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What Payers Actually Cared About
in 2025 — And How to Win Their
Attention in 2026

"Payer attention in 2025 was driven by risk, regulation, and cost — not innovation hype."

The U.S. healthcare payer industry experienced a seismic shift in 2025, moving decisively from innovation
exploration toward operational defense and financial preservation. With Medicare Advantage enrollment
reaching 33.8 million beneficiaries—representing 52% of all Medicare enrollees—payers faced unprecedented
pressure from rising costs, requlatory complexity, and margin compression. Medicalloss ratios climbed to 86-
88%, while pharmacy costs surged 12-15% year-over-year, driven largely by the $2-3 billion annual impact of

GLP-1 medications.

This report analyzes actual reading behavior from over 70,000 healthcare executives throughout 2025 to
identify what truly captured payer attention. The findings reveal a fundamentaltransformation in buyer
psychology: executives are no longer seeking transformational innovation—they're actively seeking solutions
that protect margins, ensure compliance, and reduce operational risk. This defensive posture will define
purchasing decisions and marketing effectiveness throughout 2026, fundamentally reshaping vendor-payer

relationships.

Forvendors, the implications are clear and urgent. Traditional innovation-focused messaging is failing to
resonate with an audience consumed by immediate threats. The payers who will evaluate your solutions in
2026 are operating in crisis management mode, prioritizing regulatory readiness over digital transformation,
proven ROl over visionary potential, and automated efficiency over exploratory pilots. Understanding this shift

isn't just advantageous—it's essential for market relevance.

52% Medicare Advantage 86-88% Medical Loss Ratios

Enrollment . . . ,
Margin compression forcing defensive

33.8 million beneficiaries now enrolled, operational strategies across the industry

representing over half of all Medicare enrollees

12-15% Pharmacy Cost Surge Defense Over Innovation

$2-3 billion annual impact from GLP-1 Payers prioritizing risk mitigation and
medications driving unprecedented cost compliance over transformational technology
pressure
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DistilINFO: The Healthcare Payer Industry's Leading
Publication

CREDIBILITY & METHODOLOGY

This report represents the most comprehensive analysis of U.S. healthcare payer attention patterns available in the market. U nlike
surveys that capture what executives say they care about, this analysis measures what they actually read, when they engage, a nd
how long they spend with content addressing specific topics. The data comes from DistillNFO's network of six specialized heal thcare
publications reaching over 70,000 senior leaders across the payer ecosystem.

Throughout 2025, we tracked millions of content interactions across health plan strategy, government policy, healthcare IT, a rtificial
intelligence, aging populations, and life sciences. This behavioral data provides unprecedented visibility into the real prio rities driving
payer decision-making—priorities often obscured by the aspirational messaging found in industry conferences and strategic plans.
What payers read reveals their true priorities and concerns.

The methodology combines quantitative engagement metrics with qualitative content analysis to identify themes, keywords, and
topics that consistently capture sustained attention from C-suite executives, vice presidents, and directors. Throughout 2025, we
tracked millions of content interactions from January through December across health plan strategy, government policy, health care
IT, artificial intelligence, aging populations, and life sciences. We analyzed time-on-page, return visits, social sharing, and email
forwarding behavior to distinguish genuine interest from casual scanning. The result is a definitive map of where payer atten tion
actually focused in 2025, and clear indicators of where it will move in 2026.
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Monitor 70,000+ Payer Executives Measure Engagement Patterns

Track reading behavior across six specialized healthcare publications targeting health  Analyze time spent, return visits, content sharing, and attention signals to identify
plans, government policy makers, hospital IT leaders, and emerging technology topics generating sustained interest versus casual scanning across different executive
adopters througho ut the year. levels.
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Identify Emerging Trends Extract 2026 Insights

Detect shifts in topic prioritization, emerging concerns, and changing keyword usage Translate behavioral data into actionable intelligen ce for vendors, identifying
patterns that signal evolving challenges and strategic pivots across the payer messaging frameworks, content themes, and campaign strategies that will capture
landscape. attention in the coming year.
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The audience composition provides additional confidence in the data's relevance. Among the 70,000+ readers, approximately 9,0 00 hold C-suite positions with ultimate budget
authority, 13,000 serve at the VP level with significant influence over technology and strategy decisions, and 31,000 operate as directors managing day-to-day operations and
vendor relationships. This distribution ensures the insights reflect priorities across the entire payer decision-making hierarchy, from strategic vision to operational
implementation. All data was validated through multiple engagement metrics to ensure accuracy and reliability.
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Executive Summary: The Buyer Mindset Shift

01. EXECUTIVE SUMMARY

The U.S. healthcare payer landscape underwent a fundamental transformation in 2025, shifting decisively from innovation
exploration toward operational defense and financial preservation. Analysis of reading behavior from 70,000+ senior executive s—
including 9,000 C-suite decision-makers, 13,000 vice presidents, and 31,000 directors—reveals a market consumed by immediate
threats rather than future opportunities. This defensive posture represents the most significant shift in payer psychology in a decade
and will define purchasing decisions throughout 2026.

Six specific transitions characterize this evolution. First, priorities moved from innovation exploration toward operational defense,
with content about regulatory compliance and risk mitigation dramatically outperforming articles about digital transformation or
emerging technologies. Second, strategic focus shifted from market expansion to protecting existing revenue streams, as plans facing
premium pressure and membership churn concentrated on retention rather than growth. Third, executive attention concentrated on
immediate operational threats rather than long-term transformational opportunities, with crisis management content consistently
generating higher engagement than strategic planning resources.

Fourth, regulatory readiness and risk mitigation replaced innovation as top strategic priorities, driven by intensifying CMS oversight,
prior authorization mandates taking effect in January 2025, and ongoing PBM transparency requirements. Fifth, demand for proven
cost savings and measurable efficiency gains replaced interest in emerging technology capabilities, as financial pressure for ced
rigorous ROl justification for all technology investments. Sixth, incremental operational improvements took precedence over
disruptive change initiatives, with payers seeking evolutionary enhancements to existing workflows rather than revolutionary
platform replacements.

The implications for vendor marketing strategies are profound andimmediate. Traditional innovation storytelling—emphasizing
transformation, future vision, and technological sop histication—has lost effectiveness with an audience focused on survival.
Marketing must pivot from growth narratives to risk mitigation narratives, framing solutions as defensive plays that protect revenue,
ensure compliance, and reduce operational risk. The most successful vendors in 2026 will be those who recognize that payer bu yers
are no longer asking "What's possible?" but rather "What will protect us?"

Shift 1: From Innovation Shift 2 From Growth to Shift 3: From Future to
to Defense Survival Present

Payer priorities moved from innovation  Focus shifted from market expansion Executives concentrated onimmediate
exploration toward operational to protecting existing revenue streams threats rather than long-term

defense and financial preservation as and margins amid premium pressure transformational opportunities,
immediate threats took precedence. and membership volatility. prioritizing crisis management over

strategic planning.

Shift 4: From Exploration Shift 5: From Hype to Shift 6: From

to Compliance ROI Proof Transformation to
Optimization

Regulatory readiness and risk Demand for proven cost savings and

Incremental operational improvements

mitigation replaced innovation as top efficiency gains replaced interest in took precedence over disruptive
pr/orn:‘/es, driven by intensifying CMS emergln'g tech as fm.anc.lc.][ pf.‘essure change initiatives as payers sought
oversight and transparency mandates. forced rigorous ROl justification.

evolutionary workflow enhancements.

2 What This Means for 2026 Campaigns

Marketing must move from innovation storytelling to risk mitigation storytelling. Frame solutions as defensive plays that
protect revenue, ensure compliance, and reduce operational risk rather than transformational op portunities. The payers
evaluating your solutions in 2026 are operating in crisis management mode—your messaging must acknowledge and
address this reality.
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Attention Heatmap: What Payers Read in 2025

02.ATTENTION HEATMAP

Defense mechanisms dominated payer attention throughout 2025, with analysis of millions of content interactions revealing a
decisive shift toward defensive reading behavior. The most-read topics reflected immediate threats and regulatory pressures
rather than forward-looking innovation narratives. This attention pattern signals anindustry in reactive mode, focused on
navigating current challenges rather than exploring future opportunities. Understanding what actually captured sustained
executive attention—as opposed to what they said they cared about in surveys—provides essential intelligence for crafting
effective 2026 campaigns.

Medicare Advantage content generated extraordinary engagement as the program reached 33.8 million enrollees (52% of all
Medicare beneficiaries), with particular focus on Star Ratings changes affecting 47% of MA enrollees in 4+ star plans (down
from 51% in 2024) and the 75+ health plans announcing market exits for 2026. ACA legal developments commanded attention
as ongoing litigation and state-level policy variations created compliance uncertainty. PBM disruption coverage resonated
strongly as transparency mandates reshaped pharmacy economics and forced operational restructuring across most health
plans.

Prior authorization reform articles achieved exceptional readership as CMS finalized requirements taking effect January 2025,
with payers scrambling to implement automated workflows and ensure compliance while managing provider resistance.
Financial performance content spiked during earnings seasons as major payers reported medical loss ratios averaging 86 -
88%—well above historical norms—and pharmacy costs surging 12-15% year-over-year. Leadership transition coverage drew
consistent interest as executive turnover across major payers signaled strategic pivots and organizational restructuring.

Al automation content evolved from exploratory to implementation-focused, with 68% of payers piloting Al for claims
processing and 34% adopting prior authorization automation. The engagement pattern revealed executives seeking practical
deployment guidance rather than visionary use cases. Healthcare administrative costs remaining at 8-12% of total revenue
drove sustained interest in operational efficiency content, while GLP-1 medications adding $2-3 billion annually to payer costs
generated intense focus on specialty pharmacy management strategies.

Medicare Advantage Volatility

Policy changes, Star Ratings pressure, and market exits
dominated executive attention as 33.8M enrollees (52% of
Medicare) created unprecedented program complexity and
financial exposure.

ACA Legal Shifts

Ongoing litigation and state-level policy variations requiring
immediate strategic response and compliance restructuring
across individual and small group markets.

PBM Disruption

Transparency mandates and pharmacy economics
restructuring forcing operational changes as industry
business models faced fundamental transformation.

O What This Means for 2026 Campaigns

Prior Auth Reform

January 2025 CMS requirements driving urgent workflow
automation and compliance preparation across clinical
operations and T infrastructure.

Financial Losses

MLR averaging 86-88% and pharmacy costs up 12-15% YoY
creating cost management crises demanding immediate
intervention strategies.

Al Automation

Technology solving immediate operational bottlenecks with
68% piloting claims automation and 34% implementing prior
auth solutions for proven ROI.

The best-performing content will focus on risk, compliance, and cost control. Lead with regulatory readiness, financial
protection, and operational efficiency rather than innovation narratives. Your audience is searching for solutions to specific

crises—not inspiration for future transformation.
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Buyer Psychology: Defense Mode Analysis

03.BUYER PSYCHOLOGY

Reading behavior analysis throughout 2025 reveals a fundamental shift in executive mindset from exploration to defense. The t ransition
reflects mounting pressures across financial, requlatory, and operational dimensions that transformed how payer leaders evalu ate
priorities, allocate resources, and assess vendor solutions. This defensive posture emerged not from strategic choice but from
environmental necessity, as the confluence of margin compression, requlatory complexity, and cost inflation created an indust ry-wide
survival mentality that will persist throughout 2026.

Financial performance pressure serves as the primary driver of defensive behavior. Medical loss ratios averaging 86-88% across major
payers—compared to historical norms of 82-84%—compressed margins beyond comfort levels, while pharmacy costs increasing 12-15%
year-over-year outpaced premium growth and reserve adequacy. GLP-1 medications alone added $2-3 billion in annual costs across the
industry, creating budget crises that forced immediate cost containment initiatives. Content addressing margin protection, payment
integrity, and cost reduction strategies consistently outperformed innovation-focused articles by 3-to-1 engagement ratios, revealing an
audience consumed by financial survival rather than growth opp ortunities.

Regulatory and legal risk escalated dramatically as CMS finalized prior authorization automation requirements for January 202 5
implementation, PBM transparency mandates took effect, and Medicare Advantage oversight intensified following widespread risk
adjustment concerns. The combination of new compliance obligations, potential penalty exposure, and audit frequency created a n
environment where regulatory readiness became the dominant strategic priority. Plans facing potential CMS sanctions for Star Ratings
performance or prior authorization compliance gaps elevated risk mitigation above all other initiatives, fundamentally reshaping
technology investment priorities and vendor evaluation criteria.

Rising medical and pharmacy costs created a third pressure point, with specialty drug spending, high-cost claimants, and utilization
trends consistently exceeding projections. Administrative burden represented a fourth challenge, as healthcare administrative costs
remaining at 8-12% of total revenue—despite decades of automation—consumed resources without clear paths to significant reduction.
Medicare Advantage economics deteriorated as Star Ratings pressure affected 47% of enrollees transitioning to lower -rated plans and
75+ plans announced market exits, threatening both revenue and profitability. Finally, operational efficiency demands intensi fied as
staffing shortages, technology integration challenges, and workflow complexity created daily execution struggles that diverte d
attention from strategic initiatives to tactical problem-solving.

Financial Performance Pressure

MLR at 86-88%, pharmacycostsup 12-15% YoY, and GLP-1 drugs adding January2025 prior auth dates, PBM transp Y requil , and
$2-3Bannually drove margin compression and eamings volatility, forcing i ified MA ight created compliance requirements and litigation
defensive cost containmentstrategies across all payer segments. exposure escalating rapidlyacross operations.
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Regulatory and Legal Risk Rising Medical and Pharmacy Costs

Specialty drug spending, high-cost claimants, and utilization trends
consistently exceeding projections, with cost trends outpacing premium
growth andreserve adequacy.

Administrative Burden

Healthcare admin costs at 8-12% of revenue despite automation, with
operational complexity consuming resources without clear ROl and
staffing challenges persisting across departments.

Medicare Advantage Economics

47% of enrollees in 4+ star plans (down from 51%), 75+ plan marketexits
for 2026, and Star Ratings changes threatening profitability across the MA

program.

Operational Efficiency Demands

Automation and process improvement becoming survivalimperatives as
manual workflows, integration complexity, and technology debthindered
scalabilityand agility.

2025 content consumption signals a decisive shift from innovation curiosity > operational survival. This defensive posture will continue
to shape buying behavior and content engagement patterns throughout 2026, fundamentally altering how payers evaluate solutions,
prioritize investments, and respond to vendor messaging.

O What This Means for 2026 Campaigns

Campaign messaging must emphasize RO, efficiency, and risk reduction. Position solutions as defensive tools that protect
margins, ensure compliance, and reduce operational exposure rather than growth accelerators. Buyers want protection, not

transformation.
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Keyword Intelligence: Crisis vs Transformation

04. KEYWORDINTELLIGENCE

Keyword analysis provides the most unfiltered view of payer concerns, revealing that buyers searched for crisis management so lutions
rather than transformational op portunities throughout 2025. The language executives used to find content tells a story ofimm ediate
threats and operational challenges rather than strategic vision or future-state planning. Five distinct clusters emerged from search
behavior analysis, each reflecting a different dimension of the defensive mindset that now characterizes the payer market. These
patterns demonstrate that effective 2026 messaging must mirror the specific terminology and conceptual frameworks payers alre ady
employ when seeking help.

Leadership and change keywords dominated as CEO transitions, workforce reductions, and executive compensation controversies
signaled organizational instability and strategic uncertainty. Searches for "CEO resignation healthcare," "payer layoffs 2025," and
"executive turnover analysis" spiked consistently throughout the year, revealing an audience seeking to understand competitive
positioning and anticipate market consolidation. This cluster reflects broader industry anxiety about organizational sustaina bility and
strategic direction amid financial pressure.

Regulation and policy terms captured intense attention as payers searched for CMS guidance interpretations, Medicare changes
implementation guidance, ACA lawsuit implications, and compliance requirement clarifications. Queries like "prior authorization CMS
requirements 2025," "Medicare Advantage Star Ratings changes," "PBM transparency rules," and "risk adjustment audit defense"
revealed executives scrambling to understand and implement rapidly evolving requlatory mandates. The volume and urgency of
regulatory searches far exceeded any other category, confirming compliance as the dominant 2025 priority.

Financial pressure keywords reflected the margin crisis consuming the industry. Searches for "health plan earnings miss," "ML R
management strategies," "pharmacy cost containment,” and "Medicare Advantage profitability challenges" demonstrated executive s
seeking tactical guidance on protecting financial performance. The specificity of these queries —often including dollar figures,
percentage changes, or specific drug names like "GLP-1 cost impact"—revealed audiences past the awareness stage and seeking
immediate implementation guidance.

Cost driver searches concentrated on GLP-1 medication impact, PBM reform implications, specialty pharmacy spending management,
and utilization trend mitigation. Technology and Al keywords evolved from exploratory to implementation -focused, with queries
shifting from "Al in healthcare overview" to "claims processing automation ROI" and "prior authorization Al implementation ti meline.
Finally, operational challenge searches addressed staffing shortages, technology integration comp lexities, and workflow optim ization
needs, with particular emphasis on automation solutions promising headcount reduction or efficiency improvements.
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Leadership & Change Regulation & Policy Financial Pressure
CEO transitions, workforce reductions, executive CMS guidance, Medicare changes, ACAimplications, lawsuit Earnings misses, revenue shortfalls, market share shifts,
compensation controversies, and organizational restructuring — outcomes, prior authmandates, PBM transparency, and profitability challenges, MLR management, and margin
signals drove searches revealing anxiety aboutstrategic compliance requirements dominated search volume and protection strategies reflected the cost crisis consuming
direction and competitive positioning. engagement. executive attention.
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Cost Drivers Technology & Al Operational Challenges
GLP-1drug impact, PBM reform implications, specialty Interoperability solutions, automation platforms, predictive Staffing shortages, technology integration issues, workflow
pharmacy spending, utilization trends, and medical cost analyticstools, claims processing Al, and prior authorization optimization needs, manual process elimination, and
management tactics drove sustained search interest and automation implementation guidance replacedexploratory Al efficiency improve ment strategies refle cted daily execution
content engagement. content. struggles.

O What This Means for 2026 Campaigns

Use language that mirrors payer concerns: cost, compliance, efficiency, automation. Your messaging should echo the search
terms executives are already using to find crisis management solutions. Speak their language, not yours.
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Al Reality: From Hype to ROI

05. Al REALITY

The conversation around artificial intelligence fundamentally transformed in 2025, evolving from aspirational innovation narr ative to
practical budget line item with measurable return expectations. Payers stopped asking "What could Al do?" and started demanding
"What will Al save us?" This shift reflects maturation in how healthcare organizations evaluate and adopt technology solutions, moving
past the exploration phase into implementation and RO/ verification. Current data shows 68% of payers piloting Al for claims
processing, with 34% having moved beyond pilots to full adoption of prior authorization automation solutions.

Alis now viewed as cost-reduction infrastructure rather than transformational innovation, creating both opportunity and constraint for
vendors positioning Al-enabled solutions in the payer market. The opportunity lies in unprecedented budget availa bility—executives
who might resist exploratory technology spending readily ap prove Al investments framed as administrative cost reduction or pa yment
integrity improvement. The constraint emerges from heightened ROl expectations and compressed implementation timelines, with
buyers demanding documented savings within 12-18 months rather than accepting multi-year transformation roadmaps.

Six specific use cases dominate current Al adoption patterns and buyer interest. Claims processing automation leads implementation,
with Al solutions streamlining adjudication workflows, reducing manual effort, and accelerating processing times while identifying
payment errors and potential overpayments. Prior authorization automation represents the fastest-growing adoption category, driven
by January 2025 CMS mandates requiring automated review capabilities and electronic workflow integration. These solutions red uce
administrative burden for both payers and providers while accelerating approval timelines and improving compliance documentation.

Predictive analytics for cost management shows strong growth, with risk modeling and population health forecasting tools helping
payers identify and mitigate future cost drivers before they manifest in claims. Al-driven payment integrity solutions have moved
beyond pilot phase at most major payers, with advanced algorithms identifying improper payments, reducing leakage, and delivering
measurable cost savings with clear ROl metrics—typically preventing $1.2-1.8 billion annually in improper payments across the
industry. Fraud, waste, and abuse detection represents another mature Al application, with sophisticated pattern recognition
identifying anomalies indicative of fraudulent activity and generating significant cost recovery.

Clinical workflow optimization rounds out the primary use case portfolio, with Al adoption rising in care management, utiliza tion
review, and care coordination processes toimprove both operational efficiency and clinical outcomes. The common thread acros s all
successful implementations: demonstrable ROl within 12-18 months, clear integration paths with existing systems, and measurable
impact on either cost reduction or compliance risk mitigation. Solutions lacking these characteristics struggle to gain traction
regardless of technological sophistication or innovation potential.
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Claims Processing Automation Prior Authorization Automation Predictive Analytics for Cost
68% of payers piloting Alsol utions to streamline claims 34% full adoption rate as January 2025 CMS mandates drive Growth in riskmodeling and population health fore casting tools to
adjudication, reducing manual effort, accelerating processing investmentin Al reducing administrative burden and accelerating identify and mitigate future costdrivers, enabling proactive
times, and identifying payment errors with measurable cost service approval for providers and members. intervention before claims materialize.

savings.

& e
N N e

—]

(

B

Optimized Clinical Workflows Payment Integrity & ROI Fraud, Waste, and Abuse Detection

Aladoption rising in care managementand utilization review Al-driven paymentintegrity solutions identify improperpayments,  Advanced Al algorithms deployed to detect anomalies and patterns
processes to improveeffidency and outcomes while reducing reduce leakage, deliver measurable cost savings with industry indicative of fraudulent activity, ge nerating significant cost recovery
administrative burden on clinical staff. preventing $1.2-1.8Bannually inimproper payments. and compliance protection.

o What This Means for 2026 Campaigns

Position Al as operational ROI, not futuristic innovation. Lead with documented savings, efficiency metrics, and implementation
timelines of 12-18 months rather than transformation potential or technological sop histication. Your buyers want numbers, not
vision.
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Messaging Gap: Vendor Themes vs Payer Needs

06. MESSAGING GAP

A critical strategic disconnect exists between vendor marketing language and payer reading behavior, representing perhaps the single
largest opportunity for competitive differentiation in 2026. While vendors continue emphasizing transformation, innovation, and
digital future narratives, payers desperately seek practical solutions to immediate operational and financial challenges. This
messaging mismatch explains why many sophisticated marketing campaigns generate awareness but fail to produce qualified
pipeline, and why sales teams report that marketing collateral doesn't resonate in actual buyer conversations.

Analysis of vendor website positioning, campaign themes, and content marketing reveals consistent emphasis on five core narra tives:
transformation of healthcare delivery, enhanced member and provider experiences, cutting-edge innovation and technological
sophistication, comprehensive digital ecosystems, and visionary future-state scenarios. These themes reflect vendor strategic
positioning and product differentiation efforts, but they fundamentally misalign with documented payer priorities revealed th rough
actual reading behavior throughout 2025.

Payer content consumption patterns tell a different story entirely. The topics generating sustained engagement focus on compliance
with regulatory requirements, mitigation of financial and operational risk, reduction of inmediate operational expenses, auto mation
eliminating manual processes, and measurable improvement in resource utilization. These themes reflect an audience in crisis
management mode, seeking defensive tools rather than transformational opportunities. The disconnect isn't subtle—vendor themes
and payer interests operate in almost entirely separate conceptual spaces.

The practical implications manifest throughout the buyer journey. Marketing qualified leads express interest in innovation narratives
but lack urgency or budget authority when sales engages. Content downloads spike for transformation-focused whitep apers but
demonstrate weak conversion to subsequent engagement. Sales presentations emphasizing digital transformation generate polite
nodding but fail to advance deals, while competitors leading with cost reduction and compliance messaging win evaluations des pite
potentially inferior technology. The messaging gap creates a competitive vulnerability that sophisticated vendors can exploit through
strategic repositioning.

Winning vendors in 2026 will systematically reposition messaging around economic value, risk mitigation, compliance readiness, and
operational efficiency. This doesn't require abandoning innovation narratives entirely—it requires leading with payer priorities and
positioning innovation as the mechanism for achieving defensive objectives rather than the objective itself. The transformation isn't
just rhetorical; it requires fundamental restructuring of content strategies, campaign themes, sales enablement materials, and
executive positioning to align with the defensive mindset now dominating payer decision-making.

Vendor Messaging Payer Reading Behavior

Transformation Compliance

Reimagining healthcare delivery through innovative approaches and visionary thinking Meeting CMS requirements, prior auth mandates, and regulatory obligations

Experience Risk

Member and provider engagement through seamless, consumer-grade interactions Mitigating financial exposure, audit penalties, and operational vulnerabilities

Innovation Cost

Next-generation capabilities and cutting-edgetechnologicalsophistication Reducing operational expenses, pharmacy costs, and administrative burden

Digital Future Automation

Cloud-based e cosystems enabling comprehensive platformintegration Eliminating manual processes in claims, prior auth, and payment integrity

Efficiency

Improving resource utilization and operationalw orkflow effe ctiveness

O What This Means for 2026 Campaigns

Winning vendors will reposition messaging around economic value. Replace transformation language with risk mitigation, cost
reduction, and compliance readiness messaging that speaks directly to current payer priorities. Lead with defense, then
explain innovation.
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2026 Playbook: Campaign Themes That Win DistilINFO

07. 2026 PLAYBOOK

Winning in 2026 requires a fundamental reset in payer marketing strategy, moving decisively from innovation-focused transformation
narratives toward defensive, crisissmanagement messaging that acknowledges current market realities. The industry has shifted from
broad digital transformation themes to specific operational and financial challenges demanding immediate attention. Success will
come from aligning campaign messaging with the documented priorities revealed through 70,000+ executive reading behaviors
analyzed throughout 2025. Six strategic pillars represent the framework for capturing payer attention in the year ahead, each
grounded in keyword cluster analysis, engagement data, and documented buyer priorities.

The six campaign themes reflect the intersection of payer pain points and vendor solution cap abilities, providing a strategicframework
for repositioning products and services around defensive value propositions. These themes don't represent incremental adjustments to
existing messaging—they require fundamental restructuring of how vendors position capabilities, structure content calendars, train
sales teams, and execute marketing campaigns. Organizations treating these themes as tactical add-ons rather than strategic pivots
will continue struggling with pipeline generation and win rates despite sophisticated technology offerings.

Implementation requires coordinating messaging across all customer touchpoints. Website p ositioning must lead with these defensive
themes rather than burying them beneath transformation narratives. Content calendars should allocate 80% of production resources
to these six themes, with exploratory innovation content limited to 20% or less. Sales enablement materials need restructuring around
risk mitigation and ROl rather than feature differentiation and technological sophistication. Executive thought leadership should
address these challenges explicitly rather than painting future-state visions that fail to acknowledge current crises.

The themes interconnect strategically, with solutions often addressing multiple themes simultaneously. Payment integrity platforms
deliver both cost containment and financial pressure management. Prior authorization automation addresses both regulatory
compliance requirements and operational efficiency demands. Medicare Advantage optimization tools simultaneously improve Star
Ratings performance, reduce administrative burden, and protect profitability. Effective campaigns will articulate these
interconnections explicitly, demonstrating comprehensive value across multiple defensive priorities rather than positioning solutions as
point solutions for isolated problems.
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Cost Containment & Payment Integrity Regulatory Compliance & Risk Prior Auth & Claims Automation
Solutions demonstrably reducing administrative expenses, medicalcosts, Tools ensuring compliance with CMS requirements, ACA provisions, Technology eliminatingmanualpro cesses with 34% of payersadopting
or pharmacy spending with documented RO, reflecting urgent need for ~ Januatry 2025 prior auth mandates, and evolving requlations, helping prior authautomation and 68% piloting claims processingAl, reducing
financialstability and fraud preventionas MLR averages 86:88%. mitigate financial exposure and potential penalties. staff burden and accelerating operational workflows.
Overall Rating
E N — tj rience Gotting appointmerta
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iber aperience  Member adwtience plan safety
checkups
Financial Pressure Management Operational Efficiency & Staffing Medicare Advantage Optimization
Platforms minimizing financialexposure, ensuring audit readiness, and ~ Solutions improving resource utilization and reducing staff burden, Solutions improving Star Ratings, managing ris k adjustment, and
protecting against compliance penalties as pharmacy costs increase 12 addressing critical operational challenges and staffing shortages as optimizingMA plan performance as 47% of enrolleesin 4+star plans
15% YoYand GLP-1 drugs add $2-3B annually. admin costs remain at 8-12% of revenue despite automation. (downfrom 51%) and 75+ plans exit markets for 2026.

o What This Means for 2026 Campaigns

Allocate 80% of marketing resources to these six defensive themes. Restructure website positioning, content calendars, sales
enablement, and executive messaging around risk mitigation, cost reduction, compliance readiness, and operational efficiency
rather than transformation and innovation.

@ www.distilinfo.com



DistilINFO

Action Plan: Content Strategy Blueprint

08.ACTION PLAN

Content performance data throughout 2025 reveals clear patterns in what resonates with payer audiences, providing actionable
guidance for restructuring editorial calendars and content production priorities for 2026. The highest-engagement formats all share a
common characteristic: they provide immediately actionable guidance on navigating specific challenges rather than exploring future
possibilities or inspiring strategic vision. This blueprint translates reading behavior into a prioritized content production strategy that
aligns investment with documented buyer interests.

Six content types consistently generated exceptional engagement and conversion metrics throughout 2025. Regulatory explainers —
providing CMS guidance translations, ACAimpact analyses, and compliance requirement breakdowns—achieved 5-star performance
with particularly strong engagement from VP and director-level audiences responsible for implementation. These pieces succeeded by
demystifying complex requirements and providing concrete implementation guidance rather than merely summarizing regulatory
changes.

ROI case studies documenting savings, implementation timelines, and measurable efficiency gains performed exceptionally well, with C-
suite audiences engaging most heavily. The best-performing case studies included specific dollar figures, percentage improvements,
and timeframe data rather than vague "significant savings" or "improved efficiency" claims. Payment integrity solutions conte nt
addressing Al-driven fraud detection, waste and abuse identification, and payment accuracy improvements resonated strongly as the
industry prevents $1.2-1.8 billion annually in improper payments through these approaches.

Executive strategy reports providing industry trend analysis, competitive intelligence, and strategic recommendations generat ed
consistent readership from senior audiences, though conversion to sales conversations proved weaker than more tactical content types.
Prior authorization automation guides—featuring before/after scenarios and implementation roadmaps —captured intense interest
following January 2025 CMS mandate implementation. Operational efficiency benchmarks comparing peer performance and industry
standards provided validation for internal business cases and budget justifications.

The content production priority framework allocates resources based on both engagement performance and strategic importance
across the six campaign themes from the 2026 Playbook. Regulatory compliance and risk content should consume 30% of the edito rial
calendar, given the dominant role compliance concerns play in current buyer psychology. Cost containment and payment integrity
content merits 25% allocation, reflecting financial pressure as the primary environmental driver. Prior authorization and claims
automation content deserves 20% given the maturity of buyer interest and near-universal applicability. Operational efficiency and
staffing content should receive 15% allocation, addressing universal challenges with varying urgency across payer segments. Financial
pressure management and strategic guidance content merits 10% allocation, primarily targeting C-suite and VP audiences. Medicare
Advantage optimization should be integrated throughout other themes rather than treated as standalone content category.

Content Type Description Performance
Regulatory Explainers CMS guidance translations, ACAimpact analy ses, compliance requirement breakdow ns with implementation
guidance

ROl Case Studies Documented savings with specific dollar figures, implementation timelines, measurable efficiency gains

Paymentintegrity Solutions Al-driven fraud detection, waste and abuse identification, payment accuracy improvements

Executive Strategy Reports Industry trend analysis, competitive intelligence, strategicrecommendations for senior leaders

Prior Auth Automation Guides Before/after scenarios, impl ation roadmaps for streamlining authorization processes

Operational Efficiency Benchmarks Peer comparisons, industry standards, bestpractices for optimizing operations
— 30% 25% [ 20%
Regulatory Compliance & Risk Cost Containment & Payment Integrity Prior Auth & Claims Automation
CMS guidance, prior auth mandates, compliance requirements, audit ROl case studies, payment integrity, fraud detection, cost reduction strategies Implementation guides, automation RO, workflow optimization, technology
preparation selection
. 15% 10%
Operational Efficiency & Staffing Financial Pressure & Strategy
Resource optimization, workflow improvement, efficiencybenchmarks, staffing ~ MLRmanagement, margin protection, strategic planning, competitive
models intelligence

o What This Means for 2026 Campaigns

Restructure editorial calendars using this priority framework: Compliance (30%), Cost Containment (25%), Automation (20%),
Efficiency (15%), Strategy (10%). Eliminate innovation-focused content failing to address immediate payer concerns. Prioritize
content types with documented 4-5 star performance.
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The Payer Attention Formula

09. THE FORMULA

Risk + ROl + Regulation + Automation = Payer Attention

This formula distills 70,000+ reader interactions throughout 2025 into an actionable framework for capturing p ayer attention in 2026.
It draws directly from documented keyword clusters including Leadership & Change, Regulation & Policy, Financial Pressure, Co st
Drivers, Technology & Al, and Operational Challenges. The formula addresses the critical messaging gap between vendor innovation
themes and payer defensive needs, recognizing Al's evolution from hype to quantifiable ROl and payment integrity imperative. Each
element represents a critical dimension of payer decision-making and content engagement. When these four factors align in vendor
messaging, content performance increases exponentially compared to traditional transformation-focused approaches.

The formula's power lies in its simplicity and universality. Regardless of specific solution category —whether care management
platform, payment integrity tool, prior authorization system, or population health technology—these four elements consistently
predict message resonance and campaign effectiveness. The formula doesn't replace product differentiation or technical positioning;
rather, it provides the strategic framework within which differentiation becomes relevant to defensive-minded buyers. Solutions
lacking clear connections to at least three of these four elements struggle to gain traction inthe current market regardless of
technological sophistication or innovation potential.

Risk encompasses financial pressure, compliance vulnerability, operational threats, and leadership change concerns. Effective
messaging addresses specific risk dimensions explicitly: "Reduce audit exposure," "Protect against CMS penalties," "Mitigate MLR
volatility," or "Defend market share." ROl emp hasizes documented savings, measurable efficiency, cost containment, and proven
economic value, with particular focus on payment integrity preventing improper payments. Buyers demand specific timeframes (12-18
months), percentage improvements (reduce admin costs 15-20%), or dollar figures (52-3M annual savings) rather than vague
efficiency claims.

Regulation frames solutions as compliance enablers and regulatory readiness tools, specifically addressing January 2025 prior
authorization mandates, CMS guidance translations, Medicare Advantage oversight, ACA implementation requirements, and PBM
transparency compliance. Automation positions technology as operational efficiency infrastructure eliminating manual processes in
prior authorization (34% adoption rate), claims processing (68% piloting), fraud detection (industry-wide preventing $1.2-1.8B
annually), and payment integrity. The focus emphasizes workflow automation and process elimination rather than digital
transformation or technological sophistication.

B
b 2,

Risk ROI
Address financial pressure, compliance vulnerability, operational threats, and concerns Lead with documented savings, measurable efficiency, cost containment, and proven

around leadership changes directly with specific mitigation strategies. economic value within 12-18 months, especially concerning payment integrity.

e

E <

Regulation Automation

Frame solutions as compliance enablers and regulatory readiness tools, specifically Position technology as operational efficiency infrastructure with 12-18 month implementation,
addressing CMS guidance, Medicare changes, prior auth mandates, and ACA requirements. focusing on prior auth, claims processing, fraud detection, and payment integrity.

Application Framework: Every campaign, content piece, and sales conversation should incorporate at least three of these four
elements. Most successful vendor communications in 2025 integrated all four dimensions seamlessly, aligning with the six

campaign themes from the 2026 Playbook: Cost Containment & Payment Integrity, Requlatory Compliance & Risk, Prior Auth &
Claims Automation, Financial Pressure Management, Operational Efficiency & Staffing, and Medicare Advantage Optimization.

o What This Means for 2026 Campaigns

Audit all messaging against this formula. Campaigns addressing 3-4 elements will outperform campaigns addressing 1-2
elements by 5-10x in engagement and conversion. This isn't theory—it's documented pattern from 70,000+ executive
interactions throughout 2025.
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If Your 2026 Campaigns Still Lead with "Innovation," You Will
Be Ignored

THE EVIDENCE IS UNAMBIGUOUS

The evidence accumulated throughout 2025 is unambiguous and challenging for vendors maintaining traditional innovation -focused
messaging: payer attention has fundamentally shifted from aspirational vendor themes like Transformation, Experience, Innovation,
and Digital Future toward urgent defensive needs centered on Compliance, Risk, Cost, Automation, and Efficiency. Analysis of over
70,000 reader interactions reveals keyword clusters including Leadership & Change, Regulation & Policy, Financial Pressure, C ost
Drivers, Technology & Al, and Operational Challenges—each signaling a clear crisis management focus rather than exploratory
innovation interest.

Al's role evolved from abstract hype to tangible ROl imperative, with sharp focus on payment integrity preventing $1.2-1.8 billion
annually in improper payments, prior authorization automation reaching a 34% adoption rate driven by January 2025 CMS mandates,
and claims processing pilots at 68% of payers demanding 12-18 month ROI timelines. This transition encapsulates the broader market
shift andis captured by the Payer Attention Formula: Risk + ROl + Regulation + Automation = Payer Attention. Marketing organ izations
failing to recognize this critical messaging gap will continue investing significant resources in content that resonates inte rnally but
fails to engage target buyers, generate qualified pipeline, or support sales conversations.

However, this shift also presents a significant and immediate opportunity for vendors willing to adapt. By realigning messaging
around the six key campaign themes from the 2026 Playbook—Cost Containment & Payment Integrity (addressing MLR at 86-88% and
pharmacy costs up 12-15% YoY), Requlatory Compliance & Risk (January 2025 prior auth mandates and PBM transparency), Prior Auth
& Claims Automation (34% and 68% adoption rates respectively), Financial Pressure Management (GLP-1 drugs adding $2-3B
annually), Operational Efficiency & Staffing (admin costs at 8-12% of revenue), and Medicare Advantage Optimization (47% in 4+ star
plans, down from 51%, with 75+ plan exits)—vendors can break through the noise and capture attention in an increasingly defensive
market.

The choice confronting healthcare technology vendors, service providers, and consultancies is clear and urgent: evolve messag ing to
match documented payer priorities revealed through actual reading behavior, or watch 2026 campaigns fail to generate
engagement, pipeline, or revenue despite sop histicated offerings and significant marketing investment. The payers who will evaluate
solutions throughout 2026 are operating in crisis management mode, prioritizing requlatory readiness over digital transformation,
proven ROl over visionary potential, and automated efficiency over exploratory pilots. Marketing that fails to acknowled ge th is reality
will fail to drive business outcomes, regardless of creative excellence or media spend levels.

| "Ready to Reach Payers Where They're Actually Paying Attention?" 7 O K+

Partner with DistilINFO to reach healthcare's most engaged payer audience
with content that addresses their real concerns. Our six specialized
publications deliver your message to over 70,000 healthcare leaders actively

Engaged Healthcare Leaders

Across six specialized publications

seeking solutions to the specific challenges documented in this report. 9 K+

The payers reading DistillNFO HEAL THPLAN, DistilINFO HOSPITAL IT, DistilINFO

GOV HEALTH, DistilINFO Health Al, DistilINFO AGING, and DistillNFO LIFE C-Suite Decision Makers
SCIENCES are the same executives whose reading behavior informed this With ultimate budget authority
analysis. They're searching for risk mitigation strategies, compliance

guidance, cost containment solutions, and automation implementation -I O Oo/
roadmaps—not innovation inspiration or transformation vision. (o]

U.S. Payer Market
Connect With Focused exclusively onAmerican healthcare

O The choice is clear: Evolve your messaging to match payer priorities documented through 70,000+ executive interactions, or
watch your campaigns struggle to generate meaningful engagement in 2026. Contact DistilINFO to discuss how our
publications can deliver your repositioned message to the buyers actually searching for your solutions.
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Partner with DistilINFO to Reach Healthcare's Most Engaged
Audience

RUNYOUR 2026 CAMPAIGNS

DistilINFO is a leading media company delivering industry news, insights, and interviews across healthcare, IT, retail, and i ndustrial
sectors. Through our specialized publications, we connect over 70,000 engaged healthcare leaders—including 9,000 C-suite decision
makers, 13,000 vice presidents, and 31,000 directors—with the solutions they're actively researching. Our platform provides targ eted
advertising solutions that help brands reach decision-makers at the precise moments they're seeking information.
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DistilINFO HEALTHPLAN (Bi-Weekly) DistilINFO HOSPITAL IT (Weekly) DistilINFO GOV HEALTH (Weekly)
Focused on payer marketinsights, health plan strategies, managed  Covering healthcaretechnology, digitaltransformation, IT Governmenthealthcare policy, Medicare/Medicaid updates, CMS
caretrends, Medicare Advantage, MLR management, and infrastructure, implementation guidance, vendor evaluation, and  guidance translations, requlatory changes, and compliance
regul atory compliance affecting health insurance organizations. technology ROIfor hospital and health system CIOs. require ments affecting payers and providers.
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DistilINFO Health Al (Fortnightly) DistilINFO AGING (Fortnightly) DistilINFO LIFE SCIENCES (Weekly)
Artificial intelligence applications, automation solutions,emerging — Seniorcare, aging population health, longevity research, Medicare  Biotech, pharmaceuticals, life scences innovation, specialty drug
health tech, prior authorization Al, claims processing automation, — Advantage-specific challenges, Star Ratings optimization,and pricing, GLP-1 medications, formulary management, and pharmacy

and payment integrity tools.

Why Advertise with DistilINFO?

Reach 70,000+ engaged healthcare leaders actively
researching solutions

Target 9,000+ C-suite decision makers with ultimate
budget authority

100% focused on U.S. healthcare payer market with no
dilution

Multiple touchpoints across specialized publications for
reinforcement

Generate marketing qualified leads with demonstrated
topicinterest

Build brand awareness with the precise audience seeking
your solutions

Leverage content performance data to optimize campaign
messaging

Access behavioral insights unavailable from any other
healthcare publisher

[ Contact Us to Get Started

geriatric care managementsolutions. costcontainment strategies.

Ready to Launch Your Campaign?

Let's discuss how DistillNFO can help you reach payers where
they're actually paying attention—with content that addresses
their real concerns around cost containment, compliance
readiness, risk mitigation, and operational efficiency. Our
advertising opportunities include:

. Dedicated email campaigns to targeted segments

. Sponsored content and native advertising

. Display advertising and banner placements

. Thought leadership opportunities and contributed content
. Webinar sponsorships and virtual event partnerships

. Custom research and content development

. Multi-publication packages for comprehensive reach

Ourteam is ready to help you craft campaigns that resonate with healthcare's most influential decision-makers.

Email: advertise@distilinfo.com
Website: www.distilinfo.com
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