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Assess the appetite of different payer
segments for their risk adjustment tools

Hone their value proposition to match the
priorities and unique dynamics of specific
payers within the target segments

Introduction

The client wanted to tailor its
value proposition to meet the
needs of payers

The Client The Client’s The Client’s

A healthcare
technology
company
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Ambition

Expand their risk
adjustment tools
with healthcare
payers

Need

Know with which
payer segments
their value
proposition most
resonated




o A h £ Rigorous & methodological research
u r pproac T We use a carefully crafted interview guide to interview

: individuals making the decisions that are relevant to the client’s
needs.

A value proposition
assessment is a multi step

process Highly collaborative

We stay closely aligned with our client, providing our expert
‘ advice while listening carefully to our client’s needs and
priorities.

Value Proposition Assessment Process

Expertsin value

We have a deep understanding of the movement to value,

. including the pace of change and impact of that change across
Calculate the total available market the healthcare landscape.

Assess the competitive landscape
Codify and test the product value proposition Extensive experience across the healthcare

landscape

1.
2.
3.
4,
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Develop strategic recommendations _ . . :
We work across the industry’s siloes and consider the entire

healthcare landscape when tackling our client’s most pressing
guestions.




Value Proposition Assessment,
an Integrated Approach

Key Outputs

1. Total available market
We estimated the size of different payer segments to 6 @ High-Lovel Competitor Summary Q

_ , v @ Total Available Market
create a shared understanding of the opportunity I —————

Reional Blues MA Plans - % YOV factors, as most offerings have some degree of

2 C L. I d 26M Lives MaaM Lives 35M Lives M4,om Lives . * E“'I:e ‘1‘::“.‘.' Fleety mml . r ices
. Competitive landscape . Lor Inarted I8 o PSP 75 VO oot :

. p ‘ p . . . @ ;::: B sgéypsr?:::tt':’d -2021 3.8M Lives M-Em 4.2M Lives c.2
We profiled the client’s top competitors creating allowing ,

. . . . . . . Managed Medicald
for a holistic look at competing offerings and positioning [t or [T fiomives (202 55w oee vt (2028 ] samives ot
tactics @ 134 E 5% Projected @ 282 E 4% Projected
Payers YOY Growth Plans YOY Growth c.a

3. Value proposition testing u z

We interviewed 30 key stakeholders to solicit insights N 9
. . . . Validati h lue P iti icR dation - R d P
around pain pomts, current market SO|UtIOﬂS, and appetlte . alidating the Value Proposition . Strategic Recommendation - Redacted Payer

. i Interview Insight
for our client’s offerings

Large National Payer Recommendations
> Interviewees by Region

Interviewees %

9/ ot
by Stakeholder 20% 17%

«l L L
Vendor Considerations

Interviewee Sample Titles There are multiple parties in the vendor selection process. Primary champions
include the key precurement figures on the right and the following gatekeepers
1) Redacted, VP of Pracurement & Strategic Sourcing
2) Company National Contracting Team

22%

4. Strategic recommendations

We created strategic recommendations allowing the client
to approach payers with meaningful messages and insights

ledicaid MCOs

These groups/people report up to the CEQ wha is actively involved in major vendor
decisions, Starting with a champion at the VP-level would need ta get approval from
a market president and then cerporate/regional VP.
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Our Results

We stratified the market and
created a strategic approach
for target customers

The client engaged Leavitt Partners to:

Assess the appetite of different payer
segments for their risk adjustment tools

Hone their value proposition to match the
priorities and unique dynamics of specific
payers within the target segments
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Payer segmentation by payer size and appetite for the client’s
tools

Ideal Targets

v

@ Medicaid MCOs

Regional Blues

<2

Provider- @

Sponsored Large National
Health Plans Payers

Il.  Strategic positioning for highest value payers

Payer A Payer B
Pursue a top-down & bottom-up Approach at c-suite level
strategy v Regional VPs prefer to try in-
v' Complex procurement house solutions first
v" Engage both regional VPs and v' Engage a corporate-wide

the C-Suite strategy over a regional one
Pitch user-friendliness Highlight applicability to provider
v Payer has historical bad assets

experience with similar tools v’ Risk tool compliments core

v Focus on usability primary care strategy



Summary

Our findings enabled the
client to make informed and
strategically-sound decisions

Following the engagement, the client understood:

v'"Where to allocate business development resources with
respect to different payer segments

v'"How to convey value and engage the most promising
clients

The client engaged Leavitt Partners in a follow-up project
to develop a go-to-market strategy for the most attractive
payer segment.
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Leavitt Partners’
Strategic Growth Services

Using a rigorous and highly collaborative approach, we
support clients in making consequential strategic decisions
ranging from new market entry to partner identification. We
focus on a finite set of strategic questions, allowing us to
approach our clients with a depth of experience in the very
decision they are wrestling with, and to bring highly relevant
insights from across the healthcare industry.
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To learn more, visit our Strategic Growth page on our website

Geographic Market Ranking & Customer
Segmentation

We help clients identify the most attractive markets
and customers for expansion

Value Proposition Testing & Go to Market Strategy
We help clients hone a value proposition that
resonates with the market and provide specific
strategies for approaching target customers

Strategic Planning & Scenario Planning

We help clients chart their strategic direction and
prepare for several differnet political and economic
environments

Investor Services
We help clients with both comprehensive and
targeted due diligence



https://leavittpartners.com/strategy/

At the Forefront of Navigating

/ \ Change in Healthcare
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Offices in Salt Lake City and Washington, D.C.
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