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Dr. Jennifer E. Brooks, a
retired Navy commander
with a doctorate in clinical
psychology, is a Tricare
network health care pro-
vider in Pensacola, Flor-
ida. She specializes in
treating mental health
trauma of military pa-
tients, including medically
disabled retirees suffering
from combat-related post-
traumatic stress disorder.
In March, Brooks and

behavioral health care
therapists caring for bene-
ficiaries across Tricare’s
10-state South Region
received new “contract
packets” inviting them to
continue to see their pa-
tients but as members of
new behavioral health care
network run directly by
Humana Military and with
a revised fee deal.
The new “payment

arrangement,” Brooks was
startled to discover, would
have her accepting a “30
percent” discount off Tri-
care maximum allowable
charges. By law, the Tri-
care maximums can’t
exceed Medicare rates.
Brooks reviewed her

current Tricare contract,
signed a few years ago
with Humana sub-contrac-
tor ValueOptions, and
found she already was
accepting 10 percent less
than Medicare pays. The

new contract, to take ef-
fect Jan. 1, would have
Brooks accept another 20
percent cut.
“By reducing reimburse-

ment rates so drastically,”
Brooks warned, “Humana
is creating a situation
where working for Tricare
becomes an entry-level
therapy position. Yes, all
their therapists will have
licenses. But the average
length of time they have
had those licenses will go
down.”
For “a trauma therapist

working with the military
community, trust is a very
big issue,” Brooks added.
“Many of my clients with
PTSD have told me that
previous therapy was not
effective because they
were sent to a young per-
son with no military expe-
rience whom they could
not relate to,” and the
dropout rate was high.
Providers and bene-

ficiaries might be alarmed
by the prospect of falling
provider fees for mental
health therapy, but they
would be wrong to assume
Tricare officials or mem-
bers of Congress share
their concerns.
Last year Humana and

HealthNet won the next
generation Tricare support
contracts to deliver health
services for the next five
years. Humana is to run
the new East Region,
formed by merging the
current North and South

Regions. Health Net will
take over the West Region
from United Health.
Part of Humana’s win-

ning bid included building
its own network of mental
health providers rather
than rely on subcontractor
ValueOptions. The initial
agreements to providers to
accept 30 percent off
Medicare rates will be, for
some therapists, the start
of long negotiations.
Tricare officials are

monitoring progress by
Humana and HealthNet as
they build their networks.
But they know the con-
tracts are designed to hold
down costs to the govern-
ment and secure profits
for contractors.
“Our No. 1 concern is

that our beneficiaries get
the care they need, that
it’s high quality care and
they get it when they need
it,” said Navy Capt. Ed-
ward Simmer, deputy
director of the Tricare
Health Plan in Falls
Church, Virginia.
“We hope, to the great-

est extent possible, that
providers currently provid-
ing care to our patients are
able to reach agreement
with Humana and that
they can continue to pro-
vide that care so there’s no
disruption,” Simmer said.
“But certainly if some of
those providers do choose
to leave our network, then
we will make absolutely
sure the patients they were

seeing are immediately
referred to another well-
qualified provider so their
care will continue.”
Asked if isn’t unusual

for a contractor to press
for a 30 percent rate cut
off what Medicare pays,
Simmer said discount
negotiations are “between
the contractor and the
providers.” Tricare leaders
focus on whether the con-
tractor provides a large
enough network of “high-
quality providers.”
Congress also sees its

role as limited to ensuring
provider networks deliver
the benefits defined by
law. It doesn’t tell contrac-
tors how to build their
networks or what to pay.
That’s their business.
Matt Paynter, chief of

staff for Humana Military,
suggested the confidence
is justified. His company,
he said, has supported
Tricare for 20 years.
“We get great ratings so

I can comfortably say we
do a good job and have
good experience,” Paynter
said. Company goals for
the new contract are to
deliver high-quality care,
give patients access to care
“above and beyond con-
tractual requirements”
while “focusing hard on
that continuity of care.”
To build out behavioral

health capacity, he said,
“the goal is to negotiate a
mutually agreeable reim-
bursement rate with pro-
viders. Certainly, this is
never a take-it or leave-it-
you’re-going-to-get-
kicked-out thing. We work
with providers.”
Therapists have more

leverage to negotiate de-
pending on where they
practice, how many local
Tricare beneficiaries there
are and how much their

specialty is in demand.
Dr. Deborah Okon, a

clinical psychologist and
Tricare provider in Belen,
New Mexico, said she is
one of only two psycholo-
gists in a town of 56,000.
She specializes in treating
eating disorders. New
Mexico has too few behav-
ioral health providers.
That’s why when Okon

got a preliminary contract
from HealthNet recently,
proposing that she accept
reimbursements equal to
85 percent of Medicare
rates, she lined out that
number and wrote “100
percent” instead.
Okon said she hopes this

will be the fourth straight
Tricare contract signed in
the last 20 years where
she can negotiate fees to
match Medicare rates. But
she knows that elsewhere
the contractor could hang
tough on lower fees. As a
result, too many therapists
will avoid Tricare.
“Why would (therapists

with) PhDs work for the
military if they can get 15
percent more by working
for Medicare?” Okon said.
The reason some give is

the steady volume of pa-
tients. Others appreciate
the speed of Tricare pay-
ments or want to care for
military patients.
Told that Humana is

seeking discounts of 30
percent off Medicare rates
for behavioral therapists in
southern states, Okon said
she was dumbfounded.
“What is the discount

thing?” she asked. “Who’s
getting that money? Is that
administration? I don’t get
why they’re asking provid-
ers to accept so much
less.”
Paynter said company

profits from discounts “are
less than you might

think.” The bulk of savings
benefit the government
through competitive con-
tract awards, he said. Also,
the process works. Many
behavioral health provid-
ers already have signed
the deal. Others will “re-
quire a more hands-on
approach to negotiating
and reaching an agree-
ment,” he said.
But Humana, he said,

already has data showing
it has secured a network of
behavioral health care
therapists that will surpass
standards demanded by
the contract.
Will that network, as Dr.

Brooks contends, be less
experienced and provide
lower quality care for
mental health challenges?
“Absolutely not,” said

Paynter. “We hold our
providers and ourselves to
very high standards, and
we have a long history of
meeting and exceeding
standards.”
Brooks is skeptical.

More than 90 percent of
her patients, she said,
have military ties; almost
80 percent of those have
PTSD. Therapists most
likely to succeed in treat-
ing them, she said, “have
worked with the commu-
nity long enough to devel-
op a cultural competency.
With time, they become
familiar with the unique
environment, can speak
the language — where
acronyms abound — and
really understand that
‘duty, honor, country’ is
not just a slogan to these
individuals.”

To comment, write Military
Update, P.O. Box 231111,
Centreville, VA, 20120 or
email milupdate@aol.com
or twitter: Tom Philpott
@Military_Update.
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calls, and the state of the
global economy.
The extension puts off

one opportunity for an
unforced error, i.e. anoth-
er port slowdown, but it
doesn’t eliminate others.
For example, the South
Coast Air Quality Manage-
ment District in California
is considering per-contain-
er taxes to fund zero-
emission trucks operating
at ports and warehouses.
That would be a self-
inflicted competitive dis-
advantage, to the benefit
of other ports, such as
Tacoma and Seattle.
A seaport alliance

spokeswoman says region-
al ports prefer to address
air-quality issues through
programs, such as using
grants for retrofitting or
scrapping older vehicles
and equipment.
“We’re cautious in in-

troducing fees that might
make us less competitive
for the discretionary cargo

Even if it’s ratified, the
PMA-ILWU agreement is
only for three years. The
ILWU announcement
about the vote pointedly
includes the phrase “this
non-precedent-setting
proposed extension.” In
other words: This is a
one-time deal. Don’t make
any assumptions about
2022.
Still, the agreement does

temporarily set aside a
distraction from all the
other competitive, eco-
nomic and operational
challenges West Coast
ports have no choice about
dealing with. Those in-
clude all those other ports,
U.S. rail and highway
capacity, financial in-
stability among shipping
lines, consolidation of
routes, capacity and port

that can go through other
gateways,” she said.
It also is possible that

the rank-and-file says no
thanks to the idea of a
contract extension. That
doesn’t mean 2019 will be
2014 all over again. The
two sides could sweeten
the extension offer, or try
bargaining a new agree-
ment ahead of time, or
pledge to keep the ports
operating and cargo mov-
ing no matter how long
negotiations last.
That would disappoint

competitors. Oh well.
Better for the region to
win the competitive battle
on the basis of its
strengths than lose it on
the basis of its mistakes.

Bill Virgin is editor and
publisher of Washington
Manufacturing Alert and
Pacific Northwest Rail
News. He can be reached at
bill.virgin@yahoo.com.
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Prime rate 4.00 3.50
Federal Target Rate 1.00 1.00
3-month Treasury bills 0.90 0.29
6-month Treasury bills 1.01 0.39
10-year Treasury notes 2.36 1.75
30-year Treasury bonds 2.99 2.60

— BLOOMBERG.COM AND U.S. TREASURY

KEY RATES

Here is what Puget Sound-area banks and thrifts were offering on key consumer-loan and deposit
instruments on Friday. All yields are annual.

DEPOSITS MMA:
Rates and yields on money-market
accounts with a balance of $2,500.
CD: Fixed rates and yields on one-year
certificates of deposit of $5,000.
IRA: Fixed rates and yields on 18-month ac-

counts.

LOANS
Auto: Fixed rate for a $10,000, 60-month,

new-car loan and for a $7,000, 48-month, used-car
loan for a 1- to 3-year-old model. Actual rates
might change with variations from the scenario,
and fees and other costs at loan initiation.

DEPOSITS AUTO LOANS
Institution MMA CD IRA New Used
America's CU 0.20/0.20 0.35/0.35 0.45/0.45 4.990 4.990
Chase 0.01/0.01 0.01/0.01 NO/NO 2.990 3.390
Columbia Bank 0.03/0.03 0.06/0.06 0.07/0.07 3.556 3.628
Commencement Bank 0.10/0.10 0.30/0.30 0.30/0.30 4.057 5.373
HomeStreet Bank - West-
ern

0.45/0.45 0.35/0.35 0.35/0.35 NO NO

KeyBank 0.04/0.04 0.15/0.15 0.10/0.10 3.240 3.890
Qualstar C.U. 0.25/0.25 0.40/0.40 0.50/0.50 2.740 2.490
Sound Credit Union 0.15/0.15 0.20/0.20 0.40/0.40 3.040 2.740
Tapco Credit Union 0.03/0.03 NO/NO NO/NO 2.740 2.490
U.S. Bank 0.04/0.04 0.10/0.10 0.15/0.15 4.622 4.127
Verity C.U. 0.10/0.10 0.35/0.35 0.43/0.43 3.040 2.890
America's CU 0.20/0.20 0.35/0.35 0.45/0.45 4.990 4.990
Washington average 0.13/0.13 0.23/0.23 0.31/0.31 3.501 3.601
NA: Not available NO: Not offered

Source: Informa Research Services 818-880-8877 Ext. 266
**Do not have a bank, thrift or credit union charter; all products are FDIC insured

MONEY RATES

Many people, uncertain
how to decide among so
many financial choices,
need advice to help them
improve their decision
making. But often, people
who have managed to save
and think seriously about
their life and future may
need a financial counselor
more than a financial
adviser.
The distinction between

the two may be indeciph-
erable at a high level. But
Bill Burnett and Dale
Evans, in their book “De-
signing Your Life,” pro-
vide a helpful explanation
that translates well to
personal finances. As they
suggest, counseling is
when someone is trying to
help you figure out what
you think. Advice is when
someone tells you what he
or she thinks.
No matter the stage of

life — early career, closing
in on retirement or rede-
fining your life as a retiree
— many people struggle to
figure out what they think
about their money and
how to best put it to use to
support long-term finan-
cial freedom and ongoing
lifestyle choices.
“You can never be too

clear on your own think-
ing” Burnett and Evans
write, based on their
teachings in the Stanford
master’s degree program.
“You can never get too
good a grasp on your own
best wisdom and insights.
Finding someone who can
give you good counsel and
who regularly leaves you
in a clearer and more
settled state of mind is a
great asset.”
This is the highest and

best reason for the exist-
ence of financial profes-
sionals. There are many
financial “advisers” with
varying levels of experi-
ence and qualifications,
but there are fewer fi-
nancial counselors who
spend as much time get-
ting to know you and your
relationship with money as
they do recommending
any specific investment or
other financial tactic.

Finding the right fit for the
softer side of personal
finances can be as valua-
ble as tax, insurance or
investment strategies.
As George Kinder wrote

in his book “Seven Stages
of Money Maturity,”mis-
takes in managing money
don’t come from picking
the wrong investments,
but because we fail to
understand our own vola-
tile relationship with risk.
We need to resolve inner
conflicts about money and
the emotion that is at-
tached to it to develop
peace with money.
Before trying to figure

out how to allocate your
401(k) or whether you
should be buying or selling
stocks at any given time,
it’s important to under-
stand your strengths and
weaknesses about financ-
es. You can then either
commit to self-improve-
ment or build a relation-
ship with a trusted re-
source who can provide
counsel as a foundation
and then advice on specif-
ic actions to take.

SUCCESS AND STRESS
If you don’t gain clarity

on your own understand-
ing of money and its role
in your life, you’re likely to
spend your time working
for someone else’s defini-
tion of success, perhaps
not aligned with what you
want and value. This can
cause unnecessary stress.
The American Psycholog-
ical Association identifies
money as a significant
source of stress for 75
percent of people.
Stress can cause us to

either avoid addressing
issues, or to make im-
pulsive, uninformed deci-
sions. When stress is the
basis of your relationship
with money, it can be
destructive to long-term
financial security, create
opportunity costs and
emotional complications
that interrupt your path to
financial freedom.
This isn’t something

that the affluent are im-
mune to. Many people
who have been diligent
savers over time, or simply
got lucky to acquire mea-
ningful assets, still are

uncertain about how best
to use their money or what
the money means to them.
It’s also not an issue that
only applies to women.
Men are, in many cases,
more susceptible to the
fear and greed emotional
cycle at the core of fi-
nancial decisions.

TAKING ACTION
Financial planning is

imprecise and very much
an ongoing exercise, but
the process of planning can
provide a foundation to
make better decisions going
forward. Sometimes, the
counseling component of a
financial plan is brief and
the move into actionable
advice comes swiftly. Other
times, it can require reflec-
tion and deep thought to
determine how you can
become comfortable with
financial decisions.
If finances were all bina-

ry — yes, no — decisions,
implementing investment
tactics, tax planning, es-
tate management, char-
itable giving and so on
would be easy. But there is
enough squishy territory
that you need to be settled
on who you are so that you
can feel comfortable with
a wide range of potential
financial outcomes, some
that could be difficult to
accept, others that could
be successful beyond what
you imagine.
Either way, you need to

make choices and move
forward without regretting
the other choices that were
available. This will help you
achieve financial health
and can lead to more satis-
faction with work, retire-
ment and the many ways
you can choose to spend or
invest your money.

Gary Brooks is a certified
financial planner and the
president of BHJ Wealth
Advisors, a registered
investment adviser in Gig
Harbor. Reach him at
gary@bhjadvisors.com.

PERSONAL FINANCE

Do you need a financial
adviser or a counselor?
BY GARY BROOKS
Contributing writer

‘‘YOU CAN NEVER
BE TOO CLEAR ON
YOUR OWN
THINKING
Bill Burnett and Dale
Evans, in their book
“Designing Your Life”


