Critical Success Factor:  Treat Greater Numbers of Veterans
Goal:  We will serve a greater percentage of the veteran population, specifically low income and service-connected veterans, while also increasing care to special populations.

Topic:  Optimizing growth - Define the components of care to ensure that there is appropriate access, utilization, and coordination.

What are the components of care that are important to our veteran patients and how do we know that these components are important to them?  Are there any components of care that should be restricted to certain eligibility categories?

	Improved Coordination of Care
	Patient has a voice, participates in their care

	Drug benefits
	Secure/safe care

	Price – Decreased co-payments
	Entitlement – veterans want their expectations met

	Timeliness/ Access to service
	Quality of service

	Restrictions – ideally none should be in place
	Provide full service to all enrolled veterans

	Enrollment of Priority 7/Cat C Veterans is a national issue
	Patient surveys are needed to get additional feedback

	Enhancing the continuum of care
	Outreach to new patients

	Improving our presence in underserved areas
	Increased access in out of the way places

	Behavioral Health Services in all CBOCs
	Use of extenders to decrease cost

	Patient education
	Use of group settings to decrease cost

	Case management (no restrictions)
	


What are the top ten strategies that we can use to optimize patient growth within the current fiscal environment?  Prioritize these strategies from most important to least important.

	Geographic Availability 
	Entice Medicaid eligible veterans to use the VA; Focus resources/staff on niche services

	Make vs. Buy decisions on service delivery
	One-stop shopping

	Networking with community agencies
	Creative outreach

	Niche marketing
	Restrict Cat C access for increased Cat A growth

	Redirect staffing to grow primary care
	Immediate referrals for specialty services

	Change public perception of VA health care; especially related to quality and service
	Find ways to encourage all employees to buy into the VA system and promote it

	Recognize the direct correlation between taking care of employees and providing quality patient care services
	Ability to deal with veterans right away

	Marketing or remarketing
	Allocating funds across care lines to increase outreach process

	Create community involvement with churches or other organizations
	Stand downs, mobile care, vesting

	Cross care line teams to address outreach
	Better use of the media

	Contract for services located at perimeter (long distance) of our catchment area
	Expand HBPC services in remote areas

	Refer complex patients to CBOC or VA services
	Redirect resources to provide coverage for needed services

	Collaboration/Integration of services (i.e. Mental Health, HBPC)
	


How can we get all employees involved in assisting with these strategies?  What is the best way to communicate this information to employees at all levels?

	Ask for employee input
	Educate employees to veteran eligibility

	Educate employees to importance of veteran population growth within VA system and consequences of failure
	Cultivate buy-in through increased education and empowerment

	Use multiple communication mechanisms – electronic, staff meetings, town hall meetings, written plans
	Use Goal sharing to encourage employees to promote growth

	Better use of media to optimize patient growth
	Relieve clinicians from some administrative burdens

	Group approaches to care
	Better use of light duty employees – provide training to perform more/other functions


