truveris presents:

The Nuts & Bolts of Pharmacy Contracts
Driving PBM Transparency
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@ Agenda

« Importance of pharmacy benefits

« PBM 101

» Understanding your pharmacy contract
 Driving PBM transparency and accountability

« Success Story with Glenbrook Schools

« Q&A
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Why 1s 1t important to understand
pharmacy benefits?

Pharmacy is one of the only benefits you can directly negotiate
and customize based on your unique employee profile.

By understanding what levers to pull, HR leaders can
significantly reduce pharmacy spend for their organization.

School systems have a fiduciary duty towards their employees
in regard to pharmacy benefit coverage.
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National Attention on Pharmacy

) FEDERAL TRADE COMMISSION
'/ PROTECTING AMERICA'S CONSUMERS

FTC Launches Inquiry Into Prescription Drug Middlemen
Industry

Agency to Scrutinize the Impact of Vertically Integrated Pharmacy Benefit Managers
on the Access and Affordability of Medicine

healthline

Insurance Providers Are Halting

Coverage of Ozempic and Other GLP-1
Drugs

@CBS NEWS

Prescription Drug Affordability Act aims to
set limits on high medication prices

Y #iasboAC24

INVEST INYOURSELF icniTE OTHERS

THE WALL STREET JOURNAL.

HEALTH | HEALTHCARE

J&J Accused of Mismanaging Its
Employees’ Drug Benefits

The novel lawsuit by a J&J worker alleges employees overpaid for some
drugs

ry HEALTHCAREDIVE

DIVE BRIEF

State attorneys general urge PBM
reform

The letter, sent on behalf of 39 state attorneys general to leaders in Congress,

comes as lawmakers consider legislation to regulate pharmacy benefit managers.

AXI0S

May 4, 2023 - Hoalt

Employers grapple with the
weight loss drug craze

Consumer
Reports

How to Beat the Rising Cost of
Prescription Drugs

Consumer Reports offers money-saving solutions to insurance plan changes,
expired discount coupons, and other issues

By Lisa L Gil

July 63023

Georgetown University
@) Health Policy Institute
® Y ccurer For ciLoREN
AND FAMILIES

American Rescue Plan Act:
Health Coverage Provisions Explained

by Edwin Park and Sabrina Corlette
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Rising Challenges in the
Pharmacy Industry

Rising costs in healthcare, There are increasing Alternative funding
especially in pharmacy, have concerns around lack of opportunities bring
a large financial impact on PBM transparency in additional complexity
self-funded employers and pharmacy that have led to and opportunity.
their employees. state and federal legislative

attention.

On average, 21% of healthcare
benefit expenses come from
pharmacy alone’

1Business Group on Health, 2023 x
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Pharmacy Cost Drivers

Specialty represents Since 2012, Annual brand name

closed formularies drug list prices increasing

5 5 0/0 2 % and exclusions are ~4.5%
of costs ! of claims b 90 O % Speciianl(t:);e(:;-sl‘ji?1 ;rices
10%+

under pharmacy benefit

PBM profit % from (0)
Average annual cost specialty pharmacy 6 5 /0
of a specialty drug:

2 of new drugs coming
>$84’OOO X to marke;rlrirgesspecialty

from 2015-2020
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The Pharmacy Ecosystem

Services agreement ( : ) Formulary agreement GPO
10:) Wholesaler payment for product mr Rebates (DIR) & fees @ t,.f - The re a re Va r|O U S p | ayerS | n th e
i L] E| e pharmacy ecosystem, each with their
! ! 2 Pass 4
H H £| through }
: ¥ 3

own incentives and challenges.

of rebates }
and fees E

Product shipment Servi d
ervice an ~
- @ (3) data fees ! "'. ---------- @

Product shipment

Fl‘ | i - R ©) The complexity of the supply chain
H GPO PSAO @ e ‘I.‘:L‘.‘C’é’.’fé}:i;;)ﬁé?i&“f leaves room for built-in

inefficiencies, which can typically lead
to the patient paying the price, with low
l = access and high costs for their

T Participation Participation T

Pharmacy payment for product % Prescription reimbursement
o

)

Network participation

Prime vendor agreement DIR

prescnpllon comsurance med ICatIOn .

* Product Movement

---+ Financial Flow G
— C Relationshi i 1
ontract Relationship Insurance premiums

Patient

GPO = group purchasing organization; PSAO = pharmacy services administrative organization; DIR = direct and indirect remuneration
Source: The 2023 Economic Report on U.S. Pharmacies and Pharmacy Benefit Managers (https://drugch.nl/pharmacy). Chart illustrates flows for Patient istered, O

Drugs. Please note that this chart is illustrative. It is not intended to be a complete representation of every type of product movement, financial flow, or contractual relationship in
the marketplace.

] DRUG CHANNELS
@ INSTITUTE
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What 1s a Pharmacy Benefit Manager (PBM)?

«  Administer and manage prescription drug benefits for
employers and health insurance companies.

«  PBMs are not insurance companies — they negotiate
discounts with drug manufacturers and pharmacies.

«  Goal of PBMs: Lower the cost of prescription
medications and improve affordable access to quality

prescription drug care.
204
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Potential Challenges with PBMs

A lack of transparency combined with complex contracts and rebates
can make it difficult to tell how the savings obtained by PBMs with
drug manufacturers are in fact passed on to employers and patients.

PBMs sometimes prioritize drugs with higher rebates or provide
financial incentives to pharmacies that promote certain drugs, thus
increasing costs to employers.

PBMs have historically achieved substantial profits through their

operations, leveraging their position in the supply chain to negotiate
pricing and reimbursement terms. u
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Pharmacy Contract 101

Language matters — complex nature of pharmacy contracts can leave
employers open to paying more than they should

What you can’t measure you can’t manage — tracking performance of
contract ensures terms are being met

Renewals aren’t the only time you can negotiate price and favorable

contract terms
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PBM Contracting Elements to Keep in Mind

Drug Spend Contract Specifics

YW #iasboAC24

Rebate guarantees
Network guarantees
Specialty guarantees
Performance guarantees
Exclusion language

Offsetting language

Utilization Management (Prior
authorizations, Step Therapy
etc.)

Formulary
Pharmacy networks

Alternate funding solutions

Payment terms
Allowances and credits
Data rights

Contract termination
Reconciliation

Market checks
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Truveris transforms and reduces pharmacy spend

~800+ clients i
and 46MM annual WHO WE ARE Fully independent PBM management and
claims cost-containment platform.

~S$5B in savings

PP WHAT WE DO 1. PBM RFP contracting and management
2. 100% ongoing claims analysis and

200 to 750K life fiduciary compliance
groups

Truveris replaces the traditional procurement _
20%+ savings and and renewal models for self-insured employers.
ongoing insights
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A comprehensive,
data-led, and fully &

independent )
pharmacy platform

MEMBER
ENGAGEMENT

MARKETPLACE
PROCUREMENT

We replace traditional PBM management
and renewal models with innovative
solutions focused on pinpointing and

disrupting the areas that have the greatest
impact on improving pharmacy cost

containment and program performance. TECHNOLOGY
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Optimizing Pharmacy Benefits

Pharmacy continues to be opaque even with transparent PBMS.
We understand and untangle pharmacy optics.

Multiple

bid rounds
- Ensure true to BAFO
comparison:
- Tech-driven "applef-to-
process: apples
compare

Create
. dynamic terms for

PBM
contracting
oversight

are here when in the middle of
your contract

YW iiasboAC24

R S

competition transparency

Stare here if your contract
is up in 9-12 months, or if
you need a market check
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- Optimized

terms,
transparency,
and control

ANNUAL
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Beyond PBM Contracting:
Continuous Quversight - Can’t “Set it and Forget it”

Uphold fiduciary duty by reviewing 100% of pharmacy claims throughout the life of the PBM contract.

With an oversight solution that can be implemented at any point Powered by tru Guard ’
of your pharmacy contract, employers can better monitor their

pharmacy program performance for:

truGuard Sample Client A Timetrame:  1/1/2022-12/33/2022
v Rebate performance v Errors/opportunities for change Pesaripesmimion _
v Term compliance v PBM report validation i $1,485,768 4,609,328 $1,189,238,007
v" New high-cost drugs v Plan sponsor advocate : ; shenre st Totalutizers p
" 2 606,649 $522,573,996
v Performance guarantees/pricing o SpecitySpend

83.18% $666,664,012

Rebate-Eligible Claims
623,528 /13.5%

Plan Paid
$1,056,995,609
(83.88% of total spend)

Variance Detection: Guarantee Shortfallvs lanpaid i G
More than 90% of Truveris pharmacy contract reviews = : ; $315,667,400
detect some level of variance from the existing contract. ’ s Tota bighCost brug (4cD) Spand

$138,137,290

New High-Cost Drug (HCD) Spend
$1,456,618

Shortfall Identification:
More than half of Truveris-reviewed contracts have some
level of shortfall.
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How Glenbrook School System Saved

School Profile $2.3M on Their Pharmacy Contract

truveris
Ui e e marketplace”

® Glenbrook was unsatisfied with their 3-year PBM contract after its first year, so partnered with
Truveris to ensure they were getting the best deal to improve pharmacy costs.

Industry:

Education ® Began with Truveris Oversight reporting and reviewed previous year's claims

® Conducted an RFP with 5 key bidders, including the incumbent PBM. Truveris then shared back
the blinded submissions to the incumbent PBM, who decided to submit a more aggressive

offer.
Delivering Maximized Savings
Through A Competitive Bid Process Results

$4.5M+ ] ” . o . :

AnnS L 598 Switched to coalition offering poyvergd by
Drug s the same incumbent PBM, resulting in
Spend zero member disruption

PBM 3
21% ® Even with existing vendor’s early
savings e 4 termination fees, Glenbrook saved $2.3M
achieved over 3 years
PBM 5
-10% -5% 0% 5% 10% 15% 20% 25%
y#|aSbOAC24 B % Average Savings
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Q&A

ANNUALM

YW iasboAC24 CONFERENCE

INVEST IN YOURSELF 16NiTE OTHER-



	Slide 1: The Nuts & Bolts of Pharmacy Contracts Driving PBM Transparency
	Slide 2
	Slide 3: Agenda
	Slide 4
	Slide 5
	Slide 6: Rising Challenges in the  Pharmacy Industry
	Slide 7: Pharmacy Cost Drivers
	Slide 8: The Pharmacy Ecosystem
	Slide 9: What is a Pharmacy Benefit Manager (PBM)?
	Slide 10: Potential Challenges with PBMs
	Slide 11: Pharmacy Contract 101
	Slide 12: PBM Contracting Elements to Keep in Mind
	Slide 13
	Slide 14: A comprehensive, data-led, and fully independent pharmacy platform
	Slide 15: Optimizing Pharmacy Benefits
	Slide 16
	Slide 17
	Slide 18: Q&A

