Case Study

Extracon was
ﬂexible and got
things done well and
quickly. What more
could we ask for?
METHODIST LEBONHEUR HEALTHCARE

The Client
Jane Van Deren is the Wellness Program Manager at Methodist Le Bonheur
Healthcare. Methodist is a nationally recognized health system based in Memphis,
Tennessee and serving the Mid-South region. The organization has 12,500
associates. The organization includes hospitals, physician groups and diagnostic
clinics, as well as medical specialties. Methodist is a mission based not-for-proﬁt
system that emphasizes taking care of the entire community, not just those who
can pay. Methodist is a self-insured employer that uses CIGNA to administer claims.

The Problem
Methodist had been providing wellness activities and initiatives for more
than 20 years. But when it looked around the system it discovered that
its associates were among the least healthy members of the community.
Jane says, “This is universally true in health care. These folks work 12-hour
shifts, are not getting enough sleep, are not eating right and other crazy
stuﬀ. Exercise is limited to walking the halls of hospitals. There is little to no
aerobic exercise.”
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The Problem Continued
Methodist’s senior leadership realized it was time to step up and do wellness
with more of a plan. Senior leaders said they wanted the organization to
be on cutting edge of health and be the role models for their community.
When they looked at the past they realized that their people were sending
the message: “I work for Methodist and I am the least healthy person”. That
didn’t make sense and did not ﬁt the image that Methodist wanted. So, they
needed to have a better message and journey for their associates. Jane’s role
was to make sure this happened.
Jane said, “We decided-let’s make this fun and think in a more strategic way.
These caregivers tell you that they don’t have time. We wanted to create an
environment to be supportive of associates’ health. We wanted to make it
easier for these people to understand their risks, engage in challenges, be
rewarded for healthy behaviors, make it easier to get healthy foods, easier
to be physically active, easier to get healthy foods from vending and oﬀer
opportunities to reduce stress. We wanted working at Methodist to mean
making people healthy….. We were looking at the whole person.”
To run a strategic and coordinated program, Jane knew they needed a robust
wellness portal. They wanted to move from a carrier-provided HRA to a
portal that could provide much more than just a health assessment.

Evaluating Alternatives
Initially, they tried to implement a portal oﬀered by their electronic medical
records vendor. Jane says “Initially, it made a lot of sense to work with them.
We were well down the path. But then issues came up. My plan was to have
a portal in place by January 1. It [was] now October and an issue surfaced
which put a severe wrinkle in our plans. It was a little late to be changing
horses. “
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extracon.com/demo

Case Study

Evaluating Alternatives Continued
Jane turned to WELCOA, a national association of wellness leaders, for help
in ﬁnding the right portal. Extracon has been a WELCOA Premier Provider
for more than 5 years, and that’s where Jane found Extracon. She says,
“Extracon sounded innovative and they seemed to be doing pretty cool
stuﬀ.”
She called Extracon and said “I have an awful request. I need a new system
in place by January 1. Is this doable?” The next day the Extracon team was
there in her oﬃce. The evaluation stage went quickly because Methodist
had already looked at other online portals. Jane knew exactly what she
wanted which was a simple, clean and ﬂexible health portal. Within 30 days
a contract was signed.
Jane says, “Flexibility was critical. Extracon was ﬂexible and got things
done well and quickly. What more could we ask for?” Jane says “They were
extremely knowledgeable and easy to work with.” The implementation was
completed before the January deadline.

From Implementation to Partnership
Jane says, “Extracon’s approach was consultative. They asked: What do
you want and when do you want it? How do you want to promote and
communicate this? They oﬀered templates for communications and had a
whole communications plan. They made sure that the eligibility ﬁle worked.
If there were issues, Extracon took care of them.”

Learn more:
extracon.com/demo
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From Implementation to Partnership Continued
Jane adds, “Extracon became a true partner… They helped us answer the
critical questions like, ‘How will we get maximum participation?’, and ‘How
do we word things for clarity?’ They had the experience and expertise on
participation, which was invaluable.”
Jane adds, “They made [the portal] look like a Methodist site and not an
Extracon site. It was conﬁgured to our precise needs. They even used our
wellness mascot ‘Gus’! Extracon made the associates feel comfortable.”
She added that the private-label branding was key to employees’ trust in the
portal.
There was no IT involvement required. Extracon handled the whole thing.
The rollout to participants went smoothly. Jane says “A great kickoﬀ was
critical. We knew that if we lost people we would never get them back. We
wanted them to understand where their risk areas were and how they could
navigate to information to help them deal with them.”

Results
They immediately noticed a big improvement in Health Assessment
participation.
In the previous year, Methodist had only 17 people complete the HRA in the
online health assessment from Cigna. That wasn’t enough participation
to really measure population health – or to tailor outreach to most of the
employees who needed it. The low participation was in spite of a relatively
generous $150 incentive. In spite of prior poor participation, Jane set an
aggressive target of 75% participation.

Learn more:
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Results Continued
Methodist worked with Extracon to rework the incentive and communication
structure – and achieved a 95% participation rate in the health assessment,
while spending less on incentives than they did the year before. Through the
health assessment, nearly everyone in the organization learned about their
health and were connected to information and resources tailored to their
needs. This was a stunning improvement and blew through Jane’s goal of
75%.
As a healthcare organization, Methodist has the personnel and expertise to
conduct their own biometric screenings – just as they conduct screenings
for local employers across the Mid-South.

Methodist loads their screenings

into Extracon, so the data is shown to associates alongside their Health
Assessment, Incentives and other program information. In their ﬁrst two
years of using Extracon, Methodist has increased screening participation
from about 10% to more than 90% of associates, using the same Extraconrecommended communication and incentive strategies that propelled their
participation in Health Assessments.

A Platform to Expand
The program extends beyond health assessments and screenings, including
many onsite services and activities. Methodist has added ﬁtness classes in
every facility, oﬀered 100% healthy vending machines, and moved to deeper
discounts on healthy choices in the cafeteria. Health Coaching is also
available to participants that request it. Extracon oﬀers them the capability
to track participation in classes and events, and use the data for incentives
and reporting. Extracon also gives their health coaches a way to document
coaching sessions, goals agreed on and completed, and send secure
communications with participants.

Learn more:
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A Platform to Expand Continued
Jane’s favorite part of the Extracon solution are the included Challenge
programs. She says “Certain people will go to ﬁtness classes or mindfulness
classes and other things… but [Challenges] are how we are engaging the
majority of the people that we wanted to engage. More people and varied
types of people will use challenges that won’t engage in other things. We
have done sleep challenges and physical activity challenges so far and this is
attracting a diﬀerent audience than the normal programs get.”
Jane appreciates the way Extracon’s Challenge programs cover topics beyond
physical activity and weight loss – with the ﬂexibility to let her integrate
online programs with onsite services.
After the Health Assessment identiﬁed sleep as a key health area to
improve, Jane realized that “the sleep Challenge ﬁt was a perfect ﬁt.” It
combined education on good habits for sleep along with tracking and social
capabilities. Methodist promoted the Challenge along with other resources
such as the hospital’s Sleep Center. Jane was thrilled that even people
who did not engage in the tracking gave great feedback on the tips and
communications in the program.
Methodist is also making plans to combine an Extracon challenge on Stress
& Resilience with onsite EAP and related programs. It’s a coordinated
approach to address one of the top focus areas identiﬁed in the health
assessment.
Asked if she had any concerns about Extracon Jane responded: “Yes, my
initial concern was if they could handle company of our size. We had been
working with bigger vendors and she wondered if she would regret this. Of
course, Extracon had already handled companies bigger than us and they
came through for us - big time - in a short time frame.” Jane adds” We could
have spent lots of money. But we wanted the most functionality at the best
price. Value is was another key driver. We wanted what we wanted and not
more features that we would never use.”
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Case Study Takeaways
Asked about what recommendations she would make to her peers she said, “Get
strong senior leadership buy-in and involvement. Have a plan as to where you are
going. Use best practice research and don’t re-invent the wheel. Know your culture
and how your wellness program ﬁts into that culture. If you have bad culture, deal
with that ﬁrst. If you have a good culture then you can add programs to support it.”
She continued, “Start with the HRA then add screenings, challenges and incentives
along with classes and healthy eating options. Track your participation. And focus
on issues that have high prevalence and will provide the desired outcomes.”
Finally she advises organizations to consider using surcharges instead of incentives
for driving HRA and screening participation.

Jane says “You have to know

your population and know what motivates them. Oﬀering the same amount [of
diﬀerential] using a surcharge will drive much better participation. People may not
sign up for the incentive but they will sign up for saving money.”
Overall, Jane is exceptionally satisﬁed with Extracon and can’t wait for the next
chapter in the relationship and the next chapter in Methodist wellness.

To learn more or request your Discovery Call
Visit www.extracon.com
Or give us a call: 901-405-1914

