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Reaching and Equipping Our Target Audiences
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Value Proposition
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What is a Value Proposition?
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“For $400,000, we will improve asthma outcomes for 400 
at-risk children with poorly controlled asthma by achieving 
reductions in ER visits and hospital admissions, through 
our in-home asthma case management program.

We estimate that our work will deliver $640,000* per year 
in cost savings to the healthcare system through 40% 
fewer hospital admissions and 25% fewer ER visits.”

-Asthma Network of West Michigan

* $1,600 savings per patient/year x 400 patients/year



Value Proposition



Component of a Value Proposition 
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Value Proposition Kit
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Get  Ready for Reimbursement 
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Member Benefits
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• Learn from and network with asthma programs 
nationwide

• Locate and team with mentors to assist with program 
activities

• Access emerging themes in asthma management 
strategies through videos, resources, podcasts, and 
webinars

• Highlight your program’s activities with your own 
program profile page

• Post and find local, regional and national events



Requests and Offers

• Visit and try out our Value Proposition web page

• Listen to a podcast launching later this month and 

learn about the new Medicaid Ruling 

• Attend an EPA and MCAN hosted webinar on 

February 13th, 2014, to learn about the current 

landscape for reimbursement

• Let us know if you’d like to participate in our Value 

Proposition case study
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Your Thoughts

• What more would you like to know before 

creating your Value Proposition? 

• Would you be interested in continuing the 

Value Proposition conversation we have started 

here today on AsthmaCommunityNetwork.org?

• What other topics would you like to see 

discussed on AsthmaCommunityNetwork.org?
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