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In the race to curb rising health benefit expense, community health systems hold two

competitive advantages that no national vendor can replicate: they are the trusted

brand and local health authority.

The Challenge

The employer health management market has become crowded. National wellness vendors, pharmacy benefit

managers, digital health platforms, and private equity-backed primary care networks are all competing for

relationships with local employers — and they are investing heavily in sales infrastructure, technology, and

marketing to win those relationships.

For community health systems, this competitive pressure can feel disorienting. How can a regional health

system with limited sales resources compete against companies with national scale, slick technology demos,

and aggressive pricing? The instinct is often to defer, to assume that employer engagement is outside the

health system's core competency, or to wait until the competitive landscape clarifies.

This instinct is costly. Every month a health system waits is a month a competitor spends building

relationships with local employers — relationships that, once established, are difficult and expensive to



displace. The good news is that community health systems are not as disadvantaged as they may think. In

fact, they hold a structural competitive advantage that national vendors cannot replicate.

B Y  T H E  N U M B E R S

71%
OF EMPLOYERS PRIORITIZE LOCAL

HEALTHCARE PARTNERS FOR EMPLOYEE
HEALTH INITIATIVES

B Y  T H E  N U M B E R S

3x
HIGHER EMPLOYEE ENGAGEMENT WHEN

PROGRAMS ARE DELIVERED BY A
TRUSTED LOCAL PROVIDER

The Opportunity

Local employers — manufacturers, municipalities, school districts, professional services firms — do not want

to navigate the complexity of national healthcare on their own. They want a partner they know, one whose

leaders sit on the same civic boards, whose physicians care for their employees' families, and whose

reputation in the community is a known quantity.

Community health systems have earned this trust through decades of presence. A regional hospital is not an

abstraction to a local employer — it is where their employees went during COVID-19, where their HR director

had her knee replaced, where the CFO's son was born. This relational equity is not visible on a balance sheet,

but it is enormously valuable in a competitive sales environment.

The Trust Advantage in Practice

When employers evaluate health partners, they weigh clinical quality, technology capability, and cost

— but they also weigh accountability. A national vendor's account manager may change every 18

months. The VP of your local health system's employer initiative will still be there in five years. That

continuity and accountability is a competitive differentiator that money cannot easily buy.



Where the Advantage Is Strongest

The Solution

The trust advantage is real, but it is not self-executing. A community health system that passively relies on its

reputation will still lose employer relationships to competitors who show up with a structured program,

compelling data, and a clear value proposition. The opportunity lies in pairing the trust advantage with the

infrastructure to deliver.

Applied Health Analytics provides community health systems with the strategy, technology, and execution

support to translate their local trust into market-winning employer programs. The bIQ™ Population Health

Management platform gives health system teams the analytical tools, member engagement capabilities, and

outcomes reporting that sophisticated employers expect — while keeping the local health system's brand

front and center.

Turning Trust Into a Sales Strategy

The most effective go-to-market approach for community health systems leverages existing relationships as

entry points. Health system executives who serve on employer boards, physicians who are known in the

community, and HR professionals who already refer employees to the system are all natural starting points

for a structured employer outreach program.

Mid-market employers (200–2,000 employees) who lack the scale to attract national vendor attention but

have significant healthcare cost challenges

–

Manufacturers and industrial employers with high-risk workforces who need on-site screening and health

coaching capabilities

–

Self-funded employers who are directly accountable for claims costs and actively seeking partners who can

demonstrate ROI

–

Municipal and public sector employers with stable, long-term benefit structures and strong preference for

local accountability

–

Employers whose executives already have personal relationships with health system leadership, sit on the

same boards, are members of the local Chamber, Rotary, or SHRM Chapter

–



Trust Asset Commercial Strategy Application

Clinical reputation Lead employer conversations with quality outcomes data and case
studies from locally recognized programs

Community presence Host employer health summits, on-site screening events, and educational
seminars at health system facilities

Physician relationships Position employed PCPs as the care coordination hub for employer

health programs

Executive connectivity Leverage board and civic relationships to open C-suite conversations

with target employers

Local accountability Guarantee responsiveness, dedicated account management, and direct

escalation to health system leadership

C L I E N T  P E R S P E C T I V E

"Our employer strategy has helped develop relationships and laid the foundation for our Centers of

Excellence and risk-based contracting strategy. We've earned a trusted seat at the table with employers.

They trust our input and seek our advice."

— Chief Strategy Officer, Southeastern, Multi-State Health System

Proven Results

Applied Health Analytics has helped health systems across the United States convert their local trust into

measurable commercial market growth. From Parkview Health in Fort Wayne to UnityPoint Health across

the Midwest, community health systems have built employer initiatives that generate referral volume,

enhance payer mix, and deliver quantifiable health outcomes to the employers they serve.

The common thread in every successful program is the combination of local brand credibility and

professional execution infrastructure. The health system brings the trust. Applied Health Analytics brings the



strategy, the technology, and the go-to-market playbook. Together, they create a competitive proposition that

national vendors cannot match.

I M P A C T  A T  S C A L E

3,700+
EMPLOYERS SERVED BY APPLIED

HEALTH ANALYTICS HEALTH SYSTEM
PARTNERS NATIONWIDE

I M P A C T  A T  S C A L E

$9.8M
ANNUAL RECURRING REVENUE

GENERATED FOR ONE HEALTH SYSTEM
PARTNER FROM EMPLOYER REFERRALS

A Partnership with Applied Health Analytics

The path from trust asset to revenue-generating employer initiative requires structure, investment, and

expertise. Applied Health Analytics provides all three through a proven partnership model that has been

refined across more than 15 years and hundreds of employer relationships.

Strategy Development

We audit your existing

commercial market

relationships and community

presence, then deliver a

customized strategy that maps

your trust assets to the employer

segments where your

competitive advantage is

strongest.

Technology & Execution

The bIQ™ platform provides the

employer-facing technology

infrastructure — risk

stratification, member

engagement, incentive

management, and outcomes

reporting — that gives your

health system the credibility to

win and retain employer

relationships.

Go-to-Market Support

Our team works alongside your

sales and leadership personnel

to develop employer

presentations, train account

managers, and support in-

person meetings with target

employers and their benefit

consultants.



Conclusion

National vendors have scale, marketing budgets, and technology. What they do not have is years of presence

in your community, relationships with your local employers' leadership teams, and the credibility that comes

from being the place where their employees receive care.

Community health systems that recognize and activate this advantage will build employer relationships that

are durable, profitable, and difficult for competitors to displace. Those that wait will cede their most

defensible competitive position to organizations that are already at the door.

Applied Health Analytics exists to help community health systems win this competition — not by outspending

national vendors, but by outexecuting them where the local advantage matters most.

Ready to Advance Your Commercial Market Strategy?

Applied Health Analytics provides the strategy, technology, and execution to achieve optimal

outcomes for health systems and the employers they serve. Visit appliedhealth.net or call

(615) 665-8825 to schedule a strategy session.

A B O U T  A P P L I E D  H E A L T H  A N A L Y T I C S

Founded in 2009 as a Joint Venture partner with Vanderbilt University Medical Center in Nashville,

Tennessee, Applied Health Analytics is recognized by health system executives across the United

States as the trusted leader in the execution of employer-centric, population health management

strategies. Through the combination of strategy leadership, best-in-class technology, and go-to-

market sales support, Applied Health Analytics links the workforce health interests of over 3,700

employers nationwide with the commercial market share and payer mix objectives of health system

leadership.

appliedhealth.net  ·  (615) 665-8825  ·  Knowledge-driven change.

https://appliedhealth.net/

