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Becoming Part of
The (Health) Plan

Wellness Cos. Help Care and Coverage Providers Find Ways  
to Effectively Reach and Influence Diverse Customer Bases

BY JARED WHITLOCK

SPECIAL REPORT: HEALTH CARE
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Yoga, one example of an 

activity meant to manage 
back pain, is demonstrated 
at a photo shoot during an 
American Specialty Health 

conference in October at 
Loews Coronado Bay Resort. 

The company is among 
wellness companies in San 

Diego focused on health plans, 
health organizations and 

employers. 

American Specialty Health
Another growing wellness company catering to health plans and health 

organizations: American Specialty Health, which reported $422.1 million in 
revenue in 2016, meaning a three-year growth of 76 percent. The company 
was founded in San Diego and relocated its headquarters to Indiana in 2013, 
though it still has 812 employees here. 

The company is something of a provider for a provider. 
American Specialty Health, among other things, devel-

oped a network of acupuncture and chiropractic providers 
that health plans use to supplement their care. Sharp Health 
and Scripps Health, for instance, contract with the company.

“They come to us because we can do that in a cost-effective 
fashion,” said Douglas Metz, chief health services officer and 
executive vice president of the company. “We can do it better 
and cheaper than they can. That’s basically the bottom line,” 

Metz said the Affordable Care Act acted as a catalyst 
for growth in recent years, as clients put a greater emphasis on affordability 
and quality. American Specialty Health fit this need, sparking expansion into 
additional regions across the nation, he added.

Its expanding network, in turn, attracted new clients. 
The company’s reimbursement models, another reason for success, include 

Medicare Advantage, which allow providers to add benefits to their traditional 
plan, including chiropractic. 

Recently, American Specialty Health debuted “EmpoweredDecisions,” 
pitched as an all-encompassing solution for patients with back and general 
pain, and opioid users. The program, launched as a pilot project, would be 
offered through health plans or directly by an employer. 

It links disparate parts of the medical system, centering on online resources 
like an app, as well as personalized plans based on an algorithm assessing health 
needs and an individual coach.
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