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AVIA is the partner of choice for healthcare 
organizations on a digital transformation journey.
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Review the details of the requirements

Relate the Rule to broader strategic considerations for your 
consumerism, transparency, and revenue cycle initiatives

Showcase other hospital and health systems’ approaches

Goals for our webinar today

Identify best practices to apply to your price transparency 
planning and execution 4
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Requirement Details 
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Overview: Hospital Price Transparency Final Rule

Standard 
Charge Hospital

Items & 
Services

● Updates guidance regarding the requirement  that 
hospitals make their standard charges publicly available

● Defines terms such as:
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Data Display: Hospital Price Transparency Final Rule

●Proposal includes two ways the data would 
need to be displayed:

○List of all five types of standard charges 
for all items and services

○Consumer-friendly website for 300 
“shoppable” services
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Enforcement: Hospital Price Transparency Final Rule

Civil Monetary Penalty

Corrective Action Plan

Monitor Compliance
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AHA Lawsuit: Hospital Price Transparency Final Rule

• Oral arguments (Oct. 15)
• Final decision

NEXT 
STEPS

May 7, 2020

June 23, 
2020

June 24, 
2020

July-August, 
2020Dec. 4, 2019

Filed 
Litigation Oral 

Arguments

Court 
Decision 
(upheld 
policy) AHA appeals 

decision

AHA, CMS file 
briefs to 
federal 

appeals court
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Strategic Considerations
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Setting Pricing Strategy 

● Race to the bottom. What are the financial 
risks associated with displaying price 
information? 

● Providing accurate estimates. How 
accurate can an estimate be for some 
services? How do you account for surprise 
services? 

● Promote competitive advantage. How to 
leverage a competitive price in the market to 
attract consumers and fill openings? 

● Managing prices. What is the best way to 
use data to automatically and dynamically 
adjust price based on demand and 
competition? 

Digital Technology

● Access to real-time data. How to pull 
accurate, real-time data from payers 
inclusive of deductible balance? 

● Cost associated. What is the cost 
associated with implementing a new price 
transparency tool? 

● Patient-friendly view. How can you provide 
patients with price estimates in a patient-
friendly way to drive engagement, growth 
and increase collections? 

Workflow and Maintenance

● Updating codes. What is the best way to 
maintain codes on an ongoing basis? 

● Aligning charges to codes. What is the best 
way to maintain corresponding prices on an 
ongoing basis?

Key tactical and strategic questions to ask
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16%
Out-of-pocket 

Medical 
Spending*

17%
Medical 

Utilization*

What do these shoppable services account for?

*Source: HCCI Cost Institute
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● Consumers shift to shop 
based on price and health 
systems are forced to 
compete on price

● Patients search for lowest-
cost services, opt for low-
priced services 

● Patients equate cost and 
quality and opt for high-
priced services

Consumer Behavior Shifts 

IMPLICATIONS POTENTIAL MARKET 
SCENARIOS

● Providers and payers leverage 
publicly available prices to 
shift reimbursement 
negotiations

● Providers are forced to 
accept lower rates as a result 
of competition 

● Providers are able to leverage 
higher rates of competitors 
for negotiations  

Reimbursement Fluctuation

IMPLICATIONS POTENTIAL MARKET 
SCENARIOS

● Consumers have greater 
information to compare 
between players in a given 
market

● Market power shifts to 
dominant players able to 
withstand lower prices

● Patients shop exclusively on 
price, driving down loyalty to 
any given single player

Market Evolution

IMPLICATIONS POTENTIAL MARKET 
SCENARIOS

Potential Market Dynamics of Price Transparency

● Based on consumer demand 
and a desire to cut costs, CMS 
continues to expand 
regulation and enforcement 
amongst health systems

● CMS receives public scrutiny 
over low prices and is forced 
to adjust

● Patients able to shop for a 
greater number of services 

Regulation Shifts

IMPLICATIONS POTENTIAL MARKET 
SCENARIOS
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Pricing Strategy
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Digital Capabilities Organizational Change

Prepare
Know how your prices 
compare to competitors 
and use this information to 
select 230 hospital -
selected services to 
expose 

Optimize
Expose additional highly 
shoppable procedures and 
apply strategy to compete 
based on market 
movement to maximize 
reimbursement

Invest
Evaluate current digital 
capabilities and invest in 
software to provide access to 
real-time, patient-specific 
out-of-pocket cost estimates 

Automate 
Advance digital capabilities, 
applying data analytics and 
automation to increase 
accuracy and personalization

Align
Align IT, Marketing, and 
Revenue Cycle around new 
price transparency 
regulations to optimize 
growth, revenue capture,  
and consumer satisfaction 

Negotiate
Alter relationships with 
payers and employers as 
the ecosystem changes 

Moves to make today to prepare
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Health System Approaches
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Case Study: Ochsner Health

Patient Estimates

Ochsner evaluated major patient pain points and identified “cost clarity” as a central tenet 

of patient satisfaction

Patients can request an estimate through calling Ochsner’s Central Pricing Office or by 

visiting Epic’s MyChart or Ochsner’s website. Patients receive an estimate based on their 

current benefits in real time

On average, Ochsner receives 1,500 estimate inquiries per month and has seen a significant 

increase in self-service estimates.
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Price Transparency as 
a Strategic Advantage

Price Transparency: Provider Response Continuum

P R I C E  T R A N S P A R E N C Y  M A R K E T  R E S P O N S E

Basic ReadinessNon Responsive
Prepare your organization to be ready 

with upcoming regulation deadlines 
Use price transparency as a catalyst to drive 

impactful patient engagement and gain 
increased market share  

Forgo posting rates due to confidentiality 
concerns, administrative costs and perceived 

legal liability

PROS:
§ Saved investment dollars in the short 

term 

§ Understand local and national market 
reactions before making investments in 
price transparency

CONS:
§ Inability to control the pricing narrative 

§ May become target of government, 
media or consumer watchdog 
organizations

§ Potential loss of market share in the 
long term

§ Cost of fine

PROS:

§ Achieve basic level of readiness in line 
with guidance provided by CMS

§ Not required to pay CMS fine

CONS:

§ May have to play defense with payors 
based on posted rates

§ Inability to engage potential patients in 
an authentic dialogue around price

§ May violate contractual confidentiality 
requirements with payors

PROS:

§ Improved understanding of patient 
demographics and decision-making factors 
enabling thoughtful response

§ Understanding of strategic options to 
navigate post-Day One transparent market

§ Enhanced patient experience and trust 
through sharing accurate cost information 

§ Increased market share and revenue 
protection in the long term

CONS:

§ Upfront investment cost
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Best Practices & Implementation
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Price Transparency Readiness: Key Considerations

P R I C E  T R A N S P A R E N C Y  R E A D I N E S S

P R E P A R I N G  F O R  P R I C E  T R A N S P A R E N C Y

Build Your 
Strategy

Get 
Compliant

Get Ready to Talk 
About Your 

Pricing

I ’ M  R E A D Y .

H O W  D O  I  G E T  
S T A R T E D ?

1. Ensure organizational alignment by 
launching a cross-functional 
governance council

2. Know your current competitive 
landscape, and evaluate the market 
for future disruptors

3. Build a meaningful brand that will 
withstand inevitable market 
disruption

4. Consider shifts in the payor 
landscape in your long term 
strategic plan

1. Evaluate services with high 
transparency risk (e.g., shoppables) 
and consider off-cycle price changes

2. Communicate with payors what 
exactly you will be posting, especially 
payors with existing confidentiality 
agreements

3. Build the required machine-readable 
files in formats ready for website 
upload

1. Design a consumer-friendly patient 
engagement strategy that 
encourages a transparent patient-
provider dialogue around cost of 
care

2. Expect rate pressure from payors, 
and develop a proactive 
communication strategy to 
facilitate favorable contract 
negotiations

3. Be ready for media inquiries with a 
consistent, defensible message

Understand your brand and the 
payor/provider dynamics in the market

Navigate your organization’s 
confidentiality concerns against the risk of 

non-compliance
Put yourself in control of your value 

narrative in the market
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Price Transparency Readiness: Decision Pillars
How ready is your organization to tackle the price transparency requirements?

P R I C E  T R A N S P A R E N C Y  R E A D I N E S S

Services
Scoping and formally 
defining which services to 
include in the disclosures

Rates
Scoping which and how 
many commercial payors 
and rates to include in the 
disclosures

Shoppables
Scoping and formally 
defining consumer-
shoppable services and 
the pricing implications

File Structure
Formally defining the file 
location, file types and file 
specifications of the 
disclosures

Transparency
Clarifying the organization’s 
transparency readiness by 
exploring everything from 
NDAs to Patient Experience

F O U N D A T I O N A L  R E C O M M E N D A T I O N :  P R I C E  T R A N S P A R E N C Y  C O U N C I L
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Price Transparency Readiness: Sample Approach
With the foundational steps of establishing a Price Transparency Council, conducting a readiness assessment and designing a holistic pricing strategy that 
encompasses all aspects of price, from patient to payor, this sample approach will prepare your organization for the road to consumer-centric pricing

P R I C E  T R A N S P A R E N C Y  R E A D I N E S S

ASSESS PREPARE IMPLEMENT
Conduct transparency readiness 
assessment and launch pricing 

transparency governance council

Design holistic pricing strategy in 
workshop setting, build and test liability 

estimator and required disclosures

Launch liability estimator, load 
transparency disclosures and 
communicate value narrative

~2-4  WEEKS ~8-10  WEEKS ~4-6  WEEKS

Prepare for 
Negotiation

Assess
Readiness

Document 
Gaps

Conduct 
Strategy 

Workshop

Establish 
Governance

Establish 
Narrative

Launch 
Estimator

Load 
Worksheets

Define 
Shoppables

• Establish a sustainable governance 
structure (e.g., Price Transparency Council) 
to ensure organizational alignment on key 
decisions

• Understand your price and rate position 
relative to your market peers

• Evaluate your brand identity and market 
power as it relates to payor rates

• Assess patient’s current pricing experience

• Conduct price transparency strategy 
workshop as input to pricing strategy

• Conduct shoppable services/self-pay analysis

• Develop communication strategy for key 
pricing stakeholders (i.e., patients, front line, 
payors)

• Build and test the required liability estimator 
and machine-readable files in formats ready 
for website upload

• Integrate patient engagement strategy within 
existing customer experience initiatives

• Prepare for upcoming payor contract 
negotiations

• Implement communication strategy with a 
consistent, defensible message

• Initiate KPI tracking to measure progress on 
patient’s pricing experience and sustainability 
of payor rates

A C T I V I T I E S

O B J E C T I V E
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Price Transparency Readiness: High-Level Requirement Checklist

P R I C E  T R A N S P A R E N C Y  R E A D I N E S S

Meeting the bare minimum requirements will require the following items to be posted in an easy-to-find manner online, with no required login/registration.

Price Transparency
Standard charges for all items and services 
provided by the hospital made available online, 
and in a machine readable format by January 
1, 2021

qItem/service description
qUnique code required for billing (e.g., HCPCS, DRG)
qFive standard charges per item/service: Gross charge, payor-specific negotiated rate for all 

payor/plan combinations, discounted cash price, and minimum and maximum negotiated rates
qEasily accessible, machine readable file (e.g., XML, CSV)† with CMS-specified file name, publicly 

displayed online
qAnnually updated, with file date included

Consumer-Friendly
“Standard charges” for at least 300 shoppable 
services the hospital provides in a 
consumer-friendly manner made available 
online by January 1, 2021

qTotal of 300 shoppable services, inclusive of 70 CMS-defined services, plus professional and 
ancillary services typically provided with the shoppable service

qConsumer-friendly item/service description
qUnique code required for billing (e.g., HCPCS, DRG)
qFour standard charges per item/service: Payor-specific negotiated rate for all payor/plan 

combinations, discounted cash price, and minimum and maximum negotiated rates
qLocation of service (i.e., Inpatient, Outpatient)
qEasily accessible file publicly displayed online (Note: no file format is defined, but file must be 

searchable for service description, code and payor name)
qAnnually updated, with file date included

Requirements Implementation Checklist
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Price 
Transparency 
Requirements 
for Hospitals to 
Make Standard 
Charges Public

Transparency 
in Coverage 
(Payer Rule)

Interoperability 
and
Patient Access

Interoperability, 
Information 
Blocking, and 
the ONC Health 
IT Certification 
Program

Trusted 
Exchange 
Framework
and Common 
Agreement

1 2 3 4 5
Civil Monetary 
Penalties for 
Information 
Blocking

6

R E G U L A T O R Y  E N V I R O N M E N T

Environmental Context: Six Regulatory Efforts to Monitor
Six regulatory efforts are continuing a long-running push to give individuals more direct access to their health care information in an easily shareable 
format and make the price of health care goods and services more readily available to individuals.

P R I C E  T R A N S P A R E N C Y  I N  C O N T E X T

The final rules require 
hospitals to disclose 

negotiated charges with 
third-party payers for all 

services provided in a 
machine readable format. 

Proposed rule would 
require payers to publicly 
disclose negotiated rates 
for all covered goods and 

services in a machine-
readable format.

CMS finalized rules that 
create new requirements 
for health plans to make 
information available via 
APIs and for hospitals to 

send electronic event 
notifications.

Final rules codify 
exceptions to the 

prohibition on information 
blocking and revise criteria 

of the ONC health IT 
certification to make it 

easier for information to be 
shared across systems and 
access information via APIs.

The second draft of TEFCA 
is under review. TEFCA is 

intended to create the 
ground rules for health 
information exchanges 
and networks to share 

health information 
nationwide.

The HHS Office of 
Inspector General has 

proposed rules to create 
new civil monetary 

penalties to enforce the 
prohibition on 

information blocking. 
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Next Steps
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Learn: Access AVIA research and perspectives, 
including solution company due diligence

Access: Baseline your digital maturity with the 
Digital Pulse to analyze performance against internal 
and external benchmarks

Validate: Collaborate in Groups to share insights and 
best practices

Act: Leverage community and contextualized intel 
to accelerate your digital portfolio

AVIA Connect is a platform to accelerate your digital transformation. 
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How to engage after this webinar on AVIA Connect

Join in the conversation here

https://connect.aviahealthinnovation.com/intelligence/km/graph?id=2226&activeTab=Feed
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Attend AVIA’s next virtual event

AVIA’s Automation Foundations Event on Oct. 1
Join us for a 90-minute webinar on Oct. 1 at 12PM CT, 
focused on automation strategies. With pressure to 
increase revenue, reduce costs and improve operational 
efficiencies, financial, operational, and clinical leaders are 
faced with the challenge of reinventing work. 

In this webinar, speakers from Geisinger and other leading 
health systems will discuss tangible results from their 
automation initiatives, including why they’ve invested in 
automation technologies, conditions for success, and 
measuring ROI.

https://aviahealthinnovation.zoom.us/webinar/register/8616001370123/WN_zcHDPjhaRk6g-NB-PbUv-A
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Thank You
Please share your feedback in the two-question survey at the end of this webinar.


