
 Public-private partnership working to promote safe, affordable 
health care in California

 Co-chaired by the state’s largest health care purchasers: 
• Department of Health Care Services (DHCS)
• Covered California
• California Public Employees' Retirement System (CalPERS) 
• With participation by Pacific Business Group on Health (PBGH)

 Collectively, Smart Care California co-chairs purchase or manage 
care for more than 16 million Californians—or 40 percent of the 
state

 IHA convenes and coordinates the partnership 
 CHCF provides funding and thought leadership
 Multi-stakeholder in the best California tradition

About Smart Care California



Smart Care California 
Participants



Smart Care California:
Three Focus Areas

C-section 
for Low Risk 

First Time 
Births

(Lead: Covered 
California)

Opioid
(Lead: DHCS)

Low Back 
Pain 
(Lead: 

CalPERS)

Multi-Stakeholder Collaboration

Initial Focus: 
Overuse

Initial Guidelines:
Choosing Wisely

Found it was not enough 
to define what not to do

Need multi-stakeholder 
alignment and focus on 
best practices



Variation starts
with purchasers



Multi-Lever Model for Change 
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Covered California Drive for Delivery System Reform:  
Key Buckets of Requirements

1. Narrow Disparities in Care
2. Integration and Coordination of Care

• Patient Centered Medical Home (PCMH)
• Accountable Care Organizations (ACOs)

3. Network Design Based on Value
• Best Current Data for Hospitals (maternity & safety)

• Not a narrow network strategy
• Rather: a QI strategy with a deadline (YE 2019)

• Comprehensive Data not yet available for physicians
3. Adopt Best Practices

• Smart Care California



Leveraging Smart Care California to Promote High 
Value Care
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 Maternity
• Annual Hospital Honor Roll 

sponsored by California 
Health and Human Services 
Agency Secretary Dooley 

• 111 out of 242 hospitals 
publicly recognized based 
on 2016 data

• Define Menu of Payment 
Strategies

• Develop Consumer 
Engagement Tools



Leveraging Smart Care California to Promote High 
Value Care
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 Opioid and Back Pain 
• Establish best practices
• Evaluate benefit and 

payment strategies for 
alignment

• Provide resources for 
health plan and provider 
implementation



Summary:
The Power of Aligning Purchaser Requirements

Providers are hungry for 
• A prioritized set of expectations 
• A consistent business model with revenue aligned with quality 

goals 
• And support for implementation of best practices


