
 

 

  

 

  

  

Company   
Ivera Medical Inc. (now part of 3M) is the healthcare industry’s 
leading provider of IV Disinfecting port caps designed to mitigate the 
potential of CLASBI (Central-Line Bloodstream Infections) in an IV 
line. Simple to use, Curos is a passive disinfection device that luer-
locks securely onto needleless IV ports to disinfect in 3 minutes. If not 
removed, ports stay clean and protected for 7 days. Prior to the 
introduction of this device, Clinicians relied on proper technique when 
disinfecting IV ports. This method is antiquated, inconsistent and 
often unreliable.   

Ivera secured national agreements with the following GPOs which 
positioned the company for the growth that they enjoyed: 

- Amerinet 
- Novation 
- Premier 
- ASCEND 
- MedAssets/Broadlane 
- Health Trust 
- FSS 
- DAPA  

Ivera thrived in the face of serious competition from 2 industry giants 
by focusing on the merits of its product and their customer acquisition 
process. They also successfully defended their patent position several 
times over the past 4 years while increasing the product portfolio 
offering. Founded in 2009, in Carlsbad, CA, Ivera Medical was a 
privately held corporation until their acquisition by 3M in 2015.  

 

 

Challenge  
San Diego based Ivera Medical had 
completed the commecialization of 
its disinfecting IV cap technology 
and was ready to expand its sales 
organization nationally. They had 
previously marketed their product 
through Specialty Dealers 
throuought the US and were poised 
to take the product direct.  
 

Solution    
Ivera engaged Sanford Rose 
Associates – The Tolan Group 
Medical Device Practice based on 
it’s Medication and Patient Safety 
centric focus.  
 

Results  
SRA – The Tolan Group sourced, 
interviewed and placed multiple 
RVP of Sales for regions across the 
US. In addition, The Tolan Group 
placed over 2 dozen Territory Sales 
Managers throughouth the US. The 
engagement also included placing 
Clinical Education Directors and 
Consultants and various other 
internal professionals for the 
Company. 
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Challenge    

The biggest challenge was to build a national sales team 
that would effectively convert the market from a 2 cent 
alcohol prep pad to a 30 cent disinfecting cap. Skill was 
required to convince hospitals and IDNs to make the 
additional investment in reducing CLASBI occurrences in 
an environment where cost containment was more 
important than ever. Each candidate needed to have a deep 
understanding of the issues around IV therapy and also 
possess the ability to develop champions for the company’s 
products within Hospitals and IDNs.  

Solution   

SRA developed a detailed process for screening and 
presenting each qualified candidate. This included a 
written questionnaire to measure their writing style as 
well as a psychometric personality test to validate their 
selling skills and key drivers that would ensure their 
success.  

Results  

SRA placed 3 RVP’s for the Company over a span of twelve 
months. SRA also placed 25 Regional Territory Managers 
as well as field based Clinical Professionals throughout the 
US. The sales teams placed by SRA delivered on their sales 
quota quarter after quarter and Ivera became the leading 
provider of disinfecting IV cap technology in the 
healthcare market in the US. Their sales success resulted 
in part to the Company being acquired by 3M in 2015.  

 

"Because of SRA – The Tolan Group’s 
exclusive focus on Patient/Medication 
Safety and their search process, our 
hires were all top notch individuals that 
all contributed to our unprecedented 
success ."  

VP, Sales – North America  

Ivera Medical 

About The Tolan Group 

A primary focus on placing executive level IT talent in the healthcare industry. Our clients encompass all areas of 
the healthcare industry and include: Software/services companies, hospitals, health systems and integrated 
delivery networks, academic medical centers, medical groups, managed care, insurance, and revenue cycle 
companies. 

 



 

 

  

 

  

Company  
Sentillion, Inc. (now part of Microsoft) is the healthcare 
industry’s leading provider of strong authentication, single 
sign-on, context management, and privacy management 
technology solutions that enable healthcare information 
systems to work together consistently, intuitively, and 
securely.  

Supported by visionary leadership, superior technology, and 
leveraging the CCOW standard, Sentillion pioneered 
breakthrough solutions that addressed a critical need in 
today’s healthcare setting. Sentillion provided caregivers an 
easier, more efficient use of healthcare applications using 
its single sign-on capability.  

Founded in 1998 in Andover Massachusetts, Sentillion was a 
privately held corporation until their acquisition by 
Microsoft in 2009.  

Today. The Tolan Group continues to perform and execute 
search assignments for the former executives at Sentillion 
as they know our firm made a difference with the team we 
built. 

  

 

 

Challenge  
Boston based Sentillion had completed 
the commercialization of its single 
sign-on software for healthcare and 
was ready to expand its sales 
organization nationally.  
  

Solution   
Sentillion engaged Sanford Rose 
Associates – The Tolan Group because 
of the firm’s healthcare IT centric 
focus. In addition, the firm has a 
strong Sales and Marketing (SAM) 
practice having placed hundreds of 
sales professionals in the past 10 
years. 

 
Results  
SRA – The Tolan Group sourced, 
interviewed and placed multiple RVP 
of Sales for regions across the United 
States. The engagement also included 
placing product management 
professionals for the company. 
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Sentillion 
A healthcare single sign-on and 

patient identity SaaS based software 
and Services Company 

 

 

 

  

 

Challenge   

The biggest challenge was to build a national sales 
team and map the sales skills and technical skills 
with sales professionals responsible for multi-
million dollar quotas with a history of success. In 
addition, each candidate needed to have a deep 
understanding of either patient identity or 
understand the business challenges from a 
healthcare workflow perspective.  

Solution   

SRA developed a detailed process for screening and 
presenting each qualified candidate. This included a 
written questionnaire to measure their writing 
style as well as a psychometric personality test to 
validate their selling skills and key drivers that 
would ensure their success.  

Results  

SRA placed 6 RVP’s for the company over a span of 
twelve months. The sales RVPs placed by SRA 
delivered on their sales quota quarter after quarter 
and Sentillion became the leading provider of 
patient identity software in the healthcare market 
in the US. Their sales success resulted in part to the 
Company being acquired by Microsoft.   

"Because of SRA – The Tolan Group’s exclusive 
focus on healthcare IT and their search process, 
our most successful RVP's were all placed by 
them."   

VP, Sales – North America  
Sentillion 
 

About The Tolan Group 

A primary focus on placing executive level IT talent in the healthcare industry. Our clients encompass all areas of 
the healthcare industry and include: Software/services companies, hospitals, health systems and integrated 
delivery networks, academic medical centers, medical groups, managed care, insurance, and revenue cycle 
companies. 

 



 

 

  

 

  

  

  

  

  

  

 

Healthcare IT Vendor Market 

Our firm launched the healthcare IT vendor practice in 2005 given 
the senior partners’ background and career. We dedicate this 
practice to working specifically with healthcare software and 
services organizations that deliver solutions that support the 
healthcare continuum. We’ve completed hundreds of placements 
ranging from individual contributors to “C-Level” executives. We 
have broad experience working with start-ups and early stage 
companies as well as publicly traded multi-national companies. We 
have a deep understanding of the provider, hospital/IDN and payer 
market and have conducted search assignments across the U.S. for 
the vendor market 

Hospitals and IDN’s  

Our Hospital and IDN Practice is dedicated to placing individual 
contributors, Directors, Vice Presidents, senior vice presidents as 
well as CIO’s and CMIO’s. We understand the hospital and IDN 
market extremely well and our consultants are experienced in 
placing talent in hospitals from their years of working in this 
space. We work nationally and have made placements across the 
US even though healthcare is typically a local business. Our firm 
has been retained to help hospitals and IDN’s find individual 
contributors, managers and executive talent regardless of the size 
of the facility. Through our parent company Kaye/Bassman we 
have also placed clinical executives and MD’s in this market 
segment as well.       

.   

Our Practices: 
x Healthcare IT Vendor            

Market 

x  Hospital and IDN’s 

x  Sales and Marketing  

x  Health Plan/Payers 

x  Information Technology  

   

“Finding People 
Who Make a 
Difference®”  

 

 
 



 

  

The Tolan Group –A Member of 
The Sanford Rose Associates® 

Network of Offices 

  

 

Sales and Marketing   

Our Sales and Marketing (SAM) practice is dedicated to placing 
individual contributors, Regional Directors, Regional Vice 
Presidents, Vice Presidents and Senior Vice Presidents of sales. 
We understand that nothing happens in a company until 
something is sold. Our consultants are experienced in vetting 
sales people and sales leaders to do a deep dive on their prior 
performance metrics, quota attainment and sales style. In 
addition, we conduct an in depth personality profile for all 
sales candidate finalists to measure their sales cadence, pace 
and their ability to close business. Our firm has been retained 
to help organizations rebuild a sales/marketing team or help 
clients hire their very first sales professional. We understand 
sales and marketing very well. 

 Health Plan/Payers  

The Payer/Health Plan Practice specializes in placing talent for 
payer/health plans in multiple functional roles. From IT 
related positions to product management, sales, marketing, 
medical directors and executive leadership roles, we have a 
solid understanding of the payer market. Over the years, our 
firm has placed professionals in national and regional health 
plans, care management organizations, consumer focused 
health, population health companies and clearinghouses, just 
to name a few. With the developing ACO market, payer 
organizations need search firms that understand their 
business model today and how things will change over the 
coming years. 

 Information Technology   

Our firm has a practice dedicated to the search and placement 
of mid-level to senior level information technology 
professionals.  Our technology focused placements range from 
individual contributor roles to management and leadership 
positions. We have extensive personal experience working in a 
broad array of functional areas, and have also developed 
unique expertise in recruiting for these types of roles. Given 
this experience, we are uniquely qualified to best understand 
our clients’ organizational needs to locate highly technical 
talent to effectively translate these into targeted recruiting 
efforts. 
 

About The Tolan Group 

A primary focus on placing executive level IT 
talent in the healthcare industry. Our clients 
encompass all areas of the healthcare 
industry and include: Software/services 
companies, hospitals, health systems and 
integrated delivery networks, academic 
medical centers, medical groups, managed 
care, insurance, and revenue cycle 
companies. 
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Company  

Casenet helps commercial health plans, managed care 
organizations, third party administrators (TPAs), 
state/government, accountable care organizations (ACOs) and 
other risk bearing entities implement, coordinate and manage 
clinical, wellness and quality programs in a single application. 
Casenet’s focus is on enabling improved care coordination between 
providers, care managers, coaches, pharmacists, partners, families 
and individuals. 

Casenet solutions are flexible enough to support a single or a 
combination of membership programs including commercial 
programs and those funded by Medicaid, Medicare, Medicare 
Advantage such as managed long-term services and support 
programs (MLTSS), supplemental security income (SSI), children’s 
health insurance programs (CHIP), temporary assistance for needy 
families (TANF), special needs plans (SNP) for Medicare and state 
health insurance assistance plans (SHIP) for Medicaid. 

Casenet’s deep understanding of how managed care organizations 
administer high-risk patients is paramount to their success. Their 
software solutions are designed to automate the clinical process.   

Challenge  
The CEO of this firm was ready to retire 
and the search firm they hired was unable 
to identify a viable CEO candidate. After 
the other firm was unable to deliver 
qualified candidates The Tolan Group was 
asked to engage on the search. 
 

Solution   
With a deep understanding of the 
healthcare technology market and the 
payer space, our firm quickly identified 
several strong CEO candidates with a 
heavy focus on a CEO who had proven 
experience in high revenue growth.    

  
Results  
A very experienced CEO was identified and 
hired within 45 days of The Tolan Group 
engaging on the search.  

 

Casenet, LLC 



 

About The Tolan Group 

A primary focus on placing executive level IT talent in the healthcare industry. Our clients encompass all areas of 
the healthcare industry and include: Software/services companies, hospitals, health systems and integrated 
delivery networks, academic medical centers, medical groups, managed care, insurance, and revenue cycle 
companies. 
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A SaaS-based Care Management 
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Challenge  

The scope of the search was very challenging for a large 
internationally known top 5 search firm due to the narrow 
niche of Casenet’s market. The retiring CEO was very 
product focused so a strong understanding of the health 
plan market and product development was important.  

Equally as important was to find a CEO who was also 
marketing and sales focused. The company needed to 
expand their market reach and having a CEO that was 
focused on market expansion was critical.  

Solution   

The Tolan Group found Peter Masanotti, the former CEO of 
Medquist. While Peter understood the health plan/payer 
market at a high level he was very sales and marketing 
focused and had a track record of leading high growth 
companies. Peter was offered the CEO role within 45 days of 
his initial interview.   

Results  

Under Peter’s leadership, today the company has 
approximately 20 health plans using their TruCare care 
management software and the sales back-log looks very 
strong. Trucare is the leading care management software 
available in the marketplace. 

 



 

 

  

 

  

Company  

About WellCare Health Plans, Inc. 

WellCare Health Plans, Inc. provides managed care services targeted to 

government-sponsored health care programs, including Medicaid, 

Medicare, Prescription Drug Plans and the Health Insurance 

Marketplace. Headquartered in Tampa, FL, WellCare offers a variety of 

health plans for families, children, and the aged, blind and disabled. 

The company serves approximately 4.1 million members nationwide, as 

of Dec. 31, 2014.  

WellCare’s Expertise  

WellCare has developed a full complement of expertise in the three 

major areas of government-sponsored healthcare: Medicaid, Medicare 

Advantage and Medicare Prescription Drug Plans. Leveraging these for 

our members’ benefit is a key part of the value we bring to our 
members. WellCare has a focus on those members who are dually 

eligible for both Medicaid and Medicare. This is an area of 

specialization that many other health plans simply do not have. They 

are committed to continually improving the quality of care and service 

that they provide to their members. They help their members access 

the right care at the right time in the appropriate setting through 

coordinated care teams and community partnerships. Additionally, 

they’re focused on government customers and use a disciplined 

approach to ensuring a competitive cost structure. 

 

WellCare (NYSE: WCG) is a FORTUNE 500 company based in Tampa, 

Fla. We employ more than 6,100 associates nationwideCasenet has a 

deep understanding of how managed care organizations manage high-

risk patients and their software solutions are designed to automate this 

clinical process.   

Challenge  

The company had undergone major 

restructuring from the leadership down and  

had moved from a heavily weighted 

consultant model, to more of an employee 

based model. Therefore, they needed to find 

strong talent to add to their internal 

technology team.   

 Solution   

Having extensive experience recruiting top 

talent in HCIT and having a good pulse on the 

technology market in Tampa and South 

Florida, we were able to target and attract 

two highly qualified Technical Architects that 

were gainfully employed. Neither candidate 

was looking to leave their employers when 

we first approached them.  

Results  

Multiple strategies were used to 

confidentially target some of the best talent 

in the region. We were able to deliver with 

speed and accuracy, two very qualified 

Technical Assets that accepted and started 

within weeks of the engagement.  

 

WellCare Health Plans, Inc 



 

  

 

  

WellCare Health 
Plans, Inc. 

Is a managed care company for 
government-sponsored healthcare 

plans. 

 

  

 

Challenge  

The search had several factors that made it complex and 
challenging. First, the Tampa market has many technology 
consulting firms where the majority of the talented 
technology candidates are bound by contracts. Second, 
relocation was not funded so the candidate pool was smaller. 
Third, we found that the required skill set and experience 
was at a senior level and this was not a senior level position 
which made the search even more challenging.  

Also, it was equally as important to find talent that had not 
been approached by the typical search firms that post jobs 
and target unemployed candidates that were not a direct 
match for experience and education. They were very specific 
about the required skills. 

Solution   

The Tolan Group uncovered, vetted, verified and most 
importantly engaged 2 very skilled, and qualified technical 
people that were highly regarded in their companies, and 
came highly recommended from their peers. Both have 
already made an impact in their respective groups.  

Results  

Wellcare is currently experiencing a positive transition from 
the reliance on external technical teams to internal technical 
resources. This makes them more fluid and profitable in the 
development and delivery of their technology tools which 
helps them more be streamlined, efficient and compliant. 

 

Wellcare Mission:   

• Enhance our members’ health and 
quality of life. 

• Partner with providers and 
governments to provide quality, cost-
effective health care solutions.  

• Create a rewarding and enriching 
environment for our associates. 

 

About The Tolan Group 

A primary focus on placing executive level IT talent in the healthcare industry. Our clients encompass all areas of 
the healthcare industry and include: Software/services companies, hospitals, health systems and integrated 
delivery networks, academic medical centers, medical groups, managed care, insurance, and revenue cycle 
companies. 

 


