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Chief Executive Officer  President  Chief Operating Officer 

Strategic business leader who quickly adds value and leads by example. Works across functions to build lasting strategies, systems, and 
teams that generate 9-figure EBITDAs and billions of dollars in revenue. Demonstrated success across healthcare, services, consulting, 
manufacturing, and retail sectors. Leads teams to thrive in fast-paced, highly regulated, tech-dependent environments. 

• Leadership: Owned billion-dollar P&L; built multiple functional teams from scratch, including hiring and developing senior leaders; 
and ran organizations of up to 13K employees.  

• Business Strategy: Played key role in transitioning cost center into multibillion-dollar spinoff, realizing repeated double-digit gains 
in revenue and profit. Early career at consulting firms and then as internal consultant bred ability to quickly understand and 
address important issues with an eye towards immediate remediation and long-term success.  

• Operations: Scaled fast-growth operations, meeting service standards while finding tens of millions of dollars in savings across functions. 
In early career as consultant and engineer, set up multimillion-dollar capex projects and improved manufacturing workflows. 

• Tech Savvy: Leverage engineering and ecommerce background to make data-based technology decisions that fulfill business 
needs. Repeatedly established internal, outsourced, and blended teams within high-performing systems environment. Hired and 
managed CIOs and led selection/funding/installation of digital infrastructure. 

OPERATIONAL LEADERSHIP  STRATEGIC PLANNING  HEALTHCARE  BUSINESS DEVELOPMENT  SAAS LEADERSHIP  RAPID GROWTH  
SALES & MARKETING  TURNAROUNDS  CLIENT MANAGEMENT  LEAN OPERATIONS  PROCESS IMPROVEMENT  IT LEADERSHIP  
CHANGE MANAGEMENT  CROSS-FUNCTIONAL TEAM LEADERSHIP  COST REDUCTION  KEY ACCOUNT & VENDOR MANAGEMENT  

CHANNEL DEVELOPMENT  MERGERS & ACQUISITIONS  INTERNATIONAL BUSINESS  
 

 

Executive Career History 

Conifer Health Solutions (Conifer), Frisco, TX 2008 to 2017 
Spinoff of Tenet Health System, 24% owned by Catholic Health Initiatives of Denver. Serves 200+ hospitals in 42 states. 

President, Hospital Revenue Cycle 2014 to 2017 
Promoted to grow revenue and margin of Conifer’s Hospital Revenue Cycle business for primary clients, owners Tenet and CHI. 
Goal was to meet SLAs of contracts, with superior service and operations, powering growth to $1.5B in sales and $300M EBITDA in 
3-5 years. Oversaw Compliance, HR, Information Systems, and Accounting. Owned P&L, $1.4B budget, 13K employees, 40 
contracts, and 200 hospital clients. Hospital Revenue Cycle represents 85% of Conifer’s revenue and 90%+ of its EBITDA.  

Exceeded growth goals each year, adding $90M+ in EBITDA and $300M+ in sales and diversifying client portfolio. 

• Grew revenue and EBITDA each year to $1.05B and $235M in FY2014, $1.21B and $275M in FY2015, $1.35B and $325M in FY2016. 

• Diversified business, growing accounts to 25+ non-Tenet and non-CHI business and 20% of total revenue (from near zero). 

• Scaled operations to accommodate massive growth resulting from primary clients making a large number of acquisitions. 
Established appropriate leadership team, organizational structure, and operational and administrative processes.  

• Ensured SLAs were met as client footprint grew, establishing universal and contract-specific performance KPIs and an annual 
planning process by contract to set expectations and develop a customized roadmap.  

• Strengthened client retention, building a “dream team” of revenue cycle and outsourcing experts from across industries to support 
clients in governance and cash management. Established service line development to ensure Conifer was anticipating and planning 
for the evolution of client businesses.  

• Set stage for successful client collaborations, developing onboarding process that included ramp-up of services and transition of 
staff into Conifer ecosystem. System resulted in the onboarding of 8K people.  

• Aligned client success with team member incentives. Consolidated 30+ incentive structures into a single plan that aligned client and 
management structure for streamlined operations across customized agreements. Improved contract SLA compliance from 30% to 
almost 70% in one year. 

Senior Vice President, CHI Account 2011 to 2014 
Promoted to P&L, relationship, and operations ownership of multibillion-dollar contract. Negotiated, renegotiated, and fulfilled 
services agreement. Held matrixed ownership of Operations, Strategy, Compliance, HR, Information Systems, Finance, and Accounting.  

Played key role in capturing and growing $10B, 20-year contract, expanding business beyond Tenet. 

• Negotiated and led operations of $3B+, 10-year contract. Grew it to $10B and 20 years.  

• Established high-margin business with lean operations yielding $100M EBITDA from $500M annual revenue. 

• Transitioned 5K+ employees from CHI to Conifer.  
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Senior Vice President, Hospital Operations 2011  
Promoted to establish and run operations for all clients. In 2011, added HIM, CDM, and other centralized services to operational 
and patient access responsibilities. Owned $125M budget and 2.2K-employee organization.  

Onboarded and managed first client, developing system and infrastructure that was the foundation for explosive growth. 

• Led 18-month transition of Tenet Patient Access operations to Conifer. Transitioned 1.7K employees and acquired $100M 
revenue base.  

• Lowered operating costs ~6% in first year while maintaining service through operational efficiencies.  

• Further strengthened cost control, segmenting budgets by service model in support of profitability and service levels. Drove 
operational strength and efficiency through common operational processes, vendor consolidations/scale efficiencies, and 
improved HR and leadership structure and management. 

Senior Vice President, Administration 2008 to 2010 
Established key support services in Tenet spinoff and designed go-to-market plan. Worked with functional leaders in HR, 
Operations, Communications, Legal, and Compliance to establish relevant processes and systems. Recruited CIO, Compliance 
Leader, and PMO. 

 
 
Tenet Health System, Dallas, TX 2001 to 2008 
$16B multinational investor-owned healthcare services company with robust service line portfolio and facilities in the US and UK.  

Senior Director, Operations Planning & Strategy, Patient Financial Services (PFS) 2006 to 2008 
Transitioned from IT into business to leverage consulting background in service of establishing Patient Financial Services operation 
with an eye towards building a separate business and serving external clients. Built IT, legal, PMO, and financial structure of a 
stand-alone organization. Collaborated on spinoff business plan, convincing Tenet executives to commit to providing a third of 
startup revenues. Built $200M department budget. Established model was used to add Value-Based Care line and applied to 
acquisition in the Physician Revenue sector—both of which remain areas of growth and differentiation.  

Collaborated to build stand-alone services company to service multibillion-dollar contracts across 3 healthcare segments. 

• Identified $20M in savings and $78M in value creation opportunities across 5 functional groups, divesting of unnecessary facilities, 
improving A/R processes, and reducing costs across a 3-year horizon. Also established bad debt governance structure.  

• Improved client communications and collaboration, building a Customer Council of hospital CEOs, CFOs, and stakeholders as well 
as creating a 2007 communications plan and platform for 57 hospitals.  

Senior Director, eBusiness Strategy Information Systems Department 2003 to 2006 

Director, eBusiness Strategy 2001 to 2003 

Contributed as an IT executive for 5 years and acquired leadership skills relevant to overall business performance and applicable in 
technology and tech-dependent environments, including those built around SaaS. Designed enterprise architecture and 
engineering functions that became the central IT governance process for all of Tenet and involved change management initiative 
affecting 1K+ internal and vendor resources. Wrote strategy and business case for centralized IT governance. As internal consultant, 
transitioned online learning from failing internal function to a thriving outsourced program that saved $5M+ annually.  

 

Early Career 

 
Luminant Worldwide, New York, NY 2000 to 2001 
Consultant specializing in then-burgeoning world of ecommerce and helping established brands integrate it into their business.  

Senior Associate, Enterprise Strategy: Developed strategy and prioritization of a $35M project portfolio for major airline’s IT 

group, aligned projects with overall business goals and prioritized the backlog for the future.  
 

 
 

https://en.wikipedia.org/wiki/Investor
https://en.wikipedia.org/wiki/Healthcare_service
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Kurt Salmon Associates, New York, NY 1999 to 2000 
Top-line management advisory practice with expertise in retail, consumer, healthcare, strategy, and enterprise software solutions. 

Strategy Consultant, Strategy Practice: Developed strategies for global retail brands.  

 
Beloit Corporation, Beloit, WI 1995 to 1997 
Manufacturer of paper-making machines that closed in 2000. 

Engineer & Product Line Engineer: Learned advanced customer service concepts as engineers received extensive training to serve 

as the “face of the company.” Earned international experience, managing startup of $50M machine in Kaohsiung, Taiwan  

 

Chiquita Brands International, Fall River, WI 1993 to 1995 
Swiss multinational producer and distributor of bananas and other produce. 

Mechanical Engineer: Gained invaluable manufacturing experience. Coordinated transfer of canning facility to new location. Oversaw 

$1M+ in annual equipment installations.  

 
 

 

Education  

MBA in Finance and Operations, STERN SCHOOL OF BUSINESS, New York University; New York, NY – 1999 
BS in Mechanical Engineering, SCHOOL OF ENGINEERING, University of Wisconsin; Madison, WI – 1993 

Completed summer internships with General Motors and Champion International, working in 24/7/365 production environment. 
Completed AMEX internship in customer service account management, building financial models for three multimillion-dollar projects. 

 

 


