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Agenda

▪The New Reality of Value-Based Payments

▪Three Value-Based Payment Use Cases

▪Getting Ready for VBP in 2021

▪Wrap up 
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About SpectraMedix

Our mission is to provide the analytics platform 

that enables payers and providers to transition 

to value-based payment (VBP) by delivering 

actionable insights for quality performance and 

cost reduction.
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The SpectraMedix Evolution
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PQRS Reporting

Pay for Reporting
(P4R)

MIPS 

Pay for Performance
(P4P)

TCPI, DSRIP 
(Medicaid Reform)

Value Transformation

The SpectraMedix VBP 
Performance Suite

VBP
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The Value-Based Conundrum
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The Value-Based Conundrum
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I am surprised.

Said no one, ever, who is 

working in healthcare in the United States!
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L.A. Care—Results Realized

The program began in 2015. By the third year of implementation, it had 
achieved $136 million in savings and met or came close to meeting 

benchmarks in diabetes and body mass index, as well as others.
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Perhaps most importantly, the program has created a lasting culture of 
data-driven quality improvement, which will be key to achieving value-

based care in L.A. County.

L.A. Care needed a platform for LAPTN to validate and access data and, 
more importantly, share that data with clinicians in a manner that allowed 

them to improve their care quality. SpectraMedix stepped into the breach…

June 24, 2020
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11L.A. Care—Results Realized

Measure Program Goal
Performance 
Result

Body Mass Index (BMI) Screening and 
Follow-up

Increase by 10% Achieved 30%

Diabetes Medical Attention for Nephropathy 
Monitoring

Increase by 10% Achieved 15%

All Cause Admissions for Patients with 
Diabetes & Depression (Inpatient + ER)

Reduce by 20%
Reduced 284% 
(Year 3)

Medication Reconciliation Post Hospital 
Discharge (30 Day)

Reduce by 20% Achieved 37%
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2020 has been quite a year.
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What COVID-19 Has Done

▪ It showed the weakness of Fee-For-Service models

▪ It’s opened the door for more shared “something” arrangements
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May 2020, Webinar Poll
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September 2020 Poll
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The COVID-19 Pandemic will accelerate 

exploration of value-based agreements.
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The Opportunity for Payers

▪Become enablers

▪Direct your focus

▪Guide your providers

▪Look for win/win scenarios

▪Be patient
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Based on conditions and factors health plans 
are experiencing
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Three Likely 
Scenarios for 2021
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Use Case 1: Better Contracts 17
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19Use Case 2: Better VBP Analytics
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Use Case 2: Better VBP Analytics 20
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Use Case 3: Better Provider Engagement 21
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Getting Ready for VBP in 2021

▪ Faster move to VBP arrangements

▪ Payer transition to the role of enabler

▪ Targeting specific populations creates tangible impact

▪ Different business lines have different drivers
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Thank You
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