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Introduction 
Our core values at Trifecta are truth, transparency, and transformation.  An area of the traditional 

law firm model in serious need of transformation is the way legal services are priced.  Instead of 

pricing by the hour like most law firms, we prefer to bill on a subscription basis.  That is, we charge 

a fixed monthly rate to provide a defined scope of services.   

We’ve put together this guide to help answer common questions about our subscription model.  

The goal is to have readers walk away with a better understanding of how to work with Trifecta. 

Included Services 

Here is a listing of included services.  We’ve designed the plan to cover most everything a scaling 

health tech company needs from a legal perspective to support its operations.   

General 
Email, phone, and Slack support for in-plan services 

In-person meetings involving in-plan services (in 

Madison, WI area) 

BAA review and markup 

NDA review and markup 

HIPAA and GDPR data privacy and legal counsel, for 

routine matters 

Customized customer contract template (including 

BAA) 

Customer contract template maintenance 

Employee confidentiality/proprietary rights 

agreement template 

Vendor contracting 
Review and analysis 

Contract drafting / markup 

Internal escalations and follow-ups related to 

contracting 

Vendor-facing contracting calls 

Customer contracting 
Review and analysis 

Contract drafting / markup 

Internal escalations and follow-ups related to 

contracting 

Customer-facing contracting calls 

 

EHR marketplace contracting 
Review and analysis 

Contracting drafting / markup 

Internal escalations and follow-ups related to 

contracting 

Customer-facing contracting calls 

Strategic partners contracting 
Review and analysis 

Contract drafting / markup 

Internal escalations and follow-ups related to 

contracting 

Partner-facing contracting calls

 

Now, let’s break it out section-by-section and add color to what the terms in this listing signify. 

 

 

Our subscription model is about alignment with our customers.  Subscription clients know it 

doesn’t cost them extra to collaborate or take our advice.  They’re encouraged to proactively 

loop us in.  Plus, we’re incentivized to make sure clients receive value, meaning that in the long 

run they pay less than if they had stuck with hourly pricing.   



 

 

 

 

General 
The pricing plan encourages open and frequent communication by not charging for phone calls, 

emails, Slack, or in-person meetings that are directly related to in-plan activities.   

Our contracting work goes 

smoothly when using a 

contract template that 

we’ve crafted and are 

responsible for 

maintaining.  That’s why 

the creation of new 

contract templates or 

overhaul of existing 

contract templates, as well 

as template maintenance, is an included service. 

Clients frequently ask what we mean by “data privacy legal counsel.”  What we mean when we 

say “data privacy legal counsel” is that we do not charge extra to provide ad-hoc advice on general 

knowledge and similar non-invasive questions about HIPAA and GDPR.  For example, it doesn’t 

cost extra to ask us to explain the purpose of a business associate agreement or to have a 

conversation about the HIPAA safe harbors for de-identification.   

It also helps to describe what “data privacy legal counsel” is not, in the context of our subscription.  

HIPAA risk assessments, DPIAs, SOC2 Audits, HITRUST CSF assessments, state-level privacy law 

research, new market regulatory research, gap analyses, and breach response activities are not 

considered “data privacy legal counsel”.  The concept also does not include research into whether 

or how HIPAA and other privacy laws impact a new product or POC a client is developing.  We 

absolutely do accept these types of projects and often agree to work on them for a fixed fee. 

Vendor contracting 
Health tech companies appreciate the importance of a good vendor management program.  

Maintaining appropriate vendor controls are a key HIPAA requirement and one of focuses of 

assessments like HITRUST CSF 

and SOC 2.   

We understand this and that’s 

why vendor contracting is 

included in our subscription.  

We want to be able to partake 



 

 

 

 

in internal business discussions about a vendor transaction so that we can provide better advice 

and counsel on the front-end of negotiating a complete agreement.  The subscription plan makes 

it possible for us to participate without it costing clients anything extra. 

Customer contracting 
Customer contracting is where our expertise and skill really shine.  Plus, customer contracting 

accounts for the largest 

share of our workload, by 

a longshot.  That’s why 

we’ve included all 

aspects of the customer 

contracting process as 

part of our subscription 

plan.  Clients trust us to lead contracting calls with their customers and to take point on internal 

follow ups.  The subscription plan fosters that level of trust and ownership.      

EHR marketplace contracting 
Interactions with EHR vendors is a fact of life for many health tech companies.  Many of these 

large incumbents maintain an app marketplace—ex: Epic’s App Orchard and athenahealth’s More 

Disruption Please.  Participation in these marketplaces can significantly boost a company’s 

exposure to potential 

enterprise clients and 

enhance their own 

application through 

tighter EHR integrations.   

These marketplaces 

come with legal strings attached as well.  We are versed in helping clients sort through these EHR 

relationships.  We think it’s a value-add to include our experience in the subscription plan. 

 

“We are very happy to have Trifecta as a partner.  We trust them to lead our contract negotiations.  

They have exhibited a great ability to weave in our suggestions and business needs while driving the 

high-level contracting process.  They have significantly sped up our contracting process.  Trifecta is a 

true extension of our team.  They have demonstrated a clear ability to keep our best interests at heart 

while also making negotiations move along at an appropriate velocity.” 

-Fritz Hofheinz, MD, CMIO of Healthfinch 



 

 

 

 

Strategic partner contracting 
We think of strategic partnerships as initiatives with industry stakeholders who are not necessarily 

paying customers or direct users of a clients’ application.  These initiatives typically involve 

elements like an 

integration or data-

sharing, clinical 

research, financial 

sponsorship of a 

third party’s use of 

the client’s 

application, joint software development, a revenue share, and/or co-marketing.  Because of the 

complex and multitudinous ways these initiatives can be structured, we feel it’s important that we 

be looped into conversations early, without pricing becoming a barrier.   

Billing Policies 
We invoice by email on a monthly basis.  We welcome clients who use electronic AP systems like 

bill.com or others.  Invoices are payable on receipt.  If an invoice remains unpaid for 10 or more 

days after we notify a client of the overdue balance, we can stop work until the overdue balance 

is paid and we’re satisfied there are appropriate protections in place to ensure payment of future 

fees and expenses.  If an invoice remains unpaid or appropriate protections are not agreed to, 

then we can withhold services and walk away from the relationship, so long as the rules of 

professional responsibility allow it. 

To ensure that we are competitive, viable, and that we’re appropriately priced for the level of 

service we provide, we re-evaluate our rates and fees at least annually.  We may decide to increase 

our rates and fees but will not do so more than once per year.  We won’t apply any change to our 

rates, fees, and policies to a given client until after we’ve informed the client of the change.  

Because of the dynamic field that we’re practicing in, we may need to re-visit the types of services 

included in the subscription plan.  Usually, that means we are adding services or otherwise 

expanding the scope of what’s included.  We won’t go the other way—to take away services that 

were specifically listed as included—without informing clients first.   

 

Types of strategic partnerships 

research collaborations channel partners 
linking initiatives resellers 

connected services (e.g., SSO, OAuth, etc.) joint software development 
sponsored use (e.g., partner agrees to subsidize 

third-parties’ use of client’s application) 
joint marketing or co-branding 

API or SDK licensing 
 



 

 

 

 

Frequently Asked Questions 
Is there a cap on the number of hours included in the plan? 

No, there is no time-based cap whatsoever.  We rely on a defined scope of services to indicate 

what is in and what is out of the plan.  Every type of assignment that’s listed as included is “in”, 

whether it takes us 5 hours or 50 hours to complete.   

What are examples of projects that are not included in the plan? 

There are two categories of projects/tasks that are not included in the subscription plan—those 

that are in our wheelhouse and those that are not in our wheelhouse.   

We often gladly accept assignments that are in our wheelhouse and work out a project-based fee 

with the client.    Projects not in our wheelhouse are just that—assignments that we’d rather not 

take on because there are other attorneys who are better positioned to handle them.   

For projects not in our wheelhouse, we are happy to reach out to our network to hook our clients 

up with a subject matter expert.      

What if I want to use Trifecta for a project that’s not included in the plan? 

We get excited when clients ask if we would handle a special project for them, something that’s 

outside the scope of our usual subscription.    

When a client brings us one of these assignments, our first step is to meet with the client and 

understand the scope of work and objectives.  If the project is something that we feel competent 

to handle, we’ll work with the client to agree on areas of responsibility, timelines, checkpoints to 

measure progress, and a budget (if needed).  If we agree to work on a fixed-fee basis, which is our 

usual preference, then 50% of the fee is due at the beginning and the balance is due on 

completion.  If we agree to work on an hourly basis, then we will invoice on a monthly basis.  

In our wheelhouse . . .  

contract database creation HIPAA risk assessments 
contract database maintenance audit readiness assessments 

informal dispute resolution compliance assessments for new markets  
collection activities compliance assessments for new products 

trademark applications state-level compliance analysis 
lease review  

 

Not in our wheelhouse . . .  

patent applications  equity compensation, stock grants 
FDA clearance immigration 

litigation enforcement of intellectual property rights 
equity financing debt financing 

employment disputes  
 



 

 

 

 

We would prefer to settle the special project details on a handshake basis or over email.  But if 

you request, we can also capture the project details in a scope of work type document. 

 

 


