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THE USIONE ADVANTAGE

Hidden Carrier Revenue in Self-Funded Plans

Low administrative fee increases at renewal often mislead employers into believing
that the plan is running well and that there are no opportunities for additional savings.

Administrative Services Agreement
= Traditional broker renewal exhibits
cvegiton : demonstrate net administrative fees but
ey : fail to address additional sources of
. " carrier revenue/profit.
Contracted Services 3
Claim Wire Billing = Administrative fee increases are
typically less than 5%. This does not
Claim wire biIIirTg fegs refersto thg portion of the total administr.ative expensescharged account for other claim-based fees that
through the claim wire as the services are rendered and are subject to any future fee ) ) )
increases independent of any changes to the base per-employee, per-month (PEPM). Fees are growing at healthcare inflation rates
charged through the claim wire include those described on the financial exhibit as well as of 5% to 15%.
those fees that the parties may subsequently agree to add to the claim wire from time to
time. Programs or services charged through the claim wire are excluded from the monthly 0 : :
Guaranteed Fees as outlined in the financial exhibit and will not appear on the monthly Without a thorOUgh rgwew O_f Cl//
billing statement. revenue sources, carrier proﬂt goes
- unchecked.
Primary Care Physician for Gated Prod 15
Primary Care Physician Referrals for Gated Products with membership in California............ 16 . .
e 16 = USI has created a proprietary analytical
lationshi visor 16
ahy Pharmaceuticas Program 16 tool to analyze the renewal, determine
Reporting 16 . . . .
Stats’ Al payer Cimsdatabase APCD) report 16 the impact of carrier fees buried in the
New Hampshire (for customers with a business or branch location in New Hampshire)........ 16 . . . .
claims, and optimize employer savings.
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USI Underwriting Resources

USI's process and proprietary tool identifies revenue hidden within
the claim costs revealing inflated fees equal to 3% to 8% of claimes.

= US| underwriters and actuaries, with
an extensive background of carrier
consulting expertise, have created
an interactive proprietary tool.

= Unlike other brokers who simply
check the carrier math and
spreadsheet explicit carrier fees, the
USI process takes a holistic view of
the carrier renewal and hidden
employer expense.

= The tool analyzes and benchmarks a
comprehensive suite of fees buried
within a self-funded plan to provide
transparency to an otherwise
opaque and frustrating process.

USI underwriters establish a peer-to-peer relationship
with carrier underwriters for advanced negotiations.
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l[dentifying Hidden Revenue

THE USIONE ADVANTAGE

USI expands comparative analysis fo include all sources of carrier revenue buried
within the administrative services contfract

Per Employee Per Month Fees

Medical Administration $47.40
Additional Fees & Revenue Share

Network Access as a % of Savings Fees 2%
Wrap Network % of Savings Fees 25%
Out-of-Network % Savings Fees 50%
PBM File Integration Fee Incl
Telemedicine Integration Fee Incl
Claims Reporting Integration Fee Incl
Estimated Pharmacy Rebates to Client Pass Through
Hospital-based Pharmacy Rebates to Client Incl
Pharmacy Administration Per Script $1.00
Large Case Management 30%
Subrogation/COB % of Savings Fee 30%
Medical Condition Management Incl
Vendor Shared Savings % n/a

= Self-funded programs include

numerous financial arrangements
paid through the claims expense
line.

— These include shared savings,
capitation, network access fees,
data fees, disease management,
and more.

With a firm understanding of
carriers’ total revenue, USI
underwriters are better positioned
to negotiate the renewal.
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ldentifying Hidden Revenue - Example

USI identifies revenue sources typically reported as claims expense to quantify
total carrier revenue, improving negotiating position.

Shared Savings Example

Original billed Paid to Carrier Your final
charge provider charge cost

$25,000
Carrier
$30,000 Discount

OON Billed

Charge
$12,500

Total Payment

$5,000
Paid Claim

What is Shared Savings?

= Asupplemental charge by the
carrier based on how much the
carrier has “saved” on out-of-
network claims.

= |t's passed through as a charge
with the invoiced claims but
does not appear separately in
claim files.

= Shared savings are not
accounted for in discount
estimations, and do not count
towards discount guarantees.
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Hidden Revenue Benchmarking

ldentifying and benchmarking hidden carrier revenue
is the first step to understanding actual plan spend.

Additional fees not included in explicit administrative costs

$500,000
= US| maintains a database of

hidden carrier fees to
provide a benchmark
analysis.

$450,000
Potential Savings:
$107,000 ($9.91 PEPM)

$400,000

$350,000 = Based on your contract
terms, USI provides an
estimate of your hidden fees
and compares to our

benchmark.

$300,000
$250,000

$200,000 = Detailed contract review

and analysis can reveal up
to 8% of additional carrier
revenue in the form of
hidden fees.

$150,000

$100,000

$50,000

S0
Sample Contract - Hidden Revenue Benchmark |ﬁ]



THE USIONE ADVANTAGE

Comprehensive Fee and Claim Review

USI's Comprehensive Fee and Claim Review considers all sources of carrier
revenue to provide a transparent and informed review

Lowest cost based on = Typical marketing

i USI comparison, comparisons only look at
Comparing Total Costs including hidden np 7
: claims and explicit
oo dministrative fees charged
Claimwire Fees: Option 3 aaministrative g

Claimwire Fees: Claimwire Fees:

$667,000 $387,000 per enrollee (PEPM).

$476,000

Lowest cost based on C
typical broker

A carrier may appear to
-~ have favorable terms based

Option 2 on PEPM admin fees but
could be the highest cost
option when additional fees
are considered.

= With a firm understanding
of carriers’ total revenue,
USI underwriters are better
positioned to optimize
employer savings through
negotiation with the carrier.

Incumbent Administrator 2 Administrator 3 |ﬁ| |7
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= Specific analysis
iInformation needed

— Copy of current
medical renewdl

— Copy of Administrative
Services Agreement
(ASA) with contract
detaqils

CONFIDENTIAL AND PROPRIETARY: This document and the information contained herein is
confidential and proprietary information of USI Insurance Services, LLC (“USI”). Recipient agrees not to
copy, reproduce or distribute this document, in whole or in part, without the prior written consent of
USI. Estimates are illustrative given data limitation, may not be cumulative and are subject to change
based on carrier underwriting.

© 2024 USI Insurance Services. All rights reserved.
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