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Source: Gist Healthcare analysis.

1. How has the COVID-19 pandemic changed the healthcare industry
and market? What market forces influencing the direction of the
industry prior to COVID remain unchanged?

2. Of these dynamics, which are most important in our markets?
3. How have the needs of consumers and employers in our market

been altered by the pandemic resulting economic recession? Will
they seek alternative benefit structures?

4. How have providers been affected by the pandemic? Will hospitals
and doctors be more likely to seek partners, and if so, whom?

5. How does strategy need to change to thrive in a post-pandemic
healthcare environment, if at all? What opportunities and challenges
has the pandemic presented?
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While the COVID-19 
death toll has been 
significant, it pales in 
comparison to past 
pandemics

COVID-19 UPDATE

Source: “COVID-19 Map.” Johns Hopkins Coronavirus 
Resource Center, 1 October 2020; LePan, Nicholas. 
“Visualizing the History of Pandemics.” Visual 
Capitalist, 8 June 2020; Gist Healthcare analysis.

Worldwide Death Tolls Associated with Various Pandemics

Black Death1

200M
1347-1351

Smallpox
56M
1520

COVID-19
1M
As of Oct. 1, 2020

Pandemic
Death Toll
Year(s)

Legend

Spanish Flu
40-50M
1918-1919 Plague of Justinian1

30-50M
541-542

HIV/AIDS
25-35M
1981-Present

The Third 
Plague1

12M
1855

1. Caused by bubonic plague.

Swine Flu
200K
2009-2010
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While market uncertainty—
driven largely by questions 
on consumers and COVID—
is greatest today, it will 
decrease over time as 
industry uncertainty—driven 
the actions of healthcare 
stakeholders—grows  

Near (2020) Next (2021) Far (2022-2025)
Reopening & Recovery Healthcare Land Grab Brave New World

Source: Gist Healthcare analysis. 
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As Market Uncertainty Resolves, Industry Uncertainty Will Grow
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Economy

Policy 

Payers

Employers

Physicians

Disruptors

How quickly can we recover the business?
What will the competitive landscape look like?
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Timing, outcomes of 
pivotal events and 
questions will significantly 
impact various scenarios 
in immediate years ahead

Source: Gist Healthcare analysis. 

Pivotal Questions with Outsized Impact on the Future 
Four Biggest “Wild Cards” in the 2020-25 Timeline 

When will COVID subside?
• Severity, timing of potential second 

wave and related shelter-in-place 
orders, closured of elective procedures

• Development of a COVID therapeutic 
• Timing, efficacy, availability, and 

adoption of COVID vaccine 

How will policy change?
• Outcome of presidential, congressional 

elections to determine COVID relief, CMS 
policy, Medicare expansion

• Result of state-level elections to 
determine Medicaid expansion

When will the economy recover?
• Length, severity of recession and long-

term unemployment rate 
• Loss of employer-sponsored insurance 

and corresponding impact on payer mix 

When will consumers return?
• Timing of when, if ever, consumers will 

feel confident accessing healthcare in 
person

• Extent of consumer reengagement with 
health system

1 2

3 4
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Consumers still 
uncomfortable returning to 
healthcare settings, 
especially emergency 
rooms, hospitals and walk-in 
clinics; while volume has 
bounced back, still not at 
pre-pandemic levels

Consumers Reluctant to Seek In-Person Care

Consumer Comfort Level in Different Care Settings

45% 37% 37% 32% 31% 19% 13%

25% 27% 33% 29% 35%
33%

27%

30% 36% 30% 39% 34% 48% 60%

Doctor’s OfficeOutpatient 
Surgery Center

Urgent Care TelehealthHospitalEmergency Room Walk-in Clinic

Very Comforable or Comfortable Neutral Very Uncomfortable or Uncomfortable
n= 500, May 2020 

Jun

-30%

JulMay

0%

-60%

MarFeb Apr

In-person visits onlyAll types of visits

Ambulatory Visits Percent Change 
from Pre-COVID Baseline2

Decline in ED1 Volumes Over 
Same Time Period in 2019 

(42%)
(26%)

Week of May 24, 2020
Mar. 29 – Apr. 25, 2020

Source: Crnkovich, Paul. "When Will Patients Return?" Kaufman Hall, May 2020. Web. 11 June 2020; "Impact of the COVID-19 Pandemic on 
Emergency Department Visits - United States." Centers for Disease Control and Prevention, 03 June 2020. Web. 11 June 2020; Mehrotra, Ateev. 
"What Impact Has COVID-19 Had on Outpatient Visits?" Commonwealth Fund. 25 June 2020. Web. 29 June 2020; Gist Healthcare analysis.

Resulting in Immediate Across-the-Board Volume Decline 

(11%)
(18%)

1. Emergency department
2. Week of March 1
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Americans in Need of More Information from Trusted Sources

How Much Americans Trust and Receive Information by Source

Hospitals, Physicians Can Directly Engage With Patients To Rebuild Trust in the Medical System

n= 1,057 US adults surveyed 16-20 April 2020 

25% 25%

20%

Source: “The Opportunity of Trust Survey Results.” Jarrard Phillips Cate & Hancock, 2 Sept. 2020; University 
of Chicago Survey. National AP-NORC Center. April 16-20, 2020. May 14, 2020; Gist Healthcare analysis.

39%68%
18%

66% 28%

15%

60%
20%

28%

16%
18%

14%

50%

52%

Center for 
Disease Control

Doctor or 
Provider

State or Local 
Government

News 
Media

Family or 
Friends

Donald  
Trump

Social 
Media

Highly trust information from Receive information regularly from

What Consumers Want to See to Feel Safe in a Hospital, Urgent Care or Other Medical Facility
n= 1,101 US adults surveyed August 2020 

41% 38% 38%
30% 26%

15% 15% 13%
11%

Screening
patients

Masking
requirements

Enhanced
cleanliness

Isolation of
infectious
diseases

Doctor saying it
is safe

Contact-less
procedures

Local hospital
saying it is safe

Government
saying it is safe

Positive patient
testimony

Looking to providers to demonstrate 
and communicate serious commitment 
to safe and COVID-free operations

Opportunity for more communication
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Although some volumes 
have returned, ambulatory 
practice visits are still down 
10% on average; percent 
of virtual visits has 
decreased, suggesting 
more patients being seen 
in-person 

Percent Change in Ambulatory 
Practice Visits2 by Specialty1

(50%) (40%) (30%) (20%) (10%) 0%

Dermatology
Obstetrics/Gynecology
Primary Care
Ophthalmology
Oncology
Endocrinology
Rheumatology
Urology
Surgery
Allergy/Immunology
Behavioral Health
Cardiology
Gastroenterology
Otolaryngology
Orthopedics
Pediatrics
Pulmonology

Week starting 06/14 Week starting 07/26

n= Over 50,000 providers in 1,600 provider organizations  

Impact of COVID-19 on Outpatient Medical Visits

1. From baseline (week of March 1) 
2. All visits; increases in telemedicine visits dampen overall decline.

14%

7%

16-Feb 16-Mar 16-Apr 16-May 16-Jun 16-Jul

Percent of All Ambulatory Practice 
Visits Provided via Telemedicine1

n= Over 50,000 providers in 1,600 provider organizations  

(10%)
Average

67%
Percent of executives who predict 
their organizations will use 
telehealth at least five times more 
than pre-pandemic levels

Source: A Mehrota et al. “What Impact Has COVID-19 Had on 
Outpatient Visits?” The Commonwealth Fund. 25 June 2020. Web. 
29 June 2020; Gist Healthcare analysis.
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Disease itself, and its 
reverberations over time, 
will require different 
healthcare responses, 
resources

COVID-19
Waves of COVID-Associated Care Needs 

Time

Working Through a Backlog, Expecting More Complex Care

1 COVID-19 Morbidity 
and Mortality

5 Potential 
COVID-19 
Resurgence

2 Urgent Non-
COVID Care

3 Chronic 
Conditions

4 Mental 
HealthIncreased 

Patient 
Demand

Source: Tseng, Victor. “Health Footprint of a 
Pandemic.” 30 March 2020; Gist Healthcare analysis.
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As healthcare utilization 
decreases, healthcare 
consumer spending has 
dropped 18 percent, with 
significant declines in almost 
all types of services; drop 
accounts for nearly half of 
GDP falloff in Q1

ECONOMY

Bannow, Tara. “Hospital Job Losses Shrink in May, a Positive Sign for Recovery.” Modern Healthcare, 5 June 
2020; Cox, Cynthia. “How Have Healthcare Utilization and Spending Changed so Far during the Coronavirus 
Pandemic?” Health System Tracker, Peterson-KFF, 29 May 2020;  Nutting, Rex. In the Midst of the Coronavirus 
Pandemic, Spending on Health Care Collapses 18%. MarketWatch, 29 Apr. 2020; Gist Healthcare analysis.

Postponement of Elective Services Has Driven Down Healthcare Spending 

(61%)

(45%)

(41%)

(33%)

(32%)

6%

5%

Nursing homes

Hospitals

Dental Services

Prescription drugs

Medical laboratories

Home health care

Physician services

Percent Change in Healthcare 
Expenditures from April 2019 to April 2020

Change in Consumer Spending on 
Healthcare Services Over Time

4.8% decline in Q1 GDP, 
with nearly half attributed 
to healthcare

Healthcare employment 
decreased for hospitals and 
nursing care facilities in May

30% decrease in utilization of 
services for CVS/Aetna 
members in April
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Due to lower volumes, 
hospitals saw a ~7 percent 
hit to operating margin in Q2, 
with revenue now bouncing 
back to normal levels in early 
Q3; healthcare executives 
remain pessimistic on 2020 
revenues, volumes

Source: "COVID-19 Hospital & Health System Survey." HFMA, Guidehouse, May 
2020. Web. 11 June 2020; “The Effect of COVID-19 on Hospital Financial 
Health." Kaufman Hall, July 2020. Web. 11 June 2020; Gist Healthcare analysis.

1. Comprised of the national median of data, adjusted 
for allocations from corporate and physicians to the 
hospital; includes CARES Act funding.

Closing Electives, Decreased Demand Causing Massive Financial Setback

Hospital Operating Margin Index1

-5%

-3%

-1%

1%

3%

5%

n= 800 hospitals 

8%

Revenue From June 
2020

From July 
2019

Total Gross 5.4% 0.4%

Inpatient 5.5% (1%)

Outpatient 5% (1%)

Revenue Percent Change, July 2020

Revenue and Volume Concerns 
Among Healthcare Executives
n= 174, May 2020

89%
Percentage of executives who 
predict their revenue will be 
lower by end of 2020, with 62% 
saying it will be lower by more 
than 15%

11%
Percentage of executives who 
believe federal funding with be 
enough to cover COVID-19 
related costs

47%
Percentage of executives who 
anticipate their elective 
procedure volumes will take at 
least 6 months to recover, with 
12% saying more than a year

Q1        Q2        Q3        Q4
2019 2020

Q1        Q2
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Outcome of 2020 
presidential, congressional 
elections will determine 
which zone of health 
policy spectrum is focus 
area across coming years 

POLICY

Source: Gist Healthcare analysis. 

Health Policy Spectrum

Coverage 
Expansion 
• Strengthen 

Affordable 
Care Act
• Allow optional 

Medicare buy-in at 
age 60
• Install government-

run public option
• Support Medicaid 

expansion

Lower Costs, 
Transparency
• Reduce 

prescription drug 
prices
• Improve 

healthcare price 
transparency 
• End surprise billing 

Regulatory
Flexibility
• Diminished FTC, 

DOJ oversight of 
mergers
• Relax rules on 

scope of practice, 
licensing
• Retain telehealth 

flexibilities
• Approve Medicaid 

waivers, including 
for block grants 

Accelerated
Privatization
• Repeal Affordable 

Care Act 
• Expand Medicare 

Advantage
• Texas court case 

“wild card”

Value-Based 
Payment Strategy
• Expand, 

accelerate 
accountable care 
organization 
models
• Develop and test 

innovative 
healthcare 
payment models

Biden Trump

Continuum of Main Health Policy Goals 

Second-Term Trump PresidencyClean Sweep for Democrats

Divided Government



©2020 Gist Healthcare Inc. • 202022 Tufts Health Plan

13

While market uncertainty—
driven largely by questions 
on consumers and COVID—
is greatest today, it will 
decrease over time as 
industry uncertainty—driven 
the actions of healthcare 
stakeholders—grows  

Near (2020) Next (2021) Far (2022-2025)
Reopening & Recovery Healthcare Land Grab Brave New World

Source: Gist Healthcare analysis. 
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As Market Uncertainty Resolves, Industry Uncertainty Will Grow
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How quickly can we recover the business?
What will the competitive landscape look like?
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Employers largely receiving 
reopening guidance from 
federal and state-level 
resources; less than half 
conducting COVID 
assessment and screenings

Source: "In the United States, How Are Companies Adapting to the COVID-19 
Business and Workforce Environment?" Survey. Mercer, May 2020. Web. 16 June 
2020; "COVID-19 Employer Return to Work Strategies." National Alliance of 
Healthcare Purchases Coalitions, 18 May 2020. Web. 16 June 2020; Gist Healthcare 
analysis.

1. Center for Disease Control.
2. World Health Organization. 

96%

95%

95%

75%

68%

4%

5%

8%

17%

1%

1%

17%

15%

State

WHO

3%Federal

CDC

Not Considering
Considering within 60 Days
Currently in Place

Health 
Systems

Employers Gear Up for Workforce Return

External Sources of Guidance Employers Are Using for Return-to-Work Planning

46%

Administering temperature screening on-site 76%

Administering symptom questionnaire on-site 53%

Requiring employee self assessment and verification 52%

Purchasing handheld scanners 34%

Requiring employee self-temperature checks and verification 28%

Contracting outside services to conduct health screening 13%

Hiring on-site clinical staff 8%

n= 210 employers, May 2020

Protective Measures Being Taken by Employers 
n= 615 employers, May 2020

Yes, Conducting Employee 
Screening or Assessments

1

2

EMPLOYERS
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Having continued to push 
deductibles and other 
cost-sharing, employers 
are now questioning the 
utility of shifting more costs 
onto employees

Source: "2019 Employer Health Benefits Survey." Kaiser Family Foundation. Kaiser Family 
Foundation, 25 Sept. 2019. Web. 16  June. 2020; Gist Healthcare analysis.

1. Health savings accounts.
2. High-deductible health plans.
3. PPO plan as representative.
4. HDHP/HRA or HSA-qualified HDHP; defined as $1,000 for single coverage, 

$2,000 for family coverage.

Shifting the (Growing) Cost of Coverage
Employees Spending Over Ten Percent of Income on Insurance Alone

$1,655

$3,078

$0

$1,000

$2,000

$3,000

$4,000

2009 2011 2013 2015 2017 2019

Single Coverage

Family Coverage

Average Employee Deductible

Percent in HDHPs4
17 23 29 4036

3
$3,354

$4,565
$6,015

$12,680

$16,351

$20,576

2008 2013 2019

Employee contribution Premium

Annual Cost of Insurance
Family Coverage

Percent in HDHPs4
17 20 24 30288
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Having reached the limits 
of cost-sharing, employers 
are now looking to a set 
of network options that 
narrow choice in a way 
that creates value for 
beneficiaries 

Source: Tracer, Abelson, Reed. "The Last Company You Would Expect Is Reinventing Health Benefits." Nytimes.com. The New York Times Company, 31 
Aug. 2018. Web. 29 Jan. 2019; Japsen, Bruce. "Employer Health System Networks to Become More Exclusive." HealthLeaders Media. H3.Group, 20 Dec. 
2018. Web. 29 Jan. 2019; Naughton, Nora. "GM Inks Direct Contract with Henry Ford Health." Detroitnews.com. Digital First Media, 6 Aug. 2018. Web. 29 
Jan. 2019; www.yourbind.com. Web. Accessed 29 Jan. 2019.Gist Healthcare analysis.

1. Urgent care centers
2. Long term care hospitals

“Unbundling” Health 
Systems

“Stealth Steerage” to 
High-Value Providers 

Direct Contracting with 
Providers 

1 2 3

• Identify most efficient 
providers for high-cost 
conditions and procedures 
across providers

• Create custom networks 
targeted to employer 
spending dynamics

• Case studies: Bind On-
Demand Insurance; Walmart 
Center of Excellence 
strategy 

• Employer creates or contracts 
with physician groups or 
custom benefits platforms 

• Concierge-like services and 
primary care partners steer 
employees to low-cost services

• Case studies: Catalyst Health 
Network; Comcast health 
benefits platform, in 
partnership with Accolade 

• Health systems contract 
directly with employers 
around a narrow, high-
performance network

• Systems take risk spending 
growth, realize savings 
through steerage and 
care management

• Case study: General 
Motors and Henry Ford 
Health System partnership

Case in point: Employer “High-Value” Network Strategies 
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While systems need to pay 
due attention to retooling 
for over-65 Boomers, they 
should also begin to 
rethink service offerings to 
appeal to Millennial 
consumers

Source: US Census Bureau. "Data." 2017 National Population 
Projections Datasets. United States Census Bureau, 06 Sept. 
2018. Web. 13 Feb. 2019; Gist Healthcare analysis.
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Millennials Gen X Boomers Silent Greatest

30

63 56

72

44

30 Average age

Actual and Projected US Population by Generation1

Millions 

All Boomers 
on Medicare

First Gen X-ers 
on Medicare

First Millennials 
on Medicare

56

All Gen X-ers 
on Medicare

87

72

Peak

More

More

Accelerating Change in a Shifting Demographic Landscape
Millennials Now the Largest Age Cohort 

1. Definition of generations: Greatest (born 1901-27); Silent 
(1928-46); Boomers (1946-64); Gen X (1965-80); Millennials 
(1981-96). Gen Z (1997-?) not depicted.
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Largest payers are 
pursuing different 
integration strategies to 
position themselves to 
capture an increased 
number of Medicare, 
Medicaid, and public 
exchange lives

Source: Livingston, Shelby. “Blues Insurers Highmark and 
HealthNow Propose Affiliation.” Modern Healthcare. 16 June 
2020. Web.  16 June 2020; Gist Healthcare analysis.

The Horizontal 
Merger Angle

The Pharmacy 
Angle

The Vertical 
Integration Angle

1 2 3

• Centene, the largest 
Medicaid managed care 
organization in the country, 
acquired WellCare to 
expand its reach in Medicaid 
and public insurance 
marketplaces 

• Blue Cross and Blue Shield 
companies Highmark and 
HealthNow New York have 
agreed to merge

• Aetna, the third largest 
commercial insurer, was 
acquired by CVS Health, the 
nation’s largest drugstore 
chain; CVS HealthHUB stores 
aim to provide Aetna health 
plan members convenient, 
integrated care

• Humana acquired Kindred, 
the largest health and 
hospice operator in the US1; 
is also actively expanding 
its Partners in Primary Care 
group1

• UnitedHealth Group’s 
Optum continues to 
acquire physician groups, 
including DaVita; is now 
largest employer of 
physicians nationally

Case in point: Payer M&A activity

1. In partnership with private equity firms. 
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Walmart opening 
standalone primary care 
clinics targeting uninsured, 
underinsured populations 
in convenient setting 
attached to stores

Case in point: Walmart

“Walmart Health” Holds Potential as a Major Disruptor
Largest Retailer (and Employer) Now a Primary Care Provider

Sample Walmart Health Prices
$40  Office visit
$30  Annual checkup, adult
$10  Lipid test
$45  Counseling session (45 mins)
$25  Dental cleaning

103
137 153

242 257

514

65

2019 Annual 
Revenue
Billions of Dollars

Anthem

Walgreens

Cigna

UHG

CVS

Walmart

Humana

ü Operates 4,756 stores 
in the US

ü 150M weekly shoppers

ü 90% of US population 
lives within 10 miles of 
a store location

ü 400M prescriptions 
filled annually

Source: Boyle, Matthew. “Checkup for $30, Teeth Cleaning $25: Walmart Gets Into Health Care.” 
Bloomberg Businessweek. 25 Feb. 2020. Web. 16 June 2020; Mattioli, Dana, Sarah Nassauer, and 
Anna Wilde Mathews. "Walmart in Early-Stage Acquisition Talks With Humana." The Wall Street 
Journal. Dow Jones & Company, 30 Mar. 2018. Web. 10 Apr. 2018; “Summarized Pricing List for Dallas, 
GA Store #3403.” As of 11 Sept. 2019. Walmart Health. Web. 16 June 2020; Gist Healthcare analysis.
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We believe future success will require health systems to pursue six essential strategic priorities 

Source: Gist Healthcare analysis. 

Near (2020) Next (2021) Far (2022-2025)
Reopening & Recovery Healthcare Land Grab Brave New World

Un
ce

rta
in

ty
Lo

w
Hi

gh

Market Uncertainty

Industry UncertaintyHow quickly can we recover the business?
What will the competitive landscape look like?
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Virtual/Home-Based Care Model

System Integration

Become the 
Ecosystem

Pursue New 
Opportunities

Act Quickly 
and Safely

Integrated Physician Platform

Sustainable Payment Model

Consumer Loyalty Platform

Low-Cost Delivery Model

Key Attributes of a Successful COVID-Era Health System 
Agile ~ Decisive ~ Consumer-Centric ~ Integrated ~ Asset-Light 



©2020 Gist Healthcare Inc. • 202022 Tufts Health Plan

22

Ready access to a range 
of connected on-demand 
care resources can build 
loyalty as consumers seek 
safe options for 
management in the home

VIRTUAL/HOME-BASED CARE

Consumer-Focused Virtual Care Spectrum

A Platform of Options to Deliver “Care Anywhere” 

AcuteNon-Acute

Source: Gist Healthcare analysis. 

Asynchronous 
Care Requests 

• Delivers care, 
answers questions 
without requiring 
real-time 
interaction with a 
clinician 
• Can be 

conducted 
through patient 
portal, or secure 
email or text 
message

Emergency 
Care

• On-demand or 
scheduled access 
to an emergency 
provider 24/7 
from anywhere
• Phone or video-

visit access
• Provider triages 

patient to most 
appropriate care 
setting, if needed

Hospital 
Care

• Physician-led, 
hospital-level care 
that is coordinated 
virtually 

• Nurses, other 
caregivers deployed 
to patient home to 
provide tests, 
services

• Patient constantly 
monitored, has 
immediate access 
to care team

• Can be provided for 
a range of patient 
acuity levels 

On-Demand/
Urgent Care

• On-demand or 
scheduled access 
to a clinician—
typically a nurse 
practitioner or 
physician 
assistant—24/7 
from anywhere
• Phone or video-

visit access

“Maintenance” 
Care

• Scheduled visits 
with own 
physician(s) for 
things like regular 
checkup, chronic 
care 
appointments
• Phone or video-

visit access



©2020 Gist Healthcare Inc. • 202022 Tufts Health Plan

23

As systems progress 
toward integration, early 
value capture allows for 
cost reduction; more 
sophisticated systems can 
can create streamlined 
products and solutions to 
drive growth  

Source: Gist Healthcare analysis.

1 2 3 4
Core Operational Clinical Transformational

Reduce cost Produce value Capture growth

“One operation” “One product” “One platform”

Degree of system maturity

D
eg
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e 

of
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ty
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ie

s
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da
rd

s
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lu

tio
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Value drivers

Mapping the Value Drivers Behind System Integration
Systems Can Tackle Operational and Clinical Change Simultaneously  

Centralized 
back-office 

functionsStandard 
back-office 
approach

Centralized 
planning 
functions

Aligned 
metrics, 

incentives

Common 
information 

systems

Operational 
best practice 

structure

System-wide 
protocols

System-wide 
formulary

Standard 
clinical 

pathways

Standard 
care 

bundles

System-wide 
service line 

management

Effective 
contracting 
and network 

integrity

Consistent, 
branded patient 

experience

Continuum-wide 
navigation and 

care management

Loyalty-based 
consumer 
platform

SYSTEM INTEGRATION
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Traditional Scope

Emerging Scope
Frontier Scope

Episode 
Health

Member 
Health

Event 
Health

In the wake of the pandemic, consumers will be more motivated to seek an ongoing 
relationship with a trusted source of care, who treats them as a “Member” of the health system.

1
• Today’s dominant 

model, driven by FFS

• Multiple, 
disconnected 
interactions with 
health system across 
time, often difficult 
for patient to 
navigate

• Increased value 
placed on cost, 
efficiency and 
safety

Event Health 

2
• Emerging model, driven by new 

incentives like bundled payments

• Episode “manager” works to 
coordinate care related to an event 
across multiple sites, points in time

Episode Health

• Frontier model, 
consistent with shift to 
risk, “owning the life”

• Member “manager” 
orchestrates 
consumer care 
across life-stages

• Emphasis on curation 
of network to deliver 
high-value services

• Built around Member 
engagement and 
loyalty

• Centered around a 
connected access-
driven platform 

Member Health3
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Successful health systems 
must be able to deliver 
benefits to consumers in 
excess of price paid, at 
every level of interaction

At all 
levels

Event 
Health

Episode 
Health

Member 
Health

Rethinking Accessible, Affordable, Reliable and Personal Care 
A New Premium on Safety, Trust and Relationships

Easy to 
understand

TransparentEffective
Consistent
Safe Appropriate

Humane
Empowering

Convenient
Timely

Efficient

Access 
options 
that are:

Appropriate
Convenient

Available

Events 
that are: Curated

Coordinated

Connected

A care 
platform 
that is:

Relationship-driven
Customized

Information-powered
Trustworthy

and

Consumer Value Equals Benefits Minus Price

Source: Gist Healthcare analysis.

and

and
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Laying the groundwork for a new type of partnership

Oppositional

Collaborative

Fee-for-service Member Value

VBC 1.0

VBC 2.0

(bonus/penalty)

(shared savings)

Value orientation

Durability

Member access Care delivery Member experience Community health
Right care––Where should 
the patient be seen?

How should care episodes 
be bundled?

Can we create a seamless 
service experience?

Can we collaborate to address 
social determinants of health?

Right provider––Who will 
deliver the best value care?

How do we maximize use of 
centers of excellence?

Can we create a frictionless 
financial experience?

How will we work together to 
care for vulnerable populations?

Right time––When can (and 
should) the patient be seen?

How do we coordinate care 
across settings?

Can we support easy, 
transparent communication?

How can we support mental and 
behavioral well-being?

Right model––In person, 
telephonic, digital?

How can we measure care 
quality and outcomes?

Can we support and promote 
ongoing patient health?

How can we support other 
community health resources?

Key insight: Adopting 
a Member Value 
orientation opens up 
a shared payer-
provider agenda
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Gist has prepared this Presentation for the exclusive use of its clients. 
Each client acknowledges and agrees that this Presentation and the 
information contained herein (collectively, the “Presentation”) are 
confidential and proprietary to Gist. By accepting delivery of this 
Presentation, each client agrees to abide by the terms as stated herein, 
including the following: 
1. Gist owns all right, title, and interest in and to this Presentation. Except 

as stated herein, no right, license, permission, or interest of any kind in 
this Presentation is intended to be given, transferred to, or acquired by 
a client. Each client is authorized to use this Presentation only to the 
extent expressly authorized herein. 

2. Each client shall not sell, license, republish this Presentation, in part or in 
whole. Presentation may not be published online without the written 
permission of Gist. Each client shall not disseminate or permit the use 
of, and shall take reasonable precautions to prevent such 
dissemination or use of, this Presentation by (a) any of its employees 
and agents (except as stated below), or (b) any third party. 

3. Each client may make this Presentation available solely to those of its 
employees and agents who (a) are registered for the client 
engagement or program of which this Presentation is a part, (b) 
require access to this Presentation in order to learn from the 
information described herein, and (c) agree not to disclose this 
Presentation to other employees or agents or any third party. Each 
client shall use, and shall ensure that its employees and agents use, this 
Presentation for its internal use only. Each client may make a limited 
number of electronic or printed copies, solely as adequate for use by 
its employees and agents in accordance with the terms herein. 

4. Each client shall not remove from this Presentation any confidential 
markings, copyright notices, and/or other similar indicia herein. 

5. Each client is responsible for any breach of its obligations as stated 
herein by any of its employees or agents. 

6. If a client is unwilling to abide by any of the foregoing obligations, 
then such client shall promptly return this Presentation and all copies 
thereof to Gist.

Gist Healthcare Inc. (hereinafter, “Gist”) has made efforts to 
verify the accuracy of the information it provides to clients. This 
Presentation relies on data obtained from many sources; 
however, Gist cannot guarantee the accuracy of the 
information provided or any analysis based thereon. In 
addition, Gist is not in the business of giving legal, medical, 
accounting, or other professional advice, and this material 
should not be construed as professional advice. In particular, 
clients should not rely on any legal commentary in this 
Presentation as a basis for action, or assume that any advice 
described herein would be permitted by applicable law or 
appropriate for a given client’s situation. Clients are advised to 
consult with appropriate professionals concerning legal, 
medical, tax, or accounting issues, before implementing any 
ideas or analysis presented.

Neither Gist Healthcare Inc. nor its officers, employees, and 
agents shall be liable for any claims, liabilities, or expenses 
relating to (a) any errors or omissions in this Presentation, 
whether caused by Gist or any of its employees or agents, or 
sources or other third parties, (b) any recommendation or 
ranking by Gist, or (c) failure of client and its employees and 
agents to abide by the terms set forth herein. 

Gist Healthcare and logo are service marks of Gist Healthcare 
Inc. Clients are not permitted to use these service marks, or any 
other trademark, product name, service name, trade name, or 
logo of Gist without prior written consent of Gist. All other 
trademarks, product names, service names, trade names, and 
logos used within these pages are the property of their 
respective holders. Use of other company trademarks, product 
names, service names, trade names, and logos or images of 
the same does not necessarily constitute (a) an endorsement 
by Gist, or (b) an endorsement of the company or its products 
or services by Gist. Gist is not affiliated with any such company.

Legal Caveat
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