The presentation
will begin shortly.

The content provided herein is provided for informational purposes only. The views expressed by any individual presenter are solely their
own, and not necessarily the views of HRET. This content is made available on an “AS IS” basis, and HRET disclaims all warranties

including, but not limited to, warranties of merchantability, fitness for a particular purpose, title and non-infringement. No advice or
information provided by any presenter shall create any warranty.
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Changing Utilization Patterns
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“If you’re not changing
you’re dying.
Sitting still is a bad idea.”

Brian Nester, DO
CEO, Lehigh Valley Health Network
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Be nimble to
exceed the rate
of change.
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“Bring the customer
Into the process. Their voice
is very powerful.”

Jodie Lesh

Senior Vice President, Strategic Planning
& New Ventures, Kaiser Permanente









“The best leaders, the best
strategists, are the ones who
have a feel for the pulse of
the organization.”

Sven Gierlinger

Chief Experience Officer,
North Shore LIJ Health System
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Integrate and
co-create.
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“The industry is moving to a
retail orientation at a quicker
pace than ever before.”

Bob Riney

President and COO,
Henry Ford Health System
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“Knowing your customer
might just be
the secret sauce.”

James Skogsbergh

President, Advocate Health Care
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What's next?



Take Action

Work through “Thought Provoker” exercises

Examine the attributes, skills, and tools for
development opportunities

Discuss the report with colleagues

Discuss segments of the report during
retreats

Share your suggestions, experiences and
iIdeas with SHSMD at:
www.shsmd.org/BridgingWorldsSurvey



http://www.shsmd.org/BridgingWorldsSurvey

Full report and additional
Information available at

www.shsmd.org/resources/bridgingworlds




SOCIETY FOR
@ Healthcare Strategy & Market Development”

of the American Hospital Association

BRIDGING
WORLDS




Upcoming HPOE Live! Webinars
e February 17, 2015

— Human Trafficking: What the Health Care System
Can Do

For more information go to www.hpoe.org



With Hospitals in Pursuit of
Excellence’s Digital and Mobile
editions you can:

» Navigate easily throughout the
issue via embedded search tools
located within the top navigation
bar

» Download the guides, read offline
and print

» Share information with others
through email and social
networking sites

» Keyword search of current and
past guides quickly and easily

» Bookmark pages for future
reference

Follow us on Twitter

@HRETtweets

Important topics covered in the

digital and mobile editions include:

» Behavioral health

» Strategies for health care
transformation

» Reducing health care disparities

» Reducing avoidable readmissions

» Managing variation in care

» Implementing electronic health
records

» Improving quality and efficiency

» Bundled payment and ACOs

» Others

#hpoe #equityofcare
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