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BE  
THE  
CHANGE.
Welcome to HealthShare Symposium 2014 — where  
hospital innovation meets digital transformation. 

For the next three days, you’ll hear and share hard-earned  
insights and proven strategies that will help define what it  
takes to keep your organization at the forefront of a rapidly  
changing healthcare industry. 

Maybe you noticed a new creative point of view in the  
symposium materials this year — the beauty and power  
of the ancient art of origami. 

We chose origami because of its ability to transform far  
beyond a simple sheet of paper. It has relevance in today’s  
engineering and technology marvels. It’s used in satellite  
solar panels, automobile airbags and telescope lenses. And  
its theories are used in the development of healthcare  
devices, including heart stents. 

Like origami, you’re here to shift thinking and shape  
possibilities. HealthShare Symposium 2014 combines 
time-tested principles and forward-thinking solutions  
that enable hospitals to adapt in an ever-changing world. 

We’re glad you’re here. You’re a leader. And leaders don’t  
wait to respond to change — they lead the transformation.  
Let’s get started.

=    INTERACTIVE CONTENT
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BE IN THE  
RIGHT PLACE.
Got questions? Need a point in the right direction? Stop by  
the HealthShare Symposium registration desk located in  
the Country Club Courtyard, or the Concierge Desk located  
just outside the Country Club Ballroom. 

We’re here to get you where you need to be and to make sure  
you have what you need when you get there. 

REGISTRATION DESK HOURS – COUNTRY CLUB COURTYARD
Wednesday: 2pm – 5:30pm

CONCIERGE DESK HOURS – COUNTRY CLUB BALLROOM
Wednesday: 2pm – 5:30pm
Thursday: 7am – 2:30pm
Friday: 7am – 12pm

« Back to Table of Contents

http://healthsharesymposium.com/
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ALWAYS KNOW 
WHERE YOU’RE 
GOING.

Walking the halls 
of the historic 
Biltmore, it’s easy 
to lose yourself in 
the picturesque 
beauty and 
intrigue. Use these 
maps to get you 
where you’re going.
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http://healthsharesymposium.com/event-map/
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BE HEARD.  
We want to hear from you, in real time. What’s on your mind? How 
will HealthShare Symposium impact your organization? What are 
your favorite takeaways so far? 

Let’s talk. If you see our team with camera in hand, stop and share 
some insight. Or, just stop by and give us a shout-out. 

BE AWARE. 
We’re making it easier to be in more than one place at the same time. 

Go to healthsharesymposium.com », our NEW mobile-enabled 
microsite, to stay updated at all times. This is your one-stop site for 
agenda info, real-time session updates, speaker bios, hotel maps and 
more. The HealthShare Symposium blog located on the homepage 
of our microsite will keep you updated on every speaker and seminar 
so you can make sure you don’t miss a single takeaway.

Like to tweet? Tweet with us. #Healthshare14 

« Back to Table of Contents

http://healthsharesymposium.com/
https://twitter.com/search/?q=%23healthshare14
https://twitter.com/search/?q=%23healthshare14
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IT’S ALL  
ABOUT TRUST.
Relationships — at home, at work, in  
healthcare — are built on trust. The deeper 
the trust, the greater the loyalty, the stronger  
the relationship.

Today, let’s talk about how to plant the  
seeds for trust — and how to nurture  
those seeds to deepen loyalty and develop 
lifelong relationships.

Trust us, this is a great way to start the  
next three days. 

« Back to Table of Contents
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04.09.14
WEDNESDAY AGENDA

TIME EVENT LOCATION

2:00 PM Arrive Country Club Courtyard

3:00 PM Welcome 
The Roadmap to  
HealthShare Symposium 2014 
Presenter: 
Judy Blackwell, Executive Vice President, 
Chief Marketing Officer, Healthgrades

Country Club Ballroom

3:15 PM CEO Address
Building Relationships:  
Lessons Learned from the  
Digital Frontier 
Presenter:  
Roger Holstein, Chief Executive Officer, 
Healthgrades

Country Club Ballroom

4:00 PM Keynote Address
The Future of Healthcare:  
What’s Your Vision?
Presenter:  
Warner Thomas, President and Chief 
Executive Officer, Ochsner Health System

 Country Club Ballroom

4:45 PM Featured Presentation
Leveraging Loyalty: From Volume to Value
Presenter:  
Jim Lyons, Chief Operating Officer,  
Healthgrades; Former President,  
Rapp Worldwide

 Country Club Ballroom

5:30 PM Healthgrades Solutions Showcase Granada

7:00 PM Welcome Reception Center and Southwest 
Terrace

« Back to Table of Contents
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WEDNESDAY KEYNOTE

The Future of Healthcare: What’s Your Vision? 
Warner Thomas, President and Chief Executive Officer,  
Ochsner Health System 

How we react and respond to change and adversity determines how  
successfully we come out on the other side. Warner Thomas, President  
and CEO of Ochsner Health System, played a lead role in stabilizing and 
expanding healthcare services in the New Orleans region following the  
devastation of Hurricane Katrina. In the years since, Ochsner has grown  
to become the largest nonprofit, academic, multispecialty healthcare  
system in southeast Louisiana. Learn what steps Warner took to make  
sure Ochsner succeeded. Don’t miss inspiring insight from one of the  
nation’s top hospital leaders. 

« Back to Table of Contents
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WEDNESDAY  
FEATURE PRESENTATIONS

The Roadmap to HealthShare Symposium 2014
Judy Blackwell, Executive Vice President and Chief Marketing Officer, Healthgrades

If you don’t know where you’re going, how will you know when you get there? 

Judy Blackwell welcomes us to HealthShare Symposium with an insightful  
roadmap to help you navigate this year’s event.  She’ll share insights  
to help you along your way, including an introduction of this year’s  
theme — Hospital Innovation | Digital Transformation — as well as a  
fresh perspective on the power of messaging in our business.

Building Relationships:  
Lessons Learned from the Digital Frontier  
Roger Holstein, Chief Executive Officer, Healthgrades

Information connects, and connections lead to committed relationships.  
But to connect, that information must be set free — it must be accessible,  
it must be transparent and it must be trustworthy.

The healthcare marketplace is just beginning to see its information become 
clearer and more accessible. That transparency has the incredible potential 
to connect the millions of healthcare consumers with healthcare providers 
and hospitals — and to create solid relationships with even greater promise.

Healthgrades CEO, Roger Holstein, will talk about the opportunities to  
accelerate this revolution and the advantages to be gained by those who 
lead this transformation of the healthcare marketplace. 

Leveraging Loyalty: From Volume to Value
Jim Lyons, Chief Operating Officer, Healthgrades; Former President,  
Rapp Worldwide

It’s nice to feel welcome. We love to be rewarded. And who doesn’t want 
to feel special? This is why loyalty programs work — in retail, restaurants, 
services, even the gas station on the corner. If you give a consumer a reason 
to come back, consumers will respond and relationships will deepen.

Jim Lyons, COO, Healthgrades, will share loyalty program best practices  
from a wide range of industries, as well as a few pioneering healthcare 
providers. We’ll discuss what works and why it works, how the digital world 
is reshaping the possibilities and potential of loyalty programs, and how to 
apply this to creating a strategy for building and deepening patient loyalty.

« Back to Table of Contents
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ENGAGEMENT

LEARN ABOUT:

• The new product 
user experience

• Multichannel 
volume/value solutions

• Physician practice 
analysis and 
communications

• Health Relationship 
Management 
(2-minute video)

LEARN ABOUT:

• Patient Direct Connect

• How to make your 
physicians more 
discoverable, relevant, 
and differentiated

GROWTH
LEARN ABOUT:

• The new web wizard

• Quality reporting 
and analytics

QUALITY

VISIT THE 
SOLUTIONS SHOWCASE
WEDNESDAY APRIL 9, 2014  /  5:30 PM  /  GRANADA ROOM

MAKE SURE TO PICK UP 
A PASSPORT AT THE DOOR.

Getting it stamped at all 3 pods will give you a 
chance to win great prizes at the reception!

« Back to Table of Contents

» Click for more information.

http://healthsharesymposium.com/solutions-showcase/


13

ENGAGE  
AND ALIGN.
What’s more important: the medium or  
the message? Trick question — they’re one  
and the same. Today, we’ll focus on topics  
that matter — innovation, consumerism,  
engagement and big data.

It’s a whole new frontier — a wide-open  
opportunity. Let’s explore. We’ll provide  
the roadmap.

« Back to Table of Contents
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04.10.14
THURSDAY AGENDA

TIME EVENT LOCATION

7:00 AM Breakfast Country Club Courtyard

8:00 AM Welcome
The Roadmap to HealthShare  
Symposium 2014
Presenter: 
Judy Blackwell, Executive Vice President, 
Chief Marketing Officer, Healthgrades

Country Club Ballroom

8:15 AM Keynote Panel
How Consumerism in Healthcare Is 
Impacting Digital Patient Engagement  
and Physician Alignment
Presenter:  
Panelists: Margaret Sabin, President, 
Centura Health South State Operating 
Group, Kevin Webb, PhD, President,  
Acute Care Division, ProMedica, and 
Tom Kruse, Vice President, Network 
Development & Marketing, Hackensack 
University Medical Center
Moderated by John Neal,  
Executive Vice President,  
Corporate Development, Healthgrades

Country Club Ballroom

9:15 AM Feature Presentation
Lessons Learned from Big Pharma: How  
to Engage Patients Online to Drive ROI
Presenter:  
John Mangano, Vice President Marketing 
Solutions, comScore, and Burt Kann, 
Senior Vice President Marketing, Strategy 
& Client Services, Healthgrades Publisher 
and Advertiser Services

Country Club Ballroom

10:00 AM Break

« Back to Table of Contents
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04.10.14
THURSDAY AGENDA

TIME EVENT LOCATION

10:15 AM Expert-led Breakout Sessions Merrick, Stoneman 
Douglas, Bowman,  
Tuttle, Flagler

11:15 AM Break

11:30 AM Innovation Rounds Merrick, Stoneman 
Douglas, Bowman,  
Tuttle, Flagler

12:00 PM Innovation Rounds (Continued) Merrick, Stoneman 
Douglas, Bowman,  
Tuttle, Flagler

12:30 PM Networking Lunch Country Club Courtyard

1:30 PM Feature Presentation
Big Data in Marketing = Population Health
Presenter:  
Pamela Peele, PhD, Chief Analytics Officer, 
UPMC Insurance Services Division

Country Club Ballroom

2:30 PM Adjourn for Activities

3:00 PM Activities
Culinary Class
Everglades Escapade
Catamaran Sailing Voyage
Painting with a Twist
Kayaking Adventure
Key Biscayne Biking Tour
Alternative Programming

Meet in lower lobby

7:00 PM Havana Nights Reception  
& Recognition Dinner

Country Club Courtyard

« Back to Table of Contents
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THURSDAY KEYNOTE

How Consumerism in Healthcare Is Impacting Digital  
Patient Engagement and Physician Alignment
Panelists: Margaret Sabin, President, Centura Health South State Operating Group,  
Kevin Webb, PhD, President, Acute Care Division, ProMedica, and Tom Kruse, Vice President, 
Network Development & Marketing, Hackensack University Medical Center

Moderated by John Neal, Executive Vice President,  
Corporate Development, Healthgrades

How do you fully engage a smarter, more informed consumer? What role 
does the Internet play in making sure the right patients are connected to  
the right physicians? Hear from this group of hospital leaders — find out 
what they’ve learned about differentiating their physicians to drive growth 
and build and maintain relationships, as well as the impact of quality and  
the importance of innovation.

« Back to Table of Contents
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THURSDAY  
FEATURE PRESENTATIONS 

The Roadmap to Healthshare Symposium 2014
Judy Blackwell, Executive Vice President and Chief Marketing Officer, Healthgrades

Start the first full day of the HealthShare Symposium with an overview  
from Judy Blackwell, a very experienced guide. Judy will inspire you with  
new perspectives on unleashing the power of technology within your  
organization by leveraging the power of infrastructure. In addition, she  
will also discuss the power of innovation and participation and provide  
insights on how you can harness both for maximum impact!

Lessons Learned from Big Pharma: How to Engage  
Patients Online to Drive ROI 
John Mangano, Vice President Marketing Solutions, comScore, and Burt Kann,  
Senior Vice President Marketing, Strategy & Client Services, Healthgrades Publisher  
and Advertiser Services

These veteran players in online health will share the lessons they’ve learned 
in their experience with Big Pharma.

Big Pharma: what works and what doesn’t — and what it means for you. 
They’ve been there. They’ve done that. Now they’re going to share.

Big Data in Marketing = Population Health 
Pamela Peele, PhD, Chief Analytics Officer, UPMC Insurance Services Division

As Chief Analytics Officer for University of Pittsburgh Medical Center’s  
Insurance Services Division, Pamela Peele has used a targeted analytics  
program to increase the quality of care in the hospital, generating  
considerable savings and slashing readmission rates by 37 percent —  
and she’s just getting started. 

Pamela will discuss how parsing electronic health records can identify 
patients needing more intensive care, helping hospitals allocate proper 
resources to each patient for improved outcomes and more cost-effective 
care. We all know a patient’s health record contains useful information, but 
you may be surprised to hear about the seemingly trivial notes that have 
proven to be powerful insights.

« Back to Table of Contents
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THURSDAY BREAKOUT SESSIONS

GET REAL. 
This is the real world. These are real stories. These 60-minute 
breakout sessions will feature industry leaders sharing successes 
and in-depth insights. Learn what works. Find out how to face your 
challenges from organizations that have been there and done that. 
Shape new opportunities by listening to new perspectives.

« Back to Table of Contents
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THURSDAY BREAKOUT SESSIONS

10:15am, Merrick 

Getting to Zero Harm in a Hospital  
Kevin Webb, PhD, President, Acute Care Division, ProMedica 

Research says up to 98,000 Americans die annually from medical errors. 
Got your attention? Kevin Webb of ProMedica will review national medical 
error data and define and provide examples of successful High Reliability 
Organizations (HROs), how their principles can apply in your hospital and 
the steps ProMedica is taking to achieve zero harm.

10:15am, Stoneman Douglas

The Marketers Dilemma 
Ginger Cocke, Director, Corporate Marketing, and Diane Martin, Marketing Coordinator, 
Mississippi Baptist Health System

The marketing budget is getting cut. There are more ways to deliver your 
message than ever before. Your job is dependent on getting the “right” 
market share growth. Where do you go for answers? If your crystal ball is 
broken, the next best option just might be real-time tracking to determine 
which information channel is providing the desired response. Learn how 
Mississippi Baptist Medical Center is tracking direct mail, print, Facebook, 
paid search and vertical search to determine campaign effectiveness.  
Results from real campaigns are currently being compiled and the data will 
be presented in this conference workshop. Get ready to be impressed.

10:15am, Bowman 

Patient Direct Connect in an Academic Medical  
Center Environment 
Thomas Saul, Chief of Ambulatory Care Services, University of Virginia  
Medical Center

As an academic medical center, the University of Virginia Medical Center  
is in the unique situation of being able to leverage resources with the  
university to fulfill their mission. In this presentation, Thomas Saul will 
discuss the specific needs and strategies of UVAMC and how they differ 
from other healthcare facilities. Thomas will also talk about the role 
Healthgrades’ Patient Direct Connect is playing in patient acquisition and 
physician alignment, and the success they’re achieving with the program.

« Back to Table of Contents
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10:15am, Tuttle  

Maximizing Campaign Performance  
through Physician Alignment 
Katy Bazylewicz, Vice President of Marketing, HCA South Atlantic Division

HCA South Atlantic Division had a goal: better align with their physicians 
to improve the financial results of their marketing efforts. The solution: 
Healthgrades’ Physician Relationship Management (PRM) product suite. 
In conjunction with a CRM campaign promoting the division Heart Risk 
Assessment, the PRM tool was used to identify appropriate cardiologists 
and referring physicians and encourage them to follow up with patients 
that utilized the Heart Risk Assessment. The ultimate objective: track not 
only the incremental results of the campaign, but also referral patterns and 
volumes from identified splitter physicians through comparison with call 
center data.  Katy Bazylewicz will discuss the path to success of this effort 
and the results driving future initiatives.

10:15am, Flagler

How Quality Metrics Can Energize Physician Alignment  
and Clinical Integration Strategies  
Margaret Hanson Frogge, Senior Vice President, Corporate Strategy,  
Riverside Medical Center

Having reliable data, metrics and benchmarks provides an edge when  
strategically positioning to thrive in this burgeoning value-based  
environment. In this presentation, Riverside Medical Center will share  
the benefits and struggles associated with diving deeply into the data 
to guide strategic decisions and critical quality improvement initiatives. 
Leading with quality as the sentinel goal for the organization, Riverside  
has been able to measurably improve clinical outcomes, reshape key  
delivery processes, reduce costs, improve documentation, secure better 
payor contracts, and significantly broaden market share. Every year, the  
physicians, nurses, coders, documentation specialist and support staff 
eagerly anticipate their next challenge — a cultural change that has  
galvanized clinical teams around a relentless quest to be the best provider 
in the region. 

« Back to Table of Contents
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INNOVATION ROUNDS

IDEAS IN ACTION 
Innovation isn’t a singular action — it’s a continuous evolution. 
These information-packed, 30-minute sessions showcase  
unique success stories, hard-earned insights and proven  
strategies. Plant the innovation seed and watch it grow into  
your own game changer.  

« Back to Table of Contents
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THURSDAY INNOVATION ROUNDS

Track A — 11:30am, Merrick

Leveraging Social Media to Build Awareness for a  
New Pediatric Service Line
Amy Hand, Director, Customer Relationship Management, and Carisa Bailey, Brand 
Strategist & Creative Services Director, HCA TriStar Health

In 2012, TriStar Centennial Medical Center made the strategic decision 
to offer pediatric services to give the Nashville area a choice in children’s 
healthcare. The landscape is extremely competitive, with a nationally  
recognized children’s hospital less than two miles away. After much 
research, the marketing team implemented a social media campaign to 
increase awareness of the hospital brand, build an audience for future 
communication and education, build upon traditional advertising and 
target their audience with limited dollars. TriStar will discuss social media 
engagement, tracking success and how this campaign affected their  
business objectives.

Track B — 11:30am, Stoneman Douglas

Leveraging Corporate Partners and Sponsorships to  
Enhance Call to Action: Partnering with the Columbus  
Zoo Takes the OhioHealth New Movers Program to the 
Next Level 
Lewis Sanderow, Director, Marketing & Communications, and Marti Scott,  
CRM Consultant, OhioHealth

As competition gives patients more healthcare options and volume  
becomes more difficult to achieve, establishing relationships with  
unaffiliated “new mover” households is a key strategy for system  
growth. Communicating with new movers is an important first step,  
but engaging and motivating an audience with no prior relationship  
can be difficult. Learn how OhioHealth leveraged one of their corporate 
sponsorships and took an innovative approach with the Columbus  
Zoo and Aquarium to offer targeted new movers a free zoo ticket to  
welcome them to the community. This special offer was designed to  
drive them to a personalized URL (PURL), which provided information 
about OhioHealth and allowed them to obtain their free zoo ticket. 

« Back to Table of Contents
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Track C — 11:30am, Bowman

Harmony in Healthcare: Aligning Physicians with  
Organizational Goals 
Amy Massimo, Service Line Marketer, and Mary McCarthy, Marketing  
Expeditor, Hackensack University Medical Center

As part of its efforts to increase alignment with members of its medical 
staff and develop shared goals to the betterment of all parties,  
Hackensack University Medical Center uses Healthgrades’ Patient Direct 
Connect solution to initiate discussion with physicians, identify issues and 
concerns, and develop growth plans. Healthgrades’ PDC is one of many 
tools that are used to improve communication and promote alignment 
with these valued partners. In this presentation, Amy Massimo and  
Mary McCarthy will discuss maximizing PDC data to benefit internal  
stakeholders, as well as methods and strategies for building conversion 
and increasing alignment.

Track D — 11:30am, Tuttle

How to Use Data to Identify Opportunities  
and Avoid Missteps 
Bill Oakes, Vice President, Business Development, Johnson Memorial Hospital 

At Johnson Memorial Health (JMH), the CRM system is a vital strategic  
and decision support tool, helping JMH identify opportunities as well as 
avoid pitfalls. Learn how CRM has helped JMH identify and execute  
marketing strategies, including building volume for important product 
lines. Hear how JMH used CRM-based analysis to avoid a potentially 
expensive and unproductive move into robotic surgery — a move heavily 
favored by JMH physicians.

Track E — 11:30am, Flagler

Proving the Value of Your Physician Referral Program
Mike Hickok, MBA, Director of Online Services/HealthConnection, Catholic Health

Everyone in your company knows that your physician referral service is a 
valuable asset, but they might be surprised just how valuable it is. Learn 
how Catholic Health in Buffalo, New York, turned a small community health 
resource into the region’s largest and most successful physician referral 
service, increasing call volume by 440% and physician referrals by 591% 
over five years. This session will outline the steps in creating a finance 
department-approved revenue model that will get the attention of your 
senior leadership.

« Back to Table of Contents
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Track A — 12:00pm, Merrick

Driving OB Volume to Pediatrics 
Amy Adams, Brand Development Manager, and Samantha McInturff,  
Brand Development Manager, WellStar Health System

WellStar Health System had faced a regional perception challenge: Many 
patients and potential patients did not feel they had a comprehensive 
pediatric offering, despite WellStar’s multiple pediatric clinics serviced by 
employed doctors. Not only was it an inaccurate perception by the public, 
it was also the lack of patient hand-off from WellStar OB to WellStar  
Pediatrics. Because of this, even families with newborns delivered at 
WellStar hospitals were choosing to continue pediatric care outside of 
WellStar’s pediatric options — a decision which is often a lifelong choice. 
Learn how WellStar used CRM as part of a multipronged strategy to build 
awareness and change perceptions of their pediatric options, enhancing 
service line and downstream revenue and improving relationships with 
splitter physicians. 

Track B — 12:00pm, Stoneman Douglas

Strengthening Relationships with Existing Patients by  
Encouraging the Use of Primary Care Physicians
Nikeisha Beckford, Marketing Manager, and Jim Bobalik, Senior Marketing Specialist, 
Henry Ford Health System

In an effort to deepen relationships with patients and reduce high-cost  
encounters, Henry Ford Health System began an initiative to educate  
current patients without a primary care physician relationship on the  
benefits of selecting a PCP for their routine healthcare needs. This  
presentation will showcase how their CRM database was used to identify  
patients without a PCP, as well as misusers of system resources; the  
various formats and techniques to best communicate with these targets; 
and the role email and Web channels played in extending the reach of  
the campaign.

Track C — 12:00pm, Bowman

Evidence-Based Decision Making: Building a Marketing 
Partnership with Physicians 
Danielle Leone, Public Relations, Marketing & Event Coordinator, Kresge Eye Institute, 
part of Wayne State University Physician Group 

To gain physician buy-in on current targeted marketing strategies, the 
marketing department of Kresge Eye Institute implemented a CRM  
campaign, using the full power of Healthgrades’ consumer marketing 
dashboard and leveraging this intelligence with physicians. Using an  
evidence-based approach, learn how data was mined and presented to  
a 30-member academic physician group to build support for targeted  
marketing campaigns, allowing the renewal of the campaign to expand  
its reach to full market potential.

« Back to Table of Contents
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Track D — 12:00pm, Tuttle

Using CRM to Drive Volume and Build Brand Recognition  
in an Unpredictable Climate 
Aubrey Hinkson, Senior Marketing Analyst, Georgia Regents University  
and Health System 

Academic medical centers must balance brand identity and resource  
allocation with their affiliated university. Georgia Regents Health System 
has approached these challenges, and more, by integrating CRM into  
strategic planning efforts, target marketing, and return on marketing 
investment measurement. In this presentation, Aubrey will discuss how  
to leverage the CRM database to build brand awareness and generate  
volume for the hospital, as well as how to demonstrate the value of marketing 
as a revenue generator when facing shared spending with a university.

Track E — 12:00pm, Flagler

Growing Weight Loss Service Line Volumes in a  
Competitive Environment   
Elizabeth Pellegrin, Chief Marketing Officer, and Julia Noland, Marketing  
Strategist, Charleston Area Medical Center 

With the fierce competition in the bariatric/weight loss service line and its 
connection to overall population health, Charleston Area Medical Center 
was faced with the challenge of targeting a desired audience and standing  
out from the mass marketing noise. This case study will discuss how  
CRM strategies uncovered specific opportunities related to weight loss 
services, including bariatric surgery, lifestyle changes and the capturing  
of upstream and downstream revenue. Learn how to balance payer mix, 
acuity, demographics and access in order to find, target, message and 
reach preferred audiences, all while tracking performance.   

« Back to Table of Contents
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THINK  
OUTSIDE THE  
CONFERENCE 
ROOM WALLS.
This is your chance to get out there and do 
something out of the ordinary. Something 
fun. Something you might not do back home. 
Go get inspired. Make some new friends.  
And just “Be.” 

Alternative Programming
Moderator: Chris Catallo, Senior Vice President, Healthgrades

New in 2014!  We’re pleased to announce a special session we’re calling  
Digital Innovation: Strategies for Success — designed for those not  
participating in the networking activities. In this innovative session we’ll  
review the many facets of an integrated digital information exchange, 
including social, mobile and search. We’ll also provide best practice  
approaches from the healthcare sector (and other industries) to help  
you reach your target audience. 

You’ll also learn about the technology backbone required to execute  
integrated digital strategies that can best support these initiatives. The 
result: a clear plan of action to position your organization for success. 

We’ll provide specialty snacks and soft drinks to keep you energized  
and well nourished. 

NEW ACTIVITY THIS YEAR!

« Back to Table of Contents
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Culinary Class
Create your own culinary delight under 
the guidance of a professionally trained 
culinary instructor — and then enjoy 
the fruits of your labor through a casual, 
social tasting. 
• Meet in the lower lobby at 3pm

•  All ingredients supplied; beverages  
and dessert included

•  Comfortable attire and closed-toe  
shoes recommended

• Bring your appetite!

Everglades Escapade
Explore one of the world’s unique  
ecosystems on a thrilling airboat  
excursion led by a professional guide. 
Breathtaking views, lush vegetation  
and exotic wildlife are sure to make a 
special appearance as you glide through 
the River of Grass.
•  Depart Hotel: 3pm (meet in the lower lobby)

• Return to Hotel: 6pm

• Earplugs and bottled water provided

•  Comfortable clothes and non-slip  
shoes recommended

•  Sunscreen, sunglasses and hats suggested

• Don’t forget your camera!

Catamaran Sailing Voyage
Enjoy a stylish and luxurious cruise  
on a 50-foot catamaran on the  
spectacular waters of South Florida.  
Take in the incredible views or relax on  
the hammock-style netting with the 
ocean breeze on your face.
• Depart Hotel: 3pm (meet in the lower lobby)

• Return to Hotel: 6pm

•  Bottled water, soft drinks, beer, wine  
and light snacks provided

•  Comfortable clothes and flat-soled  
shoes recommended

• Sunscreen, sunglasses and hats suggested

• Don’t forget your camera!

Painting with a Twist
Take a riveting lesson from an experienced  
local artist while you enjoy fruit platters 
and sip on mimosas right here on the 
inspiring Biltmore grounds. You’ll recreate 
a featured artwork and take your own 
personal masterpiece home to show off.
•  Depart Hotel: 3pm (meet in the lower lobby)

• Return to Hotel: 6pm

• Fruit platters and beverages provided

•  Casual clothes (suitable for painting)  
recommended

Kayaking Adventure
Explore a world of exquisite beauty on a 
private kayak journey guided by a local 
naturalist. Paddle mangroves teeming 
with life and shorelines dotted with  
historical and modern mansions along  
the Biscayne Bay and the historic  
Villa Vizcaya. 
• Depart Hotel: 3pm (meet in the lower lobby)

• Return to Hotel: 6pm

•  All equipment and two bottles of water  
per person provided

•  Comfortable, active clothing, a change  
of clothes and a towel required

•  All participants MUST complete the full trip — 
no shorter option available

Key Biscayne Biking Tour
Take a jaunt around the charming island  
of Key Biscayne on comfy cruiser bikes. 
This guided tour at a casual pace will 
showcase the lush flora of this original 
ecosystem, as well as white sand beaches 
and spectacular ocean views. 
• Depart Hotel: 3pm (meet in the lower lobby)

• Return to Hotel: 6pm

•  All equipment (including helmet) and two bottles 
of water per person provided

•  Comfortable clothing suitable for biking, 
closed-toe shoes (no flip-flops)  
and sunglasses recommended

•  All participants MUST complete the full 
10-mile trip — no shorter option available
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REINVENTION  
THROUGH  
INNOVATION
You know how the sayings go: “Nothing stays the same.” 
“The only constant is change.” “A change will do you 
good.” Change is sometimes feared, oftentimes 
avoided. But the best leaders thrive amid change — 
they know it’s the perfect time to get ahead.

On this final day of a jam-packed week, remember 
these three words as you build your approach to the 
inevitable: Reinvent, Recreate, Reignite. Together they 
spell Readiness. 

At last year’s HealthShare Symposium, we asked  
attendees to share their memoirs in six words. Here’s 
what Gina D’Angelo-Mullen from Health Quest had to 
say: “Make Inevitable Change Work for You.”

We couldn’t have said it any better ourselves. Whether 
you avoid it or fear it, change is coming. It’s up to you  
to be ready.

Let’s keep getting ready by wrapping up this week in 
innovative style.
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04.11.14
FRIDAY AGENDA

TIME EVENT LOCATION

7:00 AM Breakfast Country Club Courtyard

8:00 AM Welcome
The Roadmap to HealthShare  
Symposium 2014
Presenter: 
Judy Blackwell, Executive Vice President, 
Chief Marketing Officer, Healthgrades

Country Club Ballroom

8:05 AM Feature Presentation
Reinventing American Health Care
Presenter:  
Dr. Ezekiel “Zeke” Emanuel, Joint 
Appointment, Wharton School and School 
of Medicine, University of Pennsylvania; 
Founding Chair, Clinical Center of the 
National Institutes of Health

Country Club Ballroom

9:05 AM Keynote Address
Delivering Value in the  
New System of Care 
Presenter:  
Robert Garrett, President & Chief 
Executive Officer, Hackensack University 
Medical Center

Country Club Ballroom

9:50 AM Break

10:05 AM Expert-led Breakout Sessions Merrick, Stoneman 
Douglas, Bowman,  
Tuttle, Flagler

11:05 AM Break

Friday Agenda continued on next page.   >>
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04.11.14
FRIDAY AGENDA

TIME EVENT LOCATION

11:20 AM Featured Presentation
Advances in Hospital Innovation
Presenter:  
Andrea Pearson,  Executive Vice President, 
Internet Product Strategy & Operations, 
Healthgrades, James Hallick, Executive 
Vice President Research & Development, 
Healthgrades, and Evan Marks, Executive 
Vice President Informatics & Strategy, 
Healthgrades

Country Club Ballroom

11:50 AM Closing Remarks
Presenter:  
Roger Holstein, Chief Executive Officer, 
Healthgrades

Country Club Ballroom

12:00 PM Adjourn (Box lunch provided) Country Club Courtyard

Friday Agenda continued ...

Shuttles to Miami International Airport:
Noon, 12:30pm, 1:00pm, 1:30pm, 2:00pm
Shuttles depart from the lower lobby.
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FRIDAY KEYNOTE

Delivering Value in the New System of Care
Robert Garrett, President & Chief Executive Officer,  
Hackensack University Medical Center

In the fast-changing healthcare industry, senior leaders are faced with daily 
opportunities and challenges. Remaining relevant in this evolving industry 
requires not just participation — “keeping up” with the changes — but  
taking an active role in shaping the change. 

Robert Garrett will share ways Hackensack University Health Network is 
rising to meet the challenges of the future as it transforms itself from a  
market-leading academic medical center into one of the top-performing 
health networks in the densely populated and highly competitive New York 
City metropolitan area. Highlights will include creating high value for both 
those receiving and those paying for care, how to address volume-and 
growth-related challenges amidst utilization decline, and successful tactics 
for maintaining world-class quality while improving cost performance.
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FRIDAY  
FEATURE PRESENTATIONS

Reinventing American Health Care 
Dr. Ezekiel “Zeke” Emanuel, Joint Appointment, Wharton School and School of 
Medicine, University of Pennsylvania; Founding Chair, Clinical Center of the National 
Institutes of Health

Dr. Emanuel is the author of nine books on medical ethics and healthcare. 
He writes for The New York Times and previously served as a special  
advisor for health policy in the Obama administration. His insight into how 
the Affordable Care Act will impact and improve our healthcare system is  
a can’t-miss conversation.

Advances in Hospital Innovation 
Andrea Pearson, Executive Vice President, Internet Product Strategy &  
Operations, Healthgrades, James Hallick, Executive Vice President Research  
& Development, Healthgrades, and Evan Marks, Executive Vice President  
Informatics & Strategy, Healthgrades

Some of the leading minds at Healthgrades will share our latest solutions. 
Hear about the future of Healthgrades.com. Find out what’s new with 
Health Relationship Management. Learn about our ever-increasing focus 
on Quality. This is your invitation to see new innovations as they’re  
happening and your chance to help us shape our vision as it develops. 
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FRIDAY  
BREAKOUT  
SESSIONS
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FRIDAY BREAKOUT SESSIONS

10:05am, Merrick 

Improving Population Health and Physician Alignment 
through a Health Information Exchange
Martin Kleinbart, DBM, Chief Strategy Officer, Citrus Valley Health Partners 

A key to clinical integration and population health management in the  
accountable care era is communication and information sharing. Citrus 
Valley Health Partners needed a solution to integrate and communicate 
with its more than 700 independent physicians on its medical staffs.  
It implemented a private Health Information Exchange (HIE) to link its  
physicians and hospitals, ultimately improving physician alignment and 
paving the way to managing population health. This presentation will  
describe how, in conjunction with CRM campaigns, the effective use of  
an HIE can improve physician alignment and the health of a population.

10:05am, Stoneman Douglas 

A Multichannel Approach to  
Successfully Engaging Patients 
Brian Davis, Vice President, Marketing & Government Relations, and Jill Newham,  
System Director, Marketing, Edward Hospital & Health Services 

Hospitals across the country are facing many changes and challenges with 
healthcare reform. Edward Elmhurst is no exception. However, they see 
not only challenges, but also opportunities. This presentation will take you 
through their process of uncovering the keys to crossing the “volume to 
value” divide, moving to one-to-one marketing and communications, and 
examples of how they successfully implemented multichannel solutions 
that not only attracted new patients, but also engaged existing patients.

10:05am, Bowman 

Marketing the Large Group Practice Unaffiliated  
with a Healthcare System 
Manish Jain, MD, Associate Chief Medical Officer – Marketing, Wayne State  
University Physician Group; Assistant Professor & Associate Residency Director,  
Dept. of Obstetrics and Gynecology, School of Medicine, Wayne State University

The rapidly changing payment and regulatory models that exist in US 
healthcare are causing an unprecedented shift in physician practice  
arrangements. Many large, multispecialty group practices have been 
formed and some have resisted the incorporation into hospital systems. 
These practices often contend with multiple hospital systems for the  
same pool of highly desirable patients. The unaligned practice often  
contends with limited marketing budgets and the lack of “high-tech,  
bricks and mortar” to display in advertisements. Multiple strategies,  
including direct mail, web-based, and direct-to-physician marketing,  
are effective methods in patient acquisition for large group practices.
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10:05am, Tuttle 

Improving Quality Outcomes Using an  
Evidence-Based Approach 
Cheryl Knapp, Chief Quality Officer, Vice President, System Quality Standards 
 & Accreditation, and Jane Janssen, Director, Quality & Patient Safety, Bronson  
Healthcare Group 

To provide high-quality and safe care for patients, all parts of a hospital 
staff must make a commitment to evaluating their practices and  
identifying opportunities for improvement. Cheryl and Jane will discuss 
how developing a formal plan with specific performance measures creates 
an evidence-based approach for ongoing evaluation and the development 
of valuable insights and data to support the hospital in implementing  
improvements to any and all aspects of care. By using datasets and 
analysis, this approach helps form consensus and achieve buy-in for such 
changes. Those who have not yet embraced a computerized approach  
to monitoring patients and analyzing patient data will be inspired to use 
new tools that are now available — and those that have embraced this  
technology may see new ways to use these tools to accelerate change.

10:05am, Flagler 

Creating a System-Wide Culture of Engagement  
to Achieve Superior Clinical Outcomes 
Evelyn Pagan, Vice President of Quality & Performance Improvement, 
Hospital Sisters Health System

As health care providers strive to improve quality and efficiency,  
accountability is key. Engaging staff in a culture of accountability will drive 
successful implementation of changes and enhancements to improve 
quality and efficiency. This session will discuss how to use evidence-based 
practices to create direct accountability on a daily basis at the personal, 
unit, department and organizational levels, and how this approach can 
not only enhance the implementation of quality improvements, but also 
ensure the permanence of these effective changes.
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MAINSTAGE PRESENTER BIOS

Judy Blackwell
EVP, Chief Marketing Officer, Healthgrades

Judy joined Healthgrades as Chief Marketing Officer in 2011 and leads 
corporate strategic marketing and product marketing. Highlights of over 
25 years’ experience as an innovator in the digital market include launching 
the first electronic store in America in 1983 for Avon Products and being 
among the first 50 employees at Prodigy, where she led the development 
of Prodigy’s first online product and was responsible for all of the B2B 
products and marketing. Judy was the editor and publisher of one of the 
first industry newsletters specializing in online marketing, and owned 
and operated one of the first full-service digital marketing agencies in 
America in 1990. In the healthcare space, Judy led PersonalPath in the first 
large-scale deployment of a secure personal health information service, 
working with Blue Cross Blue Shield of Michigan in 2000. While at WebMD, 
she developed many of Medscape’s flagship educational and promotional 
products, site features and programming for physicians and healthcare 
professionals, including Medscape’s highly successful social networking 
extension, as well as a third-generation portal site for 25+ physician  
specialties. Judy also led the development and marketing of WebMD’s 
consumer clinical products, including Symptom Checker, Health Checks 
and Drug & Vitamin database, and was responsible for the overall WebMD.
com user experience, inventory optimization and SEO. Prior to joining 
Healthgrades, Judy was Executive Vice President and Chief Marketing 
Officer at Finelight, a strategic marketing communications agency  
specializing in healthcare, where she drove digital strategy and advised 
clients on marketing and digital activities. 
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Dr. Ezekiel “Zeke” Emanuel
Joint Appointment, Wharton School and School of Medicine, University of  
Pennsylvania; Founding Chair, Clinical Center of the National Institutes of Health

Trained both as an oncologist (MD, Harvard Medical School) and a political 
scientist, Zeke offers a unique perspective on difficult issues in medicine 
today. From 2009 to 2011, he was a special advisor for health policy to the 
White House Office of Management and Budget, helping to shape federal 
healthcare budgets and the Affordable Care Act. Today, Dr. Emanuel holds 
a joint position at the Wharton School and the School of Medicine at the 
University of Pennsylvania, chairing the Department of Medical Ethics & 
Health Policy. He is a founding chair at the Clinical Center of the National 
Institutes of Health. Until 1997, he was an associate professor at the  
Harvard Medical School. 

Zeke is the author of Healthcare, Guaranteed: A Simple, Secure Solution 
for America, analyzes the pervasive problems in American healthcare and 
offers concrete suggestions about how the government and private  
insurance can work together to solve them. His other books include  
Brothers Emanuel: A Memoir of an American Family, The Ends of Human 
Life, and No Margin, No Mission: Healthcare Organizations and the Quest 
for Ethical Excellence. His articles have appeared in such medical journals 
as the New England Journal of Medicine, The Lancet, and JAMA. His  
popular writing has appeared in The New York Times, The Wall Street  
Journal, The Atlantic, The New Republic and many other publications.

Robert Garrett
President & CEO, Hackensack University Medical Center

Robert is the president and chief executive officer of Hackensack  
University Health Network (HackensackUHN), the New Jersey-based  
parent company of Hackensack University Medical Center  
(HackensackUMC), HackensackUMC Foundation, Hackensack University 
Medical Groups, and corporate joint venture partners with LHP Hospital 
Group. With 10,000 employees and 2,700 credentialed medical staff  
members, HackensackUHN is one of the largest healthcare systems in 
New Jersey, and HackensackUMC, its flagship hospital, is a 775-bed,  
nonprofit medical, academic and research center with nearly 8,000  
employees and 1,600 physicians that has received some of the nation’s 
most prestigious awards. Mr. Garrett has been ranked number 17 on 
NJBIZ’s 2014 “Power 100” list; is a member of The Wall Street Journal CEO 
Council; and received the 2013 Outstanding Medical Executive Award and 
2013 Becker’s Healthcare Leadership Award. He is ranked as the second 
most powerful healthcare leader in New Jersey on NJBIZ’s 2013 Power 
50: Health care list. Mr. Garrett serves on the Board of Directors of Bergen 
Community College Foundation and QualCare.
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James Hallick
EVP, Research & Product Development, Healthgrades

As a mathematician and strategist, one of James’ key contributions  
to Healthgrades includes the development of Healthgrades’  
segmentation systems. He is a national speaker and has been published  
in several publications. James earned his BS in computer science  
and engineeringfrom the Massachusetts Institute of Technology in  
Cambridge, Massachusetts.

Roger Holstein
CEO, Healthgrades

Roger brings more than 35 years of experience developing transformative 
new businesses in healthcare, digital media and telecommunications.  
He’s a Managing Director and co-head of the Healthcare group at Vestar 
Capital Partners, serves on the Board of Directors of Healthgrades, and 
serves on the board of Press Ganey Corporation and DynaVox Corporation,  
as Chairman of the Board. Prior to Healthgrades, Roger served as CEO, 
President and Director of the WebMD Corporation from 1997-2005 
and helped establish it as a leading source of healthcare information for 
consumers and physicians. Before that, Roger was a member of the Office 
of the President at Medco Health, where he helped create the business of 
prescription benefit management from 1991-1996. Roger got his start in 
healthcare in 1988 as CEO of Consumer Health Services, which pioneered 
physician referral and information services. From 1976-1988 he served  
as a senior executive at MCI Telecommunications, Warner Amex Cable  
Communications and Grey Advertising. Roger began his management  
career with the Spirits of St. Louis basketball team in the American  
Basketball Association.

Burt Kann
SVP, Marketing and Strategy, Healthgrades, Publisher and Advertiser Services

Burt is Senior Vice President, Marketing and Strategy, and co-founder  
of Publisher and Advertiser Services, a division of Healthgrades that  
syndicates best-in-class health information and decision support tools  
in order to drive more effective patient-physician dialogues. From  
2005-2009, Burt was Vice President of Strategic Development at WebMD, 
where he worked with dozens of pharmaceutical and CPG clients to  
maximize the value of their marketing spend. Prior to that, Burt had 10+  
years of strategy and marketing consulting experience with McKinsey & 
Company and several boutique marketing consultancies in Atlanta.
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Thomas A. Kruse
VP, Network Development, Hackensack University Medical Center

Thomas joined Hackensack University Medical Center in 2011 with 15 
years of senior management experience at several large healthcare systems  
in the Midwest, Southern California and the Pacific Northwest. Mr. Kruse 
works primarily with the Hackensack University Health Network’s growth 
efforts through affiliations, mergers, acquisitions, partnerships and joint 
ventures. His current responsibilities include network and business  
development, ambulatory and physician development, as well as clinical 
service line growth and development, both at HackensackUMC and the 
Network’s community hospitals and partnerships. He also leads the  
medical center’s marketing team in the continued development of the 
HackensackUHN brand.

Jim Lyons
COO, Healthgrades

After becoming Managing Director of an international marketing  
organization at age 26, Jim parlayed his background and skills into a key 
leadership position with GE, where he led a $90MM marketing and sales 
division. Jim went on to lead marketing and ecommerce for financial firm 
Conseco and strategy at MarchFrist before joining Omnicom, where he  
became President of Optima Direct (a division of Rapp) and turned it into 
the highest-performing division within Omnicom. From there he was 
tapped to “turn around” Rapp NY, and this success led to a position as 
President of Rapp North America. Jim went on to become CEO of  
LeadingResponse, a customer acquisition and lead generation platform  
for the financial services and legal industries. Jim is a Board Member of 
Epic Research and a former Board Member of the DMA and Rapp’s Global 
Board of Directors. 

John Mangano
VP, Marketing Solutions, comScore

John is Vice President at comScore, where he leads the Health, Retail 
and Travel practices. Through viewing the online activity of over 1 million 
Americans, his team provides deep insights into how patients and  
healthcare providers use and interact with the Internet and how that 
activity ultimately turns into improved health. John is well known as an 
expert on Internet behavior as it relates to health and is a frequent speaker 
at many industry events. He has been at the forefront of the Internet for 
decades, launching an online music store in the early days of the Internet in 
1995, and leading the launch of wireless Internet at AT&T Wireless in 2001.
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Evan Marks
EVP, Informatics and Strategy, Healthgrades

Evan is responsible for building Healthgrades’ value proposition with  
consumers, largely through analyzing and converting physician and 
hospital data into information that is useful to healthcare consumers. In 
addition, Evan leads Healthgrades’ Accelerated Clinical Excellence (ACE) 
quality improvement consulting practice and Quality Measurement and 
Quality Improvement organizations. Prior to Healthgrades, Evan was  
Managing Director at Vestar Capital Partners for six years, where he  
also served on the HealthGrades Board of Managers. His 28 years of  
management experience in business development, marketing and  
strategic planning in the media, Internet and healthcare sectors includes 
roles in Senior Management at WebMD, building the Internet media  
business, as well as the emerging business of private healthcare portals; 
Vice President of Marketing for Medco, the nation’s leading prescription  
benefit manager; and as a member of Merck’s Worldwide Business  
Strategy Team. Evan began his career at Sanus (now part of Aetna),  
a New York-based managed services organization that owned and  
operated six regional HMOs.

John Neal
EVP, Corporate Development, Healthgrades

John focuses on corporate strategy and development for Healthgrades, 
where he is responsible for identifying and developing strategic  
opportunities, including partnerships and new products. From 2003 to 
2007, John oversaw Healthgrades’ consumer Internet efforts, including 
product development, business development and business strategy.  
Prior to joining Healthgrades, John led online and strategic business  
development initiatives at ServiceMagic, Inc. He co-founded and served  
as Vice President of Business Development and Acquisitions for  
Specialty Care Network (the predecessor to Health Grades, Inc.), an  
orthopedic practice management company. Prior to joining Specialty  
Care Network, John worked as an investment banker with Morgan  
Keegan & Company, Inc.
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Andrea Pearson
EVP, Internet Product Strategy and Operations, Healthgrades

Andrea Pearson directs Healthgrades’ consumer product strategy, as well 
as its website and mobile operations, including traffic acquisition, product 
development, user experience, editorial content development, publishing 
and analytics. Prior to joining Healthgrades in 2008, Andrea was Vice  
President and General Manager of MapQuest.com, where her direction as  
chief strategist led monumental growth in site visits. Her time at MapQuest  
included time as Senior Product Manager, where she oversaw development 
of site features and user experience and was responsible for developing 
and optimizing paid search and display advertising, exponentially growing 
the brand’s annual revenue. Her 10 years in key marketing/public relations 
positions includes directing online marketing for DriveOff.com, the first 
100% online car buying experience, where she also led the integration of 
the company into Microsoft’s CarPoint.

Pamela Peele
Chief Analytics Officer, UPMC Insurance Services Division

Pamela Peele, PhD, is the Chief Analytics Officer of UPMC Insurance  
Services Division. Dr. Peele brings 13 years of patient care experience 
along with 12 years of academic research experience to her position as 
the leader of healthcare analytics at the Health Plan. She is responsible 
for data analytic activities, economic modeling, predictive modeling and 
statistical analysis, focusing on the application of economic and statistical  
models to improve the health and welfare of members. Prior to joining 
the Health Plan, Dr. Peele was the Vice Chair of the Department of Health 
Policy & Management at the University of Pittsburgh Graduate School of 
Public Health. She currently holds faculty appointments in Health Policy & 
Management and in Psychiatry in the School of Medicine at the University 
of Pittsburgh. She is core faculty at the Center for Research on Health Care 
at the University of Pittsburgh Medical Center and an elected fellow of the 
Centre for Interuniversity Research and Analysis on Organizations in  
Montreal, Canada. She has numerous published articles and book chapters.
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Margaret Sabin
President, Centura Health South State Operating Group

Margaret joined Penrose-St. Francis Health Services as President and 
CEO in 2008, overseeing daily operations of the 522-bed system, which 
includes two hospitals and four additional clinical facilities. In 2009,  
Margaret was also named the South State Hospital Group president for 
Centura Health, overseeing operations at all three Centura hospitals in 
Southern Colorado. Additionally, she serves as chair of Centura Health’s 
Trauma Council, leading the first nationally integrated healthcare network 
establishing a trauma system that links 20 unique facilities. From  
2005-2008 Margaret was the CEO of Sutter Health Partners and Vice 
President of New Product Development for Sutter Health in Sacramento, 
Calif. Prior to that, she served as CEO of Marin Community Health, which 
included two Sutter Health affiliated hospitals, and CEO of the Colorado’s 
Yampa Valley Medical Center and Swedish Medical Center. In addition,  
she has been the Vice President for EMS and Trauma for the HealthONE 
Corporation. She was named one of the Colorado Springs Business  
Journal’s “Women of Influence” in 2009, and one of the Bay Area’s 100 
Most Influential Women in Business by the San Francisco Business Times 
in 2003 and 2004. Margaret is also a certified fitness instructor with the 
American Council on Exercise.

Warner Thomas
President & CEO, Ochsner Health System

Warner has served as President and Chief Executive Officer of Ochsner 
Health System since 2012, after spending 14 years as Ochsner’s President 
and Chief Operating Officer and playing an instrumental role in stabilizing 
and expanding Ochsner’s healthcare services following Hurricane Katrina. 
He is focused on engaging Ochsner’s more than 14,000 physicians and 
employees, and recently led the creation of the Ochsner Learning Institute,  
which focuses on the professional development of Ochsner’s leaders. 
Warner was the Chairman of the American Hospital Association Section 
for Health Systems Governing Council in 2012, served on the Board of the 
American Medical Group Association, is a member of the Association of 
American Medical Colleges Advisory Panel for Health Care and Council of 
Teaching Hospitals, and is Fellow in the American College of Healthcare 
Executives. He was a keynote speaker at the 2013 HIMSS Annual  
Conference, speaking on the importance of information systems  
innovation to improve the coordination and delivery of care. He has 
addressed the General Electric Board of Directors, American College of 
Healthcare Executives, Health Management Academy CEO Forum, and 
other healthcare, business and civic organizations on subjects including 
physician leadership and governance, management of the physician  
group practice, making high-quality healthcare affordable, disaster  
planning, and economic and community development. 
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Kevin Webb
President, Acute Care Division, ProMedica

For more than 25 years, Kevin, PhD, FACHE, has been a leader in  
healthcare. As an audiologist, Dr. Webb began his management experience 
at ProMedica Toledo Hospital, where he served as Corporate Director  
of Business Development, and Lima Memorial Hospital, serving as Vice  
President of Clinical Services, before accepting a role as President of 
ProMedica Flower Hospital in Sylvania. In 2008, he became President of 
ProMedica Toledo Hospital, where he provided strategic direction for the 
region’s leading tertiary care facility, while also serving as President of 
ProMedica Toledo Children’s Hospital. In 2012 he was named President of 
the Acute Care Division of ProMedica, where he is responsible for several 
additional hospitals in the ProMedica system. Dr. Webb is a Fellow of the 
American College of Healthcare Executives, Ohio Hospital Association 
board member, Ohio Children’s Hospital Association board member, and 
former President of Ohio Council of Speech and Hearing Administrators.
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BREAKOUT PRESENTER BIOS

Katy Bazylewicz
VP, Marketing, HCA South Atlantic Division

In more than 20 years in healthcare and academic strategic marketing  
and development, Kathryn Bazylewicz, MA, has worked for large health 
care organizations in Michigan, Oregon and South Carolina. As the VP  
of Marketing for the HCA South Atlantic Division, she is responsible for  
marketing and public relations at 10 hospitals, three free-standing EDs 
and more than 45 physician practices in Florida, Georgia and South  
Carolina. Kathryn is trained in conflict management, crisis communication 
and Lean principles. She has presented at national marketing conferences, 
chambers of commerce, and visitor and convention bureaus, discussing 
marketing, public relations, brand management and crisis communication. 

Ginger Cocke 
Director of Corporate Marketing, Mississippi Baptist Health System

As Director of Corporate Marketing at Mississippi Baptist Health  
Systems since 1997, Ginger is responsible for public relations, media  
relations, marketing, graphic design and a nurse call center. Her  
responsibilities at Baptist also included development of business plans  
for core product lines, including Heart, Cancer, Women’s and Surgery,  
and she is also a member of Baptist’s Strategic Planning committee.  
Prior to her current role, Ginger was the Director of Public Relations for 
Mississippi Baptist Medical Center. Before joining Baptist Health Systems, 
Ginger was Director of Communications for Mississippi State Medical 
Association and a Communications Coordinator for the Electric Power 
Association of Mississippi.
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Brian Davis
VP, Marketing & Government Relations, Edward Hospital & Health Services

Brian oversees award-winning marketing efforts and government relations 
for all of Edward’s entities, including Edward Hospital, Edward Cancer  
Center, Edward Heart Hospital, Edward Health & Fitness Centers and  
Edward Medical Group. He directs customer relationship management,  
direct marketing, advertising, media relations, digital marketing, web  
development, corporate branding, health promotions and wellness  
initiatives, community and government relations, internal communications  
and crisis communications, and also oversees Edward Foundation (the 
fundraising arm of Edward), the volunteer services program, and Edward  
Health & Fitness Centers. Before joining Edward in 1998, he served for 
seven years as Vice President at Golin/Harris Communications, an  
international public relations firm based in Chicago, focused on the Ronald 
McDonald House Charities International account. He started his career 
at Hill & Knowlton Public Relations in Chicago, consulting to Kraft, Quaker 
Oats, Bridgestone and other consumer-focused companies.

Margaret Hanson Frogge
SVP, Corporate Strategy, Riverside Medical Center

As the Senior Vice President of Corporate Strategy, Maggie is responsible  
for the development and implementation of key strategies and new 
services for the Health System. She is also responsible for the growth of 
several key service lines, including oncology, cardiac, vascular, thoracic  
and neurosciences. Strategic planning, marketing, outreach and leadership  
development are also part of her role at Riverside. Maggie serves on a 
number of national and regional boards and recently served as President  
of the Oncology Nursing Society Foundation, the world’s largest  
organization for cancer nurses. Her books include Cancer Nursing Principles  
and Practice, Cancer Symptom Management and Oncology Nursing Review. 
In addition, she has published numerous articles on oncology nursing and 
healthcare administration and has been a featured speaker at national 
and international educational forums on oncology, cardiac, and healthcare 
issues and topics.
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Dr. Manish Jain
Associate Chief Medical Officer – Marketing, Wayne State University Physician Group; 
Assistant Professor and Associate Residency Director, Dept. of Obstetrics and  
Gynecology, School of Medicine, Wayne State University 

Manish Jain, MD, is an Assistant Professor of Obstetrics and Gynecology 
at Wayne State University School of Medicine, and Associate Chief Medical 
Officer of Wayne State University Physician Group.  Wayne State University 
Physician Group is a 600-provider, multispecialty group providing healthcare  
in the Southeast Michigan region. Dr. Jain’s interests include treatment 
modalities for abnormal uterine bleeding, funding and implementation of 
medical education, and physician marketing.

Jane Janssen
Director of Quality & Patient Safety, Bronson Healthcare Group

As the Director of Quality, Jane Janssen, RN, MBA, CPHQ, has  
responsibilities for leading Bronson in quality improvement efforts,  
working closely with the nursing and medical staff as well as ancillary  
areas to implement evidence-based medicine and improve the overall  
care provided to Bronson patients. Additionally, Jane provides a leadership 
role in patient safety efforts at Bronson, maintaining a front-line role in  
the investigation and follow-up of atypical safety events that occur. Jane  
is also responsible for maintaining compliance with regulatory agencies  
by developing policies and practice changes to meet current standards.

Martin Kleinbart
DBM, Chief Strategy Officer, Citrus Valley Health Partners

Dr. Martin Kleinbart has over 20 years’ experience in healthcare as a  
provider, hospital executive and consultant. He is currently the Chief 
Strategy Officer at Citrus Valley Health Partners in Covina, CA, partnering 
with other CVHP executives to transform the organization by building a 
more aligned and connected physician community. He is responsible for 
implementing a Health Information Exchange at CVHP to integrate data 
from the hospitals, physicians and outside ancillary providers to improve 
physician alignment and the overall health of the population. Dr. Kleinbart 
started his career as a podiatric surgeon in private practice for seven  
years in Orange County, CA.
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Cheryl Knapp
Chief Quality Officer, VP, System Quality Standards & Accreditation,  
Bronson Healthcare Group

Cheryl’s 35 years with Bronson include serving as Vice President in  
Quality and Safety for the last 20 years. Cheryl has presented “Health  
Literacy as Patient Safety” at the Institute of Medicine Roundtable and  
at the American College of Physicians Annual Conference, was a Baldrige  
examiner in 2002 and 2003 and has been a Certified Professional in  
Healthcare Quality (CPHQ) for the past 20 years, recently achieving  
certification in Patient Safety (CPPS). On a national level, she authored  
and coordinated applications and site visits for the AHA McKesson Quest 
for Quality Prize received in 2006 and 2009. Through her leadership as 
team chairperson focused on improving the AHRQ Patient Safety  
Indicators, Bronson Methodist Hospital received the 2011 Healthgrades 
Patient Safety Excellence Award. 

Diane Martin
Marketing Coordinator, Mississippi Baptist Health System

A native of Jackson, Mississippi, Diane has been a Marketing Coordinator 
at Baptist for 16 years. She’s managed the PDC program for three years, 
serving as liaison with physician offices and maintaining over 350 profiles. 
She’s responsible for providing monthly reports to strategic areas within 
the organization, all Baptist-employed clinics and other physician offices 
as requested. 

Jill Newham
System Director, Marketing, Edward Hospital & Health Services

Jill joined Edward Hospital in 1995 and oversees marketing by developing 
and implementing marketing strategy and plans for the Edward system, 
including advertising (mass and online), customer relationship management, 
media relations, internal communications, corporate branding and  
publications. She is also responsible for the management of Edward’s 
Health Promotions, Retail Services and Healing Arts Departments. Prior  
to joining Edward, Jill worked in marketing and public relations for six years 
at two hospitals in the Chicago area.
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Evelyn Pagan
VP, Quality & Performance Improvement, Hospital Sisters Health System

A registered nurse, Evelyn started her journey in quality as an Outcomes 
Manager in 1997 and is currently the Chief Process Improvement Officer 
of the Western Wisconsin Division of the Hospital Sisters Health System.  
She is a Lean Specialist and has completed training toward Black Belt Six 
Sigma certification. Evelyn is a member of the Illinois Hospital Association  
Institute for Innovations in Care and Quality; National Quality Forum; 
Northern Illinois Patient Safety Collaborative; Northern Illinois Quality 
Professionals Collaborative; American Nurses Association; Institute for 
Diversity in Health Management; and the American Society for Healthcare 
Risk Management. She is a Certified Professional in Healthcare Quality  
and Patient Safety.

Thomas Saul
Chief of Ambulatory Care Services, University of Virginia Medical Center

Thomas has served as the Chief Ambulatory Care Services Officer of the 
University of Virginia Medical Center since 2012. Prior to that, he served  
as the Interim Chief Operating Officer of Culpeper Regional Hospital and  
in roles as Program Manager for Business Development and Finance,  
Administrative Fellow for the Vice President and Chief Executive Officer  
at the University of Virginia Medical Center.  
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INNOVATION ROUND BIOS

Amy Adams
Brand Development Manager, WellStar Health System

Amy Adams’ experience spans 15 years as a marketing professional,  
where she has applied a goal-oriented and data-driven approach to  
develop innovative marketing solutions. She shares her current role as 
WellStar’s Brand Development Manager role with co-presenter Samantha 
McInturff, in order to provide each with a better work-life balance. This 
new joint position has been featured in Working Mother magazine and The 
Atlanta Journal Constitution.

Carisa Bailey
Brand Strategist & Creative Services Director, HCA TriStar Health

Carisa is the Brand Strategist and Creative Services Director for HCA’s 
TriStar Health division in Brentwood, TN. Her 10-year career with HCA 
includes roles as Web Designer, Interactive Marketing Manager, Creative 
Services Director and Brand Strategist, where her passion for brand  
consistency has playfully earned her the title “Branding Czar.” She  
implemented and developed HCA’s first print-on-demand and digital  
asset management system, which achieves millions of dollars in print and 
design cost savings each year. She also manages a team of designers that 
develops over 500 print pieces each year and manages over 25 websites 
and 20 social media platforms.

Nikeisha Beckford
Marketing Manager, Henry Ford Health System

As the marketing manager for Wellness and Primary Care at Henry Ford 
Health System, Nikeisha’s responsibilities include developing and  
implementing comprehensive marketing strategies focused on wellness 
integration and growing patient volumes for pediatrics, internal and family 
medicine, and Henry Ford’s new wellness center of excellence, Henry  
Ford LiveWell. In her previous role at Henry Ford, Nikeisha led marketing  
strategy for retail pharmacy services.

Jim Bobalik 
Senior Marketing Specialist, Henry Ford Health System

Jim is a senior marketing specialist in the marketing department,  
responsible primarily for CRM, data analysis and tracking, and customer 
engagement. Prior to beginning his 14 years with Henry Ford, Jim  
worked in both planning and marketing at North Oakland Medical  
Centers in Pontiac, Mich., and in planning at McLaren Health Care  
Corporation in Flint, Mich.
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Amy Hand
Director, Customer Relationship Management, HCA TriStar Health 

Amy is the Director of Customer Relationship Management at HCA’s 
TriStar Health, a healthcare system with 18 hospitals and 10 ambulatory 
surgery centers in Tennessee, Kentucky and Northern Georgia. Her nine 
years with HCA include roles in hospital marketing, physician recruitment 
and physician marketing, earning her a reputation as a jack-of-all-trades. 
She currently manages multiple CRM projects, including consumer and 
patient portal, online physician scheduling, provider directories and CRM 
marketing campaigns.

Mike Hickok
MBA, Director of Online Services/HealthConnection, Catholic Health

Mike Hickok has been with Catholic Health (CH) in Buffalo, NY, for nine 
years, where he is responsible for four Marketing departments for the  
system: Retail Sales, Online Services, Community Outreach, and Call  
Center Operations. He has successfully built and grown a physician  
referral program that now gives out more than 13,000 referrals per year  
to Catholic Health’s network of private practice physicians. The Catholic 
Health call center is responsible for generating more than $3M in net  
revenue for the company. Mike received his BA in Media Study at the  
University at Buffalo and his MBA from Canisius College.

Aubrey Hinkson
Senior Marketing Analyst, Georgia Regents University and Health System 

Aubrey is the Senior Marketing Analyst at Georgia Regents University  
and Health System. Her professional experiences as a consultant and 
healthcare marketer provided opportunities working in all phases of  
the marketing life cycle, from data crunching to brand development.

Danielle Leone
Public Relations, Marketing & Event Coordinator, Kresge Eye Institute,  
part of Wayne State University Physician Group 

Danielle is Public Relations, Marketing and Event Coordinator at Kresge 
Eye Institute in Detroit, MI, one of the nation’s leading medical centers for 
the preservation of sight with an international reputation for its pioneering 
eye research program. Danielle’s primary responsibilities include developing 
and implementing marketing efforts, managing individual physician and 
satellite locations, corporate event planning, leading rebranding initiatives, 
advertising and copywriting. Danielle has been with Kresge Eye Institute 
for almost two years and is also a member of the Public Relations Society 
of America (PRSA).
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Amy Massimo 
Service Line Marketer, Hackensack University Medical Center 

Amy began her healthcare career on the “numbers side” as a marketing 
and planning analyst, before moving into the call center world, applying  
her valuable insight to the consumer point of view, as well as liaising with 
medical staff and service line management. Following a number of years  
in public relations and marketing management, she now coordinates  
the marketing of HackensackUMC’s key service lines to physician and  
consumer audiences. Key interests are evaluating ROI and reducing the 
addiction to physician billboard advertising.

Mary McCarthy
Marketing Expeditor, Hackensack University Medical Center 

As a marketing professional with more than 10 years of experience in  
various service-oriented industries, Mary has a utilitarian approach to 
healthcare marketing. Initially wearing a public relations hat for  
HackensackUMC, she was on the front lines of implementing its first  
rebranding in more than 20 years. Following that success, Mary moved  
into the Marketing Expeditor role, facilitating project management for  
all marketing initiatives. A writer at heart, Mary works as the point person 
for every department in the hospital in need of creative services or  
marketing strategies.

Samantha McInturff
Brand Development Manager, WellStar Health System

Samantha McInturff’s 10-year career in marketing and public relations 
includes leading marketing strategy for metro Atlanta-based WellStar 
Health System. She shares the Brand Development Manager role  
with co-presenter Amy Adams, in order to provide each with a better  
work-life balance. This new joint position has been featured in  
Working Mother magazine and The Atlanta Journal Constitution.

Julia Noland 
Marketing Strategist, Charleston Area Medical Center 

Julia is the Marketing Strategist for Charleston Area Medical Center,  
overseeing all CRM projects, including internal and external research,  
concepting, creative design, implementation and results tracking. She  
also manages the communications, advertising and marketing needs  
of the medical center’s 100 employed physicians in nearly two dozen  
physician practices and works with managers and administrators to  
develop strategic marketing plans for many of the hospital’s top service 
lines. Julia has 20 years of experience in healthcare marketing. Prior to 
joining CAMC in 2001, she was manager of public affairs for St. Mary’s  
Medical Center in Huntington, WV.
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Bill Oakes
VP, Business Development, Johnson Memorial Hospital 

Bill first engaged in the late 1980s with what was then CPM Marketing 
Group, and in 2004 moved JMH into the full CRM system. Beginning his 
healthcare marketing career in 1980, Bill served as chief marketing  
officer for a Catholic system hospital, a teaching medical center in  
Chicago, a community hospital and at a for-profit rehabilitation facility, 
before coming to JMH.

Elizabeth Pellegrin 
Chief Marketing Officer, Charleston Area Medical Center 

Elizabeth is the Chief Marketing Officer for Charleston Area Medical  
Center, the largest healthcare system in West Virginia. In this position,  
she is responsible for all marketing, public affairs and internal  
communications activities. She has extensive experience in senior  
management and in strategic planning, advertising, public relations,  
market research, radio and television, having worked in healthcare,  
financial services, wireless communications, the arts and government. 

Lewis Sanderow
Director, Marketing & Communications, OhioHealth

Lewis is Director of Marketing and Communications at OhioHealth. He  
is responsible for developing and executing marketing strategies for the  
ambulatory businesses and connecting system marketing efforts with 
physician relations. Lewis has over 15 years of healthcare experience 
working for large not-for-profit health systems, a Fortune Top 25 company, 
and a small start-up enterprise. These diverse settings have provided a 
range of experience that includes B2B and B2C marketing, brand  
management, business development, customer loyalty, market research 
and analytics. 

Marti Scott 
CRM Consultant, OhioHealth

Marti manages the day-to-day operations of the OhioHealth call center 
and is also responsible for CRM campaign strategies. She oversees  
the implementation of all new services, classes and physician referral  
information that is part of the 4-HEALTH call center database. In addition, 
she is responsible for analyzing CRM campaign downstream revenue,  
call volume, physician referral and service line reports. Mrs. Scott joined  
OhioHealth in 1992 and has managed several call center operations 
throughout OhioHealth, taking on the additional responsibilities of  
managing the CRM tools for OhioHealth in 1996.
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THANK YOU!
For your time, your ideas, your perspectives 
and your determination! You played a key  
role in shaping the future of healthcare. 
That’s something to be very proud of —  
we can’t thank you enough.

Take a few minutes to share your  
thoughts on this year’s event. Go to  
healthsharesymposium.com to fill out  
the short survey. Your feedback helps  
us build a bigger and better HealthShare 
Symposium every year.
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UNTIL WE  
MEET AGAIN …
Start thinking about  
HealthShare Symposium 2015. 

Dates and location coming soon!
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