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Why you should visit the website  

Before the C-Suite
Anthony Slonim, MD, DrPH 
President and Chief Executive Officer, Renown Health

I get to hear both sides of the story.

As President and CEO of Renown Health, I hear this from my C-Suite colleagues:

“Every morning I wade through dozens of texts and emails from sales people who 
want to meet with me. But I can see at a glance that most of them haven’t a 

clue what my responsibilities are, or how we’re organized here, or what we 
really need from them. Some of them might actually be able to help us. 

But I don’t have the time to educate them. That’s not my job.”

I also chair the board of CMR Institute, an educational institution 
founded by physicians for life science professionals. This is what  

I hear from the sales people we serve:

“I’m eager to work with integrated care organizations, 
and I know I can offer value to them and their patients 

through my company’s products and services. But I can’t 
get my foot in the door to speak with their decision-makers. 

How can I help if they won’t even talk to me?”

I sympathize with both sides. I think I can help you all with a single suggestion to  
sales professionals:

If you want to visit our C-Suite, first visit our .

http://CMRinstitute.org
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Let’s assume that, if you’re trying to reach the C-Suite at all, you already have a basic understanding of 
Integrated Delivery Networks (IDNs) and Accountable Care Organizations (ACOs)—how we’re structured and why, 
what our basic goals are, who we serve, what kind of metrics we consider important. What you may not have—or 
haven’t successfully conveyed to the executives you hope to reach—is knowledge of how the particular organization 
you’re contacting works, or what the particular executive you’re contacting does, needs, and  
cares about.

Here’s the good news. None of that is confidential information. In fact—even better news—it’s pretty easy to 
find. And an excellent place to start is an integrated care organization’s own website. Information there may be 
aimed primarily at patients and providers but, by looking over their shoulders, you can get a good picture of an 
organization’s structure, goals, strategic initiatives, and decision-makers.

In short, you can learn enough to identify the right decision-maker to contact, and to convey that you 
understand his or her position and concerns well enough to be worthy of a meeting.

Let me offer a few concrete examples of the kinds of information you can find on a provider organization’s own 
website, together with a brief explanation of why you need the information before you contact any C-Suite 
occupants. While it’s not a complete list, it will point you in the right direction as you prepare for any IDN or 
ACO contact. Bear in mind that, while a visit to the website is a highly productive starting point, it is only the 
beginning of your preparation.

With a few clicks and a bit of thought, the next few pages preview some of the questions you can begin to 
answer via the organization’s website.

Please don’t misunderstand. You won’t learn enough on a website to propose any kind of partnership.  
But you can learn enough to:

     Discover areas of common interest, where your company’s capabilities and their organization’s 
strategic needs converge.

      Determine which C-Suite occupant is most likely to appreciate what you and your company  
have to offer.

    Initiate a dialogue.
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What are the organization’s  
strategic goals and priorities?

Where to look:

Most, if not all, integrated care organizations are invested in the Triple Aim (improving the patient 
experience and population health, while reducing per-capita cost of care)—but we each have our own 
approach to achieving its component-goals. Gaining a more nuanced view of how an organization 
prioritizes and interconnects Triple Aim components gives you a much better chance of identifying 
opportunities for a strategic partnership.

First, get an overview (with an eye for recurring themes):

      About Us

      Mission, Vision, or Value Statements

        Annual Report, Sustainability Report, or Five-Year Plan

Then look for additional content that suggests how the organization  
is translating general goals into specific initiatives:

       Newsroom / Media Center / Press Releases 

       Events Calendar

        Blogs—especially from C-Suite and Department Heads
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Going through Renown Health’s ”About Us” section reveals repeated emphasis on serving the many 
communities that define “our community.”  We are a locally-governed, not for profit healthcare network 
serving the Reno community; our mission, vision, and value statements reinforce that focus. Links lead 
to our three-year Community Needs Assessment and Community Benefit Plan, Community Sponsorship, 
and Health Foundation—all of which include activities that support our community focus and strategic 
initiatives. 

Taken together, this reveals more than just a focus on the Triple Aim’s population health component 
(though it certainly does do that); it also conveys a sense of how we see ourselves and how we position and 
prioritize our actions. This is valuable information for anyone hoping to partner with us.

Example: 
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How does the organization coordinate care?

Better-coordinated care is central to achieving all Triple Aim goals, and health information technology 
is increasingly central to improving care coordination. Most integrated care organizations are working 
towards fully implementing “meaningful use” EHR (electronic heath record) technology. But it is an 
ongoing and difficult process, and some of us are further along that path than others. 

Almost all life science companies have data management and analytics capabilities, as well as patient 
education and engagement tools. When properly positioned, these can provide strategic partnership 
opportunities focused on improving care coordination. Understanding the provider organization’s level 
of coordinated care can help you determine the kinds of support your company can offer.

Where to look:

Patient Portal links should provide a sense of how advanced  
an organization’s EHR infrastructure is, answering questions such as:

     How is the role of EHRs and other health IT presented to patients?

     Is there online access to personal charts?

     Is there email access to doctors and other care providers?

     What other online tools are offered or featured? Do they seem central to patient support or 
  disease management? 

Likewise, Provider Portal links should indicate how central health IT is to physicians and staff:

     What capabilities are promoted? How are they positioned?

     Are clinical, financial (eg, claims, costs to patients) and scheduling data all accessible? Are there 
specialized features indicating a robust system?

Reviewing past press releases (from the Media Center or Newsroom page) may help create a timeline of 
when various capabilities became accessible, and how aggressively the organization is pursuing HIT.
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Renown Health’s “Online Tools for Patients” leads to MyChart, where patients can view test results, schedule 
appointments, refill prescriptions, and contact their doctor. The provider portal introduces physicians 
to HealthConnect, which provides online access to patient data, radiology images, claims data, referral 
authorizations, and serves as a clinical reference tool. 

In terms of strategic partnership opportunities, there is no “right” level of organizational HIT sophistication, 
but it is important that any services or support you offer be a realistic match for whatever “next step” the 
organization hopes to reach.

Example: 
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Whom should I reach out to?

Once you have a basic understanding of the organization you plan to approach—including its 
goals, needs, and possible opportunities for collaboration with your company—you’ll want to 
find the right C-Suite occupants to contact. That is, the executives who are in a position to both 
appreciate and act on what you might propose. Identifying the right contact requires knowing 
both their role and their perspective—the position and the person.

Where to look:

Almost every organization will have some equivalent of an “Our Leadership” page on the site menu, with 
titles and profiles of (at least) key C-Suite occupants. Some suggestions when reviewing these:

    Beyond basic CEO, CIO, CFO positions, titles can become idiosyncratic; look beyond the title for 
 indicators of what the position really entails. 

   The Newsroom section can help link executives to specific initiatives.

    Review a prospective contact’s publications—not to flaunt them in conversation, but to get a clearer 
sense of his or her interests and perspective.

    Consider how executive profiles are written; this sends its own message about an organization’s 
culture and focus.
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Example: 

Smart Questions—and the Other Kind

    We’ve all had a teacher assure us that “There are no stupid questions.”   
That’s certainly true in the classroom. It’s much less true in the executive suite. 

   A provider organization executive may have only minutes to meet with you. Any question that  
 wastes that time by making her repeat information you should already have researched on your  
 own is a question that is…well, less than smart.
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1. Make the organization’s website your first stop.
      Get a sense of their view of themselves.

      Determine their strategic goals, identify key initiatives, review profiles of current C-Suite 
occupants, etc.

2. Don’t make it your last stop.
       Compare an organization’s own press releases with coverage by local, national, and trade sites 

and publications. 

       Review government comparison and rating sites such as CMS Hospital Compare and data sites 
for quality measures.

       Visit competitors’ sites to determine how provider organizations differentiate themselves from  
one another.

       Read articles published by C-Suite executives to understand their areas of interest and  
problem-solving perspective.

3. Read over-the-shoulders and between-the-lines.
       Patient portals can reveal patient-experience and population-health initiatives and strategies, 

and the sophistication of their EHR infrastructure.

      Provider portals can reveal value-based reimbursement and care coordination strategies.

       No site says “here’s how we’re cutting costs” but careful reading can suggest their  
cost-saving strategies.

4. Cross-reference. 
      Which C-Suite executives are spokespersons in a given initiative’s press releases?

      How do patient portal and provider portal descriptions of EHR infrastructure compare?

      How do specific initiatives line up with their “About Us” strategic goals? 
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The web-based research 
suggested here is part of a 

five-step process for gaining 
access to IDN and ACO decision-

makers—presented in detail in CMR 
Institute’s NEW Inside the C-Suite eModules.

Next Steps for 
C-Suite Access

This interactive learning program will provide your team a realistic insider 
perspective to the C-Suite, as well as, practical knowledge on reaching these  

key decision-makers. 

Knowledge gained will help your team:

       Understand how forces shaping today’s integrated care organizations will impact sales 
and access strategies.

       Recognize the complex needs of C-Suite leaders—including new positions created in 
response to recent healthcare reforms and economic realities.

       Initiate powerful, value-based discussions with targeted C-Suite executives based on 
more detailed research on your IDN and ACO customers.

       Apply a step-by-step process for effectively reaching and selling to the hard-to-reach 
C-Suite executives. 

(Contact CMR Institute TODAY and let us help your team get INSIDE the C-SUITE. 
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