
Member profile guides
Customizing your member engagement strategy by consumer type

What do your members expect from lab services? And how might that help you shape 
member engagement efforts?

Consumerism in healthcare is here to stay.



Prefer quiet  
waiting rooms

Lack of information/poor 
communication leads to  
negative experience

Member type

Frequent testers

Coverage
Primarily Medicare

Engagement opportunity
An aging baby boomer population means a growing group to engage
Least demanding of all member types (easier to satisfy)

White or blue collar
Upper middle class

~ 6 lab visits per year3
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Member type

Recommendations 

Give them quality



Interested in learning more?
Contact your Quest Diagnostics sales representative  
or visit us at QuestDiagnostics.com/HealthPlans.


