
TO VALUE

Focus on maximizing value (lower 
cost and higher quality) of health 
care delivered through alignment of 
incentives and management of risk

Care coordination driven by 
standardized protocols; use of 
information technology for information 
sharing

Investment into supporting clinical 
integration, population health, 
and other cost reduction/revenue 
enhancement opportunities to respond 
to new payment systems and grow 
market share

Source: 2018 Global Health Care Outlook, Deloitte

FROM VOLUME

Payment systems based on fee-for-
service; limited financial risk

Providers have incentives to increase 
payment rates, specialization/intensity, 
and volume; fragmentation of 
providers (”silos”)

Limited focus on outcomes and 
information sharing

Creating Value in a Clinically Acceptable World

Fee for Service transitions 
to Value Based Care

In the realm of medical payments, fee-for-service 
has been the standard throughout much of the 
modern world of medicine. Under this system, 
billing and payments are determined based on the 
procedures performed by a doctor as opposed to 
the outcome achieved through medical care.

As the name implies, value-based care is assessed 
and rewarded based upon an outcomes based 
approach. Instead of taking a numbers-based look 
at the services performed, value-based healthcare 
delves deeper, providing payments based on 
successful outcomes and healthy patients rather 
than the number of procedures used to get there.

As a result of this transitioning focus in hospitals, as 
well as the enormous amount of consolidation and 
change taking place, health systems and hospitals 
have changed the way that they purchase products 
and services.

In addition, more people are involved in these decisions 
from different areas of the hospital. 

Successful hospital selling organizations recognize 
that to be competitive in this environment requires 
a change in their selling process to match this new 
buying process dynamic.75% of hospitals we 

interviewed use some 
form of value-based 
purchasing.



Healthcare Strategic Account Management

Healthcare Strategic Account Management is a set of curriculum for hospital sales reps that leverages specific research into the 
hospital buying process and 25 years of working with healthcare clients. Healthcare Strategic Account Management focuses 
on developing hospital strategies that reinforce coachable and reinforceable critical behaviors that make hospital salespeople 
successful.

The secret to our client’s success with this program is:

W The focus on the critical behaviors that make hospital salespeople successful

W The methodology we employ to help our clients achieve ROI

W The modular nature of the curriculum that allows us to focus on your business outcomes; and

W The technology we leverage to improve learning outcomes, help sales managers coach and measure results

The critical behaviors we focus on are found in the diagram below.  For more detail, please see our “Apathy to Action” 
white paper found in the resources section of our website.

Flexible Implementation Options

HSP Instructor
Led Training

Client-Led
Training

e-Learning Mobile
Coaching

Sales Enablement 
Platform Edition



With this knowledge, your team will be able to:

 W Recognize that without a Trigger Event (commitment to action) for a key person in the customer 
organization, there is no buying process and consequently, no selling process

 W Recognize, respond to or create Trigger Events to launch the selling process

 W Develop messaging by Key Stakeholder persona by stage

 W Identify key questions by stage in the buying process

 W Arm key people in the customer organization with appropriate and timely messaging that can be 
presented to Value Analysis or similar committees

 W Recognize that confirming the specifics of their customer’s buying process is essential to develop a 
strong strategy

 W Coordinate efforts with Marketing to ensure messaging based on the specific interests of the key 
personas is relevant and timely

 W Understand the best practice behaviors that are consistently demonstrated by high performing 
hospital sales representatives

Contact Us

1.519.858.4000

inbound@healthcaresalesperformance.com


