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Agenda
Assess which service lines and geographic
locations are best to expand
Determine key strategies to diversify,
including dos and don’ts from peers
Identify which technologies are needed
to enable diversification
Understand the role of due diligence when
considering an acquisition or merger

Opportunity:
A set of circumstances that
makes it possible to do
something

The Time is NOW!
In June of 2020, 40% of U.S. adults
reported experiencing a mental health
or substance use issue. CDC

Social, economic and environmental
factors determine 50% of overall health.

Only one-third of consumers with mental
health issues receive adequate mental
healthcare, and less than half of those with
Medicare/Medicaid receive adequate
follow-up after hospitalization. NCBI

Failures of care coordination can
increase costs by $25 billion to
$45 billion annually. (The Office of the National

1 in 12 people in the United States
rely on FQHCs for care. HRSA
By 2030, seniors aged 65 and over will represent 20% of
the U.S population…over 19 million seniors are
estimated to need home care services to age at home
ICAG

Overdoses involving opioids killed nearly
47,000 people in 2018, and 32% of those
deaths involved prescription opioids CDC

Kaiser Health County Ratings NTST

Coordinator for Health Information Technology)

Over 115 million people in the U.S. live in
designated Health Professional Shortage
Areas. These are areas in which the ratio of
mental health professionals to residents is
smaller than 1 per 30,000 people. SAMHSA
In the U.S. today, there are nearly one million
households in which an adult with intellectual
disability is living with caregivers 60 or
older. GIA

“

The service reimbursement models in the
autism and I/DD market are changing—
and investors see this as an opportunity.
The health plan-preferred solution is
integrated care…”
Source: Why the Investor Interest in the I/DD Market?
– OPEN MINDS Executive Daily Briefing July 8

The Question Is: How to Grow?
CCBHCs

Diversification

Expansion of
existing
Services lines
and payor
agreements

Mergers,
acquisitions
and affiliations

Size alone does not
provide scale – many
large organizations don’t
have scale because
they have too many
different programs that
prevent leverage of their
infrastructure or growth
of their talent ratio
…..Linda Rosenberg

CCBHCs: Community Impact

Approximately 1.5 million people are currently served by the 340 CCBHCs in the US

93%

see clients
within 10 days*

79%

coordinate with
hospitals/emergency
departments (EDs)

100%

operate a crisis line or are
able to refer individuals to
community crisis lines

84%

provide direct services
on site at schools or
plan to in the future

34%

38%

support collaboration with
law enforcement or local
jails through data sharing

100%

CCBHC status has helped
them serve people of color,
improve access to care and
reduce health disparities

participate in
co-responder program
with police/EMS

75%

screen for unmet
social determinants
of health (SDoH)

Source: https://www.thenationalcouncil.org/wp-content/uploads/2021/05/052421_CCBHC_ImpactReport_2021.pdf?daf=375ateTbd56

81%

70%

provide re-entry care
coordination services for
justice-involved individuals

negotiating PPS or alternative
payment models with private
payers or plan to in the future

89%

offer MedicationAssisted Treatment
(MAT)*
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Three Focus Areas You Need to Look at Now

Build a solid and scalable
foundation for providers

Provide capabilities beyond
an electronic health record
(EHR) system

Make it easy to connect
and work with the rest
of healthcare

Why It Matters

Make it easy to connect and work with the rest of healthcare

Manage increased
competition and
market consolidation

Negotiate payer
relationships

Respond to need
for self-support
applications

Population Health
Management
and SDoH

The top 10 health systems
control 24% market share and
their revenue grew at twice
the rate of the rest of
the market in 2020
Private equity transactions in
behavioral health increased
60% from 2018 to 2019

48 states and territories
have implemented
Medicaid or multi-payer
VBP models

First-time downloads of the
top 20 mental wellness apps
in the U.S. hit 4 million in April.
That’s up 29% from
3.1M in January

50%-60% of health outcomes
result from behavioral, social
and environmental concerns
Nearly 40 million Americans
live in households with
food insecurity
People who are homeless have
higher rates of illness and die on
average 12 years sooner than
the general U.S. population

Starting Jan. 1, 2021, each
hospital operating in the
U.S. will be required to
provide clear, accessible
pricing information online

In Q2, 2020, investments in
digital health totaled $3.1 billion
and expansion-stage startups
raised over $630 million

Three Focus Areas You Need to Look at Now

Build a solid and scalable
foundation for providers

Provide capabilities beyond
an electronic health record
(EHR) system

Make it easy to connect
and work with the rest
of healthcare

Case Studies

Diversification in Care
Serving communities in the Kansas City area
and throughout Kansas.

Diverse Services, One System
Uniform Platform training across the agency
Helpdesk support across programs
Continuity of records as clients move in and out of the
diverse systems of care
Efficient tracking of historical clinical and billing
information
Ease of access to both stock/standard reports as well
as development of custom reporting
•
•
•
•
•

Grants
Billing
Utilization Review
Supervision
Client Data

Moving Forward
Continued expansion in Outpatient Services through our Lotus Clinic including:
• In-Home Family Therapy
• Family Therapy related to the aging population

Specialty Programming within the Psychiatric Residential Treatment Facility
• Nexus Program for teens with moderate to severe Disruptive Behavior Disorders
• Clients preparing to age out of the system
• Clients with maladaptive sexual behavior difficulties

Expansion and enhancement of data gathering and utilization within the EHR system
System enhancements in tracking real-time data across multiple programs
Enhanced customized reporting
Advanced scheduling for multiple service programs

Technology Supporting a Growth Strategy

High Value and Sustainable
Community-based
Technology-enabled
Client-centric
Metrics-driven

VALUE

Opportunity to fundamentally
change how we regard people
living with serious mental
illnesses and long-term
addictions … as community
members, and as people
deserving of a full menu of
rights, dignity and justice

Q&A Break

Key Strategies to Diversify
Leverage what you know
• What do you do well?
• Understanding your geography
• Define your patient population and demographics
• Clinical programs and offerings for servicing targeted population
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Key Strategies to Diversify
Consider partnerships to drive diversification
• Partnering with referral sources
‒ What are their types of patients they serve?
‒ How do you develop a service or program to serve them?
• Partnering with insurance plans
‒ Insurance company relationships are transactional – How do you
show your value?
‒ Target population? How can you better serve their population?
‒ Risk/Value based models
• Partnering with other providers and/or private equity
‒ Creation of Independent Practice Associations (IPA) or consortiums to
drive network expansion
‒ Shared staffing/resources before going “all in”
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Geographic Growth vs. Service Line Expansion
• Historic approaches for agency growth centered mostly around geographic
expansion of Home Health
• Recent trends are more around expanding service lines to create “care
continuums” and deeper local penetration
• To truly grow and scale, need to do both
‒ Fragmented market usually leaves lots of room to grow share locally
‒ Adding service lines adds complexity, but can better align agencies with
payors and value-based / pop health mgt opportunities
‒ Growing in place can be less costly and lower risk of failure
‒ Key is to develop unique competitive advantages aligned in line with
where the market is headed
• Recommendation is to pilot additional service lines in one market, work out
the kinks, turn it into a scalable business model, and then expand with
experience and purpose
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Determining Geographic Locations –
Market Targeting
Medicare Home Health Example

Source: Team Select Proprietary Software
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Determining Geographic Locations –
Market Targeting
Long-Term Care Example

Source: Team Select Proprietary Software
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Where to find data to evaluate geographic
and local growth opportunities
• For agencies looking for a data driven approach to geographic expansion,
consider some of the following data sources
‒ Free online census data for populations by zip code
‒ Medicare claims data available free online at cms.gov, but significant
delay
• For faster and pre-formatted data, Definitive Healthcare
(https://www.definitivehc.com/) and Trella Health (trellahealth.com)
are two good options
‒ Labor data can be found free from Bureau of Labor Statistics, but also
can be delayed
• More recent and detailed data can be purchased from companies
like EMSI (https://www.economicmodeling.com/)
‒ Items like Wage Index, LTC rates, etc, can be found from CMS or
individual states Medicaid fee schedules for LTC
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Strategies for Service Line Expansion –
The Most Common “HH” Care Continuum today…

Home Health, Hospice and Home Care are the 3 pillars many providers are pursuing,
for good reason:
‒ Significant referral synergies between
BUs – move from receiving referrals
one-at-a-time from liaisons, to more
scalable growth by aligning with what
payors and referral sources want
‒ It’s right for the patient to be treated
holistically

Copyright ©2021

‒ Investors looking for agencies with
“Care Continuums” for ValueBased arrangements and
Population Health Management
‒ Preparing for increased MA use of
home care and eventual hospice
carve-in
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Alternative Strategies for Service Line Expansion
Incorporating Part B Services
Mobile
Part B
Therapy

Mobile
Part B
Therapy

Home
Care

Home

Health

Hospice

• Is Home Health feasible to be at
the center of the care continuum,
or does it need to be Physician
coordinating the home-based care
continuum instead?

Mobile
Physician

Home
Care

Physician
(ideally
mobile)

Home
Health

• What about stand-alone physician
practices? Especially focused on
geriatrics?

Hospice

Copyright ©2021

• What is Mobile Outpatient
Therapy and how does it work?

McBee,

All

rights reserved.

27

Long-Term Care and Potential Other Care
Continuums Payors are seeking
• Commercial and MA Payors
along with Medicaid are moving
toward more value-based and
Pop Health Mgt arrangements
• Need to listen to what payors
and referral sources need, figure
out if and how to do profitably,
and then act
• Examples: Medicaid noncompliant diabetics, Medically
Fragile Children with MCOs, etc
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Key Strategies to Diversify
What should you do?
• Fully vet the idea
‒ Know your competition
‒ Who are your subject matter experts?
‒ How are you going to do it?
• Create a plan to operationalize
• Determine how you will measure success
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Key Strategies to Diversify
What should you not do?
• Don’t try to do everything (you won’t succeed)
‒ Figure out where you can play
‒ What do you do well? Where are you the best?
• Don’t rush the start up
• Don’t forget to assess all aspects of the business and
operationalizing
‒ Staffing; EHR; back office functions; etc.
Copyright ©2021
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Technologies for Diversification
• As agencies expand service lines, it usually becomes necessary to have multiple EMRs/
EHRs
• But if building Care Continuum, it’s critical that the disparate systems work together for
enhanced patient care and operational efficiency
‒ See next slide example
Key Themes / Recommendations for Choosing Technology

• BYOD – choose in-home tools that can work on clinician’s phones instead of issuing costly tablets
• Open APIs – be sure to choose software you can push data in and out easily
• Use Data Warehouse to keep all data from all systems in one place – avoid employees running reports from
multiple systems to analyze
• Push critical data to people vs waiting for them to consume
• Choose software with easy User Interfaces
• Choose software that can scale with your business, so you don’t ever have to replace
• Always go cloud-based for simple software updates
• Hire top talent for technology – it will pay off in the end
• Use Technology as your competitive advantage – scorecards for clinicians and referral sources; predictive
analytics, etc
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Technologies for Diversification

Team Select’s
Current Model
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Technologies for Diversification
Create a competitive advantage with data
• Which technologies are most critical to start with?
‒ EHR is most critical and needs to be both data friendly and clinician
friendly
‒ Because staffing/onboarding/retention is so critical, software for
managing people is critical (recruiting/HRIS/Onboarding/Retention and
Culture) – need to treat Clinicians like Customers
‒ Data Warehouse like SQL with a visualization tool like Tableau or
Power BI
• Especially critical if pursuing Value Based / Pop Health Mgt. And if
so, moving toward “predictive analytics” will become key
‒ Financial reporting & Compliance are important, especially if looking
to take on investors or eventually sell your busines
Copyright ©2021
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Role of Due Diligence
Acquisition vs. Merger Considerations
• Assess based on your resources and level of experience
• Organization’s history/future strategy
• Overlap versus complement
‒ Geography; population; referral sources; payors, etc.
• Culture/Fit
• Staffing
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Q&A Break

If You Heard at Least One Thing Today…
Communities need our help more than ever before
The time to diversify is now and possible
This endeavor takes strategy and planning to be done well
There’s more than one way to expand or diversify
Technology is your friend in this process
You are not in alone in figuring this out

You’ve got this!

