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If You Wait, It’s Too Late
Turning Cost Containment into a Year-Round Strategy
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Innovation: GLP-1s

2026 Cost Drivers

T h e  S e l f - I n s u r e r  
D i g i t a l  E d i t i o n - M a r c h  2 0 2 6

Peterson-KFF Health System Tracker
Stop-Loss Is Entering a Structural Hard Market 
“This is not cyclical volatility — it’s structural severity escalation.”

Stop-Loss Is Entering a Structural Hard Market 

“This is not cyclical volatility — it’s structural severity escalation.”

Cell & Gene Therapies ($750K–$2M+)

Long-Term Health Cost Drivers
• Worsening Morbidity (chronic disease burden)
• Post-COVID utilization rebound

Rise in Provider Costs
• Consolidation and contracting
• Use of AI tools

https://www.healthsystemtracker.org/


The Current Reality

• Healthcare costs continue to rise faster than 
wages and employer budgets

• Employers face increased budget restraints 
shifting costs to employees

• Higher out-of-pocket costs are causing 
employees to delay or forgo care

• Delayed care leads to worse outcomes and 
higher long-term plan costs

• A differentiated, sustainable approach is required 
to manage risk long term

Employers need a strategy that protects 
the plan and supports better decisions 
at the member level.



CC3 is Now Benecon Cost Containment (BCC)

• Sunset the ConnectCare3 name

• Reoptimize the department

• Moving under Benecon as a core offering of our model like 
actuarial and compliance

• Greater coordination with actuarial, stop-loss, account 
management and analytics teams

Integrate People, Data and Processes



Engagement & Clinical Services 

Remain The Same 

• Patient Advocacy 

• Nurse Navigation

• Education

• Platform

• Coaching

Our team is going to support 
our partners in…

Plus…
These are the prior CC3 services included in the program at 
no additional cost. 

These embedded services provides clinical guidance to members:



The Big Rocks
O u r  f o c u s  h a s  e v o l v e d .  W e  a r e  
i d e n t i f y i n g  H C C s  a n d  o f f e r i n g  
s o l u t i o n s  t o  a d d r e s s  t h e  m o s t  
p r e s s i n g  i s s u e s  f o r  g r o u p s  
t o d a y ,  w e  a r e n ’ t  w a i t i n g  f o r  
r e n e w a l .  



Protecting the Plan

A Dual Strategy to Control Cost 
And Improve Outcomes

Engaging the People

We help members navigate complex care, identify lower-
cost alternatives, and remove barriers by simplifying 
decisions and reducing out-of-pocket costs — because 
member decisions directly impact plan performance.

We focus on data-driven solutions that address key cost 
drivers while helping employers meet growing fiduciary, 
affordability, and ERISA compliance demands — giving 
brokers the strategy and tools to lead those 
conversations with confidence.

Benecon 
Cost Containment









The Metal Detector
Tells us where to focus



You’re in Charge
W e  s u r f a c e  t h e  s i g n a l .

Y o u  d e t e r m i n e  t h e  p a t h .

We surface the signal.
You determine the path.



• They are not integrated with your TPA/ASO/PBM

• They are not dependent on changing your TPA/ASO
or carving out your pharmacy

• These solutions sit alongside your existing framework — and focus on the 
outliers and support the  group’s fiduciary responsibility

• We are targeting the “big rocks”, and this strategy often supports the 
integrated PBM structure

These Interventions are Overlays



Session 2: Data at the Forefront

• Wednesday, June 24th at 1pm

Session 3:  The Pulse of Pharmacy

• Wednesday, July 8th at 1pm

Session 4: Solutions to Tackle Cost Drivers

• Wednesday, July 15th at 1pm

Webinars:



Tools & Clinical Services you can bring to employees to improve member health, outcomes, and 
engagement — while directly impacting plan performance.

Nurse Navigation

Engaging  the People

Diabetes Education

Member Activation

Wellness Platform

Cost Containment Solutions

Member decisions directly impact plan costs. By reducing friction and cost barriers we can impact plan spend 
on expensive medications, surgery, infusion, dialysis, cancer treatment and much more.

• Health Risk Assessment

• Incentive Tracking
• Tobacco-free reasonable alternative course



Incentivize the Desired Outcome

$0 OOP of solutions increases 
adoption:

• The person benefits
• The plan benefits 
• The consortium SL benefits - 

which helps everyone 



Why This is 
Different
• We address cost drivers all 

year long.

• Will engage members and 
remove barrier to care 

• Savings impacts renewal

• If you wait to make changes 
until renewal, it’s too late







• Earlier support helps prevent 
avoidable claims

• Better decisions lead to better 
outcomes

• Stronger fiduciary defensibility

• More predictable plan performance

• Lower renewals

• More surplus
What This Means 
for You



1-on-1 health coaching for lifestyle change 
will transition to TPA/ASO, Revive, to reduce 
overlap.  

We had less than a .01% utilization.

1-on-1 tobacco cessation will transition to  
our online platform for support.

Members with a diagnosis and needing chronic 
disease management & nutrition assistance will 
still be supported by our nurses and nutritionist.  

Newsletter will be produced in 3 versions 1 x 
per month

Service Evolution
W h a t  m a y  b e  n o t i c e d

To focus on the big rocks, we had to reevaluate some of 
our current offerings



The BCC Team

Kyle Wojciechowski Matt Pearson Chris Bair
Associate VP, 

Cost Containment
Sr. Director, 

Cost Containment
Director, 

Client Engagement

Claudia Burchstead
Vice President, 

Cost Containment



Pharmacy volatility is reshaping renewal conversations — 
and your clients expect a strategy.
Pharmacy is now the fastest-growing driver of total plan cost, yet it remains one of the least understood in renewal strategy. 
That’s why we’ve expanded our cost containment services with dedicated in-house pharmacy expertise designed to support you and your consortium 
clients.



Engagement Specialist Support

Michele Stipe
IIC, LGIT, PCHIPC, PMHIC, PSHIC, RCHPP, SSHP

To better support the groups you serve, our dedicated Engagement Specialists will work alongside the Account 
Management team to provide focused support for your assigned groups. 

The full Engagement Team is also available to help with broader needs, special projects, and additional group 
support when needed. 

Partnering with you to serve groups well

Josh Franklin
FGHS, KBP



          

Q ues tio ns?
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