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How PBMs Make Money



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.



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 

• Clarity in Contracts – Actual Transparency 

• Clear and Concise Admin Fee Schedule



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.



Why Appro-Rx?

• Custom Client Formulary 
• Custom Client Benefit Design 
• Custom Pharmacy Network 
• Disease Management 

A Customized, Non-Disruptive Solution 
Supporting Healthcare Integration

• Transparency 
• Integrity  
• Cost Savings

Removing Conflicts of Interest and Aligning 
Goals



Appro-Rx Revenue Model

Fee-For-Service:		PBM	Services	

• Per	Claim	

• PMPM	–	Per	Member	Per	Month	



Example



$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 = $0.00 
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



A	Force	for	Good	in	
the	Healthcare	
Industry



Now	Your	Data	

What	are	the	results	of	our	
Analysis?


