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Investment advisory services are offered through CliftonLarsonAllen Wealth Advisors, LLC, an SEC-registered investment advisor
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Disclaimers

The information contained herein is general in nature and is not intended, and should not be construed, 
as legal, accounting, or tax advice or opinion provided by CliftonLarsonAllen LLP to the user. The user 
also is cautioned that this material may not be applicable to, or suitable for, the user’s specific 
circumstances or needs, and may require consideration of non-tax and other tax factors if any action is 
to be contemplated. The user should contact his or her CliftonLarsonAllen LLP or other tax professional 
prior to taking any action based upon this information. CliftonLarsonAllen LLP assumes no obligation to 
inform the user of any changes in tax laws or other factors that could affect the information contained 
herein.
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Housekeeping

• If you are experiencing technical difficulties, please dial: 800-422-3623.

• Q&A session will be held at the end of the presentation.

– Your questions can be submitted via the Questions Function at any time 
during the presentation.

• The PowerPoint presentation, as well as the webinar recording, will be sent to 
you within the next 10 business days.

• Please complete our online survey.
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About CLA

• A professional services firm with three distinct business lines
– Wealth Advisory

– Outsourcing

– Audit, Tax, and Consulting

• More than 6,100 employees

• Offices coast to coast

• Serving 8,700+ health care organizations 
Investment advisory services are offered through CliftonLarsonAllen Wealth Advisors, LLC.
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About American Health Partners and American Health Plans 
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Speaker Introductions 
• Dave Schuh has more than 27 years of experience and currently serves as CLA’s managing principal 

of health care operations and finance. In addition, he leads CLA’s efforts in the development of CLA 
Intuition planning tools for clients in multiple industries. Dave focuses on serving providers across 
all sub-industries of health care by providing strategic, operational, and finance services.

• Stephen Taylor is a principal with CLA’s health care group. He has 11 years of experience in public 
accounting, serving as the primary advisor to a number of health care organizations, including 
hospitals and health systems, long-term care, and FQHCs. Stephen provides counsel to 
organizations in compliance, strategic, and operational matters.

• Hank Watson is the vice president of corporate development with American Health Plans where he 
focuses on developing and operationalizing ISNPs with nursing home owners across the country. 
He has been a healthcare executive for more than 10 years. Hank has served as vice president at 
EDG Partners, a healthcare-focused private equity firm, worked in healthcare policy with The Lewin 
Group, and was chief operating officer for a risk adjustment vendor for Medicare Advantage plans.
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Administrative & Capital 
Partner

Your Nursing Home Ownership
Group

Other Nursing Home 
Organizations

HMO Entity
I-SNP Organization

Hospital Fee for ServiceAffiliated Nursing Homes
Part A & Part B

(Capitation & Shared Savings)

Ancillary Providers/ PBM
DME

Care Management
(Capitation & Shared Savings)

Provider Contracts

Investment of Risk Based Capital and Working Capital ($4mm-$6mm)

State
Dept of Insurance

HMO License

CMS Contract
(H-Number)

Regulatory Financial OversightRegulatory Operational/Clinical Oversight

Corporate Structure of a Provider Owned I-SNP
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How do the funds flow?
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How do the funds flow?
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How is the Premium calculated, what can be impacted?

Demographics

Health Status

(ICD-10)

HCC’s

CMS Data 
Normalization

Risk 
Adjustment 

Factor

(RAF)
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Age
Gender
Dual Eligible Status
Disability Status
Frailty
Institutionalization

The Center for Medicare & Medicaid Services’ (CMS) Hierarchical Condition Category
(HCC) risk adjustment model assigns a risk score, also called the Risk Adjustment Factor
or RAF score, to each enrolled beneficiary.

Risk-adjusted = Base Rate * HCC Score

“Average” RAF Score is 1.0
Higher score = sicker than average patient likely to incur higher cost

Lower score = healthier than average patient likely to incur less cost 

Per Member Per Month (PMPM) = Members * Months in Plan per Year

(Minimum plan covered lives of approximately 400)
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The I-SNP is the Financial Conduit to Providing the Care
• SNF Costs – capitated payments to SNF for skilled nursing and part B therapy

– Provides nursing home with cash flow at the beginning of the month

• Care Management / Care Coordination – reimbursed on a PMPM or FFS basis

– Team composition RN, NP, PA, MD, Care Coordinators

– Carryout the Plan’s Care Model

◊ Early identification and intervention of changes in resident’s healthcare needs, can more quickly 
determine clinical needs and direct the healthcare resources to be deployed

• Care coordination and integration within provider setting may lead to reduced hospital admissions / ER utilization

• Key Takeaway… Reallocate Resources From Acute Care Setting to Nursing Home

– Invest in clinical care in nursing home

– Skill in place program

– Invest in care team

– Bonus and shared savings incentives for facility

– Waive 3 day stay

– Offset tremendous spend in the hospital

– Care team tied to building
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CLA Clarity I SNP Data Analytics
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OVERALL SYSTEM MEDIAN SPENDING
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CLA Clarity I SNP Data Analytics
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IP Hospital Usage by Site
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CLA Intuition® I SNP Financial Modeling Tool
Baseline “No Change” Performance
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CLA Intuition® I SNP Financial Modeling Tool
Baseline “No Change” Performance
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Key 

Assumptions: 

Performance 

Drivers
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CLA Intuition® I SNP Financial Modeling Tool
Baseline “No Change” Performance
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Net Margin 

Impacts

Skilled Nursing 

Facilities

($000s)
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CLA Intuition® I SNP Financial Modeling Tool
Baseline “No Change” Performance
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Plan Performance 

including My 

Impact on Plan
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CLA Intuition® I SNP Financial Modeling Tool
Baseline “No Change” Performance
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Plan Membership
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CLA Intuition® I SNP Financial Modeling Tool
Example “Success”
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CLA Intuition® I SNP Financial Modeling Tool
Example “Success”
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Understanding Your Value 
Drivers in a Risk 
Relationship
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CLA Intuition® Care Management Modeling Tool
Understanding the Provider Economics of Care Management
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CLA Intuition® I SNP Financial Modeling Tool
Example “Success”
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My membership
(623 lives by year 5) 
and performance
inside the I SNP 
produces value to 
the I SNP plan 
$15.7M of Premium 
and $0.7M of Plan 
Margin

Understanding Your Value to an 
Risk Based Payer (I SNP Plan)
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What is important?

• Enrollment – spread the risk

• Model of care/care management – reduction in IP utilization

• Optimization of RAF (HCC) – increase premium

• Real opportunity is in the MLR – “gain-share” 
– MLR < 85 percent provider gets this money through aspects such as 

quality bonuses – you have to spend at least 85 percent MLR

• Ancillary business structure/ownership (e.g. pharmacy)

• Funding of reserves (based on state requirements)
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Investment advisory services are offered through CliftonLarsonAllen Wealth Advisors, LLC, an SEC-registered investment advisor

Questions? 
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CLAconnect.comDave Schuh, CPA 
Principal, CLA 
612-376-4761
dave.schuh@CLAconnect.com

Stephen Taylor, CPA, MBA 
Principal, CLA 
314-925-4397
stephen.taylor@CLAconnect.com

Hank Watson
Vice President of Corporate Development, American Health Plans 
412-860-5983
hwatson@amhealthplans.com
www.amhealthplans.com
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