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Creating insight and ensuring financial success in an at-risk 

environment
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 YVFWC has been in managed care for 25 years

 The majority of those years have been profitable, but things have 

become harder recently:

 We are taking on more risk with less cushion

 Margins are thinner and harder to attain

 We needed insight to manage our risk, but we did not control the 

required data.

Step 1 : 

Get all the data

Step 2:

Analyze the data

Step 3:

Intervene to 
minimize risk
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 YVFWC managed care support program has four phases:

Implementation

Cost Savings

Plan and Control

Foundation for 

managed care 

analysis.

Unify claims and 

clinical data in an 

analytics platform. 

Reconcile clinical 

and claims data to 

look for missed 

revenue.

Execute operational 

initiatives to go after 

additional revenue.

Identify and execute 

interventions for 

utilization 

management and 

cost control. Understand and 

improve performance 

under different 

contract models.

Revenue Generation

 Implementation is complete; YVFWC now looking at revenue 

generation opportunities.
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Revenue Generation

 Patient/member misalignment

 Enrollment gaps

 Capitation and premium accuracy

 Quality bonus performance

 Pool funds accuracy & trending

Cost Management

 High risk / disengaged patients

 Inpatient census and frequent 

admissions

 Recent ED visits

 High cost members

 Prescription fills v. formulary

Profitability Management

 Projected performance against different risk-based contract models.
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 Value unlocked from reporting substantially exceeds cost to implement 

program.

 Looking forward, value unlocked will increase as additional reporting and 

patients are added to program.

 Value Unlocked

 Program Cost $25,141 $41,940 $43,466

$106,655

$382,005 $382,096
$418,281

$347,478

September October November December
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 Opportunities come from both revenue generation and cost containment.  

 Mix of opportunities varies by month based on patient population, 

analytical focus.
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Additional data elements on patient exception list. 

Sample: Report

Sample: Patient Exception List (De-identified)
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 A comparison of enrollment data from the plan with EHR PCP assignments found 

that just 6 providers accounted for 18% of that month’s member enrollment gaps.

 This is actionable – we can address the enrollment issue with these specific 

providers.  

 Getting these patients enrolled is worth $70K per month to us. 

Note: The value was calculated using an average premium across the two included health plans.
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 Each month, YVFWC misses out on capitation revenue: 

 Gaps occur for the following reasons:

 Patient on eligibility roster but not on capitation roster

 Patient on capitation roster with $0 payment

 Patient demographic information is wrong; capitation calculated incorrectly by 

plan

$223K
capitation gap

Capitation gap for:

1 year x 2 payers
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 The program is now generating actionable insight and analysis on a monthly basis

 We are working to get all our claims from 5 payers into the centralized warehouse

 The focus going forward is primarily on Step 3: Intervene and making sure we can do so efficiently and 

effectively

Step 1 : 

Get all the data

Step 2:

Analyze the data

Step 3:

Intervene to 
minimize risk
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