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Agenda

e Introductions
Why collect data?
« What kind of data is needed?
— Research and information from Managed Care Entities (MCE)
« How can the data be used?
— Stabilize your organization
— Develop a value proposition
* Health Information Technology
— Health Information Technology Grid
Success stories
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Introductions

April Young,

e Senior Director of Business Acumen, ADvancing States

Camille Dobson,

e Deputy Executive Director, ADvancing States

Marisa Scala-Foley,

e Director, Aging and Disability Business Institute, USAging
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HCBS Business Acumen Center

The HCBS Business Acumen Center
provides training, technical
assistance and consulting to CBOs A
that want to cement their role in an LO) HCBS
evolving delivery system and the BUSINESS

payers who want to maximize their ACUMEN CENTER
reach by utilizing the organizations

with the strongest social footprint in

the field.

http://www.advancingstates.org/initiatives/hcbs-
business-acumen-center
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http://www.advancingstates.org/initiatives/hcbs-business-acumen-center

Aging and Disability Business Institute

To successfully build and strengthen partnerships

between community-based organizations (CBOs) and

the health care system so older adults and people with

disabilities will have access to services and supports

that will enable them to live with dignity and Aging and Disability
independence in their homes and communities as long BUSINESS INSTITUTE
as possible. The Business Institute supports aging and Gennsstng Communioseonc Hecith Care
disability CBOs in effectively contracting with health care

payers and providers through training, technical

assistance, readiness tools, information gathering, and

more.

www.aqginganddisabilitybusinessinstitute.org
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http://www.aginganddisabilitybusinessinstitute.org/
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Why collect data”

Data collection is the process of gathering
and measuring information on targeted
variables in an established, systematic
fashion, which then enables one to answer
relevant questions and evaluate outcomes
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Why collect data”

* |dentify and understand what is going on
IN your business

* Monitor progress towards your goals
 Articulate your business case

10 STATES



Why collect data”

 Qutside of the business case:

— Demonstrating value to the CBO’s community,
city or state

— Understanding how your services impact clients

— Tracking outcomes and progress on CBO (and
funder's/payer's) goals

— Measuring quality and performance

& STATES



Why collect data”

« MCEs will want to contract with CBOs that
offer the most effective and efficient
services.

— Finishing that thought: CBOs contracting with
MCEs will most likely have increased referrals

* What kind of data are you collecting to
support your CBQ's business case?
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What kind of data is needed?
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FSSA Quality Priorities — A Recap

~ 3 Program Quality Goals

:=|  Developing a Quality Management and Improvement Program

7_% MCE Quality Management and Improvement Committee

M  MCE annual surveys of members and providers

-V
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Prioritizing Data Collection —
What should we collect?
* Why collect data?
* How will data impact your business?

* What kind of data will help you make
business decisions?

* What are MCEs looking for?

* How can your CBO make the data work for
your organization?
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Data & Managed Care Entities

 MCEs will get a lot of data from claims but not
everything

 Potential data that your CBO could be asked for:
— Time between service request date and service
Initiation
* This is a key measure of network adequacy and access

— Summary utilization data by member, region, etc

MCEs will be asked to submit some type of utilization data to
FSSA

16 STATES



Data & Managed Care Entities

» Potential data that your CBO could be asked for:

— Staff training activities

» Workforce development is key FSSA goal and will likely require
MCEs to undertake their own efforts.

* Provider data will be critical

— Quality reporting data

« Exact parameters will depend on performance measures
imposed by the state and/or MCE internal quality monitoring
metrics
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How Can Data Be Used?

» Better management
* Quality improvement and problem solving

« Communication with staff and board
members

 Value proposition to payers and providers
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Improve Business Management

* Use data to enhance your business
— Finances
— Human resource metrics
— Operations
— Strategy and decision making

» Clearly communicate to staff why data is
collected and for what purpose
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Communicating about Your Data

Who How

General public/potential Websites, social media

clients

The people you serve Websites, social media

Board members Board meetings

Contractors Check-in meetings, Level setting expectations
Potential partners (MCEs!) Informational interviews, one-on-one meetings
State agencies Public meetings

Provider associations Task force workgroups, meetings/opportunities to

share best practices

Staff members Team meetings; staff reviews; recruiting materials

</
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Value Propositions

* How your service
— Improves an outcome,
— quantifies the value,
— solves a payer’s problem, and
— differentiates your organization from others.

* Articulate your CBO's value in business
terms
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Value Propositions Resource

S e e )

L] L] L] L] 141 ]
« From the Aainag and Disabilit Value Proposition How to Guide
Developing Your Value Proposition for Medicare
. R Advantage Plans
Business Institute e oty s s e et e
need to demonstrate the value that they can bring to a potential partner and the people they serve. A
value proposition can help your CBO do just that. The Value Proposition How to Guide and the Value Proposition
Worksheet will walk CBOs through the development of a value proposition targeted toward providing services for
[ Wa I kS th ro u g h h OW to d eve | O p a Va | u e a Medicare Advantage (MA) plan under the Special Supplemental Benefits for the Chronically il (5SBCI)

What is a Value Proposition?
g . “Avalue proposition is a business or marketing statement that a company uses to summarize why a consumer
should buy a product or use a service. This statement convinces a potential consumer that one particular product
roposition an rovides examples
proposition to target potential health care partners who can benefit from a particular product or service. As a
result, having a value proposition in place helps a CBO maintain a competitive advantage.” The 10 Questions to
Guide the Development of Your Value Proposition exercise in the accompanying Value Proposition Worksheet will

. .
° 1 O q l l e Stl O n WO rkS h e et a I S O I n CI | l d e d help you create a value proposition for your CBO. For the purposes of the exercise, your customer is a MA plan

A Strong Value Proposition

« Clearly communicates the benefits of the products or services your CBO provides;

. . .
® er tte n WI t | l M e d I Ca re Ad Va r'] ta e « focuses on what your customers value, want and need in language that resonates with them;
« is compelling and easy to remember; and

« differentiates your CBO's products or services from the competition.***

L
plans in mind but works for other SeTple VA roposhlon s

how many] older adults in this region on a monthly basis. Our evidence-based, accredited and licensed diabetes
education program has provided enrollees with a statistically significant reduction in their HgbALc of 1.0. The

results have been sustained over a six-to-12 month follow-up period. Our research tells us that 20,000 of your

a e rS a S We members over the age of 65 have diabetes. Additionally, many of your patients (members) are familiar with our
Area Agency on Aging because they have used our services and have come to rely on us as a valued and trusted
source of information.

Example 2~ We have a 15-year track record of providing comprehensive and effective servicesto___ [estimate
how many] older adults in this region. Our licensed evidence-based Chronic Disease Self- Program,
originally developed by Stanford University, targets people living with two or more chronic conditions and
provides essential disease self-management skills that support clients as they work to achieve health goals they
have identified. This program is an ideal intervention for members who are part of your Congestive Heart Failure
population and members who have multiple medical conditions. [CBO name] can establish a formal referral
process and develop a sustainability plan by accessing Medicare reimbursement for this service through Health
and Behavior Assessment/Intervention (HBAI) (or Chronic Care Management/CCM).

https://www.aginganddisabilitybusinessinstitute.org/adbi- sty
resource/value-proposition-how-to-guide-and-worksheet/

National Council on Aging

Connecting Communities and Health Care
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Articulate Your Business Case

« Use BOTH qualitative and quantitative data
* “We help X with Y by doing Z.”

» Customize your business case depending on
which partner or potential payer you are
communicating with

Resource: https://www.aginganddisabilitybusinessinstitute.org/assessment-
tools/building-the-business-case/
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Using Data to Demonstrate Outcomes

Table 3: Use Data to Demonstrate Outcomes

Impact of the

. B What is the Where is the
or Outcomes CBO Service Serv;’cai;: Ll Evidence? Data?

Potential Payer Needs

Consumer satisfaction

Consumer engagement

Community integration

Employment placements

Improved length of
employment

Improved health

Reduced hospitalizations
or nursing facility stays

Reduced emergency
room visits

Reduced health and
safety incidents

Cost savings

[PV [ S 7 SN TP PO
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Health Information Technology
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Health Information Technology Grid
* Health information technology systems

 Research!
— Find a system to fit your CBO

* Research & Decision Framework

Source: Aging and Disability Business Institute https://www.aginganddisabilitybusinessinstitute.org/adbi-resource/health-
information-technology-grid/
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Health Information Technology Grid

A B C D E F G H
/‘A{.\/\ @ PUELIC&
o «
O BISNESSNSTTUTE | il £(©)%
Wester New Yort, 2 x
Integ ngtueg:g%m g
1
Has modules w':::;sito Able to capture | Able to integrate | Cloud-based
Software / Vendor / Product Description for DSMP, modules billing codes | to local RHIO/HIE | which allows | No or low | Unlimited
P CDSMP, MNT, not vet for sending to and with other | entire network | cost entry users
CCM, TCM - bui!:t 3rd party biller platforms to utilize

JO N oA WN

bl

Source: Aging and Disability Business Institute https://www.aginganddisabilitybusinessinstitute.org/adbi-resource/health-

information-technology-grid/
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Able to capture billing codes for sending to 379
party biller.

Reimbursed based on a percentage after
billing.

Hasmeaningfuluse, HITECH, HIPAA and all
certifications

User Friendly

Communication

Comments
Plus Minus Unsure

X

v

<

v

Additional
Cost

NN

v

negotiable

v

Fair- Improving

14

rams; Time

us

——
ne Yes/
If Yes, Date Y:11/2019

¥Y: several times
2018, 2019

v

S IO B (0 1 (S I I R

v

Poor

After 12+ mo. of
talks & no contract
we moved on 2/2019

c
Y: B/2019

Yes: 2 programs
NO g4 programs

v’

They do the billing.

R S S I I

<

v’

Fair- formatted for
physicianuse

Poor
Used 4 mo. Found
new system due to
poor
communication.

112019

Yes: 1 programs

X
O g programs
High Cost High Cost
X They do the billing.

v v
v v

Unsure X
X X
Good Fair

In use by network Required to use

AAA partners; High through contract; high

costs, not ready to cost to use outside of
§

. . tract; non-
bill nor user friendly ~ “OTECh non-user

friendly

still building system

Under Development

v

Under Development

v

HIT
Grid in
use

Unsure
Unsure

Unsure

v

Unsure

Unsure
Good
<\
Spoke w them 8/z201g; J ¢
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SUCCESS!
ata Collection Success Stories
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Aging & Disability Business Institute
Partnership Profile

e CICOA provides care management as -
P T g Partnership Profile
pa rt Of a mUItl'd|SC|p||nary tea m; How CICOA Aging & In-Home Solutions Uses Data

to Activate Services Faster and Deliver Value

utilizing real-time data through the e i

CICOA Aging & In-Home (CICOA), an Indiana-based Area Agency on Aging, is turning a unique

]
IN Hea |t h In fo rmation Exc h ange e I e

care entities to provide faster interventions and deliver personalized health-related services to high-risk

individuals. For example, when CICOA quickly intervenes in the care of individuals who are at risk for falls, an
area of great interest to their health care partners, they experience a reduction in fall rate to 5 percent from 25
I H I E percent. The result: happier, healthier community members and satisfied health care partners.

We have all heard the phrase ‘knowledge is power.
But, how do we build knowledge in the first place?
Knowledge is developed from a blend of available data
. . . and the wisdom of experience. CICOA Aging & In-Home
* Uses medical information for non- ol
(AAA) focused on providing older adults, people with
disabilities, and family caregivers with information,
. . . advocacy and support services, such as care
d I t t management, nutrition services, and transportation,
medical interventions
out and made use of data systems and sources to build
greater internal knowledge about the effectiveness
of non-medical interventions on health and health
care outcomes. CICOA then turns this knowledge into
° C I COA greater power to partner with health care providers
reduced fall rates for o i o

their clients.

connection with these individuals, often before they

. .. . . 0

N d VI d ua IS at h |gh rs k from 25 A’ to Source: Partnership Profile from the Aging and Disability Business

5% Institute https://2yjszzobx70304ulb45x6bsd-wpengine.netdna-
ssl.com/wp-content/uploads/2019/01/Partnership-Profile-CICOA-
508.pdf
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HCBS Business Acumen Center
Spotlight

MO identified the need for CBOs to
communicate the value of the
outcomes of their services to MCEs
Began collecting data that was
already required by other sources
Recognized that data was not really
what they needed

Participated in visioning exercises to
break down larger goals into smaller
projects

Put actionable plans in place

Business Acumen Learning Collaborative Spotlight

Missouri: Use Data to Drive Decisions

In 2016, the Administration for Community Living (ACL) sought to expand the readiness of community-based aging
and disability organizations (CBO) for contracting with integrated care entities, and prepare state and community-
based aging and disability organizations to be active stakeholders and partners in the development and
implementation of integrated care systems. In response to this request and with funding from ACL, ADvancing
States in partnership with national aging and disability organizations' convened the Business Acumen Learning
Collaborative throughout 2017 — 2019 as one element in this important work.

After a national search, five state teams (Maryland, Missouri, New Hampshire, New York and Texas) were selected
to represent the Business Acumen Learning Collaborative. Each state team included representatives from state
agencies, community-based organizations (CBO?) serving persons with disabilities, integrated healthcare entities
and other organizations. Throughout their time together, each team worked together to develop and implement
business-related strategies to state-specific challenges to integrating long term services and supports (LTSS) and
healthcare services, with the ultimate goal to develop the business acumen of
disability-CBOs in their state. In addition to their state-specific work and cross-
state sharing, the Business Acumen Learning Collaborative informed the
development of the HCBS Business Acumen Toolkit which can be found at: 1. Add X pi

b ress work piece by

hittp://www.hchsbusinessacumen.org/toolkit.html. piece.

Key Lessons Learned:

2. Use available data.

Background:

3. Startwhere you can.

This spotlight highlights the efforts of Missouri’s team to enable community-
based organizations (CBOs) to be competitive in a managed care environment.

</
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Take Action!
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Next Steps

« Determine which measures your organization is best suited to support.

« Evaluate how your organization currently captures information on these
measures and where you might need to build your capacity.

« Determine the data collection systems you (and your partners) need to have
in place to effectively capture and use the information.

* Identify who needs to be involved and how they will be educated on the
capture and use of the data.

* Implement and test the data collection system.

« Adjust as needed.
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Questions & Discussion
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Next Session:

3:00 -4:00 pm eastern
Tuesday, June 14, 2022
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