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Healthy Employees, Healthy Profits:

A Stronger Business Case for Employee Health Management Programs

It's a simple but potentially paradigm-shifting reality for senior business leaders: Healthy employees lead to
healthy business metrics. For decades, the health management industry has focused primarily on building a value story
only around medical cost savings. The reality is that for many business line management leaders, such as chief operating offi-
cers, VPs of sales or business unit general managers, medical cost savings may not be a priority. It's time to look beyond these
traditional metrics and start focusing on metrics that can capture the attention of business line management leaders who can
champion the case for employee well-being.

A Paradigm Shift

Next-generation health and wellness research will focus on business performance metrics.
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On Employee Health

3 Key Insights

The health manage-
ment industry and
their partners in
human resources

have spent decades

building a value story for health
management that focuses on a
medical cost savings model.

Medical cost savings
may not be a
priority for line
management leaders
within organizations.
As a result, human resource
leaders may have difficulty
gaining support for their
health management programs.

It's time to re-focus
our value story on
key business
performance metrics,

which are a priority

for line management leaders. In
doing so, health management
programs will gain additional

support and attention within
organizations.




How We Demonstrate Value Today

Medical Cost Savings Paradigm

In a key meta-analysis of the literature, researchers from
Harvard University found that medical costs fall by
about $2.73 for every dollar spent on health manage-
ment programs.

$2.73 : $1 ROI

Source: Workplace Wellness Programs Can
Generate Savings (Health Affairs, 2010).

How We Should Demonstrate Value Tomorrow

Business Performance Metrics Paradigm
Companies with the most effective health and pro-
ductivity programs experienced 11 percent higher
revenue per employee and 28 percent higher
shareholder returns.

- 28 percent

"""""" higher shareholder returns

Source: The Health and Productivity Advantage: Staying@Work, Towers/Watson & National
Business Group on Health, 2009/2010.

The Bottom Line

“Showing that health management programs have a direct impact on a business's performance metrics not only holds the
promise of creating more demand for these programs but also more acceptance of these programs by line management, a key
constituent within organizations that can make health and wellness a priority.”

—Erin Carnish, SVP, Optum
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Read the position paper
“Healthy Employees,
Healthy Profits: A
Stronger Business
Case for Employee
Health Management
Programs” for a fresh
perspective on how orga-
nizations

can make

health and

WEIIRESS

programs

a priority.

www.optumhealth.com/resourcecenter

'

~opTum

13625 Technology Drive, Eden Prairie, MN 55344 www.optum.com www.optumhealth.com/resourcecenter Contact Us:

resourcecenter@optum.com
(866) 386-3408

All Optum trademarks and logos are owned by Optum, Inc. All other brand or product names are trademarks or registered marks of their respective owners. Because we
are continuously improving our products and services, Optum reserves the right to change specifications without prior notice. Optum is an equal opportunity employer.

CSCRS0221S001CM © 2012 Optum, Inc. All Rights Reserved



http://www.optumhealth.com/innovation/health-wellbeing-resources/browse-resources/business-metric-opinion-paper-stronger-case-for-employee-health-management-programs/~/media/OptumHealth/Podcast/Pdfs/120605_Optum_Business_Metrics_Final.pdf
http://www.optumhealth.com/innovation/health-wellbeing-resources/browse-resources/business-metric-opinion-paper-stronger-case-for-employee-health-management-programs/~/media/OptumHealth/Podcast/Pdfs/120605_Optum_Business_Metrics_Final.pdf

