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IGNITE YOUR GOALS. BI-ANNUAL EDUCATION FOR HEALTHCARE MANAGERS AND LEADERS

CONFERENCE PURPOSE AND OBJECTIVES

CONFERENCE INTENDED AUDIENCE

Healthcare leaders, medical practice managers, RNs/LPNs serving in healthcare leadership roles, 

CMAs and certified professional coders. 

CONTINUING EDUCATION (CONTACT HOURS/CEUs) 

Continuing education credit/contact hours for nurses will be based on a 60-minute education 

hour and will be awarded by the IBON Provider #22 through Des Moines Area Community College. 

Contact hours will be awarded for Nurses. Contact hours awarded will be 6 for Thursday 9/13 and 

2.25 for Friday, 9/14 (there are no contact hours available for Wednesday, 9/12). Participant must 

attend full day’s conference to be awarded contact hours; no partial-day credit will be awarded. 

It is the licensee’s responsibility to determine if the continuing education programs they attend meet 

the requirements of their professional board.

To provide dynamic education, 
new ideas and inspiration 

to be a successful medical 
practice leader that will 
positively impact care 

provided to the patient.

To provide timely information 
that will assist healthcare 

leaders navigate through the 
daily challenges of running a 
medical practice so that the 
patient care provided in the 
ambulatory setting is held to 

the highest standard.

To provide current tools 
and networking time with 
other healthcare leaders 
and business associates 

in a professional, fun 
environment.
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CONFERENCE AGENDA
WEDNESDAY, SEPTEMBER 12, 2018

 8:30 – 10:30 a.m. IMGMA Board Meeting

10:30 – 4:00 p.m. IMGMA 14th Annual Member/Partner Golf Outing 
Sugar Creek Golf Course - Waukee

4:00 – 6:00 p.m. Registration Desk Open – Hilton Garden Inn

5:30 – 7:30 p.m. Networking/Tailgating Event – Hilton Garden Inn 
Conference Center Entrance – Under the Tent

THURSDAY, SEPTEMBER 13, 2018

7:00 a.m. – 3:00 p.m. Registration Open

7:30 – 8:30 a.m. Specialty Breakout Breakfast/Breakfast with Exhibitors 
Join your specialty colleagues for open roundtable discussion – Sequoia Ballroom

8:30 – 9:30 a.m. General Session: Tending the Fires of Your Professional Relationships 
Michele Roden, MCC, CPCC, ORSC-C, Co-Principal and Co-Founder of BluOpal Consulting

Professional relationships are like good campfires. They are best when intentionally set and tended 
with care. This session explores how professional relationships, particularly mentors & protégés, 
can build purposeful relationships for the benefit of all.

9:30 – 10:15 a.m. Break with Exhibitors

10:15 – 11:45 a.m. Keynote Session: Dream.Think.Do. 
Mitch Matthews

An interactive session to learn an extremely effective method for dreaming big as it relates to 
personal goals and goals for your organization or team.

11:45 – 1:00 p.m. Lunch – IMGMA Annual Business Meeting – Sequoia Ballroom

1:00 – 1:45 p.m. General Session: What Happens Next? 
IMGMA Member Panel

When mergers happen, positions are eliminated, or you relocate — where do you start? In this 
session, the panelists will share their own experiences and lessons learned while going through 
a change in their professional careers. Hear from panelists what steps they took, how they relied 
upon their networks and what they wish they would have done differently. The panelists will also 
share examples of succession planning.

1:45 – 2:15 p.m. Break with Exhibitors

2:15 – 3:00 p.m. Breakout 1A: Conducting a Payer Gap Analysis 
Jon Thoms & Stephen Swanson

Your practice’s growth is dependent on a lot of factors: Namely, your revenue. Negotiating contracts 
with payers is part of the process for any physician looking to improve reimbursement rates and 
accelerate growth trajectory. Whether you’re looking to grow your market share, stay ahead of the 
market curve, or respond timely to shifts in the marketplace, the payer gap analysis can provide you 
with the tools to improving your practice’s growth strategy. Sponsored by: Honkamp Krueger

Breakout 1B: Polish Your Online Brand 
Tracy Dirks

Discover how to help your practice make a great impression online — while also enhancing the 
patient experience. Topics include website best practices, social media tips, improving your online 
reviews and more. Sponsored by: Bloom Marketing

Breakout 1C: ACMPE Certification and Fellowship 
De Schieltz

Learn how to advance your career through the pathways of becoming a Certified Medical Practice 
Executive and a Fellow within the American College of Medical Practice Executives.
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CONFERENCE AGENDA
THURSDAY, SEPTEMBER 13, 2018

3:00 – 3:30 p.m. Break in Exhibit Hall

3:30 – 4:30 p.m. General Session: Effectively Managing Mental Illness in the Workplace 
Kathleen Alexander, LMFT, CMPE

This session will explore the impact of mental health issues in the workplace, consider the strain 
on professional relationships, investigate the legal requirements of the ADA and EEOC guidelines 
for reasonable accommodations. HIPAA expectations will be discussed, along with supportive 
performance management techniques.

4:30 – 5:30 p.m. Social Hour / Networking / Exhibitor Door Prize Drawings

6:00 p.m. Dinner / Entertainment – Watch for your Evite

FRIDAY, SEPTEMBER 14, 2018

7:45 – 8:45 a.m. Breakfast 

8:45 – 9:30 a.m. Breakout 2A: How to Communicate with the Millennial Patient: The New Healthcare Landscape 
Jillian Boardman

Everyone is talking about them – the Millennials. They are a different generation. Their desire  
for 24/7 communication and their digital footprint can’t be ignored. Instant gratification? Lack  
of brand loyalty? Learn how they wish to be communicated to, the latest market research and  
best practices for attracting and keeping the Millennial Patient – Sponsored by: Professional  
Office Service, Inc.

Breakout 2B: “Prevention is Better than Cure:” Online Reputation Management for Physicians 
John Osaka, CEO

Online healthcare feedback, whether posted through a third-party review site or on social media 
platforms, can be an explosive minefield. Learn the preemptive steps you can take to bolster your 
online reputation, as well as tactics for mitigating potential damage from negative commentary. 
Gold Sponsor: TrueNorth

9:30 – 10:00 a.m. Break

10:00 – 11:30 a.m. Closing General Session: A Day in the Life of a Nerdy Medical Group Manager 
Beth Z

What would your day look like if you took the advice of all your nerdy friends and implemented 
the tech tools and apps they recommend for making your life easier? This fast-moving, laugh-filled 
session takes you hour-by-hour through a day in the life of a tech-savvy medical manager.

11:30 a.m. Closing Remarks & Door Prize

Dream. 
Think. 

Do.

Innovation through opportunities, wisdom, and action

Fall 2018
Tailgate

Network with 
colleagues
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SESSION DETAILS, OBJECTIVES AND THE PRESENTERS
Opening Keynote:  
Dream.Think.Do.
Mitch Matthews, CEO

Bucket Lists. Are you familiar with the concept? It’s a list of big, cool things you want to do either 

personally or professionally. Most items on people’s bucket lists are BIG. Attendees will hear and learn 

in this session three simple steps for re-sparking the dreams and building a plan that works to achieve 

the dreams and items on the bucket list. Participants will then be able to take these steps back to 

their organization and work with their team to bring organization goals to reality and potentially 

improve productivity which in turn will improve patient care.

SESSION OBJECTIVES

• The participant will give examples of the power of setting goals with your organization and team  

to improve the quality of the patient care received.

• The participant will describe practical strategies for setting goals (personal, career and 

organization) that will enhance the role of the patient caregiver.

• The participant will demonstrate collaboration and give strategies for supporting a collaborative 

environment in a high-performing patient care team.

ABOUT MITCH

Mitch Matthews is a keynote speaker, success coach and best-selling author. He speaks to student, 

corporate, non-profit and association audiences around the world on the power of “DREAM. THINK. 

DO.” In 2006, Mitch started the “BIG Dream Gathering.” Originally, it was supposed to be something 

his friends and family could do for a few hours to get clear on their dreams, but this simple concept 

became a movement that hasn’t stopped since! Thousands of dreams have been launched as a result! 

He’s become a well-respected thought leader on coaching and work-place mentoring. Plus, he has 

created a coach-training program that has been utilized around the globe.

After graduating from the University of Northern Iowa, Mitch decided to go into the corporate world 

to learn the ropes of business-to-business sales and corporate training. During this “season” he won 

sales awards in multiple industries and became a Program Training Manager for a $2 billion-dollar 

pharmaceutical company. He spent over a decade honing his own selling and leadership skills as 

well as countless hours teaching on selling, leadership, engagement and training. (He also became 

completely addicted to good coffee during this time, too!)

In 2002, Mitch left the pharmaceutical industry to launch his own speaking and coaching company, 

and he’s been wildly blessed to have worked with clients from around the world and he’s spoken to 

audiences around the world, too! Mitch proudly lives a “highly-caffeinated” lifestyle in Des Moines, 

Iowa, with his wife and their two sons.
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General Session:  
Tending the Fires of Your 
Professional Relationships
Michele Roden, MCC, CPCC, ORSCC,  

Co-Principal and Co-Founder BluOpal Consulting

This interactive presentation includes personal 

reflection on building relationships, small group 

activities focused on what skills help people to 

connect, and tools that best support purposeful 

associations. Participants will tie back to a social 

activity from the previous day’s tailgate and 

create conversations for meaningful alliances. It 

is intended that this first presentation of the day 

will set the tone for strengthening the IMGMA 

community at the conference.

SESSION OBJECTIVES

• The participant will discuss steps for building 

relationships intentionally and use those 

relationships to strengthen the caregiver team.

• The participant will experiment with new skills 

to discover what works for them in professional 

relationships and how to transition those skills 

to enhance patient care.

• The participant will network with other 

participants to make new peer connections and 

utilize those connections after the session in 

their role as patient care providers.

ABOUT MICHELE

Michele Roden, Principal at BluOpal Consulting, 

is a Master Certified Coach. She focuses 

primarily on helping leaders to make the leap 

to transformation. Areas of expertise include: 

Assisting leaders in intentional and productive 

conversations, creating fun training spaces, and 

helping teams work better together.

Breakout Session:  
“Prevention Is Better Than Cure:” 
Online Reputation  
Management for Physicians 
PRESENTED BY TRUENORTH

John Osaka, CEO

Seventy-eight percent of people find online 

reviews to meet the threshold of being “somewhat 

reliable” according to ReportLinker. Health care 

providers often recoil at the thought of being 

evaluated in the same manner as restaurants 

and other service occupations, but with over 100 

health review sites online, these criticisms can 

have large impacts on a care provider’s reputation 

and financial standing. It is imperative for the 

contemporary physician to adopt a proactive 

approach to developing a positive online 

reputation, and to have readily available strategies 

for mitigating negative patient responses.

SESSION OBJECTIVES

• The participant will plan a reputation-building 

digital content strategy that will align with the 

practice’s standard of patient care.

• The participant will identify the review platforms 

most relevant to their medical practice. 

• The participant will model HIPAA-compliant 

social media response behavior to be shared 

with the patient care team responsible for 

monitoring the practice’s social media.

ABOUT JOHN

John is a co-founder and Chief Operating Office 

at Informatics, Inc., one of Iowa’s premier web 

development agencies. Before Informatics, he 

helped successfully launch two other startup 

businesses. In 2017, he assumed the additional role 

of CEO for ROC-P, LLC, a cloud-based platform 

for the management of certifying boards. John is a 

problem solver at his core, using web technologies 

to help businesses achieve their goals.

Building 
relationships
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Breakout Session:  
Payer Gap Analysis PRESENTED BY HONKAMP KRUEGER

Jon Thoms, CPA, MBA, Partner • Stephen Swanson, CPA, Accounting Supervisor

In this session, Jon and Stephen will walk through the process of conducting a payer gap analysis. Your 

practice’s growth is dependent on a lot of factors: Namely, your revenue. Negotiating contracts with 

payers is part of the process for any physician looking to improve reimbursement rates and accelerate 

growth trajectory. But there’s more to it than just asking for more from your payers. The market, your 

buying power and the insurance companies’ perception of what you’re worth to them all play a part. 

By conducting a payer gap analysis, practices can see where they stack up and if they’re getting the 

most from their current contracts. Practices that have undergone this review have used these results to 

better prepare for the next round of payer negotiations. Whether you’re looking to grow your market 

share, stay ahead of the market curve, or respond timely to shifts in the marketplace, the payer gap 

analysis can provide you with the tools to improving your practice’s growth strategy.

SESSION OBJECTIVES

• The participant will discuss how to utilize the necessary tools to identify areas of improvement in 

their patient care fee schedules compared to market rate and market share and how to use this 

information to negotiate and maximize their payer reimbursement rates.

• The participant will give examples from this session of best practices in establishing fee schedules 

and monitoring billings and collections to ensure reimbursement rates for patient care are correct 

and leveraged to their maximum per the contract terms.

ABOUT JON

Jon specializes in accounting, auditing, general business consulting, management advisory services, 

corporate, partnership, individual and farm tax returns, financial planning, and internal auditing. 

Advising for a variety of organizations and franchise groups, Jon has extensive experience in the 

following industries: health care, retail, service, not-for-profit, manufacturing, farm operations, grain 

dealers, warehousing operations, construction and trucking. He has been with the firm since 1998.

ABOUT STEPHEN

Stephen is an accounting supervisor and works closely with physician groups on optimizing their 

accounting methods. He has over 20 years’ experience assisting independent medical groups 

in maximizing their profits, analyzing and improving practice productivity and revenue cycle 

management. He has worked with various medical groups to review, modify, or create compensation 

structures for physicians and staff.

Stephen assists his clients in creating internal accounting and reporting procedures for staff, 

enhanced financial reporting, and reviewing efficiencies within the financial data to ensure accurate 

and timely reporting. Additionally, he helps clients to appropriately plan tax strategies to minimize 

liabilities based on business performance. He researches tax strategies to help minimize tax liabilities 

and determine the appropriate organizational structures for a client’s business.
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Breakout Session:  
Polish Your Online Brand 
PRESENTED BY BLOOM MARKETING

Tracy Dirks, Vice President, Bloom Marketing

In this session, participants will discover how 

to help their practice make a great impression 

online — while also enhancing the patient 

experience. They’ll learn about best practices 

for medical websites, including design, content, 

SEO, patient resources and much more. The 

session will also cover social media — why it’s 

so important for medical practices, which social 

platforms to consider, tips for engaging posts, 

handling negative (and positive) reviews and the 

difference between free and paid content.

SESSION OBJECTIVES

• The participant will discuss how to enhance the 

patient experience in today’s digital era. 

• The participant will understand and explain 

how developing a strong brand online can 

benefit the medical practice and the patient 

care experience.

• The participant will cite the components of an 

effective medical practice website to offer the 

patient valuable online resources.

• The participant will discuss how to engage 

current and potential patients through the 

practice’s social media.

ABOUT TRACY

Tracy Dirks is Vice President of Bloom Marketing, 

a full-service marketing and advertising agency 

based in Des Moines. Tracy has more than  

15 years of marketing experience and helps 

medical practices, dental practices, hospitals, 

medical device manufacturers and other 

healthcare players develop their brands, attract 

new patients and achieve their goals for growth. 

She specializes in brand development and 

traditional/digital marketing strategies, including 

websites and social media.

Breakout Session:  
American College of Medical 
Practice Executives Certification 
and Fellowship
De Schieltz, FACMPE, Iowa ACMPE Forum 

Representative, Practice Administrator – 

Dubuque Obstetrics & Gynecology PC

Healthcare leaders are responsible to oversee 

the entire process of patient care. In this session, 

attendees will hear how to achieve Certification 

and Fellowship within the American College of 

Medical Practice Executive, and the MGMA Body 

of Knowledge components.

SESSION OBJECTIVES

• Participants will describe the foundation and 

value of certification and fellowship and how to 

apply the knowledge learned in the process to 

patient care efficiencies.

• Participants will explain steps to becoming a 

Certified Medical Practice Executive (CMPE) 

and a Fellow in the American College of 

Medical Practice Executives (FACMPE) and 

how these impact the patient care process.

ABOUT DE

De has been a member of IMGMA for over 20 

years and has worked on both the payor and 

provider side of health care. For the last 18 

years, she has been the Practice Administrator 

for Dubuque Obstetrics & Gynecology, PC. She 

became a Fellow in 2011 after watching two 

new physicians achieve fellowship in OB/GYN, 

and they then asked what people in my role do 

to prove their knowledge. So a goal was set to 

walk (and get a free trip to Las Vegas). She now 

is a cheerleader for other members to pursue 

advancing their careers through Certification and 

Fellowship. In her free time, De likes to travel, 

quilt and spend time with her kids and dog.
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Operations
 Finance

Human Resources
Risk & Compliance

General Session:  
Effectively Managing Mental 
Illness in the Workplace
Kathleen Alexander, LMFT, CMPE

In this general session, we will explore the 

impact of mental health issues in the workplace 

and will consider the strain on professional 

relationships when these issues go unaddressed. 

We will investigate the legal requirements of the 

Americans With Disabilities Act and the EEOC 

guidelines for reasonable accommodations. 

We will study the expectations of HIPAA and 

confidentiality and will discuss supportive 

performance management techniques.

SESSION OBJECTIVES

• The participant will describe facts and myths 

related to mental illness in the workplace.

• The participant will be able to  

demonstrate state and federal laws  

pertaining to mental illness.

• The participant will give examples of applicable 

ways to support and supervise employees who 

are struggling with mental health issues.

ABOUT KATHLEEN

Kathleen earned her B.A. degree in Psychology 

from Simpson College and her M.S. degree in 

Marriage and Family therapy from Northern 

Illinois University. She is a licensed Marriage and 

Family Therapist and a Certified Medical Practice 

Executive. She is experienced in assisting clients 

with a variety of concerns including anxiety, 

depression, marital conflict and coping with grief 

and loss. Her emphasis in therapy is cognitive 

behavioral and solution focused.

Breakout Session:  
How to Communicate  
with the Millennial Patient:  
The New Healthcare Landscape 
PRESENTED BY POS

Jillian Boardman, BA, PROSCI,  

Regional Territory Manager

This session will cover the Generation Y and 

Z demographics; future growth trends, their 

health behaviors and preferences, digital 

trends, and best practices in embracing their 

consumerism and personalizing the patient/

provider experience. This session is sponsored by 

Professional Office Services, Inc.

SESSION OBJECTIVES

• The participant will discuss how today’s 

millennial patient uses technology to manage 

not only their lives, but health and wellness too.

• The participant will demonstrate how practices 

are implementing new communication 

strategies and technologies so they can more 

effectively engage millennial patients to 

improve healthcare outcomes and increase 

practice efficiency and profitability.

• The participant will give examples of the 

technology available to offset current manual 

processes in the office.

ABOUT JILLIAN

Jillian has a background in marketing and 

communications in both the aerospace and 

healthcare industries. Jillian is an Iowa native  

and has worked as a Change Management  

and Communications consultant with Rockwell 

Collins and as a digital Campaign Consultant 

with Reach Local in Dallas, Texas. In 2014 Jillian 

returned to Cedar Rapids and has worked 

as a Regional Territory Manager with POS 

Professional Office Services since. Jillian has 

a Professional Sciences (PROSCI) Change 

Management Certificate and serves on the 

IMGMA Professional Development Committee.
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Closing Keynote:  
A Day in the Life of a  
Nerdy Medical Manager
Beth Ziesenis: Author. Speaker. Nerd.

What would your day look like if you took the 

advice of all your nerdy friends and implemented 

the tech tools and apps they recommend to 

make your life easier? This fast-moving, laugh-

filled session takes you hour-by-hour through a 

day in the life of a tech-savvy medical manager. 

You’ll learn how a professional nerd solves a 

security crisis before 10 a.m., learns to make 

more of a lunch hour with an extra set of virtual 

hands, saves money on software before the staff 

meeting and brings the team together online 

before the day is done.

SESSION OBJECTIVES

• The participant will describe how technology 

fits into the daily patient care process.

• The participant will give examples of 

technology systems that streamline projects 

and tasks for the patient care team.

• The participant will give examples of dozens  

of free and bargain apps and online tools that 

put the ideas from the conference into action 

for the patient care team.

ABOUT BETH

Although the only real trophy she ever won was 

for making perfect French fries at McDonald’s 

in high school, Beth Z has been featured on 

Best Speaker lists by Meetings & Conventions 

magazine and MeetingsNet.

Since her first Commodore 64 computer,  

Beth has made a verb out of the word nerd.  

She helps computer users all over the country 

filter through thousands of apps, gadgets, 

widgets and doodads to find the perfect free 

and bargain technology tools for business and 

personal use through presentations and her 

books, including the latest title, The Big Book  

of Apps, available on Amazon.com.

Meet your nerdy best 
friend!
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THREE WAYS TO REGISTER

1  Online: www.imgma.org (Pay by credit card) 

2  Fax: (319) 774-5661 (Pay by credit card) 

3  Mail this form and check payment to:

 Jean Thomas, CMPE 

 9466 Deer Valley Dr. 

 Cedar Rapids, IA 52411

REGISTRATION Questions?
For questions, comments  or issues, participants  may reach out to: 

Jean Thomas, CMPE,  IMGMA Executive Director 319-560-0435 or by email: imgma@imgma.org

CONFERENCE FEES*

 Full Conference 

$275 (member)/$425 (non-member) 

Prior to August 30, 2018

 Additional Registrant 

(from same group as Primary Registrant – Full Conference) 

$225 (member)/$375 (non-member)

Cancellations/Refunds – A cancellation fee of $50 will be assessed for all cancellations. Registrants must cancel more than 
one week prior – no refund if cancellation is after September 5, 2018).

*Meals included with registration. Special dietary needs upon request.

ORGANIZATION 

Primary Contact/Registrant 1 ($275 member/$375 non-member):

Last Name: _____________________ First Name: _________________ Title: ____________________ 

Email: ________________________________________ Phone: _______________________________  

 

Additional Registrants* Last Name / First Name Title Email Address

Registrant 2 ($225) /

Registrant 3 ($225) /

Registrant 4 ($225) /

*Registrants must be employed by same health care organization as the primary contact.

PAYMENT INFORMATION:

 Check (Payable to IMGMA)     Credit Card:   Discover   MasterCard   Visa   American Express

Cardholder Name: (Please print) ______________________________ Exp. Date: _________________

Credit card No.: ___________________________________________ Security Code _______________

Signature of Cardholder: _______________________________________________________________

 Late Registration Fee 

$25 – After August 30, 2018

 Thursday Only - $150

 First Time Attendee - $275

 Student - $60

ADA Policy: IMGMA does not discriminate in its educational programs on the basis of race, religion, color, sex or handicap. 
IMGMA wishes to ensure no individual with a disability is excluded, denied services or segregated or otherwise treated 
differently than other individuals because of the absence of auxiliary aids and services. If you need any of the auxiliary aids 
or services identified in the American with Disabilities Act in order to attend this program, please call 319.560.0435 or fax to 
319.774.5661 or write to the Department of Education at IMGMA.
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GOLD SPONSORS

HOTEL RESERVATIONS
HILTON GARDEN INN •JORDAN CREEK 

WEST DES MOINES • 205 S 64TH ST • WEST DES MOINES, IA

Reserve your hotel room at Hilton Garden Inn by August 21, 2018. The IMGMA rate  

is $129 for a standard king or standard double room. Self-parking is complimentary.

To book your room, contact the hotel directly at 515-223-0571  

and ask for the IMGMA 2018 Fall Conference block.


