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MYTH:

THE FREE MARKET IS A GIMMICK



FACT:

EMBRACING THE 
FREE MARKET WORKS



REALITY - Buyer

• Fiduciary Duty - Paying unreasonable charges will get 
you in trouble (ERISA)

• Employers can no longer afford the status quo 
(whether fully insured OR self-funded)

• Vendors who tell you that the free market will not 
work are lying to you. 



Result from one TPA:

• Nearly $40 MILLION+ in savings in less than 4 
years for their self-funded employers 

• Lower cost while increasing benefits

• Increase quality - Bundling drives quality

• Fostering price awareness in patients

REALITY - Buyer





• You can take back control of your business

• Lower your overhead

• Get paid in full without accounts receivable

REALITY - Seller



Surgery Center of Oklahoma Story

REALITY - Seller



MYTH:

OVERUTILIZATION 
WILL HAPPEN



FACT:

UTILIZATION GOES DOWN



• Unnecessary procedures are reduced

• Mutual respect and accountability

• Free market providers:

• Have NO hospital mandated quotas

• Free market providers do not want to lose their 
relationship with self-funded employers

REALITY



MYTH

I MUST USE A 
CARRIER AS MY TPA



FACT:

CARRIERS/ASOs WIN 
WHEN THE SELF-FUNDED 

PLAN LOSES



• Different types of TPAs
• Truly Independent
• ASO (B.U.C.A. carrier)
• Hybrid (uses a carrier PPO/network)

• Payor contracts restrict ability to work 
on behalf of the employer

REALITY



• BUCA convinces the employer that they are a 
prerequisite to having a self-funded Plan, even 
though they may not be working in the best 
interest of the employer 

• Employers can be self-administered OR hire a TPA
•The TPA is valuable only when they work for 
the exclusive benefit of the self-funded Plan

REALITY



MYTH:

DISCOUNTS MATTER



FACT:

DISCOUNTS ARE A LIE







MYTH:

MEDICARE WILL NOT ALLOW 
ME TO OFFER BUNDLED 

CASH PRICING



FACT:

YOU CAN RUN YOUR 
BUSINESS LIKE A BUSINESS



•Medicare Rules

•PPOs

• It is up to the PATIENT whether they choose 
to use their insurance or pay your cash price.

•Don’t sign a contract with exclusivity 
language of any kind

REALITY



• The Free Market works

• Cash Pricing = Overutilization is not true

• Not all ASOs/TPAs will work in your best interest

• Discounts are a lie

• Run your business like a business

In Closing…



To Learn More…

Free Market Medical Association
FMMA.org
support@fmma.org
1-866-901-FMMA
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