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AGENDA

| Orientation to LAN categories of APMs and the Learning Objectives

types of arrangements relevant for this topic _
1. Understand in what types of LAN

Il. What exactly are you negotiating your share of? category arrangements a provider
_ _ o _ needs to negotiate a share.

lll. Considerations for negotiating your share with . Understand the typical elements of a

payers LAN category 3 arrangement and how
shared savings are generally calculated.
Understand the considerations at play
when negotiating your share with a
payer.
Develop an understanding for other
contractual items that would need to
be negotiated with a payer.

I\/. Other items needing to be negotiated with payers
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IN WHAT LAN CATEGORIES DOES NEGOTIATING YOUR SHARE MATTER

Category 1 Category 2 Category 3 Category 4
No link to quality and FFS link to quality APM built Population-based payments allllla
not considered value- and value on FFS Integrated
based payment | [ Finance & CATEGORY 1 CATEGORY 2 CATEGORY 3 CATEGORY 4
methods I | Delivery System FEE FOR SERVICE - FEE FOR SERVICE - APMS BUILT ON POPULATION -
NO LINK TO LINK TO QUALITY FEE-FOR-SERVICE BASED PAYMENT
| | Compre- QUALITY & VALUE &VALUE ARCHITECTURE
hensive
| I Pop-based A A A
I (] Condition/ Foundational Payments APMs with Condition-Specific
Service for Infrastructure Shared Savings Population-Based
I s ifi & Operations {eg., shared savings with Payment
pECI IC [e.5., care coardinabion upside risk only) le.g., per member per month
I Pop-based fees and payments for payments, payments for
Shared HIT investments) B specialty services, such as
I savings & APMs with onotlogy of mental health)
Downside B Shared Savings B
I Risk y. Pay for Reporting and Downside Risk
i (e.g.. bonuses for reporting [eg., episode-based Comprehensive
I UPSIde ' data or penalties for nat payments for procedures Population-Based
Shared reporting data) and comprehensive: Payment
I Savi ngs payments with upside {eg., global budgets or
\ C and downside risk) full/percent of premium
I Pay for Pay-for-Pe nce payments)
I Performance [e.g-, bonuses for quality C
| Pay for peitemand Integrated Finance
Reporting < > » & Delivery Systems
. . {e-g., global budgets ¢
Eoundational Retrospective Prospective Payments fuliercent of pramiam
payments in integrated
Payments Payments systems)
Fee-for- | ——————————— |
Service
Cost
Based 2 5
Provider At Risk
Negotiating your share with payers starts to matter in LAN
Medicaid Business

category 3A and 3B arrangements Transformation DC
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Source: http://hcp-lan.org/workproducts/apm-framework-onepager.pdf



WHAT EXACTLY ARE YOU NEGOTIATING YOUR SHARE OF?

Attribution

» Methodology for linking patients to a provider for accountability
purposes.

Shared Savings on Total Cost of Care Model (3A/B)

Benchmarking or Target Methodology

* A cost of care for the provider’s attributed population, under which the

provider needs to come in order to generate savings.

Medical Cost Experience

* Provider’s actual cost of care during the performance year.

/

Population

Cost Target Performance Year

Actual Cost

The Delta = Savings that
are Shared




CONSIDERATIONS FOR NEGOTIATING YOUR SHARE WITH PAYERS

= Market share or power
= Value-pitch and/or current performance of the provider

= Structure and incentives throughout the rest of the arrangement — there
may be trade offs that occur that impact the share of savings

= Are you giving up a portion of shared savings potential to get other elements you
may want in the arrangement?

= e.g. Up front cash flow (care coordination fees or infrastructure funding), smaller set of quality
metrics

= Level of downside risk can impact upside share

= As a provider takes more downside risk, this typically has the payer giving up
additional upside potential



WHAT ARE OTHER ITEMS NEEDING TO BE NEGOTIATED WITH PAYERS

= Quality
= Measures

= Quality in shared savings arrangements usually is set up in a way to impact
earning potential in the arrangement

= Gate
= Adjustor

= |f quality performance is at a high level, should there be an additional incentive for that high
performance?

= Data sharing

= What data or reporting do | need from the payer to be successful?
= e.g. Attribution, claims, quality measure numerators and denominators

= How frequently do | need to receive the needed data and reporting?






HMA

HeALTH MANAGEMENT ASSOCIATES

Hunter Schouweiler MS-HSM

Subject Matter Expert

hunter.schouweiler@wakely.com
Link to Bio

Caitlin Thomas-Henkel, MSW

Project Director

cthomashenkel@healthmanagement.com
Link to Bio

Amanda White Kanaley, MS

Project Manager

akanaley@healthmanagement.com
Link to Bio

Samantha Di Paola, MHA, PMP

Project Coordinator
sdipaola@healthmanagement.com

Link to Bio


mailto:cthomashenkel@healthmanagement.com
https://www.healthmanagement.com/our-team/staff-directory/name/caitlin-thomas-henkel/
mailto:akanaley@healthmanagement.com
https://www.healthmanagement.com/our-team/staff-directory/name/amanda-white/
mailto:sdipaola@healthmanagement.com
https://www.healthmanagement.com/our-team/staff-directory/name/samantha-di-paola/
mailto:hunter.schouweiler@wakely.com
https://www.wakely.com/staff/hunter-schouweiler

	Slide Number 1
	Presenter
	Agenda
	In What LAN categories Does Negotiating your Share Matter
	What Exactly Are you Negotiating your Share Of?
	Considerations for Negotiating your share with Payers
	What are Other Items Needing to be Negotiated with Payers
	Thank you
	Slide Number 9

