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The views and opinions expressed in the following presentation 
are those of the individual presenters and should not be 
attributed to Asembia (formerly known as Armada Health Care), 
Eli Lilly and Company, Walgreens, Bass, Berry & Sims, or its 
directors, officers, employees, volunteers, or affiliates, or any 
organization with which the presenters are employed or affiliated.  
The information presented is for informational purposes, does 
not constitute legal advice and is not intended to create, and 
does not create, an attorney-client relationship between you and 
any of the presenters or the organizations the presenters are 
employed or affiliated. 
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Items beyond scope of contract as 
inducements, Incomplete 

communication with prescribers 
Service fees as inducements to 

switch products 
Rebates as inducements to switch 

products 

 
 
 
 

Fraud in prior authorization 
process 

Use of coupons on government 
recipients 

 
 

Use of personal health information 
for improper purposes 

Aggressive pricing, use of  
coupons to override formulary 

Prosecution and Investigation Trends Impacting Specialty 



Core versus Enhanced 

Establishing FMV and 
commercial 

reasonableness 

Discounts versus 
Payments 

Evidencing Performance 
of Services 



Party A 

Party B 

Party C 

• Various business models in use 
 

• Determining who is a business 
associate 
 

• Various methods of de-
identification 

Data Sharing and Reporting 



Manufacturer Funded Coupons and Financial Assistance 

Government 
Beneficiaries 

Coupons versus 
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Trends in 
Enforcement  



Contracting Best Practices 

     Evidencing fair market value 
 
     Certifications from participants in 
     process 
 
     Establishing key frameworks 
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