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Introduction 
 About Me – Nick Coy

• Background in econ, valuation, market analysis
• Specialize in payer contracting strategies 
• Passion for expanding access to quality care

 Agenda:
1. Understanding payer contracting today 
2. Role of data transparency
3. Case Study: Ophthalmology group
4. Case Study: Pain management group
5. Key lessons for ASC leaders
6. Q&A
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Strategic Contracting for Growth & 
Goals
What we’ve heard and seen:

Payer contracting = strategic leadership priority

Common challenges:
 Aging, outdated contracts
 Limited network participation
 Multi-state complexity 
 Fragmented contract visibility
 Financial + patient access implications 
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Evaluate to Evolve: 
Managed Care Contracting
 Prioritization of contracts and positioning 

• Do your contracts fit your competitive position and market dynamics? 
• Do actual reimbursements match contract construction? 
• Are all products included that should be? 

 Outreach to payers – Negotiations / New Network Access
• Establish an extensive network of contracts at the plans to achieve fast results for new 

network access and negotiations.
• Clearly define and articulate what differentiates you from the competition.

 Negotiations 
• Conduct fee schedule analyses using projected utilization data
• Carve out highlight utilized codes
• Incorporate price transparency data into your negotiations
• Lock in increased rates for extended time (3 years recommended) 
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News Flash 
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The Power of Price Transparency
 What it is:

• Requires every payer to publish in-network negotiated rates for every provider each month

 Why it matters: 
• ~170M covered lives & 10,000+ plans
• CPT, HCPCS, DRG, NDC codes

 Provider Benefits
• Benchmark rates
• Identify competitive gaps
• Inform market entry/expansion strategies
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Data Sample: Urgent Care
Geo Los Angeles County, CA

Billing Class Professional

Insurance Cigna

Taxonomy Codes Urgent Care Clinic / Centers

 Benchmark shows E&M 99203 rates for 
Cigna treatment facilities
 Height of each bar indicates the number of 

NPIs that have that contracted rate
 Top-3 highest rates / providers are shown 

along the bottom
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Challenge
• Overextended team
• Aging contracts
• ASC network gaps
Actions
• Prioritized contracts by revenue
• Centralized contract management
• Expanded ASC access in NV & TX
Results
• $1M revenue gains in 2 years
• 38% ASC rate increase in NV
• 10+ new ASC patient referrals/month in TX

99 clinics, 9 ASCs, Multi-state

Case Study: Ophthalmology



9

Clinics + ASCs in 5 States

Case Study: Pain Management

Challenge
• Multi-state growth
• Internal people + process changes
• ASC payer gaps
Actions
• Strategic payer contracting
• Market-specific expansion plans
• ASC-focused rate improvements 
Results
• 81 agreements over 5 years
• ASC rates up to 180% CMS
• Expansion into CO & IN with payer participation
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Practical Lessons for ASC Leaders
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Thank you
Nick Coy – Client Lead
Nick@tribunushealth.com 
(434) 825-0349
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