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CONFIDENTIALITY
Our clients’ industries are extremely competitive, and the maintenance of confidentiality with respect to our clients’ plans and data is critical. 
Oliver Wyman rigorously applies internal confidentiality practices to protect the confidentiality of all client information.

Similarly, our industry is very competitive. We view our approaches and insights as proprietary and therefore look to our clients to protect our 
interests in our proposals, presentations, methodologies, and analytical techniques. Under no circumstances should this material be shared with any 
third party without the prior written consent of Oliver Wyman.
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Source: Oliver Wyman Consumer Survey (July 2021, n=2,277) excluding “Not sure”; Question: How would you rate your level of satisfaction with your selected front door relative to traditional care in a doctor's office? (Q17)
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An in-person visit at urgent care

Home visit

Emergency department

Retail clinic

Telephone

Video

Chat or text

Much better WorseBetter About the same Much worse

PHYSICAL OR DIGITAL? YES.

Level of satisfaction with the selected front door vs. traditional care in a doctor’s office
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Source: Oliver Wyman Consumer Survey (July 2021, n=7,007); Question: How important to you, your dependents and other members of your household are the following health innovations? (Q61)
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9%Predictive information on conditions

Telemedicine behavioral health 

Electronic personal and portable medical records

Wearables/ home -tech for chronic conditions 

Telemedicine primary care 

Wearables/home-tech for wellness and fitness

Personalized (e.g., gene-based) medicine and treatment

Med adherence tech (e.g., smart pill bottles)

Very little importanceHighly important Moderately important Somewhat important Of no importance

WANTED: MORE THAN JUST VIDEO VISITS

Level of importance of health innovations
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Provider-integrated urgent care

Direct primary care

National 
retail clinics

Home-based care

Virtual-only

Employer-focused

Regional urgent care

Value-based care enablers

Longitudinal primary care

CONSUMER INNOVATORS ARE RESPONDING
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FUNDING IS STILL FLOWING – ALTHOUGH VALUE OPPORTUNITIES MAY ABOUND SOON

Healthcare and life sciences total invested capital by industry segment
2018 – 2022 (YTD)1
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2021

22%

$200B

35%

35%

2022 YTD

$90B $93B
$101B

$81B

Run rate suggests an 
increase relative to 2020 
totals and a decrease 
relative to 2021

1. Capital investment includes buyouts, other PE transactions, all VC stages, all round numbers, all series funding; “Other Healthcare” not shown, constituting <0.1% of capital invested each year since 2016.
Sources: Pitchbook, Oliver Wyman analysis

Healthcare devices and supplies

Healthcare services

Healthcare technology systems

Pharmaceuticals and biotech.
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Sources: Company filings, Oliver Wyman experience and analysis

CONSUMER ACQUISITION COST IS THE PROFITABILITY ALBATROSS FOR MANY PLAYERS

Virtual B-B-C Virtual B-C Bricks and mortar

$70 $450 $480

$95 $110 $30

TYPICAL COMMUNITY
HEALTH SYSTEM
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Lower consumer
acquisition cost through…

Prime

Network inclusion 
and product design

Physical footprint

Sources: Company filings, Oliver Wyman experience and analysis

MANY ARE AIMING TO LOWER CONSUMER ACQUISITION COSTS THROUGH MERGERS 
AND PARTNERSHIPS
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AMAZON ACQUIRED AN EMR CODE BASE AND 700+ CLINICIANS

Who is One Medical?

• Subscription-based primary care 
service catering to the wealthy well

• 750k+ patients nationwide (up 28% year-over-year), 
portfolio of 8k+ employers including AirBnb and 
Google

• Annual fee of $199 for a suite of services that 
include on-demand video health consultations 
– "24/7 access to virtual care" 
– App/website to book appointments, track 

health records and renew prescriptions

Why acquire and why now?

• Access to 180+ physical health clinics, an 
existing EMR/back office and 700+ clinicians…

• …though unclear yet how Amazon may expand 
and grow the footprint

• Attractive time to buy with One Medical’s share 
price declining amidst recession concerns
– Jan 3rd – $18.19
– July 18th – $9.39

Source: Reuters, CNN Business, Washington Post, Motley Fool
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ARTIFICIAL INTELLIGENCE IS BECOMING LESS “ARTIFICIAL” EVERY DAY
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1950 2050+TIME

Early statistical 
learning

Contextual
adaptation

Deep statistical
learningHandcrafted knowledgeDefining AI

SArtificial 
general

intelligence

One insect brain 
One mouse brain

One human brain

All human brains

Present day

Artificial 
Super intelligence



11© Oliver Wyman

THE PROMISE OF ARTIFICIAL INTELLIGENCE IN HEALTHCARE

NO-COST CARE

• Zero marginal cost

• Proactive 
preventive
healthcare

TOTAL PRECISION

• N=1 healthcare

• Error-free care

INSTANT ACCESS

• 24/7 access

• Limitless 
capacity

DELIGHTED 
CONSUMERS

• Personalized 
experience

• Holistic 
individual 
profiles

“QUADRUPLE
AIM”
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RESEARCH & 
DEVELOPMENT

Precision 
medicine 

INSURANCE & 
ADMINISTRATION

Fully-automated
payer

CARE
DELIVERY

AI physician 
extenders

CARE MANAGEMENT End-to-end 
patient support

ARTIFICIAL INTELLIGENCE IS HAVING AN IMPACT NOW…

Today Tomorrow (2030+)
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…BUT THE HURDLES ARE REAL

UNPROVEN TECHNOLOGIES DOCTOR-PATIENT RELATIONSHIPS

THREATENED WORKFORCEDATA SHARING

LITIGATION

CORRELATION VS. CAUSATION
Solution
Test and improve!

LACK OF AI KNOWLEDGE

Solution
Existing patients

Solution
Test and learn

1 2

Solution
Augment and grow capacity

Solution
Interoperability!

4 3

Solution
Become experts

Solution
No black boxes

65

7
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HEALTHCARE IS AN INFORMATION BUSINESS, AND DATA ARE THE NEW CURRENCY

More for Less
Increasingly available and connected data will 
enable more targeted consumer engagement

Data Legislation, Privacy and Interoperability
The movement towards interoperability will continue, aided 
by rules supporting consumer access to personal health data

Big Data Possibilities
Better integration of data and application of novel analytics 
(e.g., natural language processing) can improve decision making

New Legislation – Blue Button Developers Forum
CMS has led the way for greater data transparency 
and portability for America’s Medicare beneficiaries
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Potential Scenario
Likelihood in 

5–7 Years
Impact

If Occurs
Pace of
Change

Fluidity and connectivity of today's data (e.g., EMR data, claims) continues 
to increase over time
Regulatory tailwinds and a defined federal roadmap suggest a continued push 
for data connectivity

The quantity of available and relevant data continues to increase substantially 
(e.g., wearables, biometrics, geo-location, social media) and becomes increasingly 
available in real-time
New devices and touchpoints exponentially increase volume of data

Big data are more noise with only targeted use cases, mostly still relying 
on traditional claims and clinical data, which is increasingly portable
The plethora of new data sources and ability to manipulate large data sets are both 
nascent, requiring time to effectively use

Data is used for targeting, segmentation, and some degree of personalization 
across marketing and engagement activities (e.g., care management)
Building on a push towards personalization, healthcare entities will continue 
to better engage with customers across the spectrum

Access to data everywhere enables an immersive environment where connected 
data drives meaningful, personalized engagement in-real time
A lack of true interoperability likely prohibits this scenario from occurring 
in the short-term, yet it would have a significant impact 

Slow
Evolution

Tips
Quickly

Current 
Pace

Highest LowestLikelihood/impact
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MORE DATA FOR LESS: WHAT COULD HAPPEN?

• Despite an explosion 
of available data, 
healthcare lags other 
industries in terms 
of interoperability 
and data usability

• Increased focus on 
data access and 
advanced analytics 
point towards 
increased application
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Potential Scenario
Likelihood in 

5–7 Years
Impact

If Occurs
Pace of
Change

The US moves towards a national patient identifier, significantly increasing 
the potential for interoperability between incumbent ecosystems
Congress blocked an NPI system 20 years ago, citing privacy concerns, which are 
more relevant today than ever before

We see increasing interoperability and connectivity due to regulations, data 
standards (e.g., FHIR), and consistent use of open API platforms
ONC has a defined roadmap for interoperability and garnered industry support 
behind; FHIR continues to be more broadly adopted, as does use of more standard 
API architecture

Consumers own their data and can access it and share it with whom they please 
(e.g., an app of their choice)
Consumers are increasingly gaining access to their records in an understandable 
and portable format; regulatory tailwinds make adoption of GDPR-like regulation in 
the US more likely

Technical, privacy, and security issues drive a pull-back in ability and willingness 
to share and use data.  Companies use in-house data to drive decisions, but the 
anticipated explosion does not occur
Healthcare data breaches are increasingly common, but a significant pullback 
seems unlikely

Highest LowestLikelihood/impact

Today

INTEROPERABILITY: HYPE OR REALITY?

• US regulatory tailwinds 
support increased 
interoperability and 
strengthen data privacy

• Europe has set the 
stage for increased 
privacy and data 
legislation in GDPR, 
and there are signs US 
will follow

Slow
Evolution

Slow
Evolution

Slow
Evolution

Slow
Evolution
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IS BIG DATA A BIG DEAL?

Predictive and prescriptive 
analytics
Utilizes rules, algorithms, and machine learning 
to determine the probability of an event or situation 
occurring and suggests decision options in real time
• Health: population risk stratification, outcomes 

predictive modeling, clinical decision support
• Financial: Actuarial modeling for risk-based 

contracting, fraud and abuse
• Consumer behavior: personalized recommendations 

more likely to drive behavioral change

Descriptive analytics
Analyzes historical data to describe what happened 
and determine why it happened
• Performance evaluation: clinical, medication 

compliance / errors, financial, operational, provider 
performance, etc.

• Gaps-in-care alerts
• Comparative effectiveness research: clinical 

pathways, EBM guidelines, drugs, etc.

Integrated data sets
Combines data from various sources (internal 
departments, external), extracts key info from 
unstructured data, to support deeper analytics
• Health – mines EMR, IoT devices, geolocation 

data, etc. for more holistic picture of 
member’s health

• Customer value – adds third party data 
(e.g., FICO scores) for better view of 
customer behavior



18© Oliver Wyman

BIG PLAYERS AREN’T STANDING STILL

Focus on…

Natural adjacencies • Moves to grow existing core business value drivers within existing or new 
geographic markets

• Growth accelerated through acquisitions

Greater relevance and scale 
for the core

• Investments align with value in the core business, amplifying value creation 
and capture

• Smaller moves stop short of wholesale reinvention, but can be meaningful

Moving up the value chain • Big moves to acquire / create new sources of value
• Legacy businesses are at risk (e.g., retail pharmacy)
• Moves into new portions of the healthcare value chain enable new roles and 

integration across the care continuum

Building a platform • Outsiders look to extend existing consumer relationships by entering 
healthcare services

• Aim to grow business by capturing a portion of the ~20% of GDP spent on 
healthcare

• Success is dependent on network effects

Business model 
diversification

• Optimize revenue in regulated (e.g., insurance) vs. unregulated (e.g., PBM, 
services) businesses

• Earn higher multiples on non-insurance businesses
• Grow services to diversify business value over time
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YES AND YES

Physical and Digital

Episodic and Continuous

Evidence and Empathy

Clinical excellence and Operational excellence

Affordable and High-Quality

Build, Buy, and Partner

Cooperate and Compete

Mission and Margin



QUALIFICATIONS, ASSUMPTIONS, AND LIMITING CONDITIONS
This report is for the exclusive use of the Oliver Wyman client named herein. This report is not intended for general circulation or publication, nor is it 
to be reproduced, quoted, or distributed for any purpose without the prior written permission of Oliver Wyman. There are no third-party beneficiaries 
with respect to this report, and Oliver Wyman does not accept any liability to any third party.

Information furnished by others, upon which all or portions of this report are based, is believed to be reliable but has not been independently verified, 
unless otherwise expressly indicated. Public information and industry and statistical data are from sources we deem to be reliable; however, we make 
no representation as to the accuracy or completeness of such information. The findings contained in this report may contain predictions based on 
current data and historical trends. Any such predictions are subject to inherent risks and uncertainties. Oliver Wyman accepts no responsibility for 
actual results or future events.

The opinions expressed in this report are valid only for the purpose stated herein and as of the date of this report. No obligation is assumed to revise 
this report to reflect changes, events, or conditions, which occur subsequent to the date hereof.

All decisions in connection with the implementation or use of advice or recommendations contained in this report are the sole responsibility of the 
client. This report does not represent investment advice nor does it provide an opinion regarding the fairness of any transaction to any and all parties. 
In addition, this report does not represent legal, medical, accounting, safety, or other specialized advice. For any such advice, Oliver Wyman 
recommends seeking and obtaining advice from a qualified professional.
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