


(mi) Presentation Overview

KEY TAKEAWAYS:
1. Provider organizations and payers are both trying to navigate the value-based world.

2. Constant analysis and monitoring of contracts and contract terms is becoming more and
more critical for long term sustainability.

LEARNING OBJECTIVES:
1. Understand the current managed care contracting environment through the identification
and discussion of key trends.

2. Understand the foundational elements that support clinical and operational processes
for a Risk Capable organization
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Beyond the Tipping Point // Risk Capability 2.0
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Responsible Confidence in
Economic Portfolio Transition
Thoughtful and Deliberate
Response to Market Forces

Meaningfully Positive Community
and Patient Clinical Impacts

- Innovation Acceleration
i~ Clinical Assets

= New Infrastructure

i~ Population Health

Organizational Preparedness

and Transformational Agility
Committed Governance and
Collaborative Culture

Alignment of Mission and Strategy
with Pursuit of Value-based Care

i~ Scenario Planning & :
Dynamic Financial Modeling :
i~ Leadership & Culture

1~ Governance
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Session Overview

1. Overview

®
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@ Managed Care Contracting Approaches

Traditional Offerings Value-based Offerings

Glide Path to Risk Development
- Contract Review - Risk Tolerance Identification

- DataAnalysis - VBP Contract Framework Development
- Opportunity Prioritization - Partner Prioritization (Payer / Employer)

Strategy Creation

Contract Execution

- Partnership Facilitation (Payer / Employer)
- Contract/Proposal Development

- Scenario Modeling

Contract Negotiation

- Proposal Development

- Negotiation

- Economiclmpact Analysis

Payment Verification

- Retrospective Performance Review
- Incentive Payment Comparison

- Dashboard Formation

On-going Monitoring
- lterative Claims Analysis
- Renegotiations
- Benchmarking
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Session Overview

1. Managed Care Practice Overview

2. Fee-for-Service Contracting Strategies

®

OIOIGICIORMCISIC,



. Annual Contracting Cycle
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Monitoring

® Ongoing review of
financial performance

Current State
Assessment

* Anniversary dates &
termination provisions

* Market volumes

* Contracting plan

Execution

* Implementation of
terms

* Revenue cycle

* Contract management
system

Negotiation

* Rate optimization
* \Jolume optimization
* Annual escalators
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(ke') Maximizing Fee-for-Service Reimbursement (commerical)

What initiatives are already in place?
What can be capitalized on in payor negotiations?

* Carve-Outs * PAP Annual Escalator

Rate * % Increase: Annual & Multi-Year COSt/ * Withhold Quality Payment
* Charge Master Increases . * Shared Savings - Upside Only
ualit
Stru Ctures * Bundles Q y * Shared Savings - Upside/Downside
» Facility/Professional Negotiation
* Steerage * Multi-Scope: National/Local

* Service Lines

* OON/Term

* Direct to Employer
* Lines of Business

* Narrow Network
* % Discount
* Centers of Excellence

Volume Leverage
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1. Managed Care Practice Overview

2. Fee-for-Service Contracting Strategies

3. Value-based Contracting Strategies
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