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Disclosure of Financial Relationships

Vizient, Inc., Jointly Accredited for Interprofessional Continuing Education, defines
companies to be ineligible as those whose primary business is producing,
marketing, selling, re-selling, or distributing healthcare products used by or on
patients.

An individual is considered to have a relevant financial relationship if the
educational content an individual can control is related to the business lines or
products of the ineligible company.

No one in a position to control the content of this educational activity has relevant
financial relationships with any eligible companies.
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Learning Objectives

e Describe the importance of collaboration between the payer strategy and
pharmacy executives in driving value within a health system.

e Develop actionable strategies and next steps to establish successful
partnerships.
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High-Cost Medication Impact
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Maximizing Value through Partnership
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Lessons Learned
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Lessons Learned

e Payer Network Access Strategy
— Engagement Initiatives: Micro vs Macro
— Review Use Cases
— Best Practice Pearls
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Key Takeaways

Develop patient centric models to render services across the care continuum

Enable transformative care delivery models

Pipeline surveillance will inform strategic planning

Partner with clinicians on case example to amplify patient stories
Drive opportunities that foster partnership

Optimize outcomes-based payments
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Questions?
YaleNewHavenHealth

Contact:

Deremius Williams, Deremius.Williams@ynhh.org
LeeAnn Miller, LeeAnn.Miller@ynhh.org
Marjorie Lazarre, Marjorie.Lazarre@ynhh.org

This educational session is enabled through the generous support of the

Vizient Member Networks program.
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