
Meeting With Payers

Preparation for the Discussion 

•  Understand your value. Before reaching out to a 
payer, consider your Unique Value Proposition. 
What makes you valuable to other organizations? Be 
able to articulate that value in terms meaningful to 
your payer and, if possible, based on results with 
their own patients. 

•  Do your research. What matters to this 
organization? If you have an existing relationship, 
ask what metrics they consider most important and 
speak with them in those terms. What kind of 
metrics are you currently using? Are those metrics 
meaningful to payers and referral sources?  

•  Do your research. Who are the decision-makers at 
this organization? Who are the influencers? Do you 
have an existing relationship? If this is a prospective 
payer, who do you know who can connect you with 
the right people at this organization? Do you have 
any contacts to help secure a meeting?   

•  Bring examples of key data points to illustrate your 
practice’s value. Be able to explain the difference 
you have made in the lives of your  
patients. Explain what changed after a patient 
joined your program and how you have helped your 
target population. 

•  Determine what you are asking for before you meet. 
What are the must-haves? What are the  
nice-to-haves? What are the non-negotiables? 

         a.  Are you looking for a monthly stipend  
or a Per Member Per Month? 

         b.  Are you hoping to increase your census  
by increasing referrals? 

•  Keep a close eye on costs, but don’t lead with cost. 
Lead with value. Also, be sure this arrangement 
brings value to your program. That is, does it help 
you keep the lights on and serve those who need 
you most? 

•  Prepare a “leave-behind” package that includes 
your business card, brochure, copy of a recent 
newsletter or blog post (if you have these), and  
key data points that highlight your performance 
against key metrics.
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Purpose:  

This resource is intended for home-based primary care (HBPC) providers and practice staff to assist practices in 
developing an effective strategy for meeting with payers by accurately and persuasively communicating the value 
of the services they provide.



•  Discuss how your vision and mission align with that 
of the payer. State your intent for the meeting. 
Inquire about what will make the meeting a success 
for the other person.  

•  Explain the benefits you can offer the payer, such as 
a reduction in admissions and ED visits, increased 
deaths at home versus the hospital, more accurate 
HCC scores, transitional care coordination, etc.  

•  Explain the specific service-related benefits you 
offer patients – urgent visits, home infusions,  
joint injections, vent management, transitional  
care coordination, etc. 

•  Identify and explain the relationships you have  
with community partners/resources (e.g., home 
health, division of aging community workers). 

•  Articulate the dollar value of what your practice has 
accomplished that would benefit the payer and how 
you accomplished it. Review your key data summary 
with them.  

•  Review the payer’s patients you currently serve and 
how many more you could serve if given the 
opportunity. Review potential savings implications. 

•  Ask for the business or, to continue the 
conversation. Thank the person for the meeting  
and confirm next steps.  

•  Follow up with a thank you. Email is sufficient,  
but today an actual direct mail letter makes  
an impression.  

.

The Discussion

*Have you created a Unique Value Proposition 
for your practice? HCCI has a tool for that at 
hccinstitute.org. 
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HCCIntelligence™ Resource Center 
HCCI has developed a number of free resources to help home-based primary care (HBPC) providers 
and practice staff through our HCCIntelligence™ Resource Center at  https://www.hccinstitute.org.

Hotline 
Call 630.283.9222 or  

email Help@HCCInstitute.org  
9:00 am–5:00 pm (CST)  
Monday through Friday

Webinars 
Every third Wednesday  

of the month, HCCI hosts a 
webinar on topics relevant  

to HBPC. 

Virtual Office Hours 
Immediately following the 

monthly webinar, HCCI hosts 
Virtual Office Hours where  
experts address questions  

on any HBPC topic.  

Tools & Tip Sheets 
Downloadable tools,  

tip sheets, sample forms  
and how-to guides on a  
variety of HBPC topics.

HCCIntelligence™ is for educational and informational purposes only and should not be relied upon as medical advice.

HCCIntelligence™ is funded in part by a grant from 
The John A. Hartford Foundation.
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