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Why do people value PMI?

Quick and convenient
access

Cover beyond NHS

The private experience




What does good look like?

Affordability |

Obsessing about costs to

The assurance of The guarantee of proven Esen tran L ot rdatis
Certainty, Speed and Ease quality drugs, treatments, aﬁdpevidencin value
for every customer specialists and hospitals J

for money




How do we make this happen?

Value-based Healthcare

Quality Outcomes + Patient

Value = ost —  DirecEEBE  fRdirect

@ 3 v

Quality Guiding Networks Pathways
* Preference higher CQC & HIS » Subset of providers, » Customer journey designed
ratings selected and managed from clinical best practice
« Consultant cost analysis based on cost and * Providers commissioned to
. |ncreasing focus on EDiSDdES quallt‘y measures deliver end to end treatment

journey



Case study: Hip and Knee networks

* A network is a subset of available providers, chosen based on value (quality and cost), for
customers with certain conditions or treatments.

* We launched Hip & Knee networks in December 2020

Simplicity

Affordability

_ o nhanced provi ‘
+ Single authorisation " *» (Concentration of volume
diligence

to fewer providers

* Direct referral +  Willingness to share

+ Complications covered insight with registries and

us * Consultant-inclusive
billing

Packaged pricing

* Automated billing
processes « Provider takes end to end

_ accountability
* 93% national coverage

* Provider demonstrates
innovation
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