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Price Transparency
2.0
What It Means for Employers and Healthcare
Purchasers

On October 5, 2026, representatives from TALON were in
Washington, D.C. as federal leaders announced the next phase of
the Transparency in Coverage framework.
The most important implication for employers is not that more
healthcare pricing data will exist.
It is that the data is becoming more usable.

For employers, the
opportunity is to move
from paying for healthcare
to actively purchasing it.
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Executive Summary

Healthcare price transparency is entering a new phase.

The first generation of federal transparency rules made negotiated healthcare prices publicly available.
The next phase is intended to make that information easier to interpret, more accountable, and more
useful in real purchasing decisions.

For employers and plan sponsors, that creates a strategic opportunity.

Usable healthcare pricing information can support:

better evaluation of health plan and network
performance,

benchmarking of negotiated rates,

identification of unexplained provider and
facility price variation,

more informed vendor and contracting
decisions,

alternative plan design, stronger member navigation,

claims and pricing validation, and more predictable costs before care occurs.

The objective is no longer simply to provide employees with a transparency tool.

T H E  L A R G E R  O P P O R T U N I T Y

The larger opportunity is to give employers the infrastructure to
understand, validate, and act on what they are purchasing
with their healthcare dollars.
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The Employer Opportunity Extends Beyond
Consumer Shopping

Price transparency is often discussed as a consumer-shopping requirement.
That is only one use case.
For employers and plan sponsors, usable pricing information can support a much broader set of
decisions.

Network Performance

Employers can compare negotiated rates and
identify significant price variation across
providers and facilities.

Vendor Accountability

Transparency data can help employers test whether
network economics and healthcare pricing
performance align with what was represented.

Plan Design

Pricing intelligence can inform alternative plan
structures, steerage strategies, incentives, and
benefit design.

Member Navigation

Employees can be guided toward higher-value
care options with more useful cost information
before care occurs.

Claims Validation

Pricing and claims intelligence can be used
together to identify discrepancies and improve
understanding of actual plan performance.

Contracting Strategy

Employers can use market pricing information to
evaluate alternative networks, contracting
approaches, or payment methodologies.

This creates a direct connection between:

Price Transparency
→ Purchasing

Intelligence

→
Fiduciary Oversight

→
Plan Performance

M A K I N G  H E A L T H C A R E  M A K E  S E N S E 4





P R I C E  T R A N S P A R E N C Y  2 . 0  |  E M P L O Y E R  B R I E F S E C T I O N S  6 - 7

S E C T I O N  6

What Employers Should Expect From Their Partners

As transparency data improves, employers should expect more from the organizations supporting their health
plan.
A modern healthcare partner should be able to help an employer:

understand the cost of care across providers and facilities,

identify meaningful pricing variation,

evaluate network and plan performance,

validate pricing and claims outcomes,

guide employees toward higher-value options,

support alternative benefit strategies,

and translate complex healthcare data into practical decisions.

The question should no longer be:

“Do we have a transparency
tool?”

The better question is:

“Are we using healthcare
pricing information to make
better purchasing
decisions?”
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Why This Matters for TALON

TALON has been building infrastructure designed to help employers and their partners move from transparency
toward action.
Through capabilities including MyMedicalShopper™, Care Navigation, MyMedicalMetrics™, claims intelligence,
Universal Repricing/UAPA, alternative plan design capabilities, and TALONPay™, TALON connects healthcare
pricing data with the tools needed to make it useful.
The continuum looks increasingly like this:

Published Pricing
→ Purchasing

Intelligence
→

Employer Insight
→

Member Guidance

→
Upfront Cost

→
Healthcare Decision

→
Payment

→
Claims Validation

For employers, the value is not the existence of more data.
The value is having the ability to understand what the data means, make better decisions with it, and measure
whether those decisions improve plan performance.
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