
One such opportunity presented itself in 2016 when the CEO of the plan 
approached eviCore. He had been brought in to turn the plan around, and 
based on his previous experience with eviCore, he knew we could be part of 
the solution. 

The plan was competing in its markets without many of the best practices and utilization management rigor 

that competing plans had in place. The absence of these necessary disciplines not only limited growth, but 

placed the plan in a serious financial situation. Annual losses were approaching $100 million. The parent 

company was faced with two choices: (1) abandon the plan by selling it or shutting it down, or (2) establish 

the competitive operational practices and use them to foster growth. Like many provider-owned plans 

recently, the parent chose the latter. 

Tackling the Problem

After receiving a claims file, eviCore generated a comprehensive set of reports that measured historical 

spend, utilization, and projected savings opportunities. The data showed that in eight of the (then) nine 

areas of medical spend, savings could be achieved by initiating prior authorization programs supported by 

eviCore healthcare (eviCore) currently provides utilization management 
for 10 specific types of medical spend for more than 100 health plans 
with over 100 million members in all 50 states, including 12 plans owned 
by provider organizations. We have learned that while the provider-
sponsored plans sometimes present unique challenges, they can also 
present unique opportunities. 
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the industry’s most comprehensive sets of evidence-based clinical 

criteria. To get the ball rolling, eviCore offered to take on risk and 

guarantee savings, even estimating those savings to be over $2 

million in year 1, and almost $10 million over the first 3 years—all 

this on a population of fewer than 30,000 members. In addition to 

the guaranteed savings, the financial model included a gainshare 

arrangement which offered a 50/50 split should eviCore exceed its 

estimated performance.

 

Taking Action

With the plan in place, eight eviCore programs went live on 

November 1st, 2016.

In the first year, eviCore exceeded its projections, as the total first-

year savings to the plan (including the gainshare) amounted to $3.6 

million.

Today, the plan has achieved its financial turnaround, and in 

fulfillment of its mission to provide a growth mechanism for the 

organization is growing its membership in multiple markets in 

multiple states. In addition, the financial results remain strong and 

continue to exceed initial expectations.

eviCore continues to meet with the plan quarterly to track program 

performance and identify any needed adjustments. We look forward 

to working with other partners who may have a problem with a 

specific area of medical spend or are having difficulty achieving 

their financial goals.
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