REVENUE PRESSURES HINDER
PROVIDER PROFITABILITY
OVERCOMING DEMOGRAPHIC, ENVIRONMENTAL, AND
COMPETITIVE RISKS REQUIRES ACTIONABLE, REAL-WORLD
MARKET INTELLIGENCE
Revenue degradation. It’s the new normal for many hospitals, health systems, and physician enterprises nationwide,
and it’s being driven by such factors as:
•• Stagnant commercial payer contract growth and enhanced
pricing pressures

•• Growth in Medicaid usage and an aging population
•• Expenses increasing faster than revenue growth

•• Flat care utilization and the inpatient to outpatient volume shift
This weakened revenue growth puts more pressure on managed care leaders to succeed by negotiating with strategic intent,
clear goals, and precise data to support their requests from payers. Overcoming these risks requires increased precision around
managed care contracts and balancing revenue mix at a local market level.

Balancing Your Managed Care Portfolio: The “Pay Me Right” Strategy for Payer Contracting
When it comes to payer contract negotiations, you need detailed and market-specific claims data to justify the rates you’re seeking. Instead
of the traditional “pay me more” approach, Navigant deploys a “pay me right” strategy to payer negotiations, equipping providers with
market-based reimbursement data to benchmark their rates to market norms and inform broader pricing strategies. Central to the strategy is
our database, comprised of claims and benchmarking data from more than 50 million covered lives and $100 billion in contractual revenues.
Having the ability to compare a customized market of reimbursement data at the DRG and CPT level empowers providers to negotiate with
confidence and lock in more beneficial, longer-term pricing, and predict future revenue that’s at-risk. We have used this data to inform pricing
strategies and support contract negotiations for dozens of payer deals, often with more than a 10:1 ROI.

Prepare for your Upcoming Payer Negotiations
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help you optimize revenue realization, and ensure you’re paid “right.”
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Your % of
M e d i ca re

reimbursement rates to the average Medicare and commercial reimbursement rates in
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Navigant’s benchmarking assessment compares your inpatient and outpatient
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