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Company Introductions

Sanitas: Leader in patient-centered care
and health ecosystems

POPULATION HEALTH | PHSO

ADVANCED/ SPECIALTY CARE
ACUTE CARE PROGRAMS

MENTAL CARE AT
HEALTH HOME

o® HOLISTIC

@ PRIMARY CARE
Embedded Behavioral Health

24/7 VIRTUAL CARE

COMMUNITY-BASED SERVICES

NEEDS & COSTS

Lucerna: Powering and connecting health
ecosystems for better outcomes and better business

ﬁ

Consumer Consumer
Acquisition Navigation
B

Patient

. Lea P Platform Engagement

\/

\@ O

Provider Provider
Operatio‘Engagement

Provider
Performance

%Sanitas i lucerna




Today’s Discussion

INSIGHT AND
ENABLEMENT

FUNDAMENTALS
OF OPERATING
A PROVIDER
BUSINESS

PROVIDER PRACTICE
PROCESSES

Data as an Asset Patient Flow Management

Actionable Insight Experience Improvement

Patient Engagement Resource Management

Operational & Digital Enablement Performance Management

%Sanitas i lucerna




HOUSTON =%

Appointments slots not used.
83,‘»1,8 $1.5B/yr missed appts cost

61.
()

[/\{' Patients want more

rQrQ@ continuous engagement.

48 %

!3,! Physicians report burnout.
) 30% time on admin tasks.

.$250K
—)

X 8 Average loss per PCP per
= year by Health System

72..
()

/\/' Patients rely on online
r—@ reviews to pick providers

20

:@ Payer contracts per practice.
O  35-82for Hospitals, highlining
significant complexity.
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Operational success lies in mastering
the fundamentals

| believe in the basics.
They may seem trivial,
even laughable, but they
are fundamental to
success in basketball,
business, and life. 99

John Wooden

What do you know on a timely basis?
How many active patients do you have ?
Who are your priority patients?
Are your patients matched with the right providers?
Are your patients satisfied across your teams and processes?
What’s your provider capacity and productivity?

Are you optimizing payer contract performance?
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What is the biggest challenge for
provider business operators?

1. Leveraging data and technology as an asset?
2. Supporting clinical processes?
3. Managing and retaining scarce resources effectively?

4. Meeting patient and provider expectations?



Insight & Enablement

INSIGHT AND
ENABLEMENT

FUNDAMENTALS
OF OPERATING
A PROVIDER
BUSINESS

PROVIDER PRACTICE
PROCESSES

* Data as an Asset
* Actionable Insight
e Patient Engagement

* Operational & Digital Enablement
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3 Steps to Leverage Data as an Asset
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Claim

Consumer Profile
Consumer Touchpoints
Engagement

Facility

Insurance

Models & Segmentation
Online Tool Adoption
Population Health
Provider Profile
Provider Performance
Provider Capacity
Roster

Survey

Integrate, Transform, & Unify Data

0Qo ECOSystem
% Integration
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Create Insight for Activation

/o, Provider
T 360
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Connect Key Operational Processes
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7 Experience
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Creating Timely Actionable Insight

Consumer Registry * Bridge the gap between data
and operations for impact
All Registries
 Don’tfly blind
All Registries All Registries | My Registries
N * Connectyourinsight to drive
Q Search <Status Active X ) Add filter + bUSineSS and Clinical processes
R LI LEELE * Insight alone doesn’t
Patient with Next PCP Visit — Not Matching Assigned Care Team Published Care Continuity Im pa Ct resu l.tS
‘ N - _ o * No code practical tools for

Roster Member with 2+ ER Visits — No PCP Visit This Year Published Priority Cohort Engagement .
business analysts

Payer Roster Women 25-65 — No Cervical Cancer Screening Claim Published Care Gap ° De Moc I’atize data across

. . _ the practice
Diabetic Roster Member — No Alc Test in Past 6 Months Published Care Gap
* Consumer Registry example:

High-Risk Member with Recent IP — No PCP Visit in Next 14 Days Published Priority Cohort Engagement .
patient cohorts for care

Patient with Scheduled Visit - No Patient Portal App Registration Published Engagement man age me nt an d pe rsona ll Zed
outreach '1'.. Sanitas ' i lucerna



Actionable Insight
Patient & Provider Matching

3X Better continuity of care from smart attribution vs. payer assignment

PATIENT HISTORY PROVIDER PROFILE
Visit history, care program enrollment Demographics, specialty, geo, care team
—
PATIENT NEEDS / \ PROVIDER SCHEDULE
Health conditions, risk profile, SDOH PATIENT Provider services and availability

AND PROVIDER
DATA

EQUALLY
IMPORTANT

% PROVIDER VBC CONTRACT

Payer value-based care arrangement

Panel management

Provider characteristics, facility proximity

PATIENT PREFERENCES \ / PROVIDER PANEL CAPACITY

PAYER DATA \\

Plan, eligibility, cost share, claims

\/

PATIENT EXPERIENCE PROVIDER PERFORMANCE

NPS & PX actual/predictive data Experience, quality, cost
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% Sanitas Medical Center

Hi Adrian,

It looks like you haven't had an annual wellness visit yet this year, As
your primary care provider, I'd like to encourage you 10 schedule an
annual physical with me or another member of your care team

You can learn more about me and the members of your Care Team by
visiting My Profile Page.

An annual wellness exam is a great way to stay on top of your heaith
During your visit, your overall health and weliness will be assessed, you'
have an opportunity to talk about heaith concems you may have—plus
discuss your health goals—to help you be the healthiest you!

Schedule Annual Physical

Scheduling an appointment is easy—just go to My Calendar and select
“Annual Physical". Then, choose a date and time that's convenlent for
you. Next, fill out the additional information requested, including the
reason for your visit—Annual Wellness Visit.

1 look forward 10 seeing you soon!
Juan Miguel Andino, APRN
North Miami - Primary Facility

16875 NW 2nd Ave
North Miami Beach, FL 33169

P.S. If you need help scheduling an appointment, call 1-866-315-9508 o
speak with a representative.

skl was brought 10 Y0u By ook 300ress. dly. stale

W& Juan Miguel Andino, APRN | Sanitas Medical Center

Wwwmysanitas.com/s

< Book appointment X

Juan Andino, APRN
Nurse Practitioner
Noeth Miaeni - Primary Faciity

6875 NW 2nd Ave. Suite 102 . 105, North Mismi
Beach, FL 33%9

Book an appointment

Next available - Fri, Feb 28 / 12220 PM

Fri, Feb 28 4 avallable
1220 PM 100 PM A0 PM
220PM

Mon, Mer 3 2 available

Tue, Mer 4 2 available

Wed, Mar 5 7 available

Thu, Mer 6 9 availoble

Fri. Mor 7 6 available

) Mon, Mer 10 6 available

Tue, Mer 11 7 available

Ward Mar 12

Leverage data and insight for
targeted and personalized
outreach

Engage priority patients

Match patients with the right
provider for outcomes

Integrate with operations for
efficiency and access to care
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Operational/Digital Enablement

Juan Miguel Andino, APRN  Active 9

379ced

Provider ID: cfd

Summary Provider Detail Practice Detail Expertise Employment Status Properties Patient Registry Analytics ° Leve rage data to power
websites and patient apps

Specialties

Name (Taxonomy Code)* Effective Date o ¢ Pe rS O n a l-i Ze p ati e nt
Nurse Practitioner, Family (363LF0000X) | | 09/29/2021 C O m m u n i C ati O n fro m t h e i r
Select date Yes [ Yes v ] p rOVi d e r

Slogin  $Paybd GE

ﬁSanitas Locations Doctors Services Membership | Y. 18446654827

 Supportfront desk service

* Drive on-line and efficient
e e call center appointment

Medicine in 1999. | then practice me: e in Venezuela before moving to Florida in
2005. Spanish is my native language, but | also speak English fluently and can
understand French and Portuguese. | decided to go into medicine because ever since | M
was a chid it has always been my dream to be a heaithcare provider. It was a passion O O I n
that | was born with and is an honor to be able to serve my comm A good day at
work means | have been able to solve all the health problems and ns of my
patients. When | hear the phrase thank you it alw puts a smile on my face, | want you

" " to know that at Sanitas your health is our number one commitment. Our focus of
Juan MW Andino, APRN attention is to help prevent and reverse diseases to help you live a healthier life. When |
take off my coat, | enjoy spending free time with my family and friends. | also love to

travel to learn about new cuitures.

Languages

Nurse Practitioner, Family

Location(s)
Spanish, English, French, Portuguese

North Miarmi Beach, FL

* 16875 NW 2nd Ave. Suite 102 - 105

* North Miami Beach, FL 33169

2 Co Care Team
@
Map  Satellite /’i o
Vi
,vigs
i

Dr. Andrea Dager, DO » Shanti Angelie Fernandez, APRN »
Family Medicine Nurse Practitioner, Family

%Sanitas v lucerna



Today’s Discussion

INSIGHT AND
ENABLEMENT

FUNDAMENTALS
OF OPERATING
A PROVIDER
BUSINESS

PROVIDER PRACTICE
PROCESSES

* Patient Flow Management
* Experience Improvement
* Resource Management

* Performance Management
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Complex Operational Environment

Facilities & Business/ Patient

Providers Services Lines Population

2  States Primary & Urgent Care All Payer Segments

9 Regions Virtual Medical Center 600K  Patients

78 Facilities Specialty Care, Metal Health, 90%  VBC Program
Palliative Care
327 Providers 1.2M Appointments
PHSO
" 4
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Insight

Effective technology Activation
is foundational.

Connecting to the

people and

processes behind it RESULTS

creates value.
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PATIENT/
PROVIDER
MATCHING

APPOINTMENT

EFFECTIVENESS

- Wait times

- Availability

- No Show,
Cancelations,
Reschedule

@ RESOURCE

PRODUCTIVITY

g PATIENT
ENGAGEMENT

OPERATIONAL
READINESS

g PROCESS
IMPROVEMENT

g RESOURCE
PLANNING

Patient Journey Management

Activation

cﬂ:}} * Accessto care

é(%y e Care continuity
* Operational Excellence

Ic 225 Consumer 360 Q (_daneDoe x )
Jane Doe Chraonic

Q MRMN: 12345341

m Consumer I'\f(: Care Team Consumer Details

Assigned Primary Care Provider: Adrian Artiles
Assigned By: Denise Fernandez - 02/07/25

| Practice Type Speciality Facility Panel Last PCP Visit
il
Medical Director Internal Medicine Miramar Adult 07112024
Mext PCP Visit Last PCP Visit Provider Mext PCP Visit Provider Awvailability Slots by Week
03/07/2025 Liz Laguardia Adrian Artiles (27 | = s |

Assigned Primary Care Team

NAME PRACTICE TYPE AVAILABLE SLOTS BY WEEK

[~ _

§ voree morcon, aprn primary Care R B 3 58
B L Laguaraia, aprn Virtual Gare [Tas I co BN o5 |
L

9 Rocio Suao, APRN Primary Care

Secondary Care Team

B B =

& Assignment History
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PATIENT &
PROVIDER
SURVEYS

PXACTIONABLE

ANALYTICS:
- Clinical
- Operational
- By Process, Care
Team, location

SERVICE
RECOVERY
REGISTRY

Experience Improvement

Activation

g PROCESS
IMPROVEMENT

TECNOLOGY
ADOPTION

REPUTATION
MANAGEMENT

PATIENT/
PROVIDER
OUTREACH

L

(= O

oy oo =0

(ag * Market Reputation * Care Engagement
* Patient Retention * Recruitment/Retention

M

%5 Consumer 360  Q (sanepoe x ) Pinned Profiles
Jane Doe  Chronic o
MRN: 12345341

nsumer Infa Care Team Consumer Details

Primary Care Appointments

PCP Appointment This Year PCP Appointment Last 12 Months
No

Mext Appointment Analytics

Date Provider Appt With Assigned PCP Appt With Care Team Patential Mo Show Potential Detractor

03/07/2025 Liz Laguardia Mo 5

Catergory Facility

Primar y Care Miramar

Last Appointment Analytics

Date Provider Appt With Assigned PCP Appt With Care Team Catergory Facility

07112024 Adrian Artiles Yas Mo Primary Care Miramar

Identifiers

Lucio Master Member ID Master Patient ID

SNTS20290617 716866087970 421910 411910

402

Assignment Audit W
Consumer Data Histary w

'1'-Sanitas i lucerna



Activation

PROVIDER
PANEL
OPTIMIZATION

@ CAPACITY

ANALYTICS

@ PRODUCTIVITY
ANALYTICS

g FOOTPRINT
EXPANSION

g PROVIDER
HIRING PLAN

PANEL LOAD
BALANCING

g PROCESS
IMPROVEMENT

* Productivity
* Cost efficiency

W .
Summar ¥ Provider Detail Practice Det
Employment Det. ser Profile

"
=2
Langus
]
Spanis
Additional License Info: MD
Facill Care Teams
1. Met v Facility
820 101, Or
Attribution Panal

Base Capacity Ratio (0

l 130% \

Assigned Base

2,336

1,800

Total Capacity Ratio ()

Assigned

2,336

P atient Registry Analytics
Specialties & Certif d & ]
Specialties
* General Practice
Certifications

Weekly Availability

Available Appointment Slot (0

100

B0 75% (14)

51% (14)

%Sanitas i lucerna



Performance Management

Insight Activation Measuring Impact

PAVER PAVER 0}3 Growth B Quality of care
CONTRACT g CONTRACT O PrOfltab|l|ty * Value-based care
PERFORMANCE MANAGEMENT
Performance Breakdown for - = - Primary Care
COACHING/ Category KPI Goal Name Target mmm
g DEVELOPMENT Clinical Performance E-Learning Courses E-Learning Courses Completed 100%  100.0% m 10% 10.0
& COMPENSATION Operations Closing Notes Notes Closed % 95% 99.4% m 5% 5.0
PROVIDER/ Productivity Avg Daily Chk / Daily Target 90% 71.1% 79.0 5% 3.9
CARE TEAM Patient Experience Dr. Evaluation Question Dr. Evaluation 90% 91.9% m 5% 5.0
PERFORMANCE CLINICAL NPS NPS 75% 92.7% m 5% 5.0
PROC ESS Pop Health / Quality Chronic Patients Chronic Patients Seen 82% 92.9% m 10% 10.0
HCC Audit HCC Audit 80% 94.6% 10% 10.0
IMPROVEMENT
HEDIS Breast Cancer Screening 85% 88.4% m 4% 4.0
Cervical Cancer Screening g% 788% (RN <% 3.8
Colorectal Cancer Screening 75% 62.9% 839 4% 34
@ ADMINISTRATIVE OPERATIONAL Comprehensive Diabetes Care: ... 65% 72.1% m 4% 4.0
PERFORMANCE PROCESS Controlling High Blood Pressure 83% 91.7% m 4% 4.0
IMPROVEMENT Total 70%  68.1
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Making Progress
There is only one way to eat an elephant: a bite at a time

ALIGN YOUR TEAM:

Set goals and build a clear plan.

TURN CHAOS INTO CLARITY:

Organize and leverage your data.

SEE THE FULL PICTURE:

Develop data-driven performance insights.

CONNECT YOUR TEAMS AND PROCESSES:

Leverage insight for results.

IMPROVE DAILY:

Measure, refine, and optimize continuously.

'v'. Sanitas i lucerna
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Stop by our VBCExhibitHall.com Virtual Booth
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Consumer
Navigation

Consumer
Acquisition

> \‘1! 1]
" [
ENGAGEMENT roset | N resppuom §| Ecovzen
AS A SERVICE STARTTOUR

START TOUR |

Patient .
Shagene \ RESULTS THAT

MATTE%

Provider
Engagement

J

— < John Wagner 4
i \ VP of VBC Growth i
john.wagner@lucernahealth.com » T 4
| (904) 536-4044 /

If@

) 1 Growth

¢ 1 Revenue

P — ! 1 VBC performance
l' ;| Operational efficiency d
—

)

CLICK TO VISIT




Thank You

Connect with us today to move healthcare forward!

W& Sanitas O lucerna
Alberto Ospina John Wagner, MHA
VP, Corporate Development VP, VBC Growth
703-282-0569 904-536-4044

aospina01@mysanitas.com John.Wagner@lucernahealth.com
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