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Links

• https://learn.pcc.com/wp/wp-content/uploads/UC2024-

Insurance-Negotiations-a-4-Part-Series.pdf

• https://youtu.be/hfRYIBkdAFE
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Learning Objectives

At the conclusion of the presentation, participants should be able to:

1. Identify the data they need to gather and understand to optimize 
negotiations on payer contracts. 

2. Create a strategy for managing contract negotiations with payers.  

3. Feel confident in their ability to navigate different outcomes with payer 
contracts (revised terms, termination, etc.). 
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Insurance Negotiation, Round 1



● This is a business to them.  They do not care about 

you or your patients.  

● The process is usually simple, but not easy.  The 

squeaky wheel gets the grease.

● No insurance company is prepared for a pediatrician 

with data.

Insurance Negotiation Mantras



Data Gathering Homework

Step 1: Your Contracts

bit.ly/PMISampleWorksheets

https://www.dropbox.com/s/o7eovr5189u7615/PMI_Sample_Worksheets.xlsx


Nothing Scarier than a PEDIATRICIAN WITH DATA!

Step 2: Financial Reports - RVU Breakdown

https://chipsblog.pcc.com/free-2023-rvu-calculator



Nothing Scarier than a PEDIATRICIAN WITH DATA!

Step 2: Financial Reports - Visit Based Breakdown



Nothing Scarier than a PEDIATRICIAN WITH DATA!

● All payor-driven quality report metrics

● Well visit coverage

● Screening coverage

● 99050/1 volume

● Immunization coverage

● ICD-10 counts

● No-show comparisons

● Telemedicine Volume

Step 3: Clinical Reports



Nothing Scarier than a PEDIATRICIAN WITH DATA!

● Breakdowns by Patient age, sex, race, languages

● Zipcode-based report

● Employers

Step 4: Demographic Reports



Nothing Scarier than a PEDIATRICIAN WITH DATA!

● Regional

● National

● HEDIS

● Public

Step 5: External Benchmarking



● Vignettes about your practice

● Earnings reports and news about the payor

Step 6: Narratives and Storytelling

Nothing Scarier than a PEDIATRICIAN WITH DATA!
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Effective Communication

Understand each Payers’ process:

- Send the proposal through the appropriate channels
- Include the information that they want in the way they expect to see it
- Write a short, but compelling overview as to why you should be paid 

more (what are you doing that is better than a competitor, supported by 
data)

- Follow up within the timeframe the Payer quotes you for a response
- Expect that they will say ‘no’, and know what your come back is going to 

be 



Responding to ‘No’

The Payers’ profit depends upon saying ‘no’

- Don’t simply accept it and walk away
- Keep the representative engaged

- Ask for other options for improving revenues (e.g. Value based options, 
risk, etc.)

- If they refuse to engage because you are too far outside of the effective 
date (many will only begin negotiations 6 months before renewal) or 
conversely inside of the renewal period (usually 120 days), set your 

calendar and come back to them at the ‘right’ time
- If they still say ‘no’ ask how you can get them to ‘yes’ - what do they 

need to see or have you do in order to pay you more
- Show them how efficient / effective / etc you are with DATA



So, You’ve Got Their Attention…

Send them a proposal

- No payer will make you an offer first, they want to see what you are 
looking for and counter-offer from there (Kim will walk us through this 

later)
- Ask for reasonable increases; if you ask for too much, it might kill the 

deal; too little and they will sign you up quick!
- Don’t accept their first counter; go at least three rounds

- Focus in on the codes that are highest volume and those that may be 
lagging other Payers using data (as discussed next by Paulie)



Assessing The Offer 

Assessing the proposal carefully:

- If they offer you X% on your preventive codes and Y% on the rest, run 
out ALL the numbers. A slight decrease to your vaccine admins could 

more than eliminate any gains on your well visit codes
- Run out the actual dollar increases. 110% of Medicare 2023 might 

sound great compared to your current 103%, but if your base year had 
a better RVU then you could be accepting less than you are on now. 

RUN OUT THE NUMBERS.
- Most Payers will only provide you with a ‘sample’ at the offered rate; use 

PCC’s BYO RVU to calculate out all of your codes
- Wait until you have agreed to final numbers, THEN ask them for year-

over-year ‘escalators’ so that your income can grow



What If The Agreement Carries Risk? 

Many contracts now carry ‘downside’ options (Kim will expound on this later)

- Understand what you are agreeing to; missing metrics can cost you BIG
- If the terms are vague, ask the Payer to provide you with scenarios 

using your practice data. For example “tell us where we fall currently 
with regard to your threshold” and see if you have a large gap to close

- Figure out a plan for closing those gaps or staying at the levels you are 
at now to secure the ‘bonuses’ (Kim will discuss)

- Make sure that you have stop-loss insurance if you will be carrying any 
financial risk (i.e. if the Payer can withhold or take back money in the 

event you miss metrics/budget allocations)
- Set reasonable terms and timelines; stepped approach works best
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Analyzing The Data, Round 3



Impact On Net Income

~7,800 @ $160
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Track Overall Performance (Quick & Dirty)



CPT Tracking Grid (For Payment Posters)



CPT Comparison (Review Actual Payments Each Quarter)



Payor Comparison



Payor Proposal Review



Which Year Is Best?



Sample Spreadsheets 

● PMI Responsibility Matrix
● Scheduling Guide

● Scheduling Reference
● Sample Provider Compensation 

Model
● Sample Provider Margin Review
● Practice Overhead Calculation

● Sample Partner/Owner 
Allocation

● Provider Compensation Model 
#2

● Employee Bonus #1
● Employee Bonus #2
● Employee Bonus #3

● Practice Valuation Calculation
● MCO Rate Grid

● Payor CPT Comparison

● MCO Abstraction Worksheet

● KPI's Explained

● Daily KPI Tracking Sample

● Monthly KPI Tracking Sample

● Labor Tracking Sample

● Vaccine Tracking Sample

● Vaccine Payment Analysis

● Budget Step 1- Revenue

● Budget Step 2- Operating Expenses

● Budgeting Step 3- Provider Expenses

● Budgeting Step 4- Capital Expenses

● Budgeting Step 5- Review

● Payor Comparison

● Payor CPT Review

● Payor Compare

● Payor Proposal

https://bit.ly/pmi_spreadsheets



How the contra proferentem rule is applied in 
contract disputes

https://www.sfylaw.com/blog/2023/02/how-the-contra-proferentem-

rule-is-applied-in-contract-disputes/

https://www.sfylaw.com/blog/2023/02/how-the-contra-proferentem-rule-is-applied-in-contract-disputes/
https://www.sfylaw.com/blog/2023/02/how-the-contra-proferentem-rule-is-applied-in-contract-disputes/


Contracting Tips and Tricks: 

Practice Manager’s 

Perspective

Kimberly Brennan, MBA, CMPE

Contracting Tips and Tricks: 

Practice Manager’s Perspective

Kimberly Brennan, MBA, CMPE



We faced these challenges in our practice







Where do I start?



How do I keep up with it?

SAVE

A 

COPY!



Rally the troops!



Sample Negotiation Initiation Letter



Sample Proposal (attach to letter)



Sample Termination Letter



Sample Patient Letter



Google Sheet Contract Master

https://docs.google.com/spreadsheets/d/1X7WIRBuXOcRdke33Byh2-
LlbN5xD2anmR7MQnqnOGVU/edit?usp=drive_link

● Save a copy! - This step is what allows you to edit and enter your own data
● Only enter blank fields - Others will auto-populate, including color-coded due dates

○ Red = Notice due in less than 30 days
○ Yellow = Notice due between 31-90 days
○ Green = Notice due in 91+ days

https://docs.google.com/spreadsheets/d/1X7WIRBuXOcRdke33Byh2-LlbN5xD2anmR7MQnqnOGVU/edit?usp=drive_link
https://docs.google.com/spreadsheets/d/1X7WIRBuXOcRdke33Byh2-LlbN5xD2anmR7MQnqnOGVU/edit?usp=drive_link


Changes you may wish to make in practice:

1. Gather all your contracts and construct a spreadsheet that has renewal 
dates for all of your participating payers 

2. Identify your lowest payer and estimate the impact to your practice if you 
dropped them

3. Identify who in your practice is going to be responsible for doing a CPT 
comparison of payments quarterly and meet with them to begin the work

4. Recognize and use the power you have to negotiate your worth!



References

For more information on this subject, see the following publications:

https://www.resolve.com/pricing/american-academy-of-pediatrics

RVU/Fee Schedule Calculators:

● https://chipsblog.pcc.com/free-2023-rvu-calculator

● https://chipsblog.pcc.com/free-2022-rvu-calculator

● https://chipsblog.pcc.com/free-2021-rvu-calculator

● https://chipsblog.pcc.com/free-and-legal-2020-rvu-rbrvs-calculator

● https://chipsblog.pcc.com/free-and-legal-2019-rvu/rbrvs-calculator
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https://chipsblog.pcc.com/free-2022-rvu-calculator
https://chipsblog.pcc.com/free-2021-rvu-calculator
https://chipsblog.pcc.com/free-and-legal-2020-rvu-rbrvs-calculator
https://chipsblog.pcc.com/free-and-legal-2019-rvu/rbrvs-calculator


References
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Success stories:

● https://chipsblog.pcc.com/insurance-negotiation-story-175

● https://chipsblog.pcc.com/insurance-negotiation-continues

● https://chipsblog.pcc.com/hello-world-3

● https://chipsblog.pcc.com/trench-stories-i-or-harnessing-mom-power

● https://chipsblog.pcc.com/trench-stories-ii-or-do-the-math
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