INPUTS =)

(COSTS)

Personnel

Transportation

Supplies

Overhead

Incremental
cost of caring
for new
patients

Outreach
leadership/
management

BUSINESS VALUE OF INTEGRATED HEALTH OUTREACH PROGRAMS STRATEGIC FRAMEWORK

4m KEY INTERNAL/EXTERNAL
FACTORS

OUTREACH
ACTIVITIES

Eligibility and
enrollment

Patient
recruitment and
awareness of
clinic

Transportation

Interpretation

Case
management/care
coordination

Health education

Medical services
(outside the
clinic)

Building
community
relationships

Integrating
outreach
communication/
evaluation/
infrastructure
with clinic
strategy

il:. Health
‘ llj outreach
Partners

HEALTHY PEOPLE. EQUITABLE COMMUNITIES.

=) OUTPUTS

New insured
patients

Existing uninsured
patients
converted to
insured

New uninsured
patients

Appropriate

utilization of

primary and
inpatient/ED care

Increased quality
of care

Increased patient
satisfaction

Increased
awareness of
clinic services

Increased trust/
brand recognition

Integration with
clinic leadership
and clinical
management

©2013 Health Outreach Partners

=

POTENTIAL FINANCIAL BENEFITS

Increase visits from insured patients

Increase visits from uninsured patients

Increase patient retention

Decrease no-show rates

Expand provider reach and capability to optimally
care for patients

Earn payment for Triple Aim outcomes

Pay for performance for quality, patient experience,
and/or reduced per capita total cost of care

Patient-centered Medical Home/Patient-centered
health home supplemental payments

Increase referral relationships

Attract community partners
(donations, grants, volunteers)

Avoid traditional marketing costs

Reduce costs of community needs assessments

Provide cultural competency trainings

Do you have a payment
arrangement that rewards or
funds processes or outcomes
that outreach could help meet/
achieve?

How is outreach integrated
with the clinical team?

m) Alternative Payment

Calculator








