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OVERVIEW 

This presentation explores the importance 

of recognizing the value that professional 

case management practice brings to our 

healthcare system.  Participants will be 

introduced to the concepts of relevancy, 

quantified valued, and unique 

differentiation within the context of 

professional advocacy. 

 

 



OBJECTIVES 

 Identify and explain the key components of 

the value proposition 

 

 Apply the value proposition to professional 

case management and the CMSA Standards 

of Practice 

 

 Create an “elevator speech” that advocates 

your role as a professional case manager 

 

 







OUR NEW PARADIGM: 

 

THE FOCUS OF HEALTHCARE 

HAS SHIFTED FROM 

INDIVIDUAL INPUTS TO 

POPULATION OUTCOMES. 



WHAT IS VALUE? 

Your definition of value in everyday life … 

Your definition of healthcare value … 

Your definition of case management value … 
 





Source:  Biotricity. (2016). Thriving in a value-based health care model. Retrieved from: https://www.biotricity.com/thriving-in-a-value-based-health-care-model/ 



VALUE PROPOSITION 

 A value proposition is: 

  A cost vs. benefits equation  

 Continuously evaluated by your 
stakeholders 

 A perception by others 

 It is what you bring to the table (or not 
bring to the table) 

 It answers WIIFM – What’s In It For 
Me? 



 

CASE MANAGEMENT APPLICATION 

CONNECTING THEORY TO PRACTICE 

 Provide a Higher Level Systems Perspective. 

 Move from Micro-Thinking to Macro-Thinking.  

What is the Greater Impact? 

 Reinforce the Importance of Interdisciplinary 

Approaches to Care Delivery. 

 Possibility thinking. 

Clack, J., 2017 

 



CMSA STANDARDS 

OF PRACTICE 

 Value Proposition Linkage to the CMSA Standards of 

Practice 

 Implementation and Coordination of the Case Management 

Plan of Care 

 Monitoring and Evaluation of the Case Management Plan of 

Care 

 Facilitation, Coordination, and Collaboration 

 Outcomes 

 Advocacy 

 





DEVELOP A 

BUSINESS CASE 

 What is the Situation 

 Objective Baseline Metrics 

 What are the Resources Needed 

 What are the Obstacles 

 Financial Requirements 

 Strategic Requirements 

 What is the Proposed Solution 

 IAvailability of Evidence-Based Practuce 

 How Long Will it Take 

 What are the Anticipated Outcomes 

 



DEVELOP VALUE PROPOSITION BASED ON A FUTURE STATE – 

WHERE WE ARE GOING … ? 

 Horizontal Integration  

 Population Health  

 Community  

 Care Transitions 

 Community Case Management  

 Risk Management  

 Complex Case Management  

 Ambulatory  

 Inpatient Services  

 Care Coordination  

 Resource Center 

 Social Work  

 



YOU ARE EITHER AT THE TABLE … OR YOU ARE ON THE MENU? 



SELECTING THE RIGHT IMPORTANT OPPORTUNITY 

 What is the opportunity? 

 Is it important/relevant? 

 How long has it existed? 

 Who does this problem affect? 

 

 How do you know it’s a problem? 

 Is it obvious to most people? 

 Can you prove it is a problem? 

 

 What will fixing the problem solve? 

 How does it impact your department/organization? 

 Are there potential cost/resource savings or improved 
revenue? 

What Story  

Do You Want to Tell? 

What kind of Data  

Do You Need  

to Tell the Story? 

What’s In It For Me? 



EVIDENCE-BASED PRACTICE 

Agency for Healthcare Research and 

Quality. (2017).  Appendix B11: Fall 

Interventions Plan.  

http://www.ahrq.gov/professionals/syst

ems/long-term-

care/resources/injuries/fallspx/fallspxm

anapb6.html 

  

  

  

Generally, You Do Not 

Need to Reinvent the 

Wheel! 



1 Project Name:

2
Unit(s)/ Department(s)/  

Location(s):

3 Team Leader:

4 Champion:

5 Executive Sponsor (VP):

6
Quality Arena

(Choose 1):

7
Project 

Description/Mission:

8 Problem Statement:

9 Business Case:

10 Deliverables:

11 Goals/Metrics:

12 Process & Owner:

13 Project Scope Is:

14 Project Scope Is Not:

15 Key Customers:

16 Expectations:

Milestones: Completion Dates Below

Project Start

Phase 1

Phase 2

Phase 3

Project Completion

Expected Business 

Benefits:

Hard Costs

Soft Costs

Revenue

Throughput

Compliance

Intangible

19 Team Members:

20

Expected Resources 

Needed (Internal & 

External):

21 Risk Assessment:

22 Prepared By:

17

18



BUSINESS CASE FOR IMPROVEMENT 

Source: Agency for Healthcare Research and 

Quality. (2017).  Build a Business Case for 

Quality Improvement: Facilitator Guide. 

http://www.ahrq.gov/professionals/quality-

patient-

safety/hais/tools/mvp/modules/cusp/build-

businesscase-facguide.html 

 



 

CALIFORNIA – HOMELESS PATIENTS’ DISCHARGE PLANNING  

VALUE PROPOSITION CASE STUDY 

 

SITUATION NEEDED RESOURCES (PARTIAL) 



 

CALIFORNIA – HOMELESS PATIENTS’ DISCHARGE PLANNING  

VALUE PROPOSITION CASE STUDY 

 

 EMR REVISIONS FOR HOMELESS LOG 

 NEED ADDTL SOCIAL WORKER TO MANAGE 

PROGRAM 

 EARLY IDENTIFCATION AT ADMISSION 

 TRAIN ER STAFF 

 TRAIN ADMITTING STAFF 

 CLOTHING SUPPLY 

 DISCHARGE PLANNING MODULE PURCHASE 

($20,000) 

 HIRE 1 FTE SOCIAL WORKER ($100,000) 

 STAFF TRAINING ($5,000) 

 PURCHASE CLOTHING ($1,500) 

 ESTIMATED TOTAL COST $126,500 

 

OBSTACLES (PARTIAL) PROPOSED SOLUTION (PARTIAL) 



 

CALIFORNIA – HOMELESS PATIENTS’ DISCHARGE PLANNING  

VALUE PROPOSITION CASE STUDY 

 
SAMPLE VALUE PROPOSITION 

 UCI HEALTH IS COMMITTED TO WORKING COLLABORATIVELY WITH COMMUNITY STAKEHOLDERS TO DEVELOP AND 

IMPLEMENT A STRATEGY THAT ADDRESSES THE DISCHARGE TRANSITION NEEDS OF THE ORANGE COUNTY HOMELESS 

POPULATION AND COMPLIES WITH STATE REGULATION. 

 THE CALIFORNIA DEPARMENT OF PUBLIC HEALTH (CDPH) HAS COMMITTED TO FUND THE PROPOSED CASE MANAGEMENT 

STRATEGY OVER THE NEXT TWO YEARS THROUGH A WELL PERSON GRANT FROM.  THERE WILL BE NO NET COST TO UCI 

HEALTH DURING THE IMPLEMENTATION GRANT PERIOD. 

 OBJECTIVE MEASURES (SAMPLE): 

 THE NUMBER OF MONTHLY HOMELESS ER VISITS/TOTAL ER VISITS 

 THE NUMBER OF MONTHLY HOMELESS PATIENT DAYS/TOTAL PATIENT DAYS 

 THE NUMBER OF MONTHLY HOMELESS PATIENT READMISSIONS/TOTAL READMISSIONS 

 THE NUMBER OF HOMELESS PATIENTS CONNECTED WITH COMMUNITY RESOURCES/TOTAL UNDUPLICATED HOMELESS PATIENT ER VISITS 



 Quick Short Conversation 

 Introduces Who Your Are 

 What makes you different and interesting? 

 Communicates & Demonstrates Value 

 Is Engaging 

 Leave them wanting more … 

 Simple & Easily Understood 

 Starts Building a Relationship 

 Requests Feedback by Asking a Question 

 Provides a Way to Get Back In Touch (Business Card) 

 



 Take 5 Minutes to Create your Elevator Speech 

 Create Different Elevator Speeches for Different 

Situations 

 Believe in Yourself 

 Practice 

 Smile (Non-verbal communication is important) 





QUESTIONS 


