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A MESSAGE FROM THE CEO

Where does the time go? As I look back on HealthSHARE'’s accomplishments
in 2010, I'm amazed at how much can be achieved in just 12 short months.
HealthSHARE and the 72 companies that bear the prestigious Texas Hospital
Association-endorsed company status played a key role in THA's financial

health in fiscal year 2010. These companies contributed $526,000 in royalty

payments to THA - helping THA maintain its current dues rate for the sixth
year in a row. With the economy still in recovery and health care facing an uncertain future, I'm

proud that HealthSHARE was able to contribute in this way.

It wasn'’t just THA that benefitted from the work of the endorsed companies, of course. These
companies also made a significant impact on THA-member hospitals’ bottom lines. Hospitals that
used THA-endorsed companies saw savings and discounts totaling millions of dollars this year.
The savings will only increase in the future as we continue to endorse more companies providing

innovative, affordable solutions to the issues hospitals face today.

I thank you for your support throughout this year and wish you and yours a happy and healthy

2011. Please feel free to contact me at jdixon@tha.org with any thoughts or concerns.

R . Y

James M. Dixon
President/Chief Executive Officer
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As a wholly owned subsidiary of the

Texas Hospital Association, HealthSHARE
markets best-of-breed, competitively priced
products and services offered through THA-
endorsed companies that benefit hospitals’
quality, service and bottom line. Each issue
of Sharing spotlights a different category

of services. This issue, the spotlight is on
physician relationships.

HealtheCAREERS Network

HealtheCAREERS Network specializes in
online recruitment, advertising and career
solutions for the health care industry.
Through its network of websites, more
than 120 association career centers and
other distribution partners, HeCN makes
it easy for employers to recruit and retain
qualified candidates and for job seekers
to find the right positions. HeCN offers
multiple opportunities for connections
between top hospitals or health care sys-
tems and qualified job seekers. Jobs stra-
tegically cross-post on HealtheCAREERS.
com, MedHunters.com and all relevant
professional health care association sites
as well as the health care section of all
relevant bizjournal.com markets.

Gary Seaberg

214/256-4811

gary.seaberg@healthecareers.com
www.healthecareers.com
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Hospital Receivables
Services Inc.

Hospital Receivables Services Inc. collec-
tions and accounts receivables services
bring accounts up-to-date and help hospi-
tals keep them current. The company is a
501(c)(3) nonprofit cooperative owned by
the facilities it serves, which share in the
company’s profits. HRS provides receivables
management, account termination, pre-
ferred billing for “early outs” and long-term
accounts, collections seminars, detailed
reports and prompt remittance.

Doug Smith

972/243-5431

douglasismith@sbcglobal.net
www.hospitalreceivables.org

Merritt Hawkins

Merritt Hawkins is an AMN Healthcare
company specializing in physician search
and placement. Merritt Hawkins’ mission is
to create enduring matches between health
care organizations and providers seeking

to enhance their professional and personal
lives. Services include a thorough physi-
cian needs assessment with the client prior
to beginning a search and consulting in
employment and legal agreements, practice
financials, and medical staff succession
planning. The company also places allied
health professionals in select disciplines.
Merritt Hawkins guarantees its placements
for six months and performs its services at
competitive rates. With its corporate office
located in Irving, Merritt Hawkins offers
decades of experience working in Texas.
Jeff Faulkner

469/524-1584

jeff.faulkner@merritthawkins.com
www.merritthawkins.com

Press Ganey Associates Inc.

Patient satisfaction is an important com-
ponent of a comprehensive outcomes
measurement system and quality report
cards. Press Ganey’s satisfaction measure-
ment system is designed to provide tested,
reliable surveys that measure patient
experiences in a wide range of health
care settings, from inpatient hospitals to
physician offices. The results, which are
used by hundreds of health care provid-
ers nationwide for quality improvement
initiatives, provide comparisons to Press
Ganey'’s extensive national and regional
comparative databases. The comprehen-
sive analyses help you benchmark to best
practices.

Randy Swift

817/682-2015

rswift@pressganey.com
Www.pressganey.com

Staff Care Inc.

Staff Care is an AMN Healthcare com-
pany that matches qualified doctors in all
specialties with health care organizations
requiring temporary physician services.
These locum tenens physicians cover tem-
porary vacancies, typically lasting from
one week to one year, and help organiza-
tions maintain patient care, referrals and
revenue by covering vacancies due to
staffing shortages, vacations, new clinics,
training, increased census and more. Staff
Care’s consultants provide physicians for
hospitals, clinics, correctional centers, psy-
chiatric facilities, networks, government
institutions and managed care entities.
Chris Schleiss

800/685-2272

chris.schleiss@staffcare.com
www.staffcare.com
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Collection with Community Relations

BY BARBARA WRAY

When a customer can't pay his bill, he may be under a little stress.
When that customer is a hospital patient, he may be under a lot

of stress. That’s why Hospital Receivables Service Inc. and its
wholly owned subsidiary Medical Debt Management Inc. take a
compassionate, patient-centered approach to their debt collection
efforts.

Jack Fischer, vice president of Medical Debt Management,
recently spoke with a patient who had been diagnosed with mul-
tiple myeloma and was distraught over her inability to pay her
medical bills. “We’re not just about collecting accounts, although
that’s our number one mission. We understand this is a unique
debt, and we go about collecting it in a dignified and civil manner,”
he said. “There’s a right time to realize I'm not going to make us or
the hospital any money, but I can help this person out.”

Medical Arts Hospital in Lamesa is just one Texas hospital
that relies on HRS to help maximize receivables. Steve Brock, chief
financial officer of Medical Arts Hospital, has worked with HRS for
years.

“We’ve always had a good rapport with HRS staff, and we like
and respect them a lot. They’re happy to tailor their approach to
take a softer approach or go full blast if you want to play hardball,”
Brock said, noting that Medical Arts Hospital’s board felt more
comfortable with a softer approach. “Their collection rate is above
our expectations, and complaints about their collection techniques
are almost nonexistent.”

HRS collections and accounts receivables services bring
accounts up-to-date and help hospitals keep them current. The
company is a nonprofit cooperative owned by the facilities it
serves, which share in the company’s profits. HRS provides receiv-
ables management, account termination, preferred billing for
“early outs” and long-term accounts, collections seminars, detailed
reports and prompt remittance.

Finding a balance between effective collections and commu-
nity relations is HRS’ forte. “Hospitals are struggling. The last thing
they need or appreciate is the community saying their collection
agency is a bunch of thugs,” said Fisher. “Patients will go some-
where else, and that approach doesn’t work with this type of debt
collection anyway.”

East Texas Medical Center Tyler has been an HRS customer for
20 years. Ken Hodo, business office manager, said, “Based on our
history with HRS staff, they’re a winning team. They take pride in
what they do, and they stay up-to-date on the latest fair credit col-
lections laws. I have confidence they’re working in the best interest

of our organization. We’re turning over our patient accounts and
reputation, and that confidence is well earned.”

East Texas Medical Center Tyler has had a similar experience
to Medical Arts Hospital in that complaints about HRS’ collection
techniques have been minimal. “I've maybe seen two complaints
against them, and both were unfounded,” said Hodo.

About 80 percent of HRS’ clients are small community hospi-
tals, and some hospitals have been clients for more than 50 years.
“We know our customer demographics, and we take all that into
consideration when it comes to our approach to collection,” said
Fischer, who currently serves as president of the Texas chapter of
the American Tax Collectors Association. “If you don’t do that
homework, you won't be successful with this type of account.
You have to understand the target community and know what it’s
dealing with.”

The nationwide average for recovery on bad debt collection is
about 4 percent. HRS averages about 5.5 percent to 6 percent.

The Fair Debt Collection Practices Act dictates how debt col-
lectors can act when collecting a debt. “This is a tightly regulated
industry, and we stay well within the FDCPA guidelines. We've
never been sued for a violation,” said Fischer. “We recover at
industry standard rates and better, but we do it within the guide-
lines of the law, protecting a hospital’s reputation and standing in
the community.”

For more information about Hospital Receivables Service
Inc., contact Doug Smith at douglasismith@sbcglobal.net or
972/243-5431 or go to www.hospitalreceivables.org. <
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Barber Honored with THA
Pioneer Award

HealthSHARE congratu-
lates Karen Barber, RN,
chief executive officer
of Yoakum Community
Hospital, for receiving
the 2010 Texas Hospi-
tal Association Pioneer

Barber

Award, which recognizes excellence

in rural hospital management. Barber
received the award at a luncheon during
the Texas Rural Health Forum on Nov.

11 in Austin. The award is sponsored by
THA'’s Rural Hospital Constituency Section
and underwritten by HealthSHARE and
the Texas Hospital Insurance Exchange.

Yoakum Community Hospital is a
25-bed critical access hospital owned by
the Yoakum Hospital District and man-
aged by Community Hospital Corpora-
tion. Barber, who began her career as a
nurse at the hospital in 1992, was pro-
moted to chief executive officer in 2006.
During her tenure, the hospital has added
new physicians and services, begun the
transition to electronic medical records
and paid down a significant portion of its
debt. In addition, Barber is credited with
improving board and community relations
as well as employee morale.

Fischer Named President
of ACA of Texas

Jack Fischer, vice presi-
dent of Medical Debt
Management Inc., a
wholly owned subsidiary
of Hospital Receivables
Service Inc., has been
named president of the
American Collectors Association of Texas
and will lead the chapter through the next
calendar year. ACA of Texas is the second-
largest state chapter of the American
Collectors Association, an industry trade
organization dedicated to providing the
highest standards of debt recovery for a

Fischer
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variety of business creditors, including medi-
cal providers. ACA of Texas has 183 member
agencies, affiliates and vendors committed
to providing the best in recovery services.

“As an industry, we face challenges
we’ve never confronted before,” Fischer
said. “With the changes that the industry
must tackle within the health care reform
act and the consumer financial protection
act, it is critical that MDM is in the fore-
front of providing clients with exemplarily
services and conducts its business within the
framework of these new laws. I am honored
to lead the Texas chapter of ACA as we enter
into these challenging times. Our legislators
must know and understand the impact that
these new laws have not only on MDM, but
also, more importantly, on our hospital and
physician clients.”

Hospital Receivables Service Inc. and
Medical Debt Management Inc. provide
medical receivables management services for
hospitals and physicians. For more informa-
tion, go to www.hospitalreceivables.org.

Nielsen Healthcare Accepting
Scholarship Applications

The Nielsen Healthcare Group now is
accepting applications for the Nielsen
Healthcare Group Scholarship Program,
which demonstrates the company’s personal
and professional support of its clients by
assisting them as they develop the capa-
bilities of their staffs. Applications must be
received by March 31.

The program is designed to assist non-
degreed, non-credentialed staff members
interested in pursuing health care-related
associate degrees or certifications from
accredited schools. Employees of health
care organizations that have been served by
the Nielsen Healthcare Group in the past
two years are eligible to apply. Up to $6,000
will be paid over a maximum period of four
years from the date awarded in tuition and
fees in support of the selected applicants’
educational goals.

Information was mailed to eligible
clients in November. Interested individu-
als should contact their hospital’s human
resources department. For more informa-
tion about the Nielsen Healthcare Group,
go to www.nielsenhealthcare.com.

Kost Named President/CEO
of Precision Dynamics

Cecil Kost has been
named president and
chief executive officer of
Precision Dynamics
Corporation. Previously,
Kost served as president ‘

and CEO of MedManage Kost
Systems Inc., which he built into the lead-
ing provider of online drug sampling.
Former CEO Gary Hutchinson will con-
tinue to serve as a board member and
executive advisor to PDC.

“Under Gary’s leadership, PDC has
achieved substantial growth to become a
significant presence in the fast-growing
sector of patient safety. Moving forward,
the company is well positioned to expand
its capabilities to have a greater impact
in improving patient outcomes. Cecil’s
management expertise, combined with
his innovative thinking and creativity,
makes him the ideal executive to lead
PDC through its next phase of strategic
growth,” said Curt Selquist, chairman of
PDC'’s board of directors.

For more information, go to
www.pdcorp.com.
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Streamlining Annual Enrollment: Smooth Process

Helps Hospitals Reduce Time,

BY TERRI SCHEXNAYDER

Each year, human resources staff at companies across the nation
groan in anticipation of annual enrollment - the one time of year
when employees may make changes to their elected benefit options.
Inevitably, the process involves a lot of meetings, forms and time.
Eileen Brown, director of recruitment and benefit at Valley Baptist
Health System in Harlingen, decided enough was enough and called
in the pros for help. National Benefits Group of America Inc. was more
than happy to oblige.

“We have close to 3,000 employees, so NBGA was a major
time-savings partner,” said Brown, who noted that the company
saved her department approximately 189 weeks of work this year.
“NBGA staff handled every aspect of the annual insurance enroll-
ment process, including scheduling each employee for his or her
appointment.”

The 20-year-old company, based in Tampa, Fla., markets a
portfolio of insurance products, including whole life, universal
life, critical illness, cancer and accident plans. NBGA provides the
employee benefit education and enrollment to its clients at no
charge.

Offering Peace of Mind

Ginger Garrett, director of human resources at Good Shepherd
Medical Center — Marshall, was looking for a trustworthy insurance
partner when she began her current position in 2006.

“When I first met with NBGA, I was still learning the pro-
cesses in that department but knew the way we were conducting
employee insurance enrollments had to improve,” said Garrett.
“NBGA gave me such reassurance they would take care of our
organization, and they certainly have done that.”

Among the many benefits NBGA provides its clients, including
updated demographic data about employees and the reduction of
paper applications through an electronic enrollment option, are
partnerships with companies like Boston Mutual Life and Humana
KMG America. John Brogan, vice president of operations at NBGA,
said employers and employees alike reap the rewards from these
partnerships.

“NBGA has maintained an ongoing relationship with only
highly rated carriers to provide all our clients’ employees with the
insurance and funding vehicles for their peace of mind. When
times are hard, employees are looking for stability,” said Brogan.
“After factoring in the economy and the uncertainty over health
insurance, co-pays and coinsurance, you end up with an environ-

Paperwork and Stress

ment where supplemental insurance becomes an attractive option
for employees.”

Educating and Engaging Employees

Garrett’s primary goal as the new head of HR was to create a more
employee-friendly enrollment process. “It had been a manual
process, held in a big open room where employees had to go from
one vendor to another,” she recalled. Now, her employees meet
individually with the NBGA representatives to discuss their current
core and voluntary insurance coverage and additional options.
NBGA’s online employee appointment scheduling is just one of the
many benefits the company offers to clients.

“Our focus is on education,” said Brogan. “And, because we
don’t pay any commission or incentives to our counselors, they
are more like teachers than salespeople. That is very unusual in the
insurance business.”

Garrett said GSMC - Marshall employees appreciate NBGA’s
honest, no-pressure approach to the enrollment process. “They
have said to me, ‘I liked being able to know what voluntary ben-
efits were available without feeling like I was being pushed into

m

buying them,’” she said.

Brown agreed the NBGA enrollment procedures are far more
streamlined than the ones that used to be in place. “Before NBGA,
we had to deal with about 12 vendors just in the insurance arena.
The challenge was in matching up our core benefits with our
voluntary ones, as the employees met with each one of those
vendors,” she said. “Now our employees can come right in, ask
questions and understand their options through one NBGA rep.
This helps make our employees better consumers of the product.”

Brogan said industry statistics show that an estimated 40 per-
cent of employees will enroll in voluntary insurance benefits plans.
Garrett is proud of GSMC - Marshall’s current 98.9 percent partici-
pation among its employees who meet with NBGA to review their
plans. Brogan is not surprised by the level of involvement.

“These employees, as well as those at Valley Baptist, are very
engaged. They ask great questions and religiously attend their
appointments. This makes our job on their behalf much more
efficient,” he said.

For more information about NBGA, contact David Brogan
at dbrogan@nbgamerica.net or 813/933-8219 or go to
www.nbgamerica.net. >
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As of press time, the Texas Hospital
Association had announced the endorse-
ment of 13 new companies in 2010. These
companies were selected with guidance
from HealthSHARE staff, who conducted
an extensive and lengthy due diligence
process that encompasses at least three
levels of review. After a company receives
THA endorsement, it undergoes ongoing
evaluation to ensure the company con-
tinues to meet or exceed HealthSHARE's
rigorous standards of quality and service.

Achieve CCA Inc.

Achieve CCA Inc. increases revenue for
hospitals by helping patients pay their
health care bills and become financially
healthy. Simply put, the program works by
lowering the interest rates and fees on the
patient’s non-medical debt. This results
in improved monthly cash flow for the
patient, a portion of which is then used
to pay the hospital bills. The approach is
compassionate and mission-supportive.
The financial results speak for themselves:
Achieve can deliver, on average, a 9
percent incremental lift to a hospital’s
baseline bad debt collections efforts.

Andrew Smith
502/708-4197
asmith@achievecca.com
www.achievecca.com

American Medical Alert Corporation
American Medical Alert Corporation is a
leading provider of 24/7 communication
services to facilitate stronger, more
positive relationships among patients,
providers and payers. With its innovative
dashboard of connectivity solutions,
AMAC adds a new dimension to the
health care landscape to enhance care and
improve operational effectiveness.

Paul Lieberman
212/774-1700
paul.lieberman@amac.com
www.amac.com
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Carrier Corporation

Carrier Corporation is endorsed by THA
for its physical plant services, including
heating, ventilation and air conditioning
products; building automation systems;
power systems; and standby generators.
In addition, Carrier provides preventative
maintenance and service on boilers,
rooftop units, compressors and chillers to
keep systems operating efficiently. Carrier
can design, replace or upgrade equipment
to optimize the performance of a facility
and assess a facility’s energy needs.

Todd Van Hyfte

972/789-3440
todd.a.vanhyfte@carrier.utc.com
www.carrier.com

COBRAGuard

COBRAGuard Inc. is endorsed for COBRA
administration and compliance using
COBRATrak, the company’s proprietary
Web-based system. COBRAGuard is

a certified COBRA administrator and
serves more than 3,000 organizations
nationwide. COBRAGuard stands behind
its service with a 100 percent compliance
guarantee. Through COBRATrak,
hospitals can save administrative time
and avoid COBRA-related hassles;
tighten compliance, record-keeping and
documentation; and control COBRA-
related risks and liabilities through
automated, outsourced administration.

Mike Gallagher

800/442-6272, ext. 4862
michael.gallagher@cobraguard.net
www.cobraguard.net

Columbia Healthcare Analytics

Columbia Healthcare Analytics can reduce
blood use by 30 percent or more through
interactive external utilization review of
all hospital transfusions. The company’s
approach is unique and effective because
it uses a highly summarized critique of
comprehensive patient chart data to
demonstrate to the physician how and
why blood use may have been avoided
and deferred.

Penny Jadwin

888/465-7692

pjadwin@colu mbia-analytics.com
www.columbia-analytics.com

Curbside Hospitality Inc.

Curbside Hospitality Inc., founded in
1997, offers concierge, valet parking,
parking/garage management and shuttle
services to the health care industry. Its
concierge services include lunch runs/
general food pick-up, dry cleaning, car
washes, travel services, personal shopping
and more. Its valet attendants greet guests,
open/close doors, provide directions, help
with wheelchairs and luggage, control
traffic, support security, hail taxicabs,

and help with jump starts, flat tires, lock
outs, etc., making the parking process
and hospital entrance welcome, quick
and efficient for patients and visitors.
Curbside’s parking management services
make the traffic flow run more smoothly,
which leaves a lasting impression on
guests, and shuttle services make the
commute easier and safer.

David Ryan
978/524-0900, ext. 101
dryan@curbside.org
www.curbside.com



Discovery Health Record Solutions
Discovery Health Record Solutions is

a leader in the release-of-information
industry. Discovery fulfills requests for
medical records for health care providers
and releases patient information to
authorized internal and third-party
requestors, such as insurance companies
and attorneys. This process is regulated
and monitored to protect confidentiality
and is part of HIPAA compliance.
Discovery enhances the ROI process
through the use of technology, process
design and quality control. Discovery
team members are highly trained in health
information management procedures and
are expert at managing external requests
as well as internal audits and workflow
around RAC audits. Discovery increases
clients’ productivity, reduces operating
costs and reduces compliancy risks.

Kyle Odom

512/623-7795
kodom@discoveryhrs.com
www.discoveryhrs.com

GroupOne Services Inc.

GroupOne Services Inc., a wholly owned,
for-profit subsidiary of the Dallas-Fort
Worth Hospital Council, is endorsed by
THA for its job applicant background
screening. GroupOne is staffed by
experienced professionals serving more
than 500 health care organizations across
the county. By basing hiring decisions

on GroupOne’s validated data, clients
experience reductions in turnover rates
and employment actions while increasing
patient safety. GroupOne has user-friendly,
Web-based solutions with services that
include county criminal research, federal
compliance checks, multi-state criminal/
sex offender database checks, statewide
criminal database checks, professional
license verification, employment and
education verification, and more.

Eric Scott

800/683-0244
ericegpl.com
www.gp1.com

ID Theft Solutions of America

ID Theft Solutions of America is a
proactive identity theft protection agency
specializing in solutions before, during
and after an identity theft issue occurs.
Services include on-site risk assessment;
related no-cost up-to-date compliance
programs; staff identity theft/legal
protection; and on-site employee training
addressing many state and federal identity
theft and privacy laws. The program is
designed to help Texas hospitals enhance
and update any security measures
currently in place.

Kevin Putnam
512/814-0201
kputnam@idtsoa.com
www.idtsoa.com

MedA/Rx

MedA/Rx specializes in revenue cycle
management and extended business
office services. MedA/Rx offers a complete
suite of revenue cycle management
services from beginning to end,
including revenue cycle process
consulting, interim management
services, insurance follow-up, self-pay
follow-up and Medicaid eligibility.
Gene Deutscher

704/780-8505

gdeutscher@medarx.com
www.medarx.com

MedDirect

MedDirect’s Patient Pay Solutions program
has become the company’s core service
and exclusive focus. MedDirect starts

by treating patients with respect and
establishing communication through
initial scheduling and insurance
verification. Communication touchpoints
then are continued through problem-
solving and follow-up events, including
patient satisfaction surveys.

EricJ. Becker

616/464-9527

ebecker@meddirect.net
www.meddirect.net

WhiteGlove House Call Health Inc.
WhiteGlove House Call Health Inc.
focuses on lowering the cost of care while
improving the consumer’s experience.
WhiteGlove offers affordable, high-quality
routine medical care at home or work

365 days a year, from 8 a.m. to 8 p.m. A
WhiteGlove visit includes medical care,
generic prescription medications, food,
beverages and over-the-counter remedies.
WhiteGlove memberships are affordable
and paid for by consumers, employers or
insurance companies. WhiteGlove services
Austin, Dallas, Fort Worth, Houston and
San Antonio and is an in-network provider
for Aetna and Humana in all service areas
and UnitedHealthcare in Austin and San
Antonio.

Mike Hancock

512/329-9223

mhancock@housecallhealth.com
www.whiteglove.com
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Birds of a Feather Save Together: Group Contract
Saves Hospital Coalition Millions in Energy Costs

BY KAREN BRANZ

Five years ago, five hospitals in the Healthcare Coalition of Texas
negotiated a group contract for their energy supplies. Cory
Edmondson, vice president of support services for Midland Memorial
Hospital, said the hospitals saw some benefits from pooling their
power needs and negotiating as a group, but they wondered if they
could do better.

“The contract we negotiated then will expire in March of 2011,
and a year ago we started meeting to figure out what we should do
for the next contract,” Edmondson said. “Since the energy market
is so volatile, we felt we needed to hire experts to help us negotiate
the contract.”

The group members invited other
hospitals in the coalition to meet
with them, and they started looking
for an energy broker to represent the
group. After a thorough interview and
proposal process, they chose Priority
Power Management to advise them
and help them get the best deal pos-
sible.

“Farly this year we started meeting
with the eight hospitals that elected
to be part of the group,” said John
Bick, managing principal with Priority
Power Management. “We went over

their individual power needs — loads, the type of accounts they had,

any problems they had. We also talked about their expansion plans
for the next three years and how those plans would affect their
energy needs.”

Ultimately, seven of the hospitals negotiated as a group for a
contract that will begin in April; one hospital elected to hold off,
as its current contract doesn’t end until 2013. Because the hospi-
tals were of widely varying sizes and power needs, Priority Power
helped them negotiate a contract that was flexible.

“Some of the hospitals wanted a price that would float based
on an index price, and some wanted to lock in a fixed price for
budget predictability,” said Bick. “We negotiated individual con-
tracts for each hospital that would meet the hospitals’ individual
financial and operational goals while still maintaining the group’s
leverage to get the best price and contract terms because the power
retailer knew that just one retailer was going to get all the busi-
ness.”
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“We were able to negotiate contracts that will save the group
as a whole $10 million over the next three years,” said Edmond-
son. “We couldn’t have achieved that level of savings on our
own.”

Jeff Hyde, vice president of support services for Trinity
Mother Frances Hospitals and Clinics in Tyler, said his organiza-
tion will save $1 million per year with the new agreement.

“Our organization was pleased with the bid process and the
outcome,” Hyde said. “On our own, we did not have the intel
regarding the energy market that Priority Power provided us. All
through the process Priority Power
communicated well and demon-
strated a high level of professional-
ism.”

An important part of Priority
Power’s advice was in the area of
timing. Originally, the group had
planned to execute a contract in
May or June. Though the group
had worked out all the details and
arrived at a short list of retailers to
consider, Priority Power advised
the hospitals to hold off until late
September to actually execute the
contract.

“When we looked at the market in May, we believed prices
would continue to decline through the summer and that we
could get a better price in late September,” said Bick. By the time
the group pulled the trigger on the contract, prices had declined
10 percent from the May price.

Edmondson said that he is pleased that a portion of his
hospital’s power will come from renewable resources like wind
energy. “We knew it was available, but we didn’t know how to get
it cost efficiently,” he said. “One of the great things about work-
ing with Priority Power was the education we received along the
way. A lot of the details of the power market are complicated and
baffling. They helped us make sense of the information. We are
paying for their services, but the savings far outweigh the costs.”

For more information about Priority Power Management,
contact John Bick at jbick@prioritypower.net or 972/314-9040
or go to www.prioritypower.net. >
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Executive Recruitment: Finding Hospital
Executives During Tough Economic Times

BY MARGARET BARRY

When Methodist Charlton Medical Center, a 307-bed acute care
community hospital in Dallas, needed to recruit a vice president of
nursing, there was no time to spare. There had been turnover in the
hospital’s leadership, so the position had been vacant for 18 months,
said Jonathan Davis, FACHE, president of Methodist Charlton.

“We were in a hurry to find the perfect person,” said Davis.
“The biggest challenge was finding that perfect person within our
short time frame.”

Davis turned to Tyler & Company, a Texas Hospital Associ-
ation-endorsed executive search firm. The company succeeded
in finding the right candidate under considerable time pressure
because the consultants assigned to the project, Nelson Mann and
Allison Morris, are good listeners and good learners, according
to Davis, who was impressed with their systematic and proactive
approach.

“They took the time to get to know our team and learn my
style,” Davis said, “but they also acted with a sense of urgency and
were very organized about how to move the candidates through
the process.”

In addition to a short time frame, Mann and Morris faced
another challenge. It is difficult to attract nurses in the Dallas/
Fort Worth area because there are so many hospitals vying for
the same candidates, and the hospital wanted a vice president of
nursing who could recruit nurses. Mann and Morris found just the
right candidate, as later results showed.

“When we needed to hire additional nurses, we held a recruit-
ment fair and hired 21 nurses in one night,” Davis said. “Typically
it would take two to three months to hire that many nurses. Our
new vice president of nursing was able to do this because she met
and talked with every nurse that came in the door that night. She
showed them that if they were to come work for us, she would get
to know them personally and would support them.”

The challenges didn’t end there. The hospital sought a vice
president of nursing who not only knew how to staff a unit, but
also could manage productivity, equipment and all the financial
aspects of the job.

“It was a tough position to fill because we needed a nurse at
heart, but one with sophisticated business acumen. She needed to
be sensitive to the needs of our nursing team and to the general

operational performance of the organization,” said Davis.

Mann agrees that it is challenging to find a candidate with
the right balance of clinical competence and operational under-
standing. “The candidate ultimately chosen for the vice president
of nursing impressed me during the interview as meeting both
of these criteria,” he said. “You screen candidates based on their
resume and accomplishments, but the ultimate hire is a matter of
chemistry and cultural fit.”

Graham Reeve, the president and chief executive officer of
Baptist Health System, a group of five hospitals in San Antonio,
said the considerable challenges faced by health care in today’s
struggling economy - the increased pressure on hospitals to pro-
vide quality care while remaining financially viable — made find-
ing a chief operating officer for the system especially difficult. He
noted that today’s chief operating officers are under considerable
pressure to provide outstanding care in the face of more and more
unfunded or underfunded patients.

“We gave Tyler & Company a demanding list of characteris-
tics and qualities,” Reeve said. “We wanted someone who could
manage five hospitals with 1,650 licensed beds, 6,400 employees
and 2,800 credentialed physicians. There are not a lot of people
who fit that skill set.”

Reeve said that Mann and Morris were successful because
they took the time to get to know and understand Baptist’s busi-
ness model and all the key players. “They were very proactive
about getting to know how we operate. Once you meet with all
the players, you can tell what an institution is like,” he said.

Mann said he spends a lot of time learning about an organiza-
tion’s culture and management style. “We had done many previ-
ous searches with Baptist, and we were able to use that knowledge
to identify a slate of candidates that would be a good fit,” he said.
“The current management team is very strong, and we needed
someone with complementary skills to make the team even better.
The ultimate hire was a home run. It’s satisfying to know that we
had a small part in making that happen.”

For more information about Tyler & Company, contact
Nelson Mann at nmann@tylerandco.com or 512/329-2784 or
go to www.tylerandco.com.
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Index Reports Health Care
Inflation for Privately Insured

The cost of health care for people with
employer-sponsored health insurance
climbed an estimated 6.3 percent for the
year ending June 30, according to a new
Thomson Reuters index.

The Thomson Reuters Healthcare
Spending Index for Private Insurance mea-
sures historical and current levels of per
capita health care spending for individuals
whose coverage is provided by self-insured
employers — a segment that represents
about 25 percent of U.S. health care expen-
ditures.

Spending for hospital care increased
more than spending on physician services
or prescription medicines in the past year.
Hospital costs increased 8.2 percent, physi-
cian costs increased 5.5 percent, and drug
costs increased 3.4 percent.

Index estimates are based on the
Thomson Reuters MarketScan® databases,
a repository of health care claims for inpa-
tient and outpatient services. The 2009-10
index represents the real-world treatment
patterns and costs of more than 12 million
employees and their dependents.

For more information, go to www.
thomsonreuters.com.

Survey Indicates Average 2011
Rate Increases for HMOs, PPOs

Results from Milliman’s 2010 Group
Health Insurance Survey indicate esti-
mated premium rate increases for January
2011 renewals will average 10.2 percent
for health maintenance organizations
and 11.7 percent for preferred provider
organizations. In addition to typical rate
increases due to utilization and cost expe-
rience, these planned increases also likely
reflect some change due to implementing
the requirements of the Patient Protection
and Affordable Care Act.

The Milliman survey is unique in that
it asks HMOs and PPOs to respond regard-
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ing a given set of group health benefits
and demographics. The survey removes
three important factors that can skew

the results presented in other health cost
surveys: changes in plan design, shifts in
premium sharing between employer and
employee, and member demographics.
These trends, therefore, reflect the increase
in medical utilization and costs experi-
enced/anticipated by the HMOs and PPOs.

For more information, go to www.
milliman.com.

Report: Health Reform Spells
End of Private Practitioners

Health reform will usher in a new era of
medicine in which physicians largely will
cease to operate as full-time, independent,
private practitioners accepting third-party
payments, according to a new report com-
missioned by The Physicians Foundation,
a nonprofit grant-making organization
composed of medical society and physi-
cian leaders, and completed by Merritt
Hawkins, a national physician search and
consulting firm.

Entitled “Health Reform and the
Decline of Physician Private Practice,”
the report examines the potential effects
of the Patient Protection and Affordable
Care Act on medical practice in the United
States. Drawing on the perspective of a
panel of health care experts and execu-
tives, the report projects most physicians
will follow one of four courses: They will
either work as employees of increasingly
larger medical groups or hospital sys-
tems, establish cash-only practices that
eliminate third-party payers, reduce their
clinical roles by working part-time, or opt
out of medicine altogether by accepting
non-clinical positions or by retiring.

The report also includes results from
a national physician survey. Only 26
percent of the 2,400 respondents said
they would continue practicing the way
they are in the next one to three years.
The remaining 74 percent said they would
retire, work part-time, close their practices

to new patients, become employed and/or
seek non-clinical jobs. Based on the survey
and other data, the report projects health
reform will worsen the ongoing physician
shortage and make it harder for many
patients to access a physician.

The full report is available at www.
physiciansfoundation.org.

Many Workers Don't Follow
Skin Antisepsis Guidelines

A survey of 1,500 hospital-based health
care professionals reveals that 33 percent
report they do not follow evidence-based
guidelines and data for patient skin anti-
sepsis.

This finding is especially surprising
given that the survey, which was con-
ducted by Infection Control Today and
sponsored by CareFusion, shows health
care professionals — many of whom are
responsible for infection prevention at
their facilities — rank clinical data and
guidelines as the most important consid-
eration for selecting a product for skin
antisepsis.

“It’s promising to see health care pro-
fessionals recognize the importance of fol-
lowing established recommendations and
guidelines for reducing health care-associ-
ated infections, but it is disappointing that
these guidelines aren’t being put into prac-
tice more frequently,” said Allan Morrison
Jr., M.D., FACP, professor and distinguished
senior fellow at George Mason University
in the School of Public Policy. “Given that
microorganisms on patients’ skin are a pri-
mary cause of HAIs, skin antisepsis should
be a top priority for institutions. Addition-
ally, adherence to clinical guidelines by
all health care professionals — regardless of
specialty or tenure - is critical. Fortunately,
skin antisepsis measures are relatively inex-
pensive and easy to implement.”

For more information, go to www.
carefusion.com.
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Moving on Up: Easing Job Transitions through

Outplacement Counseling

BY LAURATUMA

Wayne Voss, FACHE, didn’t have to look for a job for nearly two
decades. At first, he slid easily from job to job, and then he landed
in an organization where he moved from one challenging position
to another for 12 years. Eventually, he and the organization realized
it was time to part ways. The organization offered to provide
outplacement counseling, and Voss knew just which company he
wanted to use: Wiederhold & Associates.

Voss was drawn to Wiederhold & Associates because of its
20-year track record of success and deep knowledge of the health
care industry. Unlike other transition firms, Wiederhold special-
izes in the health care industry and links clients to an extensive
network of health care executives before, during and after a job
search.

“I knew people who had used
Jim Wiederhold and had a good
experience,” Voss said. “I was
impressed by his understanding of
the health care field, his contacts
and his ability to network. Other
firms offer typical resume help, but
they don’t have the networking
and contacts Wiederhold has.”

Even in the difficult early days
of his job search, Voss knew he had made a good choice.

“I was outside my comfort zone and challenged to do things
I hadn’t done in a long time, like updating my resume, selling
myself, networking and going to interviews. The first few months
were especially difficult, but I had a person constantly providing
structure and telling me what I needed to do each week. It helped
me stay on track and know I was making progress,” he said.

Erin Davis, vice president of operations and finance for Wie-
derhold & Associates, said that Voss’s experience is typical.

“There is an emotional response you have to get through
when you leave a job. It’s a grieving process,” Davis said. “We
recognize that and help clients get through it. We set goals for
networking calls and teach them whom to network with, how to
do research and how to prepare for every step of the process.”

Wiederhold became even more valuable to Voss as he pre-
pared for the interview process. “Every time a serious interview
came up, they put me in touch with three or four people who
knew the organization I was interviewing with,” he said. “I felt
well prepared for every interview.”
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Voss was hired as a vice president of The Methodist Hospital
System in Houston in April 2007. He now serves as chief executive
officer of Methodist West Houston Hospital, a 193-bed acute care
facility that opened in December. Nearly four years after con-
cluding his job search, Voss stays in touch with Wiederhold and
remains in the Wiederhold network.

“That’s how we work,” said Davis. “We stay with people until
they're in the next position, with no time limit, and we follow
up to make sure the transition is successful. Clients stay in our
network permanently. We currently have a network of more than
1,000 members in health care, and we are always building it to
help clients.”

Many health care executives
faced with making a job change
don’t have organizational support
for outplacement counseling. Rich-
ard Parks, FACHE, chief executive
officer of Covenant Health System
in Lubbock, used Wiederhold’s
individual transition program when
he left his previous employer in
Tennessee. Parks was impressed with
Wiederhold’s knowledge, structure
and attention to detail during his job search, as well as the con-
tinuing support after he assumed his position at Covenant.

“Wiederhold provided me with confidential counsel and great
suggestions during the initial weeks in my new position,” Parks
said. “What was once a business deal is now an ongoing relation-
ship. I appreciate the friendship and introductions to many fine
folks whom I had not known in the industry.” Like Voss, Parks is
part of the Wiederhold network and available to others making a
job transition.

Unlike many job transition firms, Wiederhold does not
recruit. “We partner with recruiters rather than compete with
them,” Davis said. “We learn about leads every week and share
those with people in our network. That’s a unique advantage
because we specialize in health care and have such a strong net-
work. Health care will always remain our focus.”

Fore more information about Wiederhold & Associates, con-
tact James Wiederhold at jim@wiederholdassoc.com or 800/618-
2650 or go to www.wiederholdassoc.com. 3«
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HealthSHARE Summit Helps Companies
Promote Their Endorsed Status

After a company makes it through HealthSHARE's extensive due
diligence process to earn the coveted endorsed status, that’s only
the beginning. Companies need to learn how to make the most
of that status to reach out to hospitals and help them provide the
highest quality care efficiently and cost-effectively. That’s where
the annual HealthSHARE Summit comes in.

“The HealthSHARE Summit provides an opportunity for
Texas Hospital Association-endorsed companies to come together
and learn from one another and from THA staff,” said Health-
SHARE President/Chief Executive Officer Jim Dixon. “By helping
endorsed companies, we help Texas hospitals and THA itself. It's a
win-win situation for everyone.”

More than 50 representatives from 40 THA-endorsed com-
panies attended the HealthSHARE Summit Oct. 12-13 to learn
how to make the most of their endorsed status. They heard from
hospital administrators, who gave them tips on selling to Texas
hospitals; HealthSHARE's four regional executives, who explained
how they work to connect hospitals and endorsed companies; and
THA staff, who explained the various ways endorsed companies
can promote their status. Survey results showed attendees found
the conference informative and valuable.

Representatives from Texas Hospital Association-endorsed companies met one another and
learned how to get the most of their endorsed status during the HealthSHARE Summit.

“This was a very valuable conference,” said Elizabeth Curry
Watkins with HealthCare Benefits Inc. “I look forward to strength-
ening our partnership.”

THA-endorsed companies contributed $526,000 in royalty pay-

ments to THA in 2010, helping THA maintain the current dues rate
for the sixth year in a row. For more information on HealthSHARE
and THA-endorsed companies, go to www.healthshare-tha.com. ¢
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THA 2011 Annual Conference
Quickly Approaching

The 2011 Texas Hospital Association Annual Conference
is almost here! The 2010 conference beat all recent years’
attendance records, and
attendees are still talk-
ing about what they
heard there. The 2011
conference is shaping
up to be even better.
Make plans now to

join your colleagues in
Austin Feb. 2-3.

THA ANNUALY;
CONFERENCE |1

st
FEBRUARY 2-3

AUSTIN CONVENTION CENTER

The conference
program has been
dramatically expanded
through THA's partnership with Texas Healthcare Trustees,
Texas Organization of Nurse Executives, and Texas Association
for Healthcare Financial Administration.
The 20-plus sessions over the two days will
prepare hospital executives for the new
health care model and what is certain to
be a most difficult legislative session this
spring. Last year’s popular keynote speaker,
Len Nichols, Ph.D., returns to revisit the
topic of federal health care reform imple- Nichols
mentation and how hospitals can position themselves to
prosper in a new world of transparency and incentive realign-
ment. Other session highlights include:

= Achieving High-Quality, Low-Cost Care Amidst Payment
System Reform;

= Leadership Lessons for Promoting Health Equity;
= Legislative Priorities for Health Care in Texas; and
= Insights on Accountable Care Organizations.

Representatives from HealthSHARE and many THA-endorsed
companies will be available to discuss what they can offer
Texas hospitals. Additionally, the exhibit hall will include
Member Innovation Centers showcasing member hospitals’
best practices. The full agenda and conference details are
online, along with fast and easy online registration, at www.
tha.org/conf2011. Register today! >
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Texas Hospital Association-Endorsed Companies

*Achieve CCA Inc.
www.achievecca.com
Andrew Smith, 502/708-4107

Air Liquide Healthcare America Corp.
www.airliquide.com
Brian Twohig 512/233-9879

Amazon Coding
www.amazoncoding.com
Jan Keil, 888/442-6296, ext. 801

American Medical Alert Corp.
WWW.amac.com
Paul Lleberman, 212/774-1700

*Amerinet
www.amerinet-gpo.com
Rafael Rodriguez, 877/711-5700 ext. 8029

Ameritas Group Dental & Eye Care
www.ameritasgroup.com
Craig Miller, 888/270-8090

*AMN Healthcare
www.amnhealthcare.com
Bonnie Owens, 877/282-0380

Auditz LLC
www.auditz.net
John R Hargrave, 812/841-4078

*Bells International Inc.
www.bellsintl.com
Shawna Plumb 888/440-4649, ext. 215

*CampbellWilson
www.campbellwilson.com
Manie Campbell, 800/723-6492

*CareFusion
www.carefusion.com
Daryl Lu, 888/876-4287

careLearning
www.carelearning.com
Laura Cornelson, 800/252-9403

*Carrier Corporation
www.carrier.com
Todd Van Hyfte, 972/789-3420

COBRAGuard Inc.
www.cobraguard.net
Mike Gallagher, 800/442-6272, ext. 4862

Columbia Healthcare Analytics Inc.
www.columbia-analytics.com
Penny Jadwin, 888/465-7692

*Commerce Bank N.A.
www.commercebank.com
Lance Wright, 800/892-7100, ext. 27094

*Concerro Inc.
WWW.CONCErro.com
Wes Staggs, 858/882-8500, ext. 302

*ConMediSys
www.conmedisys.com
Bryan Blackford, 512/299-9611

*connectiMED Networks
by Power Station LLC
www.connectimed.com
Mark Rickoff, 972/896-9459

Craneware Inc.
www.craneware.com
Jacob Nguyen, 602/684-3099

CredenceHealth
www.credencehealth.md
Jeffrey Persson, 615/712-2213

Curbside Hospitality
www.curbside.com
David Ryan, 978/524-0900, ext. 101

Discovery Health Record Solutions
www.discoveryhrs.com
Kyle Odom, 512/623-7795

DOTmed.com
www.dotmed.com
Philip F. Jacobus, 212/742-1200, ext. 250

EQ2Inc.
www.eq2.com
Jim Smith, 802/865-0920

*eTactics Inc.
www.etacticsinc.com
Paul Osiecki, 214/213-1685

Financial Review Services Inc.
www.checkfrs.com
Mike Lewis, 713/850-7456

GroupOne Services Inc.
www.gpl.com
Eric Scott, 800/683-0255

HealthCare Benefits Inc.
www.hcb-inc.com
Robert Holland, 800/872-0277

Healthcare Recovery Alliance
www.hcralliance.com
Mike Stewart, 800/710-2825

HealtheCAREERS Network
www.healthecareers.com
Gary Seaberg, 214/256-4811

*Hospital Receivables Service Inc.
www.hospitalreceivables.org
Doug Smith, 800/955-8722

ID Theft Solutions of America
www.idtsoa.com
Kevin Putnam, 800/735-4850, ext. 1

*InsMed Insurance Agency Inc.
www.insmedinsurance.com
David C. Blake, 800/214-7039

Integrated Revenue Management
www.irminconline.com
Thomas E. Wolfe, 760/448-1039

J.A. Thomas & Associates
www.jathomas.com
Bette L. Cloud, 800/683-8734, ext. 0683

Management Dynamics Inc.
www.management-dynamics.com
Richard “Dick”Nolan, 770/953-9553

MedA/Rx
www.medarx.com
Gene Deutscher, 254/773-0591

MedDirect Inc.
www.meddirect.net
Eric J. Becker, 866/492-8490

MediTract LLC
www.meditract.com
Jeffrey Steele, 877/492-8490

MedTravelers
www.medtravelers.com
Landry Seedig, 972/830-4407

MEMdata LLC
www.memdata.com
Andy Hood, 866/695-1950, ext. 105

*Merritt Hawkins
www.merritthawkins.com
Jeff Faulkner, 469/524-1584

*Milliman
www.milliman.com
Doug Conkel, 214/863-5112

MTS of Texas
www.mtsoftexas.com
Loren Tunnicliffe, 512/251-8383

National Benefits Group
of America Inc.
www.nbginc.com

David Brogan, 800/330-7735

*Nielsen Healthcare Group
www.nielsenhealthcare.com
Mary Ellen Klinc, 800/581-8901

nTelagent Inc.
www.ntelagent.com
Michael Freeman, 214/223-6678

0’Grady Peyton International Inc.
www.ogradypeyton.com
Sinead Carbery, 888/570-0038

*Precision Dynamics Corporation
www.pdcorp.com
Missy Simons, 800/772-1122, ext. 5153

*Press Ganey Associates Inc.
WWW.pressganey.com
Randy Swift, 877/861-8853

*Priority Power Management
WWW.prioritypower.net
Perry Ruthven, 713/320-7232

*Resource Corporation of America
WWW.resource-corp.com
Mark Taiclet, 281/334-1855

*RWD
www.rwd.com
Sue Varner, 248/267-3536
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RWR Financial Services Inc.
Bob Rhodes, 877/246-9377

*Ryerson Healthcare Consultants
www.rmasolutions.com
David Dildy, 903/343-2900

SpectraCorp
WWW.Spectracorp.com
Christina Orlando, 800/375-7945, ext. 321

*SquareTwo Financial
Healthcare Funding
www.squaretwofinancial.com
Michael Toth, 281/251-3445

*Staff Care Inc.
www.staffcare.com
Chris Schleiss, 800/685-2272

TANDBERG
www.tandberg.com
Ryan Rogers, 512/505-8900

Texas Hospital Insurance Exchange
www.thie.com
Liz Jennings, 800/792-0060, ext. 525

Texas Hospital Association
Insurance Programs
www.healthshare-tha.com
Mike Payne, 800/252-9404

Texas Hospital Association
Patient Data System
www.tha.org/pds

Kent Stevens, 800/252-9403

Texas Hospital Association
Retirement Plan
www.healthshare-tha.com
Fred Hamilton, 800/252-9404

*The SSI Group Inc.
www.thessigroup.com
Terry Bumpus, 866/715-2208

*Thomson Reuters
www.thomsonhealthcare.com
Walter Rosenthal, 704/321-0101

*Tyler & Company
www.tylerandco.com
Nelson Mann, 512/329-2784

*UMR
WWW.UMr.com
Lynda Jacobson, 713/871-3246

Verge Solutions LLC
www.verge-solutions.com
Barbara L. Norman, 408/227-1314

WhiteGlove House Call Health Inc.
www.housecallhealth.com

Mike Hancock, 512/329-9223
*Wiederhold & Associates

www.wiederholdassoc.com
Jim Wiederhold, 888/556-2621

*Texas Healthcare Trustees-endorsed
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You provide world-class health care. :
We provide the business partners to help.

Efficiently delivering world-class health care is no easy feat.

That’s why HealthSHARE partners with the best companies / : /
in the marketplace to bring you leading-edge products and —

services — at prices you won't find elsewhere. Through e S \

HealthSHARE, you can access dozens of companies hand-
selected through rigorous due diligence as THA-endorsed
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