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Taking Care of New Jersey

4 Hospitals: 1200+ Beds

+ Jersey Shore University Medical Center
+ Ocean Medical Center

+ Riverview Medical Center

+ K. Hovnanian Children’s Hospital

Partner Companies

Post Acute Care: 7 Facilities, 900 beds

At Home Nursing, Hospice, & Rehab
Ambulatory Care: 7 facilities

Primary Care Network: 17 Physician Practices
Ambulance/Medical Transport: 100+ Vehicles
Occupational Health: 6 facilities

Support Companies

Shore Care: Nurse Staffing Agency
Group Purchasing Co-op

Captive Insurance Company
Affiliated Foundations

The Only Constant = Change
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The Shape of Things to Come?

Forces not going away:

»Demographic Shift
»Competition
»Technology

Traditional vs. New Market Approach

Boomers and

Seniors: The
— Evolving Power
Brokers

Health Plans/Payors
Employers

What about federal agencies? CDC
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How might consumerism translate tactically?

» Engaging patients in key healthcare decisions
« Providing information to self-direct their care
» Making medicine more transparent
« Providing information about quality and cost
» Making medicine more holistic
« Providing for the emotional, spiritual, social and physical
health of patients
» Making medicine more customer service oriented
< Providing more options, convenience and comfort
» Personalizing medicine
« Employing the latest molecular innovations

Technology and Medicine
What does the future hold?

Meridian can play
in this space!

Molecularized Digitized Recentered Unbounded
Trend/
Characteristics Predictive, Accurate, Data-rich, Virtual, Comfortable, Sel Remote, Retail,
Individualized iaborative Directed, Extend Convenient
Beyond cellular, Wet to Digital Recentering around | Unbound from wires
anatomical, tissue, transformation of consumers and and walls
Underlying intervention data discovery/delivery of | caregivers
Technology care
pired C of T pired Advances in materials,
insights enable more | carbon with silicon customer service connectivity, etc.
Impact timely, safer enables the age of enables new end-to- | enable pervasive,
diagnoses, treatment | digital medicine & end patient mobile and disruptive
and calibration discovery experiences care models
« Molecular « Clinical decision « Admission Kiosks | = Super-market clinics
diagnostics support systems + E-Consults « Wearable health
Example « Pharmacogenomics/ | + Networked + Remote “parent” monitors
Innovations proteomics diagnostic devices monitoring « RFID Tracking
« Molecular imaging | + Electronic health « Personal Health « Telehomecare
« EBD records Records
Deloite 2006
:
The
chasm
Relative %
of
‘customers
Early
Early
adopters, y
Innovators. | visionaries majority Late majority | Laggards,
technalogy pragmatists | conservalives | skeplics
enthusiasts
Time
Customers want Customers want
technol solutions
and performance and convenience

o Not Attractive Area for
Competitors

« Establish footing in less
regulated markets

« Eventually allows greater
consumer access at a lower
price point

« Technologically Simple
« Doesn't require dramatic
behavior change for consumer
« Targets solutions for Clinical,
Environmental, Psychological,
and Financial/Legal needs.
Source: Geoffrey Moore - Crossing the Chasm




Meridian Technology Approach

Meridian Health ‘I Technology Development I‘

raditional

Tech. Co. Meridian

Tech. \ / Tech.
Co. S ———— Co.
Strategic Product

Integrate into Delivery Product
System Development,

Prototype, & Pilot
Develop Business
Model & Plan
|

‘ Internal Business Process

Market Product
Research Development

Legal/lP Business Model
Reviews

Development

Marketing and
I Branding

Board Retreat — “Deep Dive” Session

« Modern Healthcare Cover Story on Meridian
— October 14, 2011

“Meridian Healthcare Sets the Gold Standard for
Consumer-Sensitive Healthcare, Profiting from
Innovation”

Instructions for the Board

» The Design Challenge is to build a
“Roadmap” that explains the steps
Meridian took to earn national p

rise_—~
on October 17, 2011 in a Moderl

Healthcare cover story.

Meridian Healthcare Sets the Gold Standard for
Consumer-Sensitive Healthcare, Profiting from
Innovation

Quotes from the article in Modern Healthcar:

“Meridian recognized where they needed to make critical
investments five years ago to gain early experience in
emerging areas such as telehomecare,
ambulatory and LTC.

A

Meridian offers a comprehensive set of
alternate-site medical services,
including sophisticated home
monitoring to enable the
elderly to age-in-place.

“Meridian stands out because rather than fear change, they
embraced it...they acquired new capabilities, rewarded
innovative ideas sourced from within and stopped

practices that were consumer-unfriendly.




What We've Learned ey

The development of innovative approaches in the market place
requires an iterative process.

Flexibility and humility to change things as you move along are
critical for success.

Everything is always more complicated than first imagined.

You realize you know less about your market than you think.
People resist change; people resist change; in case you missed it,
people resist change----Lesson: You have to commit yourself to the
vision and be stead-fast in accomplishing the goal.

Engage those who will implement the new technologies and
services early.

Those who evaluate and implement technologies must own the
idea; encourage different opinions, but stay the course.

Stay focused, meet regularly, and plan for the unexpected.

Implementation should only occur when goals and objectives for
implementation and outcomes are clear.




