
HCS SAVES CLIENT OVER 

106 MILLION
A s • r e p o r t e d • b y • t h e • c l i e n t ' s • a c t u a r i e s

A large self-insured group of 9,000 employees in the Northeast experiencing 
year over year double digit escalation in their healthcare costs with the threat 
of being unable to continue their offering of a health plan to their members.

The Client: 

In 2004, the client’s actuary reported that projected claims were expected to 
be $32 million dollars over the next 24 months, while reserves were only $23 
million. The client was seeing more and more catastrophic, high cost cases 
and was facing double digit, increasing trends each year - something needed 
to be done to stop it.

The Problem: 

In an attempt to change these outcomes, the client implemented a Value 
Based Health Care (VBHC) strategy. As part of this approach the client 
implemented HCS’ HealthReach program, a Population Risk Management 
service combining Care Management, participant education, RN outreach, 
along with provider outreach to drive down healthcare costs while improving 
member health.

The Solution: 

Twelve months after implementation, it was determined that the VBHC 
strategy had resulted in high-risk people who participated in value based 
programs had, on average, annual drug and medical expenses that were 
$8,200 less than high-risk people who did not participate.

The Facts: 

As a result, the client decided to make participation in the HealthReach 
program mandatory, adding an additional $500 deductible for those declining 
participation. The engagement rate grew from 38% (voluntary in 2004) to 
97.8% in the following five years. Lower co-pays are now paid by plan 
members, while cost trends have remained consistently low. Since 2005, the 
client’s cost trends have generally been lower than the average cost trends 
and their actuary estimates the difference amounts to $106 million in savings 
over the last five years.

The Results: 


