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Learning 
Objectives

 Understand components of 

employee health strategy, how 

and why they work together.

 Identify ways to see and 

manage risk in both large/low 

and small/high risk populations.

 Measure intersecting metrics 

and prioritize programs by 

population-specific 

impact/objectives.

 Be aware of health plan trends 

and opportunities to elevate a 

health strategy for employees.



I.   Introduction

What is your favorite color? 



II.   SEEING Your Perfect Employee Health Strategy

I feel _________________ about my plan for employee health?   

I feel this way because ______________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

______________________________________________________________________________________________________

I would like to feel ________________________ about my health plan.

How do you measure for a perfect employee?  (list 3 qualities)

1.)_______________________________________________________

2.)_______________________________________________________

3.)_______________________________________________________



II.   SEEING Your Perfect Employee Health Strategy

Employee Sample Report 

What other metrics/kpi’s are affected by employee health?

1.) _____________________________________________________

2.) _____________________________________________________

3.) _____________________________________________________



State a strategic 
health objective 
and key results. 

“Measure What Matters” 
John Doerr – Portfolio Publishing, 2018

II.   SEEING Your Perfect Employee Health Strategy

Objective 

Achieve A 

1.)

2.)

3.)

Achieve B 

1.)

2.)

3.)

Achieve C 

1.)

2.)

3.)



III.   SETTING Your Perfect Employee Health Strategy

ORIENT

OBSERVE

DECIDE

ACT

Set Point

Process Variable

Control 

OODA
Loop



III.   SETTING Your Perfect Employee Health Strategy

Stratifying
The Population 

Case Study # 1



III.   SETTING Your Perfect Employee Health Strategy

Financial

Category Prior Current % Changes Benchmark* % Variance

Demographics

# Employees 236 238 1% --- ---

# Members 445 445 0% --- ---

Avg Contract 
Size* 

1.88 1.87 0% 1.82 3%

Overall Expenses (Paid PMPY)

Inpatient* $685 $551 -20% $1,088 -49%

Outpatient* $2,643 $2,523 -5% $1,617 56%

Professional* $1,518 $1,321 -13% $1,663 14%

Ancillary* $451 $409 -9% $372 10%

Total Medical* $5,298 $4,804 -9% $4,329 13%

Pharmacy* $1,183 $1,146 -3% $1,233 -7%

Grand Total* $6,481 $5,950 -8% $5,472 9%

High Cost Claimants (YTD vs. YTD)

# Members 1 2 100% --- ---

% Members* 0.31% 0.65% 0.3% % -0.4%

% Paid* 28.8% 31.8% 3.0% 34.0% -2.2%

Emergency Room

Encounters/1000* 182 251 38% 214 18%

Cost Per 
Encounter*

$1,613 $1,373 -15% $1,957 -30%

PMPY* $294 $345 18% $419 -18%

* MedCost Benchmark **MCG National Benchmark



III.   SETTING Your Perfect Employee Health Strategy

Proposed Renewal Action

Current Renewal 

Annual Fixed Costs (1) $761,744 $873,335

Annual Expected Cost $2,979,002 $3,296,464

Annual Maximum Cost $3,514,567 $3,883,496

Overall Increase 10.5%

12 Months 
Ended 

Nov - 16

12 Months 
Ended 

Nov - 17

8 Months 
Ended

July - 18

3 Years 
Ended  

July - 18

Medical and Vision

Paid Medical Claims $2,074,865 $2,176,876 $1,406,057 $5,657,799

Stop-Loss Claimants  (current spec) $1,058,503 $1,115,670 $532,821 $2,706,995

Normalized Claims $1,016,362 $1,061,206 $873,236 $2,950,804

Annual EE Enrollment 2,908 2,894 1,898 7,700

Solve the claims per employee 
per month (PEPM) to compare 
the most recent 2 periods. 

Solve and compare again, after 
removing the high cost claimants 
(i.e. Stop-Loss Claimants)

- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -



III.   SETTING Your Perfect Employee Health Strategy

Claims to
Premium Ratio

MONTH PRIOR

1 88.7%

2 110.9%

3 54.3%

4 99.5%

5 36.7%

6 144.5%

7 59.1%

8 25.3%

9 42.4%

10 40.8%

11 35.1%

12 115.7%

MONTH CURRENT

1 109.0%

2 106.9%

3 48.7%

4 131.4%

5 51.4%

6 47.7%

7 40.6%

8 32.5%

9 64.6%

10 24.7%

11 56.6%

12 73.7%

PRIOR 64.9%

CURRENT 71.2%

 Oncology is often a top driver of plan costs, but only 

number 6 for this group.

 Circulatory is 28% above norm, and Endocrine is 14% 

above norm.

 Preventive screening compliance is low: 

‒ Mammogram at 41%

‒ Colonoscopy at 13%

‒ Cervical at 30%
‒ Annual Physical at 28%

Year/Month Members Subscribers Premium
Premium 

PMPM

Medical 

Payments

Capitation 

Payments 

Managed 

Pharmacy 

Payments 

Total 

Payments

Claims to 

Premium 

Ration

Total 

Payments  

PMPM



At-Risk/Rising Risk
Hands-on nurse 
coaching & 
education

IV.   ACHIEVING Your Perfect Employee Health Strategy

Healthy & Well

Supporting a full spectrum of wellness needs 

- Health & Wellness

Business Consultation 

- Health Risk Assessment

& Biometric Screenings

- Wearable Devices 

- Lifestyle Coaching 

- Tobacco Cessation

- Financial Health

Education 

- Fitness Center Network

- Telehealth

- Emotional Health

- Preventive Care

Reminders

- Personal Care Management

- Transitional Care Counseling

- Maternity Programs 

- Chronic Condition Disease Education

- Rx Clinical Programs

- Telehealth

Complex
Navigating severe 
health conditions 
with members 

- Case Management of Complex
& Long-Term Conditions

- Specialty Rx Management

- Advocacy & Care Coordination

- Board Certified Specialty Case Managers

- Telehealth

Acute
Selecting care that provides positive 
health and financial outcomes 

- Inpatient Care Review

- Outpatient Care Review

- Pre/Post Discharge Planning

- 24/7/365 Access Telehealth Services

- Rx Clinical Program

- Behavioral Health

75% 24%

1%



 

 

Mr. M*  is a middle-aged male diagnosed with chronic 

inflammatory demyelinating polyneuropathy (CIDP). 

Relative to his condition, Mr. M has significant issues 

with balance and daily living activities, resulting in an 

inability to continue working. IVIG infusions were 

utilized but did not have the desired impact. 

Plasmapheresis was also attempted but resulted in 

undesirable complications. Mr. M returned to 

monthly IVIG infusions but reported that these were 

having little to no benefit with a gradual decline in his 

overall level of function. At this point, Mr. M could 

only walk 200 feet with the assistance of a cane, was 

experiencing bilateral foot drop, and numbness in his 

hands and feet. 

 

Case Management researched Mr. M’s plan of 

treatment and confirmed that IVIG and 

plasmapheresis are the only standard of care 

treatment options for CIDP. Mr. M had failed both 

plasmapheresis and steroids. Further research found 

an autologous stem cell transplant for CIDP was in a 

phase II clinical trial. 

 

A physician panel determined that an autologous 

stem cell transplant was experimental/ investigational 

for CIDP based on the plan language. With assistance 

from the Case Manager, the member appealed the 

decision and made a clinical justification for the 

procedure. The procedure was then deemed 

medically necessary for Mr. M’s CIDP since standard 

treatment options were not working and a transplant 

would possibly cure the disease. If allowed to 

progress, the disease would eventually debilitate 

Mr. M and he would likely require approximately 

16 hours a day of private duty nursing care for daily 

 
* The patient’s name has been changed to protect his privacy. 

000110913CE2019-2-7 

living activities and medication administration at an 

average cost of $82,644 per month. If hospitalized, 

charges for room and board only would average 

$5,000 per day. 

The Case Manager advocated for Mr. M and 

engaged the MedCost Account Manager, 

reinsurance carrier, and the employer in the 

discussion to support coverage for the stem cell 

transplant. The employer agreed to cover the cost. 

Mr. M successfully underwent the stem cell 

transplant. 

 

Mr. M reports that he is physically doing much 

better with improved balance and mobility. 

He continues outpatient physical therapy, walks 

independently, and has returned to work. His 

family expressed their appreciation for the life-

changing intervention of the Case Management 

team: 

 

“To say ‘thank you’ is hardly adequate, but we 

wish to express our sincere gratitude for the 

thoughtful work you did on our son’s behalf. He 

was a very healthy young man that was struck 

suddenly by a life-changing disease. Because of 

your extra efforts, he now will be able to recover 

and go on living a productive life. Your kindness 

means the world to our family.” 

 

Overall Plan Savings 

 

IV.   ACHIEVING Your Perfect Employee Health Strategy



NOTES

__________________________________________________________

__________________________________________________________

__________________________________________________________

__________________________________________________________

__________________________________________________________

__________________________________________________________-

__________________________________________________________

__________________________________________________________

__________________________________________________________

__________________________________________________________

__________________________________________________________

__________________________________________________________

__________________________________________________________

__________________________________________________________

__________________________________________________________

__________________________________________________________

__________________________________________________________

__________________________________________________________

__________________________________________________________

__________________________________________________________

__________________________________________________________







W

Feature



to establish services in a shared location. Working together mitigates the startup cost for these employers to 
create or partner with a clinic. This strategy is typically used by smaller employers in a local area and is 
expected to more than triple in the next few years, from 8 percent in 2017 to 26 percent by 2019.

Ultimately, employers and employees want the same thing from their benefits plan – quality services that 
ensure the best health outcomes at a manageable cost. By implementing a variety of approaches to improve 
employees’ access to healthcare, employers can foster a culture of health and wellbeing and move themselves 
and their employees closer to that goal.

Sources
1 U.S. Department of Health and Human Services. (Plan last updated February 28, 2018). Strategic Plan FY 2018-2022. Retrieved 
from: www.hhs.gov/about/strategic-plan/index.html
2 High-Performance Insights – Best Practices in Healthcare, 2017 22nd Annual Willis Towers Watson Best Practices in Health Care 
Employer Survey.

http://www.hhs.gov/about/strategic-plan/index.html


best practices for self-funded  Health Plans

Apply Appropriate Resources
Meet regularly on your plan  

Fund for reserve

Leverage your counsel

Foster a HealthCulture
Weave health into the fabric of  

your culture

Include your employees  

Model the way

Approach Your Health Plan

As  An Opportunity
State your health strategy  

Set and measure targets  

Develop a multi-year plan

Focus on People, then

Claims,  then Premiums

Know the population and theplan  

Reinforce programs financially  

Educate employees
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