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As 40% of U.S health systems come off a year of negative margins
and modest payer rate increases in 2023, margin management is
more critical than ever before.

According to a survey conducted by The Healthcare Management
Academy, CSOs and CFOs are laser focused on cost management
strategies, optimizing sites of service, OP/ambulatory capacity, data
and analytics to attract and retain consumers, data and analytics to
improve decision-making, and financially sustainable recruitment
and retention strategies.

To create stability during these challenging times, CXOs should
concentrate on strategies that help grow revenue without driving up
operational costs. The teams who can meaningfully unlock data
insights to deliver on the promise of analytics and business
intelligence technology will have an edge over their competition.

Clarlfy @ rPLAYBOOK

Unfortunately, electronic medical records are not a sufficient source
of data to harness market, provider, and consumer intelligence.
Health systems that are succeeding rely on a holistic view of the
patient journey across claims and social determinants of health data
and have begun to leverage insights from hospital and payer price
transparency data too. This playbook details how to leverage patient
journey insights to drive precision growth.

In this playbook, you will learn six fast, repeatable, and effective
plays leaders are using.



6 PLAYS TO WIN

6 plays for health system strategy leaders to gain
a competitive edge
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Grow Increase Understand Forecast Discover Strengthen
market share referral volume patient loyalty in your future utilization high-performing payer negotiations
by assessing by understanding service area by of healthcare providers in your with actionable price
patient flow in and why patients are assessing how they flow  services by reliably network to transparency
out of your system leaving your system through each journey predicting changes at optimize referral insights
of care the service line, zip patterns and
code, and site of prioritize physician
service level acquisitions
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THE GAME WINNER

Clarify

To save money while supporting
long-term growth, you need:

Fast and precise insights to
streamline decision making

. Increase inbound referral volume from both

employed and non-employed physicians

. Make the right network and acquisition

decisions to drive volume and improve
clinical performance

. Strengthen payer negotiations with

competitive rate and market intelligence

. Improve the patient experience to

increase loyalty

. Strategically invest in service lines that will

allow to sustainably scale profit margins

PLAYBOOK

A more holistic picture of
patient journeys and demand

. Actionable insights at the DRG/CPT level

. Insights on referral patterns across all care

settings, including PCPs, specialists, and
ancillary services

. Visibility into the patient journey beyond the

IP setting, and into OP, ASC, SNF, and HH

. A clear understanding of the medical and

social needs of specific patient cohorts

. The ability to understand the root cause

of outmigration



Grow

market share by assessing patient
flow in and out of your system

Most hospitals entered 2023 operating at a loss with lower
margins, reduced outpatient volumes, and rising costs. In
an increasingly competitive environment, leaders in this
space should seek out technological innovations that
streamline insight generation so they can build a more
precise growth strategy. Many legacy data and analytics
solutions typically fall short when it comes to the
completeness, transparency, and timeliness of data.
Investing in the right data, analytics, and technology can
be the difference between lasting market penetration and
diminishing volume and revenue.

Clarlfy @ rPLAYBOOK
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PLAY TO WIN - MARKET INTELLIGENCE

¢ Run this play
assess market share trends across all care settings and analyze
your competitive position to make strategic investment decisions

Market Share Trends by v Health System Volume Trends v Market ‘Share by County v

Place of Service

60%

30% m

Market Share
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Q1 Q2 Q3 Q4
2021
0% ® 36K Orthopedic Hand
20121 o & o @® 30K Orthopedic Back
@® 22K Orthopedic Neck
® 46% Inpatient @® 28K Orthopedic Surgery
® 41% Outpatient
& 3"% ASC
How is my market share What is my market share What is my market share by
across various settings of care relative to competitors and geography?
changing over time? how is it trending?
“Clarify is solving the issue of identifying physicians with the greatest amounts
Clarify ® rLavsoox of quality and efficiency in a market to utilize in development discussions.”




PLAY TO WIN — MARKET INTELLIGENCE

Watch the replay

large medical center grows market share across HOPD and ASC

Summary

A large medical center wanted to grow market share across HOPD and ASC,
but they had limited outpatient data in the oncology service areas. They used
Clarify’s analytics software with precise insights based on over 4 billion
patient journeys to understand their position in the OP space, prioritize key
regions with high outmigration, and uncover opportunities to increase patient
volume.

Challenges
Identifying opportunities for service line growth and expansion

= This health system didn’t have the OP data needed to accelerate market
share growth in HOPD and ASC settings.

= The strategy team didn’t have the level of granularity needed to identify
the primary drivers of outmigration by geography and payer mix for their
oncology service line.

Clarlfy @ rPLAYBOOK

Results & Highlights

$50M opportunity identified

With access to insights including service mix, patient mix, site of care mix, and patient share
of wallet within each region, the medical center was able to identify which regions had the
highest margin volume and uncovered $50M in opportunity.

$50M

opportunity identified

The medical center
identified $50M in market
share opportunity within
one region by uncovering
over 50,000
chemotherapy and
infusion procedures that
competitors render.

SM

outpatient and ASC claims

The system accessed 8
million claims in the ASC
and OP setting for
oncology procedures. With
new insights into their
market share, the team
could enable better
strategic growth planning.

15

new surgeons recruited

The health system
assessed referral patterns
among all oncology and
oncology-related surgeons
in the market and identified
15 high-volume oncology
surgeons to recruit to
capture referral volume.



INnCrease

referral volume by understanding
why patients are leaving your system

To achieve profitable growth, it's important to focus on driving
referral volume and strengthening your network integrity.
Increasing in-network referrals drives service line growth and
gives you more control over the value of the care your
patients receive. However, physicians have become
desensitized to the same old outreach strategies. Having
personalized, data-driven discussions with physicians about
the impact of their referral choices on patient cost and
outcomes can give them the motivation they need to make
more-informed referral decisions. Physician liaisons can use
insights into referral trends to prioritize their outreach to
physicians with the highest-value opportunities to improve or
to increase high-margin, high-volume referrals.

Clarlfy @ rPLAYBOOK

Keepage: Juliana Coltrane v
Physician List »

Summary

Physician Overview

Juliana Coltrane
Cardiovascular Surgeon

Concorde Physician Group
New York State Hospital

Employed

32,467

Total Referral Volume

| 22,684 46%

In-Network In-Network

Referral Volume Referral Rate
Dissenter Spl i[E‘:

Top OON Referrals: Facilities \%
Atlantic Health 10,267 e —
Me P: 9,808 e —

Care Mission Home

—_—
Health 839
First Pacific 8,04 eo——
Unity Home Health 7,459 eo——

Top OON Referrals: Service

Lines

Orthopedics 4,582
Ophthalmeology 4,167
Cardiology 3,873
Critical Care 3,619
Oncology 3,270

7 Filters

Keepage Trends
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® 39% Average for Concorde
® 30% Average for Cardiolog
20% Juliana Coltrane

\% Top OON Referral:
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—— Steward, Jorge 1,1€
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PLAY TO WIN - REFERRAL PATTERNS

* Run this play
analyze patient referral patterns down to the DRG/CPT
level and uncover the drivers of out-of-network referrals

Top Provider Groups v Inbound Referral Sources v < Physician Alignment: Service Area -
Referring Physicians  Rendering Physicians
Volume Keepage il
W . o § || Froschne
n Hospital Z """"1,‘ Referring Physician Name Referring g
= oo | e s tatky i i
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_ Hospital 2% 1.5M @ 6.4% Union Hospital Center ® 1912101593 Petitt, Matthew Dermatology Southeast Dermatology
ni o = ings Hospi enter os, Pilar mil | Medicine Texas icians ..
— = ToYokame - i ek n e e
sss ::lg:l:lGeneral _ ® 3.3% White Willow Medical Clinic 1053339416 Khan, Kanran ay Medidne o MDs -
Golden Valley 1184898553 Thung, Elaine ‘Ophthalmology The Permanente Medica...
_ Hospital Center 51% 1376514208 Nesser, David Nephrology Methodist Transplant Sp...
Summer Springs 1770682619 Buzbee, Thomas Family/Internal Medicine Tyler Internal Medicine ...
IS edical ciinic SN 1417045303 Scarborough, Kyle Family/Internal Medicine Family Life Medical (AKA...
Which provider groups have an Who is currently referring volume Where are the highest-value
p - - g p -y .
opportunity to improve keepage to my system? opportunities to partner with
rates within my network? non-affiliated physicians?
“Clarify has given us the most granular insights across our entire market — we can see what physicians
Cla“fy @ PLAYBOOK are doing, where they’re going, who they’re referring to, and how their patterns change by procedure.”




PLAY TO WIN — REFERRAL PATTERNS

Watch the replay
health system keeps patients in network, grows patient
volume, and creates stronger physician alignment

Summary

A large not-for-profit health system was looking to increase in-network
volume and optimize physician referral patterns, but they lacked
insights across all settings of care—PCPs, specialists, and ancillary
care. By identifying high-volume specialists for engagement and
acquisition and having more data-driven conversations with
physicians, they increased referrals from employed and independent
physicians.

Challenges

Understanding downstream referral patterns across their market

= This team needed more visibility on outpatient flow and
downstream referral activity to understand how their network
penetration varied across the care continuum.

= Their analyst teams were spending too much time aggregating and
cleaning data, and not enough time identifying actionable solutions.

Clarlfy @ rPLAYBOOK

Results & Highlights

$14Mrevenue growth in one year

By identifying high-volume specialists for engagement and acquisition and having more data-
driven conversations with physicians, they increased referrals from employed and independent

physicians across all services lines by 5% in one year, generating $14M in revenue.

LIRIN]

physician alignment

The business
development team was
able to have detailed,
data-driven conversations
with physicians that led to
behavior change.

volume growth (overall)

Among employed and
independent physicians,
across all services lines,
the system increased
referral volume retention
by 5% within a 1-year
period.

volume growth (PCPs)

Among employed and
independent PCPs the
system increased net
new referral volume by
2%, resulting in $3.5M
of new revenue.



Understand

patient loyalty in your service area by assessing how
they flow through each care journey

Meeting the needs of your community is
paramount to your hospital’s long-term
success as patients demand more
sophisticated, convenient, and transparent
care. According to a recent Accenture
brief, “50% of consumers say that one bad
digital experience with a health care
provider ruins the entire experience with
that provider.”

Happy patients are loyal patients. Hospital
strategy leaders can address their
communities’ needs through physician
alignment, smart service line investments,
and consumer engagement programs.

PLAYBOOK

Clarify =

But in order to act, they need more
comprehensive data and insights they can
trust. When you have a holistic view of a
care journey, you begin to understand how
patients move in and out of your network
and across the healthcare system.
Insights into the changing demographics
of patient cohorts, including age, gender,
health conditions, co-morbidities, and
payer mix will help you strategically grow
lines of business, expand into new
geographies, and staff your hospitals
appropriately.
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$32.1K
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$14.4K

$7.4K
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Other - Diagnostic Study
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Musculoskeletal System -
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Circulatory System - Diagnostic
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Other

Opportunity by Zip Code
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https://www.accenture.com/us-en/insights/health/leaders-make-recent-digital-health-gains-last

PLAY TO WIN — PATIENT LOYALTY

* Run this play
attract and retain patients with visibility into how patients flow
through the healthcare system across the continuum of care

Journey

OFFICE VISIT SPECIALTY.
vIsIT

@ In Network
@ Out of Network

Clarify

How do specific patient cohorts move in and out of network?
What are their entry/exit points through their journey of care?

B PLAYBOOK

Breast Cancer

How are the patients segm 7 Filters:2 oo ®
ented by race/ethnicity?

342,574

=

® 53% White

@ 4% Hispanic or Latino

® 14% Black

© 1% Aslan or Pacific Islander
® 27% Other

opporeuntity $219,3M
Patients 1 7,844

Leakage Rate 559%

BMT

opportuntity $26.4M
Patients 561

Leakage Rate 358%

Kidney Transplant

opportuntity $10.5M
Patients 396

Leakage Rate 590%

What is the dollar value opportunity of
keeping patients in-network?

What social, economic, or lifestyle factors
may be influencing patients’ care journeys?

Liver Transplant

opporwntity $6.8M

Patients 80

Leakage Rate 682%




PLAY TO WIN — PATIENT LOYALTY

Watch the replay
identify high-spend cohorts and understand their entry
points and points of leakage through their journey of care

@} Follow the patient journey Better understand your :) Quantify share of
and track leakage points specific patients’ needs U wallet opportunities

Use case: Understand the behaviors of Use case: Gain visibility into Use case: Understand patient loyalty and
specific patient cohorts to pinpoint demographics about your patient stickiness by determining those that have
where/when they receive care, at what populations, the prevalence of certain “touched” you once and how often they
point in their journey do they leak, and conditions, and their SBDoH factors come back to you

drivers of leakage

Impact: Proactively meet your patients’ Impact: The more you understand about Impact: Quantify how much of a patient’s

demands and ultimately minimize your patient population, the better you utilization is captured at your facility and

potential leakage can predict their demands, and then where areas of leakage occur by zip
supply those demands code and service line

Clarlfy @ rPLAYBOOK



@ Forecast

demand for healthcare services to mitigate risk
and maximize return on strategic investments
down to the service line and zip code level

In today’s healthcare environment, using historical claims data
to inform decision-making is not enough. Health system leaders
require the full picture — past, present and future — to fully
understand how demographic and population-based changes
will affect the demand for specific medical services and
procedures. With on-demand and granular insights down to the
service line and zip code level, you can reduce uncertainty and
engage all available growth levers in order to plan ahead and
maximize ROI. You know that healthcare is not a one-size-fits-
all paradigm. Drive alignment, save hundreds of analyst hours
per week, and get to action faster with transparency and
confidence in your projections.

Clarlfy @ rPLAYBOOK

Demand Forecasting: New York v

Summary

8.3M

Current Utilization

Projected Utilization Change by Service Line

Avg for US
® Oncology
@ Ophthalmology

Endocrinology

Projected Utilization Change in 2028 by Region

7 Filters:3 2023 ®

14.1% 9.4M

Projected Utilization Change in 2028 Projected Utilization in 2028

A 24% above benchmark A1IM  since 2023

v Projected Utilization Change in 2028 by Service Line

Ophthalmology
Pulmonology
Dermatology

Endocrinology

Projected Utilization Change in 2028 by Region

Southwest Connecticut

@ 000




@ Run this play
predict where, when and how consumers will be seeking
healthcare services

Demand Forecasting: New York ~ £ =]
Top Projected Demand Decrease by Zip Code ¥ semeie
Service L
2% 11005 - Floral Park 13,412 B - — .
-6.4% 11211 - Brooklyn -11,123 e
m—
-
55% 11002 - Astoria 9,152 -
-5.5% 11005 - Floral Park -8,990
-
S ‘ = 5 =
——
-5.5% 11005 - Floral Park -5,124 s
—
-5.5% 11005 - Floral Park -3,892 .
-5.5% 11005 - Floral Park 980 b

“Clarify's demand forecasting is exactly what we have been looking for, and the

Clarlfy @ rPLAYBOOK visuals are even nicer than we imagined.”




PLAY TO WIN — PROVIDER EFFECTIVENESS

@ Discover

the highest-performing providers in your
network, optimize referral patterns, and
prioritize physician acquisitions

In today’s hyper-competitive landscape, uncovering
opportunities to drive higher-value care is a constant need.
Improving provider network integrity and ensuring that referrals
are sent to the highest-performing providers can be a highly
effective strategy to grow volume and increase value.

Electronic health record (EHR) data is too narrow to provide
data on the broader marketplace and traditional claims
analytics lack the quality metrics needed to assess physician
performance. Without a holistic view of provider performance
both in and out of your network, it's difficult to determine if your
organization is optimized for strategic growth.

i,

With comprehensive referral analytics
alongside precise, case-mix adjusted provider
performance benchmarks, you can ensure
that you are optimizing your network with

Clarify

@ PLAYBOOK _ . :
high-performing providers.

O

Market Explorer: Northeast v

Market Overview » Northeast

Summary Contracting Entities Provider Groups Facilities Specialty Care Primary Care Providers
Market Overview v Facilities & Attributed Patient Distrib
Northeast
Attributed Patients Providers RAF Score

L . I
Distribution by Specialty

Top Contracting Entities by Score with v
> 1,000 Attributed Patients

Score Attributed Patients Providers Score

Largest Contracting Entities by At

92 Seneca Falls Medicine 1,786 2 22 University of New York, Buffalo Health Sys
89 Ear, Nose & Throat of Buffalo 1,563 1 52 Beta Health Providers

85 Yang, Jane (8272817236) 2,934 2 - Long Island Healthcare

&1 New Jersey Physicians Group 1,567 2 17 Boston United Health

78 Highbar, Julia (9283612311) 1,325 1 28 Hartford Healthcare




PLAY TO WIN - PROVIDER EFFECTIVENESS

@ Run this play
benchmark provider performance, optimize referral
patterns, and prioritize physician acquisitions

Market Explorer: Northeast T Bz ® o
Mothes eriem 3 it

@ -
; Top Specialty Referral Oppty v Top Targeted Opportunities v
@ Market Gverview kil
$2324K I
| = | s61.2¢ 14.2K 1.90 $29M Orthopedic Surgery .
T Attrlbused Fadients  providers RAF Scare $1 87.3'( ::Eit:;v;:eoiuc::glsg;\:enter
: T University Medical Center...
$2_3 M Hematology/Oncology $161.8K Radiation Oncology
- $19.1K o
3 : $1 .8 M Radiation Oncology
: e = . $101.2K L o
How can | optimize my network to achieve How can | identify higher-value How can | quantify the dollar
immediate revenue growth and ensure specialists to redirect referrals to opportunity in redirecting referrals
future success in risk-based arrangements? improve outcomes? to higher-value providers?
“Clarify Health helps us compare our organizations with others in our region. It also allows
Cla“fy @ rLavBOOK us to further evaluate the performance of physicians who we want to partner with.”




PLAY TO WIN — PROVIDER EFFECTIVENESS

@ Wwatch the replay
drive short-term and long-term revenue growth and
future-proof your system during a transition to value

Identify the best-fit physicians leveraging
\ '] precise, case-mix adjusted benchmarks

-
-

X<
II'|

Use case: Prioritize opportunities to redirect referrals to
efficient, high-quality providers in the market

Impact: Improve care delivery and reduce medical spend

Clarlfy @ rPLAYBOOK

-@. Optimize network performance with
real-time quality, efficiency, and referral

pattern insights

Use case: |dentify top-performing providers to expand the
network into new and existing markets, and prioritize physicians
for partnerships as you enter into new risk arrangements

Impact: Find the best providers, hospitals, or physician groups
broken out by geography, provider specialty, or service line to
inform network design, optimize care navigation, and view
granular analytics on individual provider performance.



PLAY TO WIN — PRICE TRANSPARENCY

(7 Strengthen

payer negotiations with price
transparency insights

Healthcare providers and systems need to leverage insights
from healthcare price transparency data to ensure market and
financial competitiveness when negotiating with payers. While
many providers recognize the need for data-driven rates
insights, they tend to miss the mark by relying solely on publicly
reported rates data. This leads to a lot of internal time spent on
aggregating data, scrubbing it, and conducting manual
analyses. If you've tried pulling down this data manually, you
probably recognize the challenges of dealing with messy data
and enormous file sizes. Hospital leaders should instead be
leveling the playing field by leveraging on-demand rate
intelligence that has been aggregated, cleaned and enriched to
deliver meaningful market prices.

Unit Rate Benchmarking: Professional

&
®© Payer Regional Benchmarks (Outliers Removed)
ia BOX PLOTS: % of Medicare Rate (Market Rate Benchmark) v
=z Summary -
@ United Healthcare — N
Scott & White Health Plan &
®

i

PHCS

!

Molina Healthcare

Cigna

Blue Cross Blue Shield

%

Aetna

HCSC

i

Anthem

i

Highmark

®

Humana

CareFirst

i
|

Bright Health

0% 200% 400% 600% 800% 1000

% of Medicare Rate (Market Rate Benchmark)

. Below 50th Percentile . In line with Market 50th -75th Percentile . Above 75th Percentile

Clarify

@ PLAYBOOK

Strategy leaders should utilize on-demand
rate intelligence that can be easily and quickly
filtered to streamline contract negotiations,
allowing more time for meaningful discussion
rather than data review.




PLAY TO WIN - PRICE TRANSPARENCY

€ Run this play

level the playing field in your unit rate negotiations

1P Payer Regional Benchmarks (Outliers Removed)

How do my rates compare to
others in the region?

Clarlfy @ PLAYBOOK

Advanced Payer Rates Analysis

My Rate Distribution by Payer ¥ My Rate by Payer v
Bl Eagle Helth Payer ash':m“ um::m &
u 105.2%  Myrateas % of MCR P
Z 153%  Maketmedin e o . .
E owox 3% Diflerence tomarket median ¥ Aetna 0% - -
i T Clims ¥ United 199% ) od . —— ;
H Dec2020  Last renencl date
g ) Humana 181% |2 v | it
b 3 Cigna 175% am bl [ =|
g s e iy
) Regence ek o ., pors
L e n-
IIIIII v Forida Care % e noown e
- w0 o 1| S =
© 1532% Market Median MO 1% 0% | Z o i oo
8 1192% My Median Rate for Al Payers . g — 'n o -
o— o -
How do my rates compare to other Are payers giving me fair rates
providers in my market? relative to my value?

“With Clarify’s rate data, our team can now leverage the combined power of Clarify’s provider quality
performance insights in tandem with rate insights to fully assess provider performance and help our

members get the higher quality outcomes they deserve at an affordable price.”




PLAY TO WIN — PRICE TRANSPARENCY

€ Watch the replay

achieve higher and more equitable
reimbursements for high-volume services

Summary

The required release of hospital and payer rates under the CMS Price Transparency
rules is a welcomed mandate. However, the public rate data that has been released
is complex and challenging to work in its raw state. It contains trillions of records, is
not consistently formatted, and includes payer-specific gaps in reporting, revealing a
web of convoluted healthcare pricing in the commercial market today. To become
actionable, rates data needs to be enriched with claims data so teams can view the
rates that actually matter for payers and providers while filtering rates that will never
be utilized.

Run this play

The goal of this play is to gain leverage going into negotiations with payers. Using
rate intelligence, you can uncover where you are paid below market and then drill
down to understand areas of exposure by service line and service code.

By integrating insights from claims alongside rates data, you can add the critical
dimensions of service mix and volume. This enables the display of the weighted
percent of Medicare prices (versus straight average) to better inform your

understanding of the true economics and value delivered.
Clarlfy @ rPLAYBOOK

Institutional Rates: Tampa v

Florida > Tampa

Summary

-36.2%

My Institutional Rate vs. Market Median as % of MCR

202 © () oo
PRODUCT TYPE NEGOTIATED TYPE OUTLIER RATES MY ANCHOR
All v Negotiated v Excluded v Florida Health System .

-29.5% -48.2%

My Inpatient Rate vs. Market Median as % of MCR My Outpatient Rate vs. Market Median as % of MCR

Tampa

Florida Health System
My Anchor Provider

120.8% | 153.0%

My Institutional Rate Institutional Market
as % of MCR Median Rate

Claims Neurology

\% My Rate vs. Market by Service Type \%

My Rate vs. My Rate vs. -
Service Type / Line Market as % of MCR Market Median

@ Institutional
> Inpatient

v Outpatient

Cardiology

23.2K

Orthopedics

Hematology/Oncology

Ophthalmology

)

My Institutional Position in Market

My Rate Distribution by Payer

Gastroenterology
255%

Nephrology

v My Rate by Payer \%

My Rate Vv My Rate vs.
as % of MCR Market Median

222% 34.9%

209% 34.9%
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About Clarify

Clarify Health unlocks valuable healthcare insights making complex decisions easier.

The foundation is the Clarify Atlas Platform®, leveraging the industry’s largest and most robust dataset,
to map over 300 million lives to deliver more than 20 billion Al-powered predictions, delivering
actionable insights with unparalleled speed and precision. Clarify employs stackable building blocks
architected to streamline the complexity of care decisions in five key areas: topline growth, cost
containment, care guidance, data leverage, and expertise.

To learn more about Clarify Health and the benefits of its high-performing healthcare insights, please
visit

Clarify

023


http://www.clarifyhealth.com/
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