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As scrutiny on healthcare costs increases, 
healthcare providers are changing how they 
evaluate, select and purchase supplies and medical 
devices. Additionally, many health systems operate in 
different care settings and may have multiple entities, 
which gives them numerous contracting options when 
sourcing medical devices. 

For medical technology manufacturers to overcome these 

challenges and protect their revenue, they must bring products 

to market with the right pricing. And that requires that you 

develop contracts that encourage customers to drive more 

demand for your products and/or ignore your competitors’ 

products. Equally important is your ability to execute these 

contracts effectively by: 

• Creating strategies that both demonstrate product value  

and incentivize continued purchase. 

• Gaining real-time visibility into your process to eliminate 

overpayments, unprofitable contracts, and relationship issues. 

• Centralizing pricing for matrixed organizations to ensure 

the price paid is the same across the entire system and that 

volume purchased matches its given price. 

Collaboration among your sales, sales ops, and contracts 

and compliance teams is key to successful contracting. 

Only when these teams work effectively together can you 

improve customer relationships and decrease price erosion. By 

eliminating siloed people, processes, and technologies you can 

build an environment that sets you up for commercial excellence. 

In this white paper, you’ll uncover three ways that you can 

improve collaboration to empower your sales team to maximize 

the value of your contracts. 
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Create a culture of collaboration.
To say that today’s provider marketplace is complex is an understatement. The 

multiple relationships and affiliations that each provider may have makes it more 

difficult than ever for pricing analysts and systems to identify the right price for the 

right product at the right time – while also taking into account group purchasing 

organization (GPO) affiliation, pricing tiers, and performance against those tiers. 

Finding the right pricing strategy is crucial to success – but it’s not the only step 

you need to take. Price erosion and revenue leakage can still occur if sales, 

sales operations, business units, and regional teams aren’t on the same page. 

Furthermore, the lack of customer and product data and analytics can result in 

contract noncompliance and unprofitable agreements. 

Fortunately, all is not lost. By connecting your front and back office and revamping 

error-prone and manual processes, you can create a culture of collaboration and 

empower better decision-making. 

• Everyone will have a clear understanding of pricing strategies, which enables  

you to take control over discounting. 

• Increased visibility into pricing and contracting empowers teams to make better 

decisions and help ensure compliance. 

• Customer quotes can be managed more efficiently and effectively. 

• All parties receive proactive information to support customer negotiations  

and conversations – and keep them informed of their contract status.

“Unless you 
have the right 
governance policies, 
execution discipline, 
and analytics, you  
won’t be able 
to realize your 
profitability goals.”1 

1“Acing Medtech Pricing 2.0 with Analytics.” Medical Device + Diagnostic Industry, May 18, 2019.  
https://www.mddionline.com/business/acing-medtech-pricing-20-analytics

Front office  |  pre-signature Back office  |  post-signature

Commercial  
(contracts + pricing)

Global Tender 
Management

Regulatory 
(Medicaid + FSS)

Deal Management

Eligibility  
membership pricing

Compliance validation
Bid evaluation

Rebates, fees,  
chargebacks, and accruals

Compliance validation
Pre-deal analysis

Revenue CloudCRM ERP

Intelligence Cloud (reporting + analytics + AI)

Integrations to any CRM, CPQ, and CLM as well as APIs for leading cloud platforms

Using Model N to connect the front and back office

https://www.mddionline.com/business/acing-medtech-pricing-20-analytics
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Protect your profitability. 
The medtech industry is facing a perfect pricing storm. GPOs are consolidating.  

The negotiating power of hospitals is growing. And healthcare providers and 

patients are calling for greater transparency and lower costs. 

To close deals, sales teams are often willing to settle for the lowest possible  

price, which amplifies the impact of increasing sales pressure. In fact, according 

to Model N’s recent State of Revenue Report, 73% of executives believe their 

pricing decisions are leaving money on the table.2

The varying needs of channels and market segments, manual processes, and a lack 

of visibility into contracts and contract compliance leave many medtech companies 

struggling to answer these questions: 

• Are individual hospitals receiving better pricing than large integrated delivery 
networks (IDNs)? 

• Does the average selling price vary across member hospitals within each IDN?

• Are lower-tier GPO customers getting better prices than higher ones? 

If you cannot answer or can answer “yes” to any of these questions, you could 

be at serious risk as the demand for transparency intensifies. Buyers will demand 

lower prices and want to know why others – especially those with lower volumes 

or less buying power – are getting more favorable pricing. Without a solid handle  

on your pricing strategies, you could inadvertently have to reduce your prices –  

and your overall revenue. 

The key to profitability is a good line of sight into the deals you make. 

For a contract to be effective, it must be beneficial to all parties involved. Ensuring 

contract compliance is critical. You need the ability to know with certainty that a 

customer has adhered to all purchasing commitments, including volume, market 

share, and timeframe. On the flip side, you must provide the rebates and discounts 

you’ve agreed to in a timely and accurate manner. 

Equally important is the ability to have proactive and educated conversations 

with customers. When sales has real-time access to contract commitments and 

“Medtech companies 
need to fix their 
pricing basics by 
introducing greater 
structure and 
discipline to their 
pricing policies.”3 

Boston Consulting Group

2Model N 2020 State of Revenue Report.
3“Next-Generation Pricing Is Transforming Medtech.” Boston Consulting Group, May 14, 2018.  
https://www.bcg.com/publications/2018/next-generation-pricing-is-transforming-medtech 

https://www.bcg.com/publications/2018/next-generation-pricing-is-transforming-medtech
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performance, they can keep providers informed of their status and eliminate 

surprises should a price adjustment be necessary. This not only protects your 

organization’s profitability, but it also enables sales to build stronger relationships 

with customers. 

Post-deal analytics enable you to understand whether you’ve given the right  

deal to the right customer and what adjustments you should make in the next 

contract cycle. 

• Get information that will help you articulate why you are or aren’t offering  

a customer a certain discount. 

• Evaluate what types of incentives are positively impacting your business  

and eliminate the ones that aren’t. 

• Access key insights into contract performance, so you can better negotiate  

and avoid revenue leakage on future deals. 

For medtech margins that are right on the money, turn to Model N. 

Transparency is critical, as you need accurate pricing and performance data to 

ensure the most advantageous contracts and avoid pricing floors. Model N provides 

a single system of record for handling all aspects of pricing, contracts, chargebacks, 

and analysis. 

Interact seamlessly with providers. 

Model N Provider Management gives you real-time visibility and insights into 

the institutional contracting process, including all pertinent contract details and 

customer purchasing activities, so you can make better business decisions, ensure 

contract compliance, and reduce revenue leakage. 

Make better business decisions. 

Use Model N Provider Intelligence to gain instant insight into pricing, contracts, 

rebates, and chargebacks. 

• Analyze rebates and pricing for data-driven contracting decisions. 

• Quickly develop targeted strategies to gain and grow market access. 

• Maximize revenue and margin with real-time information on revenue drivers. 
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Determine the right discount direction. 
There are numerous pricing and rebating strategies. The way you use them  

to incentivize can be virtually endless. When determining your approach, you  

should always align your pricing and rebating programs to your strategic priorities, 

consider the available competition, and evaluate your opportunities from a  

customer perspective. 

Medtech contracts are complex and difficult to manage and enforce. The 

consequences of poor execution include revenue leakage and inaccurate data –  

which only makes it harder to negotiate your next deal. Unfortunately, reclaiming 

revenue that’s lost through improperly priced sales or inaccurate rebate payments 

can take significant effort and negatively impact your customer relationships.  

It’s absolutely crucial you get things right the first time. 

Adding further complication is the sheer number of GPOs, IDNs, and individual 

customers you’re working with. Without a clear view into memberships, 

ensuring that you’ve determined the right price and correctly processed rebates, 

administration fees, and tiered pricing can be nearly impossible. And that means 

you’re likely experience revenue leakage. 

Only through visibility into contracts and memberships can sales teams craft 

appropriate deals that gain market share and give sales operations teams  

the capability to proactively support sales and avoid constant fire drills. 

“As MedTech 
companies continue 
to segment and 
rationalize their 
portfolios, new 
product bundles 
and pricing 
options can add 
new complexity. 
Nonetheless, 
tailoring offerings 
based on customer 
insights can create 
more value in  
the end.”4 

For impactful incentives that are right on the money,  
turn to Model N. 

Maximize contract potential with the optimal mix of targeted incentives. Model N 

gives you tools to perform the calculations necessary to execute your contracts,  

as well as conduct analyses to ensure those contracts pay off.

Automatically calculate accurate rebates and reimbursements. 

With Model N Provider Management, you can handle all aspects of rebate 

management – in a timely and efficient manner. Accurately calculate rebates,  

fees, distributor commissions, and accruals. Track, validate, and process rebates 

and chargebacks. 

4“Capturing the value of MedTech ingenuity.” Deloitte. https://www2.deloitte.com/us/en/pages/strategy/articles/cap-
turing-the-value-of-medtech-ingenuity-the-case-for-pricing-innovation.html

https://www2.deloitte.com/us/en/pages/strategy/articles/capturing-the-value-of-medtech-ingenuity-the-case-for-pricing-innovation.html
https://www2.deloitte.com/us/en/pages/strategy/articles/capturing-the-value-of-medtech-ingenuity-the-case-for-pricing-innovation.html
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Effectively model and execute pricing strategies.

An advanced functionality in Model N Revenue Cloud, Strategy Designer uses key 

data to build strategies for creating and implementing pricing, rebates, and accurate 

calculations that meet your specific needs now and can be configured to keep up 

with new pricing or rebate strategies. 

Reduce the risk of customers receiving incorrect pricing. 

Model N helps you manage memberships and other parent-child relationships, so 

you can accurately execute contracts and ensure adherence to eligible price and 

rebate programs and discount programs. 

Examples of medtech pricing and discounting strategies

Metered pricing

For high-value, reusable, smart devices that can  

often be out of reach for small hospitals’ capital 

budgets, manufacturers often introduce use-based 

pricing. Data from these devices can be gathered  

and analyzed to justify future pricing and access.

Portfolio-based rebates

Used to help drive sales across the entire portfolio, 

portfolio-based rebates incentivize customers to 

increase spend for different product categories 

offered by a manufacturer. This strategy can help  

drive sales for products that may have low revenue  

or margin contribution.

Capitated or procedure-based pricing

The provider and manufacturer agree to pricing 

based on a specific procedure. In this scenario,  

the manufacturer determines the specific  

SKUs or product groupings that are included  

for each procedure. 

Capped rebates

The manufacturer pays a determined percentage  

of revenue based on the overall revenue generated 

by a provider up to a specified amount. 

Rebate with true-up

Both parties agreed to a quarterly rebate based on 

volume or revenue. The manufacturer evaluates the 

rebate on an annual basis, and if the annual target is 

achieved, the manufacturer will true up for quarters 

where the rebate was not achieved. This agreement 

enables providers to miss a rebate for one or more 

quarters and still qualify as long as they achieve the 

annual target.
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Facilitate contracts flawlessly. 
Contracting success demands effective reconciliation of the financial impact on 

your revenue, enforcement of terms and conditions, and accurate data analysis,  

so you can be confident you’re maximizing value. 

Establish processes to ensure contracts are executable and 

profitable. You should establish a solid methodology that details the 

types of contracts you will implement, how they will be structured, 

and what assessment criteria you will use to measure their success. 

Using preapproved templates will enable your contract team or sales 

reps to mix and match programs for rebates and discounts. Most 

importantly, with these preapproved templates, you can be confident 

you have the ability to support what’s offered – from administration, 

to payment, to contract compliance – significantly reducing your 

overall risk. 

Keep up with the speed of business. Accessing real-time data  

is imperative to successfully reacting to increasing competition and 

pricing pressure. Sales and operations teams need to have accurate 

and timely information on price changes, memberships, and billbacks 

if they are to execute the most effective contracts and tenders and 

build stronger relationships with customers. 

Improve your tendering process by taking an end-to-end 

approach. As of 2018, 85% of medtech revenue was already  

derived from tenders, and governments and payers show no signs  

of moving away from tenders as a means to lower costs. Without 

strong tendering capabilities, you could lose access to markets for 

up to 36 months or settle for deals that are more than 50% less than 

your original price. Manual processes, disconnected spreadsheet-

based tools, and ad-hoc solutions hamper your ability to make 

accurate projections and craft competitive tenders that win. With 

an end-to-end solution, you can manage the process globally, while 

empowering local teams to take action within specific price floors  

and ceilings to maximize revenue and market share across regions 

and reference price ecosystems. 
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Streamline your contract process. 

By transforming contracting from a mostly manual, back-office process into a 

key component of a faster, digitally enabled sales strategy, you can accelerate 

approvals, reduce errors, and simplify administration of your agreements. 

Improve governance and mitigate risk. 

Through standardized and preapproved templates, a clause and term library, and 

automated version control and audit trail, you can reduce errors, eliminate rogue 

contracts, and be confident that all agreements are not only feasible, but profitable. 

Harness the power of connection.

Model N Deal Management puts key information at the fingertips of field reps  

and Salesforce users, linking your front and back office for better collaboration.  

Our integration framework connects Model N Provider Management with your  

ERP, giving everyone the ability to manage and view compliance, rebates and  

fees, and distributor rebates and chargebacks – all while ensuring the right price  

is provided during the ordering process. 

Win more bids at better prices. 

Model N Global Tender Management gives you the insights and controls you 

need to identify tenders quickly and prioritize efforts toward the most critical 

opportunities. The end-to-end solution improves execution by centralizing 

documentation gathering and approval workflows. You also gain the power  

to analyze past performance and competitive information, so you can improve 

future submissions and increase your chance of winning.

For contract administration that’s right on the money,  
turn to Model N. 
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Ensure your contracts are right  
on the money – with Model N. 

“Broader engagement in innovative arrangements will require the ability 
to identify the most appropriate contracting opportunities, build deeper 
relationships with partners, execute strong contracts, and manage 
ongoing risk.”5 –McKinsey & Company 

Get started today by scheduling a 15-minute introduction call  
at modeln.com/schedule-demo to gain insight into: 

• How your processes compare with industry best practices

• Areas that offer the biggest opportunity to improve profitability

• How you can streamline discounting, compliance, and contract administration 
across your organization

Model N helps you empower your sales teams to maximize the value of your 

contracts, while enabling you to avoid the pitfalls that could put your revenue at risk. 

Trusted by leading global medtech companies, Model N helps you improve 

relationships with providers, IDNs, GPOs, and distributors by: 

• Providing information and analytics that enable your sales team to take a  

more proactive approach to customer-facing conversations and contracts

• Breaking down the manual barriers between sales and contract operations  

during the contract negotiation process

• Ensuring the right price is awarded and rebates are calculated and paid 

automatically and correctly

• Improving the global tendering process to help you win more profitable tenders

8 Arnaub Chatterjee, Casey Dougan, BJ Tevelow, and Amir Zamani. “Innovative pharma contracts: Why do value-based 
arrangements work? McKinsey & Company, October 19, 2017

http://www.modeln.com/schedule-demo
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