Risk is Opportunity.
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Actuaries
Ag e n d a Risk is Opportunity:

= Health Section Activities
= Member Value Project

= Untapped Opportunities for Actuaries
In Health
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Presenter
Presentation Notes
Stress that this has been a VERY Busy and eventful year for the Health section


SOCIETY OF ACTUARIES




L Actuaries
Research Activities

Completed research projects:

= Cost of Medical Errors

= Report on Complexity Science for Actuaries

= Current state of ERM practices for health organizations

= Measurement of Healthcare Quality & Efficiency:
Resources for Healthcare Professionals

= Comparison of Incurred But Not Reported (IBNR)
Methods
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Presentation Notes
Point out that we have a new Research Committee, and the research pipeline is very exciting

Call for articles –
Close to 20 entries(fill in exact number after 6/18)
Special award to less experienced actuary





L Actuaries
Research Activities

Call for articles on Provider Payment Reform

New Requests-for-Proposal.

= Non traditional risk adjustment variables
= End-of-life issues

= Medical technology

= More to come!
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We want your proposals!!


=

Actuaries

Risk is Opportunity.

Continuing Professional Development

Webcasts

Untapped Opportunities in Health Care for Actuaries
Health reform audiocast series with the CCA and AAA
CMS Trend Projections

Vision Benefits

Dental Benefits

Quality & Efficiency Research

Group LTD Benefit Offset Research
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Presenter
Presentation Notes
Since this time last year…


=

Actuaries
Continuing Professional Development
Boot Camps
* Pricing — Medicare, Disability/LTC
= Valuation

= Professionalism

Meetings
= Sponsored 18 sessions at the 2009 Annual Meeting

= Sponsored 57 sessions at the 2010 Health Meeting
 Including four Virtual sessions
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Presenter
Presentation Notes
Boot camps in 2010 will be in New Orleans, the 2nd week in November.  
Pricing for Medicare, Pricing for Small Group. 
 Valuation will continue to be split into two groups based on experience level.  
We will do professionalism again (last year we did Survivor Island, which we will repeat tomorrow at session #85) but this year we will choose a new reality show!  
But coolest of all will be the new “Medical School for Actuaries”, a half day session to give actuaries a deeper dive into the clinical aspects of several chronic conditions that we are typically very concerned with in our daily work (e.g. diabetes, cardiac conditions, etc.)



Actuaries

Risk is Opportunity.

Health Section Member Survey

Completed summer 2009

Over 400 responses (about 10% response rate)
Asked about areas of interest for:

= Research

= CPD

= Health Watch (Newsletter)

= And, of course, volunteer interest!
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=
Actuaries

Risk is Opportunity.

Health Section Member Survey

Top 10 Topic areas of interest
10) Evidence-based medicine

9) Consumer driven health care

8) Pricing methodologies

7) Disease management/wellness
6) Risk adjustment/risk assessment
5) Predictive Modeling

4) New health care product

3) Health Policy/economics

2) Trend analysis

1) Health Reform!
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This is somewhat unscientific, as it summarizes interest areas for both education AND research.  The priorities of the two lists were very similar, although exact orders were slightly different (# 1 -3 were the same on both lists)
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=
% SOA Members Belonging to at
Least 1 Section

SoA membership by location W "0" section
O >=1 section
80% -
70% -
60% -
50% -
40% -
30% -
52%
20% -
10% - H
(0]
US-73% Canada -17% Others - 10%
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Presentation Notes
Also if you belong to one section you belong to 2 or 3.


Benefits of Membership

1. Enhances personal brand/image.
e Concern with specific area(s) of the profession.
e Current with industry issues.
e Visibility.
2. Provides direct communications based on
areas of interest.
e Blast e-mails.

* Newsletter notifications or copies.
e Surveys.
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Probably no one member would make these points but this is a result of looking at what section leaders turned in and member surveys in 2010.  And most  non-leaders members would experience most of them. But here are 5 basic reasons why people belong to sections.

Enhances personal brand/image. I’m an ABC Actuary and I want to know the latest in ABC stuff. I also am  identified on the Directory. This applies to 100% of SOA section members.
Provides communications, top down but also bottom up. Though, not everyone opens e-mails, reads newsletters or bothers to take the survey. So let’s say MAJORITY of the members experience these benefits. 8 sections have conducted surveys in the past two quarters – almost all have included specific questions regarding content for Professional Development expected from the section. 


Benefits of Membership

3. Improves opportunities for networking.

 Invited to events.
« Growing social networking sites.
« Member of a group.

4. Avenue for greater SOA participation.

* Notified of opportunities to — write, present, serve on
POG/team, run for office, vote.

« Members only contests.
5. Makes everything possible (some altruism)
« Contributing to their area(s) of interest.
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3. Ties a bit to #1 but a member is specifically invited to network. 


What benefits can a nonmember get?

= Section newsletters online
= Section web page material
= Professional development
= Research results

LOE4
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Next Steps

= Review Section Value Proposition

= Survey SOA members who have not
Joined sections
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Presentation Notes
Look at what members and non-members get and make sure the balance is right between the two.
Talk to members who have not joined a section to:
	Understand their decision
	Their area of practice
	Benefits that might change their decision
	Interests


=

BENDING THE COST CURVE: SOCIETY OF ACTUARIES
DO YOU AGREE?

For Immediate Release

Actuaries Believe More Transparency in the U.S. Healthcare System
Would Help Bend the Cost Curve Downward
Society of Actuaries’ Survey Identifies Effective Ways to Reduce Cost Trends and Create
a Sustainable Healthcare System

SCHAUMBURG, lll., June 29, 2010 — With national healthcare spending expected to rise
by hundreds of billions of dollars over the next 10 years, there needs to be a greater
emphasis on finding ways to reduce healthcare cost trends. According to the findings
from two recent surveys by the Society of Actuaries (SOA), actuaries and consumers
both believe that more transparency within the U.S. healthcare system is the key to
bending the cost curve downward: Actuaries believe there needs to be more
transparency between doctors and patients, while consumers feel they could make
more informed decisions if they had more information on medical procedures and
options for care.
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Presenter
Presentation Notes
This morning the SOA issued a press release providing the results of a survey that many of you contributed to, on ideas to bend the cost curve.  This topic could not be more timely – it’s all over the health care publications these past couple of weeks.


Well, following is what actuaries have to say about bending the cost curve.  We fielded a survey of the health section a few weeks ago, and received over 600 responses.  (very good response rate – you people care about this!)



=

BENDING THE COST CURVE:
DO YOU AGREE?

SOCIETY OF ACTUARIES

“... this projection [of deficit reduction from the PPACA] is built on
a shaky foundation of omitted costs, premiums shifted from other
entitlements, and politically dubious spending cuts and revenue
Increases.”

--- Douglas Holtz-Eakin and Michael Ramlet, Health Affairs, June 2010

“Even from a purely ‘green eyeshade’ viewpoint, the bill will
significantly reduce costs.”

--- Peter Orszag and Ezekiel Emanuel, New England Journal of Medicine,
June 23, 2010

“...true long term savings will come from modernizing the
delivery of medical services to provide care more efficiently and at
lower cost.”

--- David Cutler, Health Affairs, June 2010

UNTAPPED OPPORTUNITIES FOR ACTUARIES IN HEALTH:
Market Research Results

Acluaries

Risk is Opportunity.
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Presentation Notes

So… do you agree with these recent thoughts? 

Very recent writings. -- QUOTES

Well, following is what actuaries have to say about bending the cost curve.  We fielded a survey of the health section a few weeks ago, and received over 600 responses.  (very good response rate – you people care about this!)

As a side note, according to Slate online magazine, Peter Orszag has become famous for making health care cost control sexy. 




BENDING THE COST CURVE:

SURVEY RESULTS

SOCIETY OF ACTUARIES

Effectiveness of initiatives for Commercial population

Combat fraud, abuse

Reduce medical errors
Transparency in price

Alternative providers
Comparative effectiveness protocols
New payment models

Reform malpractice

Transparency in quality data
Bundle payments

Educate on efficacy

EMRs

Invest in public, population health

PHRs

50.0% 75.0% 100.0%

W Very effective

O Somewhat effective

UNTAPPED OPPORTUNITIES FOR ACTUARIES IN HEALTH:
Market Research Results

Acluaries

Risk is Opportunity.”


Presenter
Presentation Notes
Question:  From your actuarial perspective, please rate these recommendations in terms of how effectively they will reduce the trend of either price or utilization (or both) for the COMMERCIAL population


BENDING THE COST CURVE:

SURVEY RESULTS

SOCIETY OF ACTUARIES

Effectiveness of initiatives for Medicare population

Combat fraud, abuse

Reduce medical errors
Comparative effectiveness protocols
New payment models

Bundle payments

Reform malpractice

Alternative providers

Medicare plan design
Transparency in quality data
EMRs

Educate on efficacy

Transparency in price

Invest in public, population health

PHRs

0.0%

25.0%

50.0%

75.0%

W Very effective

O Somewhat effective

UNTAPPED OPPORTUNITIES FOR ACTUARIES IN HEALTH:
Market Research Results

Acluaries

Risk is Opportunity.”


Presenter
Presentation Notes
Question:  From your actuarial perspective, please rate these recommendations in terms of how effectively they will reduce the trend of either price or utilization (or both) for the MEDICARE population


BENDING THE COST CURVE:
SURVEY RESULTS

SOCIETY OF ACTUARIES

Employer-sponsored coverage

0.0% 25.0% 50.0% 75.0%

100.0%

Flexibility in design, incentives

Efficient vehicle

Promotes innovation

Tax treatment inequitable and inefficient

Removes consumerism

Middleman is inefficient

Highest st. dev

Employers should not be in this business

W Strongly agree

O Somewhat agree

UNTAPPED OPPORTUNITIES FOR ACTUARIES IN HEALTH:
Market Research Results

Acluaries
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Presenter
Presentation Notes
Please rate your agreement with the following arguments for or against the effectiveness of Employer sponsored coverage to bend the cost curve downward.


BENDING THE COST CURVE:

SURVEY RESULTS

SOCIETY OF ACTUARIES

Actuaries can help individuals make better choices

Research on Outcomes and payment models

Plan designs that incent good choices

Develop Alternative payment models

Quality and outcome metrics

Health risk metrics

Tiered networks

ROI metrics for wellness, disease management

Consumer education on long term risks

Community wellness

0.0%

25.0%

50.0%

75.0%

100.0%

W Very effective

[0 Somewhat effective

UNTAPPED OPPORTUNITIES FOR ACTUARIES IN HEALTH:
Market Research Results

Acluaries
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Presenter
Presentation Notes
Thinking of the roles in which actuaries may help individuals make better choices as patients and consumers, how effective are each of the following.

We are planning to report more of this to you in the September Health Watch.


SOCIETY OF ACTUARIES

PROJECT SCOPE

B Multiple phases of research utilizing both qualitative and
guantitative methodologies
* Initial phases of research assisted in the study design for
subsequent phases

PHASE TYPE OF RESEARCH RESPONDENT TYPES SAMPLE SIZE
Phase 1 Qualitative Actuarial Thought Leaders n= 14
Phase 1b Qualitative Healthcare Recruiters n=3
Phase 2 Qualitative Hiring Managers n=30
Phase 3 Quantitative Practicing Actuaries n=224

Healthcare Recruiters

Hiring Managers
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Presenter
Presentation Notes
Define Qualitative and Quantitative:
Qualitative:  indepth interviews, asking the respondent to expand upon answers, for deeper responses.  Information gathering
Quantitative:  surveys or short interview questions, typically with yes/no or multiple choice answers.  Typically used to draw statistically meaningful conclusions about the group as a whole.

Many Actuarial thought leaders had a nontraditional roles.  
One is very active in the world of health policy, working with 


WORK GROUP

The work group meets bi-weekly
Jim Toole Judy Strachan

CHAIR

- Meg Weber

Alice Rosenblatt

COT CHAIR Mayur Shah
BOb Cosway HEALTH ECONOMIST

. . . Kate Fitch
Jennifer Gillespie
CLINICIAN

Francois Joseph Poirier Sara Teppema

UNTAPPED OPPORTUNITIES FOR ACTUARIES IN HEALTH:
Market Research Results
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Acluaries

Risk is Opportunity.


Presenter
Presentation Notes
Stand up!


SOCIETY OF ACTUARIES

MARKET RESEARCH RESULTS

B Opportunities exist for actuaries in many industry segments

B Analytics and data experts needed.:
Wellness/disease management companies
Clinical outcomes and studies

Health plans (analytics departments) and pharmacy benefit
managers

Health care management consulting

UNTAPPED OPPORTUNITIES FOR ACTUARIES IN HEALTH:
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Presentation Notes
Mike McLaughlin covered this yesterday.  Just want to set the stage



SOCIETY OF ACTUARIES

MARKET RESEARCH RESULTS

B The need for business skills was consistently mentioned.:
« Strategic/big picture thinking
o Communication (written, oral)
o Adaptability to change

B Technical barriers to these opportunities
» Clinical knowledge
o Study design
» Policy/regulatory knowledge (not always missing)

UNTAPPED OPPORTUNITIES FOR ACTUARIES IN HEALTH:

Market Research Results \( Luaries
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Presentation Notes
Highlights from me, the actuary


SOCIETY OF ACTUARIES

GFK'S CONCLUSIONS

B Actuaries must step “out of the box” for nontraditional roles

 Enhance competitiveness through communication skills and
strategic thinking

B Actuarial credentials are not recognized outside of traditional
roles

 The actuarial brand needs to be strengthened in other areas of the
healthcare industry

* Focus should be on showcasing transferable skills, and not on
credentials

UNTAPPED OPPORTUNITIES FOR ACTUARIES IN HEALTH:

Market Research Results \( Luaries
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And then some more uncomfortable highlights from the non-actuaries.

Reminder that GfK is the Market research firm we hired.  They have a broad view of the health care market, and did not themselves have much familiarity with actuaries (this was intentional).

Bullet 1) Interviews with senior health actuaries in nontrad roles showed that these folks did not sit around and wait for opportunities – they saw something cool and went for it.  They were able to see that it was a good move.

Bullet 2) Yes, our credentials are imporant, and really cool, and say that we are smart people with integrity.  But, people who don’t know us won’t really care much about all those letters until we demonstrate our depth and knowledge.

One interesting finding from the research: When a health care exec was presented with a professional who was both an actuary, AND an expert in health care, the executives were very interested in that person.  We need to brand “The Health Actuary” since it is not a known entity.


SOCIETY OF ACTUARIES

GFK'S CONCLUSIONS

B Strategic thinking and decision making skills are desirable and
in short supply

« True for all health analytics and forecasting roles

B Graduate degrees are highly valued, but experience trumps an
MBA

* Look for opportunities to place new graduates in entry-level
healthcare positions as part of “healthcare” credentialing

UNTAPPED OPPORTUNITIES FOR ACTUARIES IN HEALTH:

Market Research Results '\( Luaries

Risk is Opportunity.


Presenter
Presentation Notes
Strategic thinking – how in the world do we help our members learn to do that?  I think it’s like anything else – practice.  Good news is that we aren’t the only professionals lacking these skills, so we can gain a competitive edge if we master and demostrate it.

Back to the credential issue, if our credential isn’t as important as experience and knowledge, then our mid-career folks must have a competitive edge over MBAs.


KEY FINDINGS

SOCIETY OF ACTUARIES

SEGMENT OPPORTUNITIES BARRIERS
Biotech * Financial risk analysis (i.e., profit/loss, new product ® Smaller companies with
Manufacturer development risk analysis, etc.) limited budgets

* New employees will have to
hit the ground running/ little
to no training

Healthcare * More flexible projects— many skills needed * Many require previous
Consulting , ) , , ) , consulting experience
¢ |ikes “logical thinkers” with strong business skills
, ) , ) ® Need to bring in a book of
® Analysis functions from other companies (especially business in most cases
pharma and biotech) are being outsourced to
consulting companies * Prefer to hire health
professionals
Wellness ® Growth industry ® Requires clinical knowledge
Company : o . . . .
® Looking for individuals with strong analytical skills * Headed by medical
professionals
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I’m not going to spend too much time – you can read this in the report.  Instead, I’m going to give examples of some of the roles we know actuaries are currently in.
ALSO:  if you have a nontrad role or know someone who does, please email me!

EXAMPLES:
Health care consulting – Several firms that hire actuaries do non-traditional types of work.  Some of these firms have practices (e.g. Deloitte, Judy, Mike M referenced this yesterday) that do major health care consulting project, where actuaries are brought in.   Someone wanting to get into this could get to know some of the leaders in the management consulting biz, and demonstrate their value through work.  If you are interested in this kind of work, always look beyond your piece of the project and think strategically about the project as a whole.  Are there other ways you can add value?  Demonstrate your value as much as you can, going above and beyond.

Especially consulting, sales skills, or at least involvement in the sales process, will always be important.  If you are not involved in the sales process, ask to be involved, even if it is just assisting with proposal writing.  Don’t allow other leaders to assume you are “just the actuary” and aren’t interested in the broader business imperatives.  

Wellness and Disease management companies – several actuaries work at these kinds of firms, or consultants that deal almost exclusively with these firms.  They work with models and measurement.  It is a growth area, and the same comment about sales will apply here.



SOCIETY OF ACTUARIES

KEY FINDINGS

SEGMENT OPPORTUNITIES BARRIERS

Health Plans * Have knowledge of and high respect for actuaries * MBA+ desired

® |ess healthcare experience required ® Use consultants to monitor
government policies

Health ® Qutcomes research * Need more knowledge of
Economics clinical trial design
Organizations

UNTAPPED OPPORTUNITIES FOR ACTUARIES IN HEALTH: \Cl l I a I"‘ i(\Q’
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Examples:
Hospital system –There are a few, but not enough, actuaries who work for, or consult with, provider organizations.  Providers will need to take on more risk as health reform is implemented.
Three words:  Accountable Care Organizations – David Cutler talked about them.  They are the current buzzword representing provider payment reform.

Health Plans – Health policy and Analytics (or health economics) departments are evolving and becoming critically important to many Plans.  Actuaries must get involved here if you aren’t already – and some are working in these departments.  Don’t be complacent – ask to get involved at your company.

Health Economics Organizations – We have very few actuaries in this space but could easily have more, especially if we gain more of a stronghold on the clinical side and can demonstrate our policy knowledge.


SOCIETY OF ACTUARIES

KEY FINDINGS

SEGMENT OPPORTUNITIES BARRIERS

Health IT * Less healthcare experience required * May not be willing to pay high
o . salary
® Familiarity with actuaries
. : ® SQL database language
Growth industry needed
Pharmacy ® Familiarity with actuaries ® Must be SQL trained
Benefit
Managers ® Growth industry o CIini_caI (i.e., nursing,
. . medical, pharmacy, etc.)
Training usually offered background preferred
UNTAPPED OPPORTUNITIES FOR ACTUARIES IN HEALTH: \(:‘lll E{ r‘ i(_‘l%‘
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Of these 3, I only know of examples at PBMs.  In fact, one of the largest PBMs has an actuary as the Executive Vice President of Strategic Development – he spoke yesterday.


ACTUARIAL VALUE PROPOSITION

B Neutral and objective voice

B Modeling and data

« Not just the technical, but the sophistication, rigor, discipline and
transparency



Presenter
Presentation Notes
Overall, we feel that health actuaries have a value proposition : our core strengths that we can bring to the Broader health care industry.




OUR CHALLENGE TO YOU SOCIETY OF ACTURJIS

10.Pay attention
* to the news, health care journals
* to Health Reform opportunities and shifts

9. Exploit the niches
* Unique projects that can be lifted and shifted
o Take risks

8. Embrace sales and marketing

/. Talk to your alma mater

Actuaries
Risk is Opportunity.

UNTAPPED OPPORTUNITIES FOR At
Market Research Results
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OK Now the fun part.  Turning this over to all of you.  The SOA will do what we can to get relevant research and education out there for you, and of course we want your ideas and volunteer time to make that happen.  

BUT – a lot of this cannot happen without you bringing it to your workplaces and putting it into place.  So here’s our challenge list, in top 10 list form….

10 Pay attention – so hard to do when you are buried in health reform work

Niches – predictive modeling, risk adjustment, prescription drug analysis

Sales and marketing – many consultants understand this.  Don’t wait for someone to invite you to a sales presentation – and as we said earlier, don’t let leadership at your company put you in a box.  Note that this isn’t just about insurance projects or consulting work – it includes selling your ideas to leaders at your organization.

7  We need people to delegate to , if we are going to try new things.  As far as I am aware, of all the actuaries working in academic settings, I can think of only about 3 that are experts in health care, so we need to tell university programs about health actuaries, not just actuaries.  Which leads to needing universities to help us with health research.  Actuaries need to partner with health economists, medical schools or other health professionals to get more involved.  Talk to the universities!





OUR CHALLENGE TO YOU SOCIETY OF ACTURJIS

6. Ask the next question
 Demonstrate your strategic viewpoint

5. New channels — when looking for a new role

 New types of organizations
e Non-actuarial recruiters and searches

4. Network network network
 With other professionals at your company
e QOutside your company

UNTAPPED OPPORTUNITIES FOR ACTUARI \( ’I l IE l ]‘ i( ‘S
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Networking – this is so important.  You need to talk to people to learn about new opportunities, and to demonstrate your expertise.  This needs to start LONG before you are looking for a job.  Oh and guess what?  Volunteering with the SOA is a great way to network!  I actually heard a very well respected actuary say that she or he tends to hire people she or he knows from exam committees


OUR CHALLENGE TO YOU SOCIETY OF ACTURJIS

3. Demonstrate the value of your credential
e Your skills are important
 Check your arrogance

2. Share your ideas
« Research and education
e Actuarial profession and especially outside

1. Communicate effectively

e Less concern with the “what”, more concern with
the “how”

Actuaries
Risk is Opportunity.

UNTAPPED OPPORTUNITIES FOR At
Market Research Results



SOCIETY OF ACTUARIES

QUESTIONS?
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