Crafting a Winning
Value Proposition

A guide for positioning your healthcare
practice to stand out in payer negotiations
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WHAT MAKES YOU DIFFERENT how they address payers' key concerns, such as
MAKES YOU VALUABLE. cost containment, quality of care and patient

satisfaction. By effectively articulating your
value, you increase your chances of securing
favorable contracts and building long-term
partnerships with payers.

In today’s competitive healthcare landscape,
developing a compelling value proposition is essential
for healthcare providers to differentiate themselves
during payer negotiations. This guide will walk you
through the process of creating and articulating a
unique value proposition that resonates with payers
and sets your practice apart from competitors. Though
it will take some effort, it will be well worth the
investment of your time. Let’s get started!

UNDERSTANDING THE IMPORTANCE
OF A STRONG VALUE PROPOSITION

A well-crafted value proposition serves as the
foundation for successful payer negotiations. It clearly
communicates your organization's unique strengths and




DEVELOPING YOUR VALUE PROPOSITION

@ CONDUCT ATHOROUGH SELF-ASSESSMENT

Begin by taking a deep dive into your organization’s strengths, capabilities, and unique offerings.
Consider aspects such as:

List your primary specialties and services offered:

Clearly describe your provider(s) expertise and experience:

Define the patient demographics your practice serves:

Detail any innovative programs or new technologies you’ve implemented:

List relevant quality metrics and patient outcomes you’ve tracked:

Now that you've identified what makes your practice unique, let’s work through how this can differentiate
your practice from competitors in the eyes of payers.



UNDERSTAND PAYER PRIORITIES

It is important to research and understand the priorities of the payers you're targeting.
Common concerns include these listed below, so communicating your services in terms that address
their areas of interest will improve the efficiency and effectiveness of your negotiations.

Reducing healthcare costs:
What methods, actions or interventions do you take to help reduce overall healthcare costs?

Improving patient outcomes:
What metrics can you offer that point to improved outcomes for the patients you serve?

Enhancing access to care:
What about your practice or steps have you taken to improve access to care for your current or potential patients?

Increasing patient satisfaction:
What testimonials or proof do you have that your patients are satisfied with your services? This may include Google reviews,
client testimonials or other scores.

Aligning your value proposition with these priorities will make it more compelling to payers.



GATHER INSIGHTS FROM ACCURATE PAYER DATA

Leveraging accurate, competitive payer data is a crucial strategy for differentiating your practice from others
in your area. This approach offers several key benefits:

() ENHANCED NEGOTIATION POWER

By having access to accurate payer data, you can better understand the reimbursement rates and
contract terms of your competitors. This knowledge allows you to:

e Benchmark your rates against local market standards
* Identify areas where you may be undervalued
» Make data-driven arguments for improved contract terms

For example, if you discover that your practice’s reimbursement rates for certain procedures are below
the local average, you can use this information to negotiate more favorable terms with payers.

& GATHER SUPPORTING DATA

Use this space to list your organization’s strength’s in each of the following areas, gathering data from
publicly available research and reports, as well as from internal sources.

e Cost savings achieved through your programs

e Improved patient outcomes compared to industry benchmarks
o Key competitors and their differentiators

 Utilization rates for your various services

Consider partnering with a data analytics firm or leveraging your electronic health record (EHR) system to
gather components for this step.



ARTICULATING YOUR VALUE PROPOSITION
2] CRAFT A CLEAR AND CONCISE STATEMENT

Develop a brief, powerful statement that encapsulates your unique value. For example: "Our
integrated care model combines cutting-edge technology with personalized treatment plans,
resulting in 30% lower hospital readmission rates and a 95% patient satisfaction score." This
statement quickly conveys your unique approach and its tangible benefits.

—

Make sure to include:

v/ Description of your model

v/ Define your service area/region

v Specialty population you serve

v Key metrics on patient outcomes and payer savings

0 TELL YOUR STORY

While data is crucial, storytelling can make your value proposition more engaging and memorable.
Consider including:

e Patient success stories that illustrate the impact of your care
* Examples of how your innovative approaches have solved complex health challenges
e Narratives that showcase your commitment to community health
These stories help bring your data to life and create an emotional connection with your audience



ARTICULATING YOUR VALUE PROPOSITION
& HIGHLIGHT YOUR KEY DIFFERENTIATORS

Clearly articulate what sets you apart from competitors.
This could include:

e Unique treatment protocols or care models

e Specialized expertise in treating certain conditions

e Advanced technology or facilities

e Strong community partnerships or outreach programs

Be specific about how these differentiators translate into better outcomes or cost savings for payers.




PRESENTING YOUR VALUE PROPOSITION

(3 CREATE A COMPELLING EXECUTIVE SUMMARY

Develop a concise document (no more than 2 pages!) that outlines your key value points. This should include:
e A brief overview of your organization

e The healthcare challenges you address
e Your unique solution and its benefits

e Supporting data and testimonials

Incorporate charts, graphs, and infographics to make your data more digestible and impactful.
Visual representations can quickly convey complex information and make your presentation more engaging.

Remember, this document may only get a few minutes of attention, so make every word count.

Make sure to include easily identifiable contact information at the end.
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CONTINUOUSLY REFINE
YOUR APPROACH

Your value proposition should evolve as your
organization grows and as the healthcare
landscape changes. Regularly reassess your
value proposition and update it with new data,
achievements, and innovations.

By following this guide, you'll be well-
equipped to create a winning value proposition
that stands out in payer negotiations.
Remember, the key is to clearly communicate
how your unique offerings address payers'’
priorities while backing up your claims with
solid data and compelling narratives.

TRIBUNUS HEALTH, the provider’s advocate, is
always ready to provide data driven insights to
forge durable payer-provider relationships
nationwide.

Contact us today if you want to explore
ways we can help your practice through
our Data, Differentiation and Diligence

method.

Matt Mandell
Matt@ TribunusHealth.com

I

Tribunushealth.com
(469-262-0231)
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