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Background

Integrated health system specialty pharmacies
(HSSP) are well-positioned to enhance patient
care and improve specialty clinical continuity,
whereby clinical care and specialty drug
fulfilment is provided in an unfragmented
manner. HSSP'’s ability to leverage existing
health system teams can enhance coordination,
clinical care, and specialty drug fulfilment. In
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Discussion

« Having a strong relationship with health
system partners and departments allows
YNHH HSSP to leverage existing
connections and teams to provide expertise
In areas such as contracting. It also ensures
partnership in current and future strategies
Impacting the health system.

* Having a multidisciplinary team dedicated to

2021, Yale New Haven Health’'s (YNHH) HSSP
established a business development team to
foster further collaborative team-based care,
market HSSP’s value proposition, and enhance
and build external relationships (e.g., payers,
manufacturers) to expedite clinical continuity.

outreach and account management allowed
for effective acceleration of clinic
engagement, network expansion, and
perspectives.

* Maintaining relationships with manufacturers
and having the ability to monitor the
3 ETE — medication pipeline ensures strong rapport

Multidisciplinary: 1 FTE Senior Pharmacy with companies and proactive approach for
Pharmacist, Nurse, Specialist obtaining medication access.

Technician + Having the ability to connect and coordinate
projects related to data and outcomes allow
better messaging of YNHH HSSP’s value
proposition to different partners.
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Figure 4. Activities Table 1. Clinical Continuity Post Go Live

Establish and deploy a multidisciplinary
business development team to strengthen
engagement and collaboration, leading to better
clinical continuity. + 22 4% access.

Clinical Continuity Change (%) from

Baseline*
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