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ACO/ IDN ASSESSMENT TOOL 

Is My Company Ready to Partner with an ACO or IDN? 

Many ACOs, IDNs and other provider groups are actively looking for organizations to partner with to help them deliver more 
value to those who are paying for care, namely employers, government agencies, insurance companies, and patients. To that end, 
some ACOs and IDNs are collaborating with life science companies on population health initiatives and other strategies designed 
to reduce costs while improving the quality of care. Not every life science company is well positioned for partnership, how-
ever. 

Is your organization ready to build valuable, sustainable relationships with these increasingly important customers? 
Take this short assessment and find out.

Results 
If you answered “Sometimes” or “Never” to more than five questions, you should work with your national accounts 
manager and accounts team to develop a strategy for building a stronger relationship with ACOs/IDNs.

You may want to start by developing a pilot collaborative project with an ACO or IDN focused on a particular patient
population and performance metric. From there, you can learn what it takes to build a lasting relationship and 
replicate the success with other ACO customers.

1. Do your company leaders develop sales and marketing strategies that align with  
     the business objectives of ACO or IDN customers?

Always Sometimes Never

2. Does your company provide health economics and outcomes research (clinical, 
     financial, patient-reported outcomes) to customers?

Always Sometimes Never

3. Does your company offer disease management programs in diabetes, hypertension,  
     cardio vascular disease, or other areas?

Always Sometimes Never

4. Does your company provide tools to physician practices and hospitals to improve  
     medication adherence?

Always Sometimes Never

5. Does your company have programs (call centers, websites) that can help engage  
     patients in their care or improve communication between patients and providers?

Always Sometimes Never

6. Does your company offer technology tools to help health systems manage clinical 
data or improve their performance on key metrics?

Always Sometimes Never

7. Does your company enter into risk-based contracts with providers? Always Sometimes Never

8. Does your company provide physician education on new payment models or 
     value-based care?

Always Sometimes Never

9. Does your company offer products or services that help reduce hospital  
     readmissions or emergency department visits?

Always Sometimes Never

10. Do sales leaders or account managers at your company routinely attend meetings 
       with c-suite decision makers?

Always Sometimes Never

11. Do pharmacy directors and medical directors at your key ACO/ IDN accounts meet 
       with healthcare sales professionals from your company?

Always Sometimes Never

12. Does your company offer products or services to help patients with multiple 
       chronic conditions, who tend to be high utilizers of care?

Always Sometimes Never

13. Does your company routinely employ a holistic view of diseases? Always Sometimes Never

14. Is your company developing post-marketing studies focused on tracking  
       “real world” outcomes?

Always Sometimes Never

15. Do your products or services deliver as much—or better—value compared 
       with what your competitors offer?

Always Sometimes Never
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