THE MMC ADVANTAGE
PROVIDER TRANSFORMATION

COMMERCIALIZING VALUE
NEW PRODUCTS FOR PROVIDERS ON THE PATH TO VALUE
Untapped strategies such as product partnerships and risk-based
contracts can offer hospital system leaders a way forward in an
increasingly competitive environment. Providers will need to select
specific activities and go-to-market approaches based on population
characteristics, market dynamics, and existing capabilities. And they
will need to stage their program carefully to avoid catastrophic dips
in revenue. But the efforts and risk are proving worthwhile.
As the healthcare market shifts to value-based models, providers
that successfully manage population health effectively reduce the
number of services they provide to each patient. In this environment,
most provider systems need to answer two questions:

1. HOW CAN I GAIN MARKET SHARE IN AREAS WHERE OVERALL
VOLUME IS EXPECTED TO DECREASE?
2. HOW CAN I ENSURE THAT I AM REWARDED FOR CLINICAL
TRANSFORMATION AND MANAGING POPULATION HEALTH?

Fortunately, there are a variety of strategies to achieve these goals.
For most providers, the key to success will be to commercialize their
new level of performance by creating tangible products that directly
subscribe consumers. Additional opportunities have been created by
the emergence of private exchanges.
A well planned, multiyear strategy will need to be developed for most
organizations. Aligning this transition with broader goals is critical, as a mismatch between performance capabilities
and risk taking can create significant downside.
Our seamless solutions ensure that your innovations result in measurable returns on your investments.
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ABOUT MMC ADVANTAGE
Given the breadth of resources housed within Marsh & McLennan Companies (MMC) as a whole, we are uniquely
positioned to help health providers fully navigate the shift from volume to value. The MMC Advantage Provider
Transformation team draws on the expertise of leading risk experts and specialty consultants from four MMC
subsidiaries: Marsh, Mercer, Guy Carpenter, and Oliver Wyman. The team’s collaborative projects have resulted
in increased efficiencies and tangible financial gains. By folding in risk financing and human capital perspectives
to healthcare strategy discussions, our clients have been able to assess the changing landscape from a broader,
more useful perspective. This synthesized approach ensures that we’ve considered all the moving parts of our
clients’ rapidly evolving business context.

THE MMC ADVANTAGE FOR COMMERCIALIZING VALUE-BASED CARE
The Provider Transformation team offers the following integrated services focused on contracting and product
strategies in support of value-based care and population health:

PRODUCT ENABLEMENT STRATEGY
• Overall product delivery strategy, including assessment of
capability needs and tradeoffs between solutions
• Benefit, network, and reimbursement design of marketcompetitive and differentiated ACO products for commercial and
Medicare markets
LAUNCH OF VALUE-BASED PAYER PARTNERSHIPS
• Assessment, prioritization, and negotiation support for payer
partnership strategies
• Contract development and negotiation for ACO, shared savings,
shared risk, bundled payment, and capitation contracts
CONTRACTING AND PRODUCT ROADMAP DESIGN
• Prioritization and sequencing of contracting and productization
opportunities across payers
RISK MANAGEMENT
• Mitigation of financial and performance risk, including placement of
provider excess loss and management of integrated risk profile
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