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About Milliman

5,000+ employees $1.6 Billion (US) 
revenue in 2024

70+ offices across the 
globe

75+ years of 
experience

Our healthcare 
clients include over 
80% of the health 
plans in the nation

We certify more than 
40% Part C bids and 
more than 60% Part D 
bids



We are empowered by the diversity of our backgrounds,
driven by a shared commitment to innovate, and inspired by
a common mission: 

To serve our clients to protect the health and financial well-
being of people everywhere.
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Industry Leader
Milliman is the largest and 
most respected actuarial firm, 
consulting to most of the 
health insurers in the nation, 
state Medicaid programs, 
providers, health tech 
solutions, and federal, state, 
and local government.

Deep Healthcare 
Expertise 
We are broadly 
acknowledged to be the 
leading consulting firm to 
healthcare risk takers and 
providers. 
We have consulted on health 
issues to clients in more than 
30 countries on six 
continents and have more 
actuaries who focus 
specifically on health issues 
than any other firm in the 
world.

Rigorous 
Deeply embedded in our 
culture is a rigorous internal 
peer-review process on all 
client projects to ensure we 
deliver the best in advisory 
services. A second qualified 
Milliman consultant will 
review all work products.

About Milliman



Competitive Unit Cost 
Market Intelligence
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What is Competitive Unit Cost Market Intelligence?

 Primary use case: Contract intelligence to 
support organizational financial goals

 Challenge: Negotiations can be focused on 
subjective criteria and success defined using 
incomplete benchmarks. 

 Solution: Build a data driven narrative using 
a data driven approach.

Why: Unit costs are a major driver of overall 
healthcare spend

Gathering, analyzing, and interpreting data about the unit costs of competitors within a specific market to better position 
your organization 
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Competitive Unit Cost Market Intelligence

Understanding competitive unit cost involves:

 Data: An accurate market database with competitor’s network rates

 Case-mix adjustment: A mechanism to normalize competitors’ network rates for consistency with 
your organization’s network and case-mix

 Comparisons with drill-down capabilities: Comparing your organization’s experience to the case-
mix adjusted competitor data at any level of aggregation. Overall and with the ability to drill down 
into specific product lines, providers, areas, and services

Key Elements
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Competitive Unit Cost Market Intelligence

Accurate competitor network rates are key for analyzing unit cost position. 

 Volume: Milliman maintains a nationwide database of the full claims experience for over 70M 
commercial lives annually.

 Alignment: This is trended to current periods and case-mix adjusted to develop competitor unit 
costs across several dimensions

 This data can be used for other initiatives as well

Data 
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Competitive Unit Cost Market Intelligence
Case-mix adjustment

Case mix adjustment Advantages Disadvantages
Percentage of Medicare 
allowed

Well understood and 
accepted

Multiple definitions (e.g., 
inpatient add-ons)

Limited to Medicare 
covered services

Global Relative Value Units Covers a very broad set of 
services

Handles case mix

Less universally understood

Cost per unit metrics (e.g., per 
admission or visit)

Well understood and 
explainable

Too many utilization types 
makes it hard to aggregate

Percentage of billed charges Well understood and 
explainable

Not consistent across 
providers
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Competitive Unit Cost Market Intelligence

Comparing unit cost differentials at the claim level allows for custom aggregations and convenient 
drill downs. 

Common aggregations include:
 Area/market – Compare aggregate costs for a region or market
 Product – Compare HMO and PPO separately across a market
 System/hospital level– Compare entire systems as well as individual hospitals within a system
 Professional specialty – Compare PCPs and specialists as well as sub-specialties (e.g., 

cardiologists)
 Service category – Drill down within a provider to compare unit cost within categories

– E.g., Inpatient medical, inpatient surgical, …, outpatient ER, outpatient surgery, …

Comparisons with drill-down capabilities



Introducing MARB
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Now, when you reprice a claim, you'll see competitive market allowed benchmarks right 
alongside your results. Instantly compare your negotiated rates to the market and spot savings 
or revenue opportunities with ease 

 Draws from one of the largest commercial data warehouses available with more than 70 million lives, 
with GlobalRVUs and Medicare allowed repricing applied at the claim line level

 Applied at the claim line level across all major services and lines of business adjusts for service mix 
differences and makes reporting easy

 Allows for custom aggregation such as breakouts by major service category (inpatient, outpatient, 
professional), detailed service category (e.g., surgical, ER, office visits), or code level (e.g. DRG, 
CPT/HCPCS)

Market Allowed Reimbursement Benchmarks (MARB)
MARB brings powerful benchmarking capabilities directly into the Medicare Repricer and GRVUs. 
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MARB commercial benchmark dimensions:

Market Allowed Reimbursement Benchmarks (MARB)
MARB brings powerful benchmarking capabilities directly into the Medicare Repricer and GRVUs. 

Dimension Description

Product HMO, PPO

Geographic area Metropolitan Statistical Area

Service category or specialty
Inpatient: Medical, surgery, maternity, …
Outpatient: ER, surgery (hospital vs. ASC), …
Professional: Primary care, cardiology, neurology, … 

Provider type Separate benchmarks for children’s hospitals



Case Study
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Case Study: Health Plan

Problem
A health plan needed to improve 
contract performance across all 
lines of business to meet 
sustainability targets. They 
required competitive market 
benchmarking adjusted for their 
unique service mix to create a 
foundation for their network 
strategy.

Solution
Using the Milliman’s 
GlobalRVUs, Medicare Repricer, 
Hospital Claims Cost Estimator, 
and competitive Market Allowed 
Reimbursement Benchmarks, 
the client could view summaries 
by hospital, professional group, 
product, service category, and 
other dimensions to compare 
their unit cost to the market 
average benchmarks.

Outcome
The health plan was able to 
prioritize contracts for 
renegotiation, focus their internal 
efforts accordingly, and saved 
over $40M the first year on the 
largest outlier contract. They 
implemented ongoing reporting 
to track progress on renegotiated 
contracts and identify emerging 
opportunities



How Milliman Can 
Help You
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Contract analytic building blocks

GlobalRVUs
 Relative value system that covers 

the entire range of healthcare 
services

 Quantifies unit price relationships 
for all provider types and categories 
of service

 Separates unit price and efficiency

Medicare Repricer
 Assigns Medicare-allowable fees to 

administrative claims data
 Simplifies conversion to Medicare-

based fee schedules
 Enables auditing of Medicare 

Advantage payments

Market Benchmarks
 Detailed reimbursement 

benchmarks for all medical services 
and geographic areas

 Hospital base rates, costs, market 
share and financial performance

 Combines with health plan 
experience and hospital financial 
reports to create comprehensive 
pre-negotiation analytics



Q&A
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Q&A

Spencer Marshall 

spencer.marshall@milliman.com

Bill Alto

bill.alto@milliman.com 

We are happy to answer your questions now with the Q&A chat within Zoom, but if you would rather follow up with send us 
an email, please feel free to contact any of us below. 

mailto:spencer.marshall@milliman.com
mailto:bill.alto@milliman.com


Thank you
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