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SOCIETY OF ACTUARIES
Antitrust Compliance Guidelines

Active participation in the Society of Actuaries is an important aspect of membership.  While the positive contributions of professional societies and associations are 
well-recognized and encouraged, association activities are vulnerable to close antitrust scrutiny.  By their very nature, associations bring together industry competitors 
and other market participants.  

The United States antitrust laws aim to protect consumers by preserving the free economy and prohibiting anti-competitive business practices; they promote 
competition.  There are both state and federal antitrust laws, although state antitrust laws closely follow federal law.  The Sherman Act, is the primary U.S. antitrust law 
pertaining to association activities.   The Sherman Act prohibits every contract, combination or conspiracy that places an unreasonable restraint on trade.  There are, 
however, some activities that are illegal under all circumstances, such as price fixing, market allocation and collusive bidding.  

There is no safe harbor under the antitrust law for professional association activities.  Therefore, association meeting participants should refrain from discussing any 
activity that could potentially be construed as having an anti-competitive effect. Discussions relating to product or service pricing, market allocations, membership 
restrictions, product standardization or other conditions on trade could arguably be perceived as a restraint on trade and may expose the SOA and its members to 
antitrust enforcement procedures.

While participating in all SOA in person meetings, webinars, teleconferences or side discussions, you should avoid discussing competitively sensitive information with 
competitors and follow these guidelines:

• Do not discuss prices for services or products or anything else that might affect prices
• Do not discuss what you or other entities plan to do in a particular geographic or product markets or with particular customers.
• Do not speak on behalf of the SOA or any of its committees unless specifically authorized to do so.

• Do leave a meeting where any anticompetitive pricing or market allocation discussion occurs.
• Do alert SOA staff and/or legal counsel to any concerning discussions
• Do consult with legal counsel before raising any matter or making a statement that may involve competitively sensitive information.

Adherence to these guidelines involves not only avoidance of antitrust violations, but avoidance of behavior which might be so construed.  These guidelines only 
provide an overview of prohibited activities.  SOA legal counsel reviews meeting agenda and materials as deemed appropriate and any discussion that departs from the 
formal agenda should be scrutinized carefully.  Antitrust compliance is everyone’s responsibility; however, please seek legal counsel if you have any questions or 
concerns.
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Presentation Disclaimer

Presentations are intended for educational purposes only and do not replace 
independent professional judgment. Statements of fact and opinions expressed are 
those of the participants individually and, unless expressly stated to the contrary, 
are not the opinion or position of the Society of Actuaries, its cosponsors or its 
committees. The Society of Actuaries does not endorse or approve, and assumes no 
responsibility for, the content, accuracy or completeness of the information 
presented. Attendees should note that the sessions are audio-recorded and may be 
published in various media, including print, audio and video formats without further 
notice.
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Amy Christensen
MBA

WHO’S SPEAKING?

Partner at Vistria Group a private 
investment firm focused on middle-
market companies in the healthcare, 
education, and financial services 
industries. 

achristensen@vistria.com
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Dave Nelson
FSA, MAAA

WHO’S SPEAKING?

Senior Adviser at the health strategy 
and actuarial firm PascoAdvisers 

dave.nelson.111@gmail.com
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Keith Passwater
FSA, MAAA

WHO’S SPEAKING?

Managing Director at the health strategy 
and actuarial firm PascoAdvisers

Keith@PascoAdvisers.com
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Agenda

● VC/PE Introduction

● Healthcare Start-up ROI

● Examples
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What’s your level of expertise with Venture 
Capital/Private Equity backed healthcare companies?

Poll Question:

None/Low

2 41 3 5

High: could 
write a book 

on it

Moderate: 
been involved 
in some deals
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In how many Venture Capital/Private Equity backed 
healthcare companies have you invested company 
and/or personal money in the past three years?

Poll Question:

1. None

2. 1-2

3. 3-5

4. 6-20

5. 20+ 9



Venture Capital & Private Equity Introduction
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Characteristics by Stage of Investment

Angel/Seed 
Investing

Venture 
Capital

Growth 
Equity

Private 
Equity

Ownership Small minority 
w/large group of 
individual 
investors

Minority with 
some other 
institutional 
investors

Minority/Majority 
with few other 
institutional 
investors

Majority

Financial Profile Pre-revenue Generates 
revenue, burning 
cash

Generates 
revenue, break 
even cash flow

Generates 
revenue and 
EBITDA

Growth 
Expectation

Exceptionally 
high revenue 
growth

Exceptionally 
high revenue 
growth

High revenue 
growth, single 
digit EBITDA

Double EBITDA

Returns 
Expectation

Varies 
dramatically

0-10x 4-5x 2-3x

Time Horizon Varies 1-2 years 3-5 years 3-5 years

Investor 
Involvement

Low Low-Medium Medium-High High
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Implications of Those Characteristics
Ownership • Can have multiple chefs in the kitchen

Financial Profile • If you’re burning cash, every dollar of revenue (and every payer 
contract) is critical and time sensitive

Growth 
Expectation

• High pressure environment for management
• Depending on stage, may prioritize revenue over profit or vice versa

Returns 
Expectation

• For all stages, expect to exceed public market returns
• Exit valuations are measured as multiple of revenue/EBITDA
• Investors look at the blended risk/return profile of an entire portfolio 

of companies which affects individual company return expectations

Time Horizon • Returns are measured relative to the investment hold period
• When the company is looking to exit (and to whom) may be 

important

Investor 
Involvement

• May have more hands-on involvement from investors (e.g., private 
equity’s use of operating partners and board of directors)

• Investor may leverage relationships to try to help company win new 
business or increase revenue

• Investor may be able to leverage synergies across portfolio 
companies
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Investor Value Add
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2019 Activity – US Healthtech
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2019 Activity – US Healthtech
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2019 Activity – US Biotech and Pharma

17



2019 Activity – US Biotech and Pharma
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Healthcare Start-up ROI
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Healthcare Start-up: Value to Payer

Payer ROIRough = Incremental Value of Product/Service - Incremental Cost

Or

Incremental Value / Incremental Cost

Complications:
● Likelihood of success

● Timing

● Incomplete demonstrations of value

● Unknown costs

● Higher risk- sticky accountability 20



Payer Incremental Value
● Admin savings
● Cost of Care savings
● Revenue increases
● Strategic value

Payer Incremental Cost
● Cash
● Time
● Resources
● Adjacent Project Acceleration
● Surprises
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Healthcare Start-up Compensation Structures

● Types
○ Fee for Service
○ Pmpm
○ Per patient engagement
○ Case rate
○ Shared savings
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● Complexities
○ Immature business model
○ Payer system limitations
○ Med cost reimbursement segmentation
○ Shared savings madness
○ Equity decision-making



Healthcare Start-up Likelihood of Success

Considerations/Questions:

•Proven (or, at Least Credible) Concept

•Regulatory Hurdles

•Competitive Distinction & Advantage

•Operational Capability/ Mngmt Prior Success

•Key Relationships

•Funding Stream Adequacy

•Customers/Revenue

•Implementation Feasibility
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Healthcare Start-up: Payer Challenges 

● Risk/Reward

● Prioritization

● Executive Decision-making

● Impact to Target
○ Payer rivals
○ Adjacency rivals
○ Unfriendly acquisition

● Overwhelming Volume of Opportunities
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How many investor-backed healthcare companies have 
you evaluated for ROI in the last three years?

Poll Question:

1. None

2. 1-2

3. 3-5

4. 6-20

5. 20+
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For those of you who have evaluated some investor-
backed healthcare companies for ROI, what percentage 
had high enough ROI to proceed with a deal to 
implement?

Poll Question:

1. < 10%

2. 10 to 25%

3. 26 to 50%

4. 51 to 75%

5. 76 to 100% 26



How to Prioritize Opportunities
● Evaluation Process
● Materiality
● Market Demand
● Link to Other Offerings
● Executive Advocacy
● Other

27



Healthcare Start-up Examples
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Source: Business Insider
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Sempre Health

Source: Business Insider
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Sempre Health

Source: Business Insider
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Sempre Health

Source: Business Insider
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Sempre Health

Source: Business Insider
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Sempre Health

Source: Business Insider
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Sempre Health

Source: Business Insider
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Sempre Health

Source: Business Insider
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Sempre Health Leadership
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What’s the likelihood this program will deliver on its 
promises?

Poll Question:

1. < 10%

2. 10 to 25%

3. 26 to 50%

4. 51 to 75%

5. 76 to 100%
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Panelists’ Questions/Considerations:
•Proven (or, at Least Credible) Concept

•Regulatory Hurdles

•Competitive Distinction & Advantage

•Operational Capability/ Mngmt Prior Success

•Key Relationships

•Funding Stream Adequacy

•Customers/Revenue

•Implementation Feasibility
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Cardinal Analytx
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Source: Business Insider
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Cardinal Analytx

Source: Business Insider
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Cardinal Analytx

Source: Business Insider
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Cardinal Analytx

Source: Business Insider
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Cardinal Analytx

Source: Business Insider
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Cardinal Analytx

Source: Business Insider
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Cardinal Analytx

Source: Business Insider
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Cardinal Analytx

Source: Business Insider
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Bind

Source: Business Insider
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Cardinal Analytx

Source: Business Insider
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Cardinal Analytx

Source: Business Insider
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Cardinal Analytx

Source: Business Insider
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Cardinal Analytx

Source: Business Insider
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What’s the likelihood this program will deliver on its 
promises?

Poll Question:

1. < 10%

2. 10 to 25%

3. 26 to 50%

4. 51 to 75%

5. 76 to 100%
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Panelists’ Questions/Considerations:
•Proven (or, at Least Credible) Concept

•Regulatory Hurdles

•Competitive Distinction & Advantage

•Operational Capability/ Mngmt Prior Success

•Key Relationships

•Funding Stream Adequacy

•Customers/Revenue

•Implementation Feasibility
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Everything Starts Small

Charter Med

Extendicare
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Thank you for joining!
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Troy Medicare
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Source: Business Insider
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Troy Medicare

Source: Business Insider
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Troy Medicare

Source: Business Insider
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Troy Medicare

Source: Business Insider
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Bind

Source: Business Insider
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Troy Medicare

Source: Business Insider
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Troy Medicare

Source: Business Insider
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Troy Medicare

Source: Business Insider
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Troy Medicare

Source: Business Insider
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Troy Medicare

Source: Business Insider
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Troy Medicare

Source: Business Insider
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Troy Medicare

Source: Business Insider
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Troy Medicare

Source: Business Insider

71



Troy Medicare

Source: Business Insider
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Troy Medicare

Source: Business Insider
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Troy Medicare

Source: Business Insider

74



What’s the likelihood this program will deliver on its 
promises?

Poll Question:

1. < 10%

2. 10 to 25%

3. 26 to 50%

4. 51 to 75%

5. 76 to 100%
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Bind

76
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Source: Business Insider
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Bind

Source: Business Insider
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Bind

Source: Business Insider

94



Bind

Source: Business Insider
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Bind

Source: Business Insider
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Bind Leadership

Jodi Hubler is President & Board Director of Bind On-Demand Health Insurance. Jodi 
previously served on the boards of Lemhi portfolio companies: DNA Direct, Liazon, 
Carol, DestinationRx, OneHealth Solutions, Shareable Ink, RetraceHealth, PokitDok, 
PlanSource and Recondo Technology. Over her career, she has held executive 
positions in a variety of public and private companies, including re-engineering efforts 
for Cargill; driving systems to support lean manufacturing and process change for a 
$2B division of Alcoa; and start-up experience with venture-backed Definity Health, 
where she served as chief people officer. Definity Health was ultimately acquired by 
United Health Group for more than $300M. 
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What’s the likelihood this program will deliver on its 
promises?

Poll Question:

1. < 10%

2. 10 to 25%

3. 26 to 50%

4. 51 to 75%

5. 76 to 100%
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