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For most plans, regardless of market segment, budgets are a top priority and budget constraints are a 

persistent reality. But when tax payer dollars fund all or even part of the budgets, there is a heightened 

sensitivity to how dollars are spent. Administrators of publicly-funded plans — state, county, city, 

municipality, public education systems —are tasked with being good stewards of the tax payers’ money and 

must demonstrate this to their boards and to legislators. Yet at the same time rich benefits are offered to 

many public sector employees in exchange for a lower salary when compared to the private sector. This 

means publicly-funded plans are often looking for a partner who will help them maximize their budget 

dollars, remove waste from the benefit, and improve health outcomes. And as publicly-funded entities, this 

often entails a highly regulated procurement process.

Navigating a Public Sector Procurement

Regardless of their satisfaction with their current health plan, public sector entities are often required to go 

out to bid every three to five years. And the procurement process is strictly regulated to create an even 

playing field and avoid protests. If a bid is subject to protests, it may result in an award being overturned 

and the RFP being reissued…at that cost of the plan. To avoid this, public sector plans often follow state 

procurement guidelines to which all bidders must adhere or risk disqualification. So it is important to 

understand (and follow) the rules of the procurement. Some common procurement rules include:

Quiet Periods: During this period, which may begin ahead of the RFP being released and run through 

contract award, bidders are prohibited from speaking with the plan except through authorized means. This 

makes the Bidders’ Question period during the RFP extremely important, as it may be your only time to get 

clarification, and seek additional information. 

Public Domain Laws: Public sector RFPs and proposals are subject to the Freedom of Information Act 

(FOIA) as well as similar state-specific public information laws. This means that your proposal will be 

available in the public domain. To protect your proprietary information, understand the FOIA laws by which 

the RFP is bound and how you can redact confidential information. This is also a great way to obtain CI on 

your competition.
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Negotiations & Contracting: It’s not uncommon for the RFP and the proposal to become part of the 

contract. Therefore, it’s important to know if there will be a negotiation period or if your proposal responses 

are final and binding. Typically, this is outlined in the RFP, but if it’s not, consider asking a bidders’ question.

M/WBE: Public sector RFPs often have goals for use of Minority- and Women-owned Business Enterprises, 

awarding points to vendors who contract with M/WBEs. If an RFP has M/WBE goals, highlight your usage 

and also evaluate what your options are for partnering with minority businesses to administer parts of the 

plan. For example, could you contract with an M/WBE to do some of your printing or some actuarial work?

Focus on what Matters to the Plan

When developing your proposal, focus it around central themes that matter to the plan. You can develop 

these themes through information gathered during prospecting, research, or within the RFP itself (some 

RFPs even give you the score weighting, allowing you to place financial value where it matter most). Focus 

on 3-4 themes and weave them throughout your technical and financial offer. For example, publicly-funded 

plans are known to value flexibility and transparency — they want a partner that makes their lives easier. 

Additional insights and pro tips:

• Innovation may take a back seat, especially innovative solutions that come at a cost, they want proven 

solutions that will save them money. 

• While cost is important, public plans also want to avoid member noise and disruption. Develop a member-

centric strategy that can also help plans manage to their budget.

• Focus on their unique needs. There’s no quicker way to turn off a plan administrator than to try and 

shoehorn their plan with solution which don’t address their current needs

• Public sector clients typically have to answer to both their board and to state and federal legislators. 

Additionally, independent pharmacy lobbyists and organizations have their ear and can be noisy.

• Tenures are long, sometimes spanning entire careers, meaning the same staff are often involved in 

several procurement and contract cycles. So it is important to know any history with the prospect, both 

positive and challenging.

• Consider forming a market segment team dedicated to the public sector who understands the unique 

business models, budget cycles, and the way they work.

Just like with labor groups, public sector groups have multiple dynamics at play and the key is to find that 

balance. For more information and insights or to take a deep dive into public sector groups and how to be 

successful, reach out to your Market Development Director. 


