
How Your
Training

Can 
Support
Risk 
Contracting

“Risk contracts are fundamentally different from traditional contracts that focus on securing access and providing 
rebates.”
                                                                                                                                                                                                Ron Cantrell, PhD
                                                                                                             Sr. Director, Pricing, Analytics & Economics, GlaxoSmithKline 

Risk contracting is a growing trend that is redefining the healthcare industry. As Medicare, private payers, 
and ACOs shift to risk-based models, it redefines how payers and providers relate to one another—
and, increasingly, how they relate to the MD&D sector. And that will redefine your sales teams’ role. 
 
The challenge for training: to ensure that your people are prepared for those changes. As Ron Cantrell 
notes, “You have to make sure that all parties, including account reps, understand how the model works. 
The last thing you want is to have the customer feel like they need to educate your account team.” 

 You can ensure the success of your company’s risk contracts by helping your sales teams understand:
• Common concepts in risk and risk sharing
• Key factors driving the shift to risk sharing
• Types of risk used in contracts
• Examples of risk-sharing arrangements
• Opportunities for life science companies



Do you understand the customer’s 
business model?

“Risk contracting is a response to the shift from volume to 

value—and to new healthcare business models created by that 

shift.”

                                                             Bruce   Pyenson, FSA, MAAA

                                          Principal and Consulting Actuary, Milliman 

The potential for risk contracting is best appreciated 

by understanding the customer’s business.  A custom-

er undertaking an initiative to reduce readmissions to 

its hospital faces a large investment in policies, pro-

cedures, and training—among other expenses. That 

customer may welcome a risk-sharing partnership 

based on reducing readmissions—if your devices and 

support can help achieve their goals.
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Can you define what an actuarial model is 
and how it is used?

“Risk contracting starts with an actuarial model.” 

                                                                    Gabriela Dieguez, FSA, MAAA

                                          Principal and Consulting Actuary, Milliman

 

To build risk-based contracts, you need to quantify risk. 

To do that effectively, you need actuarial models. And 

to sell to potential risk contract partners, you need to 

understand and communicate those models and the 

data that they use. That includes medical insurance 

data, population health data, and clinical study data, 

as well as company goals, and risk templates from the 

insurance industry. “In these complex models, we look 

at historical experience and develop financial projec-
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Can you define what an actuarial model is 
and how it is used? ...continued

tions,” Dieguez says. “We also define targets, goals, 

and thresholds. And we determine the measurement 

period and when to do the calculation of settlement...

and if we are going to use risk adjustment.” Actuaries 

also consider any outliers or catastrophic events that 

should be excluded from the contract.

Good data is essential for effective risk contracting. 

“Now, we have years of experience working with 

massive amounts of real-world data that can inform 

and guide those contracts and help us set goals and 

thresholds,” Dieguez says.
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Do you take a broader view?

“It’s about taking a broader lens on the clinical state—how it 

impacts the finances and risk an insurer will hold.”

                                                                                     Patrick Cunningham

                                                           Director of Integrated Care, Sanofi

 

Sales teams need to see risk in its full context. For 

example, do they understand the multiple comorbid 

diseases that can also have an impact on a patient and 

the patient’s resource utilization? That impact creates 

new risks—and, yes, new opportunities—for your cus-

tomer who serves that patient, and for the sales team 

serving that customer. Cunningham says. “You need 

that understanding if you are going to successfully 

execute risk contracts.”
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A New Path to Partnering with Key Customers

CMR Institute has partnered with Gabriela Dieguez and Bruce Pyenson, actuaries from Milli-
man’s New York office, to create expert RISK CONTRACTING TRAINING RESOURCES to prepare
your commercial sales team for this new business model. Milliman is the leading provider of
actuarial consulting services to the healthcare industry.

     This streamlined eLearning program will prepare your team to:

Define the critical success factors for a risk contract 

Speak confidently with payers and providers by having 
a marketplace-applicable understanding of risk sharing

Realize how sales and training strategies can support 
future contracting efforts 

Introducing our Newest eLearning Program

Our newest eLearning program will OPTIMIZE MARKET ACCESS by preparing your 
sales team with a market-applicable understanding of risk-sharing partnerships. 


