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Population Health aims to deliver health and 
healthcare for all by translating the evolving needs of 
the healthcare landscape into innovative solutions to 
better serve individuals, communities, and 
organizations.

Our goal:
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Our discussion

Market evolution and the value-based care shift

New era of healthcare requires a paradigm shift to accelerate innovation and value

How we are “winning” and seeing other organizations “win” as disruptors

Questions & Discussion
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Our context: the healthcare industry is being disrupted

Our industry is being redefined Care models are being disrupted Patient and community needs are evolving

Uncertain
Many patients looking for care closer to home 
– in the community,  virtual, health at home

Younger generation of patients less loyal 
to “their doctor”

Need more than ever to improve access to 
care (especially to primary care and behavioral 

health) and equity in outcomes

Innovation in value-based models that 
make healthcare easier, more affordable 
and more human are redefining patient 

expectations.

New entrants – seen and unforeseen –
are changing the competitive landscape 

and redefining value exchange.

??
Must make primary and secondary care 

more affordable, and demonstrate in 
outcomes value for price

Bold action is necessary to play a leading 
role in helping patients live better lives.
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The impact of health inequity has been laid bare by the 
pandemic

Source:  Advisory Board; “The color of coronavirus: Covid-19 deaths by race and ethnicity in the U.S,” APM Research Lab, March 2021; “COVID-19 (coronavirus): Long-term 
effects,” Mayo Clinic, May 2021; “A Year Into the Pandemic, Long-Term Financial Impact Weighs Heavily on Many Americans,” Pew Research Center, March 2021.
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Pandemic has exacerbated inequities among patients

Indigenous

3.3x2x1x 2.4x 2.6x

Age-adjusted Covid-19 mortality rate¹

Black LatinoAsian
White Pacific 

Islander

Clinical impact

• “Long-hauler” Covid-19 

survivors at risk of long-term 

damage to vital organ systems

• People of color have less ability 

and access to use the digital 

tools needed for telehealth, 

leading to delayed treatment

Economic implications

The gap between low- and 

high-income Americans 

widened, as the wealthy 

profited from stock market 

investments and the poor 

took out loans or dipped 

into savings

Industry leaders increasingly realize the pitfalls of 

falling behind on health equity

Prolonging of the 

pandemic and all its 

ripple effects

Higher costs and a 

worsened payer mix

Damage to the 

organization’s brand

Late to claim a 

strategic advantage 

and become an 

employer of choice 
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Patients are concerned:

In 2018, one quarter of U.S. adults reported that cost 
was the nation’s most pressing health care issue.

61 percent noted that paying higher premiums or a 
greater portion of medical expenses was a “major 
concern.”
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To respond to the evolving market and patient needs, we 
must focus tenaciously on value-creation 

Global Capitation Fee-for-Service
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R E I M B U R S E M E N T

• Value-focused
• Rationally distribute 

resources to meet 
populations needs

• Scale to spread risk 
and needed 
infrastructure cost (IT, 
care coordination)

• Volume-focused
• Size / market share 

may sustain better 
payment rates for 
some period of time

• Many AHCs are 
content in this space 
for now

• Value-focused, but 
high risk

• Small population to 
spread risk and 
infrastructure cost

• Managed care in the 
1990s

• Volume-focused
• Declining payment 

rates
• Close / shrink 

unprofitable services
• Unsustainable

C A R E  M O D E L

The status quo is no longer an option 
and neither is a partial transition

To win in this new marketplace, we must 
make the shift to a value-focused model 
that can handle global capitation.

This shift will require significant financial 
and organizational investment and will 
take time. There is a loss of opportunity 
cost with lost fee-for-service revenue, 
however, with the right shift, healthcare 
players can win and financially thrive in 
this new landscape.



8

Our discussion

Market evolution and the value-based care shift

• New era of healthcare requires a paradigm shift to accelerate innovation and value

• How we are “winning” and seeing other organizations “win” as disruptors

Questions & Discussion
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• Deliver leap-forward changes in customer outcomes – a 
little better than last year is not good enough

• Drive innovation both top-down and bottom-up, instilling 
a culture of test-and learn agility

• Use existing data as currency by taping into current 
customer information – you own your data, so use it

• Accelerate through partners; overcome the curse of ‘not 
created here’

• Place greater value on talent, preemptive skill 
development and promoting a culture of learning

• Have the guts to stay focused on what really matters

Guiding principles1

Given the market dynamics, incremental progress is no longer 
sufficient – incumbents and disruptors need a new paradigm

1Goliath's Revenge: How Established Companies Turn the Tables on Digital Disruptors. T Hewlin, SA Snyder. John Wiley & Sons, 2019

The health care system is poised to 
undergo more change in the next five 
years than the past 50 years due to both 
the stresses and accelerations created by 
the pandemic…Leaders in both 
incumbents and attackers in the health 
care space will need to reorient and even 
restructure their organizations to execute 
on these new opportunities…

Scott Synder
Co-Author, Goliath’s Revenge: How Established Companies 

Turn the Tables on Digital Disruptors

1

2

3

4

5

6
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Decide example to use

Deliver leap-forward changes in customer outcomes – a 
little better than last year is not good enough

Sources: CVS Health Exec: Retail giant wants to create a Netflix-lke healthcare experience, Fierce Healthcare, 2019; CVS plans to turn 1,500 stores into HealthHUBs, Fierce 
Healthcare, 2019; CVS Health Slated $67M for Housing Security, SDOH in 2019, Patient Engagement, 2020; CVS Health Announces Changes to Support Innovation and Growth, 2021. 
A Look Inside CVS Health’s Latest Moves to Disrupt Care, Aemerican Hospital Association, 2021.

Population Health    |   Confidential—do not copy or distribute

Key Takeaways

• CVS is taking a holistic approach to ensuring that their customers and members are leading healthier lives, and 
thinking about innovative approaches that address social determinants in partnership with other organizations

• There is also a big emphasis on meeting each person where they are, bringing offerings into local neighborhoods to 
better serve customers, members

• Investing in turning 1,500 retail stores into HealthHUBs, with more than 20% of the store dedicated to health services, 
including new products, personalized care, on-demand health kiosks and more – these hubs are designed to help 
remove the much lower acuity cases out of physician offices so that primary care doctors can focus on cases that need 
their attention

• Working to address social determinants of health by investing $67 million on affordable housing across the United 
States, developing 2,200 new units across 24 cities and 6 states

CVS Health  is focused on helping its consumers and members lead 
healthier lives and creating impact across the greater healthcare system

1
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Drive innovation both top-down and bottom-up, instilling a 
culture of test-and-learn agility
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Decide example to use

Key Takeaways

• The ability to drive innovative agility will require re-organizing existing teams and processes and moving with speed to 
develop then iterate rather than trying to perfect new innovations at the outset

• It is critical to listen to the external insights and learn from what’s happening day-to-day to inform how we create new 
delivery models – we cannot develop in a vacuum given the shift in the healthcare landscape we are experiencing

• The team is building a product and design hub across the health plan and delivery system

• Designing innovative care delivery models and products to be launched within the MGB system our health plan, with 
the challenge to keep pace with market innovation

The Population Health Management (PHM) department is creating a 
clinical innovation and product design hub

2
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Our clinical product design hub will bring external market 
insights into the design of next generation care models
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External market and 
data-backed insights

PHM will leverage broader datasets (e.g., 
consumer data) as well as an understanding of 

external market dynamics 

Will build a more comprehensive, nuanced 
understanding of patient and purchaser needs

Collaborative design and 
development team

Dynamic, interdisciplinary team that will 
translate external market and data insights 

into new delivery models

Will collaborate closely with broader MGB and 
AllWays teams

Agile innovation platform for 
value creation and capture

Ability to more quickly develop and launch 
innovative delivery models

Can deploy new models within AllWays and 
with the communities we serve more broadly 

at MGB

Our innovative, agile platform will help us more robustly respond to market shifts and provide 
better patient experiences while optimizing outcomes and cost.

2
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Use existing data as currency by tapping into current 
customer information – you own your data, so use it

Sources: Mayo Clinic launches 2 new companies to use patient data and AI to advance early disease detection, Fierce Healthcare, 2021; 
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Decide example to use

Key Takeaways

• Mayo Clinic has gone “all in” by making significant investments and organizational advancements in applying various 
methodologies to better utilize its clinical data and innovate care delivery

• Analytics and development of its clinical management platform are not only improving care but also allowing the system to 
offer new solutions – like home-based care – to meet patient needs (e.g., convenience, personalization) and lower cost of care

• Develop a significant partnership with Google that will utilize advanced cloud computing, data analytics, artificial intelligence 
(AI), and machine learning across different types of clinical data to drive innovation

• Launched new initiatives that are using the hospital’s patient data coupled with clinical algorithms and artificial intelligence 
(AI). One is improving the speed and efficiency of radiation therapy planning. Another us using AI to analyze radiology images 
preemptively diagnose conditions before the manifestation of clinical symptoms

Mayo Clinic is pushing forward into utilizing its rich clinical data to develop 
solutions that redefine healthcare delivery
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Accelerate through partners, overcome the curse of ‘not 
created here’

Sources: How Salesforce AppExchange Partners are Innovating to Help Customers Combat COVID-19, Salesforce, 2020; Salesforce Acquisitions, Salesforce, 2021; Salesforce 
Wants 250,000 Channel Partners To Realize Benioff’s Growth Vision, CRN, 2019; Our Story, Salesforce, 2021;  Salesforce Partner Community, Salesforce, 2021.
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Decide example to use

Key Takeaways

• Salesforce has built a platform and then focused on growth from an ecosystem of innovative partnerships rather than 
have a need to own all ideas and updates to its platform, and this had helped it remain the #1 CRM globally

• How Healthcare Learns: Accelerating not only innovation but also our ability to meet patient needs in this evolving 
landscape will require partnerships – and we will likely need to explore different types of partners / partnership models

• Salesforce has developed a robust partner program with tech companies as well as consultancies to drive forward 
innovation and deployment as well as accelerate the company’s growth

• The program is robust and not only provides tools for partners but also awards strong innovation and providing 
excellent customer service 

• The ideas that are created by partners identify and address customer needs that can be future growth directions / 
expansion of its platform – often, Salesforce acquires partners to quickly build upon those areas further 

Salesforce has an ecosystem of partners that help drive forward 
innovation, address client needs, and serve as an M&A pipeline
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Place greater value on talent, preemptive skill development 
and promoting a culture of learning 

Sources: 10 Talent Tips From Google HR, Forbes, 2019; The Happiness Machine, Slate, 2013; 3 lessons from Google’s HR policy, impraise, 2021; Proect Oxygen: 8 ways 
Google resuscitated management , impraise, 2021
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Decide example to use

Key Takeaways

• How Healthcare Learns: Adopting a more data-driven approach and researching employees (especially care providers) can 
help us better address issues like burnout and satisfaction while decreasing turnover; can also lower recruiting costs by 
considering upskilling existing employee base internally

• Google has a system for peer-to-peer teaching / training and the company also helps those employees understand how to 
create effective, engaging learning experience 

• Google often uses internal training to help employees upskill for roles that are hard to recruit for externally

• The organization focuses on key skills needed for success in the organization and the role in its hiring, and Google has built a 
recruitment process to specifically match the identified needs with potential candidates 

• Highly data-driven processes for developing all people-related processes, and they have a thirst for data / feedback

Google leverages data, feedback, and research to build an organization of 
employees that thrive and are continuously learning, developing
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Have the guts to stay focused on what really matters
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Decide example to use

Key Takeaways

• It is imperative for healthcare to shift into this new era of healthcare and meet the needs of the patients and communities we 
serve first and foremost – the pandemic has highlighted how critical this is

• Value-based care is expanding as a concept to include not only models that not only improve on the quality / cost dimension 
but also address patient needs as consumers – delivering on convenience, relationship, and positive experiences 

• We are accelerating the transformation of being a fully integrated organization – as a provider and a payer – that’s thinking 
about value, convenience, and bridging the gap to meet patients and communities where they are while contributing to a more 
holistic, sustainable healthcare system

• We are seeing wins as we take on more risk both as a provider and as a payer – our ACO was ranked #4 by CMS for total 
earned shared savings in 2020, with $46.7M in savings 

• We believe value-based care will be increasingly important, not just to address cost and quality but also the evolving needs of 
patients and purchasers, including the importance of solving for social determinants of health

We are keeping patients at the center of our focus as we strategically and 
operationally lean into the expanded meaning of value-based care
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Key takeaways for today’s discussion

• The healthcare landscape is shifting significantly – we’re experiencing disruption and change that has been accelerated 
by the pandemic

• The needs of patients and purchasers are evolving, and it’s important to understand and respond to those changes

• The shift to value-based care is here to stay, and it will be a core tenet across the industry going forward. Furthermore, 
the definition of value-based care is not just about quality and cost, it’s also about meeting patients and purchasers 
where they are

• This next era of healthcare – for incumbents and disruptors alike – requires a paradigm shift with a new perspective 
and new “rules for the road”

• For Mass General Brigham, we are committed and focused on building an integrated health system of the future that 
transforms care, making it more affordable, improving outcomes, and expanding our impact. In this next step, we have a 
lot to learn from other organizations, even companies beyond the healthcare industry

• Above all, every healthcare organization must remember to remain focused on what is most important: the health and 
well-being of the communities

Population Health    |   Confidential—do not copy or distribute
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Our discussion

Market evolution and the value-based care shift

New era of healthcare requires a paradigm shift to accelerate innovation and value

How we are “winning” and seeing competitors “win” in this new era

• Questions & Discussion




