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EDITORIAL POLICY & OBJECTIVES
The LINCOLN LOG magazine is published four times annually by the AAHAM ILLINOIS CHAPTER to
update the membership regarding chapter and national activities as well as to provide information useful to
health care administrative professionals.

Opinions expressed in articles or features are those of the author(s) and do not necessarily reflect the views
of the Illinois Chapter. AAHAM, the NATIONAL AAHAM organization or the editor.

Reproduction and/or use of the format or content of this publication without the expressed permission of
the author(s) or the editor is prohibited. @Copyright 2007

Lincoln Log Editor
Steve Dennis, CPAM
Sidx2@vahoo.com
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The Illinois AAHAM Chapter would like to sincerely thank our Corporate Partners for their
continued support and dedication to the Chapter. Your partnership enables us to provide quality

educational and networking opportunities throughout the year. Without your financial support this
would not be possible.
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EDITOR’S CORNER

Award Winning eZine
2003, 2004, 2005, 2006, 2007

Welcome to the Fall 2008 Edition of the Lincoln Log! Check out the articles in this
issue and the Cross Word Puzzle at the back of the Ezine. Don’t forget the ANI in
Chicago Oct 8-10 or the ASI in Bloomington in December.

I hope you enjoyed the Summer Edition. Getting that 1¢t edition produced was a real
challenge for me. I've written a few articles and done many presentations, but a
newsletter was something new. Learning new software plus organizing,
composing re-composing, spell checking......It goes on and on, but the end result
was a new set of skills and an experience I won't forget!

Your feedback is critical to the success of the chapter and to AAHAM as a whole.
If you have an idea for an article, let me know.
If you've written an article, submit it for publication.
If you'd like to see an article on a specific topic, send me an email or give me a call.
If you have heard a Great Speaker, contact me and I'll see if we can reprint an
article they’ve written.
Want to help to help put an edition together, but not sure what it takes? My cell
phone is 217-553-4902 No Experience Necessary!

The Lincoln Log is an ever evolving tool and we want to stay on top of making it an
interesting and effective eZine.

HOT TOPICS

. RAC Audit - Come to the ASI to hear 15t Hand Experience in California!

. 2008 ANI - Don’t miss the Hospitality Room Wed Night! Hosted by the Illinois
Chapter.

. Hospital Uninsured patient Discount Act - Effective April 15t 2009

WANTED
Articles Speakers  Survey Topics
Steve Dennis, CPAM Charitv Proiects  Volunteers for Video Proiect
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Expandng Your Genter o Infence

Iwas in the backyard playing with my two youngest daughters. It was late in the day, and
the sun was low on the horizon. The night air was cool and our shadows were long on the
driveway. My youngest daughter, Allison, walked up and stood right at the end of my
shadow and said, “Look how big you are daddy.”

When you added Allison’s shadow to mine I did look very tall. I certainly covered more
ground. Building your center of influence is quite the same thing. You as an individual can
only cover so much ground. You can only meet so many people. You can only create so many
business opportunities.

If you are the only champion of your cause then you will limit your success. By growing your
center of influence and having others talk about you, refer clients to you, and be thinking
about your well being you can cover more ground. Having Champions on your team will
extend the ground you cover and the results you achieve.

Successful professionals are constantly extending their center of influence. They seek out and
create champions that will help them achieve their goals. Here is how to organize your
thinking and actions to grow your team of Champions.

Think of your Champions as two groups: the first is your Inner Sphere, and the second, your
Outer Sphere. Your Inner Sphere contains those people who you have developed a good
relationship with. They know what value you offer and they believe in what you do. They
trust that you will deliver a high level of service and quality product if they recommend you to
one of their peers.

In order to develop deep, meaningful relationships with your Inner Sphere of Champions you
should contact them on a monthly basis. Maybe you call one month, or send them an email, or
clip an article and mail it to them. Whatever the action might be, staying in contact on a
monthly basis will help you maintain a top-of-mind awareness. These Inner Sphere
Champions like you and believe in you, and because of this they want to see you succeed.

Take a sheet of paper and list those individuals who might fit into your Inner Sphere of
Champions. Go for eight names. I call this your Great Eight. Once you identify these people,
begin a monthly program to stay in touch with them. Remember to deliver value first before
ever asking for anything. If you are an asset to them, then over time they will be come an even
greater asset to you.

It is also critical that you have already developed a super Memorable Marketing Message
before connecting with them. By its definition you must be able to communicate in under ten
seconds the value you deliver, and who you will best deliver that value to. If you have this
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powerful but simple statement developed, then you can make sure your Champions know it
and can repeat it to others who could use your products and services.

Now think about your Outer Sphere of Champions. Write down fifteen names. I call these
your Future Fifteen. This is like your minor league system for your Great Eight. You should
touch base with your Outer Sphere of Champions quarterly. These are people that you may
have a loose relationship with or

someone that you want to meet and get to know. These people over time have the potential to
expand your center of influence as you get better acquainted and move them into your Great
Eight.

Every day you should be thinking about who should be added to either your Inner or Outer
Sphere’s of Influence. You should always be on the lookout for a great idea to contact them
with. Maybe one month you purchase a relevant book, write a little note in each one, and mail
those books to your Great Eight. Get the picture?

Expanding your center of influence in an ongoing project that, over time, will pay big
rewards. Begin the process today and don’t let a day go by where you don’t think about
expanding your center of influence. Follow this ritual, and you will be on the road to Building

Copyright © 2008 Sam Silverstein Did you know The Illinois Chapter
Enterprises, Inc. All rights has over 30 members planning on

reserved. Entrepreneur, author : attending the ANI in Chicago!
and speaker Sam works with Y

business professionals who want A
to sell more, build their business, E ‘ ‘
and increase income. He focuses \

on accountability, authenticity 3\

and abundance. Sam is the
President of the National

Speakers Association.

: Take a stroll along the :
: Chicago Lakefront :
while attending the  :
2008 AAHAM ANI! |




Providing
Receivable Management

Solutions for Over 60 Years

* Bad Debt Recovery
* Pre-Collections Services
* Payment Monitoring
e Early Out Programs

e Litigation by Assignment

Serving Illinois with Offices in:

Macomb * LaSalle » Joliet

Macomb Office * 309-836-7766
Scott Edwards, President

Joliet Office » 815-722-7152 LaSalle Office » 815-223-0804
Heather Turcany, Director of Marketing Greg Himelick, Vice President

wwmcollpmfinncom
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CERTIFICATION CORNER

News from Professional Chair,
Doris Dickey, CPAM:

The week of September 22, 2008 there
were four IL AAHAM members who sat
for their professional certification
exams. We wish them luck as they
await their scores.

I want to personally thank the certified
members who graciously agreed to give
of their time to proctor the 8 hour exam
for these individuals. Thanks to: Judi
Lines, Carol Hoehn and Debra Wilson.

The next professional certification
testing date will be April 2009, with an
application deadline of March 1, 2009. If
you are interested in more information
about professional certification, you can
go to the national web page or give me a
call (815-561-1620).

Doris Dickey, CPAM
PFS Manager
Rochelle, IL 61068
PH 815-561-1620
Cell 815-751-7776
ddickev@rcha.net

News from Technical Chair,
Veronica Modricker, CHFP

ILAAHAM had 15 people sit for the
CPAT/CCAT/CCT exam from August
11-23, 2008. There were five of the
examinees that passed successfully on the
first try and one that passed the final
section. Of these six, there were five
CPAT and one CCT.

Congratulations to all examinees and
thanks to all proctors. Your commitment
is commendable!

National AAHAM reported that the
August 2008 CPAT/CCAT & CCT
examinations granted certification to 306
individuals nationwide.

September 1st, 2008 was the deadline for
the November 10-22, 2008 next scheduled
exam dates.

Veronica Modricker
416 S. 7th Ave.
Andulsia, IL 61232
Ph 309-798-2694
Cell 309-912-0480
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CPAT, CCAT,
CCT

Q: What is Technical Certification?

A:Technical certification tests the proficiency of clerical staff involved in the processing of patient
accounts and to prepare them for the many changes to come. AAHAM offers three types of Technical
Certification; the CPAT (Certified Patient Account Technician) the CCAT Certified Clinic Account
Technician) and the CCT (Certified Compliance Technician)

Q: Who is eligible?

A:The CPAT/CCAT or CCT exam is available to anyone involved in the processing of patient accounts.
Membership in AAHAM is not a requirement, although it is encouraged. One-year employment in patient
accounting is recommended to successfully complete the exam.

Q: What is the difference between the CPAT and the CCAT?
A:The CPAT is designed for those who work on the hospital side of patient accounting while the CCAT is
for those who work on the clinical/ physician side.

Q: What does the exam cover and how much time do | have?

A: Each examination has three sections covering patient access services & communications/registration,
third party billing regulations, and credit and collections laws & third party follow up. All three sections
cover relevant regulation and acronyms by sections. Each section has 40 questions. An examinee has 2
hours to complete a full exam, 80 minutes to complete a dual exam, and 40 minutes to complete a section
retake of the exam.The CCT exam covers four areas: knowledge of the Office of Inspector General
compliance recommendations.

The seven elements of a healthcare compliance plan, agencies that oversee healthcare compliance

and non-compliance penalties.

Q: What if | don't pass all of the sections?

A: If you do not pass at least 2 of the 3 sections of the exam you will have to retake the entire exam. If you
pass two sections you must then pass the final section within 12 months otherwise

a complete retake the entire exam will be necessary. If taking a Dual exam, both sections must be

passed or an entire retake is required.

Q: How much does it cost?

A:The cost of taking the full exam is $100. If you need to re-take a section the cost is $45. A dual
certification

exam is available to current CPAT's or CCAT's for $75.The cost for the CCT exam is $45. Please make all
checks/money orders out to "AAHAM" and send them TO THE NATIONAL OFFICE IN FAIRFAX,
VIRGINIA.Attn: Certification Dept. 11240 Waples Mill Rd. Suite 200, Fairfax,VA 22030.

For more information, go to the national AAHAM web page (www.aaham.org),
contact the national AAHAM office at 708-281-4043 or

Contact the IL Technical Certification Chair
Veronica Modricker, CHFP
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MANAGE YOUR BOSS ON CHANGE

The major complaints that employees have can be solved at the employee / boss level.
The employee needs to take an active role in the relationship. Try not to wait for your
boss to change his/her response to you; change your response to your boss.

Instead of a passive non-response, determine how you will approach your boss based
on your understanding of their management style. If you have been following these
columns, you have learned that there are four management/leadership styles:

Driver, Expressive, Analytical and Amiable. You cannot control your boss, but you can
control your own attitudes, emotions and work style. Think of yourself as the manager -
because you are, in this case!

Your attitude is important! A negative, accusatory or disgruntled attitude will only make
things worse. Don't try to approach your boss when you are angry. That only leads to
bad feelings. It is all about timing. Ask your boss when the two of you can talk without
interruption. You might say, "I would like to talk about how | can do my job better. This
could benefit both of us. Do you have some time this week when we could talk?

I would really be interested in your input.” When you meet with your boss, know ahead
of time what you plan to talk about. If you need to point out a problem area, especially
if it concerns the boss, offer a suggestion as to how you could help solve the issue.

Empathy and understanding is a two-way street. Put yourself in your boss's shoes. Is
your boss under a lot of pressure? Since more and more companies are bottom-line
oriented in these economically troubled times, they have lost site of the long-term
benefits of having caring, people-oriented managers. Your boss may sincerely want to
make things better, but feels frustrated in their current bottom-line oriented
organization.

Offer support and it will likely be returned. Ask what you can do to help make his/her
job easier. Be willing to take on some tasks that you may not like. This doesn't mean
you're a doormat and the boss has permission to dump all their problems on you.

Later, you may get the opportunity to do something you really want to do. You can try
making an exchange. Maybe your boss's desk is piled too high! This is just one more
stressor. Offer to help your boss with "part of the pile." You can catch more flies with
honey than with vinegar.
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If you can show your boss that you are willing to give as much effort as possible, you will
earn their respect. This is especially true in difficult relationships. The feedback you give
your boss may be just the information needed. When your motives are sincere, you
won't be afraid to speak up. Once the dialogue is opened, don't let it lose momentum.
When you and your boss have set some goals, check to see how things are progressing.
You might want to take a few minutes after work once a week to check in. Your boss will
know that you mean business and that your efforts were not just a momentary whim.

When communicating with your boss, try to remember:

=Develop an easily implemented "want-list" for your boss.

=Even though your boss may not openly appreciate you, turn the tables and give your
boss sincere, appropriate appreciation. Make sure it is sincere. People know when it

is not real.

*Do not be demanding. Be assertive, but not aggressive. Be willing to negotiate "needs"
with your boss.

=Be open and honest. It is one thing if you express your needs to your boss and s/he
doesn't meet them; it's another thing if you never express your needs at all! Your
boss is not a mind reader.

The employee and the boss must have a reciprocal relationship. Your boss will never
forget if you are the employee that makes their life easier.

Jane Boucher specializes in customizing dynamic
presentations to the needs of her clients. Jane
presents common sense techniques that will take
your team to a higher level.

Jane Boucher ¢ P.O. Box 18368 ¢ Reno, NV 89511
937-416-9881
or send e-mail jane@janeboucher.com
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Save the Dates

2008 Illinois Chapter
Education Meetings

October 8-10 AAHAM ANI
A Magnificent Mile of Education is

Blowing in the Wind

Hyatt Regency
Downtown Chicago IL

December 4-5 Illinois AAHAM ASI
Bloomington IL
Agenda to be announced
The Chateau

For more information contact: ILLINOIS CHAPTER - AAHAM
Bill Carlson 563-242-2586 or 319-230-4488
wc@abacollect.com
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October 8-10th, 2008 - 2008 - Earn CEU'’s
¥ ANI - Chicago IL - Hyatt Regency Chicago

October 13-18th, 2008
% 2008 Patient Account Management Week

November 10-22nd, 2008
% CPAT/CCAT/CCT exam period

December 1st, 2008
% Registration Deadline for February 2009 CPAT/CCAT/CCT exam

February - To Be Announced
¥ Technical Exam - CPAT, CCAT, CCT

March 1st, 2009
% Registration Deadline for April/May CPAM/CCAM exam
% Registration Deadline for May 2009 CPAT/CCAT/CCT exam

April 2009 - To Be Announced
X CPAM/CCAM Exam

June 1st, 2009
% Registration Deadline for June 2009 CPAT/CCAT/CCT exam
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FUN AND THE BOTTOM LINE:
Using Humor to Retain Employees

Picture this: A team of welfare workers on
the front-lines of a poor neighborhood,
serving difficult, high-needs clients. And if
that’s not tough enough, each has a caseload
of about 300 and works for an organization
undergoing massive funding cuts,
downsizing, and policy changes.

But every day after coffee it’s the same.
The supervisor and two workers appear in
the reception area. “What song do you
wanna hear? Do you wanna hear Jazz?
Rock? Folk?” Then, “playing” accordion
folders and staple removers as finger
cymbeals, they launch into the world’s worst
rendition of “Across The Universe” by John
Lennon, to the hysterical laughter of their
colleagues.

“It's our way of keeping up morale,” says
a team member. “We’re so overwhelmed, so
stressed, so burned out. This is how we keep
our sanity.”

As more and more organizations
reengineer, merge, restructure, downsize,
rightsize, and even capsize, employees
confront uncertainty on an almost daily
basis. The rules keep changing in terms of
what they’re supposed to do, how they’re
supposed to do it, who they do it for, and
whether they get to do it at all. And since
most have little or no control over the
making of these rules, the result is often a
sense of powerlessness that translates into
increased stress, decreased wellness,
demoralization, absenteeism, and lower
productivity, all of which affect rates of
employee retention. And we all know that
people are an organization’s number one
asset, and loosing them costs money.

So the big question for both individuals
and organizations is: How do you keep up
spirits, continue to work effectively, and

12
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When employees clown around, they’re
not wasting valuable time, they’re making
use of one of the few tools available to
increase and maintain their esprit de corps.
Laughter may not change the external
reality, but it can certainly help people
survive it.

And this has been proven in some pretty
dire situations. Lipman cites an example of
how a group of Auschwitz inmates put on
vaudeville shows to provide laughter for
the camp population. According to one,
“We had to make jokes to save ourselves
from deep depression.”

Somehow these people on the brink of
death realized that their morale and
survival depended on keeping their ability
to laugh alive. As a group, they took the
time and energy to make it happen.

And even though nothing could be as
horrible as Auschwitz, people in almost all
workplaces can learn from this example,
taking the time and energy to share
humor. Those brave concentration camp
inmates proved that humor is a choice,
and no matter how much adversity people
face, whether it be at work or in their
personal lives, they can still choose
laughter. As a matter of fact, the worse a
situation gets, the more important it
becomes to make that choice.

Making It Happen In Your Organization

So what can organizations do to
encourage the use of humor as a coping
mechanism? On a recent trip, I flew on
WestJet Airlines, and found that the crew
had turned the usually boring safety
announcement into a stand-up comedy
routine. My favorite line was “The floor
lighting will come on in the event of an
emergency landing or a disco revival.”

13
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David Granirer gives laughter
in the workplace presentations
for hundreds of organizations
throughout North America. For
more information call National
Speakers Bureau at

1-800-661-4110 or go to
http:/ /www.psychocomic.com

erc

14
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Lincoln Log Notes Network

The ANI will be in Chicago IL

Did you know that ILLINOIS ' @ The Hyatt Regency
AAHAM has a
248 | Oct 8-10 2008

(Political Action Committee)

Contact John McGlasson for Don’t Miss the Hospitality Room

details Wednesday Night
Hosted By
Call 888-633-8238 ext. 4014 The Illinois Chapter

- A e

I1linois Legislature Action
X Fair Patient Billing Act - Are You Compliant?

¥ Hospital Uninsured Patient Discount Act
Effective April 1, 2009. Will You Be Ready?

1st Time in the Windy City?

Looking for a Different Dining
Experience or Things to Do?

See the Concierge at the
Hyatt!

15
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ATTORNEYS. TECHNOLOGY. RESULTS.

Acounts, Inc.
An AHC Affiliate

AHC & CBA team up to provide ““Solutions to Improve Your Revenue Cycle”. We are 100% healthcare
companies national in scope. Currently, we work with over 500 healthcare facilities. We are experts in
“Revenue Cycle” and provide complimentary workshops on site at facilities and are a recognized speaker at

state,

regional & national trade association programs.

AHC Healthcare Receivables Management specializes in
accounts receivable management solutions and
complimentary educational offerings.

AHC utilizes federal and state regulations, established case
law, and client specific programs to provide client hospitals
with education as well as offering 3" party programs in the
following product line areas.

Complimentary procedures

i
ES

%+

ATB Analysis
Staffing Analysis

4 Metrics

3" Party Products & Services — utilizes over 100
attorneys to help facilitate payment on behalf of our
provider clients and their patients.

FFEEEEE
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O
&
'y
+

Health Insurance Follow Up

Motor Vehicle Accident Claims Follow Up
Worker’s Compensation Claims Follow Up
Legal Services & Litigation Management
Denial Management/Under Payment Recovery
Medicare Billing Follow-Up

Medicaid Eligibility

Products & Services

Customized Self Pay out Source billing programs
designed with your philosophies in mind

Low Balance-High Volume Insurance Follow Up
Out of State Medicaid Billing

C.B. Accounts, Inc. specializes 100% in healthcare
collections and is one of few organizations that is
exclusive to hospitals and large clinics bad debt.

CBA Collection Officers are more successful in
recovering your dollars due to training and exclusively
working with patient healthcare bad debts. They
understand patients need help in finding money sources
to facilitate payment.

Training:

e

FDCPA

Fair Patient Billing Act

Medical Billing & funding sources
Client specific requirements
Follow up training

CBA Utilizes Following Collection Tools

FEEEE FE

Collection Notices

State of the art telephony & auto dialer
equipment

Recording software

Payment Contract Monitoring

Credit Reporting

Skip Tracing

Client Approved Litigation by individual case

Products & Services

e

Primary Bad Debt Collections

Secondary Bad Debt Collections
Warehouse Bad Debt Collections
Payment Contract Monitoring

Med-Pro Pre Collection Services (60 Day
Program)

How to Find out more; please contact Bruce A. Tichenor, VP Sales @ 1-800-950-2276 or through email @

btichenor@ahcinc.com.

Visit Our Website @ www.ahcinc.com
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Chairman of the Board

John D. Currier

PFS Director

IL Valley Community Hospital
925 West Street

Peru, IL 61354

Tele: 815-780-3722

Cell: 815-243-2606
John.Currier@ivch.org

President

Bill Carlson

Director of Marketing

Allied Business Accounts, Inc.
PO Box 1600

Clinton, IA 52732

Tele: 563.242.2586

Cell: 319.230.4488
wc@abacollect.com

First Vice-President
Cheri Lockhart
Accordis

PO Box 1235

Sterling, IL

Tele: 815.535.8117
Cell: 815-535.8117
clockhart@essex1.com

2nd Vice-President

Trace Manning

St. John's Hospital - Access Manager
800 East Carpenter

Springfield, IL 62769

Tele: 217-544-6464 x-45204

Cell: 217-343-3304
trace.manning@st-johns.org

Treasurer

Veronica Modricker

Regional Manager for Development
Medical Reimbursements of America

416 7th Avenue West

Andulusia, IL 61232

Tele: 309.798.2694

Cell: 309.912.0480

modrickerv@Medical Reimbursements.com

Secretary

Doris Dickey, CPAM

PFS Manager

Rochelle Community Hospital
900 North 2nd Street
Rochelle, IL 61068
Tele:815-561-1620

Cell: 815-751-7776
ddickey@rcha.net

Congratulations to the 2008 - 2009 Elected Officers and Directors
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Kym Gibson

The John & Mary E. Kirby Hospital
217-762-6120

Cell: 217-778-7222
kgibson@kirbyhospital.org

Ron Snyder

H & R Accounts, Inc.
800-383-6110 x-2030
Cell: 563-349-0710
rsnyder@hraccounts.com

Steve Dennis, CPAM
Memorial Medical Center
217-757-7805

Cell: 217-553-4902

sjdx2@yahoo.com

Carol Hoehn, CPAM

Pana Community Hospital
217-562-6300

Cell: 217-254-4370
choehn@panahospital.com

Nancy Vollmer

Eagle Recovery
309-272-4501

Cell: 309-258-2424
nvollmer@eaglerecovery.net

John McGlasson

Pro-Com Services of Illinois, Inc.
888-633-8238 x-4014

Cell: 815-260-5238
mcglasson.john@pro-comservices.com

Chris Bryant

Dr. John Warner Hospital
217-935-9571 x-3211

Cell: 217-433-9248
chris.bryant@djwhospital.org

Syivia Sorgel

Sorgel Consulting LLC
773-467-4386

Cell: 773-450-0650
sorgelconsulting@comcast.net

Alan Staidl

Horizon Financial Management
630-724-1197

Cell: 630-244-6289
maris65@earthlink.net

Diane Wilson

Director Patient Accounts
BroMenn Healthcare
309-268-5528

Cell: 309-268-5528
dwilson@bromenn.org



Fall 2008

11

10

12

13

14

15

16

17

18

19

Created with EclipseCrossword — www.eclipsecrossword.com

1=
ACROSS 15. Technical Certification for Clinic Staff
17. Famous Blues Club in Chicago
Answers on the Last Page 18. lllinois Chapter Magazine

2. $1068 IN 2009 19. Location of 2008 ASI
4. The International Statistical Classification of Diseases DOWN

and Related Health Problems Currently Used in the 1. A private group organized to elect political candidates

USA 3. HIPAA EDI Transaction 270/271
6. Calls for a 1 Year Moratorium on RAC Audit rollout 5. Pale Baseball Team
8. AAHAM's Original Name 6.  Hotel Location for 2008 ANI
10. Current lllinois Governor 7.  The Magnificent Mile
11. TALLEST BUILING IN CHICAGO 9.  Medicare Prescription Drug Program
12. Comedy Club 13. Loveable Losers
14. All Billable Providers will have one of these 16. Name of AAHAM Chapter from India

17
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A AL
"BRYARAYVRT, 11240 Waples Mill Road Suite 200 Fairfax,VA 22030

Phone (703) 281-4043 Fax: (703) 359-7562
http://www.aaham.org

AAHAM... Educating Your Revenue Cycle Team
Certification * Compliance * Leadership Development * Networking * Advocacy
Cutting Edge Training + Nationally Recognized Certification = Improved Performance

APPLICATION FOR NATIONAL MEMBERSHIP

Name: Title:

Employer/Organization Name:

Primary Address: City:

State: Zip: Phone:

Fax: E-mail Address:
Website:

Home Address: City:

State: Zip: Home Phone:

Local Chapter (see page 6, left, for name and fees)

Membership Type: (See back for details & dues) O National Member O Student Member
How did you hear about AAHAM? O Colleague O Publication O Website

O Other (Please list)

If referred by AAHAM Member, Give Name:

Please allow 2 weeks for processing once your application is received at the AAHAM National office.

Dues are not tax-deductible as a charitable contribution, but may be deductible as a business expense.

For Credit Card Payment: o AMEX o VISA o MASTERCARD

Account Number: Name: as it appears on card

Expiration Date: Signature:
Billing Address, If Different from Above: (please include Street Address, City, State and Zip)

For Check Payment: Your Payment Total:

Please make checks payable to AAHAM
and send application with your payment to:

AAHAM Membership National Dues:
11240 Waples Mill Road, Suite 200 $Local Dues:
Fairfax,VA 22030

AAHAM Tax ID# 23-1899873 $Total Enclosed: _ $

Complete form and fees see www.illinoisaaham.com
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Created with EclipseCrossword — www.eclipsecrossword.com

Crossword puzzles are a great tool for newsletters, meetings and for training. They are
easy to create and fun for everyone!
For more information on how to create crossword puzzles using this FREE Software

Go to www.eclipsecrossword.com
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