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• The Physician’s Perspective of P4P
• The Role of Media in P4P
• Q&A







P4P: What it Should Be

• Accountability that measures the performance 
• Rewards those following clinical guidelines and 

achieving positive clinical outcomes. 
• Designed to achieve excellent outcomes in a cost-

effective manner.
• Best practices model that identifies the ingredients for 

best quality care and sets the bar for other physicians to 
reach.



Keys to P4P Program Success



Media Facilitates Dialogue for Standards & Performance

• Plans to develop and adopt 
development measures is 
critical element with which to 
base payments for services.

• Media provides credible 
platform for evidence-based 
communications.

• Streamlined and coordinated 
to ease regulatory burden.



Evidence-based Metrics in P4P

• Metrics can improve standards
• Make physicians accountable 

for meeting, exceeding 
standards.

• Geneva Study (Annals of 
Internal Medicine)
– 61% wash hands when they 

know someone watching
• 44% if they think no one is 

watching.



Quality Indicator “Report Card” 

Good News (Top 1/3rd) 

• Cataract 78.7%

• Low Back Pain 68.5%

Moderate Performance (50%+) 

• Hypertension 64.7%

• COPD 58.0%



Where We Struggle

• Barely one-half of patients receive 
the benefit of consistent, evidence-
based treatment practices (2003 Study 
New England Journal of Medicine) 

• Patients 65 years and older 
receive recommended care only 
about 1/3 of the time (Rand Corp / Annals of 
Internal Medicine) 

• Example: Nearly half of all 
diabetes patients do not receive an 
annual A1C test



A Common Mission Among Key Stakeholders

P4P: 

Improved Patient Outcomes



John Marlow, MD

The Physician’s Perspective



The Physician’s Perspective of P4P

• Incentives
• Physicians role
• Fairness
• Administration
• Managed Care & Media’s Role
• “The Art of Medicine”



The Physician’s Perspective of P4P

• Incentives that matter
– Involve physicians in early planning phase
– Communicating quality improvement demands is key
– Incentives need to be at least $5000 per physician, or
– As high as 10% of a physician’s income
– Additional staffing & support infrastructure can motivate 

physicians to hit quality targets

(Source: Robert Wood Johnson P4P Study)



The Physician’s Perspective of P4P

• Physicians as partners
– MD’s want to be involved
– Guidelines are a springboard to excellence

• Use real quality measures
– Timeliness & accuracy of making correct diagnoses
– Timeliness & appropriateness of lab & imaging tests

• To confirm diagnoses, not to make them
– Timeliness & appropriateness of referrals
– Appropriateness of meds
– Identifying medication side effects
– Preventative care counseling
– Physician-patient communication



The Physician’s Perspective of P4P

• Fairness takes into account
– Severity – Use of “nature of presenting problem” sets the bar

• CPT recommends its (Appendix C)
• E&M Coding helps you use it (Item 4)

– Patient role & responsibility
• Measure things that patients can control
• Contract for compliance



The Physician’s Perspective of P4P

• Administration = Less hassle + Useful Information
– To implement
– Means reduced cost
– Optimize the use of technology (Real-time Report Cards)

• Intelligent EMR’s - with a push of a button tell me:
• How are all my patients doing
• How is this patient doing with respect to all of my patients
• How is this patient doing with respect to “best case”



The Physician’s Perspective of P4P

• Managed Care’s Role
– Coordinate your formulary with my EMR
– Issue patient guidelines

• Preventive Care
• Self Care
• Referral Criteria

• Media’s Role
– Go beyond adversarial reporting

• Get us the info we need
• Resolve the conflict

– Facilitate the dialogue between key parties
• Specialty Societies & Academia & The Field 



The Physician’s Perspective of P4P

• “The Art of Medicine” realized
– Price of entry (The “MD Degree”) is

• Knowledge
• Technical skill

– The “Art” is in finding the “edge”
• Focus
• Consistency
• Aggressiveness
• Inventiveness

– “The subtleties of medical decision making can be identified and
learned” (Don Berwick)



Andy Weissberg

Media Platform Solutions



How the Media Helps Influence P4P Success

• Non-biased in its’ outlook
• Understands beyond physician and the managed care perspectives 

(formulary and pharmacology)
• Serve as an objective and moderating influence in guiding different 

interests towards the promise of improved patient care.
• Promote adoption of EMR technologies
• Communicate best practices that are evidence-based
• Provide platforms for two-way dialogue and consensus-building
• Education programs for patients whose compliance partially dictates 

P4P metrics
• Serves wellness program interests of large employers



Value of Clinical Information Sources



How the Media Helps Influence Care Decisions







How Physicians Using the Internet
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Frequency of Net Usage for Professional Purposes

Insights into Physician Internet Usage 2005
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Pay for Performance:
Media and the Consumer 

Increase market competition, informed choice, and 
patient compliance by enabling consumers to identify 

effective/efficient providers in understandable, real 
time, comprehensive formats through accessible web 

portals and other communication mediums.



Consumers and Patients Online

• Eight in ten internet users have looked for health information online, 
with increased interest in diet, fitness, drugs, health insurance, 
experimental treatments, and particular doctors and hospitals.
– Pew Report May 2005





DTC Advertising (DTCA) & Patient Compliance

• 76% consumers felt DTC 
advertisements allowed them 
to become more involved in 
their own health care.

– Prevention Magazine 1999

• 26% MDs / 25% consumers 
agree that DTCA improves 
patient compliance with 
physician-directed treatment.

– 2000 Scott-Levin survey





Recommendations for P4P Interaction 
and Program Communications

Leveraging All Available Media Platforms



Media: “Partners in Performance”

• Empower physicians with tools and 
resources for patient 
compliance/persistency
– Printable patient education 

handouts
– Online HRAs, health management 

& decision-support tools

• Issue evidence-based P4P 
success stories and case studies
– Program credibility
– Reinforcement





Special DTP and Patient Education Supplements



PWC Healthcast 2020 Survey



P4P Program “Tie-ins” with Online Health Education



Engage Search Engines and Online Channels



How the Media Helps Influence P4P Success

• Non-biased in its’ outlook
• Understands beyond physician and the managed care perspectives 

(formulary and pharmacology)
• Serve as an objective and moderating influence in guiding different 

interests towards the promise of improved patient care.
• Promote adoption of EMR technologies
• Communicate best practices that are evidence-based
• Provide platforms for two-way dialogue and consensus-building
• Education programs for patients whose compliance partially dictates 

P4P metrics
• Serves wellness program interests of large employers



Closing Remarks

Jeffrey Bush


