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Summary Description

When healthcare leaders nationally rank relationships with physicians among the top concerns that keep them awake at night, it is critical for marketing to understand its role and how to help the organization achieve success. Marketers must be able to craft a customized physician referral strategy reflecting the organization’s desired outcomes—whether that is targeted growth, improved physician satisfaction and engagement, or preventing the loss of business to other providers or organizations. 

Workshop: Overview of physician referral strategy, how to build strategy using research, program planning, ROI to gain Leadership buy in, best practice infrastructures and how the marketing function supports the overall strategy. Participants will develop an understanding of today’s environment and successful benchmarked models. Using lecture, discussion and interaction tied to best practices and case studies, participants will gain a better understanding of physician relations strategies.  Assessment tools and materials will be provided via a toolkit post workshop for the participant’s use.

This workshop is a stand alone for the Marketer or sets up future participation in SHSMD U Physician Relations.

Objectives:

1. Grasp the conceptual platform for physician referral strategy and understand how to apply it to your market, organization and strategic goals.

2. Apply current marketing, business development, communication and sales methodologies and skills to launch and manage the physician referral strategy.

3. Enhance the strategy and measurable outcomes generating ROI with marketing campaign value- adds such as collateral, electronic, call center, and other mediums.

Faculty Information 

Carolyn Merriman is president and founder of Corporate Health Group, LLC (CHG), providing consultation on customer-focused strategies for physicians, employers, payers and consumers.  She facilitates strategic development, assessments and implementation and provides training in sales, customer service, leadership and teleservices.  Carolyn has been a professional sales and leadership trainer for over thirty years; her training audiences include physicians, senior leadership, board members, clinical/operations teams and dedicated sales and service staffs.  Carolyn has truly “lived in your shoes” bringing not for profit leadership, operational and sales/business development expertise to each client experience. 

Carolyn is co-author of Physician Relations Today: A Model for Growth and A Comprehensive Guide to Occupational Health Sales and Marketing, contributing author to The Business of Medical Practice and author of Sales Check-Up, a monthly newsletter for health care sales staff.  She is nationally recognized as a long time contributor to health care and training journals and is a frequent national speaker.  She is a member of National Speaker’s Association (NSA) and American Society for Training and Development (ASTD). She has served on the board of directors of American Hospital Association Society for Healthcare Strategy and Market Development (SHSMD) and the New England Society of Healthcare Communicators (NESHCo).

Laurie Slater has held leadership roles within heath care for over a decade.  Laurie’s expertise is in business development strategies with an emphasis on sales and marketing for the Ambulatory settings.  Her professional background includes operations of outreach and retail centers, building and leading sales functions from the ground up, business and marketing planning, physician cultivation and referral development.  She has a proven track record in ambulatory sales force functions, territory management, competitive data analysis, brand positioning as well as ROI growth tactics.  Laurie has continually built programs where growth exceeds that of the national standards.  She has extensive experience in leadership training having consulted with executives and taught classes in leadership development throughout her career.   Teaching others how to grow their business is her passion.  Laurie brings real life experience to her consulting engagements offering practical guidance to problem solving.
Laurie is a Certified Corporate Trainer and a national speaker serving as faculty and presenter for many organizations.  Laurie holds her Bachelor’s Degree in Psychology from Emory University and a Master’s in Business Administration from the University of Sarasota.  She is a member of Society for Healthcare Strategy & Market Development (SHSMD), the American Healthcare Radiology Administrators (AHRA) and the American Marketing Association (AMA).

Jill Stratton has worked at the senior level of healthcare outreach and sales program development, training and management for over 20 years.  Jill’s expertise is in working with healthcare organizations that want to start outreach and consultative sales to the physician, employer and payer markets, and working with existing outreach and sales programs that want to assess their programs and train their staff to maximize organizational goals and strategic initiatives.  Jill’s experience in leading hospital executives, physicians and boards in strategic development enables her to work at all levels in an organization from sales training and plan development to facilitating and education at the senior level.  Her professional background includes starting outreach and consultative sales programs for multi hospital systems as well as work in the field as a consultative sales and outreach specialist.

Stratton has served as faculty and presenter for several healthcare societies and associations, such as AHA Society for Healthcare Strategy & Market Development, Forum for Healthcare Strategists, Ryan-NAOHP, and Healthcare Financial Management Association.  She is also a member of the AHA Society for Healthcare Strategy and Development, National Association of Occupational Health Professionals and the National Wellness Institute.  Jill received her Bachelor’s of Science from Indiana University, Bloomington, Indiana.

Session Outline

I. Overview of Physician Relations: Platform for Referral Development

a. Trends and perspectives aligned with Best Practices

b. Models and options to match your environment and goals

c. Assessing your readiness

II. Planning: How to build and launch  the strategy

a. Research

b. Business plan

c. Targeting and coding

d. ROI 

III. Infrastructure: How to manage the strategy

a. Structure: Sales and Service

b. CRM: Customer Relationship Management system

c. Issue Resolution Management

d. Product Packaging: Differentiation

e. Training

f. Marketing Support and Integration 

g. Your role in Physician Relations

h. Marketing Alignment

i. Assess to better integrate

ii. Call Center, Web, Marketing, Physician Employment/Alignment

IV. Today and Tomorrow – Call to Action
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