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Goals
·Review positive developments in the field

·Overview of new business opportunities for substance 
abuse treatment providers ɀParity, Reform, Integration, 
Patient-Centered Medical Homes

·Review fundamentals of Business Modeling

·Review basics of Models of Care

·Co-Create inspiration, insight, and enthusiasm



Catalysts for Change
·Parity

·Medical Home Model

Unique time to take an active role in developing 

·New markets and consumers

·New alliances and partnerships

·New managed care and PPO contracting

·New Public/Private Partnerships (blending and braiding)

·New Models of Care 



Parity  
Business Model Implications
·New markets = self -insured employers (83 million 

people)
·Served by TPAs and PPOs. 

How many do you contract with today?

·Significant HR needs (training, screening, assessment, critical 
incidents, impaired professionals, etc). 

How many employers do you serve?

·Managed Behavioral Health Organizations ɀnetworks 
serving health plans and managed care. 

How many networks do you belong to?



Patient-Centered Medical Home Model ς
Building Alliances with Primary Care
·Primary care model with roots in Safety Net

·Demonstrations in community health centers (CHCs) and 
FQHCs (do you partner with any?)

·Reimbursement models being piloted

·Medical Home provides single source of care coordination
· In-house care coordinators/case managers

·Focus on chronic illness

·Patient-centered holistic care plans

·Network of specialty referral

· Integrated treatment plan and record



Business Modeling Basics
·Not a business case, not a business plan

·! ÓÉÍÐÌÉÆÉÅÄ ÍÏÄÅÌ ÏÒ ȰÍÁÐ ÏÆ ÔÈÅ ÔÅÒÒÉÔÏÒÙȱ ÁÌÌÏ×ÉÎÇ 
you to model change and consider implications prior 
to making change real

·Easy strategic planning approach that covers the 
fundamentals 

·Actionable ɀforms the basis for work/action/project 
and/or implementation plans



Quick Self-Assessment

Did your organization experience positive 
growth in 2009? 

Do you expect/want to grow in 2010?

What have been your barriers to growth?



Business modeling basics
·Four dimensions:

·Customer Value (Proposition, Assumptions, Validation, 
and Achievements) 

·Financial Formula 

·Key Resource Inventory

·Key Processes



Business Modeling: 
Customer Value Proposition

·Market segmentation - Targeting the customer ɀ
Who is your customer? Who could be your customer?

·Developing products and services for specific 
markets based on Core Competencies ɀ
What are your core competencies?

·-ÁÒËÅÔÉÎÇ ÂÁÓÅÄ ÏÎ ÔÈÅ ÃÏÎÓÕÍÅÒȭÓ ÎÅÅÄÓȢ    
Bearing in mind that allies, partners and payers are also 
your customers, what do they need? How do they define 
value?



Business Modeling: 
Customer Value Proposition
1. Target customer is/should be?

2. The problem we assume we are solving for them is?

3. Our offering is?

4. We will validate our assumptions how?

5. Sources for additional R&D include?

6. Our competition includes?

7. Our market position is best described as

8. /ÕÒ ȰÄÉÆÆÅÒÅÎÔÉÁÔÏÒÓȱ ÉÎÃÌÕÄÅ



Business Modeling:
Financial Formula
·Revenue model shows revenue coming from what new 

sources?

·New fixed costs?

·New variable costs?

·Profit margin model?

·ROI model?

·Sales cycle time? Can it be improved?



Business Modeling:
Key Resource Inventory
·Key people?

·Key technology and system supports?

·Tools?

·Information?

·Sales and marketing channels?

·Partnerships and alliances?

·Branding?



Business Modeling:
Key Processes
·What are the core business processes that exist and 

those you will need to develop?

·What unique business processes (special sauce) you 
enjoy now and those you would need to innovate?

·Business rules affecting your business model and those 
affected by it?

·Existing and required Key Performance Indicators?

·Existing and required Standards (credentials, 
accreditation, etc.)?



Key Questions

1. Has this business model been tried before and was it successful?

2. How ɀoperationally - will you implement the change required 
of your business model without disrupting current business?

3. Do you have adequate human resources and expertise?

4. Is there enough political will to carry out your growth goals?

5. Do you have the financial resources to grow or do you need to 
find a partner or investors?



Segments and Services
! -ÁÒËÅÔ 3ÅÇÍÅÎÔ ÉÓ Á ÓÐÅÃÉÆÉÃ ȰÕÎÉÖÅÒÓÅȱ ÏÆ 
prospective clients who share common characteristics.

·Example: Criminal Justice SUD treatment programs in 
the 5-County area.

·Example: MBHOs who cover residential treatment 

·Example: Men aged 18-25

! 3ÅÒÖÉÃÅ ÉÓ Á ȰÐÁÃËÁÇÅÄȱ ÐÒÏÄÕÃÔ ÏÆÆÅÒÉÎÇ

·Intensive Outpatient Program

·Assessment



Opportunity Matrix

Market 

Segments/  

Services
Segment 1 Segment 2 Segment 3

Service 1

Service 2

Service 3

Rank each according to:

1. Revenue share (%)

2. Share of profits

3. Where are you strongest? Market 

position, strengths and opportunities 

including qualifications, skills, subject 

matter expertise and capacity to grow

4. Weaknesses, competitors and threats

5. Strongest value proposition consistent 

with vision and mission as well as 

values

6. Market maturity

7. Cost of entry

8. Brand equity or reputation

9. Strongest references

10. Political/legislative opportunities

11. Economic opportunities

12. Social opportunities

13. Technological opportunities



Models of Care
·What is a model of care?

·A set of objectives and core principles for practice

·A description of how care is delivered consistent with 
your mission

·A description of the care giver and the consumer or 
client

·A description of the health care delivery system



Population  
Served

Services

Staffing 
Requirements

Funding 
Source

Model 
of Care

Models of Care



Assessing Models of Care
·Review, evaluate, and enhance

·Assumptions concerning new models of care:
R Evidence based

R Based on provider and client needs

ROutcomes are measured

R Considerate of safety and well-being

RMulti -disciplinary

ROptimal utilization of healthcare resources

ROptimize access and equity

R Culturally -relevant 



Models of Care

RModel of care development and evaluation is entrenched 
in a desire to improve patient and organizational outcomes.

RRelentless pursuit for more  efficient service delivery and 
improved patient outcomes

RCrucial elements in changing models of health care 
delivery include:

· planning, 

· development, 

· implementation, 

· evaluation 

· and sustaining the change


