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BINOPIISH claimstdata driven analysis
PLOEESS 1o identity prospective claims on
oW individuals based upon their

NEcent claims activity

2= :—~"?®bjective process based upon observed

_F'_

= claim patterns or episodes of care patterns

* Emerging science, little standardization
yet although quickly improving
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Sowiy isn’t-this risk assessment?™

loeiistonrthe composite risk score (i.e., this population is
054 ol the norm, or 95% of the norm, or this individual

SPiedictive modeling gives names and addresses of

= —

= Tdividuals with specific issues that could lead to high

— —
—

— — risk
* Predictive modeling is micro risk assessment where
traditional risk assessment is macro risk assessment

® Predictive modeling and risk assessment should be
comparable and the industry is recognizing this.
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Class;ification of Vendor Products

lassification
Status:

: Product

ACG (John Hopkins)

~ Active Health

Management

CareSteps (American
Healthways)

MMIQ (American
Healthways)
Click4Care

DxCG (DCG)

ETG (Symmetry)

Risk Screen R ( Future
Health)

ERG and PRG
(IHCIS)

Risk
Status 1

Treatment
Status 2

Health
Status 3

Secondary

Axene Health Partners, LLC

www.axenehp.com

Multiple
level screen

accomplishes
both




assification of Vendor Produets

- Product (Company):
: '} ‘Maxys II ( Landacorp)
- DS Miner ( Landacorp)
MedAlI

MediSave (Medical
Scientists)

Hybrid (Medical Scientists)

The Health Profile (One Care
Street)

The Predictive Model (One
Care Street)

SF-12 / SF-36

~ Risk
Status Treatment
- St; 52__

Health
Status 3

Legend:
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Classification of Vendor
Products

Risk ment Health
= Status Status Status
~ Classification Status: 1 2

3

~ Product (Company):
18. GCAT (Health Technis) Legend:

~ 19 APG (3-M)
Predictive Model (Ingenix)

~21. ~ CRG (3-M)

-

Risk Status: Concentrates on a patient's likelihood for specific clinical or financial outcomes
with a focus on the probability of the future risk that such clinical or financial outcomes are
realized.

Treatment Status: Assessment of type and intensity of care a patient is currently receiving in
comparison to best practices or evidence-based medicine protocols.

Health Status: A patient's current clinical, physical and mental health standing, addressing the
likelihood of treatment needs or certain resource consumption for a current episode of care.
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2 “@zle / patlent finders” by IDisease Management
Co)t rrf o Amies

— 43 companies are often paid based upon the number
of patients they interact with

—a

e Helps identity the patients they should be managing

_.l- -—'-
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i

= The more accurate the identification, the more good
that can be done to impact behavior, and the greater
chance for high quality/cost effective care
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- Mer ical management applications are
0] ’c COMINON

O disease management purposes as
descrlbed above

c—

;' For early intervention on other medical

—
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= management patients beyond traditional DM

— Prioritization of medical management
resources (i.e., medical management triage)

— Resource planning based upon activities
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BT Eriting apphcat1ons are becoming mote
piey alent

B hance knowledge ot past claims to better predict
S luiture claims

T

- Helps answer questions such as:
~ ® =50, where is this bad experience coming from?”
® “Will this experience repeat itself?”
®* “Do we really need a larger rate increase?”

— Applies primarily to renewal of existing business
* Advantage for carrier with the business
® Requires significant data
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Pc entially controversial since dealing with
BeAIth conditions of current insureds (i.e., black
gtmg EIPAA, underwriting at time of clalm
_ ;;. malloroup regs, etc.)
_ Eends to be a small and small to medium sized
-:3__-:_ = oroup play (i.e., <25, 25 - 150 lives) where groups
= have limited experience rating or partial
— experience rating

— Best applications seamlessly integrated into
underwriting process, not just another step in a
traditional process.
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— I\A ny Still beheve 1t'1S before its time”,
Sinething more than “smoke & mirrors”

'_;; roponents claim improved profit

S margins resulting from strategic play on

= experience (e.g., 0.5% - 1.0% increase in
target margins of 3 - 5%)

— Most vendors focused on medical
management play
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< Forliuturer Applications™ "

Velliating prov1der reimbursement levels as
Telated to capitation rates, health budgets,

= :3_ =ult1ple option pricing (selection bias)
EESHIBNR “recent period” analysis in lieu of trend

o= e
e
——

= Dhly adjusted PMPM values

= Consumer behavior modeling for consumer
driven health care products

® Pricing theory applications
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litistrativelDVI Vendor Description:
girueir Predictive Modelswa
_A\_ij_y_ cations

@licht specitic approach
- (“ 3 stomer population size
Elstomer benefit design

— Customer S data mix
‘5‘“ - S UB-92
~ * Form 1500
* Pharmacy
*[Lab
* Patient reported data (i.e.. HRASs)
® Data gathered through DM company member interventions
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llustrﬁie- DV Vendor Description
Predlctlve Modelss -

_continued

1ct1ve Model

corporates traditional data sources

Incorporates data from other predictive tools
= (EE1Gs, ACGs, client developed models)

— Next generation models seeking more
efficacious methods for directing health care
resources to members who have the greatest
potential for benefit
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litistrativelDVI Vendor Description:
f thle r' Predictive Model w7
‘/_\‘_FO_F; atiO ) - . corved

Mixiending models beyond commercial to
Viedicare populations

— SJcine models for building and tailoring
== afproducts to specific health plans and their

= employer customers
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