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SJVIA Board Meeting: Consultant’s Report on Pharmacy Benefit Manager Consultant 

Request for Proposal Results 

 

Background 

The San Joaquin Valley Insurance Authority (SJVIA) contracts with a Pharmacy Benefit Manager (PBM) 

Consultant, Keenan Pharmacy Services, to monitor the financial and operational accuracy of its PBM, EmpiRx. 

The consultant provides various services, but notably include contract negotiations, claims audits, review of 

pharmacy rebate payments, and review of clinical programs. 

The PBM consultant contract expires on December 31, 2022. A Request for Proposal (RFP) was prepared and 

released by Keenan & Associates (Keenan) on September 26, 2022, to the following vendors: 

• Keenan Pharmacy Services (KPS) - SJVIA’s current PBM consultant 

• Alliant Insurance Services (Alliant) 

• Aon 

• Hub International 

• Mercer 

• Segal 

On September 30, 2022, a question-and-answer session was held to allow potential bidders to ask clarifying 

questions regarding the RFP, at which Mercer and Alliant were in attendance. Afterward, questions were 

submitted by email from Alliant and Segal, which were responded to on October 3, 2022. Alliant expressed 

concerns over sharing proprietary data. The RFP clearly outlined proprietary information and trade secrets 

were to be excluded from all RFP responses. Both Alliant and Segal expressed concern regarding Keenan being 

the health and welfare consultant conducting the RFP when KPS, a division of Keenan, is SJVIA’s current PBM 

consultant who will be responding to the RFP. In order to reassure bidders, the review process was revised to 

have responses submitted directly to SJVIA by the deadline of Friday, October 21st by 5 PM PST. The SJVIA 

would then submit the proposals to Keenan for review. Additionally, the health and welfare consultant was 

restricted from discussing the RFP with its pharmacy services division during the RFP process and SJVIA has 

been updated regularly along the review process to ensure the review was being conducted appropriately. 

Confirmation of intent to bid was due from potential bidders on October 14, 2022. Aon never responded to 

the invitation to bid and all but KPS declined to bid on the RFP, with Alliant and Segal citing the belief that a 

conflict exists with Keenan administering the RFP. 
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KPS’ RFP Proposal 

The KPS team is comprised of pharmacy benefit experts with over 35 years of experience consulting with self-

funded employer groups and helping them maximize the performance of their PBM.  

Looking forward to 2023, KPS will continue to provide consulting services along with the following 

enhancements:  

• Improved reporting with a new quarterly dashboard that provides a snapshot of SJVIA’s key insights  

• An upgraded software system which will shorten the time needed for auditing  

• 32% Fee reduction – the current rate of $1.25 PMPM will be reduced to $0.85 PMPM, a savings of 

approximately $50,000 annually  

• The ability to consolidate the monthly fee billing with the Keenan consulting fee billing   

 

KPS’ proposal was reviewed based on completeness, qualifications, and responses to the RFP questionnaire. 

The scoring was comprised of the following criteria: 

Cost Proposal:    25% 

Pharmacy Benefit Consulting:  25% 

Account Management:  25% 

Auditing:    25% 

Overall, KPS presented a solid proposal, meeting all of the requirements and answering all of the questions. 

Highlights include the following for each scoring category. 

Cost Proposal:  KPS is offering a 32% fee reduction from $1.25 PMPM to $0.85 PMPM, for an estimated 

$50,000 in annual savings. Keenan is open to consolidating the KPS fee with Keenan’s consulting fee to simplify 

SJVIA billing should the SJVIA have a desire to do so. 

Score – 23/25. SJVIA has expressed to Keenan their concern over the amount of KPS’ fee. KPS has 

responded by reducing its fee.  

Pharmacy Benefit Consulting:  Under KPS’ direction, the SJVIA has been the recipient of substantial EmpiRx 

contract term improvements and audited savings, including: 

• Contract enhancements resulting in $2.8 million in savings between 2020 and 2022 through contract 

discount pricing improvements and a projected $7 million in projected savings based on the newest 

negotiated contract for 2023 through 2025; 

• Clinical savings of $16.7 million in savings since 2018 through prescription review, prior authorization, 

step therapy, and quantity limits; and  
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• Prescription drug rebates of over $11.4 million achieved since 2018; prior to KPS, prescription drug

rebates for 2017 were $400,000

KPS presented examples of other client savings, such as program improvements saving up to $1.2 million per 

year, contract negotiations that resulted in $7 million in savings, and validation of rebates that resulted in 

$300,000 additional rebate funds. The reporting capabilities and general services (regular meetings, event 

attendance, etc.) to be provided are consistent with what a client could expect from a PBM consultant. KPS is 

developing a new quarterly dashboard which will provide key insights. Additionally KPS has made an 

investment in their software system for faster processing. 

Score – 23/25. KPS has provided substantial savings to SJVIA by working closely with EmpiRx to ensure 

contract obligations are met, and savings and rebates are maximized.   

Account Management: The team assigned to SJVIA has 10 – 30 years of experience in the field and meets the 

needs of SJVIA. Because KPS is SJVIA’s current consultant, there is no transition time or learning curve needed 

as would be required with a new consultant. The team would maintain regular meetings with SJVIA and its 

PBM to ensure any issues are addressed and information is shared timely. 

Score – 23/25. The assigned team is capable to support SJVIA’s needs. 

Auditing: KPS audits claims, rebate payments, clinical programs, and contract performance guarantees (see 

EmpiRx Performance Guarantees). KPS has audited over 530,000 claims for SJVIA since 2018 including: 

• Prescription drug rebate audit claims: 77,972 resulting in an additional $92,254 in Rx rebates for the

SJVIA; and

• Clinical intervention claims: 16,829 for drug utilization and clinical review resulting in over $4,000,000

in saving each year

Score – 23/25. KPS’ responses to auditing-related questions were adequate. Although KPS provided

examples of how their services benefited other clients, the responses lacked depth in explaining how

these savings were achieved.

Overall Score:  92/100 

Other Factors 

Return on Investment (ROI) 

SJVIA staff has had difficulty in seeing the value in KPS based off of the service fee required. KPS is committed 

to providing an ROI quarterly as part of their KPS Dashboard. 

Innovation and Recommendations 

KPS has continuously strived to bring SJVIA savings opportunity. 

KPS showed that the SJVIA could receive better pricing and greater rebates if prescription drug mail order was 

emphasized over retail 90. The SJVIA previously decided not to pursue this option; however, it remains an 

open recommendation that KPS provided. 



SJVIA PBM RFP Consultant’s Report 

December 9, 2022 

Page 4 

At the August 26, 2022 Board meeting, KPS brought forth the variable copayment program for specialty 

prescription drugs, which could result in an additional savings of $2 million. The SJVIA Board will be receiving 

this recommendation as an action item at a future board meeting.  

Client Examples 

As part of the questionnaire, Keenan requested client examples, which KPS provided in full detail. 

Recommendation 

The next step would be for SJVIA to check references and have finalist interviews. Seeing how the only eligible 

vendor is the incumbent, Keenan will look to the SJVIA staff for direction if one or both activities are still 

needed. 

KPS has provided a proposal that established their ability to oversee the SJVIA’s PBM to identify savings and 

additional funding which would not otherwise be obtained. As such, it is Keenan’s recommendation to award 

the PBM consulting contract to KPS. 

Appendix 

• KPS Value Proposition

• KPS Sample Dashboard

• SJVIA / EmpiRx Performance Guarantees

• KPS Questionnaire Responses



SJVIA PBM RFP Consultant’s Report 

December 9, 2022 

Page 5 

Appendix – KPS Value Proposition 
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Appendix – Sample KPS Dashboard 
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Appendix – SJVIA / EmpiRx Performance Guarantees 

 

 

  



SJVIA PBM RFP Consultant’s Report 

December 9, 2022 

Page 8 

Appendix – SJVIA / EmpiRx Performance Guarantees (continued) 
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Appendix – KPS Questionnaire Responses 
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EVALUATION OF PBM 

33 What steps does your firm take to ensure PBM contract compliance?  

  We conduct comprehensive analysis of the PBM contract terms and SJVIA’s benefit plan to ensure contract 

compliance. Once baseline performance is established, we review PBM claim data on a monthly basis and provide 

a quarterly assessment of plan performance relative to rebates, financial guarantees, Specialty drug utilization, 

and any notable trends in plan results.  

34 Provide three examples of PBM performance deficiencies that were identified and corrected by your firm. 

  Example 1: We validate all quarterly rebate payments. Through this process we noticed a PBM was excluding 

brand drugs from a client’s rebate calculations that should have been included per the contract. This resulted in an 

additional $300K in rebates paid to the client due to our oversight.  

   

Example 2: KPS monitors all PBM operational guarantees and commitments. Last year we captured an additional 

$60K for a school district, where we identified the PBM had missed on two guarantees (timing of reports and 

errors). Keenan Pharmacy Services ensures all associated penalties are paid accordingly and correctly.  

 

Example 3: Through our audit services, we identified that the PBM did not load the new improved pricing for 

several clients. This resulted in the PBM having to reprocess and credit back these clients for the claims they were 

overcharged along with the operational performance guarantee penalty paid for each.  

  

35 In the past, under what circumstances have you recommended termination of a PBM contract?   

  We review our client's current PBM contract and often times find outdated pricing terms and language that 

allowed the PBM to retain revenue that we believed belonged to the client. This ultimately led to our 

recommendation that our client seek termination of current contract to negotiate better terms elsewhere.  

  

Rx BENEFIT CONSULTING 

36 Provide examples of how your firm has improved PBM programs for three of your clients. 

  Client A - Implemented custom manufacturer assistance program which saved client $1.2m annually. 

Client B - Conducted annual market check which resulted in $750K in contract savings over two years. 

Client C - Designed custom specialty carve out program which improved rebate performance by 20%. 

37 Provide examples of the types of reports the SJVIA would expect to receive and the frequency of each report. 

  Here are the reports we are currently providing to SJVIA: 

• Consultant's Report: Custom report that outlines key performance metrics on a quarterly basis.  

• Annual Contract Reconciliation Report:   

• Annual and quarterly trend reports with key insights. 

• Quarterly Dashboard 

38 The SJVIA is looking for creative and out-of-the-box solutions to include as part of its strategic initiatives 

planning, focused particularly on (a) identifying clear and actionable core goals for influencing member 

behaviors in order to improve treatment outcomes and population health and (b) establishing/executing 

strategies over well-defined time frames in order to foster plan sponsor and service provider accountability. 

Please describe your ability to partner in this area and describe unique and demonstrated solutions you may 

have implemented for other clients.  
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  KPS will continue to meet with SJVIA on a quarterly basis to review plan performance trends and identify areas for 

improvement. We will collaborate with SJVIA and EmpiRx to identify programs that will enhance member 

experience while also providing financial savings to SJVIA. In addition, the KPS team meets weekly taking the 

opportunity to continue to learn and understand SJVIA's core goals. Members and providers play an important role 

in implementing strategies that improve pharmacy outcomes. Through our partnership with EmpiRx, we are able 

to create customized member communications and work directly with providers to ensure all strategies are 

implemented. 

ACCOUNT MANAGEMENT 

39 Provide a list of the team members that will be assigned to the SJVIA account and their background. 

  SJVIA has the following support of our Keenan Pharmacy Services Account Management Team: 

 

• Your Senior Account Manager Robert Welker has 10+ years in PBM/Pharmacy Consulting and a proven track 

record of client satisfaction and improving outcomes 

• Michael Varma, Senior PBM Analyst has over 30 years PBM experience 

• Sarita Shukla, PBM Analyst has over 15 years PBM experience 

• Anthony Ruggeri, PBM Analyst has over 10 years PBM experience 

  

40 What types of regular meetings would you recommend and at what frequency? 

  Keenan Pharmacy Services recommends bi-weekly meetings with SJVIA to address escalated member issues, 

recommendations, plan improvements, and PBM news/industry updates. 

  

41 Who would be the primary point of contact and what is the expected response time for phone calls and emails?  

In the event of this person’s absence, who are the backup contacts? 

  Robert Welker is your primary point of contact. His response time is 4 hours or less. In the event of his absence, 

Michele Porter (Director of Account Management) is available to assist. 

  

UNDERWRITING 

42 Provide examples of reports analyzing utilization, drug costs, and claims that the SJVIA would expect to receive. 

  Please refer to the following SJVIA reports via zip file, included with this proposal: 

• Consultant's Report: Custom report that outlines key performance metrics on a quarterly basis   

• Annual Contract Reconciliation Report 

• 2021 KPS Audit 

• Quarterly Dashboard  

  

AUDITING 

43 How will you ensure that the SJVIA is getting the best pricing? 

  With over 35 years’ experience in the pharmacy management space we are able to leverage our relationship with 

EmpiRx for preferred partner pricing and negotiate best in class pricing for and on behalf of SJVIA. Pharmacy 

benefits is our sole focus, and we are fully immersed and in tune with the ever-changing pharmacy market and 

industry trends.  

  

44 What will be audited regularly by your firm? 
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  1.Contract Review/Assessment 

KPS will review the Contract Agreement to identify contractual requirements, definitions and guarantees. This 

information will be used as the baseline for the audit. 

 

2.AWP Audit 

Calculate Extended AWP at the drug line level and audit against AWP in the data file provided by PBM to ensure 

accuracy and alignment to Medispan (national recognized pricing source). 

 

3.Discount Guarantee and Rebate Audit 

Audit performance and contractual guarantees for all channels and tiers to include: 

     1. Proper Brand and Generic Classification 

     2. Contractual Exclusions 

     3. Brand Discounts; Retail, Mail and Specialty 

     4. Generic Discounts; Retail, Mail and Specialty 

     5. Dispensing Fees; Retail, Mail and Specialty  

     6. PBM and Rebate Reports vs KPS results 

 

4.Audit Findings 

KPS will discuss with EmpiRx senior leadership, all financial discrepancies or monetary recoveries identified. 

 

5.Final Audit Report 

A report containing audit findings will be provided within 90 days of receiving required information to conduct 

audit. 

KPS will meet with client to review audit findings.  

45 Provide examples of the types of reporting that would be provided based on auditing practices. 

  Audit results are captured in the following reports:  Annual Contract Reconciliation Summary, Consultant's Report, 

and Dashboard included with this proposal. 

46 Provide annual cost savings obtained by your firm for three of its clients and how these savings were achieved. 

  Client A: Contractual Improvement Savings $1.25M, Clinical Savings Program $1.3M, Specialty Copay Program 

$475,160. 

 

Client B: Contractual Improvement Savings $6.8M, Clinical Savings Program $3.4M, Specialty Copay Program 

$1.5M. 

 

Client C: Contractual Improvement Savings $4.2M, Clinical Savings Program $1.3M.  

  

General 

47 What differentiates your PBM Consulting services from your competitors? 
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  KPS provides full comprehensive pharmacy services for a wide range of industries and challenges faced with the 

pharmacy industry. Our primary focus is pharmacy management, consulting and auditing solutions. Our audits are 

completely independent from the PBM ensuring contract compliance and appropriate rebate administration.  

 

Our team includes subject matter experts within each area of pharmacy management, financial, clinical, 

operational, contracting, reporting and analytics.  

 

We leverage our extensive pharmacy experience and industry experience to assess your pharmacy operational 

needs, improve operational efficiencies, identify improvement strategies and then execute on these strategies to 

ensure the desired results are achieved. 

48 SJVIA expects that the selected company will need to gain intimate knowledge and insight into SJVIA, its 

mission, vision and current functional strategies as well as its go forward strategies. The Bidder should clearly 

articulate how the Bidder would gain these insights and leverage in relation to the potential Services being 

proposed. 

  As your current PBM consultant, KPS will continue to work very closely with SJVIA and EmpiRx to ensure all 

proposed benefit strategies are aligned with the goals of your plan. 

  

49  SJVIA expects that the select company would develop a comprehensive strategic plan and roadmap for 

identifying and implementing pharmacy benefit solutions that best meets SJVIA’s needs. Please outline the 

process your company would follow to develop the comprehensive strategic plan and roadmap. 

  Through a series of meetings, the KPS consulting team will meet with SJVIA to identify both long- and short-term 

goals along with the initiatives and tasks that need to be completed to achieve those goals. The KPS team works 

directly with EmpiRx to strategize and implement solutions that meet SJVIA's goals. KPS proactively reviews SJVIA 

data, industry trends and market conditions to ensure that the SJVIA plan is ahead of the market. 

  

50 Describe how you will assist in providing PBM contract negotiation on behalf of SJVIA. 

  With over 35 years’ experience in the pharmacy management space, we are able to leverage our relationship with 

EmpiRx for preferred partner pricing, and negotiate best in class pricing for and on behalf of SJVIA. Pharmacy 

benefits is our sole focus, and we are fully immersed and in tune with the ever-changing pharmacy market and 

industry trends.  

51 How will you support SJVIA with the assessment and implementation of new pharmacy programs/services? 

  The KPS team proactively reviews data and analytics seeking opportunities to improve the plan. KPS works closely 

with EmpiRx to review pharmacy analytics to ensure the plan is taking advantage of the pharmacy programs that 

could potentially provide value. KPS manages the initial research as well as managing the implementation and 

oversight with the PBM.  

  

  

52 How will you help SJVIA effectively evaluate, prioritize and phase in appropriate pharmacy management 

techniques that are aligned with SJVIA’s objectives? 

  Opportunities for more advanced clinical management approaches will be identified during our strategic planning 

and review of plan performance. KPS will continue to work with SJVIA and EmpiRx, to identify those programs and 

initiatives that would be most effective clinically and financially for SJVIA and your membership.  
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53 Describe your approach for auditing and validating contractually guaranteed clinical savings.  

  Clinical savings are calculated for each individual clinical intervention (Drug Utilization Review, Prior Authorization, 

Quantity Limit, Step Therapy). 

Calculated savings are conducted at each claim level to ensure the savings are accurate and did occur, as 

illustrated by PBM. 

  

54 Describe your approach to auditing PBM contract performance as it pertains to AWP discounts, dispensing fees, 

and rebates. 

  1.Contract Review/Assessment 

KPS will review the Contract Agreement to identify contractual requirements, definitions and guarantees. This 

information will be used as the baseline for the audit. 

 

2.AWP Audit 

Calculate Extended AWP at the drug line level and audit against AWP in the data file provided by PBM to ensure 

accuracy and alignment to Medispan (national recognized pricing source). 

 

3.Discount Guarantee and Rebate Audit 

Audit performance and contractual guarantees for all channels and tiers to include: 

     1. Proper Brand and Generic Classification 

     2. Contractual Exclusions 

     3. Brand Discounts; Retail, Mail and Specialty 

     4. Generic Discounts; Retail, Mail and Specialty 

     5. Dispensing Fees; Retail, Mail and Specialty  

     6. PBM and Rebate Reports vs KPS results 

 

4.Audit Findings 

KPS will discuss with EmpiRx senior leadership, all financial discrepancies or monetary recoveries identified. 

 

5.Final Audit Report 

A report containing audit findings will be provided within 90 days of receiving required information to conduct 

audit. 

KPS will meet with client to review audit findings. 

55 Describe your approach to auditing PBM contract performance as it pertains to PBM performance (claim 

accuracy, turnaround time, etc.) 

  Please refer to our response to question #54 above.  

  

56 Describe how you will support SJVIA’s Leadership team to ensure optimal PBM contract performance.  

  As your current PBM consultant, KPS will continue to work very closely with SJVIA and EmpiRx to ensure all 

proposed benefit strategies are aligned with the goals of your plan. 

  

57 How will you identify if the contracted PBM provider has failed to meet any negotiated performance standards? 

Will you determine if any monetary penalties are owed to SJVIA? 

  The KPS team audits all clinical and financial guarantees on a quarterly (for rebates) and annual basis. If monetary 

penalties apply, we will work directly with the PBM to ensure SJVIA is compensated appropriately. 
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58 Describe how you will be a liaison and advocate for SJVIA with PBM leadership? 

  KPS has direct access to EmpiRx's CEO and leadership teams to ensure SJVIA goals are at the forefront. KPS holds 

ongoing strategy meetings with EmpiRx to ensure projects and service-related concerns are being managed 

appropriately. The KPS team will take lead with all escalated member issues and ensure prompt resolution and 

hold EmpiRx accountable for delivering exceptional service. 

  

59 How will you interact with the PBM’s senior leadership on escalated issues including high level member issues, 

negotiated performance standards and determination if monetary guarantees are due to SJVIA? 

  As SJVIA’s PBM liaison and advocate, we meet bi-weekly and as needed with EmpiRx to review and resolve 

escalated member issues.  As part of the annual audit, all findings are reviewed and discussed with EmpiRx Senior 

Leadership ensuring contractual obligations have been adhered to.   KPS will ensure that any guaranteed payments 

due are accurate and paid to SJVIA in a timely manner.  

60 Confirm assigned account representative will attend and present Rx plan financials, audit results and strategic 

opportunities at each onsite board meeting, annual benefit fairs, and attend weekly strategy meetings via 

telephone. 

  Confirmed.  

 

 




