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Abstract:

This presentation will provide a research-based conceptual model for understanding the
business value of EAP partnerships and collaborations. The model, which has been
developed by the authors over the past three years, identifies three primary areas of value
associated with an EAP’s partnership activities: (1) Human capital management gains,
(2) health benefits claims savings, and (3) organizational impacts.

Human capital management gains are based on savings from avoided employee
absenteeism, productivity, and turnover costs. Health benefits claims savings are derived
from reductions in mental health and medical claims, short-term disability claims, and
workers’ compensation costs. Organizational outcomes derive most of their value at the
work group level and from savings associated with managerial consultation and risk
management/prevention activities.

The research and best practices associated with an EAP’s value within each of these three
areas will be discussed for specific current and emerging partnership activities.
Collaboration areas discussed will include: The role of EAPs in disease management;
partnering between EAPs and health risk appraisal organizations; integration of EAPs
and work/life programs; partnering between EAPs and disability management; and the
role of EAPs in corporate health and productivity initiatives.

This presentation builds on the authors’ recent work, which has focused largely on an
EAP’s direct business-value impacts, by examining how an EAP can provide additional
benefits for an organization by applying its unique set of core practices and areas of
expertise to assist other workplace departments and HR initiatives. The presenters will
argue that by expanding the vision of what an EAP has to offer through partnerships and
collaborations, it can significantly enhance its business value to an organization.

Learning Objectives:

The general goal of this presentation is to provide participants with a framework for
understanding the best practices and business value associated with EAP partnering
activities. Specifically, the presentation has these three learning objectives:

1. To provide participants with an understanding of the value of EAP partnerships and
collaborations using the EAP Business Value Model developed by the authors.

2. To identify specific current and emerging partnering practices in which an EAP might
engage to provide additional value to its customer organization or organizations.

3. To present the research evidence supporting specific partnerships and to identify the
business value associated with them.



