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Executive Summary 

ratio between discounts 

... the real impact of the stop-loss 

clause

full answers. 

aggressive consultants coaching them on how to maximize the revenue cycles from 
each contract. 

clear answers. 

about your next 
hospital contract... 
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Tough question #1: 

on selected services? 

Background 

can compare numerous pricing scenarios. 

revenue cycles from each contract. 

Hospitals seek to gain from selective fee increases in two ways. 

more services “carved out”

higher reimbursements for selected 

services

big advertising campaign extolling the 

term of your next contract. 

increase falls on some of the most costly services. 

Your payouts can 

since the biggest 
increases fall on the 
most costly services.
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Tough question #2: 

How much of this contract will be paid on billed 

Background 

The single best metric for controlling your costs is the percentage of total 

 to a hospital. 

Knowing this number helps protect you against strategic price increases that are 

 for certain hospital services such 

at a discount from the hospital’s 

charge master. 

simply by increasing charges. 

The cost of claims 

control.
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Tough question #3: 

Does this stop-loss clause capture only the true 

outliers, or does it also enhance the hospital’s 

revenues?

The purpose of a stop-loss clause is to protect a hospital from losing 

Background 

stay. Fair enough. 

outliers.  
for the insurer. 

proportion. 

to classify as many 

possible 
as outliers.
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Tough question #4: 

outlier admissions, or are you reimbursing it 

near cost?

Is the margin a hospital makes on outlier cases through the stop-loss 

Background 

outlier cases 

should be paid at close to cost

1 

Numerous lawsuits

2 

 alone. 3

in any given year. 

Are you protecting yourself against this type of unreasonable overbilling

If a hospital tries 



Tough question #5: 

Is this contract competitive, compared to 

Medicare rates?

Background 

4  

Medicare’s goal is to reimburse 

hospitals at cost

costs. 

reasons. 

an approximation of a hospital’s 

costs

reductions

5  

stay up-to-date on the latest 

Medicare research like this. 

between what 
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Tough question #6: 

What margins does this contract give to this 

hospital?

Background 

how much margin

okay. 

margin. 

 to protect you against over-paying.

how much margin 
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Tough question #7: 

Are you allowing for this hospital’s ongoing 

markups in your discount rates?

markups to help maximize their revenues. Does this contract protect 

Background 

6   

7

Figure 2:

hospital attempts to maximize revenues from private payers (who often structure 

back to its true costs. 

margin. 

in markup outstrip 
any reasonable 
allowance 
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Finding answers tip #1: Monitor Medicare’s market basket

assign one analyst to monitor Medicare

fee changes that affect this market basket. 

Finding answers tip #2: Do more research in-house

at least the past 

year’s worth of charges from the hospital. 

Finding answers tip #3: Add automated systems 

Or you can bolster your internal resources with automated systems that 

whole new approach. 

company in all your future contract negotiations with hospitals.

answers will protect 
your company in all 
future negotiations. 
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Conclusions 

deeper, 

more granular analysis of hospital contracts. 

entire company. 

certain hospitals deliberately try to 

maximize their revenue

reviewing contracts. 

into your company returns. 

Most insurers 

reviewing contracts. 

About Health Plus Technologies 

contracts.

sales@healthplustechnologies.com.

info@healthplustechnologies.com

www.healthplustechnologies.com


