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In March of 2020, AMGA named St. Elizabeth Physicians as the recipient of its 2020 Acclaim Award. The Acclaim
Award, supported by AMGA Foundation, the association’s nonprofit arm, is designed to recognize and celebrate
the successes that medical groups and other organized systems of care have achieved in improving the value—
the quality and cost of care—of the healthcare services they provide to their communities. It honors organizations
that are meeting the IOM Aims for Improvement and are taking the necessary steps to become a High-Performing
Health System™ as defined by the AMGA.
As part of the Acclaim Award application process, St. Elizabeth Physicians was asked to highlight narratives
describing the design and deployment of major components—projects, phases, or tactical plans—that were part
of its plan to transform the way it delivered health care in order to more fully achieve the AMGA High-Performing
Health System™ attributes, improving both the quality and cost of care. Here, we share one of its narratives.

Early Stage Resiliency
In 2016, St. Elizabeth Physicians embarked on a journey to achieve acceptance from providers and administrators
to embrace the transition to a value-based reimbursement model. Nearly 100% of the organization’s revenue was
linked to the traditional fee-for-service reimbursement model, and previous efforts to take risk in value-based
contracts had proven disadvantageous. In its first downside-risk contract, St. Elizabeth Physicians lost nearly $5
million, effectively ending organizational interest in taking on more risk.
Despite this experience, and in response to Comprehensive Primary Care Plus (CPC+) program requirements,
the Kentucky-based medical group decided to make a small investment in value-based care and hired a single
nurse to lead efforts to rein in utilization. This evolved into a deliberate and broad investment in population health,
including dedicating an entire division of the group to Clinical Transformation. One department borne from
this investment was the Value-Based Performance Department staffed with clinical and non-clinical associates
responsible for the successful management of value-based contracts covering nearly 170,000 patients in 2019.
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Crucial Team Components
The Value-Based Performance Department—comprised
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