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Agenda
Topic Time (min) Presenter

Welcome & Introductions 5 Jeff Fraler

Value-Based Care 15 Dr. Paul Chiang

Use of Data Analytics 30 Aaron Yao

Q&A/Discussion 5 Dr. Paul Chiang
Aaron Yao

Conclusion 5 Jeff Fraler
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Faculty
Paul Chiang, MD
• Senior Medical and Practice Advisor, Home Centered Care 

Institute
• Medical Director, Northwestern Medicine HomeCare 

Physicians (HCP)

Nengliang (Aaron) Yao, PhD
• Research Director, Home Centered Care Institute



Value Based Care
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Top 6 Components for Success in VBC: 
• Patient identification
• Gaps in care/quality 
• Managing cost of care 
• Data and financial considerations
• Revenue capture in VBC model (HCCs)
• Payer negotiation
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Clinical Model is the Foundation
• Before you do anything else: is your clinical model ready?
• What are your strengths and weaknesses?
• Who do you need on-board before you’re ready?
• Do you have enough volume in your patient pool to have a realistic PMPM 

income?
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Building the Relationship
Building a relationship with payers and other potential partners takes 
time. You must:

• Have a persuasive champion on your team to lead the discussions on your 
behalf.

• Understand what the potential partner values.
• What are their goals? Is it less days in hospital beds? If so, come prepared to 

demonstrate how you will impact that particular metric!
• Be able to speak directly to the gap or need you would be filling for them.
• Utilize connections to ensure you get in front of the right people to tell your 

story!
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Maintaining the Relationship
• Create an ongoing way to demonstrate performance and generate 

meaningful outcomes that matter to your partner.
• Consider creating a scorecard or dashboard for your practice.
• Track the key metrics that highlight your value and are important to your 

partners/payers.
 Consider tracking your sickest patients (days at home vs. days in the hospital over time 

= financial savings!)
• Extrapolate data from other home visit programs and apply savings to your 

model (e.g., reduction in hospitalizations if you don’t have direct data) 
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Types of Value Contracts

• Alternative Payment Models (APMs)
• Augmented FFS or FFS+ 
• Per Member Per Month (PMPM) or Per Enrollee Per 

Month (PEPM)
• FFS + Care Coordination
• Shared savings (e.g., ACO tracks)
• Quality bonus (paid for performance or P4P)
• Full risk/signification risk capitation
• Episode of care payments (Bundled Payments)
• ACO REACH model - counts NP practices and NP 

patients as part of the ACO pool



Use of Data Analytics
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How Are You Using Data Analytics Now?

• Build or augment a medical care program
• Establish baseline for performance improvement  
• Improve marketplace competitive advantage 
• Succeed with managed care   
• Transition to value-based care
• Other (please specify)
• None of the above … yet!
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From FFS to Value-Based Care
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CMS Strategic Direction

“All Medicare fee-for-service beneficiaries will be in a care 
relationship with accountability for quality and total cost of 
care by 2030. The vast majority of Medicaid beneficiaries will 
be in a care relationship with accountability for quality and 
total cost of care by 2030.”
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What is Value?

Source: CollaborateMD
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Risk-based Contracting 

Source: a16z
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Risk-based Contracting
• Value-Based Care (VBC) is complex and requires a strong foundation in 

data and analytics readiness to succeed.
• You can start with a lower-risk model, such as the MSSP Level A one-sided 

risk model, which offers smaller rewards for good performance but imposes 
no penalties for underperformance.

• As your data capabilities and performance improve, you can 'glide' to riskier 
models, like the enhanced MSSP track or ACO REACH, and negotiate 
contracts with MA companies for greater rewards.*

*See the Risk-based Contracting chart at the end of this presentation for more detailed information. 
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Attribution
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Source: FastHSR and Source: Centers for Medicare and Medicaid Services

Attribution
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Source: Centers for Medicare and Medicaid Services

Attribution

See the full Attribution chart at the end of the 
presentation for more detailed information 
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Understand Markets & Refine Strategies

• Benchmark performance against competition or to measure improvement
• Identify opportunities for improvement in quality and revenue 
• Enhance clinician staffing and recruitment  
• Gain insights into patient referral patterns and leakage
• Inform due diligence for practice acquisition
• Approach payer negotiations with more knowledge
• Support ACO network expansion with high-performing programs
• Prepare for industry transition to Value-Based Contracting 
• AND MORE
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Let’s do it Together
1. I show you the data and functions
2. You share your observations
3. We delve deeper into the insights
4. We discuss the practical applications
5. Questions

Example: McHenry County, IL or your county

Data

Observations

Insights

Actions
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Market Share Data
• Market Analysis by Practice
• Market Analysis by Clinician
• Clinician Affiliations
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Market Share Data
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Performance Data
• Scorecard of HBMC Practices
• Scorecard of HBMC Clinicians
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Performance Data
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Demand Data
• HBMC Penetration Rates
• Medicare Advantage Penetration
• Older Adults in the US, by Zip Code
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Demand Data
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Partnership Opportunities Data
• Home Health Agencies
• Hospice Programs
• Assisted Living Facilities
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Partnership Opportunities Data



Q/A
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HCCIntelligenceTM Community Resources
Exclusive Member-Only Access

• Log in at https://www.hccinstitute.org/login/ 

• Go to "My Learning Hub," and scroll to "My Resources"

https://www.hccinstitute.org/login/
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HCCIntelligenceTM Community Webinar Series

Expanding Home-Based Primary Care: Uncovering Referral 
Channels, Attracting New Patients, and Partnering with 

Providers

Objectives:
•  Explain the process of identifying patient referral sources.
•  Explore strategies for recruiting and communicating with potential new patients, including    
         talking points and scripting examples.
•  Outline key discussion topics for engaging with providers when reaching out to new referral      
         sources.

November 20, 2024
3 pm - 4 pm CT

REGISTER HERE

https://www.hccinstitute.org/live-webinars/


33

Contact HCCI

Website
http://hccinstitute.org

Phone
(630) 283-9200

Email
info@hccinstitute.org



Conclusion



35

Risk-based Contracting 

Source: Centers for Medicare and Medicaid Services
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Source: Centers for Medicare and Medicaid Services

Attribution
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