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We exist to create a guided experience 
through the healthcare and benefits journey

Who We Are

1.3Million+
consumers

CLIENTS170+



• Navigation

• Advocacy

• Claims Assist

• Member Services

• All Clinical Services

• Provider Services

COMPLETE 

CARE

COORDINATION• Navigation

• Advocacy

• Claims Assist

• Member 

Services

• Some Clinical 

Services

HYBRID

SOLUTIONS

• Navigation

• Advocacy

• Claims Assist

INDEPENDENT 

NAVIGATION &

ADVOCACY

• Enhanced 

Member 

Services

• Traditional 

Clinical Services 

(CM/DM)

LEGACY

CARRIERS

BUY-UP

Quantum Health in the Marketplace

Late In Journey/Low Engagement Early In Journey/High Engagement

• Niche

• Condition or 

Solution Specific

• Alerts/Nudges

• Steerage

DIGITAL 

SOLUTIONS
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ONE PHONE NUMBER, WEBSITE AND MOBILE APP 

FOR MEMBERS AND PROVIDERS

• Medical

• Pharmacy

• Dental

• Vision

• Spending Accounts

• Point Solutions

• Life Insurance

• Leave of Absence

• Disability

• Retirement Programs

• Voluntary Benefits

• Other Benefits

Flexible Platform for All Employer Benefits
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Traditional Model Services and Member Experience

POINT SOLUTION

Biometrics and
Lifestyle Coaching

Vision Provider

Behavioral Health

Dental Provider

HSA/FSA Provider

NETWORK

Behavioral
Health

Provider Member

NETWORK

Behavioral Health 
for Providers

NETWORK

Provider 
Services

PBM

Rx Member and
Provider Services

CARRIER

Advocacy /
Provider Selection

CARRIER

Member / 
Claims Services

CARRIER

Care
Management

Prior to Quantum Health

POINT SOLUTION

Clinics

POINT SOLUTION

Telemedicine

ID Card with Website,
(2) Phone Numbers for Providers

ID Card with Website,
Phone Number

ID Card with Website,
(3) Phone Numbers for Members

Website,
Phone Number

Website,
Phone Number

Website, Mobile App,
Phone Number
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Provider

Member

MEMBER SERVICES 

• Benefits and claims 

• Eligibility

• Provider selection and 

cost/quality

• Advocacy

PROVIDER SERVICES 

• Benefits & eligibility 

• Pre-notification

• Utilization review

• Appeals

CLINICAL/CARE 

COORDINATION SERVICES

• Episodic care coordination

• Daily concurrent review

• Case management

• Chronic condition 

management

• Specialty management

Web Portal

Phone

App

All Benefits + 
Benefits Admin.  

Platform  

Retail / Onsite 
Clinics / ACOs / 
Virtual Medicine

Point 
Solutions

Claims 
Administrator

& Network

Pharmacy 
Benefit

Manager

Your one point of contact

Simplifying the Journey
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SAVINGS 

Real-Time Intercept

Predictive 
Modeling

3/9 Member 

diagnosed

16 Conversations

12 with the provider

4 with the member

3/10 Provider called

Quantum for

Surgery benefits

3/10 Quantum 

reached out 

to member

4/14 Quantum 

first saw claim 

in the system

87.7% of members engaged through 

Real-Time Intercept

Engagement takes place on average 

56 days prior to claim processing

TM
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84%      OF ALL HOUSEHOLDS

95%      OF MEMBERS WITH 

CLAIMS > $10K

200%+ ENGAGEMENT IN 

POINT SOLUTIONS

74 MEMBER NPS

77 CLIENT NPS

74 PROVIDER NPS

5%      COST REDUCTION 

IN YEAR 1

11% OVER THREE YEARS

$618   AVG. YEAR ONE 

SAVINGS (PEPY)

*The average savings is based on Quantum Health’s actuarially validated savings study comparing actual versus projected cost (net of independent variables such as network discounts, plan design changes, plan migration, and demographic changes). 

This study is based on 133 groups over a 16-year period. 

The $618 PEPY savings is based on the average savings percentage applied to an industry reported 2016 PEPY claim cost.  

+14% PREVENTIVE SVCS

-5% INPATIENT ADMITS

-32% READMISSIONS

-6% COST OF CASES >$25K

Satisfaction Engagement Outcomes Savings

Our Model Delivers Proven Results
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Data at Your Fingertips
On Demand Reporting Tool
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To Learn More Visit:
www.quantum-health.com

Overview Video: 
https://vimeo.com/user10628430/
review/265003262/3d854194c7
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APPENDIX:

CASE STUDIES
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CHALLENGE SOLUTION

▪ Multiple points of 

contact in traditional 

models creates 

complexity

▪ Simplify the 

experience with a 

single point of contact 

for members and 

providers

CASE STUDY
HOW CAN COMPANIES CONTROL HEALTHCARE 

COSTS WITHOUT COMPROMISING SERVICE?

Quantum Health, Inc. 2018 – Confidential & Proprietary

▪ Traditional carrier 

service silos impede 

responsiveness and 

cause frustration

▪ Lack of guidance 

when members 

need help

▪ Eliminate silos with 

dedicated pod teams 

working side by side 

from one system

▪ Increase engagement 

and provide guidance 

with Real-Time 

Intercept

COMPARISON OF B2C 
NET PROMOTER 

SCORE

COMPARISON OF B2B 
NET PROMOTER 

SCORE
CONSTANT 
CONTACT 20 

CISCO 38

VONAGE 55 

CITIGROUP 18

AMAZON 62 

WESTIN 59

GOOGLE 57 

NETFLIX 54 

KAISER 40

HUMANA 21 

HEALTH INS AVG. 18 

73
NPS

QUANTUM HEALTH

78
NPS

QUANTUM HEALTH
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PROPRIETARY AND CONFIDENTIAL 1

Large pharmaceutical  

employer partnering  

with Quantum Health  

for four years

65,000 enrolled members, 

geographically dispersed

Client Goal:  

Improve employee  

experience todrive  

engagement and

positive financial results

OUTCOMESCLIENT ACTIONS

• Assumed responsibilities of internal  

call center

• Ensured complex benefit plans were  

implemented accurately across  

multiple Payers

• Worked closely to ensure sensitive  

members were hand-held through  

the transition

• Optimized utilization of seven point  

solutions

• Developed proactive and 

transparent  relationship with client

• Continue to drive enrollment to  

preferred plan through education and  

communication

• Routinely share input and strategy  

guidance

• Elected to expand program to include  

family members through  

CarePartner©

-7.2%
Healthcare trend for Active employees*

2,090
Referrals to Point Solutions

89%
Engagement of members with claims  

over $10,000 identified prior to $1,000  

claim month

93%
High Risk member engagement

*Reporting Period: Q416 to Q417

+74
Member NPS Score

CASE STUDY
Improve Employee Experience and Financial Impact


