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PRICE

IS WHAT YOU PAY

VALUE

IS WHAT YOU GET
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Pay For Value Not Service

' CENTER FO8 MEALTH
VALUE INROVATION

Alternatives to Fee-for-Service o8
Paymnts in Health Care
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The 5 Cs of value

Comprehend the key value drivers for clients.
Create value for clients.
Communicate the value that you create.

Convince clients that they must pay for value.

Capture value with a value-based pricing approach.
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Factoids

* We're talking about a conservative community...that places a great
emphasis on value, doesn't want to spend needlessly, and wants to
get the biggest bang for the buck

* They are refining their approach to managed care to build
accountable care systems using data and analytics that were not
available in the 1990s.

* Value based payment systems are emerging and will overtake the
volume based payment systems that have been the foundation of the
American medical business model

Analytics is KEY to the Future
of ALL Healthcare

| There is no
evidence to
suggest that...
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1. Business Intelligence

4. ..Ei.’.‘.?...’lﬁié.'..Y?.'.!{?.'

5 Patient Satisfac
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MEASURE f e

OUTCOMES : IDENTIFY

OUTCOMES y o CARE GAPS
{ AUTOMATED & ONGOING

Population Health Management

DEFINE

POPULATION

£

» AaLvsss ¢
» REPORTING L
\ / -. Care Planning
ANALE G <TRATIFY
MG [ RISKS
cang 4 Referral Network

ENGAGE
PATIENTS

» DATA INTECRATION

Source: Siemens Healthcare USA

Coopetition
Find new ways to work together
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