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Agenda 

ÁResearch Results 

ÁThe Opportunities and Responsibilities for Managing 
Care 

ÁLeveraging Health Analytics to Deliver Insights and 
Transform Care 
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Surveys Never Lie 

Tired of 

arguing 

about data 

Want to have 

more internal 

arguments 

about data? 
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How We Conducted The Research  

In-depth interviews were conducted with 40 healthcare executives across the leading health plans.  
This analysis was supplemented with additional secondary research.  

Who participated What was asked Who was interviewed 

What are the most critical 

concerns faced by managed 

care firms due to rapidly 

evolving healthcare 

landscape and pending roll-

out of the healthcare reform? 

Senior Executives Leading: 

Commercial Markets 

Individual Markets 

Health Management  

Marketing and Strategy 

Information / Analytics 

Actuary 

Consumerism / Retail 
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3 Major Issues Facing Health Plan Executives 

Manage the Challenges 

of Health Care Reform 

Bending the  

Cost Curve 

Move from  

Wholesale to Retail  
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Reform Impact 

Manage the Challenges 

of Health Care Reform 

Actuarial and Pricing 
Tools 

Recruiting and 
Managing Members 

Consistent with Your 
Strengths 
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Wholesale to Retail 

Move from  

Wholesale to Retail  

Member Willingness To Engage 

Cost Of Care  

Impact from 

Increased 

Engagement 

Low Cost     High Cost 

High 

 

 

Low 
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Understand likelihood to engage and change 

ÁYou must assess the degree to which a ƳŜƳōŜǊΩǎ Ŏƻǎǘ ƻŦ ŎŀǊŜ Ŏŀƴ ōŜ 
impacted using health and wellness engagement programs, together with 
their willingness to engage in these programs. 

ÁNext, determine the best incentive, communication vehicles and messaging 
required to engage members and sustain engagement long enough to drive 
behavior change and impact the cost of care. 

 

Member Willingness To Engage 

Cost Of Care  

Impact from Increased 

Engagement 

Low Cost     High Cost 

High 

 

 

Low 
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3 Major Issues Facing Health Plan Executives 

Bending the  

Cost Curve Reduce the cost of care for targeted 
members 

Reduce your administrative expenses by 
better tailoring your member engagement 
and outreach programs 

Demonstrate and maximize your return on 
investment for medical management 
programs 
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Targeting the right members for the right                      
intervention is key 

ÁIdentify your key medical expense concern areas  

ÁDetermine which members to target based on: 

ÁOpportunity for savings 

ÁWillingness to engage Create engagement / steerage 
programs  

ÁDeploying engagement / steerage programs 

ÁMeasuring program effectiveness and ROI 

 

Develop  

òMember 

Ability To 

Impactó Score 

2 

Deploy 

Engagement / 

Steerage 

Programs 

4 

Assess 

Current Book 

Of Business 

1 

Measure  

Post Program 

Effectiveness 

5 

Develop 

Engagement / 

Steerage 

Programs 

3 
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Desired State 

Integrated View 
of the Member 

Who to Target & 
Why? 

Design & Test 
Communication 

Optimize Across 
Sales, Service, 

Clinical, etc. 

Trigger Driven, 
Right Time 

Communication 

Rapid 
Measurement of  

Impact 

Claims 

Pharmacy 

Lab 

Lifestyle 

Survey 

Etc. 


