Dawn Renee Gabriele
5910 La Rosa Lane ▪ Apollo Beach, FL 33572 ▪ (917) 930-8800 ▪ dgabrie2@gmail.com 
 Pharmaceutical/Medical Device Executive
Market Access ▪ Strategic / Tactical Development ▪ Reimbursement ▪ Market Creates Markets Access ▪ Barriers to Coverage
Pull-through Development ▪ Employer, Health Plan, Medicaid, Medicare Payer Stakeholders Relationships 

Economic Value-Based Evidence / Policy Development ▪ State Government Affairs Partnership to Address Policy Issues 

Advocacy Relationship Development with KOLs and Societies ▪ Field / Marketing Team Collaboration
Highly-accomplished Pharmaceutical and Medical Device Executive with extensive experience across multiple healthcare industry facets. Experience includes strategic account management, developing and executing market access and reimbursement strategies with payers and employers, health economics / policy, and marketing. Propensity to increase sales and drive market share increases. Reputation for incorporating a manufacturer's portfolio into policy changes by showcasing the economic value of the product.
Broad, deep knowledge of the changing healthcare landscape, and adept at incorporating a strong, analytics-based perspective to overcome complex business development, marketing, and competitive environment challenges. Strengths lie in utilizing influence to garner buy-in from internal / external stakeholders, initiating change, and utilizing available resources to streamline operations and increase product visibility. 

Professional Experience
THE KINETIX GROUP – New York, NY / Dublin, Ireland
2018-Present
Senior Strategic Director, Market Access 
Serves as an Internal Strategic Market Access Consultant and provides Client Management for large life science companies. Internally advises the healthcare agency in the development of market access strategies for medical device and pharmaceutical companies. Collaborates with payers and health systems on strategies and implementation of projects. Examines the healthcare market and determines how existing policies and HC reform impacts certain clients. Distributes weekly report summarizing implications, gleaning insights from marketplace changes, and transfers into actionable items for clients.
Selected accomplishments:



· Developed a Value-Based Readiness tool for a Top 20 Pharma client which was incorporated in the account management team's contracting playbook to assess accounts and readiness for entering into discussions regarding Risk-Based contracts. The account team utilized the tool and  implemented  7 new VBC contracts.
· Increased NBRx volume 160% over 9 months following the piloting of a commercial excellence model to determine methods of uncovering new areas of opportunity to drive market share for  a Top 20 Pharma diabetes product in a market with field and account management teams.  

· The model included an extensive landscape analysis to identify market trends and drivers across multiple payer segments, providers, health systems, and healthcare policy changes.   
· Identified new KOLs at the state level with a reputation for shaping healthcare which led to a partnership to implement diabetes disease management programs and resources across the entire state. New resource creation resulted in adoption and national roll-out.    

· Partnered with a national KOL and devised an Evidence-Based Clinical Chronic Pain pathway. Piloting at one of the Top 10 hospital systems in the US to ensure early diagnosis while demonstrating a reduction in ER utilization for women suffering from chronic pelvic pain later diagnosed as Endometriosis.
JOHNSON & JOHNSON – Tampa, FL
2011-2018
Executive Key Account Specialist (2016-2017)
Selected to formulate and implement account-level strategies and tactics to maximize patient access and care across interconnected systems for Janssen's CNS Portfolio. Analyzed and applied qualitative and quantitative market data across health systems to assess business opportunities and priorities, including the impact of local, District and Regional health care quality, delivery, and reimbursement trends for Janssen’s Mental Health injectable portfolio.     

Selected accomplishments:



· Implemented a process to support mental health patients with medication compliance following discharge from the inpatient hospital setting by developing a formalized, sustainable process to enhance Care Transitions across interconnected systems, which resulted in impacting inpatient and outpatient care treatment continuum across a community health system and 3 HCA facilities.

Sr. Manager, Health Care Policy & Economics (2011-2016)
Chosen to secure market access and drive coverage and reimbursement for Ethicon's surgical procedures with payers and provider organizations in    11 States across the Southeast. Formulated business case utilizing economic models and financial metrics to secure medical policy coverage.  

Built meaningful relationships with influential payers, including Commercial Health Plans, Medicaid, Medicare, State Government entities, and Employers. Served as a local market policy and payment expert to both internal and external constituents on a variety of important topics, including the Affordable Care Act, Value Based Purchasing, Bundled Payments, Coding and Reimbursement, and Ethicon Economic models.  
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Selected accomplishments:



· Removed barriers to surgery and obtained Bariatric coverage access for 10 million lives across multiple payers, including Mississippi State Employees, Georgia State Employees, Medicare plans, Baptist Hospital, Florida Blues Health plan, and South Carolina Medicaid by utilizing economic models and clinical data to develop a fiscally beneficial case to cover the procedure. 
· Partnered with large national Health plans, Aetna and Humana in Florida to promote Minimally Invasive Procedures to plans' self-funded employer clients, including Gallbladder, Colectomy, Appendectomy, Hysterectomy, and Thoracic surgeries.
· Developed a network with Aetna and Humana of Minimally Invasive Surgeons based on solid surgical outcomes and utilization of Ethicon's Devices. Offered in RFP’s by plans to gain new employer business.  
· Implemented a value-based benefit design co-insurance differential, VBID, for self-funded clients highlighting the surgeon network included in the clients benefit design. Supported the implementation with City of Miami and Polk County Government.
· Co-created a new  insurance product with a benefit consulting group to include Bariatric Surgery, which worked within the constraints of the States'  budgets and dramatically lowered overall co-pays for the patient, which impacted 350,000 lives.
· Partnered with J&J State Government Relations to positively shape the procedure reimbursement for health systems and surgeons while incorporating the voice of the customer at the state level in Tennessee despite implementation of new, legislatively driven payment models and avert negative impact to Ethicon's surgery portfolio. Collaborated with ASMBS surgeon society to develop a toolkit that was leveraged in other states faced with similar payment model changes. 
· Awarded Best Commercial Partner by the Southeast sales region in recognition of collaboration and support.

· Received Johnson & Johnson's Platinum Encore Award for shaping US healthcare landscape by addressing patient affordability and access to Ethicon's priority procedures through development of a new Critical Illness Insurance Product.

· Voted “Best Account Executive” by Health Strategies Group and Benfield Group Survey.

· Selected to present at Ethicon’s ISPOR Global Health Policy & Economic Summit in Philadelphia on US Best Practices for Bariatric Surgery policy coverage adoption due to high number of US coverage wins. 

International Developmental Position - Johnson & Johnson-Ethicon (2015) 
Hand-selected to collaborate and share US market insights with the India Global Health Policy and Economic team to support market entry into India’s private payer segment to obtain Bariatric coverage while shortening the timeframe instituted by senior leadership. 

Selected accomplishments:



· Customized the US Economic Actuarial Model for the India market used during customer-facing meetings. Contributed to the development of tools and resources, including case studies and white papers. 
MIRIXA CORPORATION – Reston, VA
2009-2011
Vice President, Health Plan & Employer Services
Selected for a new role during an expansion phase of the company, which focused on Medication Therapy Management (MTM) required for Medicare plans with prescription coverage to provide pharmacists with a technology platform to document and bill for the MTM service. Led all aspects of business development, including identifying and contracting with health plans, employers and pharmacy chains for the MTM services utilizing the MirixaPRO's web-based clinical platform. Formed client relationships with the top 25 Medicare health plans and large retail pharmacy chains across 29 states in the South, South West, and Western part of the US.      

Selected accomplishments:



· Finalized sale of the new IT MirixaPRO offering with a large pharmacy chain in the Southwest with 1 week of launch. 

· Developed and formalized the marketing plan, outlining strategies and tactics to create market adoption of the MirixaPRO IT platform, which resulted in implementation as a global internal operating plan by senior leadership.
· Customized the MirixaPRO web-based clinical platform to the client’s standards while ensuring adherence to CMS requirements by collaborating with multiple IT stakeholders and pharmacists utilizing the platform, the health plan, and CMS.
PFIZER – New York, NY
1992-2009
Director, Employers (2008-2009) 
Chosen as 1 of 15 individuals to develop a new market segment to drive sales for Pfizer's product portfolio. Developed a multi-state employer market and created business partnerships with large, self-funded employers. Consulted with employers on optimization of healthcare costs, including benefit design changes. Assisted employers with analyzing formularies to move Pfizer’s products up in tiers, remove co-pay costs, and create impactful relationships. Key accounts included Publix, Eastman Chemical, and Nissan.
Selected accomplishments:



· Generated $3.5 million in sales in 1 year by devising a business plan and creating partnerships with self-funded employers across multiple states. 
Assistant Regional Manager (2005-2008)
Supported the Regional Manager of a large account management team across New York State. Advised 8 Account Managers on Pfizer's product performance through market analysis and ensured team developed strong partnerships within the payer market segments, including Health Plans, IDNs, Unions, and large medical groups. Key accounts included Union DC-37, Health First, and Touchstone.
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Selected accomplishments:



· Devised and rolled out a new Integrated Delivery System report initially in New York State which provided specific data to track progress and account specific data in collaboration with HQ data analytics area. Program gained adoption from senior management on a nation-wide basis.

· Exceeded annual regional business goals quotas yearly on 9 out of 9 products by conducting market analysis of each account managers area to assist in identifying new opportunities.

· Awarded New York Shopping Spree for 2 consecutive years (2006, 2007).
Regional Account Manager (2003-2005)
Promoted to achieve / maintain formulary access, increase market share, and negotiate contracts for product portfolio with commercial payers. Collaborated with Brand Management, Sales Directors, and National Account Managers on pull-through initiatives and implemented programs at the field level. Developed KOLs to serve as product advocates. Key accounts included Holston Medical Group, Blue Cross Blue Shield of North Carolina, North Carolina Medicaid, Novant and Tennessee Medicaid.
Selected accomplishments:



· Catapulted sales increases of 40% by removing barriers and creating access to product portfolio and adding new products to payer formulary. 
· Collaborated with Eastman Chemical (large payer, self-funded employer) on development of a comprehensive strategy to educate employees on the importance of blood sugar control and T2D within the employee population. Streamlined the process of diagnosing T2D and strategically imbedded Pfizer's diabetes disease management tools. Documented the new process which resulted in Eastman's being featured in a NCQA Quality Profiles publication as a best practice. Additionally, they received  an award from NCQA. 
· Increased market shared from 30% to 34% within a 6-month timeframe by crafting  payer pull-through messages and training the field sales representatives on incorporating them into sales presentations with providers. 
· Recognized for 3 consecutive years (2005, 2006, 2007) with the Value Markers Award for excelling in building client partnerships. 
· Voted “Best Account Executive” by Health Strategies Group and Benfield Group Survey.

Marketing Manager (1999-2003)
Chosen for a newly created team, charged with formulating customized marketing strategies for large MSAs to measurably increase portfolio performance in collaboration with 5 Marketing Strategy Managers. Analyzed and identified market drivers and led implementation of marketing programs. Contributed to Operating Plan team presentations to Senior Leadership.
Selected accomplishments:



· Increased market share by 4% for anti-depressant products in the South Florida market by initiating the first-ever, comprehensive Depression Awareness Campaign targeting the Hispanic market utilizing all major media vehicles, including TV, Radio, newspaper and magazine ads, and Toll-free numbers. Instituted a  Hispanic Advisory Board for creation of campaign and utilized for many years by other brand teams at Pfizer. 
· Improved market share for Celebrex from 29% to 31% in a California market by devising and launching a sports medicine and arthritis treatment strategy targeting top-prescribing "no-see" family physicians. 
· Managed team budget to within 2% variance for each quarter and the year.
Previous position included Specialty Healthcare Representative (1992-1999) Knoxville, TN
Education, Training, & Affiliations
Masters of Applied Organizational Management ▪ Tusculum University (1996)
Bachelor of Science in Marketing ▪ University of Tennessee at Martin (1990)

Market Mastery Program, Market Dynamics and Trends in Health ▪ Harvard
Health Policy Immersion Course ▪ Rutgers / Johnson & Johnson

Board Member ▪ The McWherter Institute
Industry Presentations
Florida Public Health, Annual Conference. “Managing the Obesity Epidemic.”  Presented July 29, 2016. Orlando, Florida

American Association of Gynecologic Laparoscopists (AAGL), Global Congress. “Shared Decision Making Tool for Hysterectomy.”  Presented November 17, 2015. Las Vegas, NV

Annual Symposium of Robotic & Minimally Invasive Surgery. “The Evolving Economics of Healthcare” Presented April 17, 2015. Memphis, TN

Johnson & Johnson/Rutgers Health Policy Immersion Course. “Case Study: Tying Value to Benefit Design: Minimally Invasive Procedures at Florida Hospital.”  Presented June 3, 2014. New Brunswick, NJ

Johnson & Johnson/Rutgers Health Policy Immersion Course. “Case Study: State Employees Mississippi.” Presented March 5, 2013. New Brunswick, NJ

Disease State Management: Diabetes, Heart Health and Obesity Program-ECRM. “Emerging Trends in Medication Therapy Management.” Presented September 27, 2010. Las Vegas, NV[image: image1.png]




