the quality of the services you provide to your 
members. 
 


What is the reason for this 
change? 
 


As a membership-driven organization, we are always evaluating how we can 
provide more value to both our state organizations and our members.  
 
Over the past several years, states that have been struggling did not no�fy 
MGMA un�l they were too close to dissolving. As a result, we’ve seen several 
states fail and members displaced. 
 
We’ve also had several states reach out to us and ask for greater support, which 
we could not provide under the current affiliate models. MGMA designed KPIs 
to collect data and apply na�onal benchmarks in the areas of financial and 
membership management, as these are the core areas of success and viability 
for associa�ons.  
 
We then began working on an enterprise-wide strategy to create beter 
alignment with our MGMA State Affiliates and provide a new op�on that will 
drive greater collabora�on, support and value to members at both the na�onal 
and state levels. 
 
The goal was to rethink and redefine the Na�onal/State rela�onship so each can 
leverage their strengths, maximize their resources, and beter posi�on 
themselves to demonstrate a unique and compelling value proposi�on to 
members. By moving to a partner affiliate and chapter model, we believe this 
approach will benefit you, your members and MGMA. This is an opportunity to 
create stability and improve the quality of the services you provide to your 
members. 
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How will this impact 
members?  
 


This change will create a beter experience for members. Our members are the 
heart of MGMA — and the founda�on of the healthcare industry. By moving to 
a partner affiliate and chapter model, we will con�nue to grow a coali�on of 
leaders who are confidently advancing the prac�ce of medicine across the 
country with access to the best resources at the na�onal and local levels. 
 


What is a chapter? The chapter model allows state organizations to become a subsidiary of MGMA. 
While state volunteers will continue to play key roles in governance, 
membership, content/benefits and conferences, the administrative and 
financial responsibilities will be assumed by MGMA and resourced directly or 
through outsourced association management. We don’t expect every state 
organization to pursue this direction, but some organizations that have been 
facing challenges may find this model gives them the resources and support 
they need to become successful.  


What will be different about 
the new Partner Affiliate 
Agreement? Why is the 
current State Affiliate 
Agreement no longer being 
offered as an op�on? 
 


The revised Partner Affiliate Agreement will look similar to our current Partner 
Affiliate Agreement with some important dis�nc�ons. As you know, the Partner 
Affiliate Agreement requires a dual membership product offering for individual 
membership. This new partner affiliate agreement will include the exis�ng dual 
op�on for individual membership (IM), and the addi�on of a dual organiza�onal 
membership (OM) op�on. This dual OM offering has been requested by many of 
our state affiliates and we are excited to roll this out as a component of the new 
strategy. Members will s�ll have the op�on of selec�ng a Na�onal-only or State-
only membership product.  
 
When the Partner Affiliate Agreement was originally created, the major 
difference from the State Affiliate Agreement was the inclusion of the Dual 
Membership product. Although a pilot involving six states had proven 
successful, many states were hesitant to embrace Dual Membership. As a result, 
MGMA allowed states to par�cipate in either the Affiliate or Partner Affiliate 
agreement. Currently, nineteen (19) states have elected the Partner Affiliate 
Agreement and successfully par�cipate in dual membership. The goal now is to 
provide consistent membership product op�ons in all states so that all members 
have access to a membership that works best for them and the op�on to receive 
the best local and na�onal value and resources.  
   


How does dual membership 
work under the partner 
affiliate agreement? 


All states will be required to offer dual membership (member of both national 
and state) in addition to state-only membership. National members may also 
elect to remain as national-only. The Partner Affiliate Agreement will also 
include a new Dual Organizational Membership product in addition to Dual 
Individual Membership.  
 


What is the enrollment 
process and financial model 
for Dual Individual 
Membership? 


Dual individual members enroll through the national MGMA website and pay a 
single dues amount based upon a discounted state dues rate and discounted 
national dues rate (12.5% discount each). States will also provide a Dual 
Membership landing page on their website with a link to the national MGMA 
Dual Membership landing page. MGMA will collect and distribute back to the 
state their share of the dues via EFT. States will be notified of each new/renew 
dual member in their state so they can onboard and engage that member in the 
same way they handle all their other state members.  
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Will there be costs to a state 
for elec�ng either the 
Partner Affiliate or Chapter 
op�on?  
 


No, there will not be a cost to the state for elec�ng either model other than a 
percentage of the Dual Organiza�onal Membership dues allocated to the state 
to cover administra�ve costs associated with the sales process. 
 


What benefit(s) does 
Na�onal MGMA feel the 
states have with an MGMA 
partnership? 
 


One of the main benefits is the na�onal recogni�on of the MGMA brand as a 
leader in the industry and the primary associa�on suppor�ng the business of 
medical prac�ce management.  
 
Through a more closely aligned partnership, each can leverage their strengths, 
maximize their resources, and beter posi�on themselves to demonstrate a 
unique and compelling value proposi�on to members. By moving to a partner 
affiliate and chapter model, we believe this approach will benefit you, your 
members and MGMA. This is an opportunity to create stability and improve the 
quality of the services you provide to your members.  
 


MGMA States each have 
differing dues structures. 
How will this work for 
Individual Membership?  
 
 


Both MGMA and the MGMA State will take a 12.5% discount on dues and that is 
the amount charged. The MGMA State can choose to take more of a discount, 
for example, GA MGMA charges $1 over national dues for a dual membership 
(Slogan: MGMA is $399 and for a dollar more you can have both National and 
State Membership!) 


We would like to request at 
least a one-year due 
diligence period to resolve 
any ques�ons in the new 
agreement, hold an in-
person membership 
mee�ng to discuss and 
share the impact, and also 
to have sufficient �me to 
determine a route forward 
with pre-exis�ng long-term 
commitments for future 
state conference and 
mee�ng spaces. 
 


Due to the tenuous posi�on of several of our state organiza�ons, MGMA feels it 
is important to move forward with the new models quickly. The only change in 
moving from the Affiliate to the Partner Affiliate Agreement is the addi�on of 
the Dual Membership products. As states will con�nue to be able to offer state-
only membership, this should not have an impact on current members, other 
than to offer access to na�onal and state membership through a single 
enrollment process. Regional conference par�cipa�on for Partner Affiliates will 
be op�onal so as not to interfere with exis�ng contracts or commitments. 
However, if a state is interested in par�cipa�ng in regional conferences, the 
na�onal M&C staff would work with a state in nego�a�ng out of an exis�ng 
contract.   
 


Is there a longer-term plan 
to move all Chapters to the 
“State Chapter” model? If 
yes, what is that �meframe? 
 


No, there is not a long-term plan to move all states to the chapter model.  
 


Does MGMA have a 
preference in which model a 
state elects? 
 


No. The purpose of two op�ons is to give a state the opportunity to select the 
model that will best serve the state associa�on and its members. However, if a 
state is “at risk” based on the KPI benchmarks, MGMA will work with the state in 
transi�oning to the chapter model. The goal behind the introduc�on of a 
chapter op�on is to offer a model that provides greater resources and support 
than can be provided through an affiliate rela�onship. The most significant 
advantage of the chapter op�on is that MGMA assumes financial responsibility 
for the state associa�on. This allows state leadership to focus on membership 
growth and reten�on, member benefits and educa�on. 
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What happens if a state 
refuses to sign the new 
Partner Affiliate Agreement 
or the Board of Directors 
and/or membership does 
not approve amending the 
bylaws to transi�on to a 
Chapter? 
 


We recognize that these changes may be unexpected and concerning at first, 
but please understand that we have evaluated them and their impact on both 
state organiza�ons and members. Our goal is that the terms of this new 
agreement will be beneficial to you, your members and MGMA. Even if your 
state organiza�on is performing well, we know that we cannot be complacent 
and must con�nue to innovate. As a result, we have developed a new Partner 
Affiliate Agreement that will go into effect on Jan. 1, 2024. Each state 
organiza�on must sign the new Partner Affiliate Agreement to maintain its 
affilia�on with MGMA. 
 
 


Will MGMA bear the 
financial responsibility for 
general opera�on expenses 
for a struggling affiliate? 
 


MGMA will only bear financial responsibility for chapter expenses. 
 


Will the move from the 
current State Affiliate 
Agreement to the Partner 
Affiliate Agreement have an 
impact on state roles and 
responsibili�es? (i.e., is 
Na�onal MGMA going to be 
taking over our 
responsibili�es when it 
comes to membership, 
conferences, mee�ngs, 
accoun�ng, etc.?) 
 


The main change for states moving from Affiliate to Partner Affiliate in 2024 will 
be the requirement to offer a dual membership op�on for its members. Partner 
Affiliates will also be given the opportunity to par�cipate in a new Regional 
Conference strategy. All other state responsibili�es will remain unchanged. 


 


Who will MGMA be 
contrac�ng with to manage 
the states selec�ng the 
chapter op�on? Will exis�ng 
state staff or associa�on 
management companies be 
included as op�ons in the 
state chapter model? 
  
 
 


MGMA will not bring chapter associa�on management responsibili�es in-house. 
We know there are so many excellent state staff and management organiza�ons 
that do an incredible job managing their states and know our industry well and 
we plan to start there first. It will not be one organiza�on or person, as there 
will be several chapters needing management support. We are just star�ng the 
work to define the delegated associa�on management responsibili�es and 
contrac�ng processes. MGMA will be the contrac�ng organiza�on with the 
outsourced associa�on management staff on behalf of the chapters; however, 
the state leadership will maintain an ac�ve role. 
 


Who selects the chapter 
associa�on management 
company? Will there be a 
Request for Proposals (RFP) 
process? Will state 
leadership be involved in 
the selec�on process? 
 


There will be an RFP and MGMA will hold the contract with the management 
company. MGMA will work with the leaders of state associa�ons moving to the 
chapter model to iden�fy and select associa�on management support during 
and a�er the transi�on. This may include the op�on of contrac�ng with the 
state’s current associa�on management company or staff. 


Can you share the data 
illustra�ng the impact of the 
administra�ve management 


Na�onal MGMA became the Associa�on Management company for Illinois 
MGMA in February 2022 at the request of the ILMGMA Board of Directors. At 
the �me of the change, ILMGMA was in a cri�cal financial situa�on and needed 
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support MGMA has 
provided to Illinois MGMA? 
 


 assistance. With the help of Na�onal MGMA staff and a very engaged and 
committed Board of Directors, ILMGMA has increased net income by 180%, 
grew membership by 13.5% and con�nued to offer state specific educa�on with 
nearly 400 atendees throughout the year. Addi�onally, ILMGMA’s online 
presences via LinkedIn increased by 66%.  
 


KPIs 
 
Are these benchmarks 
based on healthcare 
associa�ons? Was a non-
profit associa�on part of the 
criteria? 
 


These benchmarks are not based solely on healthcare associa�ons because, as 
with the MGMA data surveys, if you drill down too far, the “N” would have been 
too small, and the results would not have been helpful.  
 
Yes, the benchmarks were specific to non-profit associa�ons. 
 


Can you outline the total 
number or percentage of 
state affiliate chapters that 
landed in each color for the 
overall score? Can you 
outline the total number or 
percentage of state affiliate 
chapters who landed with a 
yellow or red score for their 
Membership/Reten�on KPI? 
 


In respect to each state affiliate that has provided confiden�al financial 
informa�on to us, we will not be sharing the number of states in each category. 
However, there were mul�ple states represented in each color category (green, 
yellow, red). Most states are in the overall yellow ra�ng, with a smaller, almost 
equal number of states in the red and green overall ra�ngs. 
 
The formula used for calcula�ng Membership Reten�on was: 
Total Ac�ve Members for 2022 minus Total New Ac�ve Members in 2022, 
divided by Total Ac�ve Members in 2021. 
 


What are the op�ons for a 
state that received an 
overall “red” score on their 
2022 KPI Benchmarking 
Report? 
 


We have had conversa�ons directly and are working individually with states who 
are in this category. Their individual Board of Directors are making a decision on 
next steps based on the informa�on provided during the mee�ngs.  
 
Any red organiza�on may begin transi�on work to become a state chapter (that 
takes effect Jan. 1, 2024, or on a date to be determined collabora�vely by 
MGMA and the state organiza�on) or red organiza�ons can elect the right to 
cure opportunity and will have un�l the end of 2023 to improve overall 
performance to a yellow or green status. If a state organiza�on is unable to 
improve to yellow or green by year end, transi�on planning to the chapter 
model will be ini�ated. An individualized transi�on plan with corresponding 
�meline will be developed for each state moving to the chapter model. 
 
Any green/yellow organiza�on can elect to sign the new Partner Affiliate 
Agreement (that takes effect on Jan. 1, 2024) or also elect to move to the 
chapter model.  
 
 


Will we receive informa�on 
on other states’ benchmarks 
to compare them to our 
benchmarks? 
 


At this �me, we are being sensi�ve to states that required an NDA to share their 
financial informa�on with us or requested we do not share their financial 
informa�on. That being said, we are exploring how we might best share 
compara�ve data for the MGMA State Affiliates that will not reveal any 
indicators of the specific state informa�on. 
 


Timeline and Transi�on 
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What is the �meline for 
implementa�on of the new 
Partner Affiliate Agreement? 
 


The current Affiliate and Partner Affiliate Agreements will not be renewed; 
therefore, the new Partner Affiliate Agreement must be signed by January 1, 
2024.  
 


If a state has the op�on to 
sign the new Partner 
Affiliate Agreement, why 
does it need to be signed by 
January 1, 2024? 
 


The major change in the new Partner Affiliate Agreement is the addi�on of the 
Dual Organiza�onal Membership product. MGMA currently has over 900 
Organiza�onal Members. The biggest membership renewal month is January 
and the sales process for Organiza�onal Membership renewals begins 90 days 
prior to the renewal date. Therefore, renewal discussions with current na�onal 
Organiza�onal Members will begin in October 2023. The earlier a Partner 
Affiliate state signs the new agreement, the sooner the na�onal sales team can 
include that state in renewal discussions for an upsell opportunity to Dual 
Organiza�onal Membership. The goal was to be able to offer the Dual 
Organiza�onal Membership opportunity to as many new and renewal 
organiza�ons as possible knowing the volume of accounts that purchase a new 
OM or renew in January.  
 


What is the timeline for 
transition to a chapter? 
 


There will be an ongoing transi�on period dependent on whether a red state 
has elected the right to cure period as well as each state’s bylaws, contracts, etc. 
This transi�on will begin on January 1, 2024 unless a state requests to start the 
transi�on process sooner. There is no expecta�on that any state would be 
completely transi�oned to state chapter by that date. All states transi�oning to 
chapter will sign an interim Partner Affiliate Agreement that will be terminated 
upon comple�on of the transi�on process to chapter. 
 
If a red state is unable to increase their scores on the KPI to at least a yellow 
ra�ng by Dec. 31, 2023, MGMA will move forward with transi�oning the state to 
a chapter. 
 


Will the move from the 
current Affiliate Agreement 
to the Partner Affiliate 
Agreement have an impact 
on state roles and 
responsibili�es, i.e., is 
na�onal MGMA going to be 
taking over our 
responsibili�es when it 
comes to membership, 
conferences, mee�ngs, etc.?  
 


The main change for states moving from Affiliate to Partner Affiliate in 2024 will 
be the requirement to offer a dual membership op�on for its members. Partner 
Affiliates will also be given the opportunity to par�cipate in a new Regional 
Conference strategy. All other state responsibili�es will remain unchanged.  
 


When will the new Partner 
Affiliate Agreement be 
available to review?  


The first dra� of the new Partner Affiliate Agreement was distributed to states 
on 7/28/2023. 
 


Under the state Partner 
Affiliate Agreement, are 
there any required changes 
to governance? 
 


No. 


If a state is in the “green” 
category, can they have 


There are not any changes to the Partner Affiliate agreement that would impact 
state contracts already in place.   
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extra �me before 
implemen�ng the new 
Partner Affiliate agreement 
due to contracts already 
signed for varying ac�vi�es? 
 


 


What support is MGMA 
offering to help my “red” 
organiza�on get on track in 
the next 6 months?  
 
If I am part of a “red” 
organiza�on, what are my 
op�ons?  


At the request of a state, MGMA will work with them to develop an 
individualized six-month transition plan. However, all red organizations that do 
not improve to yellow or green by 12/31/23 must begin the transition planning 
to become state chapters. 


Chapter and Partner Affiliate Transi�on 
 
What is the legal process for 
transitioning a state affiliate 
to a chapter?  
 


Becoming a State Chapter will require amendments to the Articles of 
Incorporation and Bylaws. Depending upon the structure of the current state 
Bylaws, amendments may require a vote by the Board of Directors and/or the 
membership. MGMA legal counsel has developed an outline of the baseline 
procedures for transition to a chapter and will also develop a customized 
transition plan and timeline for each state transitioning to a chapter.  
 


If a state chooses to become 
a chapter, will MGMA cover 
the legal costs involved with 
changing the Bylaws? 
 


Yes, MGMA is covering the legal and applicable accoun�ng/finance costs 
associated with the chapter transi�on process. 
 


What will happen if a state 
cannot sign the new Partner 
Affiliate Agreement by the 
Jan. 1, 2024 date due to 
�ming of state mee�ngs and 
these changes require 
changes to the Bylaws? 
 


The new Partner Affiliate Agreement does not require a change to state Bylaws. 
The new agreement will need to be signed by Jan. 1, 2024 to con�nue as an 
MGMA affiliated associa�on. There will not be a Chapter Agreement and we 
understand that this transi�on will involve an amendment to the Bylaws and 
require a vote of either the Board of Directors or the members. We will work 
with each state moving to a chapter model to develop an individualized 
transi�on plan and corresponding �meline based on state bylaws requirements. 
States moving to the chapter model will need to execute an interim Partner 
Affiliate agreement by Jan. 1, 2024 which will be terminated when the chapter 
transi�on process is complete. 
 


What happens if a state 
refuses to sign the new 
Partner Affiliate Agreement 
or the Board of Directors 
and/or membership does 
not approve amending the 
Bylaws to transi�on to 
Chapter? 
 


The current Affiliate and Partner Affiliate Agreements are not being renewed. If 
a state has not signed the new Partner Affiliate Agreement and/or elected to 
move to a Chapter model by December 31, 2023, there will be no contractual 
rela�onship between MGMA and the state effec�ve January 1, 2024. This 
includes the Trademark and Licensing Agreement.  
 
Obliga�ons Upon Termina�on. In the event of termina�on of this Agreement for 
any reason, all licenses granted hereunder shall cease immediately and each 
party shall promptly remove any hypertext link from its website to the other 
party’s website. Partner Affiliate agrees that it will promptly cease all use of the 
MGMA Names, the MGMA Partner Affiliate Logo and the List Exchange and will 
promptly change its name to remove all references to “MGMA or “Medical 
Group Management Associa�on.” Partner Affiliate shall, at MGMA’s stated 
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op�on, deliver to MGMA or destroy all records or copies of the List Exchange 
and all promo�onal or other materials then in its possession or control using or 
displaying the MGMA Name and logos or such other names or marks which 
imply an affilia�on between Partner Affiliate and MGMA and shall promptly 
cease represen�ng itself as a Partner Affiliate of MGMA. 
 


If MGMA decides not to sign 
the new Partner Affiliate 
Agreement or approve 
transi�on to a Chapter, will 
MGMA start and support a 
new state MGMA chapter 
subsidiary on their own? 
 


Yes, if it is determined that maintaining a local MGMA presence is in the best 
interest of the members who joined an MGMA-affiliated state associa�on. 
 


How will the chapters be 
governed? What level of 
autonomy will state 
chapters have with financial 
maters, such as decisions 
around costs, making 
changes to dues amounts, 
etc.?  
 


There will con�nue to be state leadership that will work with MGMA on 
governing the state chapters. The details are in process and will be presented 
during the “Governance” Town Hall mee�ng if not before.  
 


Is a change to Chapter status 
permanent? 
 


Due to the legal and financial complexi�es associated with transi�oning to a 
chapter, the state chapter status will be permanent. 
 


Who will MGMA be 
contrac�ng with to manage 
the states selec�ng the 
chapter op�on? Will exis�ng 
state staff or associa�on 
management companies be 
included as op�ons in the 
state chapter model? 
 


MGMA will not bring chapter associa�on responsibili�es in-house. We know 
there are so many excellent state staff and management organiza�ons that do 
an incredible job managing their states and know our industry well and we plan 
to start there first. It will not be one organiza�on or person, as there will be 
several chapters needing management support. We are just star�ng the work to 
define the delegated associa�on management responsibili�es and contrac�ng 
processes. MGMA will be the contrac�ng organiza�on with the outsourced 
associa�on management staff on behalf of the chapters; however, the state 
leadership will maintain an ac�ve role. MGMA will conduct an RFP process, and 
MGMA will hold the contract with the associa�on management.  
 


Will there be total 
transparency in finances 
between the na�onal and 
state chapters? What will 
that process look like?  
 


Financial management processes are currently being developed. MGMA will 
work closely with the designated state associa�on management for chapters to 
determine the best processes for financial management responsibili�es and 
sharing of financial informa�on. 
 


If MGMA is bearing the 
financial responsibility in 
the Chapter model, how will 
revenue be shared in that 
model? 
 


Each Chapter will have its own budget and both revenue and expenses will be 
allocated to that budget. 
 


With MGMA assuming fiscal 
responsibility for state 
chapters, does that mean 


Yes, MGMA will be financially responsible for all state chapter expenses, 
including associa�on management expenses. MGMA will contract with 
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they will be covering 
management services 
expenses for those states? 
 


associa�on management staff/companies to support each state chapter and 
management expenses will be incorporated into the chapter budget. 
 


As a Partner Affiliate, who 
handles membership 
renewals and invoicing for 
state-only memberships? 
 


The state Partner Affiliate (or their associa�on management staff) will con�nue 
to handle state-only new membership enrollment, renewals, invoicing and dues 
collec�on. 
 


Will we receive informa�on 
on other state’s benchmarks 
to compare them to our 
benchmarks?  
 
 


At this �me, we are being sensi�ve to states that had required an NDA to share 
financial informa�on or requested that we not share their financial informa�on. 
That being said, we are exploring how we might best share compara�ve data for 
the MGMA State Affiliates that will not reveal any indicators of the specific state 
informa�on. 


What will happen to our 
staff/vendors if we choose 
to become a chapter?  
 


If you choose to become a chapter, all administra�ve and financial 
responsibili�es will be handled by na�onal MGMA moving forward.  


What about if we opt to be a 
Partner Affiliate instead?  


If your state is a Partner Affiliate, the state will con�nue to be responsible for 
handling the financial and administra�ve du�es of the organiza�on. 
 


Why weren’t state leaders 
and/or state staff included 
in the development of the 
new state strategy? 
 


MGMA’s concern for the health of the state organiza�ons, and commitment to 
preven�ng addi�onal state dissolu�ons or displacement of members required 
us to develop a model that provides help and support quickly. When MGMA 
previously included state MGMA par�cipa�on in the process of crea�ng the 
Partner Affiliate Agreement (including aligned membership categories, core 
benefits and dual membership), it took almost three years. We couldn’t risk 
wai�ng for several years before taking ac�on to assist MGMA States in jeopardy 
of closing. 
 


Will state leadership be 
involved in the selec�on 
process for their associa�on 
management companies 
(with the chapter op�on)? 
 
 
 
 
 


Na�onal MGMA will select the management company, there will be an RFP and 
MGMA will hold the contract for the management company. We will consider 
how a state chapter might play a part in the associa�on management selec�on 
process. 
 
 


Dual Membership 
 
How does Dual Membership 
work under the Partner 
Affiliate Agreement? 
 


All states will be required to offer dual membership (member of both na�onal 
and state) in addi�on to state-only membership. Na�onal members may also 
elect na�onal-only membership. The Partner Affiliate Agreement will also 
include a new Dual Organiza�onal Membership product in addi�on to Dual 
Individual Membership. 
 


What is the enrollment 
process and financial model 


Dual Individual members enroll through the na�onal MGMA website and pay a 
single dues amount based upon a discounted state dues rate and discounted 
na�onal dues rate (12.5% discount each). States also provide a Dual 







MGMA State Strategy FAQs 10 


for Dual Individual 
Membership? 
 


Membership landing page on their website with a link to the na�onal MGMA 
Dual Membership landing page. MGMA collects and distributes back to the state 
their share of the dues via EFT. States are no�fied of each new/renew dual 
member in their state so they can onboard and engage that member in the 
same way they handle all their other state members.  
 


What is the enrollment 
process and financial model 
for Dual Organiza�onal 
Membership?  
 


Dual Organiza�onal Membership will be sold by the na�onal MGMA sales team 
as an op�on for new Organiza�onal Members or as an upsell opportunity to 
exis�ng OMs during the renewal process. If a na�onal organiza�onal member 
elects to par�cipate in the Dual OM product, the sales team will complete the 
invoicing for both the na�onal and state dues. As with Dual Individual 
Membership, the state por�on of the dues revenue (less a 25% administra�ve 
fee) will be transmited to the state along with the list of individual members 
par�cipa�ng under the organiza�onal membership. The state will then be 
responsible for adding the individuals as state members and ini�a�ng the state’s 
onboarding and member engagement ac�vi�es.  
 
The complete financial model is atached for reference. 
 
 


In the State Affiliate model, 
if a member selects the 
state-only membership 
op�on, will there be a 
percentage of the dues that 
s�ll roll up to na�onal 
MGMA? If a member selects 
the na�onal-only op�on, 
will there be a percentage of 
dues that roll down to the 
state? 
 


There is no dues sharing for state-only or na�onal-only memberships. The state 
retains 100% of state-only dues and na�onal retains 100% of na�onal-only dues. 
 


Have all eighteen (18) states 
taking part in the Dual 
Membership program grown 
their membership at least 
enough to cover the cost of 
the discount? 
 


MGMA does not have visibility into state financials, so we are unable to model 
this. However, all par�cipa�ng states have enrolled Dual Members and overall, 
the reten�on rate for Dual members is higher than the na�onal only or state 
only reten�on rates for Ac�ve members. There have also been par�cipa�ng 
states that have discounted their state dues even more than the required 12.5% 
as they believe that greater membership growth will create more downstream 
revenue through conferences/events, affiliate memberships, etc. 
 


What happens if an 
individual enrolls as a Dual 
Individual Member and does 
not meet the state 
defini�on of an 
Ac�ve/Regular member?  
 


The current state affilia�on agreements include the standard defini�on of an 
Ac�ve or Regular member. The na�onal defini�on of an Ac�ve member is 
somewhat broader, but in the 2 ½ years since Dual Individual Membership has 
been in effect, there have been very few instances of a new Dual member not 
mee�ng the state defini�on of an Ac�ve member. In the few instances that a 
new member has purchased Dual Membership and a state iden�fies that the 
member does not meet the state Ac�ve member criteria, there are processes in 
place to move the member to the na�onal-only membership and/or the 
appropriate state membership category. 
Na�onal organiza�onal memberships are categorized as either Provider 
Organiza�ons or Business Services Organiza�ons and are sold through different 
sales teams. Dual Organiza�onal Memberships will only be offered to Provider 
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Organiza�ons and all individuals enrolled as members under the umbrella 
organiza�on must be added as members at the state level.  
 


Will Dual Membership just 
entail including a tab on the 
state website offering “Dual 
Membership” that leads 
directly to the MGMA 
na�onal website? 
 


Yes. States currently par�cipa�ng in Dual Individual Membership typically have a 
landing page on the state website (usually under the “Membership” tab) that 
describes the Dual Membership product offering and provides a direct link back 
to the na�onal MGMA Dual Membership enrollment page. 
 


If a state currently offers a 
“state only” Organiza�onal 
Membership, can they 
con�nue? If an organiza�on 
purchases a Dual OM 
through na�onal and has an 
exis�ng state-only 
organiza�onal membership, 
how will this be reconciled? 
Won’t the different 
membership op�ons 
confuse poten�al members? 
 


If a state has an exis�ng organiza�onal membership product, they can con�nue 
to offer the state-only op�on in addi�on to the na�onal Dual Organiza�onal 
Membership product. If a na�onal organiza�onal member purchases the dual 
product, we will work with the state to reconcile the two memberships. 
 
We have not seen the addi�on of a dual membership op�on create member 
confusion. The op�ons are very clearly delineated on the MGMA website 
(na�onal only versus dual). The growth of dual membership has proven that the 
op�on of purchasing na�onal and state membership through a single 
administra�ve process has been seen as a posi�ve addi�on. 
 


Conference Strategy  
 


What is the regional 
conference strategy? 


The Regional Conference strategy will provide all members with the opportunity 
to par�cipate in a combined na�onal and state conference in their area. MGMA 
will take on financial risk and partner with par�cipa�ng states on the content 
development. There will also be a revenue share opportunity with 
sponsors/exhibitors and registra�ons. Par�cipa�on in the regional conferences 
is op�onal for Partner Affiliate states. 
 
MGMA will con�nue to plan for our annual conference in the fall and the spring 
regional conferences will replace the exis�ng na�onal only financial 
management and opera�ons management conferences. 
 


Do you have dates and 
loca�ons for 2024 regional 
conferences? Do you have 
dates and loca�ons beyond 
2024? 
 


We are changing our historical Finance and Opera�ons conferences for 2024 to 
include state par�cipa�on where states are interested. We’ll be in San Diego, CA 
from April 25-27, 2024 and are currently sourcing for a June 2024 conference in 
the Midwest. The Midwest Regional Conference will likely be held in the Chicago 
area; however, the venue contract has not been finalized. 
 
We an�cipate growing the number of events in 2025 and 2026 minimally. The 
idea is to host another event or two in each of the following years, depending 
on where states are struggling to reach atendance goals and partnering with 
those interested states to bring a regional event to their area to try and boost 
atendance and state revenues. Since it will be in part driven by state interest, 
there are no current plans for which loca�ons will be targeted at this point. 
 


Will states be able to 
con�nue offering their 
annual conferences per year 


Par�cipa�on in regional conferences is voluntary for all partner affiliates. States 
moving into chapters will work with Na�onal MGMA and their management 
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or will they be replaced by 
the regional conferences? 
 


staff to determine an event strategy for 2024 and beyond to drive the greatest 
member benefit and organiza�onal revenue as possible.  
 


What if a state has already 
signed a venue contract for 
a 2024 conference in the 
same region as the planned 
na�onal/state regional 
conference? Can MGMA 
help nego�ate a contract 
cancella�on if we want to 
par�cipate in the regional 
conference? 
 


For any state wan�ng to be a par�cipant in one of the two 2024 events, but with 
a previously nego�ated contract for their own event, Na�onal’s conference 
team will work with the State’s board and the hotel/event space to discuss 
poten�al rescheduling or other cancella�on terms. 
 


Are the regional conferences 
intended to compete against 
state conferences, take away 
poten�al registrants or 
remove state conferences 
altogether? 
 


MGMA has held two na�onal spring conferences every year with loca�ons 
varying from year to year. These are na�onal conferences focused on a specific 
topical area (I.e., Finance or Opera�ons). The goal of the regional conferences is 
to create collabora�ve na�onal/state conferences focused on both na�onal 
content AND state/regional content and networking. The regional conference 
model will also remove any downside financial risk for the par�cipa�ng states 
while incorpora�ng a revenue share model. Partner Affiliates are not required to 
par�cipate in the regional conferences and have the op�on of con�nuing to 
sponsor state-only conference(s). MGMA will con�nue to hold spring 
conferences; however, the model will be modified to incorporate value for states 
wishing to par�cipate.  
 


Who will be responsible for 
planning the regional 
conferences? If states 
par�cipate in the regional 
conferences, who will be 
responsible for logis�cs 
(venue selec�on, 
contrac�ng, onsite 
execu�on, etc.), speaker 
selec�on and contrac�ng, 
conference theme and 
graphic design, marke�ng, 
etc.? 
 


MGMA will create a planning team for each regional conference, and 
par�cipa�ng states will have representa�on on that planning team. In addi�on, 
each par�cipa�ng state will be asked for state-specific content, speakers, 
vendors recommenda�ons, and state specific networking events to ensure each 
par�cipa�ng state’s atendees get a significant state experience during the 
event. 
 


What is the financial model 
(revenue and expense 
share) for states 
par�cipa�ng in the regional 
conferences? How will the 
states receive their revenue 
share? 
 


We es�mate there will be around 350-400 atendees at each regional 
conference. The registra�on rate would be between $700-$900. See atached 
descrip�on of the Regional Conference financial model. 


What are the registra�on 
fees for regional 
conferences?  


 


Standard registra�on fees for regional conferences will be the same as current 
na�onal MGMA spring conferences. HOWEVER, during the first year of a 
regional conference, there will be special discounts to bring the price more in 
line with tradi�onal state annual conference atendee registra�on fees. A�er the 
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first year, the price an atendee pays will trend toward what standard 
registra�on fees are today. 
 


How will states be involved 
in development of the 
conference content 
(sessions/speakers) and 
networking events? 
 


State boards will iden�fy 1-3 sessions of content that will be related to the local 
industry concerns. Payer, legisla�ve, market condi�ons, etc. are examples of 
content that have localized nuances that should be addressed based on what 
state members and industry leaders need to understand. Local networking will 
also be fostered in either event specific spaces or in groups spaces but with 
designated state “meet up” venues. 
 


Who will be responsible for 
selling exhibits and 
sponsorships for the 
regional conferences? What 
is the process if states have 
established rela�onships 
with vendors who are 
interested in exhibi�ng at 
regional conferences? 
 


When a state opts to par�cipate in a regional conference, the Na�onal sales 
team will work with states to iden�fy the previously sold exhibit and sponsor 
packages and get those partners placed into regional conferences. We believe 
there is enough inventory to accommodate those vendors and new ones. There 
will inevitably be some state vendors that opt not to be part of the regional 
conference and likely some na�onal vendors that may choose to not par�cipate 
in the new model.  


Many state affiliates already 
partner with neighboring 
states to sponsor 
regional/mul�-state 
conferences. How will 
MGMA’s plan to offer 
regional conferences 
compete or compliment 
these conferences? 
 


In the instances we are aware of an exis�ng mul�-state conference, we do not 
plan to hold a regional conference that competes geographically. 
 


Will there be a regional 
conference offered as an 
op�on in every region, every 
year? If not, how will states 
know if they should 
schedule a state conference 
in any given year? What will 
states do if there is not a 
regional conference in their 
area? 
 


It is unlikely there will ever be a regional conference in every region across the 
U.S in a single year. We an�cipate many states will con�nue to hold their 
successful conferences each year. Therefore, as states indicate to Na�onal when 
and where they would like to par�cipate in a regional conference, future plans 
will be made and communicated. The idea would be to plan in 24 to 36-month 
increments. 
 


Is MGMA moving away from 
a Na�onal Annual 
Conference and moving 
solely to a regional 
conference strategy? 
 


No. MGMA will con�nue to hold a Na�onal fall event, currently branded as the 
Leaders Conference, and then place regional events with func�onally specific 
content in areas where atendees would have to travel less and more cost 
effec�vely to reach great content. 
 
The Leaders Conference is currently contracted out un�l 2027 in the following 
places: 


• 2023 Nashville, TN   
• 2024 Denver, CO   
• 2025 Orlando, FL  
• 2026 San Antonio, TX    
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• 2027 Washington, DC 
 


What events can Partner 
Affiliates or Chapters 
provide to members outside 
of the regional conferences? 
 


The concept for a state to par�cipate in regional conferences is for MGMA to 
take on the financial risk, toll of planning and marke�ng ac�vity so a state can 
focus on shorter, easier-to-atend local educa�onal and networking events such 
as Payer Days, Legisla�ve Days in their capital ci�es, career events, lunch and 
learns or happy hours and reach their members near their homes or prac�ces. 
 


It can be cost prohibi�ve to 
have people atend 
conferences out of state. 
What happens if there isn’t 
a regional conference in our 
area for three years?  
 


MGMA is in a period of transi�on, and we are s�ll determining dates and 
loca�ons for the regional conferences. In 2024 we are having one regional 
conference in San Diego. We are looking into the Midwest for a second regional 
conference, but there is no contract signed to date for that one. 


According to MGMA’s 
current affilia�on 
agreements, “MGMA will 
provide no�fica�on of 
regional and na�onal dates 
and loca�ons no less than 
twelve months in advance 
of each conference.”  So 
isn’t that already an issue 
with MGMA planning a 
conference outside of the 
agreement parameters? 


Yes, the current affilia�on agreements state that MGMA will provide no�fica�on 
of na�onal conference dates and loca�ons no less than twelve months in 
advance of each conference. Historically, MGMA has no�fied the state of the 
dates of a na�onal spring conference being held in that affiliate’s state. Due to 
the development of the new regional conference strategy and nego�a�ons with 
venues to avoid atri�on penal�es from the 2022 MGMA Leaders Conference in 
San Diego, we were not able to provide twelve months’ no�ce. 
 
The current affilia�on agreements also state that “Affiliate agrees to coordinate 
the scheduling of its conferences by communica�ng with MGMA the dates 
being considered during the scheduling process and immediately no�fying 
MGMA upon finalizing its conference date(s) and loca�on(s).” To date, MGMA 
has not received no�fica�on of 2024 state conference dates from any affiliate in 
the same state or region as the planned MGMA regional conferences to be held 
in California and the Midwest. 
 


What are the historical 
atendance numbers at the 
na�onal Finance and 
Opera�ons Conferences?  


Pre-pandemic, each spring conference was atrac�ng approximately 400 paid 
atendees. Our latest combined conference in the spring of 2023 brought 500 
paid atendees. We es�mate that in 2024, each conference if held without 
par�cipa�ng states, will be atended by at least 300 atendees. With one or 
more par�cipa�ng states, we expect that number to be at least 350 and more as 
more states ask their members to atend. 
 


Why is MGMA using COVID 
as a reason to move to 
regional conferences? You 
stress “revenue” and “sales” 
& amended your mission 
statement to refer to your 
ecosystem as customers. Is 
MGMA hur�ng financially? 


MGMA is on strong financial foo�ng. Conference profitability should be a 
constant source of monitoring for states, and for a majority, it is. But there are 
states that largely due to upside down conference financials have either ceased 
to exist or are suffering to provide quality benefits to their members. That’s why 
we’re focusing on financials – without strong conference profitability, states are 
limited in the services they can offer to members. The goal is to deliver highly 
valuable member benefits and provide those who rely on strong profitability 
from conferences the ability to invest back into the organiza�on. 


If a state opts not to 
par�cipate in a regional 
conference, will the 
conference s�ll be held in 
that state or be moved to 


In 2024, the conference loca�ons are in San Diego and a soon-to-be-determined 
loca�on in the upper Midwest, regardless of whether states choose to 
par�cipate in the regional conference strategy. 
 
In 2025 and beyond, Na�onal MGMA will work with states who desire to 
par�cipate with us in a regional conference and will try to find loca�ons that suit 
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another state that opts to 
par�cipate? 


all interested par�es. If no states are par�cipa�ng, Na�onal will choose 
loca�ons to atract the most possible atendees to our spring conferences. 
 


Are you commited to 
working with the smaller 
vendors who thrive in their 
state environment but can’t 
afford regional or na�onal 
events? 


Yes, the model presented has a variety of opportuni�es for vendors at a variety 
of price points to get involved in regional conferences. From discounted booths 
to a wide variety of sponsorships, current state-only vendors will have a good 
selec�on of ways to reach their target customers. 
 
In addi�on, regional conferences are intended to bring historically state- only 
vendors into the fold.  
 


There is an error in the dra� 
of the new Partner Affiliate 
Agreement forbidding state 
to hold events within 30 
days of any MGMA 
conference. Will a corrected 
agreement be sent to 
states? 
 


The language in the DRAFT Partner Affiliate Agreement is being updated to read: 
“Partner Affiliate shall coordinate the dates being considered for its state 
conference date(s) and loca�on(s), which will not be within thirty (30) days 
(before or a�er) a scheduled MGMA face-to-face conference being held in the 
same state. Partner Affiliate shall no�fy MGMA of finalized dates and loca�ons 
no less than twelve months in advance of each state conference.”    
 


This will cause our current 
vendors to possibly change 
from state sponsors to 
regional conference which 
will greatly impact us. This is 
compe��on for $$$. If a 
state does not want to 
partner, are you willing to 
not take revenue from those 
sponsors that have 
tradi�onally supported state 
mee�ngs? 


Prior to the introduc�on of a regional conference strategy, there were a small 
number of na�onal organiza�ons that we know of who exhibit/sponsor at state 
conferences, and also exhibit/sponsor at na�onal events. The opposite is true 
where some na�onal organiza�ons only exhibit/sponsor at na�onal events. The 
regional conference model does not change this dynamic. 
 
When a regional conference is held in a state, for example, California in April 
2024, if the State affiliate chooses not to par�cipate in the regional conference, 
there will be some compe��on for vendor revenue. However, Na�onal has not 
and will not be interested in local companies exhibi�ng at these events, unless a 
State chooses to par�cipate and wants a local vendor presence at the event. 
 
Na�onal will not seek out local vendor organiza�ons for regional events. When 
states partner, we will certainly work with state sponsoring vendors to find them 
a way to reach local atendees. 
 


What is MGMA doing to 
help ease the higher costs of 
atending regional 
conferences? What data do 
you have that supports your 
premise that a state 
member who pays between 
$175 and $300 will pay 
between $700 and $900 for 
conference registra�on? 


There is no data to suggest “the” exact price point that drives a medical prac�ce 
employee to choose (or is granted permission) to atend an event. We know 
from years of surveying members that over 90% of organiza�ons pay both 
membership fees and conference registra�ons. Pricing then becomes a mater 
of what both the atendee and the paying organiza�on get from the event. 
 
Also, from years of surveys, we know that price is commensurate with benefit. If 
the quality of the event is high, which our surveys consistently show is true, and 
the value to the atendee (and their organiza�on) is high, the pricing becomes 
more flexible. The pricing in this model reflects that market driven analysis has 
historically proven successful at driving local and na�onal audiences to past 
spring conferences. 
 


Do you have a defini�on of 
what the regions are, and 


There are no defined regions at this �me. Regional events will be determined in 
2025 and beyond by examining state organiza�ons that transi�on to chapters 
and in trying to work around exis�ng successful state events.  
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which states are included in 
each one? 


 


Regional Conference Strategy Financial Model: 


REGISTRATION 


• $799 Current member (registra�on + addi�onal membership: add either state or na�onal) 
o $450 conference; $349 na�onal dues or  
o $699 conference; $100 state dues  


• $550 State member only (registra�on only – does not want na�onal membership) 
o $450 conference; $100 registra�on revenue to state 


• $799 Current Dual Member (registra�on only) 
o $699 conference; $100 registra�on revenue to state (Model 1) 


• $1000 Non-member (Registra�on + state and na�onal membership) 
o $550 conference revenue 
o $350 na�onal dues 
o $100 state dues 


 


EXHIBITS & SPONSORSHIPS 


• $3750 Member (na�onal Corporate or state Affiliate) 
o 20% discount for first �me na�onal conference exhibitors ($3000) 


• $4250 Non-member 
• $2000 Limited tabletop opportuni�es 
• $500 - $2500 State sponsorship opportuni�es (100% revenue to states) 


o State Happy Hour (invite all conference atendees to their state HH) 
o State Mee�ng Sponsorship 
o Welcome Gi� 
o Other 


 


Revenue Distribu�on (two possible op�ons) 


• Model 1: 
o 12% Exhibit/Sponsorship revenue per each par�cipa�ng Partner Affiliate state 
o $6000 opportunity for state sponsorship revenue  
o $100 registra�on revenue per state only atendee 


• Model 2: 
o 10% Exhibit/Sponsorship revenue per each par�cipa�ng Partner Affiliate state 
o $6000 opportunity for state sponsorship revenue  
o Registra�on revenue: 


 $0 registra�on revenue for less than 20 registrants per state 
 $2000 registra�on revenue for 20 – 40 registrants per state 
 $5000 registra�on revenue for more than 40 registrants per state 
 New Dual Member Registra�on 
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• $550 conference revenue 
• $350 na�onal dues 
• $100 state dues 


 
 


Dual Organiza�onal Membership 


Dual Organiza�onal Membership will be sold by the na�onal MGMA sales team as an op�on for new 
Organiza�onal Members or as an upsell opportunity to exis�ng OMs during the renewal process. If a 
na�onal organiza�onal member elects to par�cipate in the Dual OM product, the sales team will 
complete the invoicing for both the na�onal and state dues. As with Dual Individual Membership, the 
state por�on of the dues revenue (less a 25% administra�ve fee) will be transmited to the state along 
with the list of individual members par�cipa�ng under the organiza�onal membership. The state will 
then be responsible for adding the individuals as state members and ini�a�ng the state’s onboarding and 
member engagement ac�vi�es.  


• Sold by Na�onal sales team as an upsell to Na�onal OM product. Sales team will introduce Dual 
Membership op�on during the ini�al sales process for new Organiza�onal Members. MGMA 
Organiza�onal Membership Account Managers will educate exis�ng members of Dual OM 
op�on during the renewal process. 
 


• Na�onal Organiza�onal Membership is priced as a flat fee based on the organiza�on’s total 
physician FTE count. All individual employees have access to MGMA membership under the 
organiza�onal membership umbrella (at the discre�on of the employer). Individuals are added 
to the OM roster by the organiza�on’s iden�fied administra�ve contact). Individuals added to 
the membership roster are then onboarded and educated on MGMA benefits and resources 
similarly to any other individual member. 
 


• Dual Dues Structure: 
o $2500 flat fee for state membership for all Na�onal OM �ers (flat rate covers up to 50 


individuals). If a Na�onal Organiza�onal Member has a presence in mul�ple states, they 
may select the state memberships they wish to add at a cost of $2500 per state. 


o Any Organiza�onal Member with over 50 individuals enrolled will be charged an 
addi�onal $50 per individual. Member counts will be reconciled annually at renewal. 


o 75% of state membership revenue will be allocated and distributed back to the state 
a�er payment is received by MGMA. Na�onal MGMA will retain 25% of the revenue to 
cover administra�ve expenses. 


o As a pilot, Na�onal Tier 1 OMs (1-6 physician FTEs) will be offered state membership at 
no addi�onal cost. Na�onal will allocate $200 of the na�onal OM dues to the state. The 
goal is to drive increased reten�on of na�onal Tier 1 OMs and drive state membership 
growth for prac�ces that we believe will be highly engaged at the state level.  


• MGMA will be responsible for invoicing and collec�ons of all Dual Organiza�onal membership 
fees. Like Dual Individual Membership processes, MGMA will distribute state dues to state via 
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EFT as well as demographic informa�on for individuals enrolled under the Organiza�onal 
Membership. 
 


• Na�onal organiza�onal memberships are categorized as either Provider Organiza�ons or 
Business Services Organiza�ons and are sold through different sales teams. Dual Organiza�onal 
Memberships will only be offered to Provider Organiza�ons and all individuals enrolled as 
members under the umbrella organiza�on must be added as members at the state level.  


 


 
 
 
 
 
 








 


 
 


Hall, Render, Killian, Heath & Lyman, P.C. 
999 17th Street, Suite 800 
Denver, CO 80202  
https://www.hallrender.com 


 


 


 Rene Larkin 
(720) 282-2024 


rlarkin@hallrender.com 


 


September 25, 2023 
 
Via Courier and Electronic Mail 
Nan Gallagher Law Group 
Attn: Nan Gallagher   
52 Elm Street, Suite 1 
Morristown, NJ 07960  
Nan@docadvocates.com  
 


Re: MGMA-ACMPE  Response to Notice of Dissent 
 
Dear Ms. Gallagher and MGMA State Affiliates: 
 


We are in receipt of the Notice of Dissent & Request for Additional Time for Consideration 
dated September 15, 2023. The letter, and concerns expressed in the notice, has been reviewed by 
the MGMA-ACMPE (“MGMA”) board members and senior leadership.  MGMA will continue 
with the timeline originally proposed and looks forward to entering into the new Partner Affiliate 
agreements with those State Affiliates who want to continue to partner with MGMA .  


 
As a member driven organization, MGMA is always evaluating how we can provide more 


value to both our state organizations and our members. Our members are the heart of MGMA – 
and the foundation of the healthcare industry. We encourage all State Affiliates to remember this 
transition is a mutually beneficial opportunity designed to create a better experience for members. 
We believe that one of the main benefits of State Affiliate partnership with MGMA is the national 
recognition of the MGMA brand as a leader in the industry and the primary association supporting 
the business of medical practice management. The goal is to rethink and redefine the National/State 
relationship so each can leverage their strengths, maximize their resources, and better position 
themselves to demonstrate a unique and compelling value proposition to members. We have had 
several states reach out to us and ask for greater support, which we could not provide under the 
current affiliate models. By moving to a partner affiliate and chapter model, we will continue to 
grow a coalition of leaders who are confidently advancing the practice of medicine across the 
country with access to the best resources at the national and local levels.  


 
The goal now is to provide consistent membership product options in all states so that all 


members have access to a membership that works best for them and the option to receive the best 
local and national value and resources. Due to the tenuous position of several of our state 
organizations, MGMA feels it is important to move forward with the new models quickly. 
MGMA’s concern for the health of the state organizations, and commitment to preventing 
additional state dissolutions or displacement of members required us to develop a model that 
provides help and support quickly. 
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MGMA recognizes that these changes may have been received as unexpected, but please 
understand that MGMA has spent significant time and investment in evaluating them and their 
impact on both state organizations and members. The goal is that the terms of this new agreement 
will be beneficial to you, your members, and MGMA. The Agreement provides flexibility through 
options that give each state the opportunity to pick the model that works best for the state and their 
constituents. Further, this plan will reduce disruption and the possibility of defection from forcing 
states into a “one size fits all” model. Even if your state organization is performing well, we know 
that we cannot be complacent and must continue to innovate.  


 
As a reminder, the timeline is as follows – all existing agreements will be terminated 


pursuant to their terms December 31, 2023; the new Partner Affiliate Agreement will go into effect 
on January 1, 2024; state organizations seeking to participate in national membership renewals 
prior to March 2024 must sign and submit the new Partner Affiliate Agreement by October 16, 
2023.  The final deadline for the new signed Partner Affiliate Agreement to be submitted to 
MGMA is December 15, 2023. If a state has not signed the Agreement and/or working to move to 
a chapter model, there will be no contractual relationship between MGMA and the State Affiliate 
effective January 1, 2024. Without a contractual relationship, the former State Affiliate will have 
no access to MGMA’s resources, nor a license agreement for use of MGMA’s trademark or other 
intellectual property and MGMA will work to directly set up its own state chapter.  


 
In recognition of the need to align our collective goals moving forward, the MGMA CEO 


and MGMA Board Chair are more than happy to meet with State Affiliate Presidents, President-
elects and any other elected or appointed State Affiliate board members at the October 2023 
MGMA State Leaders Conference. A productive dialogue between these state and national leaders 
will allow MGMA to discuss and emphasize our belief that this approach will benefit you, our 
members, and MGMA while addressing any questions and concerns that still might reside. This 
this is an opportunity to create stability and improve the quality of the services you provide to your 
members; we believe this strategy will create better alignment with our MGMA State Affiliates 
and provide a new option that will drive greater collaboration, support, and value to members at 
both the national and state level.  


 
In recognition of this mutual goal, MGMA respectfully reaffirms the aforementioned 


timeline, and anticipates the opportunity to meet and confer with those specified State Affiliate 
leaders at the State Leadership Conference. 


 
     Sincerely, 


                                                                                                  HALL, RENDER, KILLIAN, HEATH & LYMAN, P.C. 


 
                            Rene M. Larkin 
 
cc: State leaders, individually (via electronic mail) 
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Martha Huckaby, MSW
YELLOW AND GREEN STATES
Tracy Watrous, FACMPE; Allison Gault, MBA, CAE
Allison Hammer, MA, FMC, CAE
IMPORTANT: MGMA State Notice of Non-Renewal & New 2024 Agreement 
Thursday, September 28, 2023 4:48:00 PM
2024 MGMA Partner Affiliate Agreement - Final.pdf
High


Dear XX and XX:


Please see the Notice of Non-Renewal and New Agreement below as well as the new 2024 MGMA 
Partner Affiliate Agreement attached. This information was also sent via USPS Priority Express Mail 
on September 27, 2023 to the Board President at the address we have on record for your state 
MGMA.


MGMA STATE NOTICE OF NON-RENEWAL AND NEW AGREEMENT


Important Notice: MGMA State Partner Affiliate Process for 2024


As we have shared previously, we are transitioning to a single new Partner Affiliate Agreement that 
will provide a better experience for MGMA state organizations, MGMA’s national organization and, 
most importantly, our members. This message serves as notice that MGMA is not renewing your 
existing Agreement.  To the extent each state organization would like to continue to affiliate with 
MGMA (including receiving the benefit of MGMA’s licensed trademark), each state organization will 
be required to execute the new Partner Affiliate Agreement, which will be effective January 1, 2024, 
through December 31, 2024. Each state organization must sign and return the new Partner Affiliate 
Agreement no later than December 15, 2023, to maintain its affiliation with MGMA in 2024.


The new Partner Affiliate Agreement requires that each state offer the existing dual individual 
membership (IM) option, if not doing so already, and the additional new dual organizational 
membership (OM) option. This dual OM offering has been requested by many of our state affiliates 
and we are excited to include this as a component of the new strategy.


Members will still have the option of selecting a national-only or state-only membership product.
OPPORTUNITY FOR EARLY SIGNING:  MGMA begins its’ membership renewal process 60-90 days in 
advance of renewal date.  If you sign and return the new Partner Affiliate Agreement no later than 
October 16, 2023, your state will be able to take advantage of the national MGMA January – March 
renewals which represent the biggest membership renewal months of the year.  Signing by October


16th allows the national MGMA sales team to include your state in renewal discussions for a Dual
OM upsell opportunity.   For those not currently participating in Dual IM, it will also allow MGMA to 
include your state in the individual membership renewal campaigns.


ACTION: For your convenience we have attached the new Partner Affiliate Agreement for you to 
sign and return to Martha Huckaby, mhuckaby@mgma.org, by Monday, October 16, 2023 to be
included in advance sales and marketing efforts for early 2024 renewals  All signed agreements 
must be submitted no later than December 15, 2023.
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MGMA STATE PARTNER AFFILIATE AGREEMENT 
 
This MGMA State Partner Affiliate Agreement (“Agreement”) is entered into by and between 



MGMA-ACMPE, d/b/a Medical Group Management Association (“MGMA”) and 
_____________________________________ (“Partner Affiliate”) as of January 1, 2024 (“Effective Date”). 



MGMA is a Colorado non-profit corporation and is the premier membership association for 
professional administrators and leaders of medical group practices.  



MGMA’s mission is to serve members, customers and the healthcare community as a trusted partner 
by delivering insights, solutions and advocacy to achieve medical practice excellence (“MGMA Mission”).  



 
MGMA and its diverse state affiliates seek to work together in collaboration, forming a mutually 



dependent and mutually beneficial force aligned with achievement of the MGMA Mission.  
 
Partner Affiliate is a state non-profit organization that seeks to partner with MGMA and further the 



MGMA Mission at a state level.  
 
MGMA agrees to affiliate with Partner Affiliate for purposes of furthering the MGMA Mission in 



accordance with the terms and conditions set forth in this Agreement.  
 
Now therefore, in consideration of the mutual covenants and agreements contained herein and for 



other good and valuable consideration, the receipt and sufficiency of which is acknowledged by the parties 
hereto, MGMA and Partner Affiliate agree as follows.   



1. AFFILIATION. 



MGMA confers upon Partner Affiliate the status of MGMA’s State Partner Affiliate for the state of 
____________________________________ in accordance with the terms and conditions of this Agreement.  



 
2. MGMA OBLIGATIONS. 



As part of the State Partner Affiliate status, MGMA agrees it shall provide the following: 
 
(a) MGMA will permit Partner Affiliate to have certain limited rights to use the MGMA mark 



to identify Partner Affiliate as MGMA State Partner Affiliate, upon such terms and limitations as 
specifically described in Schedule A, attached hereto and incorporated by reference.  



 
(b) MGMA shall provide Partner Affiliate with a number of services and benefits (“Partner 



Affiliate Offerings”).  The current Partner Affiliate Offerings are described on Schedule B, which may be 
modified from time to time by MGMA.  



 
(c) MGMA will encourage MGMA members within the state to become members of Partner 



Affiliate and refrain from any actions or conduct to discourage membership in Partner Affiliate. 
 
(d) MGMA will provide notification to Partner Affiliate of regional and national conference 



dates and locations no less than twelve months in advance of each conference or, in the event a conference 
is scheduled less than 12-months in advance, notification will be provided as soon as the conference date(s) 
and location(s) are finalized. 
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3. PARTNER AFFILIATE OBLIGATIONS. 
 



As consideration for the status of Partner Affiliate, Partner Affiliate agrees as follows:  
 
(a) Partner Affiliate will operate at all times in full compliance with all applicable statutes, laws, 



regulations, rules and other legal standards governing its performance.  
 
(b) Partner Affiliate will at all times operate in a manner consistent with MGMA’s Mission and 



MGMA’s published policies and guidelines as they exist from time to time. Partner Affiliate will not adopt 
policies inconsistent with or contrary to MGMA’s Mission. 



(c) Partner Affiliate will not copy, reproduce or distribute any MGMA materials, such as 
newsletters, articles, survey tools and assessments, or other content, without first obtaining MGMA’s written 
consent, which shall be required in every instance. 



 
(d) Partner Affiliate will support and arrange for at least one of its leadership to participate in 



MGMA-sponsored annual State Leadership Conference, as well as facilitate attendance by its leadership at 
other MGMA sponsored training and development opportunities or peer group leadership forums. 



 
(e) Partner Affiliate shall cause its President (or similar senior executive officer) and its President 



Elect (or similarly designated successor to its senior executive officer) to maintain membership in MGMA and 
shall encourage other members of its governing board to be members of MGMA. 



 
(f) Partner Affiliate shall coordinate the dates being considered for its state conference 



date(s) and location(s), which will not be within thirty (30) days (before or after) a scheduled MGMA 
face-to-face conference being held in the same state.  Partner Affiliate shall notify MGMA of finalized 
dates and locations no less than twelve months in advance of each state or, in the event a conference is 
scheduled less than 12-months in advance, notification will be provided as soon as the conference date(s) 
and location(s) are finalized.    



 
(g) Partner Affiliate will encourage members within State to participate in the dual 



membership program and become members of MGMA, and Partner Affiliate shall refrain from any 
actions or conduct which would discourage membership in MGMA. 



 
(h) Partner Affiliate shall provide a complimentary non-voting membership for one (1) 



MGMA staff person in the Partner Affiliate. 
 



(i) Partner Affiliate shall encourage/facilitate Partner Affiliate’s members’ participation in 
MGMA surveys. Partner Affiliate shall not conduct surveys within its state, under the Partner Affiliate’s 
name or utilizing the MGMA name or trademarks in connection with any such survey, which surveys cover 
subject matter and data which is included in the MGMA national surveys; provided that as a Partner Affiliate, 
Partner Affiliate may elect, by written notice to MGMA, to conduct its own surveys within its State, under 
Partner Affiliate’s name and utilizing the MGMA name and trademarks in accordance with the rights set forth 
in this Agreement, provided that Partner Affiliate follows the protocol and parameters for such independent 
State surveys established annually by MGMA, including the time frames for the survey distribution and the 
period for which the survey data is collected. Failure to conduct a State survey in compliance with those 
protocol and parameters will be grounds for terminating Partner Affiliate’s right to undertake its own State 
surveys. 



 
(j) Partner Affiliate shall not use any MGMA survey or other data product or sell, license or 



transfer to any third party any MGMA survey or other data product except as expressly stated in terms of use 
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accompanying the survey or data product or as otherwise allowed by MGMA’s express written permission. 
 



(k) Partner Affiliate shall encourage its members to promote the value of MGMA’s professional 
development programs, including the ACMPE designation, using messaging developed by MGMA delivered 
in accordance with MGMA’s messaging protocols. 



 
(l) Partner Affiliate shall comply with MGMA’s certain core benefits requirements (“Core 



Benefit Requirements”) for MGMA Partner Affiliates.  MGMA’s current Core Benefit Requirements for 
MGMA Partner Affiliates are attached hereto as Schedule C, and incorporated by reference.  Core Benefit 
Requirements may be modified by MGMA from time to time.  



 
(m) Partner Affiliate will consider application to the Internal Revenue Service for status as a 



Section 501(c)(6) organization, which application is strongly encouraged but not required. However, if 
applicable, Partner Affiliate will comply with all requirements necessary to maintain its tax-exempt status. 



 
(n) Partner Affiliate may engage in federal, state and local advocacy. Partner Affiliate will not 



be required to support or advocate MGMA’s policy positions but, in view of the need to maintain consistent 
messaging under the MGMA logo, Partner Affiliate will avoid publicly challenging MGMA’s policy 
positions or advocating opposing policy positions under the MGMA logo.  Accordingly, when advocating 
policy positions opposed to MGMA’s position, Partner Affiliate will inform its audience that the views 
expressed are those of Partner Affiliate – not MGMA. 



 
(o) Partner Affiliate will be free to set its own agenda for activities which it deems best serve 



its mission and to create and provide benefits in addition to MGMA’s Core Benefit Requirements which it 
believes best serve its members; provided however, that Partner Affiliate’s engagement in or support of 
activities outside the MGMA Mission will in no case conflict with or detract from MGMA’s Mission, 
activities or initiatives, or otherwise divide Partner Affiliate’s and Partner Affiliate’s members’ loyalty to 
MGMA. 



(p) Partner Affiliate may engage in commercial activity (retail sales) to fund and support its 
Mission and the MGMA Mission, provided such activities are not directly competitive with MGMA without 
obtaining MGMA’s prior written consent.  For example, and without limitation, Partner Affiliate may not resell 
MGMA products, content or data. 



(q) Partner Affiliate will comply with MGMA’s Trademark License Agreement in its use of 
the “MGMA” and “MEDICAL GROUP MANAGEMENT ASSOCIATION” trademarks in connection 
with its business, which is attached hereto and incorporated by reference as Schedule A.  



(r) At the request of MGMA, Partner Affiliate will promote MGMA’s national and regional 
conferences, webinars and podcasts on its website, in its newsletters and on social media platforms on 
which it participates. 



(s) Partner Affiliate, and its officers, board, and administrators, will not make any 
communication, oral or written, that disparages, criticizes, or otherwise reflects adversely upon MGMA.   



(t) Partner Affiliate will complete the State Matrix (defined below) or provide any 
information requested by MGMA within thirty (30) days from MGMA’s request. The “State Matrix” is an 
online interface with MGMA through which Partner Affiliate is required to communicate and submit any 
data or information requested by MGMA.  The purpose of the information gathered through the State 
Matrix is to ensure compliance by Partner Affiliate with this Agreement and to assess the viability of the 
Partner Affiliate.  The information requested through the State Matrix may include, but not be limited to, 
membership, finance, evidence for compliance with this Agreement, state level association management, 
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evidence of compliance of the Core Benefit Requirements, and relationship with local affiliates.  MGMA 
has the right to request any information MGMA may need to assess the viability of the Partner Affiliate, 
either through the State Matrix or upon thirty (30) days’ notice to Partner Affiliate. Failure to comply with 
the requests shall be considered a material breach under the termination provisions set forth in Section 
13(c) below.  Any such metrics for the assessment of the viability of the Partner Affiliate shall, to the 
extent available and applicable, be based on reasonable third-party sources.  



 
4. MEMBERSHIP. 



(a) Dual Membership Program.   



(i) Dual Individual Membership. MGMA and Partner Affiliate will participate in a 
dual membership program which will allow persons who are interested in 
membership to obtain one individual dual membership covering MGMA and the 
Partner Affiliate. The dual membership program shall be promoted by both 
parties. MGMA shall be responsible for developing a website linkage for 
enrolling as a dual member, collection of the appropriate fees for the membership 
categories selected and distribution of state dues portion to Partner Affiliate.   



(ii) Dual Organizational Membership. MGMA and Partner Affiliate will participate 
with Partner Affiliate in a dual organizational membership based on MGMA 
organizational membership tiers and pricing and which will be sold by the 
MGMA national sales team.  MGMA shall be responsible for invoicing, 
collection of the appropriate fees and distribution of the designated state dues 
portion to the Partner Affiliate less applicable administrative fees retained by 
MGMA.  Partner Affiliate will follow MGMA’s policies and definitions for 
organizational membership, including but not limited to, definition for active 
members.  



(iii) Partner Affiliate Membership Categories. Partner Affiliate will offer the 
following categories of membership in Partner Affiliate: 



(iv) Active or Regular Member: An active or regular member is one who meets one of 
the following criteria for membership: 
1. An individual who is directly employed in management or administrative 



support services by an entity formally organized to provide or facilitate the 
provision of healthcare services. 



2. An individual employed by a management organization, hospital/health 
system, practice management firm or other business entity responsible for 
managing any operational component(s) of an entity providing healthcare 
services. This includes consultants who are responsible for operations of one 
or more practices on an ongoing basis. 



3. Healthcare providers/clinicians who hold an active license in the state are 
also considered active members. 



 
(v) Student Member. An individual who is pursuing a healthcare or business-related 



degree at an accredited institution of higher learning and does not qualify for any 
other member category. 



 
(vi) Optional Member Categories. Partner Affiliate may offer additional member 



categories as it determines appropriate, and may determine eligibility criteria, 
benefits, rights and dues for each such category of member. 
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5. MEMBER DEMOGRAPHIC DATA SHARING. 



 
(a) The List Exchange. MGMA and Partner Affiliate will collaborate in the development and 



maintenance of a membership database (the “List Exchange”) using the data collected as part of the dual 
membership enrollment process, or for State optional membership categories not included in the dual 
membership program, as collected by Partner Affiliate, through which the parties will share certain 
information relating to their respective members, for use solely as allowed in this Agreement. The List 
Exchange will be established and function as follows:  Biannually each party will deliver to the other, in a 
format prescribed by MGMA, a listing of all of Partner Affiliate’s members and their respective contact 
information (including street or post office box address and email address) and any other information Partner 
Affiliate and MGMA agreed to have collected during the dual membership registration process. Partner 
Affiliate and MGMA will comply with the CAN-SPAM Act and all similar laws and regulations applicable 
to either of them. 



(b) Preservation of Membership Data. Partner Affiliate bears sole responsibility for maintaining 
and storing its membership data for its own use. Partner Affiliate acknowledges and agrees that MGMA will 
not be responsible or liable in any way for Partner Affiliate’s use of the List Exchange or the failure of the 
List Exchange to accomplish or facilitate any Partner Affiliate use or purpose, including without limitation 
use of the List Exchange for recording and storing membership data. 



 
(c) Representations and Warranties Regarding List Exchange. Each of MGMA and Partner 



Affiliate represents and warrants to the other that it has the authority and legal right to disclose and share such 
membership data as it shares from time to time with the other party and that doing so does not violate any law, 
regulation, rule or order or any contract, agreement or policy to which it is subject or by which it is bound 
and that its membership data delivered to the List Exchange was collected lawfully and in accordance with 
all applicable legal, contractual and internal privacy and other policies. 



 
6. USE OF SHARED MEMBER DEMOGRAPHIC DATA. 



 
(a) Non-Commercial License Grant. Each of MGMA and Partner Affiliate grants on a 



reciprocal basis the other a limited, non-exclusive, non-transferable, non-sub-licensable license to use such 
party’s membership data provided through the List Exchange solely for non-commercial purposes in 
connection with (i) membership networking, (ii) cross-marketing of programs, (iii) membership tracking and 
analysis, (iv) internal (but not rental) mailing programs, and (v) solicitation of membership in its 
organization. Each party agrees that under this non-commercial license: (a) it may not send promotional 
materials to the other’s membership lists obtained through the List Exchange more than once per month 
unless it obtains written permission from the other party for more extensive use; and (b) it may not sell or 
license the other party’s membership data to a third party. 



 
(b) Commercial License Grant. Partner Affiliate grants MGMA a non-exclusive, non- 



transferable license to use its membership data provided through the List Exchange for commercial and non-
commercial purposes, to compile and analyze membership data and to offer products, programs and services 
to MGMA’s members and State Partner Affiliates so long as MGMA does not use any personally identifiable 
information of Partner Affiliate’s members Partner Affiliate may not use MGMA’s membership data for 
commercial purposes without first obtaining MGMA’s prior written consent. 



 
(c) Shared Communications. MGMA and Partner Affiliate will each provide the other 



contemporaneously with distribution to the List Exchange (or any select group within the List Exchange) all 
communications sent to the List Exchange, or any select group within the List Exchange. 
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7. REGIONAL CONFERENCES.  
 
Partner Affiliate will have the option to participate in MGMA’s regional conferences, which will occur 



in the region designated for the State. The parties agree that for those regional conferences Partner Affiliate 
participates in, MGMA and Partner Affiliate will share in the revenue received at such regional conference as 
pre-determined by MGMA and communicated to Partner Affiliate prior to the regional conference.  Partner 
Affiliate will not be eligible for a revenue share for regional conferences occurring outside of their designated 
region. 



 
8. RECOGNITION OF OTHER ORGANIZATIONS. 



 
MGMA acknowledges that Partner Affiliate may choose to recognize other organizations within its 



State formed to advance the profession of medical group practice management which meet the criteria 
established by Partner Affiliate. 



9. GOVERNANCE. 
 



(a) MGMA Legislative Liaison-Representative. With the concurrence of MGMA, Partner 
Affiliate may appoint an MGMA member-representative to serve as Partner Affiliate’s state legislative 
liaison.  Partner Affiliate is encouraged to have that representative serve as a liaison to Partner Affiliate’s 
governing board. 



 
(b) ACMPE Forum Representative. With the concurrence of MGMA, Partner Affiliate may 



appoint an MGMA member-representative to serve as Partner Affiliate’s state Forum Representative.  Partner 
Affiliate is encouraged to have the Forum Representative serve as a liaison to Partner Affiliate’s governing 
board. 



 
(c) Recommendations to MGMA. Partner Affiliate is encouraged to make recommendations 



to MGMA for all MGMA volunteer opportunities. 
 



10. PARTNER AFFILIATE DISCLOSURE OF INFORMATION TO MGMA. 



(a) Partner Affiliate represents and warrants that as of the Effective Date there is no pending 
or threatened claim or action against Partner Affiliate.  During the term of this Agreement and for six (6) 
years following the termination hereof, Partner Affiliate will notify MGMA immediately in writing if any 
claim, litigation, arbitration or other legal action is threated or filed which involves or may involve Partner 
Affiliate or MGMA.  This provision shall survive the termination or expiration of this Agreement.  



(b) Promptly after completion of its annual elections, Partner Affiliate will provide to 
MGMA the name and address of each of its president, president-elect and immediate past president. 



(c) Partner Affiliate will notify MGMA within thirty (30) days of a change in any person 
or management company providing management services for Partner Affiliate, and such notice will 
include the name, address and telephone number of the new management person or company. 



 
11. INSURANCE. 



(a) Liability. During the term of this Agreement, Partner Affiliate shall obtain and maintain, at its 
own expense, commercial general liability insurance with limits of not less than $1,000,000 per occurrence 
and $1,000,000 in the aggregate with an insurance company reasonably acceptable to MGMA. The coverage 
provided under such policy shall be occurrence-based, not claims made. The insurance policy shall name 
MGMA, their respective officers, directors, employees, and agents as additional insureds and, if applicable, 
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shall require the insurance company to waive all rights or subrogation against MGMA, its respective officers, 
directors, employees, agents, or consultants. Partner Affiliate shall provide MGMA with a certificate of 
insurance evidencing the required insurance coverage within thirty (30) days after the Effective Date of this 
Agreement and annually thereafter. The certificate of insurance must state that the insurance carrier has issued 
the insurance specified, that such policies are in force, and that the insurance carrier will give MGMA thirty 
(30) days’ prior written notice of any material change in, or cancellation of, such policies. 



 
(b) Other Insurance. MGMA encourages Partner Affiliate to purchase and maintain 



directors’ and officers’ liability insurance. Partner Affiliate shall provide MGMA with a certificate 
of insurance evidencing the insurance coverage within thirty (30) days after the date of this 
Agreement and annually thereafter, if applicable. 



(c) Waiver of Subrogation. Each party hereby releases, waives and discharges any claim, 
demand, or cause of action that such party, its officers, directors, employees, agents, or consultants may have 
against the other party, its Partner Affiliates, officers, directors, employees, agents or consultants for any 
loss, damage, claim or cause of action of any kind covered under the insurance policies of such party or, in 
the case of Partner Affiliate, coverable under the liability policy required hereunder. 



12. MUTUAL INDEMNIFICATION. 



(a) MGMA indemnifies and holds Partner Affiliate and its directors, officers, employees and 
agents harmless from any and all claims, actions, liabilities, demands, damages, and costs (including 
reasonable attorneys’ fees and costs) (collectively, “Claims”) arising from the acts or omissions of MGMA, 
except to the extent caused by Partner Affiliate’s own negligence or willful misconduct. 



(b) Partner Affiliate indemnifies and holds MGMA and its directors, officers, employees and 
agents harmless from any and all Claims arising from the acts or omissions of Partner Affiliate, except to the 
extent caused, respectively, by MGMA’s own negligence or willful misconduct. 



13. TERM AND TERMINATION. 



(a) Term of Agreement. This Agreement shall commence on the Effective Date for an initial 
one (1) year term, unless earlier terminated as provided herein.  Thereafter, so long as Partner Affiliate is not in 
breach of this Agreement, this Agreement shall automatically renew for additional one (1) year periods unless 
either party provides notice of non-renewal to the other at least ninety (90) days prior to the end of the 
then-current term. 



(b) Without Cause Termination. Either party may terminate this Agreement, with or without 
cause, at any time upon ninety (90) days’ prior written notice to the other.  



(c) For Cause Termination. In addition to exercising any rights or remedies available 
hereunder or under applicable law, either party may terminate this Agreement immediately in the event of 
a material breach of this Agreement by the other party if the non-defaulting party has given written notice 
to the defaulting party of such material breach and such material breach has not been cured within thirty 
(30) days after receipt of such notice.  Provided, however, pursuant to Section 3(t)(iii), no additional notice 
of termination is required by MGMA.  For the avoidance of doubt, Partner Affiliate’s noncompliance with 
its obligations under Section 3(t) shall be considered a material breach.  In addition, MGMA may terminate 
this Agreement immediately in the event of a material breach by Affiliate of any Local Chapter Affiliation 
Agreement to which MGMA and Partner Affiliate are a party.    



(d) Termination for State Partnership Transition. Partner Affiliate has the option to terminate 
this Agreement in the event Partner Affiliate should determine it would prefer to become a state chapter 
under MGMA.   MGMA and Partner Affiliate shall work together to effectuate such transition in 
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compliance with all applicable State law and Partner Affiliate’s bylaws and Articles of Incorporation.  
Upon completion of such transition, this Agreement shall terminate.  



 
(e) Obligations Upon Termination. In the event of termination of this Agreement for any 



reason, all licenses granted hereunder and in accordance with the MGMA’s Trademark License Agreement 
shall cease immediately and each party shall promptly remove any hypertext link from its website to the other 
party’s website. Partner Affiliate agrees that it will promptly cease all use of the MGMA Names, the MGMA 
Partner Affiliate Logo and the List Exchange and will promptly change its name to remove all references to 
“MGMA or “Medical Group Management Association.” Partner Affiliate shall, at MGMA’s stated option, 
deliver to MGMA or destroy all records or copies of the List Exchange and all promotional or other materials 
then in its possession or control using or displaying the MGMA Name and Logos or such other names or 
marks which imply an affiliation between Partner Affiliate and MGMA and shall promptly cease representing 
itself as a Partner Affiliate of MGMA. 



(f) Survival of Obligations. To the extent that this Agreement contemplates (whether or not 
specified) that a party shall perform an obligation after termination of this Agreement, such obligation and 
all provisions of this Agreement relating to interpretation and enforcement thereof shall survive the 
termination of this Agreement. 



(g) NO CONSEQUENTIAL DAMAGES. NOTWITHSTANDING ANYTHING IN 
THIS AGREEMENT OR OTHERWISE TO THE CONTRARY, NEITHER PARTY SHALL BE 
LIABLE TO THE OTHER FOR ANY INDIRECT, SPECIAL, INCIDENTAL, OR 
CONSEQUENTIAL DAMAGES OR LOST PROFITS SUFFERED. 



 
14. REPRESENTATIONS OF PARTNER AFFILIATE 



 
(a) Organization Status. Partner Affiliate is incorporated and in good standing under the 



laws of the state of ____________________________________. Copies of Partner Affiliate’s current 
Articles of Incorporation, Code of Bylaws or other applicable governing document, and tax exemption 
determination letter from the IRS shall be provided to MGMA contemporaneously with the execution of 
this Agreement and within thirty (30) days following any amendment or other modification thereof.    



 
(b) Power and Authorization. Partner Affiliate has the full right, power and authority to enter 



into and perform its obligations under this Agreement, and the execution and delivery of this Agreement 
have been duly authorized by all necessary corporate action. 



 
(c) No Violation of Law. Execution of this Agreement does not violate any law, 



contract or other agreement by which Partner Affiliate is bound. 
 



(d) Pending Claims. There is no litigation or proceeding pending or, to the 
knowledge of any of Partner Affiliate’s officers, threatened against Partner Affiliate. 



 
(e) Commitment to Mission. Partner Affiliate is committed to MGMA’s Mission and the 



realization of MGMA’s vision. Among its purposes for existence is pursuit of the MGMA Mission. 
 



15. REPRESENTATIONS OF MGMA 
 



MGMA represents to Partner Affiliate that it is incorporated and in good standing under the laws of 
the state of Colorado. MGMA has the full right, power, and authority to enter into and perform its obligations 
under this Agreement, and the execution and delivery of this Agreement has been duly authorized by all 
necessary corporate action. 
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16. MISCELLANEOUS 



(a) Termination Of Prior Agreements.   Upon the Effective Date of this Agreement, any and all 
prior agreements between the MGMA and Partner Affiliate shall terminate and except for those provisions 
that expressly survive, be of no further force and effect, and shall be superseded and replaced in its entirety 
by this Agreement. 



(b) Dispute Resolution. It is agreed that in the event any controversy or claim arises out of or in 
relation to this Agreement or with respect to a breach hereof, the parties shall first endeavor in good faith to 
resolve the matter amicably through discussions among themselves. If the parties cannot so agree among 
themselves, in addition to their respective rights hereunder, they agree to following dispute resolution 
provisions. Either party may request in writing from the other confidential mediation by a mutually 
acceptable third party. If the parties cannot agree on such a person within five (5) business days after the 
written request for mediation is given or, within thirty (30) business days following engagement of a mediator 
the parties remain in disagreement, then either party may submit all controversies, claims and disputes arising 
from this Agreement to confidential binding arbitration in the county of Arapahoe, Colorado pursuant to the 
commercial arbitration rules of the American Arbitration Association then in force, or pursuant to such other 
rules or procedures to which the parties may agree in writing. Each party shall bear its own costs in any 
mediation proceeding. In any arbitration proceeding, the prevailing party shall be entitled to receive from the 
non-prevailing party compensation for its attorneys’ fees, expert witness fees and any other out of pocket 
expenses reasonably associated with any such arbitration proceeding. Notwithstanding the foregoing, either 
party shall have the right to seek injunctive relief in federal or state court pending invocation or conclusion 
of the noted dispute resolution process to preserve the status quo or if an act or omission of the other party 
threatens to cause immediate, irreparable harm. 



 
(c) Relationship to the Parties. Nothing contained in this Agreement shall be construed to create 



a partnership, joint venture, or agency between MGMA and Partner Affiliate. The relationship is one of 
independent contractors. Neither party is liable for the debts, liabilities, or obligations of the other, nor may 
either party incur or enter into any debts or liabilities on behalf of the other. Nothing in this Agreement is 
intended to imply that MGMA is doing business in the state or geographical locality of Partner Affiliate, and 
no obligations of MGMA pursuant to this Agreement shall require MGMA to conduct business in such 
locality. 



(d) Assignment. The licenses and all rights and duties granted hereunder are personal to Partner 
Affiliate and shall not be assigned by Partner Affiliate or by operation of law, without MGMA’s prior 
written consent. Without limiting the foregoing, this Agreement will fully bind and inure to the benefit 
of each party and its respective successors and assigns. 



(e) Governing Law. This Agreement shall be governed by and construed in 
accordance with the laws of the State of Colorado. 



(f) Entire Agreement. This Agreement and all Schedules attached hereto (including MGMA’s 
referenced policies, as may be amended from time to time) constitutes the entire agreement between the 
parties and supersedes all prior and existing agreements and between Partner Affiliate and MGMA. No 
amendments or modifications of this Agreement shall be valid unless evidenced in writing and signed by a 
duly authorized representative of both parties. Notwithstanding the foregoing, updates or changes made by 
MGMA to extrinsic documents incorporated herein by reference shall not be deemed an amendment or 
modification of this Agreement. 



(g) Notices. All notice required or permitted to be given immediately after this shall be in 
writing, and may be personally served, sent by electronic mail, sent by courier service, or by regular United 
States mail, return receipt requested, with proper postage prepaid, and shall be deemed to have been given: 
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(a) in the case of personal service, on the date of such personal service; (b) in the case of email, on the date 
sent if during business hours or the next business day if sent outside of business hours and a written copy 
shall also be mailed by United States mail, provided however return receipt not required; (c) in the case of 
courier service, on the first day following deposit with such courier service; or (d) in the case of the United 
States mail, upon the sender’s receipt of the return receipt. For this purpose, the proper mailing address of the 
parties (until notice of change is served as provided in the preceding sentence) shall be as follows: 



 
MGMA: 
Medical Group Management Association  
104 Inverness Terrace East 
Englewood, CO 80112-5306 
Attn: COO 
Email: membership@mgma.com 



 
 



PARTNER AFFILIATE: 
___________________________________ 
___________________________________ 
___________________________________ 



        Email: ______________________________ 
 
 
 



(h) Counterparts. This Agreement may be executed in one or more counterparts, each of which 
will be deemed an original and will, when taken together, constitute this Agreement, notwithstanding that 
each party is not a signatory to the same counterpart. This Agreement may be executed by facsimile 
signatures. 



(i) Waiver. Waiver of any breach of any provision of this Agreement shall not be deemed to 
be a waiver of any other prior, subsequent or continuing breach of the same provision of this Agreement. 



(j) Severability. If any provision of this Agreement shall, for any reason, be held invalid or illegal 
in any respect, such inability or illegality shall not affect the validity or the illegality of this Agreement itself, 
and there shall be substituted for the affected provision, a valid and enforceable provision as similar as 
possible to the affected provision. If such provision cannot be amended so as to be valid and enforceable, then 
such provision is severable from this Agreement, and the remaining provisions of this Agreement shall remain 
valid and enforceable. 



 
[SIGNATURE PAGE ON FOLLOWING PAGE] 
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IN WITNESS WHEREOF, this Agreement has been executed by the parties effective as of the day and 
year first above written. 



 
MGMA 



 
_________________________________ 
Name: ______________________ 
Title: _______________________ 



 
 



PARTNER AFFILIATE 



_________________________________ 
Name: ______________________ 
Title: _______________________ 
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SCHEDULE A - TRADEMARK LICENSE AGREEMENT 
 
This Trademark License agreement (“Trademark Agreement”) is made by and between Medical 



Group Management Association, a Colorado non-profit organization (“MGMA”), and the Partner Affiliate 
identified in the MGMA State Partner Affiliation Agreement effective January 1, 2024 (“State Partner 
Affiliation Agreement”). 



 
By entering into this Trademark Agreement, Partner Affiliate agrees to all of the following terms 



and conditions if it uses MGMA’s trademarks (as defined herein). 
 



(a) Grant of License. Subject to the terms and conditions of this  Trademark Agreement, the 
State Partner Affiliation Agreement, MGMA’s Intellectual Property Policy and any other brand guidelines 
that MGMA adopts from time to time, MGMA hereby grants to Partner Affiliate and Partner Affiliate 
hereby accepts a non-exclusive, non-transferable, limited license (without the right to sublicense) to use 
the MGMA and MEDICAL GROUP MANAGEMENT ASSOCIATION trademarks (“MGMA 
Trademarks”) in conjunction with Partner Affiliate’s own Partner Affiliate logo and trademark . Partner 
Affiliate may use the MGMA Trademarks only in connection with Partner Affiliate’s medical group 
practice management professional association that is Partner Affiliated with MGMA to designate Partner 
Affiliate as a State Partner Affiliate and only in compliance with MGMA’s quality standards and usage guidelines. 
Partner Affiliate may not use the MGMA Trademarks for any other purpose or in any other manner without 
MGMA’s prior written consent. 



 
(b) Standards of Quality. MGMA may periodically amend its: (i) Intellectual Property 



Policy; (ii) standards of quality for the goods and services offered by Partner Affiliate in association with 
the MGMA Trademarks; and (iii) its mandatory usage guidelines relating to acceptable uses of the 
MGMA Trademarks. Partner Affiliate agrees to meet all of MGMA’s standards of quality and mandatory 
usage guidelines. 



 
 



(c) Inspection & Approval. Upon request, Partner Affiliate shall submit representative 
samples or detailed descriptions to MGMA of all labels, advertisements, web sites and promotional 
materials bearing the MGMA Trademarks (“Specimens”) and shall, at its sole cost and expense, make 
any such changes to the Specimens directed by MGMA and/or cease using the MGMA Trademarks in 
connection with any goods, services or Specimens that do not meet MGMA’s standards of quality. 
MGMA shall be the sole judge of whether Partner Affiliate has met or is meeting MGMA’s standards of 
quality and/or mandatory usage guidelines. If MGMA believes that Partner Affiliate is not in compliance, 
MGMA may demand that Partner Affiliate cease use of the MGMA Trademarks, and Partner Affiliate 
will immediately cease all use of the MGMA Trademarks. 



 
 



(d) Compliance with Applicable Laws. Partner Affiliate is solely responsible for the 
compliance with all applicable laws and regulatory standards regarding the operation of its business and 
the use of the MGMA Trademarks. MGMA’s approval of Partner Affiliate’s materials or logos in no 
way affects, alters, diminishes or waives Partner Affiliate’s obligations hereunder or under Partner 
Affiliate’s obligation to indemnify MGMA as set forth herein below. 



 
 



(e) Limitations. Partner Affiliate shall not: (i) use or permit others to use the MGMA 
Trademarks in any manner that may dilute or adversely affect the value and distinctiveness of the MGMA 
Trademarks; (ii) use or take any action that may associate the MGMA Trademarks with any illegal, 
offensive, obscene, immoral, or improper purpose or action; (iii) do anything inconsistent with MGMA’s 
intellectual property rights in the MGMA Trademarks; (iv) use any MGMA Trademarks to directly compete 
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with MGMA without MGMA’s written permission; or (v) use or permit others to use the MGMA 
Trademarks except as expressly permitted herein. 



 
 



(f) Ownership of Marks. MGMA expressly reserves the sole and exclusive ownership of 
the MGMA Trademarks and all rights relating thereto. Partner Affiliate hereby acknowledges that MGMA 
is the sole and exclusive owner of the MGMA Trademarks and agrees not to challenge at any time, directly 
or indirectly, the rights of MGMA thereto or the validity or distinctiveness thereof. Partner Affiliate further 
agrees not do any act that will prejudice, affect, impair or destroy the title and interest of MGMA in and 
to the MGMA Trademarks. Use of the MGMA Trademarks by Partner Affiliate under this Trademark 
Agreement, and all goodwill related thereto, shall inure to the benefit of MGMA. Partner Affiliate will not 
seek to register, either at the federal or state level, any of its own trademarks incorporating the MGMA 
Trademarks without first obtaining MGMA’s express written authorization. 



 
(g) Confidentiality. Partner Affiliate shall: (i) hold this Trademark Agreement, all technical 



specifications for the use of the MGMA Trademarks provided by MGMA, and other information that 
MGMA designates (either orally or in writing) as confidential or proprietary (collectively “Confidential 
Information”) in strict confidence; (ii) not use any Confidential Information except in carrying out its 
relationship with MGMA; (iii) restrict disclosure of the Confidential Information to Partner Affiliate’s 
employees and representatives with a need to know (and advise such employees and representatives of the 
obligations assumed herein); and (iv) not disclose the Confidential Information to any other third party 
without MGMA’s prior written approval. If Partner Affiliate is required to disclose any of MGMA’s 
Confidential Information in response to legal process, Partner Affiliate shall provide MGMA with advance 
notice of the subpoena or other legal compulsion prior to disclosing the information to allow MGMA to 
seek relief from disclosure. 



 
(h) Similar Marks. Other than its use of the MGMA Trademarks, Partner Affiliate agrees 



not to use, at any time, any trademark, trade name or other designation which is confusingly similar to 
the MGMA Trademarks and agrees to promptly notify MGMA of any similar uses by third parties. 



 
(i) Termination.  In the event the State Partner Affiliation Agreement is terminated for any 



reason, this Trademark Agreement shall terminate and the Partner Affiliate shall immediately cease all use 
of the MGMA Trademarks, defined below. 



 
(j) Notice of Infringement. If Partner Affiliate knows that any person, firm or corporation is 



infringing the MGMA Trademarks, Partner Affiliate will promptly notify MGMA and cooperate fully with 
MGMA in the defense and protection of the MGMA Trademarks. MGMA reserves the right to protect 
and/or defend, at its own expense, all suits involving the MGMA Trademarks and the protection thereof. 
Partner Affiliate shall have no right to prosecute or defend the MGMA Trademarks if MGMA chooses not 
to do so. 



 
(k) WARRANTIES 



 
a. MGMA GIVES NO WARRANTY, WHETHER STATUTORY, EXPRESS, OR 



IMPLIED, WITH RESPECT TO THE MGMA TRADEMARKS, INCLUDING 
WITHOUT LIMITATION, NON-INFRINGEMENT OR IMPLIED WARRANTIES 
OF MERCHANTABILITY AND FITNESS FOR A PARTICULAR PURPOSE. IN 
NO EVENT SHALL MGMA BE LIABLE TO PARTNER AFFILIATE FOR LOSS 
OF PROFITS, LOST BUSINESS OPPORTUNITY, LOSS OF DATA, 
INTERRUPTION OF BUSINESS, COST OF PROCUREMENT OF SUBSTITUTE 
GOODS AND SERVICES, OR FOR ANY SPECIAL, INDIRECT, 
CONSEQUENTIAL, EXEMPLARY, OR INCIDENTAL DAMAGES ARISING 
OUT OF OR RELATED TO THIS TRADEMARK AGREEMENT, HOWEVER 
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CAUSED, AND WHETHER ARISING UNDER CONTRACT, TORT 
(INCLUDING NEGLIGENCE), OR ANY OTHER THEORY OF LIABILITY, 
EVEN IF MGMA HAS BEEN ADVISED OF THE POSSIBILITY OF SUCH 
DAMAGES. 



 
b. Partner Affiliate hereby warrants that any goods and services provided by it in 



connection with the MGMA Trademarks shall be of good quality, free of defects in 
design, materials, workmanship and shall comply with all applicable laws, safety 
standards, and MGMA’s quality standards. Partner Affiliate agrees to indemnify, 
defend, and hold harmless MGMA, its agents, officers, directors and employees from 
and against any and all loss and expense arising out of Partner Affiliate’s breach of 
this Trademark Agreement or any of Partner Affiliate’s warranties contained herein. 



 
 



(l) Injunctive Relief. Partner Affiliate acknowledges that any breach of the trademark or 
confidentiality obligations herein will reduce the value of the MGMA Trademarks and/or MGMA’s 
Confidential Information. Partner Affiliate further acknowledges that it would be difficult to accurately 
measure damages and injury to MGMA from any such breach by Partner Affiliate or its agents and that 
damages alone would not be an adequate remedy. Accordingly, in addition to any other rights it may have 
at law or in equity, MGMA shall be entitled to injunctive relief if Partner Affiliate or its agents breach any 
of the trademark or confidentiality provisions of this Trademark Agreement. Partner Affiliate hereby 
expressly waives: (i) the defense that a remedy in damages will be adequate; (ii) any bond requirement in 
an action for injunctive relief; and (iii) any requirement to show actual damages in an action for injunctive 
relief. 
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SCHEDULE B – PARTNER AFFILIATE BENEFITS  
 



• Make available to Partner Affiliate certain MGMA developed content supporting MGMA’s Mission.  



• MGMA offered training and development opportunities for Partner Affiliate’s leadership, including 
opportunities for MGMA State Partner Affiliate networking. 



• Offering of ACMPE credit for appropriate subject matter at Partner Affiliate’s State Conferences 
or other eligible state events, facilitated by MGMA. 



• Complementary membership in MGMA for Partner Affiliate’s staff member. 



• Permission to republish (subject to approved attribution) up to two articles from MGMA 
publications per quarter. 



• Permission to post the Washington Connection behind the member wall on its website and/or to forward 
Washington Connection to Partner Affiliate’s members by email. 



• Upon request by Partner Affiliate, a “traveling bookstore” (including a supply of bestselling books) for 
Partner Affiliate’s state conference, and MGMA will bear roundtrip shipping expense for one event per 
year. 



• Upon request by Partner Affiliate, MGMA will provide MGMA staff speakers (subject to availability) at 
Partner Affiliate’s state conferences. Partner Affiliate will be responsible for payment of the speaker’s 
travel expenses.  



• Upon request and subject to availability, MGMA will make available, on a mutually agreeable schedule 
and cost, virtual or pre-recorded programs on topics of interest for Partner Affiliate to use at their State 
Conference or other state event. 
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SCHEDULE- C PARTNER AFFILIATE CORE BENEFIT REQUIREMENTS 
 



Benefit Details Counts Toward Core Benefit 



Interactive education Total of at least 12 continuing education 
hours annually 



• Conferences, annual, legislative, payer, 
technology 



• Lunch & Learns 
• Traveling roadshows 
• Streaming conferences 
• Live webinars 
• May include state’s local chapter(s) face- 



to-face programming, if local has formal 
business agreement with the state and 
program covers an area of the Body of 
Knowledge 



Digital educational 
resources 



Provide members with at least one digital 
resource each month 



• Recorded or on-demand webinars 
• Podcasts 
• Videos 
• Newsletters 
• Letter from president 
• Polls 
• Links to additional educational resources 



Online networking Formal networking vehicle provided for 
members 



• Chat room 
• List-serv 
• Member community 
• LinkedIn community 
• Facebook 
• Twitter 



Job Postings Some mechanism for job opportunity 
postings or announcements 



• Job board 
• Career center 
• Regular email 
• Included in newsletter 



Website • Follows MGMA brand requirements 
• Includes membership exclusive area 



 



Regulatory/Legislative 
Advocacy 



At least one quarterly 
regulatory/legislative update of national 
and/or state issues and activities 



• Washington Update presentation at state 
conference 



• Washington Connection e-newsletter 
• Regular report from legislative liaison 
• Partner with state medical society 



government affairs for local updates 
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Oct. 16, 2023 Deadline to sign and submit new Partner Affiliate Agreement to be
included in advance sales and marketing efforts for early 2024
MGMA OM and IM renewals and new member acquisition
campaigns.


NOTE: Those who sign after Oct. 16th will not be able to
participate in membership renewals until March 2024


Nov. 1, 2023 Dual IM renewal campaigns begin sixty (60) days prior to the
renewal date.


Dec. 15, 2023 Final deadline for new signed Partner Affiliate Agreement to be
submitted to mhuckaby@mgma.org.


Jan. 1, 2024 New Partner Affiliate Agreement goes into effect.


We are excited to move to the new Partner Affiliate model and believe this approach will benefit
you, your members and MGMA. This is an opportunity to create more consistency and improve
awareness of the value of MGMA membership at both the national and local levels.  We value and
appreciate our partnership and look forward to working with you in the year ahead.


If you have questions regarding the new Partner Affiliate Agreement, please contact any of us. 


Warm regards,


Tracy Watrous, FACMPE
Vice President, Association Product Development & Strategy
twatrous@mgma.org


Allison Gault, MBA, CAE
Director, Member Engagement
agault@mgma.org


Martha M. Huckaby, MSW
Senior Manager, Member Engagement
mhuckaby@mgma.org



mailto:mhuckaby@mgma.org
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From:
To:
Cc:
Bcc:
Subject:
Date:
Attachments:
Importance:


Martha Huckaby, MSW
RED STATES
Tracy Watrous, FACMPE; Allison Gault, MBA, CAE


IMPORTANT: MGMA State Notice of Non-Renewal & New 2024 Agreement 
Thursday, September 28, 2023 4:15:00 PM
2024 MGMA Partner Affiliate Agreement - Final.pdf
High


Dear XX and XX:


Please see the Notice of Non-Renewal and New Agreement below as well as the new 2024 MGMA 
Partner Affiliate Agreement attached. This information was also sent via USPS Priority Express Mail 
on September 27, 2023 to the Board President at the address we have on record for your state 
MGMA.


MGMA STATE NOTICE OF NON-RENEWAL AND NEW AGREEMENT


Important Notice: MGMA State Partner Affiliate Process for 2024


As we have shared previously, we are transitioning to a single new Partner Affiliate Agreement that 
will provide a better experience for MGMA state organizations, MGMA’s national organization and, 
most importantly, our members. This message serves as notice that MGMA is not renewing your 
existing Agreement.  To the extent each state organization would like to continue to affiliate with 
MGMA (including receiving the benefit of MGMA’s licensed trademark), each state organization will 
be required to execute the new Partner Affiliate Agreement, which will be effective January 1, 2024, 
through December 31, 2024. Each state organization must sign and return the new Partner Affiliate 
Agreement no later than December 15, 2023, to maintain its affiliation with MGMA in 2024.


The new Partner Affiliate Agreement requires that each state offer the existing dual individual 
membership (IM) option, if not doing so already, and the additional new dual organizational 
membership (OM) option. This dual OM offering has been requested by many of our state affiliates 
and we are excited to include this as a component of the new strategy. Members will still have the 
option of selecting a national-only or state-only membership product.


Additionally, as you know, you were provided communication regarding the results of your KPI 
Benchmarking Report and that such scores require your state board to consider transition of your 
organization to a state chapter. However, you were provided (and you elected) an opportunity to 
improve your current rating and are required to submit updated data to MGMA on December 15, 
2023. In the event the results of your updates scores for the KPI Benchmarking Report fail to satisfy 
the required thresholds, MGMA will continue its partnership with you under the new Partner 
Affiliate Agreement but will work to transition your organization to a state chapter in 2024 and 
ultimately terminating the new Partner Affiliate Agreement once the state chapter transition is 
completed.


OPPORTUNITY FOR EARLY SIGNING:  MGMA begins its’ membership renewal process 60-90 days in 
advance of renewal date.  If you sign and return the new Partner Affiliate Agreement no later than 
October 16, 2023, your state will be able to take advantage of the national MGMA January – March
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mailto:twatrous@mgma.com
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MGMA STATE PARTNER AFFILIATE AGREEMENT 
 
This MGMA State Partner Affiliate Agreement (“Agreement”) is entered into by and between 



MGMA-ACMPE, d/b/a Medical Group Management Association (“MGMA”) and 
_____________________________________ (“Partner Affiliate”) as of January 1, 2024 (“Effective Date”). 



MGMA is a Colorado non-profit corporation and is the premier membership association for 
professional administrators and leaders of medical group practices.  



MGMA’s mission is to serve members, customers and the healthcare community as a trusted partner 
by delivering insights, solutions and advocacy to achieve medical practice excellence (“MGMA Mission”).  



 
MGMA and its diverse state affiliates seek to work together in collaboration, forming a mutually 



dependent and mutually beneficial force aligned with achievement of the MGMA Mission.  
 
Partner Affiliate is a state non-profit organization that seeks to partner with MGMA and further the 



MGMA Mission at a state level.  
 
MGMA agrees to affiliate with Partner Affiliate for purposes of furthering the MGMA Mission in 



accordance with the terms and conditions set forth in this Agreement.  
 
Now therefore, in consideration of the mutual covenants and agreements contained herein and for 



other good and valuable consideration, the receipt and sufficiency of which is acknowledged by the parties 
hereto, MGMA and Partner Affiliate agree as follows.   



1. AFFILIATION. 



MGMA confers upon Partner Affiliate the status of MGMA’s State Partner Affiliate for the state of 
____________________________________ in accordance with the terms and conditions of this Agreement.  



 
2. MGMA OBLIGATIONS. 



As part of the State Partner Affiliate status, MGMA agrees it shall provide the following: 
 
(a) MGMA will permit Partner Affiliate to have certain limited rights to use the MGMA mark 



to identify Partner Affiliate as MGMA State Partner Affiliate, upon such terms and limitations as 
specifically described in Schedule A, attached hereto and incorporated by reference.  



 
(b) MGMA shall provide Partner Affiliate with a number of services and benefits (“Partner 



Affiliate Offerings”).  The current Partner Affiliate Offerings are described on Schedule B, which may be 
modified from time to time by MGMA.  



 
(c) MGMA will encourage MGMA members within the state to become members of Partner 



Affiliate and refrain from any actions or conduct to discourage membership in Partner Affiliate. 
 
(d) MGMA will provide notification to Partner Affiliate of regional and national conference 



dates and locations no less than twelve months in advance of each conference or, in the event a conference 
is scheduled less than 12-months in advance, notification will be provided as soon as the conference date(s) 
and location(s) are finalized. 
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3. PARTNER AFFILIATE OBLIGATIONS. 
 



As consideration for the status of Partner Affiliate, Partner Affiliate agrees as follows:  
 
(a) Partner Affiliate will operate at all times in full compliance with all applicable statutes, laws, 



regulations, rules and other legal standards governing its performance.  
 
(b) Partner Affiliate will at all times operate in a manner consistent with MGMA’s Mission and 



MGMA’s published policies and guidelines as they exist from time to time. Partner Affiliate will not adopt 
policies inconsistent with or contrary to MGMA’s Mission. 



(c) Partner Affiliate will not copy, reproduce or distribute any MGMA materials, such as 
newsletters, articles, survey tools and assessments, or other content, without first obtaining MGMA’s written 
consent, which shall be required in every instance. 



 
(d) Partner Affiliate will support and arrange for at least one of its leadership to participate in 



MGMA-sponsored annual State Leadership Conference, as well as facilitate attendance by its leadership at 
other MGMA sponsored training and development opportunities or peer group leadership forums. 



 
(e) Partner Affiliate shall cause its President (or similar senior executive officer) and its President 



Elect (or similarly designated successor to its senior executive officer) to maintain membership in MGMA and 
shall encourage other members of its governing board to be members of MGMA. 



 
(f) Partner Affiliate shall coordinate the dates being considered for its state conference 



date(s) and location(s), which will not be within thirty (30) days (before or after) a scheduled MGMA 
face-to-face conference being held in the same state.  Partner Affiliate shall notify MGMA of finalized 
dates and locations no less than twelve months in advance of each state or, in the event a conference is 
scheduled less than 12-months in advance, notification will be provided as soon as the conference date(s) 
and location(s) are finalized.    



 
(g) Partner Affiliate will encourage members within State to participate in the dual 



membership program and become members of MGMA, and Partner Affiliate shall refrain from any 
actions or conduct which would discourage membership in MGMA. 



 
(h) Partner Affiliate shall provide a complimentary non-voting membership for one (1) 



MGMA staff person in the Partner Affiliate. 
 



(i) Partner Affiliate shall encourage/facilitate Partner Affiliate’s members’ participation in 
MGMA surveys. Partner Affiliate shall not conduct surveys within its state, under the Partner Affiliate’s 
name or utilizing the MGMA name or trademarks in connection with any such survey, which surveys cover 
subject matter and data which is included in the MGMA national surveys; provided that as a Partner Affiliate, 
Partner Affiliate may elect, by written notice to MGMA, to conduct its own surveys within its State, under 
Partner Affiliate’s name and utilizing the MGMA name and trademarks in accordance with the rights set forth 
in this Agreement, provided that Partner Affiliate follows the protocol and parameters for such independent 
State surveys established annually by MGMA, including the time frames for the survey distribution and the 
period for which the survey data is collected. Failure to conduct a State survey in compliance with those 
protocol and parameters will be grounds for terminating Partner Affiliate’s right to undertake its own State 
surveys. 



 
(j) Partner Affiliate shall not use any MGMA survey or other data product or sell, license or 



transfer to any third party any MGMA survey or other data product except as expressly stated in terms of use 
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accompanying the survey or data product or as otherwise allowed by MGMA’s express written permission. 
 



(k) Partner Affiliate shall encourage its members to promote the value of MGMA’s professional 
development programs, including the ACMPE designation, using messaging developed by MGMA delivered 
in accordance with MGMA’s messaging protocols. 



 
(l) Partner Affiliate shall comply with MGMA’s certain core benefits requirements (“Core 



Benefit Requirements”) for MGMA Partner Affiliates.  MGMA’s current Core Benefit Requirements for 
MGMA Partner Affiliates are attached hereto as Schedule C, and incorporated by reference.  Core Benefit 
Requirements may be modified by MGMA from time to time.  



 
(m) Partner Affiliate will consider application to the Internal Revenue Service for status as a 



Section 501(c)(6) organization, which application is strongly encouraged but not required. However, if 
applicable, Partner Affiliate will comply with all requirements necessary to maintain its tax-exempt status. 



 
(n) Partner Affiliate may engage in federal, state and local advocacy. Partner Affiliate will not 



be required to support or advocate MGMA’s policy positions but, in view of the need to maintain consistent 
messaging under the MGMA logo, Partner Affiliate will avoid publicly challenging MGMA’s policy 
positions or advocating opposing policy positions under the MGMA logo.  Accordingly, when advocating 
policy positions opposed to MGMA’s position, Partner Affiliate will inform its audience that the views 
expressed are those of Partner Affiliate – not MGMA. 



 
(o) Partner Affiliate will be free to set its own agenda for activities which it deems best serve 



its mission and to create and provide benefits in addition to MGMA’s Core Benefit Requirements which it 
believes best serve its members; provided however, that Partner Affiliate’s engagement in or support of 
activities outside the MGMA Mission will in no case conflict with or detract from MGMA’s Mission, 
activities or initiatives, or otherwise divide Partner Affiliate’s and Partner Affiliate’s members’ loyalty to 
MGMA. 



(p) Partner Affiliate may engage in commercial activity (retail sales) to fund and support its 
Mission and the MGMA Mission, provided such activities are not directly competitive with MGMA without 
obtaining MGMA’s prior written consent.  For example, and without limitation, Partner Affiliate may not resell 
MGMA products, content or data. 



(q) Partner Affiliate will comply with MGMA’s Trademark License Agreement in its use of 
the “MGMA” and “MEDICAL GROUP MANAGEMENT ASSOCIATION” trademarks in connection 
with its business, which is attached hereto and incorporated by reference as Schedule A.  



(r) At the request of MGMA, Partner Affiliate will promote MGMA’s national and regional 
conferences, webinars and podcasts on its website, in its newsletters and on social media platforms on 
which it participates. 



(s) Partner Affiliate, and its officers, board, and administrators, will not make any 
communication, oral or written, that disparages, criticizes, or otherwise reflects adversely upon MGMA.   



(t) Partner Affiliate will complete the State Matrix (defined below) or provide any 
information requested by MGMA within thirty (30) days from MGMA’s request. The “State Matrix” is an 
online interface with MGMA through which Partner Affiliate is required to communicate and submit any 
data or information requested by MGMA.  The purpose of the information gathered through the State 
Matrix is to ensure compliance by Partner Affiliate with this Agreement and to assess the viability of the 
Partner Affiliate.  The information requested through the State Matrix may include, but not be limited to, 
membership, finance, evidence for compliance with this Agreement, state level association management, 
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evidence of compliance of the Core Benefit Requirements, and relationship with local affiliates.  MGMA 
has the right to request any information MGMA may need to assess the viability of the Partner Affiliate, 
either through the State Matrix or upon thirty (30) days’ notice to Partner Affiliate. Failure to comply with 
the requests shall be considered a material breach under the termination provisions set forth in Section 
13(c) below.  Any such metrics for the assessment of the viability of the Partner Affiliate shall, to the 
extent available and applicable, be based on reasonable third-party sources.  



 
4. MEMBERSHIP. 



(a) Dual Membership Program.   



(i) Dual Individual Membership. MGMA and Partner Affiliate will participate in a 
dual membership program which will allow persons who are interested in 
membership to obtain one individual dual membership covering MGMA and the 
Partner Affiliate. The dual membership program shall be promoted by both 
parties. MGMA shall be responsible for developing a website linkage for 
enrolling as a dual member, collection of the appropriate fees for the membership 
categories selected and distribution of state dues portion to Partner Affiliate.   



(ii) Dual Organizational Membership. MGMA and Partner Affiliate will participate 
with Partner Affiliate in a dual organizational membership based on MGMA 
organizational membership tiers and pricing and which will be sold by the 
MGMA national sales team.  MGMA shall be responsible for invoicing, 
collection of the appropriate fees and distribution of the designated state dues 
portion to the Partner Affiliate less applicable administrative fees retained by 
MGMA.  Partner Affiliate will follow MGMA’s policies and definitions for 
organizational membership, including but not limited to, definition for active 
members.  



(iii) Partner Affiliate Membership Categories. Partner Affiliate will offer the 
following categories of membership in Partner Affiliate: 



(iv) Active or Regular Member: An active or regular member is one who meets one of 
the following criteria for membership: 
1. An individual who is directly employed in management or administrative 



support services by an entity formally organized to provide or facilitate the 
provision of healthcare services. 



2. An individual employed by a management organization, hospital/health 
system, practice management firm or other business entity responsible for 
managing any operational component(s) of an entity providing healthcare 
services. This includes consultants who are responsible for operations of one 
or more practices on an ongoing basis. 



3. Healthcare providers/clinicians who hold an active license in the state are 
also considered active members. 



 
(v) Student Member. An individual who is pursuing a healthcare or business-related 



degree at an accredited institution of higher learning and does not qualify for any 
other member category. 



 
(vi) Optional Member Categories. Partner Affiliate may offer additional member 



categories as it determines appropriate, and may determine eligibility criteria, 
benefits, rights and dues for each such category of member. 
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5. MEMBER DEMOGRAPHIC DATA SHARING. 



 
(a) The List Exchange. MGMA and Partner Affiliate will collaborate in the development and 



maintenance of a membership database (the “List Exchange”) using the data collected as part of the dual 
membership enrollment process, or for State optional membership categories not included in the dual 
membership program, as collected by Partner Affiliate, through which the parties will share certain 
information relating to their respective members, for use solely as allowed in this Agreement. The List 
Exchange will be established and function as follows:  Biannually each party will deliver to the other, in a 
format prescribed by MGMA, a listing of all of Partner Affiliate’s members and their respective contact 
information (including street or post office box address and email address) and any other information Partner 
Affiliate and MGMA agreed to have collected during the dual membership registration process. Partner 
Affiliate and MGMA will comply with the CAN-SPAM Act and all similar laws and regulations applicable 
to either of them. 



(b) Preservation of Membership Data. Partner Affiliate bears sole responsibility for maintaining 
and storing its membership data for its own use. Partner Affiliate acknowledges and agrees that MGMA will 
not be responsible or liable in any way for Partner Affiliate’s use of the List Exchange or the failure of the 
List Exchange to accomplish or facilitate any Partner Affiliate use or purpose, including without limitation 
use of the List Exchange for recording and storing membership data. 



 
(c) Representations and Warranties Regarding List Exchange. Each of MGMA and Partner 



Affiliate represents and warrants to the other that it has the authority and legal right to disclose and share such 
membership data as it shares from time to time with the other party and that doing so does not violate any law, 
regulation, rule or order or any contract, agreement or policy to which it is subject or by which it is bound 
and that its membership data delivered to the List Exchange was collected lawfully and in accordance with 
all applicable legal, contractual and internal privacy and other policies. 



 
6. USE OF SHARED MEMBER DEMOGRAPHIC DATA. 



 
(a) Non-Commercial License Grant. Each of MGMA and Partner Affiliate grants on a 



reciprocal basis the other a limited, non-exclusive, non-transferable, non-sub-licensable license to use such 
party’s membership data provided through the List Exchange solely for non-commercial purposes in 
connection with (i) membership networking, (ii) cross-marketing of programs, (iii) membership tracking and 
analysis, (iv) internal (but not rental) mailing programs, and (v) solicitation of membership in its 
organization. Each party agrees that under this non-commercial license: (a) it may not send promotional 
materials to the other’s membership lists obtained through the List Exchange more than once per month 
unless it obtains written permission from the other party for more extensive use; and (b) it may not sell or 
license the other party’s membership data to a third party. 



 
(b) Commercial License Grant. Partner Affiliate grants MGMA a non-exclusive, non- 



transferable license to use its membership data provided through the List Exchange for commercial and non-
commercial purposes, to compile and analyze membership data and to offer products, programs and services 
to MGMA’s members and State Partner Affiliates so long as MGMA does not use any personally identifiable 
information of Partner Affiliate’s members Partner Affiliate may not use MGMA’s membership data for 
commercial purposes without first obtaining MGMA’s prior written consent. 



 
(c) Shared Communications. MGMA and Partner Affiliate will each provide the other 



contemporaneously with distribution to the List Exchange (or any select group within the List Exchange) all 
communications sent to the List Exchange, or any select group within the List Exchange. 



 











4884-8397-8091_2024_Final 



7. REGIONAL CONFERENCES.  
 
Partner Affiliate will have the option to participate in MGMA’s regional conferences, which will occur 



in the region designated for the State. The parties agree that for those regional conferences Partner Affiliate 
participates in, MGMA and Partner Affiliate will share in the revenue received at such regional conference as 
pre-determined by MGMA and communicated to Partner Affiliate prior to the regional conference.  Partner 
Affiliate will not be eligible for a revenue share for regional conferences occurring outside of their designated 
region. 



 
8. RECOGNITION OF OTHER ORGANIZATIONS. 



 
MGMA acknowledges that Partner Affiliate may choose to recognize other organizations within its 



State formed to advance the profession of medical group practice management which meet the criteria 
established by Partner Affiliate. 



9. GOVERNANCE. 
 



(a) MGMA Legislative Liaison-Representative. With the concurrence of MGMA, Partner 
Affiliate may appoint an MGMA member-representative to serve as Partner Affiliate’s state legislative 
liaison.  Partner Affiliate is encouraged to have that representative serve as a liaison to Partner Affiliate’s 
governing board. 



 
(b) ACMPE Forum Representative. With the concurrence of MGMA, Partner Affiliate may 



appoint an MGMA member-representative to serve as Partner Affiliate’s state Forum Representative.  Partner 
Affiliate is encouraged to have the Forum Representative serve as a liaison to Partner Affiliate’s governing 
board. 



 
(c) Recommendations to MGMA. Partner Affiliate is encouraged to make recommendations 



to MGMA for all MGMA volunteer opportunities. 
 



10. PARTNER AFFILIATE DISCLOSURE OF INFORMATION TO MGMA. 



(a) Partner Affiliate represents and warrants that as of the Effective Date there is no pending 
or threatened claim or action against Partner Affiliate.  During the term of this Agreement and for six (6) 
years following the termination hereof, Partner Affiliate will notify MGMA immediately in writing if any 
claim, litigation, arbitration or other legal action is threated or filed which involves or may involve Partner 
Affiliate or MGMA.  This provision shall survive the termination or expiration of this Agreement.  



(b) Promptly after completion of its annual elections, Partner Affiliate will provide to 
MGMA the name and address of each of its president, president-elect and immediate past president. 



(c) Partner Affiliate will notify MGMA within thirty (30) days of a change in any person 
or management company providing management services for Partner Affiliate, and such notice will 
include the name, address and telephone number of the new management person or company. 



 
11. INSURANCE. 



(a) Liability. During the term of this Agreement, Partner Affiliate shall obtain and maintain, at its 
own expense, commercial general liability insurance with limits of not less than $1,000,000 per occurrence 
and $1,000,000 in the aggregate with an insurance company reasonably acceptable to MGMA. The coverage 
provided under such policy shall be occurrence-based, not claims made. The insurance policy shall name 
MGMA, their respective officers, directors, employees, and agents as additional insureds and, if applicable, 
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shall require the insurance company to waive all rights or subrogation against MGMA, its respective officers, 
directors, employees, agents, or consultants. Partner Affiliate shall provide MGMA with a certificate of 
insurance evidencing the required insurance coverage within thirty (30) days after the Effective Date of this 
Agreement and annually thereafter. The certificate of insurance must state that the insurance carrier has issued 
the insurance specified, that such policies are in force, and that the insurance carrier will give MGMA thirty 
(30) days’ prior written notice of any material change in, or cancellation of, such policies. 



 
(b) Other Insurance. MGMA encourages Partner Affiliate to purchase and maintain 



directors’ and officers’ liability insurance. Partner Affiliate shall provide MGMA with a certificate 
of insurance evidencing the insurance coverage within thirty (30) days after the date of this 
Agreement and annually thereafter, if applicable. 



(c) Waiver of Subrogation. Each party hereby releases, waives and discharges any claim, 
demand, or cause of action that such party, its officers, directors, employees, agents, or consultants may have 
against the other party, its Partner Affiliates, officers, directors, employees, agents or consultants for any 
loss, damage, claim or cause of action of any kind covered under the insurance policies of such party or, in 
the case of Partner Affiliate, coverable under the liability policy required hereunder. 



12. MUTUAL INDEMNIFICATION. 



(a) MGMA indemnifies and holds Partner Affiliate and its directors, officers, employees and 
agents harmless from any and all claims, actions, liabilities, demands, damages, and costs (including 
reasonable attorneys’ fees and costs) (collectively, “Claims”) arising from the acts or omissions of MGMA, 
except to the extent caused by Partner Affiliate’s own negligence or willful misconduct. 



(b) Partner Affiliate indemnifies and holds MGMA and its directors, officers, employees and 
agents harmless from any and all Claims arising from the acts or omissions of Partner Affiliate, except to the 
extent caused, respectively, by MGMA’s own negligence or willful misconduct. 



13. TERM AND TERMINATION. 



(a) Term of Agreement. This Agreement shall commence on the Effective Date for an initial 
one (1) year term, unless earlier terminated as provided herein.  Thereafter, so long as Partner Affiliate is not in 
breach of this Agreement, this Agreement shall automatically renew for additional one (1) year periods unless 
either party provides notice of non-renewal to the other at least ninety (90) days prior to the end of the 
then-current term. 



(b) Without Cause Termination. Either party may terminate this Agreement, with or without 
cause, at any time upon ninety (90) days’ prior written notice to the other.  



(c) For Cause Termination. In addition to exercising any rights or remedies available 
hereunder or under applicable law, either party may terminate this Agreement immediately in the event of 
a material breach of this Agreement by the other party if the non-defaulting party has given written notice 
to the defaulting party of such material breach and such material breach has not been cured within thirty 
(30) days after receipt of such notice.  Provided, however, pursuant to Section 3(t)(iii), no additional notice 
of termination is required by MGMA.  For the avoidance of doubt, Partner Affiliate’s noncompliance with 
its obligations under Section 3(t) shall be considered a material breach.  In addition, MGMA may terminate 
this Agreement immediately in the event of a material breach by Affiliate of any Local Chapter Affiliation 
Agreement to which MGMA and Partner Affiliate are a party.    



(d) Termination for State Partnership Transition. Partner Affiliate has the option to terminate 
this Agreement in the event Partner Affiliate should determine it would prefer to become a state chapter 
under MGMA.   MGMA and Partner Affiliate shall work together to effectuate such transition in 
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compliance with all applicable State law and Partner Affiliate’s bylaws and Articles of Incorporation.  
Upon completion of such transition, this Agreement shall terminate.  



 
(e) Obligations Upon Termination. In the event of termination of this Agreement for any 



reason, all licenses granted hereunder and in accordance with the MGMA’s Trademark License Agreement 
shall cease immediately and each party shall promptly remove any hypertext link from its website to the other 
party’s website. Partner Affiliate agrees that it will promptly cease all use of the MGMA Names, the MGMA 
Partner Affiliate Logo and the List Exchange and will promptly change its name to remove all references to 
“MGMA or “Medical Group Management Association.” Partner Affiliate shall, at MGMA’s stated option, 
deliver to MGMA or destroy all records or copies of the List Exchange and all promotional or other materials 
then in its possession or control using or displaying the MGMA Name and Logos or such other names or 
marks which imply an affiliation between Partner Affiliate and MGMA and shall promptly cease representing 
itself as a Partner Affiliate of MGMA. 



(f) Survival of Obligations. To the extent that this Agreement contemplates (whether or not 
specified) that a party shall perform an obligation after termination of this Agreement, such obligation and 
all provisions of this Agreement relating to interpretation and enforcement thereof shall survive the 
termination of this Agreement. 



(g) NO CONSEQUENTIAL DAMAGES. NOTWITHSTANDING ANYTHING IN 
THIS AGREEMENT OR OTHERWISE TO THE CONTRARY, NEITHER PARTY SHALL BE 
LIABLE TO THE OTHER FOR ANY INDIRECT, SPECIAL, INCIDENTAL, OR 
CONSEQUENTIAL DAMAGES OR LOST PROFITS SUFFERED. 



 
14. REPRESENTATIONS OF PARTNER AFFILIATE 



 
(a) Organization Status. Partner Affiliate is incorporated and in good standing under the 



laws of the state of ____________________________________. Copies of Partner Affiliate’s current 
Articles of Incorporation, Code of Bylaws or other applicable governing document, and tax exemption 
determination letter from the IRS shall be provided to MGMA contemporaneously with the execution of 
this Agreement and within thirty (30) days following any amendment or other modification thereof.    



 
(b) Power and Authorization. Partner Affiliate has the full right, power and authority to enter 



into and perform its obligations under this Agreement, and the execution and delivery of this Agreement 
have been duly authorized by all necessary corporate action. 



 
(c) No Violation of Law. Execution of this Agreement does not violate any law, 



contract or other agreement by which Partner Affiliate is bound. 
 



(d) Pending Claims. There is no litigation or proceeding pending or, to the 
knowledge of any of Partner Affiliate’s officers, threatened against Partner Affiliate. 



 
(e) Commitment to Mission. Partner Affiliate is committed to MGMA’s Mission and the 



realization of MGMA’s vision. Among its purposes for existence is pursuit of the MGMA Mission. 
 



15. REPRESENTATIONS OF MGMA 
 



MGMA represents to Partner Affiliate that it is incorporated and in good standing under the laws of 
the state of Colorado. MGMA has the full right, power, and authority to enter into and perform its obligations 
under this Agreement, and the execution and delivery of this Agreement has been duly authorized by all 
necessary corporate action. 
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16. MISCELLANEOUS 



(a) Termination Of Prior Agreements.   Upon the Effective Date of this Agreement, any and all 
prior agreements between the MGMA and Partner Affiliate shall terminate and except for those provisions 
that expressly survive, be of no further force and effect, and shall be superseded and replaced in its entirety 
by this Agreement. 



(b) Dispute Resolution. It is agreed that in the event any controversy or claim arises out of or in 
relation to this Agreement or with respect to a breach hereof, the parties shall first endeavor in good faith to 
resolve the matter amicably through discussions among themselves. If the parties cannot so agree among 
themselves, in addition to their respective rights hereunder, they agree to following dispute resolution 
provisions. Either party may request in writing from the other confidential mediation by a mutually 
acceptable third party. If the parties cannot agree on such a person within five (5) business days after the 
written request for mediation is given or, within thirty (30) business days following engagement of a mediator 
the parties remain in disagreement, then either party may submit all controversies, claims and disputes arising 
from this Agreement to confidential binding arbitration in the county of Arapahoe, Colorado pursuant to the 
commercial arbitration rules of the American Arbitration Association then in force, or pursuant to such other 
rules or procedures to which the parties may agree in writing. Each party shall bear its own costs in any 
mediation proceeding. In any arbitration proceeding, the prevailing party shall be entitled to receive from the 
non-prevailing party compensation for its attorneys’ fees, expert witness fees and any other out of pocket 
expenses reasonably associated with any such arbitration proceeding. Notwithstanding the foregoing, either 
party shall have the right to seek injunctive relief in federal or state court pending invocation or conclusion 
of the noted dispute resolution process to preserve the status quo or if an act or omission of the other party 
threatens to cause immediate, irreparable harm. 



 
(c) Relationship to the Parties. Nothing contained in this Agreement shall be construed to create 



a partnership, joint venture, or agency between MGMA and Partner Affiliate. The relationship is one of 
independent contractors. Neither party is liable for the debts, liabilities, or obligations of the other, nor may 
either party incur or enter into any debts or liabilities on behalf of the other. Nothing in this Agreement is 
intended to imply that MGMA is doing business in the state or geographical locality of Partner Affiliate, and 
no obligations of MGMA pursuant to this Agreement shall require MGMA to conduct business in such 
locality. 



(d) Assignment. The licenses and all rights and duties granted hereunder are personal to Partner 
Affiliate and shall not be assigned by Partner Affiliate or by operation of law, without MGMA’s prior 
written consent. Without limiting the foregoing, this Agreement will fully bind and inure to the benefit 
of each party and its respective successors and assigns. 



(e) Governing Law. This Agreement shall be governed by and construed in 
accordance with the laws of the State of Colorado. 



(f) Entire Agreement. This Agreement and all Schedules attached hereto (including MGMA’s 
referenced policies, as may be amended from time to time) constitutes the entire agreement between the 
parties and supersedes all prior and existing agreements and between Partner Affiliate and MGMA. No 
amendments or modifications of this Agreement shall be valid unless evidenced in writing and signed by a 
duly authorized representative of both parties. Notwithstanding the foregoing, updates or changes made by 
MGMA to extrinsic documents incorporated herein by reference shall not be deemed an amendment or 
modification of this Agreement. 



(g) Notices. All notice required or permitted to be given immediately after this shall be in 
writing, and may be personally served, sent by electronic mail, sent by courier service, or by regular United 
States mail, return receipt requested, with proper postage prepaid, and shall be deemed to have been given: 
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(a) in the case of personal service, on the date of such personal service; (b) in the case of email, on the date 
sent if during business hours or the next business day if sent outside of business hours and a written copy 
shall also be mailed by United States mail, provided however return receipt not required; (c) in the case of 
courier service, on the first day following deposit with such courier service; or (d) in the case of the United 
States mail, upon the sender’s receipt of the return receipt. For this purpose, the proper mailing address of the 
parties (until notice of change is served as provided in the preceding sentence) shall be as follows: 



 
MGMA: 
Medical Group Management Association  
104 Inverness Terrace East 
Englewood, CO 80112-5306 
Attn: COO 
Email: membership@mgma.com 



 
 



PARTNER AFFILIATE: 
___________________________________ 
___________________________________ 
___________________________________ 



        Email: ______________________________ 
 
 
 



(h) Counterparts. This Agreement may be executed in one or more counterparts, each of which 
will be deemed an original and will, when taken together, constitute this Agreement, notwithstanding that 
each party is not a signatory to the same counterpart. This Agreement may be executed by facsimile 
signatures. 



(i) Waiver. Waiver of any breach of any provision of this Agreement shall not be deemed to 
be a waiver of any other prior, subsequent or continuing breach of the same provision of this Agreement. 



(j) Severability. If any provision of this Agreement shall, for any reason, be held invalid or illegal 
in any respect, such inability or illegality shall not affect the validity or the illegality of this Agreement itself, 
and there shall be substituted for the affected provision, a valid and enforceable provision as similar as 
possible to the affected provision. If such provision cannot be amended so as to be valid and enforceable, then 
such provision is severable from this Agreement, and the remaining provisions of this Agreement shall remain 
valid and enforceable. 



 
[SIGNATURE PAGE ON FOLLOWING PAGE] 





mailto:membership@mgma.com
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IN WITNESS WHEREOF, this Agreement has been executed by the parties effective as of the day and 
year first above written. 



 
MGMA 



 
_________________________________ 
Name: ______________________ 
Title: _______________________ 



 
 



PARTNER AFFILIATE 



_________________________________ 
Name: ______________________ 
Title: _______________________ 
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SCHEDULE A - TRADEMARK LICENSE AGREEMENT 
 
This Trademark License agreement (“Trademark Agreement”) is made by and between Medical 



Group Management Association, a Colorado non-profit organization (“MGMA”), and the Partner Affiliate 
identified in the MGMA State Partner Affiliation Agreement effective January 1, 2024 (“State Partner 
Affiliation Agreement”). 



 
By entering into this Trademark Agreement, Partner Affiliate agrees to all of the following terms 



and conditions if it uses MGMA’s trademarks (as defined herein). 
 



(a) Grant of License. Subject to the terms and conditions of this  Trademark Agreement, the 
State Partner Affiliation Agreement, MGMA’s Intellectual Property Policy and any other brand guidelines 
that MGMA adopts from time to time, MGMA hereby grants to Partner Affiliate and Partner Affiliate 
hereby accepts a non-exclusive, non-transferable, limited license (without the right to sublicense) to use 
the MGMA and MEDICAL GROUP MANAGEMENT ASSOCIATION trademarks (“MGMA 
Trademarks”) in conjunction with Partner Affiliate’s own Partner Affiliate logo and trademark . Partner 
Affiliate may use the MGMA Trademarks only in connection with Partner Affiliate’s medical group 
practice management professional association that is Partner Affiliated with MGMA to designate Partner 
Affiliate as a State Partner Affiliate and only in compliance with MGMA’s quality standards and usage guidelines. 
Partner Affiliate may not use the MGMA Trademarks for any other purpose or in any other manner without 
MGMA’s prior written consent. 



 
(b) Standards of Quality. MGMA may periodically amend its: (i) Intellectual Property 



Policy; (ii) standards of quality for the goods and services offered by Partner Affiliate in association with 
the MGMA Trademarks; and (iii) its mandatory usage guidelines relating to acceptable uses of the 
MGMA Trademarks. Partner Affiliate agrees to meet all of MGMA’s standards of quality and mandatory 
usage guidelines. 



 
 



(c) Inspection & Approval. Upon request, Partner Affiliate shall submit representative 
samples or detailed descriptions to MGMA of all labels, advertisements, web sites and promotional 
materials bearing the MGMA Trademarks (“Specimens”) and shall, at its sole cost and expense, make 
any such changes to the Specimens directed by MGMA and/or cease using the MGMA Trademarks in 
connection with any goods, services or Specimens that do not meet MGMA’s standards of quality. 
MGMA shall be the sole judge of whether Partner Affiliate has met or is meeting MGMA’s standards of 
quality and/or mandatory usage guidelines. If MGMA believes that Partner Affiliate is not in compliance, 
MGMA may demand that Partner Affiliate cease use of the MGMA Trademarks, and Partner Affiliate 
will immediately cease all use of the MGMA Trademarks. 



 
 



(d) Compliance with Applicable Laws. Partner Affiliate is solely responsible for the 
compliance with all applicable laws and regulatory standards regarding the operation of its business and 
the use of the MGMA Trademarks. MGMA’s approval of Partner Affiliate’s materials or logos in no 
way affects, alters, diminishes or waives Partner Affiliate’s obligations hereunder or under Partner 
Affiliate’s obligation to indemnify MGMA as set forth herein below. 



 
 



(e) Limitations. Partner Affiliate shall not: (i) use or permit others to use the MGMA 
Trademarks in any manner that may dilute or adversely affect the value and distinctiveness of the MGMA 
Trademarks; (ii) use or take any action that may associate the MGMA Trademarks with any illegal, 
offensive, obscene, immoral, or improper purpose or action; (iii) do anything inconsistent with MGMA’s 
intellectual property rights in the MGMA Trademarks; (iv) use any MGMA Trademarks to directly compete 
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with MGMA without MGMA’s written permission; or (v) use or permit others to use the MGMA 
Trademarks except as expressly permitted herein. 



 
 



(f) Ownership of Marks. MGMA expressly reserves the sole and exclusive ownership of 
the MGMA Trademarks and all rights relating thereto. Partner Affiliate hereby acknowledges that MGMA 
is the sole and exclusive owner of the MGMA Trademarks and agrees not to challenge at any time, directly 
or indirectly, the rights of MGMA thereto or the validity or distinctiveness thereof. Partner Affiliate further 
agrees not do any act that will prejudice, affect, impair or destroy the title and interest of MGMA in and 
to the MGMA Trademarks. Use of the MGMA Trademarks by Partner Affiliate under this Trademark 
Agreement, and all goodwill related thereto, shall inure to the benefit of MGMA. Partner Affiliate will not 
seek to register, either at the federal or state level, any of its own trademarks incorporating the MGMA 
Trademarks without first obtaining MGMA’s express written authorization. 



 
(g) Confidentiality. Partner Affiliate shall: (i) hold this Trademark Agreement, all technical 



specifications for the use of the MGMA Trademarks provided by MGMA, and other information that 
MGMA designates (either orally or in writing) as confidential or proprietary (collectively “Confidential 
Information”) in strict confidence; (ii) not use any Confidential Information except in carrying out its 
relationship with MGMA; (iii) restrict disclosure of the Confidential Information to Partner Affiliate’s 
employees and representatives with a need to know (and advise such employees and representatives of the 
obligations assumed herein); and (iv) not disclose the Confidential Information to any other third party 
without MGMA’s prior written approval. If Partner Affiliate is required to disclose any of MGMA’s 
Confidential Information in response to legal process, Partner Affiliate shall provide MGMA with advance 
notice of the subpoena or other legal compulsion prior to disclosing the information to allow MGMA to 
seek relief from disclosure. 



 
(h) Similar Marks. Other than its use of the MGMA Trademarks, Partner Affiliate agrees 



not to use, at any time, any trademark, trade name or other designation which is confusingly similar to 
the MGMA Trademarks and agrees to promptly notify MGMA of any similar uses by third parties. 



 
(i) Termination.  In the event the State Partner Affiliation Agreement is terminated for any 



reason, this Trademark Agreement shall terminate and the Partner Affiliate shall immediately cease all use 
of the MGMA Trademarks, defined below. 



 
(j) Notice of Infringement. If Partner Affiliate knows that any person, firm or corporation is 



infringing the MGMA Trademarks, Partner Affiliate will promptly notify MGMA and cooperate fully with 
MGMA in the defense and protection of the MGMA Trademarks. MGMA reserves the right to protect 
and/or defend, at its own expense, all suits involving the MGMA Trademarks and the protection thereof. 
Partner Affiliate shall have no right to prosecute or defend the MGMA Trademarks if MGMA chooses not 
to do so. 



 
(k) WARRANTIES 



 
a. MGMA GIVES NO WARRANTY, WHETHER STATUTORY, EXPRESS, OR 



IMPLIED, WITH RESPECT TO THE MGMA TRADEMARKS, INCLUDING 
WITHOUT LIMITATION, NON-INFRINGEMENT OR IMPLIED WARRANTIES 
OF MERCHANTABILITY AND FITNESS FOR A PARTICULAR PURPOSE. IN 
NO EVENT SHALL MGMA BE LIABLE TO PARTNER AFFILIATE FOR LOSS 
OF PROFITS, LOST BUSINESS OPPORTUNITY, LOSS OF DATA, 
INTERRUPTION OF BUSINESS, COST OF PROCUREMENT OF SUBSTITUTE 
GOODS AND SERVICES, OR FOR ANY SPECIAL, INDIRECT, 
CONSEQUENTIAL, EXEMPLARY, OR INCIDENTAL DAMAGES ARISING 
OUT OF OR RELATED TO THIS TRADEMARK AGREEMENT, HOWEVER 
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CAUSED, AND WHETHER ARISING UNDER CONTRACT, TORT 
(INCLUDING NEGLIGENCE), OR ANY OTHER THEORY OF LIABILITY, 
EVEN IF MGMA HAS BEEN ADVISED OF THE POSSIBILITY OF SUCH 
DAMAGES. 



 
b. Partner Affiliate hereby warrants that any goods and services provided by it in 



connection with the MGMA Trademarks shall be of good quality, free of defects in 
design, materials, workmanship and shall comply with all applicable laws, safety 
standards, and MGMA’s quality standards. Partner Affiliate agrees to indemnify, 
defend, and hold harmless MGMA, its agents, officers, directors and employees from 
and against any and all loss and expense arising out of Partner Affiliate’s breach of 
this Trademark Agreement or any of Partner Affiliate’s warranties contained herein. 



 
 



(l) Injunctive Relief. Partner Affiliate acknowledges that any breach of the trademark or 
confidentiality obligations herein will reduce the value of the MGMA Trademarks and/or MGMA’s 
Confidential Information. Partner Affiliate further acknowledges that it would be difficult to accurately 
measure damages and injury to MGMA from any such breach by Partner Affiliate or its agents and that 
damages alone would not be an adequate remedy. Accordingly, in addition to any other rights it may have 
at law or in equity, MGMA shall be entitled to injunctive relief if Partner Affiliate or its agents breach any 
of the trademark or confidentiality provisions of this Trademark Agreement. Partner Affiliate hereby 
expressly waives: (i) the defense that a remedy in damages will be adequate; (ii) any bond requirement in 
an action for injunctive relief; and (iii) any requirement to show actual damages in an action for injunctive 
relief. 
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SCHEDULE B – PARTNER AFFILIATE BENEFITS  
 



• Make available to Partner Affiliate certain MGMA developed content supporting MGMA’s Mission.  



• MGMA offered training and development opportunities for Partner Affiliate’s leadership, including 
opportunities for MGMA State Partner Affiliate networking. 



• Offering of ACMPE credit for appropriate subject matter at Partner Affiliate’s State Conferences 
or other eligible state events, facilitated by MGMA. 



• Complementary membership in MGMA for Partner Affiliate’s staff member. 



• Permission to republish (subject to approved attribution) up to two articles from MGMA 
publications per quarter. 



• Permission to post the Washington Connection behind the member wall on its website and/or to forward 
Washington Connection to Partner Affiliate’s members by email. 



• Upon request by Partner Affiliate, a “traveling bookstore” (including a supply of bestselling books) for 
Partner Affiliate’s state conference, and MGMA will bear roundtrip shipping expense for one event per 
year. 



• Upon request by Partner Affiliate, MGMA will provide MGMA staff speakers (subject to availability) at 
Partner Affiliate’s state conferences. Partner Affiliate will be responsible for payment of the speaker’s 
travel expenses.  



• Upon request and subject to availability, MGMA will make available, on a mutually agreeable schedule 
and cost, virtual or pre-recorded programs on topics of interest for Partner Affiliate to use at their State 
Conference or other state event. 
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SCHEDULE- C PARTNER AFFILIATE CORE BENEFIT REQUIREMENTS 
 



Benefit Details Counts Toward Core Benefit 



Interactive education Total of at least 12 continuing education 
hours annually 



• Conferences, annual, legislative, payer, 
technology 



• Lunch & Learns 
• Traveling roadshows 
• Streaming conferences 
• Live webinars 
• May include state’s local chapter(s) face- 



to-face programming, if local has formal 
business agreement with the state and 
program covers an area of the Body of 
Knowledge 



Digital educational 
resources 



Provide members with at least one digital 
resource each month 



• Recorded or on-demand webinars 
• Podcasts 
• Videos 
• Newsletters 
• Letter from president 
• Polls 
• Links to additional educational resources 



Online networking Formal networking vehicle provided for 
members 



• Chat room 
• List-serv 
• Member community 
• LinkedIn community 
• Facebook 
• Twitter 



Job Postings Some mechanism for job opportunity 
postings or announcements 



• Job board 
• Career center 
• Regular email 
• Included in newsletter 



Website • Follows MGMA brand requirements 
• Includes membership exclusive area 



 



Regulatory/Legislative 
Advocacy 



At least one quarterly 
regulatory/legislative update of national 
and/or state issues and activities 



• Washington Update presentation at state 
conference 



• Washington Connection e-newsletter 
• Regular report from legislative liaison 
• Partner with state medical society 



government affairs for local updates 
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renewals which represent the biggest membership renewal months of the year.  Signing by October


16th allows the national MGMA sales team to include your state in renewal discussions for a Dual
OM upsell opportunity.   For those not currently participating in Dual IM, it will also allow MGMA to
include your state in the individual membership renewal campaigns.


ACTION: For your convenience we have attached the new Partner Affiliate Agreement for you to
sign and return to Martha Huckaby, mhuckaby@mgma.org, by Monday, October 16, 2023 to be
included in advance sales and marketing efforts for early 2024 renewals  All signed agreements must
be submitted no later than December 15, 2023.


Oct. 16, 2023 Deadline to sign and submit new Partner Affiliate Agreement to be
included in advance sales and marketing efforts for early 2024
MGMA OM and IM renewals and new member acquisition
campaigns.


NOTE: Those who sign after Oct. 16th will not be able to
participate in membership renewals until March 2024


Nov. 1, 2023 Dual IM renewal campaigns begin sixty (60) days prior to the
renewal date.


Dec. 15, 2023 Final deadline for new signed Partner Affiliate Agreement to be
submitted to mhuckaby@mgma.org.
Final deadline for any updated data to be provided to MGMA for
MGMA to update scores under KPI Benchmarking Report 


Jan. 1, 2024 New Partner Affiliate Agreement goes into effect.


We are excited to move to the new Partner Affiliate model and believe this approach will benefit
you, your members and MGMA. This is an opportunity to create more consistency and improve
awareness of the value of MGMA membership at both the national and local levels.  We value and
appreciate our partnership and look forward to working with you in the year ahead.


If you have questions regarding the new Partner Affiliate Agreement, please contact any of us.


Warm regards,


Tracy Watrous, FACMPE
Vice President, Association Product Development & Strategy
twatrous@mgma.org


Allison Gault, MBA, CAE
Director, Member Engagement
agault@mgma.org



mailto:mhuckaby@mgma.org

mailto:mhuckaby@mgma.org

mailto:twatrous@mgma.org
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MGMA STATE PARTNER AFFILIATE AGREEMENT 
 
This MGMA State Partner Affiliate Agreement (“Agreement”) is entered into by and between 


MGMA-ACMPE, d/b/a Medical Group Management Association (“MGMA”) and 
_____________________________________ (“Partner Affiliate”) as of January 1, 2024 (“Effective Date”). 


MGMA is a Colorado non-profit corporation and is the premier membership association for 
professional administrators and leaders of medical group practices.  


MGMA’s mission is to serve members, customers and the healthcare community as a trusted partner 
by delivering insights, solutions and advocacy to achieve medical practice excellence (“MGMA Mission”).  


 
MGMA and its diverse state affiliates seek to work together in collaboration, forming a mutually 


dependent and mutually beneficial force aligned with achievement of the MGMA Mission.  
 
Partner Affiliate is a state non-profit organization that seeks to partner with MGMA and further the 


MGMA Mission at a state level.  
 
MGMA agrees to affiliate with Partner Affiliate for purposes of furthering the MGMA Mission in 


accordance with the terms and conditions set forth in this Agreement.  
 
Now therefore, in consideration of the mutual covenants and agreements contained herein and for 


other good and valuable consideration, the receipt and sufficiency of which is acknowledged by the parties 
hereto, MGMA and Partner Affiliate agree as follows.   


1. AFFILIATION. 


MGMA confers upon Partner Affiliate the status of MGMA’s State Partner Affiliate for the state of 
____________________________________ in accordance with the terms and conditions of this Agreement.  


 
2. MGMA OBLIGATIONS. 


As part of the State Partner Affiliate status, MGMA agrees it shall provide the following: 
 
(a) MGMA will permit Partner Affiliate to have certain limited rights to use the MGMA mark 


to identify Partner Affiliate as MGMA State Partner Affiliate, upon such terms and limitations as 
specifically described in Schedule A, attached hereto and incorporated by reference.  


 
(b) MGMA shall provide Partner Affiliate with a number of services and benefits (“Partner 


Affiliate Offerings”).  The current Partner Affiliate Offerings are described on Schedule B, which may be 
modified from time to time by MGMA.  


 
(c) MGMA will encourage MGMA members within the state to become members of Partner 


Affiliate and refrain from any actions or conduct to discourage membership in Partner Affiliate. 
 
(d) MGMA will provide notification to Partner Affiliate of regional and national conference 


dates and locations no less than twelve months in advance of each conference or, in the event a conference 
is scheduled less than 12-months in advance, notification will be provided as soon as the conference date(s) 
and location(s) are finalized. 
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3. PARTNER AFFILIATE OBLIGATIONS. 
 


As consideration for the status of Partner Affiliate, Partner Affiliate agrees as follows:  
 
(a) Partner Affiliate will operate at all times in full compliance with all applicable statutes, laws, 


regulations, rules and other legal standards governing its performance.  
 
(b) Partner Affiliate will at all times operate in a manner consistent with MGMA’s Mission and 


MGMA’s published policies and guidelines as they exist from time to time. Partner Affiliate will not adopt 
policies inconsistent with or contrary to MGMA’s Mission. 


(c) Partner Affiliate will not copy, reproduce or distribute any MGMA materials, such as 
newsletters, articles, survey tools and assessments, or other content, without first obtaining MGMA’s written 
consent, which shall be required in every instance. 


 
(d) Partner Affiliate will support and arrange for at least one of its leadership to participate in 


MGMA-sponsored annual State Leadership Conference, as well as facilitate attendance by its leadership at 
other MGMA sponsored training and development opportunities or peer group leadership forums. 


 
(e) Partner Affiliate shall cause its President (or similar senior executive officer) and its President 


Elect (or similarly designated successor to its senior executive officer) to maintain membership in MGMA and 
shall encourage other members of its governing board to be members of MGMA. 


 
(f) Partner Affiliate shall coordinate the dates being considered for its state conference 


date(s) and location(s), which will not be within thirty (30) days (before or after) a scheduled MGMA 
face-to-face conference being held in the same state.  Partner Affiliate shall notify MGMA of finalized 
dates and locations no less than twelve months in advance of each state or, in the event a conference is 
scheduled less than 12-months in advance, notification will be provided as soon as the conference date(s) 
and location(s) are finalized.    


 
(g) Partner Affiliate will encourage members within State to participate in the dual 


membership program and become members of MGMA, and Partner Affiliate shall refrain from any 
actions or conduct which would discourage membership in MGMA. 


 
(h) Partner Affiliate shall provide a complimentary non-voting membership for one (1) 


MGMA staff person in the Partner Affiliate. 
 


(i) Partner Affiliate shall encourage/facilitate Partner Affiliate’s members’ participation in 
MGMA surveys. Partner Affiliate shall not conduct surveys within its state, under the Partner Affiliate’s 
name or utilizing the MGMA name or trademarks in connection with any such survey, which surveys cover 
subject matter and data which is included in the MGMA national surveys; provided that as a Partner Affiliate, 
Partner Affiliate may elect, by written notice to MGMA, to conduct its own surveys within its State, under 
Partner Affiliate’s name and utilizing the MGMA name and trademarks in accordance with the rights set forth 
in this Agreement, provided that Partner Affiliate follows the protocol and parameters for such independent 
State surveys established annually by MGMA, including the time frames for the survey distribution and the 
period for which the survey data is collected. Failure to conduct a State survey in compliance with those 
protocol and parameters will be grounds for terminating Partner Affiliate’s right to undertake its own State 
surveys. 


 
(j) Partner Affiliate shall not use any MGMA survey or other data product or sell, license or 


transfer to any third party any MGMA survey or other data product except as expressly stated in terms of use 
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accompanying the survey or data product or as otherwise allowed by MGMA’s express written permission. 
 


(k) Partner Affiliate shall encourage its members to promote the value of MGMA’s professional 
development programs, including the ACMPE designation, using messaging developed by MGMA delivered 
in accordance with MGMA’s messaging protocols. 


 
(l) Partner Affiliate shall comply with MGMA’s certain core benefits requirements (“Core 


Benefit Requirements”) for MGMA Partner Affiliates.  MGMA’s current Core Benefit Requirements for 
MGMA Partner Affiliates are attached hereto as Schedule C, and incorporated by reference.  Core Benefit 
Requirements may be modified by MGMA from time to time.  


 
(m) Partner Affiliate will consider application to the Internal Revenue Service for status as a 


Section 501(c)(6) organization, which application is strongly encouraged but not required. However, if 
applicable, Partner Affiliate will comply with all requirements necessary to maintain its tax-exempt status. 


 
(n) Partner Affiliate may engage in federal, state and local advocacy. Partner Affiliate will not 


be required to support or advocate MGMA’s policy positions but, in view of the need to maintain consistent 
messaging under the MGMA logo, Partner Affiliate will avoid publicly challenging MGMA’s policy 
positions or advocating opposing policy positions under the MGMA logo.  Accordingly, when advocating 
policy positions opposed to MGMA’s position, Partner Affiliate will inform its audience that the views 
expressed are those of Partner Affiliate – not MGMA. 


 
(o) Partner Affiliate will be free to set its own agenda for activities which it deems best serve 


its mission and to create and provide benefits in addition to MGMA’s Core Benefit Requirements which it 
believes best serve its members; provided however, that Partner Affiliate’s engagement in or support of 
activities outside the MGMA Mission will in no case conflict with or detract from MGMA’s Mission, 
activities or initiatives, or otherwise divide Partner Affiliate’s and Partner Affiliate’s members’ loyalty to 
MGMA. 


(p) Partner Affiliate may engage in commercial activity (retail sales) to fund and support its 
Mission and the MGMA Mission, provided such activities are not directly competitive with MGMA without 
obtaining MGMA’s prior written consent.  For example, and without limitation, Partner Affiliate may not resell 
MGMA products, content or data. 


(q) Partner Affiliate will comply with MGMA’s Trademark License Agreement in its use of 
the “MGMA” and “MEDICAL GROUP MANAGEMENT ASSOCIATION” trademarks in connection 
with its business, which is attached hereto and incorporated by reference as Schedule A.  


(r) At the request of MGMA, Partner Affiliate will promote MGMA’s national and regional 
conferences, webinars and podcasts on its website, in its newsletters and on social media platforms on 
which it participates. 


(s) Partner Affiliate, and its officers, board, and administrators, will not make any 
communication, oral or written, that disparages, criticizes, or otherwise reflects adversely upon MGMA.   


(t) Partner Affiliate will complete the State Matrix (defined below) or provide any 
information requested by MGMA within thirty (30) days from MGMA’s request. The “State Matrix” is an 
online interface with MGMA through which Partner Affiliate is required to communicate and submit any 
data or information requested by MGMA.  The purpose of the information gathered through the State 
Matrix is to ensure compliance by Partner Affiliate with this Agreement and to assess the viability of the 
Partner Affiliate.  The information requested through the State Matrix may include, but not be limited to, 
membership, finance, evidence for compliance with this Agreement, state level association management, 
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evidence of compliance of the Core Benefit Requirements, and relationship with local affiliates.  MGMA 
has the right to request any information MGMA may need to assess the viability of the Partner Affiliate, 
either through the State Matrix or upon thirty (30) days’ notice to Partner Affiliate. Failure to comply with 
the requests shall be considered a material breach under the termination provisions set forth in Section 
13(c) below.  Any such metrics for the assessment of the viability of the Partner Affiliate shall, to the 
extent available and applicable, be based on reasonable third-party sources.  


 
4. MEMBERSHIP. 


(a) Dual Membership Program.   


(i) Dual Individual Membership. MGMA and Partner Affiliate will participate in a 
dual membership program which will allow persons who are interested in 
membership to obtain one individual dual membership covering MGMA and the 
Partner Affiliate. The dual membership program shall be promoted by both 
parties. MGMA shall be responsible for developing a website linkage for 
enrolling as a dual member, collection of the appropriate fees for the membership 
categories selected and distribution of state dues portion to Partner Affiliate.   


(ii) Dual Organizational Membership. MGMA and Partner Affiliate will participate 
with Partner Affiliate in a dual organizational membership based on MGMA 
organizational membership tiers and pricing and which will be sold by the 
MGMA national sales team.  MGMA shall be responsible for invoicing, 
collection of the appropriate fees and distribution of the designated state dues 
portion to the Partner Affiliate less applicable administrative fees retained by 
MGMA.  Partner Affiliate will follow MGMA’s policies and definitions for 
organizational membership, including but not limited to, definition for active 
members.  


(iii) Partner Affiliate Membership Categories. Partner Affiliate will offer the 
following categories of membership in Partner Affiliate: 


(iv) Active or Regular Member: An active or regular member is one who meets one of 
the following criteria for membership: 
1. An individual who is directly employed in management or administrative 


support services by an entity formally organized to provide or facilitate the 
provision of healthcare services. 


2. An individual employed by a management organization, hospital/health 
system, practice management firm or other business entity responsible for 
managing any operational component(s) of an entity providing healthcare 
services. This includes consultants who are responsible for operations of one 
or more practices on an ongoing basis. 


3. Healthcare providers/clinicians who hold an active license in the state are 
also considered active members. 


 
(v) Student Member. An individual who is pursuing a healthcare or business-related 


degree at an accredited institution of higher learning and does not qualify for any 
other member category. 


 
(vi) Optional Member Categories. Partner Affiliate may offer additional member 


categories as it determines appropriate, and may determine eligibility criteria, 
benefits, rights and dues for each such category of member. 
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5. MEMBER DEMOGRAPHIC DATA SHARING. 


 
(a) The List Exchange. MGMA and Partner Affiliate will collaborate in the development and 


maintenance of a membership database (the “List Exchange”) using the data collected as part of the dual 
membership enrollment process, or for State optional membership categories not included in the dual 
membership program, as collected by Partner Affiliate, through which the parties will share certain 
information relating to their respective members, for use solely as allowed in this Agreement. The List 
Exchange will be established and function as follows:  Biannually each party will deliver to the other, in a 
format prescribed by MGMA, a listing of all of Partner Affiliate’s members and their respective contact 
information (including street or post office box address and email address) and any other information Partner 
Affiliate and MGMA agreed to have collected during the dual membership registration process. Partner 
Affiliate and MGMA will comply with the CAN-SPAM Act and all similar laws and regulations applicable 
to either of them. 


(b) Preservation of Membership Data. Partner Affiliate bears sole responsibility for maintaining 
and storing its membership data for its own use. Partner Affiliate acknowledges and agrees that MGMA will 
not be responsible or liable in any way for Partner Affiliate’s use of the List Exchange or the failure of the 
List Exchange to accomplish or facilitate any Partner Affiliate use or purpose, including without limitation 
use of the List Exchange for recording and storing membership data. 


 
(c) Representations and Warranties Regarding List Exchange. Each of MGMA and Partner 


Affiliate represents and warrants to the other that it has the authority and legal right to disclose and share such 
membership data as it shares from time to time with the other party and that doing so does not violate any law, 
regulation, rule or order or any contract, agreement or policy to which it is subject or by which it is bound 
and that its membership data delivered to the List Exchange was collected lawfully and in accordance with 
all applicable legal, contractual and internal privacy and other policies. 


 
6. USE OF SHARED MEMBER DEMOGRAPHIC DATA. 


 
(a) Non-Commercial License Grant. Each of MGMA and Partner Affiliate grants on a 


reciprocal basis the other a limited, non-exclusive, non-transferable, non-sub-licensable license to use such 
party’s membership data provided through the List Exchange solely for non-commercial purposes in 
connection with (i) membership networking, (ii) cross-marketing of programs, (iii) membership tracking and 
analysis, (iv) internal (but not rental) mailing programs, and (v) solicitation of membership in its 
organization. Each party agrees that under this non-commercial license: (a) it may not send promotional 
materials to the other’s membership lists obtained through the List Exchange more than once per month 
unless it obtains written permission from the other party for more extensive use; and (b) it may not sell or 
license the other party’s membership data to a third party. 


 
(b) Commercial License Grant. Partner Affiliate grants MGMA a non-exclusive, non- 


transferable license to use its membership data provided through the List Exchange for commercial and non-
commercial purposes, to compile and analyze membership data and to offer products, programs and services 
to MGMA’s members and State Partner Affiliates so long as MGMA does not use any personally identifiable 
information of Partner Affiliate’s members Partner Affiliate may not use MGMA’s membership data for 
commercial purposes without first obtaining MGMA’s prior written consent. 


 
(c) Shared Communications. MGMA and Partner Affiliate will each provide the other 


contemporaneously with distribution to the List Exchange (or any select group within the List Exchange) all 
communications sent to the List Exchange, or any select group within the List Exchange. 
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7. REGIONAL CONFERENCES.  
 
Partner Affiliate will have the option to participate in MGMA’s regional conferences, which will occur 


in the region designated for the State. The parties agree that for those regional conferences Partner Affiliate 
participates in, MGMA and Partner Affiliate will share in the revenue received at such regional conference as 
pre-determined by MGMA and communicated to Partner Affiliate prior to the regional conference.  Partner 
Affiliate will not be eligible for a revenue share for regional conferences occurring outside of their designated 
region. 


 
8. RECOGNITION OF OTHER ORGANIZATIONS. 


 
MGMA acknowledges that Partner Affiliate may choose to recognize other organizations within its 


State formed to advance the profession of medical group practice management which meet the criteria 
established by Partner Affiliate. 


9. GOVERNANCE. 
 


(a) MGMA Legislative Liaison-Representative. With the concurrence of MGMA, Partner 
Affiliate may appoint an MGMA member-representative to serve as Partner Affiliate’s state legislative 
liaison.  Partner Affiliate is encouraged to have that representative serve as a liaison to Partner Affiliate’s 
governing board. 


 
(b) ACMPE Forum Representative. With the concurrence of MGMA, Partner Affiliate may 


appoint an MGMA member-representative to serve as Partner Affiliate’s state Forum Representative.  Partner 
Affiliate is encouraged to have the Forum Representative serve as a liaison to Partner Affiliate’s governing 
board. 


 
(c) Recommendations to MGMA. Partner Affiliate is encouraged to make recommendations 


to MGMA for all MGMA volunteer opportunities. 
 


10. PARTNER AFFILIATE DISCLOSURE OF INFORMATION TO MGMA. 


(a) Partner Affiliate represents and warrants that as of the Effective Date there is no pending 
or threatened claim or action against Partner Affiliate.  During the term of this Agreement and for six (6) 
years following the termination hereof, Partner Affiliate will notify MGMA immediately in writing if any 
claim, litigation, arbitration or other legal action is threated or filed which involves or may involve Partner 
Affiliate or MGMA.  This provision shall survive the termination or expiration of this Agreement.  


(b) Promptly after completion of its annual elections, Partner Affiliate will provide to 
MGMA the name and address of each of its president, president-elect and immediate past president. 


(c) Partner Affiliate will notify MGMA within thirty (30) days of a change in any person 
or management company providing management services for Partner Affiliate, and such notice will 
include the name, address and telephone number of the new management person or company. 


 
11. INSURANCE. 


(a) Liability. During the term of this Agreement, Partner Affiliate shall obtain and maintain, at its 
own expense, commercial general liability insurance with limits of not less than $1,000,000 per occurrence 
and $1,000,000 in the aggregate with an insurance company reasonably acceptable to MGMA. The coverage 
provided under such policy shall be occurrence-based, not claims made. The insurance policy shall name 
MGMA, their respective officers, directors, employees, and agents as additional insureds and, if applicable, 
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shall require the insurance company to waive all rights or subrogation against MGMA, its respective officers, 
directors, employees, agents, or consultants. Partner Affiliate shall provide MGMA with a certificate of 
insurance evidencing the required insurance coverage within thirty (30) days after the Effective Date of this 
Agreement and annually thereafter. The certificate of insurance must state that the insurance carrier has issued 
the insurance specified, that such policies are in force, and that the insurance carrier will give MGMA thirty 
(30) days’ prior written notice of any material change in, or cancellation of, such policies. 


 
(b) Other Insurance. MGMA encourages Partner Affiliate to purchase and maintain 


directors’ and officers’ liability insurance. Partner Affiliate shall provide MGMA with a certificate 
of insurance evidencing the insurance coverage within thirty (30) days after the date of this 
Agreement and annually thereafter, if applicable. 


(c) Waiver of Subrogation. Each party hereby releases, waives and discharges any claim, 
demand, or cause of action that such party, its officers, directors, employees, agents, or consultants may have 
against the other party, its Partner Affiliates, officers, directors, employees, agents or consultants for any 
loss, damage, claim or cause of action of any kind covered under the insurance policies of such party or, in 
the case of Partner Affiliate, coverable under the liability policy required hereunder. 


12. MUTUAL INDEMNIFICATION. 


(a) MGMA indemnifies and holds Partner Affiliate and its directors, officers, employees and 
agents harmless from any and all claims, actions, liabilities, demands, damages, and costs (including 
reasonable attorneys’ fees and costs) (collectively, “Claims”) arising from the acts or omissions of MGMA, 
except to the extent caused by Partner Affiliate’s own negligence or willful misconduct. 


(b) Partner Affiliate indemnifies and holds MGMA and its directors, officers, employees and 
agents harmless from any and all Claims arising from the acts or omissions of Partner Affiliate, except to the 
extent caused, respectively, by MGMA’s own negligence or willful misconduct. 


13. TERM AND TERMINATION. 


(a) Term of Agreement. This Agreement shall commence on the Effective Date for an initial 
one (1) year term, unless earlier terminated as provided herein.  Thereafter, so long as Partner Affiliate is not in 
breach of this Agreement, this Agreement shall automatically renew for additional one (1) year periods unless 
either party provides notice of non-renewal to the other at least ninety (90) days prior to the end of the 
then-current term. 


(b) Without Cause Termination. Either party may terminate this Agreement, with or without 
cause, at any time upon ninety (90) days’ prior written notice to the other.  


(c) For Cause Termination. In addition to exercising any rights or remedies available 
hereunder or under applicable law, either party may terminate this Agreement immediately in the event of 
a material breach of this Agreement by the other party if the non-defaulting party has given written notice 
to the defaulting party of such material breach and such material breach has not been cured within thirty 
(30) days after receipt of such notice.  Provided, however, pursuant to Section 3(t)(iii), no additional notice 
of termination is required by MGMA.  For the avoidance of doubt, Partner Affiliate’s noncompliance with 
its obligations under Section 3(t) shall be considered a material breach.  In addition, MGMA may terminate 
this Agreement immediately in the event of a material breach by Affiliate of any Local Chapter Affiliation 
Agreement to which MGMA and Partner Affiliate are a party.    


(d) Termination for State Partnership Transition. Partner Affiliate has the option to terminate 
this Agreement in the event Partner Affiliate should determine it would prefer to become a state chapter 
under MGMA.   MGMA and Partner Affiliate shall work together to effectuate such transition in 







4884-8397-8091_2024_Final 


compliance with all applicable State law and Partner Affiliate’s bylaws and Articles of Incorporation.  
Upon completion of such transition, this Agreement shall terminate.  


 
(e) Obligations Upon Termination. In the event of termination of this Agreement for any 


reason, all licenses granted hereunder and in accordance with the MGMA’s Trademark License Agreement 
shall cease immediately and each party shall promptly remove any hypertext link from its website to the other 
party’s website. Partner Affiliate agrees that it will promptly cease all use of the MGMA Names, the MGMA 
Partner Affiliate Logo and the List Exchange and will promptly change its name to remove all references to 
“MGMA or “Medical Group Management Association.” Partner Affiliate shall, at MGMA’s stated option, 
deliver to MGMA or destroy all records or copies of the List Exchange and all promotional or other materials 
then in its possession or control using or displaying the MGMA Name and Logos or such other names or 
marks which imply an affiliation between Partner Affiliate and MGMA and shall promptly cease representing 
itself as a Partner Affiliate of MGMA. 


(f) Survival of Obligations. To the extent that this Agreement contemplates (whether or not 
specified) that a party shall perform an obligation after termination of this Agreement, such obligation and 
all provisions of this Agreement relating to interpretation and enforcement thereof shall survive the 
termination of this Agreement. 


(g) NO CONSEQUENTIAL DAMAGES. NOTWITHSTANDING ANYTHING IN 
THIS AGREEMENT OR OTHERWISE TO THE CONTRARY, NEITHER PARTY SHALL BE 
LIABLE TO THE OTHER FOR ANY INDIRECT, SPECIAL, INCIDENTAL, OR 
CONSEQUENTIAL DAMAGES OR LOST PROFITS SUFFERED. 


 
14. REPRESENTATIONS OF PARTNER AFFILIATE 


 
(a) Organization Status. Partner Affiliate is incorporated and in good standing under the 


laws of the state of ____________________________________. Copies of Partner Affiliate’s current 
Articles of Incorporation, Code of Bylaws or other applicable governing document, and tax exemption 
determination letter from the IRS shall be provided to MGMA contemporaneously with the execution of 
this Agreement and within thirty (30) days following any amendment or other modification thereof.    


 
(b) Power and Authorization. Partner Affiliate has the full right, power and authority to enter 


into and perform its obligations under this Agreement, and the execution and delivery of this Agreement 
have been duly authorized by all necessary corporate action. 


 
(c) No Violation of Law. Execution of this Agreement does not violate any law, 


contract or other agreement by which Partner Affiliate is bound. 
 


(d) Pending Claims. There is no litigation or proceeding pending or, to the 
knowledge of any of Partner Affiliate’s officers, threatened against Partner Affiliate. 


 
(e) Commitment to Mission. Partner Affiliate is committed to MGMA’s Mission and the 


realization of MGMA’s vision. Among its purposes for existence is pursuit of the MGMA Mission. 
 


15. REPRESENTATIONS OF MGMA 
 


MGMA represents to Partner Affiliate that it is incorporated and in good standing under the laws of 
the state of Colorado. MGMA has the full right, power, and authority to enter into and perform its obligations 
under this Agreement, and the execution and delivery of this Agreement has been duly authorized by all 
necessary corporate action. 
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16. MISCELLANEOUS 


(a) Termination Of Prior Agreements.   Upon the Effective Date of this Agreement, any and all 
prior agreements between the MGMA and Partner Affiliate shall terminate and except for those provisions 
that expressly survive, be of no further force and effect, and shall be superseded and replaced in its entirety 
by this Agreement. 


(b) Dispute Resolution. It is agreed that in the event any controversy or claim arises out of or in 
relation to this Agreement or with respect to a breach hereof, the parties shall first endeavor in good faith to 
resolve the matter amicably through discussions among themselves. If the parties cannot so agree among 
themselves, in addition to their respective rights hereunder, they agree to following dispute resolution 
provisions. Either party may request in writing from the other confidential mediation by a mutually 
acceptable third party. If the parties cannot agree on such a person within five (5) business days after the 
written request for mediation is given or, within thirty (30) business days following engagement of a mediator 
the parties remain in disagreement, then either party may submit all controversies, claims and disputes arising 
from this Agreement to confidential binding arbitration in the county of Arapahoe, Colorado pursuant to the 
commercial arbitration rules of the American Arbitration Association then in force, or pursuant to such other 
rules or procedures to which the parties may agree in writing. Each party shall bear its own costs in any 
mediation proceeding. In any arbitration proceeding, the prevailing party shall be entitled to receive from the 
non-prevailing party compensation for its attorneys’ fees, expert witness fees and any other out of pocket 
expenses reasonably associated with any such arbitration proceeding. Notwithstanding the foregoing, either 
party shall have the right to seek injunctive relief in federal or state court pending invocation or conclusion 
of the noted dispute resolution process to preserve the status quo or if an act or omission of the other party 
threatens to cause immediate, irreparable harm. 


 
(c) Relationship to the Parties. Nothing contained in this Agreement shall be construed to create 


a partnership, joint venture, or agency between MGMA and Partner Affiliate. The relationship is one of 
independent contractors. Neither party is liable for the debts, liabilities, or obligations of the other, nor may 
either party incur or enter into any debts or liabilities on behalf of the other. Nothing in this Agreement is 
intended to imply that MGMA is doing business in the state or geographical locality of Partner Affiliate, and 
no obligations of MGMA pursuant to this Agreement shall require MGMA to conduct business in such 
locality. 


(d) Assignment. The licenses and all rights and duties granted hereunder are personal to Partner 
Affiliate and shall not be assigned by Partner Affiliate or by operation of law, without MGMA’s prior 
written consent. Without limiting the foregoing, this Agreement will fully bind and inure to the benefit 
of each party and its respective successors and assigns. 


(e) Governing Law. This Agreement shall be governed by and construed in 
accordance with the laws of the State of Colorado. 


(f) Entire Agreement. This Agreement and all Schedules attached hereto (including MGMA’s 
referenced policies, as may be amended from time to time) constitutes the entire agreement between the 
parties and supersedes all prior and existing agreements and between Partner Affiliate and MGMA. No 
amendments or modifications of this Agreement shall be valid unless evidenced in writing and signed by a 
duly authorized representative of both parties. Notwithstanding the foregoing, updates or changes made by 
MGMA to extrinsic documents incorporated herein by reference shall not be deemed an amendment or 
modification of this Agreement. 


(g) Notices. All notice required or permitted to be given immediately after this shall be in 
writing, and may be personally served, sent by electronic mail, sent by courier service, or by regular United 
States mail, return receipt requested, with proper postage prepaid, and shall be deemed to have been given: 
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(a) in the case of personal service, on the date of such personal service; (b) in the case of email, on the date 
sent if during business hours or the next business day if sent outside of business hours and a written copy 
shall also be mailed by United States mail, provided however return receipt not required; (c) in the case of 
courier service, on the first day following deposit with such courier service; or (d) in the case of the United 
States mail, upon the sender’s receipt of the return receipt. For this purpose, the proper mailing address of the 
parties (until notice of change is served as provided in the preceding sentence) shall be as follows: 


 
MGMA: 
Medical Group Management Association  
104 Inverness Terrace East 
Englewood, CO 80112-5306 
Attn: COO 
Email: membership@mgma.com 


 
 


PARTNER AFFILIATE: 
___________________________________ 
___________________________________ 
___________________________________ 


        Email: ______________________________ 
 
 
 


(h) Counterparts. This Agreement may be executed in one or more counterparts, each of which 
will be deemed an original and will, when taken together, constitute this Agreement, notwithstanding that 
each party is not a signatory to the same counterpart. This Agreement may be executed by facsimile 
signatures. 


(i) Waiver. Waiver of any breach of any provision of this Agreement shall not be deemed to 
be a waiver of any other prior, subsequent or continuing breach of the same provision of this Agreement. 


(j) Severability. If any provision of this Agreement shall, for any reason, be held invalid or illegal 
in any respect, such inability or illegality shall not affect the validity or the illegality of this Agreement itself, 
and there shall be substituted for the affected provision, a valid and enforceable provision as similar as 
possible to the affected provision. If such provision cannot be amended so as to be valid and enforceable, then 
such provision is severable from this Agreement, and the remaining provisions of this Agreement shall remain 
valid and enforceable. 


 
[SIGNATURE PAGE ON FOLLOWING PAGE] 



mailto:membership@mgma.com
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IN WITNESS WHEREOF, this Agreement has been executed by the parties effective as of the day and 
year first above written. 


 
MGMA 


 
_________________________________ 
Name: ______________________ 
Title: _______________________ 


 
 


PARTNER AFFILIATE 


_________________________________ 
Name: ______________________ 
Title: _______________________ 
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SCHEDULE A - TRADEMARK LICENSE AGREEMENT 
 
This Trademark License agreement (“Trademark Agreement”) is made by and between Medical 


Group Management Association, a Colorado non-profit organization (“MGMA”), and the Partner Affiliate 
identified in the MGMA State Partner Affiliation Agreement effective January 1, 2024 (“State Partner 
Affiliation Agreement”). 


 
By entering into this Trademark Agreement, Partner Affiliate agrees to all of the following terms 


and conditions if it uses MGMA’s trademarks (as defined herein). 
 


(a) Grant of License. Subject to the terms and conditions of this  Trademark Agreement, the 
State Partner Affiliation Agreement, MGMA’s Intellectual Property Policy and any other brand guidelines 
that MGMA adopts from time to time, MGMA hereby grants to Partner Affiliate and Partner Affiliate 
hereby accepts a non-exclusive, non-transferable, limited license (without the right to sublicense) to use 
the MGMA and MEDICAL GROUP MANAGEMENT ASSOCIATION trademarks (“MGMA 
Trademarks”) in conjunction with Partner Affiliate’s own Partner Affiliate logo and trademark . Partner 
Affiliate may use the MGMA Trademarks only in connection with Partner Affiliate’s medical group 
practice management professional association that is Partner Affiliated with MGMA to designate Partner 
Affiliate as a State Partner Affiliate and only in compliance with MGMA’s quality standards and usage guidelines. 
Partner Affiliate may not use the MGMA Trademarks for any other purpose or in any other manner without 
MGMA’s prior written consent. 


 
(b) Standards of Quality. MGMA may periodically amend its: (i) Intellectual Property 


Policy; (ii) standards of quality for the goods and services offered by Partner Affiliate in association with 
the MGMA Trademarks; and (iii) its mandatory usage guidelines relating to acceptable uses of the 
MGMA Trademarks. Partner Affiliate agrees to meet all of MGMA’s standards of quality and mandatory 
usage guidelines. 


 
 


(c) Inspection & Approval. Upon request, Partner Affiliate shall submit representative 
samples or detailed descriptions to MGMA of all labels, advertisements, web sites and promotional 
materials bearing the MGMA Trademarks (“Specimens”) and shall, at its sole cost and expense, make 
any such changes to the Specimens directed by MGMA and/or cease using the MGMA Trademarks in 
connection with any goods, services or Specimens that do not meet MGMA’s standards of quality. 
MGMA shall be the sole judge of whether Partner Affiliate has met or is meeting MGMA’s standards of 
quality and/or mandatory usage guidelines. If MGMA believes that Partner Affiliate is not in compliance, 
MGMA may demand that Partner Affiliate cease use of the MGMA Trademarks, and Partner Affiliate 
will immediately cease all use of the MGMA Trademarks. 


 
 


(d) Compliance with Applicable Laws. Partner Affiliate is solely responsible for the 
compliance with all applicable laws and regulatory standards regarding the operation of its business and 
the use of the MGMA Trademarks. MGMA’s approval of Partner Affiliate’s materials or logos in no 
way affects, alters, diminishes or waives Partner Affiliate’s obligations hereunder or under Partner 
Affiliate’s obligation to indemnify MGMA as set forth herein below. 


 
 


(e) Limitations. Partner Affiliate shall not: (i) use or permit others to use the MGMA 
Trademarks in any manner that may dilute or adversely affect the value and distinctiveness of the MGMA 
Trademarks; (ii) use or take any action that may associate the MGMA Trademarks with any illegal, 
offensive, obscene, immoral, or improper purpose or action; (iii) do anything inconsistent with MGMA’s 
intellectual property rights in the MGMA Trademarks; (iv) use any MGMA Trademarks to directly compete 
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with MGMA without MGMA’s written permission; or (v) use or permit others to use the MGMA 
Trademarks except as expressly permitted herein. 


 
 


(f) Ownership of Marks. MGMA expressly reserves the sole and exclusive ownership of 
the MGMA Trademarks and all rights relating thereto. Partner Affiliate hereby acknowledges that MGMA 
is the sole and exclusive owner of the MGMA Trademarks and agrees not to challenge at any time, directly 
or indirectly, the rights of MGMA thereto or the validity or distinctiveness thereof. Partner Affiliate further 
agrees not do any act that will prejudice, affect, impair or destroy the title and interest of MGMA in and 
to the MGMA Trademarks. Use of the MGMA Trademarks by Partner Affiliate under this Trademark 
Agreement, and all goodwill related thereto, shall inure to the benefit of MGMA. Partner Affiliate will not 
seek to register, either at the federal or state level, any of its own trademarks incorporating the MGMA 
Trademarks without first obtaining MGMA’s express written authorization. 


 
(g) Confidentiality. Partner Affiliate shall: (i) hold this Trademark Agreement, all technical 


specifications for the use of the MGMA Trademarks provided by MGMA, and other information that 
MGMA designates (either orally or in writing) as confidential or proprietary (collectively “Confidential 
Information”) in strict confidence; (ii) not use any Confidential Information except in carrying out its 
relationship with MGMA; (iii) restrict disclosure of the Confidential Information to Partner Affiliate’s 
employees and representatives with a need to know (and advise such employees and representatives of the 
obligations assumed herein); and (iv) not disclose the Confidential Information to any other third party 
without MGMA’s prior written approval. If Partner Affiliate is required to disclose any of MGMA’s 
Confidential Information in response to legal process, Partner Affiliate shall provide MGMA with advance 
notice of the subpoena or other legal compulsion prior to disclosing the information to allow MGMA to 
seek relief from disclosure. 


 
(h) Similar Marks. Other than its use of the MGMA Trademarks, Partner Affiliate agrees 


not to use, at any time, any trademark, trade name or other designation which is confusingly similar to 
the MGMA Trademarks and agrees to promptly notify MGMA of any similar uses by third parties. 


 
(i) Termination.  In the event the State Partner Affiliation Agreement is terminated for any 


reason, this Trademark Agreement shall terminate and the Partner Affiliate shall immediately cease all use 
of the MGMA Trademarks, defined below. 


 
(j) Notice of Infringement. If Partner Affiliate knows that any person, firm or corporation is 


infringing the MGMA Trademarks, Partner Affiliate will promptly notify MGMA and cooperate fully with 
MGMA in the defense and protection of the MGMA Trademarks. MGMA reserves the right to protect 
and/or defend, at its own expense, all suits involving the MGMA Trademarks and the protection thereof. 
Partner Affiliate shall have no right to prosecute or defend the MGMA Trademarks if MGMA chooses not 
to do so. 


 
(k) WARRANTIES 


 
a. MGMA GIVES NO WARRANTY, WHETHER STATUTORY, EXPRESS, OR 


IMPLIED, WITH RESPECT TO THE MGMA TRADEMARKS, INCLUDING 
WITHOUT LIMITATION, NON-INFRINGEMENT OR IMPLIED WARRANTIES 
OF MERCHANTABILITY AND FITNESS FOR A PARTICULAR PURPOSE. IN 
NO EVENT SHALL MGMA BE LIABLE TO PARTNER AFFILIATE FOR LOSS 
OF PROFITS, LOST BUSINESS OPPORTUNITY, LOSS OF DATA, 
INTERRUPTION OF BUSINESS, COST OF PROCUREMENT OF SUBSTITUTE 
GOODS AND SERVICES, OR FOR ANY SPECIAL, INDIRECT, 
CONSEQUENTIAL, EXEMPLARY, OR INCIDENTAL DAMAGES ARISING 
OUT OF OR RELATED TO THIS TRADEMARK AGREEMENT, HOWEVER 
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CAUSED, AND WHETHER ARISING UNDER CONTRACT, TORT 
(INCLUDING NEGLIGENCE), OR ANY OTHER THEORY OF LIABILITY, 
EVEN IF MGMA HAS BEEN ADVISED OF THE POSSIBILITY OF SUCH 
DAMAGES. 


 
b. Partner Affiliate hereby warrants that any goods and services provided by it in 


connection with the MGMA Trademarks shall be of good quality, free of defects in 
design, materials, workmanship and shall comply with all applicable laws, safety 
standards, and MGMA’s quality standards. Partner Affiliate agrees to indemnify, 
defend, and hold harmless MGMA, its agents, officers, directors and employees from 
and against any and all loss and expense arising out of Partner Affiliate’s breach of 
this Trademark Agreement or any of Partner Affiliate’s warranties contained herein. 


 
 


(l) Injunctive Relief. Partner Affiliate acknowledges that any breach of the trademark or 
confidentiality obligations herein will reduce the value of the MGMA Trademarks and/or MGMA’s 
Confidential Information. Partner Affiliate further acknowledges that it would be difficult to accurately 
measure damages and injury to MGMA from any such breach by Partner Affiliate or its agents and that 
damages alone would not be an adequate remedy. Accordingly, in addition to any other rights it may have 
at law or in equity, MGMA shall be entitled to injunctive relief if Partner Affiliate or its agents breach any 
of the trademark or confidentiality provisions of this Trademark Agreement. Partner Affiliate hereby 
expressly waives: (i) the defense that a remedy in damages will be adequate; (ii) any bond requirement in 
an action for injunctive relief; and (iii) any requirement to show actual damages in an action for injunctive 
relief. 
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SCHEDULE B – PARTNER AFFILIATE BENEFITS  
 


• Make available to Partner Affiliate certain MGMA developed content supporting MGMA’s Mission.  


• MGMA offered training and development opportunities for Partner Affiliate’s leadership, including 
opportunities for MGMA State Partner Affiliate networking. 


• Offering of ACMPE credit for appropriate subject matter at Partner Affiliate’s State Conferences 
or other eligible state events, facilitated by MGMA. 


• Complementary membership in MGMA for Partner Affiliate’s staff member. 


• Permission to republish (subject to approved attribution) up to two articles from MGMA 
publications per quarter. 


• Permission to post the Washington Connection behind the member wall on its website and/or to forward 
Washington Connection to Partner Affiliate’s members by email. 


• Upon request by Partner Affiliate, a “traveling bookstore” (including a supply of bestselling books) for 
Partner Affiliate’s state conference, and MGMA will bear roundtrip shipping expense for one event per 
year. 


• Upon request by Partner Affiliate, MGMA will provide MGMA staff speakers (subject to availability) at 
Partner Affiliate’s state conferences. Partner Affiliate will be responsible for payment of the speaker’s 
travel expenses.  


• Upon request and subject to availability, MGMA will make available, on a mutually agreeable schedule 
and cost, virtual or pre-recorded programs on topics of interest for Partner Affiliate to use at their State 
Conference or other state event. 
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SCHEDULE- C PARTNER AFFILIATE CORE BENEFIT REQUIREMENTS 
 


Benefit Details Counts Toward Core Benefit 


Interactive education Total of at least 12 continuing education 
hours annually 


• Conferences, annual, legislative, payer, 
technology 


• Lunch & Learns 
• Traveling roadshows 
• Streaming conferences 
• Live webinars 
• May include state’s local chapter(s) face- 


to-face programming, if local has formal 
business agreement with the state and 
program covers an area of the Body of 
Knowledge 


Digital educational 
resources 


Provide members with at least one digital 
resource each month 


• Recorded or on-demand webinars 
• Podcasts 
• Videos 
• Newsletters 
• Letter from president 
• Polls 
• Links to additional educational resources 


Online networking Formal networking vehicle provided for 
members 


• Chat room 
• List-serv 
• Member community 
• LinkedIn community 
• Facebook 
• Twitter 


Job Postings Some mechanism for job opportunity 
postings or announcements 


• Job board 
• Career center 
• Regular email 
• Included in newsletter 


Website • Follows MGMA brand requirements 
• Includes membership exclusive area 


 


Regulatory/Legislative 
Advocacy 


At least one quarterly 
regulatory/legislative update of national 
and/or state issues and activities 


• Washington Update presentation at state 
conference 


• Washington Connection e-newsletter 
• Regular report from legislative liaison 
• Partner with state medical society 


government affairs for local updates 
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FAQs |State Strategy  
  
 
 
V3, October 17, 2023 
 


State Strategy and Options 
 
Why is MGMA moving from 
affiliates to partners and 
chapter model? 


As a membership-driven organization, we are always evaluating how we can 
provide more value to both our state organizations and our members. 
 
We have been working on an enterprise-wide strategy to create better 
alignment with our MGMA State Affiliates and provide a model that will drive 
greater collaboration, support and value to members at both the national and 
state levels. 
 
The goal is to rethink and redefine the Na�onal/State rela�onship so each can 
leverage their strengths, maximize their resources, and beter posi�on 
themselves to demonstrate a unique and compelling value proposi�on to 
members. By moving to a partner affiliate and chapter model, we believe this 
approach will benefit you, your members and MGMA. This is an opportunity to 
create stability and improve the quality of the services you provide to your 
members. 
 


What is the reason for this 
change? 


As a membership-driven organization, we are always evaluating how we can 
provide more value to both our state organizations and our members. 
 
Over the past several years, states that have been struggling did not no�fy 
MGMA un�l they were too close to dissolving. As a result, we’ve seen several 
states fail and members displaced. 
 
We’ve also had several states reach out to us and ask for greater support, which 
we could not provide under the current affiliate models. MGMA designed KPIs 
to collect data and apply na�onal benchmarks in the areas of financial and 
membership management, as these are the core areas of success and viability 
for associa�ons. 
 
We then began working on an enterprise-wide strategy to create beter 
alignment with our MGMA State Affiliates and provide a new op�on that will 
drive greater collabora�on, support and value to members at both the na�onal 
and state levels. 
 
The goal was to rethink and redefine the Na�onal/State rela�onship so each can 
leverage their strengths, maximize their resources, and beter posi�on 
themselves to demonstrate a unique and compelling value proposi�on to 
members. By moving to a partner affiliate and chapter model, we believe this 
approach will benefit you, your members and MGMA. This is an opportunity to 
create stability and improve the quality of the services you provide to your 
members. 
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How will this impact 
members? 
 


This change will create a beter experience for members. Our members are the 
heart of MGMA — and the founda�on of the healthcare industry. By moving to 
a partner affiliate and chapter model, we will con�nue to grow a coali�on of 
leaders who are confidently advancing the prac�ce of medicine across the 
country with access to the best resources at the na�onal and local levels. 
 


What is a chapter? The chapter model allows state organizations to become a subsidiary of MGMA. 
While state volunteers will continue to play key roles in governance, 
membership, content/benefits and conferences, the administrative and 
financial responsibilities will be assumed by MGMA and resourced directly or 
through outsourced association management. We don’t expect every state 
organization to pursue this direction, but some organizations that have been 
facing challenges may find this model gives them the resources and support 
they need to become successful.  


What will be different about 
the new Partner Affiliate 
Agreement? Why is the 
current State Affiliate 
Agreement no longer being 
offered as an op�on? 
 


The revised Partner Affiliate Agreement will look similar to our current Partner 
Affiliate Agreement with some important dis�nc�ons. As you know, the Partner 
Affiliate Agreement requires a dual membership product offering for individual 
membership. This new partner affiliate agreement will include the exis�ng dual 
op�on for individual membership (IM), and the addi�on of a dual organiza�onal 
membership (OM) op�on. This dual OM offering has been requested by many of 
our state affiliates and we are excited to roll this out as a component of the new 
strategy. Members will s�ll have the op�on of selec�ng a Na�onal-only or State-
only membership product.  
 
When the Partner Affiliate Agreement was originally created, the major 
difference from the State Affiliate Agreement was the inclusion of the Dual 
Membership product. Although a pilot involving six states had proven 
successful, many states were hesitant to embrace Dual Membership. As a result, 
MGMA allowed states to par�cipate in either the Affiliate or Partner Affiliate 
agreement. Currently, nineteen (19) states have elected the Partner Affiliate 
Agreement and successfully par�cipate in dual membership. The goal now is to 
provide consistent membership product op�ons in all states so that all members 
have access to a membership that works best for them and the op�on to receive 
the best local and na�onal value and resources. 
 


How does dual membership 
work under the partner 
affiliate agreement? 


All states will be required to offer dual membership (member of both national 
and state) in addition to state-only membership. National members may also 
elect to remain as national-only. The Partner Affiliate Agreement will also 
include a new Dual Organizational Membership product in addition to Dual 
Individual Membership. 
 


What is the enrollment 
process and financial model 
for Dual Individual 
Membership? 


Dual individual members enroll through the national MGMA website and pay a 
single dues amount based upon a discounted state dues rate and discounted 
national dues rate (12.5% discount each). States will also provide a Dual 
Membership landing page on their website with a link to the national MGMA 
Dual Membership landing page. MGMA will collect and distribute back to the 
state their share of the dues via EFT. States will be notified of each new/renew 
dual member in their state so they can onboard and engage that member in the 
same way they handle all their other state members. 
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Will there be costs to a state 
for elec�ng either the 
Partner Affiliate or Chapter 
op�on? 
 


No, there will not be a cost to the state for elec�ng either model other than a 
percentage of the Dual Organiza�onal Membership dues allocated to the state 
to cover administra�ve costs associated with the sales process. 
 


What benefit(s) does 
Na�onal MGMA feel the 
states have with an MGMA 
partnership? 
 


One of the main benefits is the na�onal recogni�on of the MGMA brand as a 
leader in the industry and the primary associa�on suppor�ng the business of 
medical prac�ce management. 
 
Through a more closely aligned partnership, each can leverage their strengths, 
maximize their resources, and beter posi�on themselves to demonstrate a 
unique and compelling value proposi�on to members. By moving to a partner 
affiliate and chapter model, we believe this approach will benefit you, your 
members and MGMA. This is an opportunity to create stability and improve the 
quality of the services you provide to your members. 
 


MGMA States each have 
differing dues structures. 
How will this work for 
Individual Membership? 
 


Both MGMA and the MGMA State will take a 12.5% discount on dues and that is 
the amount charged. The MGMA State can choose to take more of a discount, 
for example, GA MGMA charges $1 over national dues for a dual membership 
(Slogan: MGMA is $399 and for a dollar more you can have both National and 
State Membership!) 
 


We would like to request at 
least a one-year due 
diligence period to resolve 
any ques�ons in the new 
agreement, hold an in-
person membership 
mee�ng to discuss and 
share the impact, and also 
to have sufficient �me to 
determine a route forward 
with pre-exis�ng long-term 
commitments for future 
state conference and 
mee�ng spaces. 
 


Due to the tenuous posi�on of several of our state organiza�ons, MGMA feels it 
is important to move forward with the new models quickly. The only change in 
moving from the Affiliate to the Partner Affiliate Agreement is the addi�on of 
the Dual Membership products. As states will con�nue to be able to offer state-
only membership, this should not have an impact on current members, other 
than to offer access to na�onal and state membership through a single 
enrollment process. Regional conference par�cipa�on for Partner Affiliates will 
be op�onal so as not to interfere with exis�ng contracts or commitments. 
However, if a state is interested in par�cipa�ng in regional conferences, the 
na�onal M&C staff would work with the state in nego�a�ng out of an exis�ng 
contract. 
 


Is there a longer-term plan 
to move all Chapters to the 
“State Chapter” model? If 
yes, what is that �meframe? 
 


No, there is not a long-term plan to move all states to the chapter model. 
 


Does MGMA have a 
preference in which model a 
state elects? 
 


No. The purpose of two op�ons is to give a state the opportunity to select the 
model that will best serve the state associa�on and its members. However, if a 
state is “at risk” based on the KPI benchmarks, MGMA will work with the state in 
transi�oning to the chapter model. The goal behind the introduc�on of a 
chapter op�on is to offer a model that provides greater resources and support 
than can be provided through an affiliate rela�onship. The most significant 
advantage of the chapter op�on is that MGMA assumes financial responsibility 
for the state associa�on. This allows state leadership to focus on membership 
growth and reten�on, member benefits and educa�on. 
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What happens if a state 
refuses to sign the new 
Partner Affiliate Agreement 
or the Board of Directors 
and/or membership does 
not approve amending the 
bylaws to transi�on to a 
Chapter? 
 


We recognize that these changes may be unexpected and concerning at first, 
but please understand that we have evaluated them and their impact on both 
state organiza�ons and members. Our goal is that the terms of this new 
agreement will be beneficial to you, your members and MGMA. Even if your 
state organiza�on is performing well, we know that we cannot be complacent 
and must con�nue to innovate. As a result, we have developed a new Partner 
Affiliate Agreement that will go into effect on Jan. 1, 2024.Each state 
organiza�on must sign the new Partner Affiliate Agreement to maintain its 
affilia�on with MGMA. 
 


Will MGMA bear the 
financial responsibility for 
general opera�on expenses 
for a struggling affiliate? 
 


MGMA will only bear financial responsibility for chapter expenses. 
 


Will the move from the 
current State Affiliate 
Agreement to the Partner 
Affiliate Agreement have an 
impact on state roles and 
responsibili�es? (i.e., is 
Na�onal MGMA going to be 
taking over our 
responsibili�es when it 
comes to membership, 
conferences, mee�ngs, 
accoun�ng, etc.?) 
 


The main change for states moving from Affiliate to Partner Affiliate in 2024 will 
be the requirement to offer a dual membership op�on for its members. Partner 
Affiliates will also be given the opportunity to par�cipate in a new Regional 
Conference strategy. All other state responsibili�es will remain unchanged. 


 


Who will MGMA be 
contrac�ng with to manage 
the states selec�ng the 
chapter op�on? Will exis�ng 
state staff or associa�on 
management companies be 
included as op�ons in the 
state chapter model? 
 


MGMA will not bring chapter associa�on management responsibili�es in-house. 
We know there are so many excellent state staff and management organiza�ons 
that do an incredible job managing their states and know our industry well and 
we plan to start there first. It will not be one organiza�on or person, as there 
will be several chapters needing management support. We are just star�ng the 
work to define the delegated associa�on management responsibili�es and 
contrac�ng processes. MGMA will be the contrac�ng organiza�on with the 
outsourced associa�on management staff on behalf of the chapters; however, 
the state leadership will maintain an ac�ve role. 
 


Who selects the chapter 
associa�on management 
company? Will there be a 
Request for Proposals (RFP) 
process? Will state 
leadership be involved in 
the selec�on process? 
 


There will be an RFP and MGMA will hold the contract with the management 
company. MGMA will work with the leaders of state associa�ons moving to the 
chapter model to iden�fy and select associa�on management support during 
and a�er the transi�on. This may include the op�on of contrac�ng with the 
state’s current associa�on management company or staff. 


Can you share the data 
illustra�ng the impact of the 
administra�ve management 
support MGMA has 
provided to Illinois MGMA? 


Na�onal MGMA became the Associa�on Management company for Illinois 
MGMA in February 2022 at the request of the ILMGMA Board of Directors. At 
the �me of the change, ILMGMA was in a cri�cal financial situa�on and needed 
 assistance. With the help of Na�onal MGMA staff and a very engaged and 
committed Board of Directors, ILMGMA has increased net income by 180%, 
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 grew membership by 13.5% and con�nued to offer state specific educa�on with 
nearly 400 atendees throughout the year. Addi�onally, ILMGMA’s online 
presences via LinkedIn increased by 66%. 
 


KPIs 
 
Are these benchmarks 
based on healthcare 
associa�ons? Was a non-
profit associa�on part of the 
criteria? 
 
 


These benchmarks are not based solely on healthcare associa�ons because, as 
with the MGMA data surveys, if you drill down too far, the “N” would have been 
too small, and the results would not have been helpful. 
 
Yes, the benchmarks were specific to non-profit associa�ons. 
 


Can you outline the total 
number or percentage of 
state affiliate chapters that 
landed in each color for the 
overall score? Can you 
outline the total number or 
percentage of state affiliate 
chapters who landed with a 
yellow or red score for their 
Membership/Reten�on KPI? 
 
 


In respect to each state affiliate that has provided confiden�al financial 
informa�on to us, we will not be sharing the number of states in each category. 
However, there were mul�ple states represented in each color category (green, 
yellow, red). Most states are in the overall yellow ra�ng, with a smaller, almost 
equal number of states in the red and green overall ra�ngs. 
 
The formula used for calcula�ng Membership Reten�on was: 
Total Ac�ve Members for 2022 minus Total New Ac�ve Members in 2022, 
divided by Total Ac�ve Members in 2021. 


What are the op�ons for a 
state that received an 
overall “red” score on their 
2022 KPI Benchmarking 
Report? 
 


We have had conversa�ons directly and are working individually with states who 
are in this category. Their individual Board of Directors are making a decision on 
next steps based on the informa�on provided during the mee�ngs. 
 
Any red organiza�on may begin transi�on work to become a state chapter (that 
takes effect Jan. 1, 2024, or on a date to be determined collabora�vely by 
MGMA and the state organiza�on) or red organiza�ons can elect the right to 
cure opportunity and will have un�l the end of 2023 to improve overall 
performance to a yellow or green status. If a state organiza�on is unable to 
improve to yellow or green by year end, transi�on planning to the chapter 
model will be ini�ated. An individualized transi�on plan with corresponding 
�meline will be developed for each state moving to the chapter model. 
 
Any green/yellow organiza�on can elect to sign the new Partner Affiliate 
Agreement (that takes effect on Jan. 1, 2024) or also elect to move to the 
chapter model. 
 
 


Will we receive informa�on 
on other states’ benchmarks 
to compare them to our 
benchmarks? 
 


At this �me, we are being sensi�ve to states that required an NDA to share their 
financial informa�on with us or requested we do not share their financial 
informa�on. That being said, we are exploring how we might best share 
compara�ve data for the MGMA State Affiliates that will not reveal any 
indicators of the specific state informa�on. 
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Timeline and Transi�on 
 
What is the �meline for 
implementa�on of the new 
Partner Affiliate Agreement? 
 
 


The current Affiliate and Partner Affiliate Agreements will not be renewed; 
therefore, the new Partner Affiliate Agreement must be signed by January 1, 
2024. 
 


If a state has the op�on to 
sign the new Partner 
Affiliate Agreement, why 
does it need to be signed by 
January 1, 2024? 
 


The major change in the new Partner Affiliate Agreement is the addi�on of the 
Dual Organiza�onal Membership product. MGMA currently has over 900 
Organiza�onal Members. The biggest membership renewal month is January 
and the sales process for Organiza�onal Membership renewals begins 90 days 
prior to the renewal date. Therefore, renewal discussions with current na�onal 
Organiza�onal Members will begin in October 2023. The earlier a Partner 
Affiliate state signs the new agreement, the sooner the na�onal sales team can 
include that state in renewal discussions for an upsell opportunity to Dual 
Organiza�onal Membership. The goal was to be able to offer the Dual 
Organiza�onal Membership opportunity to as many new and renewal 
organiza�ons as possible knowing the volume of accounts that purchase a new 
OM or renew in January.  
 


What is the timeline for 
transition to a chapter? 
 


There will be an ongoing transi�on period dependent on whether a red state 
has elected the right to cure period as well as each state’s bylaws, contracts, etc. 
This transi�on will begin on January 1, 2024, unless a state requests to start the 
transi�on process sooner. There is no expecta�on that any state would be 
completely transi�oned to state chapter by that date. All states transi�oning to 
chapter will sign an interim Partner Affiliate Agreement that will be terminated 
upon comple�on of the transi�on process to chapter. 
 
If a red state is unable to increase their scores on the KPI to at least a yellow 
ra�ng by Dec. 31, 2023, MGMA will move forward with transi�oning the state to 
a chapter. 
 


Will the move from the 
current Affiliate Agreement 
to the Partner Affiliate 
Agreement have an impact 
on state roles and 
responsibili�es, i.e., is 
na�onal MGMA going to be 
taking over our 
responsibili�es when it 
comes to membership, 
conferences, mee�ngs, etc.? 
 
 


The main change for states moving from Affiliate to Partner Affiliate in 2024 will 
be the requirement to offer a dual membership op�on for its members. Partner 
Affiliates will also be given the opportunity to par�cipate in a new Regional 
Conference strategy. All other state responsibili�es will remain unchanged. 
 


When will the new Partner 
Affiliate Agreement be 
available to review?  
 
 


The first dra� of the new Partner Affiliate Agreement was distributed to states 
on July 28, 2023.  
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Under the state Partner 
Affiliate Agreement, are 
there any required changes 
to governance? 
 


No. 


If a state is in the “green” 
category, can they have 
extra �me before 
implemen�ng the new 
Partner Affiliate agreement 
due to contracts already 
signed for varying ac�vi�es? 
 


There are not any changes to the Partner Affiliate agreement that would impact 
state contracts already in place. 
 


What support is MGMA 
offering to help my “red” 
organiza�on get on track in 
the next 6 months?  
 
If I am part of a “red” 
organiza�on, what are my 
op�ons?  
 


At the request of a state, MGMA will work with them to develop an 
individualized six-month transition plan. However, all red organizations that do 
not improve to yellow or green by Dec. 31, 2023 must begin the transition 
planning to become state chapters. 


Chapter and Partner Affiliate Transi�on 
 
What is the legal process for 
transitioning a state affiliate 
to a chapter?  
 


Becoming a State Chapter will require amendments to the Articles of 
Incorporation and Bylaws. Depending upon the structure of the current state 
Bylaws, amendments may require a vote by the Board of Directors and/or the 
membership. MGMA legal counsel has developed an outline of the baseline 
procedures for transition to a chapter and will also develop a customized 
transition plan and timeline for each state transitioning to a chapter. 
 


If a state chooses to become 
a chapter, will MGMA cover 
the legal costs involved with 
changing the Bylaws? 
 


Yes, MGMA is covering the legal and applicable accoun�ng/finance costs 
associated with the chapter transi�on process. 
 


What will happen if a state 
cannot sign the new Partner 
Affiliate Agreement by the 
Jan. 1, 2024 date due to 
�ming of state mee�ngs and 
these changes require 
changes to the Bylaws? 
 


The new Partner Affiliate Agreement does not require a change to state Bylaws. 
The new agreement will need to be signed by Jan. 1, 2024 to con�nue as an 
MGMA affiliated associa�on. There will not be a Chapter Agreement and we 
understand that this transi�on will involve an amendment to the Bylaws and 
require a vote of either the Board of Directors or the members. We will work 
with each state moving to a chapter model to develop an individualized 
transi�on plan and corresponding �meline based on state bylaws requirements. 
States moving to the chapter model will need to execute an interim Partner 
Affiliate agreement by Jan. 1, 2024 which will be terminated when the chapter 
transi�on process is complete. 
 


What happens if a state 
refuses to sign the new 
Partner Affiliate Agreement 
or the Board of Directors 
and/or membership does 


The current Affiliate and Partner Affiliate Agreements are not being renewed. If 
a state has not signed the new Partner Affiliate Agreement and/or elected to 
move to a Chapter model by Dec. 31, 2023, there will be no contractual 
rela�onship between MGMA and the state effec�ve Jan. 1, 2024. This includes 
the Trademark and Licensing Agreement. 
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not approve amending the 
Bylaws to transi�on to 
Chapter? 
 


 
Obliga�ons Upon Termina�on. In the event of termina�on of this Agreement for 
any reason, all licenses granted hereunder shall cease immediately and each 
party shall promptly remove any hypertext link from its website to the other 
party’s website. Partner Affiliate agrees that it will promptly cease all use of the 
MGMA Names, the MGMA Partner Affiliate Logo and the List Exchange and will 
promptly change its name to remove all references to “MGMA or “Medical 
Group Management Associa�on.” Partner Affiliate shall, at MGMA’s stated 
op�on, deliver to MGMA or destroy all records or copies of the List Exchange 
and all promo�onal or other materials then in its possession or control using or 
displaying the MGMA Name and logos or such other names or marks which 
imply an affilia�on between Partner Affiliate and MGMA and shall promptly 
cease represen�ng itself as a Partner Affiliate of MGMA. 
 


If MGMA decides not to sign 
the new Partner Affiliate 
Agreement or approve 
transi�on to a Chapter, will 
MGMA start and support a 
new state MGMA chapter 
subsidiary on their own? 
 


Yes, if it is determined that maintaining a local MGMA presence is in the best 
interest of the members who joined an MGMA-affiliated state associa�on. 
 


How will the chapters be 
governed? What level of 
autonomy will state 
chapters have with financial 
maters, such as decisions 
around costs, making 
changes to dues amounts, 
etc.? 
 


There will con�nue to be state leadership that will work with MGMA on 
governing the state chapters. The details are in process and will be presented 
during the “Governance” Town Hall mee�ng if not before. 
 


Is a change to Chapter status 
permanent? 
 


Due to the legal and financial complexi�es associated with transi�oning to a 
chapter, the state chapter status will be permanent. 
 


Who will MGMA be 
contrac�ng with to manage 
the states selec�ng the 
chapter op�on? Will exis�ng 
state staff or associa�on 
management companies be 
included as op�ons in the 
state chapter model? 
 


MGMA will not bring chapter associa�on responsibili�es in-house. We know 
there are so many excellent state staff and management organiza�ons that do 
an incredible job managing their states and know our industry well and we plan 
to start there first. It will not be one organiza�on or person, as there will be 
several chapters needing management support. We are just star�ng the work to 
define the delegated associa�on management responsibili�es and contrac�ng 
processes. MGMA will be the contrac�ng organiza�on with the outsourced 
associa�on management staff on behalf of the chapters; however, the state 
leadership will maintain an ac�ve role. MGMA will conduct an RFP process, and 
MGMA will hold the contract with the associa�on management. 
 


Will there be total 
transparency in finances 
between the na�onal and 
state chapters? What will 
that process look like? 
 


Financial management processes are currently being developed. MGMA will 
work closely with the designated state associa�on management for chapters to 
determine the best processes for financial management responsibili�es and 
sharing of financial informa�on. 
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If MGMA is bearing the 
financial responsibility in 
the Chapter model, how will 
revenue be shared in that 
model? 
 
 


Each Chapter will have its own budget and both revenue and expenses will be 
allocated to that budget. 
 


With MGMA assuming fiscal 
responsibility for state 
chapters, does that mean 
they will be covering 
management services 
expenses for those states? 
 
 


Yes, MGMA will be financially responsible for all state chapter expenses, 
including associa�on management expenses. MGMA will contract with 
associa�on management staff/companies to support each state chapter and 
management expenses will be incorporated into the chapter budget. 


As a Partner Affiliate, who 
handles membership 
renewals and invoicing for 
state-only memberships? 
 
 


The state Partner Affiliate (or their associa�on management staff) will con�nue 
to handle state-only new membership enrollment, renewals, invoicing and dues 
collec�on. 
 


Will we receive informa�on 
on other state’s benchmarks 
to compare them to our 
benchmarks? 
 


At this �me, we are being sensi�ve to states that had required an NDA to share 
financial informa�on or requested that we not share their financial informa�on. 
That being said, we are exploring how we might best share compara�ve data for 
the MGMA State Affiliates that will not reveal any indicators of the specific state 
informa�on. 
 


What will happen to our 
staff/vendors if we choose 
to become a chapter? 
 
 


If you choose to become a chapter, all administra�ve and financial 
responsibili�es will be handled by na�onal MGMA moving forward. 


What about if we opt to be a 
Partner Affiliate instead? 
 
 


If your state is a Partner Affiliate, the state will con�nue to be responsible for 
handling the financial and administra�ve du�es of the organiza�on. 
 


Why weren’t state leaders 
and/or state staff included 
in the development of the 
new state strategy? 
 


MGMA’s concern for the health of the state organiza�ons, and commitment to 
preven�ng addi�onal state dissolu�ons or displacement of members required 
us to develop a model that provides help and support quickly. When MGMA 
previously included state MGMA par�cipa�on in the process of crea�ng the 
Partner Affiliate Agreement (including aligned membership categories, core 
benefits and dual membership), it took almost three years. We couldn’t risk 
wai�ng for several years before taking ac�on to assist MGMA States in jeopardy 
of closing. 
 


Will state leadership be 
involved in the selec�on 
process for their associa�on 
management companies 
(with the chapter op�on)? 
 
 


Na�onal MGMA will select the management company, there will be an RFP and 
MGMA will hold the contract for the management company. We will consider 
how a state chapter might play a part in the associa�on management selec�on 
process. 
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Dual Membership 
 
How does Dual Membership 
work under the Partner 
Affiliate Agreement? 
 


All states will be required to offer dual membership (member of both na�onal 
and state) in addi�on to state-only membership. Na�onal members may also 
elect na�onal-only membership. The Partner Affiliate Agreement will also 
include a new Dual Organiza�onal Membership product in addi�on to Dual 
Individual Membership. 
 


What is the enrollment 
process and financial model 
for Dual Individual 
Membership? 
 


Dual Individual members enroll through the na�onal MGMA website and pay a 
single dues amount based upon a discounted state dues rate and discounted 
na�onal dues rate (12.5% discount each). States also provide a Dual 
Membership landing page on their website with a link to the na�onal MGMA 
Dual Membership landing page. MGMA collects and distributes back to the state 
their share of the dues via EFT. States are no�fied of each new/renew dual 
member in their state so they can onboard and engage that member in the 
same way they handle all their other state members. 
 


What is the enrollment 
process and financial model 
for Dual Organiza�onal 
Membership? 
 


Dual Organiza�onal Membership will be sold by the na�onal MGMA sales team 
as an op�on for new Organiza�onal Members or as an upsell opportunity to 
exis�ng OMs during the renewal process. If a na�onal organiza�onal member 
elects to par�cipate in the Dual OM product, the sales team will complete the 
invoicing for both the na�onal and state dues. As with Dual Individual 
Membership, the state por�on of the dues revenue (less a 25% administra�ve 
fee) will be transmited to the state along with the list of individual members 
par�cipa�ng under the organiza�onal membership. The state will then be 
responsible for adding the individuals as state members and ini�a�ng the state’s 
onboarding and member engagement ac�vi�es. 
 
The complete financial model is atached for reference. 
 


In the State Affiliate model, 
if a member selects the 
state-only membership 
op�on, will there be a 
percentage of the dues that 
s�ll roll up to na�onal 
MGMA? If a member selects 
the na�onal-only op�on, 
will there be a percentage of 
dues that roll down to the 
state? 
 
 


There are no dues sharing for state-only or na�onal-only memberships. The 
state retains 100% of state-only dues and na�onal retains 100% of na�onal-only 
dues. 
 


Have all eighteen (18) states 
taking part in the Dual 
Membership program grown 
their membership at least 
enough to cover the cost of 
the discount? 
 


MGMA does not have visibility into state financials, so we are unable to model 
this. However, all par�cipa�ng states have enrolled Dual Members and overall, 
the reten�on rate for Dual members is higher than the na�onal only or state 
only reten�on rates for Ac�ve members. There have also been par�cipa�ng 
states that have discounted their state dues even more than the required 12.5% 
as they believe that greater membership growth will create more downstream 
revenue through conferences/events, affiliate memberships, etc. 
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What happens if an 
individual enrolls as a Dual 
Individual Member and does 
not meet the state 
defini�on of an 
Ac�ve/Regular member?  
 


The current state affilia�on agreements include the standard defini�on of an 
Ac�ve or Regular member. The na�onal defini�on of an Ac�ve member is 
somewhat broader, but in the 2 ½ years since Dual Individual Membership has 
been in effect, there have been very few instances of a new Dual member not 
mee�ng the state defini�on of an Ac�ve member. In the few instances that a 
new member has purchased Dual Membership and a state iden�fies that the 
member does not meet the state Ac�ve member criteria, there are processes in 
place to move the member to the na�onal-only membership and/or the 
appropriate state membership category. 
 
Na�onal organiza�onal memberships are categorized as either Provider 
Organiza�ons or Business Services Organiza�ons and are sold through different 
sales teams. Dual Organiza�onal Memberships will only be offered to Provider 
Organiza�ons and all individuals enrolled as members under the umbrella 
organiza�on must be added as members at the state level. 
 


Will Dual Membership just 
entail including a tab on the 
state website offering “Dual 
Membership” that leads 
directly to the MGMA 
na�onal website? 
 


Yes. States currently par�cipa�ng in Dual Individual Membership typically have a 
landing page on the state website (usually under the “Membership” tab) that 
describes the Dual Membership product offering and provides a direct link back 
to the na�onal MGMA Dual Membership enrollment page. 
 


If a state currently offers a 
“state only” Organiza�onal 
Membership, can they 
con�nue? If an organiza�on 
purchases a Dual OM 
through na�onal and has an 
exis�ng state-only 
organiza�onal membership, 
how will this be reconciled? 
Won’t the different 
membership op�ons 
confuse poten�al members? 
 


If a state has an exis�ng organiza�onal membership product, they can con�nue 
to offer the state-only op�on in addi�on to the na�onal Dual Organiza�onal 
Membership product. If a na�onal organiza�onal member purchases the dual 
product, we will work with the state to reconcile the two memberships. 
 
We have not seen the addi�on of a dual membership op�on create member 
confusion. The op�ons are very clearly delineated on the MGMA website 
(na�onal only versus dual). The growth of dual membership has proven that the 
op�on of purchasing na�onal and state membership through a single 
administra�ve process has been seen as a posi�ve addi�on. 
 


Dual Membership Ques�ons Added from Sept. Town Hall 
 
How will MGMA set the KPI 
calcula�on for state-only, 
dual, and na�onal-only 
members per the Partner 
Affiliate Agreement?  
 
 


MGMA will request reten�on numbers for state-only ac�ve individual and 
organiza�onal members (if applicable). Reten�on rates for new dual individual 
membership states and all dual organiza�onal members will not be measured in 
the 2024 state matrix as these dual members will all be new in 2024.  


How many members did 
those individual states lose 
as a result of increased cost 
of membership?  


We are unable to provide this informa�on as we did not receive detailed 
informa�on on state membership from the Partner Affiliates; however, states 
should not have experienced membership loss as a result of increased cost of 
(dual) membership as the ability to purchase state-only membership was s�ll 
available.  
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The MGMA Organiza�onal 
Membership is for 50 people 
at $2500. The state would 
receive the amount less 25%. 
How does MGMA think 
states can provide member 
benefits at $37.50 per 
person [knowing that we can 
collect more per person than 
MGMA?]  


The MGMA Dual Organizational Membership dues rate of $2500 per state 
covers “up to” 50 individuals. The assertion that states will only receive $37.50 
per member is assuming that every Dual Organizational Member will enroll 50 
individual members. Currently, the average number of individual members 
enrolled under a Tier 2 and above Organizational Membership is 22. This 
equates to dues of $113.64 per member less 25% or $85.23. This also does not 
consider the overall membership growth potential that a State Affiliate will 
receive from the Organizational Membership.  
 
MGMA is also offering Tier 1 Organizational Members (1-6 physician FTEs) the 
opportunity to add state membership at no additional cost. MGMA will allocate 
$200 in dues revenue to the state directly from the national OM dues. The 
average number of individuals enrolled in Tier 1 is 3 which equates to dues of 
$66.67.  
  
There are currently over 900 national Organizational Members. In developing 
this model, the MGMA Finance team completed an extensive analysis of current 
Organizational Members, total number of individual enrollees per account, 
distribution of enrollees across multiple states (if applicable) and average state 
dues for Active members. The goal was to develop a model that was not only a 
reasonable upsell to national Organizational Membership but also produce 
revenue and membership growth for the states. It does not make business 
sense for MGMA to develop a model for Dual Organizational Membership that 
is financially detrimental to either MGMA or the state associations. The growth 
opportunity is also not limited to membership but more members should drive 
revenue growth in many areas including conferences, affiliate memberships, 
sponsorships, local events, etc.     
 


Is there a discount offered 
for auto renewal under dual 
membership?  
 


There is not an additional discount for auto renewal under dual membership.  


The 12.5% discount is not 
specified in Sec�on 4a of the 
dra� agreement that 
Na�onal sent the States. Was 
this an oversight? Without 
including the specific 
discount amount it appears 
that Na�onal could increase 
that discount at their 
discre�on. 
 


The discount for dual membership has never been included in the Partner 
Affiliate Agreement. The 12.5% discount was mutually agreed upon by national 
and the states when the dual membership program was launched. It was also 
agreed that both national and the participating states would offer the same 
base discount amount which is also notably higher for the national dues. The 
rate is also not specified in the agreement as several states participating in dual 
membership chose to provide a greater discount than the agreed upon 
12.5%. Specifying the discount in the Partner Affiliate Agreement would prohibit 
states from making individual business decisions to provide a greater discount if 
they felt it was in the best interest of their state strategy.  


How do you define a 
Provider Organiza�on?  
 


An organization that provides direct patient care.  


What about Local 
Chapters? Nothing that I 
have seen has addressed 
how this affects our local 
chapters within our states.  


National MGMA does not specify requirements of how State Affiliates work 
with their local chapters as that varies from state to state. Because each state 
interacts with their locals in a different way, it is up to the individual states to 
address how or if dual members interact with local chapters.  
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How do you handle orgs who 
employ only NP or PA and 
contract for MD 
supervision?  
 


We don't see this scenario often and we will handle it on a case-by-case basis. 


Could you show us each of 
the org levels?  


 
 


If some of these goals were 
to assist those states with 
red or yellow KPIs, I'm not 
understanding how the dual 
membership funds being 
distributed are helpful at all.  


Dual membership products were not designed for the purpose of assis�ng states 
with red or yellow KPIs but to drive membership growth for all states and 
provide consistency in membership product offerings at the na�onal and state 
levels. Dual Individual Membership was implemented as a pilot in January 2020 
and included in the Partner Affiliate Agreement beginning in June 2021. It was 
introduced as an ini�a�ve to increase awareness of our state associa�ons and 
drive membership growth. It also provided members interested in both na�onal 
and state membership the ability to enroll through a single, simplified 
administra�ve process at a slightly discounted rate. Due to the successful 
implementa�on of the Dual Individual Membership product, many states 
requested the addi�on of a Dual Organiza�onal Membership product.  
 


The renewal process was just 
men�oned as a 
"conversa�on to begin...". 
What is the full process used 
by the "sales team" for state- 
only, dual, and na�onal-only 
memberships?  


Individual Membership – The renewal process begins 60 days prior to the 
annual renewal date with an email campaign. The email campaign runs a week 
a�er expira�on and has several reminders throughout the 60-day �meframe. 
Addi�onally, a leter is sent at the 30-day mark. Members that are current dual 
members receive specific informa�on about renewing as a dual member. 
Messaging is different for those that are not a dual member. We do promote 
and provide the op�on to join as a dual member, if applicable, to individuals 
who are not currently a dual member and have access to the dual membership 
product in their state. 
   
Organiza�onal Membership – Renewal for current organiza�onal members is 
handled through an account manager and begins 90 days prior to the renewal 
date. The MGMA account manager works closely with the primary account 
contact. Addi�onally, we have a series of emails that are sent throughout the 
90-day renewal window.  
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What sort of educa�on is 
being provided to the 
Na�onal Sales Team 
regarding state 
memberships?  
 


Martha Huckaby and Allison Gault will train the sales team on the benefits of 
our State associa�ons and the value of membership at both the na�onal and 
local levels. State specific benefit ques�ons will be sent to the state to answer as 
individual state benefits vary.  


Will MGMA be giving each 
state an idea of what the org. 
dual membership could 
poten�ally look like? 
 


If your state MGMA is interested in seeing the current Organiza�onal 
Membership numbers look like in your state, please contact 
membership@mgma.com.   


How many individual 
memberships are included in 
the Tier One Organiza�on 
Membership?  
 


We will limit the number of individual enrollees at the Tier 1 level to 10. 
Addi�onal enrollees will be $50.00 each. Currently, there are 155 Tier 1 
Organiza�onal Members and 90% of those have 10 or fewer members. The 
average number of individuals enrolled under these Tier 1 OMs is 3.  


Will business affiliates be 
offered similar membership 
offerings for State 
Membership?  
 


At this �me, we do not plan to offer dual membership to business affiliates.  


Do members have the 
op�on for na�onal-only 
memberships? State-only? 
Or is dual membership the 
only op�on for members 
going forward?  
 


Yes, members will con�nue to have the op�on to choose na�onal-only, state-
only or dual membership.  


Some/Many states ask for 
informa�on about the 
prac�ce during the 
applica�on process. Will 
MGMA ask these ques�ons, 
or will it be incumbent upon 
the state to get the missing 
informa�on? 
  


Na�onal MGMA asks for some of the same informa�on. We will review the 
informa�on provided to State Affiliates as a part of the process for dual 
membership.  


Conference Strategy 
 


 
 


What is the regional 
conference strategy? 


The Regional Conference strategy will provide all members with the opportunity 
to par�cipate in a combined na�onal and state conference in their area. MGMA 
will take on financial risk and partner with par�cipa�ng states on the content 
development. There will also be a revenue share opportunity with 
sponsors/exhibitors and registra�ons. Par�cipa�on in the regional conferences 
is op�onal for Partner Affiliate states. 
 
MGMA will con�nue to plan for our annual conference in the fall and the 
regional conferences will replace the exis�ng na�onal only Finance and 
Opera�ons conferences held in the spring. 
 
 



mailto:membership@mgma.com
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Do you have dates and 
loca�ons for 2024 regional 
conferences? Do you have 
dates and loca�ons beyond 
2024? 
 


In 2024, the historical MGMA Finance and Opera�ons conferences will convert 
to regional conferences with the op�on for state par�cipa�on, state/regional 
content and networking opportuni�es. The two 2024 regional conferences will 
be held in San Diego, CA from April 25-27, 2024 and in Chicago from May 30-
June 1, 2024. 
 
We an�cipate growing the number of events in 2025 and 2026 minimally. The 
idea is to host another event or two in each of the following years, depending 
on where states are struggling to reach atendance goals and partnering with 
those interested states to bring a regional event to their area to try and boost 
atendance and state revenues. Since it will be in part driven by state interest, 
there are no current plans for which loca�ons will be targeted at this point. 
 
 
 


Will states be able to 
con�nue offering their 
annual conferences per year 
or will they be replaced by 
the regional conferences? 
 


Par�cipa�on in regional conferences is op�onal for all Partner Affiliates. States 
moving into chapters will work with Na�onal MGMA and their management 
staff to determine an event strategy for 2024 and beyond to drive the greatest 
member benefit and organiza�onal revenue as possible. 
 


What if a state has already 
signed a venue contract for 
a 2024 conference in the 
same region as the planned 
na�onal/state regional 
conference? Can MGMA 
help nego�ate a contract 
cancella�on if we want to 
par�cipate in the regional 
conference? 
 


For any state wan�ng to be a par�cipant in one of the two 2024 events but with 
a previously nego�ated venue contract for their own event, Na�onal MGMA’s 
conference team will work with the State board and the hotel/event space to 
discuss poten�al rescheduling or other cancella�on terms. 
 


Are the regional conferences 
intended to compete against 
state conferences, take away 
poten�al registrants or 
remove state conferences 
altogether? 
 


MGMA has held two na�onal spring conferences every year with loca�ons 
varying from year to year. These are na�onal conferences focused on a specific 
topical area (I.e., Finance or Opera�ons). The goal of the regional conferences is 
to create collabora�ve na�onal/state conferences focused on both na�onal 
content AND state/regional content and networking. The regional conference 
model will also remove any downside financial risk for the par�cipa�ng states 
while incorpora�ng a revenue share model. Partner Affiliates are not required to 
par�cipate in the regional conferences and have the op�on of con�nuing to 
sponsor state-only conference(s). MGMA will con�nue to hold spring 
conferences; however, the model will be modified to incorporate value for states 
wishing to par�cipate. 
 


Who will be responsible for 
planning the regional 
conferences? If states 
par�cipate in the regional 
conferences, who will be 
responsible for logis�cs 
(venue selec�on, 
contrac�ng, onsite 


MGMA will create a planning team for each regional conference, and 
par�cipa�ng states will have representa�on on that planning team. In addi�on, 
each par�cipa�ng state will be asked for state-specific content, speakers, 
vendors recommenda�ons, and state specific networking events to ensure each 
par�cipa�ng state’s atendees get a significant state experience during the 
event. 
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execu�on, etc.), speaker 
selec�on and contrac�ng, 
conference theme and 
graphic design, marke�ng, 
etc.? 
 
What is the financial model 
(revenue and expense 
share) for states 
par�cipa�ng in the regional 
conferences? How will the 
states receive their revenue 
share? 
 


We es�mate there will be around 350-400 atendees at each regional 
conference. The registra�on rate would be between $700-$900. See atached 
descrip�on of the Regional Conference financial model. 


What are the registra�on 
fees for regional 
conferences? 


Standard registra�on fees for regional conferences will be the same as current 
na�onal MGMA spring conferences. HOWEVER, during the first year of a 
regional conference, there will be special discounts to bring the price more in 
line with tradi�onal state annual conference atendee registra�on fees. A�er the 
first year, the price an atendee pays will trend toward what standard 
registra�on fees are today. 
 
 


How will states be involved 
in development of the 
conference content 
(sessions/speakers) and 
networking events? 
 
 


State boards will iden�fy 1-3 sessions of content that will be related to the local 
industry concerns. Payer, legisla�ve, market condi�ons, etc. are examples of 
content that have localized nuances that should be addressed based on what 
state members and industry leaders need to understand. Local networking will 
also be fostered in either event specific spaces or in groups spaces but with 
designated state “meet up” venues. 
 
 


Who will be responsible for 
selling exhibits and 
sponsorships for the 
regional conferences? What 
is the process if states have 
established rela�onships 
with vendors who are 
interested in exhibi�ng at 
regional conferences? 
 


When a state opts to par�cipate in a regional conference, the Na�onal sales 
team will work with states to iden�fy the previously sold exhibit and sponsor 
packages and get those partners placed into regional conferences. We believe 
there is enough inventory to accommodate those vendors and new ones. There 
will inevitably be some state vendors that opt not to be part of the regional 
conference and likely some na�onal vendors that may choose to not par�cipate 
in the new model.  


Many state affiliates already 
partner with neighboring 
states to sponsor 
regional/mul�-state 
conferences. How will 
MGMA’s plan to offer 
regional conferences 
compete or compliment 
these conferences? 
 


In the instances we are aware of an exis�ng mul�-state conference, we do not 
plan to hold a regional conference that competes geographically. 
 


Will there be a regional 
conference offered as an 


It is unlikely there will ever be a regional conference in every region across the 
U.S in a single year. We an�cipate many states will con�nue to hold their 
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op�on in every region, every 
year? If not, how will states 
know if they should 
schedule a state conference 
in any given year? What will 
states do if there is not a 
regional conference in their 
area? 
 
 


successful conferences each year. Therefore, as states indicate to Na�onal when 
and where they would like to par�cipate in a regional conference, future plans 
will be made and communicated. The idea would be to plan in 24 to 36-month 
increments. 
 


Is MGMA moving away from 
a Na�onal Annual 
Conference and moving 
solely to a regional 
conference strategy? 
 


No. MGMA will con�nue to hold a Na�onal fall event, currently branded as the 
Leaders Conference, and then place regional events with func�onally specific 
content in areas where atendees would have to travel less and more cost 
effec�vely to reach great content. 
 
The Leaders Conference is currently contracted out un�l 2027 in the following 
places: 


• 2023 Nashville, TN 
• 2024 Denver, CO 
• 2025 Orlando, FL 
• 2026 San Antonio, TX 
• 2027 Washington, DC 


 
 


What events can Partner 
Affiliates or Chapters 
provide to members outside 
of the regional conferences? 
 


The concept for a state to par�cipate in regional conferences is for MGMA to 
take on the financial risk, toll of planning and marke�ng ac�vity so a state can 
focus on shorter, easier-to-atend local educa�onal and networking events such 
as Payer Days, Legisla�ve Days in their capital ci�es, career events, lunch and 
learns or happy hours and reach their members near their homes or prac�ces. 
 
 


It can be cost prohibi�ve to 
have people atend 
conferences out of state. 
What happens if there isn’t 
a regional conference in our 
area for three years? 
 
 


MGMA is in a period of transi�on, and we are s�ll determining dates and 
loca�ons for the regional conferences. In 2024 we are having one regional 
conference in San Diego and another in Chicago, May 30-June 1, 2024. 


According to MGMA’s 
current affilia�on 
agreements, “MGMA will 
provide no�fica�on of 
regional and na�onal dates 
and loca�ons no less than 
twelve months in advance 
of each conference.”  So 
isn’t that already an issue 
with MGMA planning a 
conference outside of the 
agreement parameters? 


Yes, the current affilia�on agreements state that MGMA will provide no�fica�on 
of na�onal conference dates and loca�ons no less than twelve months in 
advance of each conference. Historically, MGMA has no�fied the state of the 
dates of a na�onal spring conference being held in that affiliate’s state. Due to 
the development of the new regional conference strategy and nego�a�ons with 
venues to avoid atri�on penal�es from the 2022 MGMA Leaders Conference in 
San Diego, we were not able to provide twelve months’ no�ce. 
 
The current affilia�on agreements also state that “Affiliate agrees to coordinate 
the scheduling of its conferences by communica�ng with MGMA the dates 
being considered during the scheduling process and immediately no�fying 
MGMA upon finalizing its conference date(s) and loca�on(s).” To date, MGMA 
has not received no�fica�on of 2024 state conference dates from any affiliate in 
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the same state or region as the planned MGMA regional conferences to be held 
in California and the Midwest. 
 
 


What are the historical 
atendance numbers at the 
na�onal Finance and 
Opera�ons Conferences?  


Pre-pandemic, each spring conference was atrac�ng approximately 400 paid 
atendees. Our latest combined conference in the spring of 2023 brought 500 
paid atendees. We es�mate that in 2024, each conference if held without 
par�cipa�ng states, will be atended by at least 300 atendees. With one or 
more par�cipa�ng states, we expect that number to be at least 350 and more as 
more states ask their members to atend. 
 
 


Why is MGMA using COVID 
as a reason to move to 
regional conferences? You 
stress “revenue” and “sales” 
& amended your mission 
statement to refer to your 
ecosystem as customers. Is 
MGMA hur�ng financially? 


MGMA is on strong financial foo�ng. Conference profitability should be a 
constant source of monitoring for states, and for a majority, it is. But there are 
states that largely due to upside down conference financials have either ceased 
to exist or are suffering to provide quality benefits to their members. That’s why 
we’re focusing on financials – without strong conference profitability, states are 
limited in the services they can offer to members. The goal is to deliver highly 
valuable member benefits and provide those who rely on strong profitability 
from conferences the ability to invest back into the organiza�on. 
 
 


If a state opts not to 
par�cipate in a regional 
conference, will the 
conference s�ll be held in 
that state or be moved to 
another state that opts to 
par�cipate? 


In 2024, the conference loca�ons are in San Diego and Chicago, regardless of 
whether states choose to par�cipate in the regional conference strategy. 
 
In 2025 and beyond, Na�onal MGMA will work with states who desire to 
par�cipate with us in a regional conference and will try to find loca�ons that suit 
all interested par�es. If no states are par�cipa�ng, Na�onal will choose 
loca�ons to atract the most possible atendees to our spring conferences. 
 
 


Are you commited to 
working with the smaller 
vendors who thrive in their 
state environment but can’t 
afford regional or na�onal 
events? 


Yes, the model presented has a variety of opportuni�es for vendors at a variety 
of price points to get involved in regional conferences. From discounted booths 
to a wide variety of sponsorships, current state-only vendors will have a good 
selec�on of ways to reach their target customers. 
 
In addi�on, regional conferences are intended to bring historically state- only 
vendors into the fold. 
 


There is an error in the dra� 
of the new Partner Affiliate 
Agreement forbidding state 
to hold events within 30 
days of any MGMA 
conference. Will a corrected 
agreement be sent to 
states? 
 


The language in the final Partner Affiliate Agreement was updated to read: 
“Partner Affiliate shall coordinate the dates being considered for its state 
conference date(s) and loca�on(s), which will not be within thirty (30) days 
(before or a�er) a scheduled MGMA face-to-face conference being held in the 
same state. Partner Affiliate shall no�fy MGMA of finalized dates and loca�ons 
no less than twelve months in advance of each state conference or, in the event 
a conference is scheduled less than 12-months in advance, no�fica�on will be 
provided as soon as the conference date(s) and loca�on(s) are finalized.”    
 


This will cause our current 
vendors to possibly change 
from state sponsors to 
regional conference which 


Prior to the introduc�on of a regional conference strategy, there were a small 
number of na�onal organiza�ons that we know of who exhibit/sponsor at state 
conferences, and also exhibit/sponsor at na�onal events. The opposite is true 
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will greatly impact us. This is 
compe��on for $$$. If a 
state does not want to 
partner, are you willing to 
not take revenue from those 
sponsors that have 
tradi�onally supported state 
mee�ngs? 
 


where some na�onal organiza�ons only exhibit/sponsor at na�onal events. The 
regional conference model does not change this dynamic. 
 
When a regional conference is held in a state, for example, California in April 
2024, if the State affiliate chooses not to par�cipate in the regional conference, 
there will be some compe��on for vendor revenue. However, Na�onal has not 
and will not be interested in local companies exhibi�ng at these events, unless a 
State chooses to par�cipate and wants a local vendor presence at the event. 
 
Na�onal will not seek out local vendor organiza�ons for regional events. When 
states partner, we will certainly work with state sponsoring vendors to find them 
a way to reach local atendees. 
 


What is MGMA doing to 
help ease the higher costs of 
atending regional 
conferences? What data do 
you have that supports your 
premise that a state 
member who pays between 
$175 and $300 will pay 
between $700 and $900 for 
conference registra�on? 


There is no data to suggest “the” exact price point that drives a medical prac�ce 
employee to choose (or is granted permission) to atend an event. We know 
from years of surveying members that over 90% of organiza�ons pay both 
membership fees and conference registra�ons. Pricing then becomes a mater 
of what both the atendee and the paying organiza�on get from the event. 
 
Also, from years of surveys, we know that price is commensurate with benefit. If 
the quality of the event is high, which our surveys consistently show is true, and 
the value to the atendee (and their organiza�on) is high, the pricing becomes 
more flexible. The pricing in this model reflects that market driven analysis has 
historically proven successful at driving local and na�onal audiences to past 
spring conferences. 
 


Do you have a defini�on of 
what the regions are, and 
which states are included in 
each one? 
 


There are no defined regions at this �me. Regional events will be determined in 
2025 and beyond by examining state organiza�ons that transi�on to chapters 
and in trying to work around exis�ng successful state events.  
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Regional Conference Strategy Financial Model 


REGISTRATION 


• $799 Current member (registra�on + addi�onal membership: add either state or na�onal) 
o $450 conference; $349 na�onal dues or  
o $699 conference; $100 state dues  


• $550 State member only (registra�on only – does not want na�onal membership) 
o $450 conference; $100 registra�on revenue to state 


• $799 Current Dual Member (registra�on only) 
o $699 conference; $100 registra�on revenue to state  


• $1000 Non-member (Registra�on + state and na�onal membership) 
o $450 conference revenue 
o $100 registra�on revenue to state 
o $350 na�onal dues 
o $100 state dues 


 


EXHIBITS & SPONSORSHIPS 


• $3750 Member (na�onal Corporate or state Affiliate) 
o 20% discount for first �me na�onal conference exhibitors ($3000) 


• $4250 Non-member 
• $2000 Limited tabletop opportuni�es 
• $500 - $2500 State sponsorship opportuni�es (100% revenue to states) 


o State Happy Hour (invite all conference atendees to their state HH) 
o State Mee�ng Sponsorship 
o Welcome Gi� 
o Other 


 


Revenue Distribu�on 


• Model: 
o 10% Exhibit/Sponsorship revenue per each par�cipa�ng Partner Affiliate state 
o $6000 opportunity for state sponsorship revenue  
o Registra�on revenue: 


 As defined above 
o New member dues revenue 


 As defined above 
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Dual Organiza�onal Membership 


Dual Organiza�onal Membership will be sold by the na�onal MGMA sales team as an op�on for new Organiza�onal 
Members or as an upsell opportunity to exis�ng OMs during the renewal process. If a na�onal organiza�onal 
member elects to par�cipate in the Dual OM product, the sales team will complete the invoicing for both the 
na�onal and state dues. As with Dual Individual Membership, the state por�on of the dues revenue (less a 25% 
administra�ve fee) will be transmited to the state along with the list of individual members par�cipa�ng under the 
organiza�onal membership. The state will then be responsible for adding the individuals as state members and 
ini�a�ng the state’s onboarding and member engagement ac�vi�es.  


• Sold by Na�onal sales team as an upsell to Na�onal OM product. Sales team will introduce Dual 
Membership op�on during the ini�al sales process for new Organiza�onal Members. MGMA 
Organiza�onal Membership Account Managers will educate exis�ng members of Dual OM op�on during 
the renewal process. 
 


• Na�onal Organiza�onal Membership is priced as a flat fee based on the organiza�on’s total physician FTE 
count. All individual employees have access to MGMA membership under the organiza�onal membership 
umbrella (at the discre�on of the employer). Individuals are added to the OM roster by the organiza�on’s 
iden�fied administra�ve contact). Individuals added to the membership roster are then onboarded and 
educated on MGMA benefits and resources similarly to any other individual member. 
 


• Dual Dues Structure: 


o $2500 flat fee for state membership for all Na�onal OM �ers (flat rate covers up to 50 
individuals). If a Na�onal Organiza�onal Member has a presence in mul�ple states, they may 
select the state memberships they wish to add at a cost of $2500 per state. 


o Any Organiza�onal Member with over 50 individuals enrolled will be charged an addi�onal $50 
per individual. Member counts will be reconciled annually at renewal. 


o 75% of state membership revenue will be allocated and distributed back to the state a�er 
payment is received by MGMA. Na�onal MGMA will retain 25% of the revenue to cover 
administra�ve expenses. 


o As a pilot, Na�onal Tier 1 OMs (1-6 physician FTEs) will be offered state membership at no 
addi�onal cost. Na�onal will allocate $200 of the na�onal OM dues to the state. The goal is to 
drive increased reten�on of na�onal Tier 1 OMs and drive state membership growth for prac�ces 
that we believe will be highly engaged at the state level.  


• MGMA will be responsible for invoicing and collec�ons of all Dual Organiza�onal membership fees. Like 
Dual Individual Membership processes, MGMA will distribute state dues to state via EFT as well as 
demographic informa�on for individuals enrolled under the Organiza�onal Membership. 
 


• Na�onal organiza�onal memberships are categorized as either Provider Organiza�ons or Business Services 
Organiza�ons and are sold through different sales teams. Dual Organiza�onal Memberships will only be 
offered to Provider Organiza�ons and all individuals enrolled as members under the umbrella organiza�on 
must be added as members at the state level.  
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Why dual membership?


• Drive membership growth and engagement


• Broaden awareness of and exposure to both 
the state and national levels of MGMA


• Provide a simplified enrollment process for members 



http://www.mgma.com/
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DUAL - INDIVIDUAL MEMBERSHIP 


Current States in Program:


Pilot Began in February 2020


- Colorado   - Indiana
- Georgia   - Michigan
- Illinois     - Wisconsin


2021 Nine Additional States Joined


- Alaska    - North Carolina
- Arkansas    - South Carolina
- California      - Vermont
- Minnesota     - Washington
- Montana


2022 Five Additional States Joined


- Louisiana    - Oklahoma
- Mississippi    - West Virginia


   



http://www.mgma.com/
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RESULTS 


Pilot 2020 Launched Feb. 4 


6 states, 152 dual members


- 63% new to States
- 38% new to National


2021 


15 states, 613 dual members


- 45% new to States
- 32% new to National


2022


19 states, 909 dual members 


- 34% new to National


2023 as of Aug.25


- 19 states, 1,104 dual members
- 28% new to National



http://www.mgma.com/
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STATE PREPARATION FOR DUAL MEMBERSHIP


• Dues


o Anniversary dues billing


o For individual dual membership - Confirm state 


dues amount before and after 12.5% discount


• State contact(s) email for dual member 


enrollment notices


• Electronic funds transfer form and bank information


• State dual membership webpage and link to MGMA 


for enrollment


• Add dual membership categories (new/renew, 


1 and 2 year) to association management system


• Adjust new and renewal member messaging for dual membership



http://www.mgma.com/
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DUAL INDIVIDUAL MEMBERSHIP: ENROLLMENT


Person enrolls as NEW or RENEW dual
member, selecting membership type that 


includes STATE, either 1-year, 2-year 
with/without auto-renewal


NEW dual 
member enrollee 
asked to provide 
demographics 
and added to 


CRM and collects 
total dues


If RENEW with 
national and 


within 90 days 
of national 


renewal* date, 
MGMA collects 
total dual dues


MGMA sends
 email notice to 


State no later than 
next morning with 


dual member 
contact info, 


membership type, 
membership 


dates


MGMA sends 
welcome or 
thanks for 


renewing for 
national portion 


of dual 
membership


State follows 
up with dual 


member


If NEW to 
State, State 
processes & 


sends welcome 
& onboarding 


materials


If already State 
member, State 
aligns begin & 
end dates with 


national & sends 
thanks for 
renewing


*I f already a national MGMA member, must be within 90 days  of national renewal date to enroll as  dual member



http://www.mgma.com/
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DUAL INDIVIDUAL MEMBERSHIP: DUES DISTRIBUTION


Every other 


Wednesday, MGMA 
produces list of dual 
member transactions 


from past 2 weeks


MGMA accounting uses 
l i s t to process State’s EFT 
payment for their share 
of dues for that period


MGMA sends l ist to 


state to reconcile dual 
member notices with 


EFT payment


State receives in 


bank, i ts share of 
dues  for that period 


on Thursday



http://www.mgma.com/
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EXPECTATIONS


National


• Provide state specific webpage for all states 


see sample here


• Collect dues and membership data


• Send membership data to states no later 
than the next morning after membership 
enrollment/renewal


• Process EFT to states every other Thursday


• Provide marketing about dual opportunity to 
potential members, current members and 
include as a renewal option


• Provide 12.5% discount to National 


Individual Membership 


State


• Provide dual membership webpage on 


state website


• Begin welcome/onboarding process for new 
member within one week of enrollment


• Provide marketing about dual opportunity 
to potential members, current members 


and include as a renewal option


• Provide discount of 12.5% to Individual 
Membership dues 



http://www.mgma.com/

https://www.mgma.com/state-national-membership
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What is an organizational membership?


• An organizational membership is sold to Provider Organizations


o All individuals enrolled as members under the umbrella organization 
must be added as members at the state level.


• National MGMA categorizes organizational membership in tiers 


by FTE physicians employed by the organization 


o Tier 1 is the smallest with 1-6 FTE physicians
o Total of 16 tiers


• Currently, national MGMA has over 900 Organizational Memberships 


representing approximately 50,000 individual members


Dual Organizational Membership



http://www.mgma.com/
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SALES PROCESS & FINANCIAL MODEL


Tier 1


• MGMA offering one state membership at no additional cost to national OMs


• MGMA will allocate $200 of national OM dues to the state


Tiers 2-16


• $2,500 annual rate per state add-on to national OM
• Rate includes up to 50 individuals


• $50/head for each additional state member. Headcounts will be reconciled annually.


• OM may add as many states as they choose at above pricing


• 75% of upsell revenue allocated to state; 25% administrative fee retained by MGMA.


Dual Organizational Memberships sold by National MGMA Sales Team


• Add-on to national OMs at renewal 
• Add-on to new OMs at initial purchase
• OM may purchase multiple states to accommodate employees in different states



http://www.mgma.com/
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NEXT STEPS


Renewal process for IM & OM begin 


60-90 days prior to renewal date
- Ex: Jan. 1 renewal for OM begins Oct. 1
        Jan. 1 renewal for IM begins Nov. 1


October 16 – deadline for States to 


sign new Partner Affiliate Agreement to 
be included in Dual IM & OM sales 


process to individuals and organizations 


renewing in early 2024


Month Tier 1 Tier 2


Jan. OM 
Renewals


16 51


Feb. OM 
Renewals


9 55


Mar. OM 
Renewals


11 74


Total 36 180


Month Ind. Mems


Jan. IM 
Renewals


851


Feb. IM 
Renewals


575


Mar. IM 
Renewals


523


Total 1949



http://www.mgma.com/
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THANK YOU
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MGMA SURVEY PARTICIPATION
SEPTEMBER MGMA STATE ASSOCIATION TOWN HALL
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MGMA TOP SURVEY FAQS


Q: Are the national MGMA surveys only available for members?
A: No! Participants do not have to be a national or state MGMA member to 
participate in a survey.


Q: Is there a cost associated with survey participation?
A: There is no cost! The new, streamlined survey completion process is a win-win. 
It aims to save participants time by accepting the submission of reports already 
generated internally while also allowing MGMA to collect (and report on) more 
detailed information.


Q: Is all submitted data confidential?
A: Yes! All submitted data and related materials that identify a specific organization 
or individual will be safeguarded and not published or voluntarily released without 
written permission. Summary statistics will only be published if there are sufficient 
responses to keep the anonymity of those submitting data protected. 



http://www.mgma.com/
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BENEFITS OF SURVEY PARTICIPATION


Q: Is there any benefit to participating?


A: Absolutely! 
• Access to the reported results in DataDive


• Exclusive: State MGMA Data ranking report



http://www.mgma.com/
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NEXT STEPS


Q: So now what?


A: We are accepting participant files now to begin mapping their reports to 
our system. 


We will be scheduling a more in-depth webinar demo of the full process for 
State leaders in the coming weeks. After the webinar, that recording will be 


made available for promotion and distribution to your membership.


Q: When should survey promotion begin?


A: To ensure participants have ample time to get mapped and that we are 
able to produce state-level benchmarks, we are aiming to work with all 


participants before January. 


This also helps us avoid the busy year-end close out and tax season at the 


turn of the year.



http://www.mgma.com/
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THANK YOU
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In general, the greatest areas of concern have centered around the following areas:

 

a.       Key Performance Indicators (KPIs) and corresponding performance benchmarks:

In 2022, MGMA communicated that questions would be added to the upcoming State Matrix
focusing on key performance indicators and benchmarks for associations. The KPIs focused
on the key areas of viability for associations – financial sustainability, membership growth
and retention and member engagement/benefits. The KPI benchmarks were obtained from
nationally recognized sources including American Society of Association Executive (ASAE) for
financial sustainability metrics and the 2022 Marketing General Benchmarking Report for
membership retention. It is important to note that national MGMA measures its
performance and is held accountable to these same metrics and additional KPIs internally
and with our Board of Directors.

 

b.       Non-renewal of the current Affiliate and Partner Affiliate Agreements and implementation
of a new Partner Affiliate Agreement effective January 1, 2024: There are two changes to the
Partner Affiliate Agreement that impact state MGMA members:

i. All states will offer Dual Membership product options in addition to state-only
membership products.

1. The reasoning is to provide consistency in membership product offerings
across all MGMA state associations. The Dual Individual Membership
product is currently being offered in nineteen (19) states and has resulted
in over 1,100 new member purchases.

2. The new agreements also include the addition of a new Dual
Organizational Membership product which has been repeatedly
requested by our state partners. This is the greatest membership growth
product at the national level with over 950 organizations participating.
MGMA will be introducing the Dual Organizational membership product
during the national new sales and renewal process as an upsell
opportunity to the national product. We are already receiving inquiries
from organizations interested in the dual product offering.

ii. All states affiliates will be given the option of participating in a new regional spring
conference strategy. MGMA currently holds two spring conferences focused on specific
topics (Finance, Operations). The regional conference strategy will create the
opportunity for our state associations to participate in these conferences with
state/regional content and networking opportunities. MGMA will bear all of the
financial expense and states will share in both registration and exhibitor/sponsor
revenue. Conference registration will also include new state membership for
participating states with corresponding dues revenue.

 

As always, the new Partner Affiliate Agreements will be effective for one year with

https://www.asaecenter.org/asae-home/publications/D/e/0/1/7/108721-operating-ratio-access
https://www.marketinggeneral.com/knowledge-bank


the opportunity for renewal/non-renewal notice ninety (90) days prior to the annual
renewal date.

 

c.       Implementation timeline: We have seen several of our state associations dissolve over the
past few years and it is crucial to try new and innovative approaches to drive sustainability
and provide value to members.  We recognize the value of state and national memberships
for our members and industry and want to continue to partner in the future.  The
substantive change to the Partner Affiliate Agreement is dual membership which is designed
(and proven) to drive membership growth at both the national and state levels. Membership
growth also drives downstream revenue through the opportunity to increase conference
attendance, exhibitor and sponsor revenue, and volunteerism.

 
MGMA has worked across the enterprise to build a strategy that would create better alignment with
our MGMA state affiliates and provide a model that will drive greater collaboration, support and
value to members at both the National and State levels. We reaffirm MGMA’s commitment to our
state associations, their sustainability and communicate our intent to be the most valued and
important partner to our states.
 
As always, if you have any questions, please reach out to me directly.
 
Best,
Tracy
 
Sent on behalf of:
Tracy Watrous, FACMPE (copied)
Vice President Association Product Development and Strategy
Toll-free 877-275-6462, ext. 1884
 
By:

MARTHA HUCKABY, MSW
SR. MANAGER, MEMBER ENGAGEMENT
x1250

Advancing the business of healthcare today for a better tomorrow


