DATA ANALYTICS

Turning Mountains of Data into
a Functioning Strategy for
Self-funded Employer Benefit Plans

ost businesses have

piles, mounds and

even mountains of data

within the organization.

The challenge is to gain

access to and organize
all this data in a way that transforms it into
actionable management information.

Unified Group Services (UGS), an
Anderson, Indiana-based third party adminis-
trator (TPA) for self-funded employer benefit
plans, faced this situation. The task was to trans-
form this disorganized mass of numbers and
raw data from clients and reconfigure them into
useful data UGS clients can use when developing
a comprehensive employee health plan.

Through diligent work, and a partnership
with Benefit Informatics, UGS was able to
accomplish its goal, and in the process, help its
clients save time and money, which was good for
everyone’s bottom line.

“From our first meetings with UGS, our
relationship has been more of a partnership
than vendor-customer,” said Brian Hubbard,
technical operations director at Benefit
Informatics. “We have worked very closely with
Rich [Mousty] and Andrew [Eller] to provide a
seamless reporting and analysis platform that
could be deployed internally and externally to
customers and affiliated brokers.”

The partnership between UGS and Benefit
Informatics, a health care data integration and
analytics company, has played a key role in the
growth of UGS, which started from humble
beginnings and has become one of the larger
full-service TPAs in the Midwest.

UGS was created in the sunroom of
Co-founder and President Rich Mousty’s home.
He, along with Co-founder and Executive Vice
President Faith L. Hailey, had become disil-
lusioned by changes created by the new owner
of their previous company, So the two rekindled
their entrepreneurial spirit and thus UGS was
born in 1996.

Mousty discovered a previously untapped
market, providing administrative services to
employers, who are self-funding their employee
benefits package. UGS experienced a steady
growth from the start.

Eight years after its creation, UGS’s
operations had out grown the sunroom in
the Mousty house, and in February 2004, the
company relocated to a new 13,000 square foot
facility.

By 2008, the company had added 9,000
square feet to its existing facility in order to
provide space needed for current and future
growth. With more and more employers moving
to self-funding, demand for UGS’s services
continued to grow.

Applying a straight-shooting, no nonsense
approach to the business, Mousty and UBS
continued to increase both market share and
revenues in a very competitive market. Client
retention and customer service has been the
hallmark of the company. From a startup with
less than 20 employees and a few self-funded
clients, UGS has grown to more than 150 clients
and nearly that many employees.

TPAs are challenged to balance fast and
effective claims administration and customer
service with accurate and timely
reporting of health plan activity to
clients and their broker/consultants.
UGS had relied on its claim
adjudication system and a variety
of standard and custom reports
developed in other programs in
order to report back to clients.

This process was acceptable
for a small TPA operation, but with
in excess of 100 clients and more
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function with a more efficient solution that
allowed us to provide both standard and
ad-hoc or customized reports to our clients and
brokers,” Mousty said. “We evaluated a number
of options before selecting Benefit Informatics.”

In choosing Benefit Informatics for its
health plan analysis and reporting solution,
UGS was impressed with the flexibility and
timely access to claim information and the
easy-to-access format in which the information
was presented. The ability to schedule reports
within the system and then make them available
in a secure environment using the Connect
service was another attractive aspect of Benefit
Informatics.

“We chose to partner with BI for a very
specific reason—client reporting,” Mousty
said. “We have been amazed with how flexible
and valuable their system has become to our
business,”

UGS provides an array of standard
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monthly reports, along with customized six-
month and annual reports utilizing Benefit
Informatics. UGS clients demand a great deal
from their administrator, and in turn, UGS
demands a great deal from Benefit Informatics,
and the health care data integration, warehouse,
analysis and reporting company, based in Jenks,
OKla., has been more than willing to assist the
former startup company.

“Andrew [Eller] and other users at UGS
have played an important role in giving us
feedback and direction in providing a
comprehensive data analytics solution for all
of our customers,” Hubbard added. “They have
pushed us to develop better applications and
reports and enhance the data coming into the
data warehouse. We have both benefited from
our relationship.”

Because Benefit Informatics receives a
regular daily upload from UGS, the information
available to UGS personnel and approved
employees of UGS clients and their brokers is
near real-time. This level of integration provides
UGS clients with a comprehensive view of their
claim activity and overall health plan costs.

“We are able to give our clients and brokers
electronic access to their claim information,
whether it has been scheduled to run or if they
want to access the system and create reports and
analysis for specific needs,” Mousty said. “And
because BI's system provides plan analysis, we
are able to use it to create plan models to help
our clients design a health plan that best meets
their needs.”

Special requests from clients and broker/
consultants also are handled much faster than
before UGS partnered with Benefit Informatics.
When a broker called recently asking for
multiple reports on a particular client, he asked
to have the information within a couple of
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One of the ways we
measure a TPA is by looking
at the TPA's relationships
with their brokers and self-
funded clients. Unified is
able to maintain strong and
very long lasting relationships
with their self-funded clients.

weeks. UGS provided the reports along with
additional information within a couple of hours
utilizing Benefit Informatics’ data analysis and
reporting resources.

Integration into UGS business operations
and deployment strategies has been another key
aspect of Benefit Informatics. UGS personnel
from a number of departments can access health
plan information to assist clients with customer
services, wellness, renewal, stop-loss disclosure
and other needs.

UGS also is able to integrate a variety of
external systems utilizing Benefit Informatics,
including single sign-on and automated data
feeds.

“We didn’t know how much we would use
BI for data analytics and other needs,” Mousty
said. “We are able to utilize it in so many ways
and customize the information for each client.
Benefit Informatics is an important tool for our
deployment plans and our strategic marketing.
They are a partner in our success.”

Despite a lengthy recession and a stagnant
economic recovery, UGS has continued to grow.
In less than 20 years, UGS has gone from a two-
person startup project to employing more than
100 people, servicing more than 130 customers
in 30 states, and processing more than $420

million in health care claims
in their 22,000-square-foot
facility in Anderson.
Despite all the growth,
UGS has stayed true to its
core value of providing great
customer service in all aspects
of business operations.
In the ever-changing
world of health care and
O] economics, UGS is dedicated
to providing employers with
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UGS is committed to using cutting-edge
technology, such as that provided by Benefit
Informatics and other proven partnerships, to
give clients information and services that enable
them to control expenses while offering top-of-
the-line benefit programs. These services are
delivered with timely and careful attention to
every client, providing each individual with
personal service through an experienced and
professional team.

But a mission statement has no value
if it is not reflective of the actual actions of
the company; therefore, UGS is dedicated to
training each employee and instilling these
principles in the company culture so it mirrors
the ideals upon, which UGS was founded.

Mousty’s strategy appears to be working,
according to Derek Cox, executive vice president
of Perico Life Insurance Co., a Delaware-
domiciled life insurance company operating on
an admitted basis throughout the United States
and a market leader in group life, accident and
health insurance.

“Perico Life Insurance Company has had
a longstanding terrific professional relationship
with Unified Group Services,” Cox said. “One of
the ways we measure a TPA is by looking at the
TPA’s relationships with their brokers and self-
funded clients. Unified is able to maintain strong
and very long lasting relationships with their
self-funded clients. The brokerage community
also holds Unified Group Services in the highest
regard. Unified has also continuously searched
for and implemented many claim control
measures through their cost containment and
PPO vendors. By doing this, the self-funded
client benefits with both a reduction in their
claims expenses and, as a result, their stop-
loss premiums and factors. We look forward to
dealing with Unified Group Services for many
years to come.”

Additionally UGS was honored last
month by being named a Blue Ribbon Small
Business Award winner by the U.S. Chamber of
Commerce. UBS was one of 75 companies from
across the United States earning recognition for
its dedication to the principles of free enterprise
and its contributions to restoring jobs and
prosperity.

“In our entire history, we have never laid
a worker off due to downsizing. We are very
blessed to have several of the employees we
hired during our first year still working with us,”
Mousty said. HC
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