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WTF?



● You pull up your agg report

● Pull up the TPA reporting

● You slide out the renewal work-up



Contributors

● Ran 115% of Expected

● Two Large Claims

● Specialty Pharmacy

● GLP-1 Spend





Need 
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pag
e to 
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Clinical 
Claims 
Review



Clinical 
Claims 
Review



Clinical 
Claims 
Review



The Big 
Rocks

Prioritizing what will move 
the needle, now



The Metal 
Detector

Tells us where to focus



You’re the 
Strategist

We surface the signal.
You determine the path.



The Scrub 
Nurse:

● Finance Integration

● S/L Acceptance

● ERISA Compliance



Case Study
[ 01 ]



The 
Situation

$1.2M+ projected 
exposure with an 
infusion

3 site of care 
alternatives

● Estimated saving 
of  $619-938k

● $0 OOP cost 
to member

● $65k SL 
decrement

The 
Intervention

The 
Outcome



The Solutions are 
Independent of the TPA/ASO



The renewal is driven by experience, 
not what-ifs 

“Hey Brad-I Want 
a Decrement”



Why This is Different

We address cost drivers during the year

We engage the member and remove 
barrier to care 

Savings shows up in experience - impacts 
renewal



Case Study
[ 02]



The 
Situation

● Disproportionate 
Skyrizi spend  
$100,200

● Member 
considering 
stopping treatment 
due to OOP costs

● Projected to be a 
stop-loss breach

Alternative sourcing 

The 
Intervention

The 
Outcome

● $47,400 savings 
on the Rx

● Member 
out-of-pocket 
cost $0

● Treatment 
continuity preserved

● Stop-loss breach 
avoided



Engaging the People
[ 02 ]

Because member decisions directly impact plan performance.



Member 
Decisions 
Directly 
Impact Plan 
Performance

Rising Healthcare Costs to Employers

Pressure to Keep Premiums ACA-Affordable

Higher Deductibles & Cost Sharing for EEs

Care Becomes Hard to Afford

Lower Utilization, Worse Outcomes

Even Higher Costs



Incentivize the Desired Outcome

The person benefits

The plan benefits

The consortium SL benefits - which helps everyone

$0 OOP of Solutions - Increases Adoption



One Ugly 1/1/26 
Renewal & 
Don’t Want a 
Repeat for 
2027? ● 122 enrolled employees

● 11 members exceeded the group’s spec 
deductible $55k

● $800k funding increase at renewal



Introduced 
FEDlogic

01 02
Introduced 

Rx Valet

03
We 

Proactively 
Added 

benefitSMART
and Accarent

to the Plan

04
Employee 

Meetings and 
QR Code



Outcome-In 
Only 3 Months ● Removed the 3 top HCCs from the plan with 

FEDlogic within 3 months - many were 
working just to maintain benefits

● $500k savings identified in Rx spend with 
a handful of medications and several 
medications in transition

● QR code resulted in 9 requests for additional 
support

● Much better positioned going into renewal



The 
Situation

● 3 dependents of a 
family were 
averaging $1M each 
in medical claims

● The family was 
hitting their OOP max

The 
Intervention

The 
Outcome

● Member and group 
were in control of 
the decision

● Family transitioned to 
Samaritan Fund

● Family’s OOP 
expenses were 
covered

● 3 specific SL 
breaches 
eliminated

● Samaritan Fund was 
introduced to the 
consultant and the 
group 



North Star
To help consultants, employers, 

and their members make better 

decisions that protect affordability 

and improve outcomes.



Change is 
Coming 4/1 ● Sunsetting the ConnectCare3 name

● Greater “big rock” focus

● Evolution of services offered

● Outcome focus



Save the Date 
March 30th and 31st

1:00 pm EDT

What’s Next



Review monthly & Innovu access

[If You Wait, It’s Too Late]

Data = Insight
Reduce costs now, not at renewal

Solution = Treatment Plan
What are the “big rocks”

Diagnose the Problem



Thank you!
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