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OBJECTIVES

• Define a DOFR and Risk Corridor

• Describe how integration of data metrics can leverage alignment with health 

payors







GETTING THE DOFR…

• Who pays for what?

• Is there opportunity for value?



OPPORTUNITY FOR VALUE

• Value = Quality/Cost



CORPORATIONS ACQUIRING PRIMARY CARE AT 
RECORD PACE…



VERTICAL INTEGRATION



HEALTH SYSTEM STRATEGIES

• Review physician compensation to identify at-risk providers

• Improve operational efficiency and financial performance, enable providers 

to boost compensation through increased productivity or risk sharing



STRATEGIC OBJECTIVES

• Accept value-based risk and improve relationship with payers moving into 

your space

• Allign incentives to allow hospiutal to share in some of the gains and reduce 

utilization

• Optimize low-cost sites of care- ASC, Urgent Care

• Payers will likely push lower-cost settings, ensure your hospital has loc-cost 

alternatives to keep volume in the system



PROVIDER OPPORTUNITIES

• Consider a professional services agreement partnership for clinical services 

• Update provider need assessments to identify specialties that the hospital 

may need to expand in the coming years- consider employment/increased 

alignment with these providers to further growth strategies

• Offer nonproduction incentives to improve quality and performance of KPI

• Hospitals can also increase group compensation for quality-of-care 

improvement and program development



COMPLEX INTEGRATION AGREEMENTS…
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