
THE PROBLEM

THE RESULTS

Client had been working with a wellness provider for several years with continued low engagement and no 

measurable outcomes. The program was very fragmented due to being delivered by multiple providers, and 

the providers were slow and non-responsive. The Director of Compensation and Benefits was also frustrated 

with their current disease management provider, specifically reporting and lack of outcomes. Senior leaders’ 

goals were not being met and a strategy change was needed. 

▪ In the last year, 45% of engaged members graduated from high-risk* to a lower risk category, and an
  average of 4.4 out of 5 biometric risk factors were healthy or improved. 

▪ The population achieved 70% compliance with gaps in care related to modifiable disease and
  experienced an increase of 23% in compliance with gaps in care related to wellness. 

▪ In the last 12 months, client has achieved $4.4 million in cost avoidance.

▪ Coaching feedback shows a Net Promoter Score of 64.  
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“Health Solutions has played a significant role in our overall health management strategy for our 
organization. In the past year, our projected overall health care spend was $7,000,000 less than 
projected. Within our 10-year projections of health care spend, we are now forecasting a $30,000,000 
reduction in cost during that period. Health Solutions expertise in identifying specific chronic conditions 
and intervening with their clinically-based coaching model has exceeded our expectations. We value 
their partnership with their of professionals.”

- Director of Compensation & Benefits, 6,300-member group 

*High-Risk is defined as having an uncontrolled chronic condition (diabetes, hypertension, high 
cholesterol, heart disease, heart failure, COPD, arthritis, back pain, or depression) and/or critical clinical 
values based on national standards (blood pressure, LDL cholesterol, triglycerides, A1c or blood sugar.  



THE CHALLENGES

THE (HEALTH) SOLUTION

▪ Large company which included multiple locations, office and field staff, and a need for integrating
  multiple partners. 

▪ Lacked a long-term strategy and clearly defined objectives. 

▪ Complex and complicated rewards program that confused employees and therefore didn’t drive
  engagement and next best action. 

▪ Current wellness and disease management programs weren’t showing significant health improvement.

▪ Facilitated a workshop with senior leaders to harvest the vision, key performance indicators, and a
  plan to integrate current partners that resulted in a strategic roadmap to drive decision making and
  ensure success.

▪ Launched our data analytics platform, Wellnelytics™, to identify specific chronic conditions
  and provide targeted interventions to mitigate those at risk. 

▪ Implemented clinically advanced interventional coaching for high risk participants identified through
  health screenings and/or claims data.

▪ Implemented a wellness and prevention strategy that included health promotion, health screenings,
  and lifestyle coaching. 

▪ Revised the rewards program to improve participant experience and engagement of the most at-risk
  members. 

▪ Delivered monthly program status report to key stakeholders to monitor scope, schedule and budget,
  evaluate success metrics, identify areas of new opportunity, and revise program design as needed. 

▪ Delivered annual program report to evaluate clinical outcomes of the program. 

To learn more about how Wellnelytics™
can help your clients, please contact:

Sam Houston
EVP Business Development
319.734.3620 | shouston@hsi-rx.com 
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