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Prescription Benefit Management

PPRO’B(VS Industry

The

Industry

Lack of transparency and
integrity

Huge, public companies,
fiduciary responsibility to
shareholders

Misaligned incentives

300 companies, 10
systems avg development
year 1984

Us

Built on Appro-Rx Family
Values. Transparent,
flexible

Best interest of payer and
member in mind

Perfectly aligned
incentives (highest
efficacy, lowest cost)

Appro-Rx and Strategic
Partners — Est. 2011
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How PBMs Make Money

Traditional PBM Transparent PBM
Model Model

Administration Fees
(per claim, PMPM/PEPM)

Retail Markup

Manufacturer Revenue
(Rebates)

Purchasing and Selling
Drugs
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What are the Old Facts?

Traditional PBMs have created

* A system where profits are more important that
healthcare and substantial conflicts of interest.

* Contracts where Even the savviest employers often
have only the minutest chance of deciphering.
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What is the New Paradigm?

Zero Spread Pricing and AWP Games

100% Pass Through on Pricing — Zero Conflicts of Interest

100% Rebates Pass Through — Zero Conflicts of Interest

e Clarity in Contracts — Actual Transparency

Clear and Concise Admin Fee Schedule

et Prescription Benefit Munuqvmv&

—4




What is the New Paradigm?

* Formularies driven by cost-effectiveness, efficacy and
Health Outcomes, not rebates.

* Flexible technology that adapts to the pharmacy
program, not the other way around.

* Robust and easily customized reporting for performance
data that is important to employers and the bottom line.

 Hold PBMs Accountable.
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e Custom Pharmacy Network

Why Appro-Rx?

A Customized, Non-Disruptive Solution
Supporting Healthcare Integration

» Custom Client Formulary H

i . , * Transparency

[ J .

Custom Client Benefit Design |+ Integrity _— APPRO'&
« Cost Savings =

* Disease Management

CRemoving Conf[icts cf Interest and ?l[igning



Appro-Rx Revenue Model

Fee-For-Service: PBM Services

e Per Claim

e PMPM - Per Member Per Month
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GENERIC UTILIZATION

81%

For every 1% increase in Generic Utilization the nej

/

TRANSPARENT PRICE SAVINGS j

455,392.09

Potential Spread (the difference between the PBM pharmacy contrg

Savings %

16.6%

REBATE ESTIMATE TO PLAN

58,318.75

Rebate estimate based o

Savings %

2.1%

GENERIC MANDATE

107,013.46

Mandate generic use when available in the clag

o] Savings %

3.9%

i THERAPEUTIC SUBSTITUTION

153,624.49

Savings Example: Potential savings converting Crestor, Lipitor, Nexium, H

Savings %

5.6%

ol TOTAL POTENTIAL SAVINGS

774,348.78

o Total Potential Savi

AVE COST/RX
Ret Bana Vot Brand
Single Source Mub-Source Single Source Mub-Source. Singhe Source
RX COUNT 37625 6,151 636 505 28370 a3 65 7
WP s 435124850 |8 150093537 § 7790708 7624518 § 193202005|$ 24778493 $ 17446148 1974122 §
INGREDIENT COST |§ 210548153 |3 125316043 § 4640834 S 3744410 § 47557497 |8 18300020 $ 6866463 1176587 § 9125216
DISPENSE FEE s 7ia4|s 123200 s 12:200|s 101000 s Se74000s - 8 s S s -
GROSS COST s 2meess3|s 1266243 s aresoss|s  eser0 s smoas7|s 16300020 s eeseas|s  vizeser s 912826
MEMBER COPAY s 741714 s 22660647 S 1978673 | S 912079 § 074411018 3125345 $ 565265|8 138000 § 3417595
PLAN COST $ 153938830 S 103885596 § 27893618 2933331 § 22487387 |8 14975575 § 1.21381]8 1038587 § 57.076.21
52% 22% 40% 51% 75% 26% 61% 40% 76%
AVE COST/RX $67.86 $208.73 7497 $443.12
[ceneric umizamon [ ex ]

[ TRANSPARENT PRICE SAVINGS s 5530200

oo

[REBATE ESTIMATE TO PLAN s sssters|

T

T O

£ 3
[rHERAPEUTIC SUBSTITUTION s 1sss244] PRomr—

Sovings Son

[rora PoTenTiaL savines [s msan]
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$1,150,391.82

Incumbent PBM Ingredient Cost to Client (12 Months) = $5,638,236.37

Rebates sent to client by Incumbent PBM per contract = $S0.00
Incumbent is PBM making over $20.00/claim in spread+rebates alone.

Appro-Rx Network and Contract Savings to Client = $790,859.40
Appro-Rx Rebate Dollars Passed Through to Client $359,532.42
Total Savings to Client in 12 months =$1,150,391.82
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A Force for Good in
the Healthcare
Industry
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Now Your Data

What are the results of our
Analysis?
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