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WHEN THE 
EFFICIENT 
WAY IS THE 
BEST WAY: 
HOW HEALTHCARE  
PROVIDERS INNOVATE  
FOR SUCCESS
Innovative healthcare organizations are  
scrutinizing every process to improve 
efficiency and patient outcomes. 

Bonus: Learn how Geisinger Health 
System has built a culture of innovation 
and process improvement.
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Raj is Plante Moran’s cybersecurity expert. His  
brilliance in the field earned him a spot on the Crain’s 
Detroit Business “40 under 40” list. With more than 
two decades of experience, he is frequently quoted 
in national and regional periodicals as an expert on 
technology topics. He’s currently a guest blogger at 
crainsdetroit.com on cybersecurity. On page 14, Raj 
discusses how hackers can remotely control a car’s 
engine, the temperature of a NASA space station, 
and an implanted medical device. If you want to 
strengthen your cyber defenses, give him a call. 

248.223.3428  raj.patel@plantemoran.com
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Tony leads Plante Moran’s acute healthcare  
consulting services. He’s worked with for-profit  
and not-for-profit healthcare facilities and many 
providers, including medical groups, hospitals,  
and managed care organizations. His services  
are in high demand, especially when it comes to 
highly complex models for capital planning, service 
line evaluation, operational improvement, and  
strategy. On page 10, Tony talks about the need  
for healthcare providers to be efficient in order  
to innovate for success.

517.336.7519  anthony.v.colarossi@plantemoran.com
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Beth is fluent in three languages and has worked  
in more than 10 countries. This makes her a true 
asset to the global services practice. Her significant 
language skills and wide cultural knowledge are  
the foundation of her extensive experience in  
international project management. She’s known for 
leading cross-border transactional due diligence  
efforts for both public and privately held companies.  
On page 8, Beth helps you answer the question, 
“What’s Your IQ?”

312.602.3697  beth.babich@plantemoran.com

BE
TH

 B
AB

IC
H



Planning and executing a real estate transaction involve dozens of issues, but many 
underestimate the impact of these five factors: 

 1. THE BUILDING’S FINANCIAL STABILITY. Are you aware of your building’s 
financial condition? A sale or foreclosure brings different issues that can affect 
your business. Knowing the likelihood of your building changing hands is an 
important consideration. Having a nondisturbance clause can safeguard your 
organization in case of a sale.

2. COMMON AREA LOSS FACTOR. The difference between rentable  
and usable space could mean you’re paying for areas shared by other  
tenants. Executives should understand which bucket the square footage 
figure belongs in and, if possible, verify it by using an industry-accepted 
measurement standard.

3. TOTAL OCCUPANCY COST VS. RENT. There’s more to a lease than cost per 
square foot. Understanding what’s incorporated into your rent is imperative 
when determining your total occupancy cost. Items such as utilities, taxes, 
build-out allowances, operating expenses, and common areas costs should 
be analyzed when comparing locations that cost the same per square foot. 

4. OFFICE OF THE FUTURE. Technology, mobility, and a new generation  
of workers have challenged traditional office design beliefs. Consider  
conducting a professional space plan, which can lower your real estate costs,  
add flexibility, and promote the four work styles: focused, collaborative, 
social, and learning. 

5. TIME. Plante Moran Cresa’s motto is, “More time means more options.”  
To account for everyday distractions and uncontrollable lead times, we  
recommend looking for space two or three years in advance. It’s a myth that 
there is an abundance of great space available; organizations that plan ahead 
find the best opportunities.

take 5
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Effective January 1, 2016, organiza-
tions with 50-100 employees will  
be treated as “small employers.” 
This could mean increases between 
25 and 45 percent in premium rates.

Plante Moran Group Benefit Advisors  
has devised a solution to help these 
organizations avoid increases. One 
early adopter saw year-over-year  
cost savings of 17 percent. To  
learn more, check out our video at 
offsetcosts.plantemoran.com.  
If you have any questions or would 
like to see how we can help your 
organization, contact Scott McLellan 
at 248.375.7281 or Jonathon Trionfi 
at 248.375.7475.

SELF-FUNDED PLAN  
COMES JUST IN TIME TO 

Offset ACA Costs

video

5 COMMONLY MISSED FACTORS IN  

A Real Estate Transaction
RON GANTNER | ron.gantner@plantemoran.com

BUY?
RENT?



Imperial Crane is an American success 
story that began in 1969 when John Bohne 
had the courage to buy a single, 25-ton 
crane and turn it into a booming business.

Since his passing in 2003, John’s sons, B.J. 
and Lance, have taken the award-winning 
company to new heights. Under their  
leadership, Imperial Crane has grown  
to more than 500 employees, increased  
its fleet to more than 250 cranes, and  
quadrupled company revenues. Today,  
it’s one of the largest crane companies  
in the world.

Here’s Lance with a few insights on the 
company’s success and growth.

20 Questions 
with

1. Let’s start with the basics. Tell us about Imperial Crane. 
We specialize in crane rental and sales for the industrial market and 
the Chicago commercial market. With a focus on daily rentals and 
long-term heavy lift projects, we have extensive experience in refinery 
turnarounds, wind turbine erection, and maintenance work. 

2. What led to your father’s decision to start the business? 
My dad was a crane operator for a steel company and saw the demand 
for cranes in Chicago. He scraped together all the money he had to 
purchase one crane and grew the company from the ground up.

3. Describe him in a single word. 
Fearless.

4. Why that word? 
It was easy for my brother and me to get into the crane business —  
the company had already been built — but our dad took a huge risk. 
We often joke that he might have been a little crazy, but really, he  
saw an opportunity and didn’t let fear get in his way.

5. How did John prepare you for taking over the company? 
BJ and I started our career at Imperial Crane in seventh grade,  
sweeping the shop floors and washing cranes. Once we were in high 
school, our dad helped us get our crane operators licenses. We spent 
every summer through college working at Imperial Crane — working 
so hard that we looked forward to going back to school for a break. 

6. How long did you work at the company before taking a  
leadership role? 
After graduating, BJ and I both had about 10 years working  
side-by-side with our dad before he let us start to take the reins. 

7. Describe your organizational culture. 
We’re casual and informal but demanding when it comes to standards 
and safety. We’re a family business, and we view and treat our staff 
like part of our family.

8. To what do you attribute your success? 
Diversifying our customer base. Years ago we started to grow outside 
of Illinois and into other markets. 

9. What would most people be surprised to learn about Imperial Crane? 
Before beginning a job, we develop a 3D lift plan that shows the  
impact of work on job sites and automatically lists appropriate cranes 
and configurations — very important when you’re working among  
skyscrapers in a downtown area.
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Lance and B.J. Bohne.

10. Tell us about one of your most interesting projects. 
We replaced the scoreboards at Soldier Field. The most important 
thing about the job was protecting the football field while driving 
two cranes — each weighing more than 200,000 pounds — over 
it. We put matting down to protect the irrigation system six inches 
below the grass.

11. Complete this sentence: Our customers appreciate…
our responsiveness and commitment to safety. 

12. What one pivotal moment in your history changed how you do 
business today? 
We were bidding on a project for one of the world’s largest oil  
and gas companies but knew we’d need a larger fleet of cranes to 
even be considered for the work. We took a chance and bought 
35 cranes — and eventually got the job. It established us as a key 
provider for major refinery work. 

13. How do you measure success? 
At work, having satisfied, repeat customers. At home,  
a happy family. 

14. What’s your company’s greatest accomplishment?
Creating a legacy that’s being passed from generation to generation. 

15. What’s the biggest challenge to running a family-owned business? 
My brother and I shared bunk beds, went to high school and  
college together, and even bought neighboring vacation homes. 
We’re close, but we still disagree at work sometimes. We do our 
best to leave the disagreements at work and put family first. 

16. Are there plans for the third generation to join Imperial Crane?
My step-daughter, a college student, currently works in  
our marketing department, and this summer my 13-year-old 
son will start in the shop, just like I did, sweeping floors and 
washing cranes. 

17.  How did you celebrate your 45th year in business?
We had an anniversary party attended by nearly 1,000 customers. 
We had our cranes and equipment on display and gave  
customers a chance to see our new technology. 

18. What led to forming the Bohne Foundation? 
We feel like we’ve been blessed personally and financially, 
and it’s only right to give something back. Through the Bohne 
Foundation, we’ve had the opportunity to help a lot of people. 
We gave kids at a local orphanage Christmas gifts, supported 
an anti-violence campaign, and even raised money to build 
wells in Africa. 

19. What makes you proudest of the Bohne Foundation?
I’m really proud of the work we did with the orphanage.  
I actually took my kids there to help out, and we handed out 
gifts to more than 100 kids. It was really rewarding. 

20. Anything else you’d like our readers to know? 
Our company has grown because of the values passed down  
by my father. We’re committed to providing an excellent  
service for a fair price, and following this philosophy has 
allowed us to become a leader in the industry.

Imperial Crane replaces Soldier Field’s scoreboards.



Two
Facial recognition
The latest technological  
developments employ  
sensors to pinpoint  
the distinctive contours  
and features of your face,  
creating a 3D facial  
signature. Facial recognition  
has been used in law  
enforcement and even 
casinos. The Ontario  
Lottery and Gaming Corp. 
in Canada uses this  
technology to detect 
self-identified gambling 
addicts in their facilities. 

Three 
Voice printing
Voice printing, or sound 
spectrogram identification, 
creates a voice “image” 
based on the shape of 
your vocal cavities and 
how you speak. Voice  
biometrics has been a 
useful tool for financial 
institutions in the fight 
against fraud.

Four 
Heartbeat signature
Noted for its security and 
convenience, a heartbeat 
signature is at the forefront 
of wearable biometrics.  
A wristband detects a  
person’s electrocardiograph  
by observing unique  
electrical impulses and  
the resulting heart rhythm. 
This form of biometric 
identification is particularly 
secure since, unlike a  
fingerprint, you can’t leave 

behind your heartbeat.

Five
Retinal & iris scan
A beam of light is used to 
identify the retina at the 
back of the eye, mapping 
the complex network of 
blood vessels it contains. 
Iris identification reveals 
the intricate structure and 
pattern of the iris muscle. 
Unlike a retinal scan,  
it’s unobtrusive with a  
simple image analyzed 
against mathematical  
and statistical algorithms.
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SARAH PAVELEK contact sarah.pavelek@plantemoran.com

Technology
Can We Live in a World Without Passwords?
5 Trends in Biometric Identification

While no single biometric identification is the answer, the future may see passwords replaced with a combination of various biometrics. 
Some critics point to the infrastructure and costs associated with storing biometric data, but technological advancements in cloud  
technology will continue, making biometric identification accessible to all. The real test will be the ability to keep biometric data secure.

Count up all of your devices and accounts that require a password.  I’ll wait. 
Now, out of those accounts — and I’m guessing it’s a lot — how many use the same password? Furthermore, when was the last time  
you updated your passwords? 

Traditional passwords are weak not only because we fail to change them, or we forget them, but they’re also easy to hack. What does 
this mean for the future of cybersecurity? The answer lies in biometrics. 

Biometrics is the process by which our unique physical traits are detected and recorded by an electronic device as a means of confirming 
identity. They’re hard to spoof, impossible to lose, and technological advancements suggest they’ll make passwords a thing of the past.

One
Finger vein  
recognition
While fingerprint  
identification is not  
failsafe, since it can  
be easily forged, finger 
vein recognition goes  
a step further, using  
an infrared sensor to  
highlight your veins  
and create a vascular 
pattern that’s impossible 
to duplicate. 

FIVE TRENDS IN BIOMETRIC IDENTIFICATION
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KATIE HAMILTON

Tax
contact katie.hamilton@plantemoran.com

Donating to Charity? 
Here Are 3 Tax-Related Reminders 

You’ll pay less income tax.
This one sounds like a no-brainer, but remember that the cost of  

donating a dollar to charity is not actually a dollar. The actual cost of 

the contribution is reduced by the amount of tax savings (up to roughly 

40 percent for some taxpayers). This means that the taxpayer is footing 

part of the bill, and the government is footing the other part. 

But I thought my charitable contributions  
were limited in some way.

There are “limits” to charitable contributions…several kinds of  

limits, in fact. Based on what you’re giving — cash, non-cash,  

appreciated securities, etc. — certain limits may apply on how  

you reduce your income. 

There are also limits based on what type of organization you’re  

donating to. For instance, most organizations fall under the 50 percent 

adjusted gross income (AGI) limit. This means that your charitable  

deduction can’t be more than 50 percent of your AGI for the year. 

Lastly, in 2013, high-income taxpayers started losing a portion of  

certain tax deductions. A good question to ask your tax preparer is, 

“Are my itemized deductions being limited because of my AGI level?” 

This limitation can be confusing and, on the surface, may lead to  

wanting to donate less to charity. But remember: your AGI is the  

important number in calculating how much of your tax deductions  

are lost — not the amount of your tax deductions themselves. 

With talks about capping or even eliminating the charitable contribution deduction from the tax code,  
it’s important to remember that from where we sit right now, it makes sense to donate to charity for  
any itemizing taxpayer. Here are a few reminders and things to consider when donating to charity.

Donate now while the tax  
deduction is “guaranteed.”

With a good tax projection each year, your tax 

preparer should be able to tell you exactly how 

much tax you could save based on your income 

and the other items 

on your tax return. By 

donating now, you know 

what the true economic 

cost is. By waiting until a 

future year, it’s nearly im-

possible to know what’s 

going to happen to tax 

rates and the charitable 

contribution deduction.

In conclusion
There are many reasons to donate to charity, from 
leaving a legacy to the validation that comes from 
helping a good cause. It feels good to know you’re 
helping others. It feels even better knowing you’re 
saving taxes in the process. 
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As business becomes increasingly global, it’s important to  
be internationally aware. Test your international quotient (IQ)  
by answering these true-or-false questions. 

 1  You don’t have to pay federal income tax on profits 
earned from activities outside of the United States. 

 A FALSE. The United States income tax system is a 
worldwide tax system, so profits earned by a U.S. 
company are subject to federal income tax regardless 
of where they’re earned. There are mechanisms in 
place to mitigate double taxation, and the U.S. tax  
on earnings of foreign subsidiaries may be deferred 
under certain structures. However, that doesn’t  
negate the application of federal income tax on  
worldwide earnings.

What’s Your IQ?
11 Questions to Gauge Your International Savviness 

 2  The best way to enter a foreign market is via a joint venture with a local partner.

 A FALSE. The importance of local market knowledge is often overstated. The only  
reason to enter into a joint venture is if that local party brings something to the table  
you can’t provide alone. Remember — it’s a lot harder to get divorced than it is to  
get married. 

 3  Even if you’re only considering international operations, it’s still important to include an 
agenda item for management team meetings focusing on international business updates.

 A TRUE. Even in the earliest stages, it’s important to keep the topic front and center to  
emphasize its importance. What’s been in the news? Any new activity from customers 
or suppliers?
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 4  I buy and sell in dollars, so I’m not affected by currency 
fluctuations.

 A  FALSE. Even if you don’t deal in international currencies,  
it’s likely that your customers or suppliers do. This is  
what we call the “dollar trap”; those outside costs can  
roll up to you. 

 5  When running an international operation, a healthy degree  
of skepticism is necessary to ensure success. 

 A TRUE. Oftentimes, owners become lax after establishing an 
international presence. That’s when trouble can arise. Trust  
is important, but we recommend operating by this mantra: 
trust but verify. An independent review for best practices,  
regulatory compliance, and efficiency is also a good idea. 

 6  When it comes to doing business, “yes” always means “yes.”

 A FALSE. It’s a mistake to assume U.S. cultural norms and 
practices are automatically accepted in other countries.  
In Asia, for example, “yes” sometimes means, “I heard  
what you said” versus “Yes, I’ll get right on that.” In Mexico,  
“mañana” doesn’t necessarily mean “tomorrow;” it just 
means “not today.” 

 7  If you have wholly owned subsidiaries outside of the United 
States, you can sell them inventory at any price you’d like. 

 A FALSE. The United States and most of our trading  
partners have transfer pricing rules that require related  
parties to conduct business on an arm’s length basis  
(as if they’re unrelated) and maintain documentation to  
support those prices. Failure to comply can result in tax 
assessments and penalties.

 8  Just because your customer says you need to have a  
facility in all of their international locations doesn’t mean  
you should start seeking out new locations. 

 A TRUE. There are myriad ways to comply with your  
customer’s requirements that will reduce your risk of  
investment. A regional approach versus a country-specific 
approach is often the way to go. 

 9  If I make a payment to a foreign person for goods or  
services, I don’t have to submit documentation the way  
I’d have to domestically. 

 A FALSE. While you wouldn’t send a 1099 to a foreign  
recipient, there are still payment reporting requirements  
for certain U.S.-sourced payments to foreign recipients. 
These must be filed annually with the U.S. government  
and may also include withholding tax liabilities. 

10  Companies can rely on their subsidiary’s statutory audit as evidence that their  
subsidiary’s financial records are accurate.

 A FALSE. A statutory audit is typically performed using auditing and accounting 
standards prescribed by the local government. There could be a high likelihood 
of differences between local and U.S. accounting standards. The statutory audit 
process is different from U.S. auditing standards and potentially lacks depth in 
areas important to the parent company.

11  When operating abroad, my private company’s financial statements are  
public information.

 A TRUE. If you’re going to operate outside of the United States, the lack of privacy 
resulting from a statutory audit may be unavoidable. The statutory audit is generally  
required to be filed with various government authorities and is public information. 
Many U.S. private companies don’t understand that customers and competitors 
will now be privy to their financial condition.

This feature was written by 

Beth Babich 
Manager, Global Services 
312.602.3697  
beth.babich@plantemoran.com

 
11 CORRECT: EXCELLENT! 

Perhaps you should consider a career  
with our global services team. 

9-10 CORRECT: NICE JOB.  
You know most of the ins and outs of global business.

7-8 CORRECT: RESPECTABLE.  
You’re somewhat internationally aware  
but could hone your skills further.

5-6 CORRECT: AVERAGE.    
You could probably use some global services assistance. 

LESS THAN 5 CORRECT: DON’T ASK.  
Don’t ask. But if you’re contemplating international  

activity, give us a call. We can help.

How Did You Do?



Delivering more with less 
You hear it like a mantra in the halls of every business 
these days. Customers want higher quality at lower 
costs. Shareholders expect ever-increasing returns, and 
regulators expect compliance with an exploding number 
of regulations.

Nowhere is this phenomenon more pronounced than in 
health care. The Affordable Care Act aims to improve 
the overall health of our nation’s population while  
lowering the current $3 trillion per year price tag. 

When the 
efficient way 

is the 

best  
WAY

How Healthcare Providers  
Innovate for Success

Moving from a culture of treating the sick to one of creating  
wellness is certainly a good thing for us all. But the paradigm shift 
is having a significant financial impact on hospitals, doctor’s  
offices, and other healthcare providers that have built their business 
models based on “fee for service.” Medicare, Medicaid, and com-
mercial payers are beginning to base more of their reimbursements 
on the quality of care provided rather than the quantity. With these 
shifts in reimbursements, providers will reap benefits in the long 
term for improving population health and lowering cost of care. But 
in the short term they’re being squeezed by lower fee-for-service 
reimbursements and reduced utilization.
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Innovative healthcare organizations are responding to  
these pressures by scrutinizing every process to find ways  
to improve efficiency as well as patient outcomes.

Dispelling myths of efficiency
Efficiency is one of those terms that everyone uses but few  
truly understand. Here, we dispel some of the most common 
misconceptions about process improvement.

1. Efficiency is not about cutting heads. 
The word “efficiency” often evokes visions of brutal 
headcount reductions, but process improvement 
is about making the most out of the resources you 
already have — not slashing them.

Yes, streamlined processes often require fewer 
man-hours — but not always. Sometimes making 
a process more efficient requires more people. For 
example, a hospital might determine that nurses and 
doctors are spending too much time on administrative  
tasks. Hiring one more administrative professional 
could improve efficiency for as many as 10 caregivers, 
which will more than pay for the increased cost.

Where process improvement does reduce required 
labor, the goal is to redirect everyone’s time to their 
highest and best use. In health care, this is known as 
having everyone “work at the top of their license.”

2. Efficiency and quality are not opposite aims. 
The word “efficiency” can bring to mind a mechanized  
assembly line stamping out identical products for 
mass consumption. How can such a concept be  
applied to something as personal as health care?

This misconception gets to the heart of what  
efficiency really is, and what it isn’t. Efficiency means 
reducing waste in activities that don’t add value  
to the ultimate product (in this case, patient health) 
and performing tasks that do add value with full  
integrity and attention to detail. In the realm of 
health care, quality is measured by improved health, 
as well as a positive patient experience. 

3. “Efficient” is not the same as “quick.” 
By eliminating activities that don’t add value to the 
final care outcome, more time and attention can be 
spent on activities that do add value. Speeding up a 
process, rather than improving it, can lead to cutting 
corners that ultimately cause costly problems down 
the line. This distinction is especially important in 
health care, where the implications of a misstep can, 
quite literally, be fatal.

4. There’s more waste than you think. 
To determine how much waste is in an organization, 
process improvement consultants look at the  
“value-add ratio” — or the proportion of activities 
that add value vs. activities that don’t. In many  
cases, that ratio is startlingly low — often 30 percent 
or lower. Letting go of these wasteful activities can 
have dramatic bottom-line benefits. 

5. Waste is not always obvious. 
When something is in your face day in and day out, 
you stop seeing it. (Think of the billboards you drive 
by every day.) Managers report that when process 
improvement consultants lead them on “waste 
walks” through their own halls, it’s like taking the 
blinders off. Suddenly they learn to see the waste 
that’s been right in front of them all along.

6. Process improvement, alone, won’t boost  
the top line. 
Quite often efficient processes set the stage to  
increase revenue, but a number of other factors  
must converge to realize that potential revenue.  
For example, some hospitals have made orthopedic 
surgeries so efficient they can add a second surgery 
suite and double the number of surgeries one  
surgeon can perform in a day. But this strategy will 
only pay off in markets that can support a higher 
number of orthopedic surgeries.
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This feature was written by 

Tony Colarossi 
Partner, Healthcare Consulting Services 
517.336.7519 
anthony.v.colarossi@plantemoran.com

Making efficiency stick
If people in your organization see process improvements  
as a “flavor of the day,” they won’t put those improvements 
into practice, and your organization will never reap the  
full benefits.

To make process improvement sustainable:

1. Make sure everyone knows their role. 
Everyone in the organization has a role in the process 
improvement journey. For executive leaders, that 
role is to communicate a clearly articulated mission 
of continuous improvement and make sure everyone 
has the resources they need to perform their tasks 
efficiently and well. Managers and staff are the  
ones on the front lines who know exactly how the 
processes work now and how to make them better. 

2. Educate. 
In many circumstances, an organization has the  
resources it needs to make a process more efficient, 
but it isn’t using those resources optimally. For  
example, imagine a physical therapist walking the 
halls of a hospital to visit patients, but each time he 
arrives in a patient’s room, that patient is occupied 
in some other activity. By looping all caregivers into 
the database that the hospital already uses to track 
patients before, during, and after surgery, the hospital 
can eliminate much of that therapist’s wasted time and  
increase the number of patients he can see in a day.

3. Set expectations and manage performance.
To stay motivated, we all need to know what we’re 
working toward. From big-picture goals (reducing  
the number of heart attacks in diabetic patients) to 
the many smaller objectives that lead to it (lower  
cholesterol), management must review and share  
individual, team, and organization-wide metrics. 
When numbers improve, celebrate the wins. And 
when those numbers falter, show staff your commit-
ment to process improvement by revisiting and  
refining those processes.

8 Types of Waste
Waste is any activity that doesn’t contribute to 
the product the customer expects to receive.  
It comes in eight different forms:

1. OVERPRODUCTION

2. EXCESS INVENTORY

3. ERRORS

4. EXTRA PROCESSING

5. WAITING

6. EXCESS MOTION

7. EXCESS TRANSPORTATION

8. TALENT

4. Foster a culture of openness. 
In times of great change — such as the one in  
which healthcare providers now find themselves — 
stagnation can be fatal. Ban the phrase “that’s just 
how we do things here.” Reward team members  
for challenging processes and looking at problems 
from new angles, and look outside your company’s 
walls for innovations in other industries.
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When Abigail Geisinger envisioned the 
George F. Geisinger Memorial Hospital  
in 1913, she told her chief of medicine:  
“Make my hospital right. Make it the best.”

More than a century later, Geisinger Health 
System has become renowned for inno-
vations that are improving the health of 
its populations and the patient experience 
while also reducing the overall cost of care.

“Today Geisinger Health System has a  
national — even international — reputation  
for innovation,” says Kevin Lanciotti,  
CFO and VP of finance for Geisinger 
Medical Center and Geisinger-Bloomsburg 
Hospital. “This earned reputation and  
confidence by the industry — and more  
importantly, by our patients — are our 
biggest financial returns.”

At the heart of Geisinger’s process  
improvement efforts is “getting the  
right people to do the right work,” says  
Dr. Thomas Graf, Geisinger’s chief  
medical officer for population health  
and longitudinal care services lines.  
“We look at what the care process should 
look like, and then we simplify it as  
much as possible.”

Geisinger:  
Making Health Care Right

Want to learn more about how to build a culture of innovation and process? 
Read our discussion with Geisinger in its entirety at plantemoran.com.

Often, process improvement translates into 
better care for the patient. For example, 
rather than drawing blood on the day of the 
physician visit and waiting three days for the 
results, Geisinger primary care physicians 
now have patients come in for bloodwork 
three days before the physician visit. Not 
only did this new process eliminate the need 
for a letter or phone call about those results, 
but the physicians can discuss those results in  
person and make timely treatment changes. 
As a result, Graf says, the “chance of  
moving from data to action is much higher.”

One of the keys to Geisinger’s success has 
been keeping people focused on the big  
picture, Graf says.

“Having your cholesterol under control — 
most folks will say, ‘Yeah, that’s a good 
thing.’ But it doesn’t have the same impact  
as saying, ‘…and they will have fewer heart 
attacks,’” he says. “By showing them that 
higher sense of purpose — ‘we’re creating 
health and stamping out disease’ — they’re 
committed to making these things work.  
If you have better people and better engage-
ment of your people, you’re going to get 
better results.”

When Geisinger teams re-engineer a process, 
they have five key objectives:

Eliminate 
any activity that doesn’t  
add value to the patient. 

Delegate 
work to non-physician staff  
whenever possible.

Automate 
work that does not require  
a human.

Incorporate,
or “hardwire,” reminders and 
alerts into electronic health  
records to make the new way  
the standard way.

Activate 
patients in their own care.
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TARGETS IN CYBERSECURITY 

PLANES,  
VEINS, & 
AUTOMOBILES: 
Warren Buffet once said, “Risk comes from not knowing what you’re doing.” That’s 
especially true in the realm of cybersecurity, where we’re our own worst enemies. 
We think cyberattacks happen to other organizations — larger organizations — 
when, in fact, companies with 250 or fewer employees accounted for 31 percent  
of cyberattacks last year.

One of the greatest rewards in my line of work is helping others — protecting  
them against the known threats and preparing them for the unknowns.  
So when crainsdetroit.com invited me to write a blog series on cybersecurity,  
I jumped at the opportunity. Here’s a brief overview of the topics to date. 
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This feature was written by 

Raj Patel  
Partner, Cybersecurity 
248.223.3428 
raj.patel@plantemoran.com

BUCKLE UP: IT COULD BE A BUMPY RIDE
In 2013, two researchers demonstrated that they could control a car’s 
engine and force the vehicle to accelerate, turn, brake, honk the horn, 
control headlights, and modify speedometer and gas gauge readings. 
Scary, right? Moreover, thanks to the telematics systems found in 
most cars, hackers can connect to your car from miles away. 

Thankfully, major vehicle manufacturers, including Detroit’s  
Chrysler, Ford, and GM, have been working together to develop a 
plan to protect the industry. This includes precautions like only  
allowing tested and approved apps to be connected to vehicle  
systems, running diagnostic security tests as part of routine checkup 
services, and securing cars with encryption and digital signature 
technology. It’s great to see the industry working to get ahead of 
hackers. Let’s hope it stays that way.

CYBERATTACKS AT 35,000 FEET 
Chris Roberts, a pro hacker and cybersecurity guru, raised eyebrows 
when he claimed that he was able to control an aircraft’s engine during 
flight, tamper with the temperature on NASA’s space station, and  
hack into various airline control panels. While his assertions remain 
unproven, his story has led specialists to take a deeper look at  
cybersecurity, not just on the ground but also in the air. 

Roberts said he was able to hack into aviation systems using default 
user IDs and passwords. The FBI and TSA have since encouraged  
airlines to investigate network tampering or signs of intrusion and 
refrain from using default passwords. 

This is a jarring reminder of the potential threats and necessary  
precautionary measures. Cybersecurity experts are a great asset in  
identifying vulnerabilities before the bad guys, but they can’t put  
people’s lives, or our critical infrastructure, in danger to do so.

AND THEN THERE ARE THE MEDICAL DEVICES 
Even personal medical devices, including heart monitors and insulin 
pumps, are vulnerable to attacks. Once a device is hacked, it can  
give a false reading or lead to excess, or lack of, medication that  
could kill patients. 

As an increasing number of medical devices are connected to the  
Internet through wireless or Bluetooth, the U.S. Food and Drug  
Administration has issued cybersecurity management guidelines to 
medical device manufacturers. They include things like accessing  
devices solely through user authentication, timed session termination, 
strong passwords, and implementing features that protect critical  
functionality, even when the device’s security has been compromised.

As the healthcare technology landscape continues to become more 
digitally connected, it also becomes more open to attack. It’s important 
that we understand the vulnerabilities so that we can make informed 
decisions regarding medical devices and their use.

Learn More 
This may all seem like doom and gloom, but there’s good news: when 
it comes to cars, airplanes, and medical devices, we’ve managed to 
mitigate any serious issues. Unfortunately, there’s no one-size-fits-all 
solution when it comes to developing cybersecurity infrastructure. 
Understanding the unique risks we face, in addition to arming ourselves 
with the necessary tools, is essential to fend off the hackers. And  
remember, cybersecurity is not just an IT issue — it’s a business  
issue that should be considered in the organization’s overall strategy 
and long-term investment plan. Learn more at crainsdetroit.com.  
Just search for Raj Patel and cybersecurity.
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“You don’t have to have mentors 
who look like you. Had I been 
waiting for a black, female  
Soviet specialist mentor, I 
would still be waiting.” 

— Condoleezza Rice

“No one learns as much 
about a subject as one  
who is forced to teach it.” 

               —Peter F. Drucker
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contact todd.pfenninger@plantemoran.com
TODD  

PFENNINGER

Talent
Mentoring: The Greatest Gift We Can Give Is Time

Steve Jobs was one of the most 
polarizing mentors in the history of 
business. While some may argue he 
pushed too far, he also knew how to 
get the most out of his colleagues. 
Being a mentor isn’t the same as 
being a friend, and it’s important to 
understand the difference.

What made Jobs a successful  
mentor was that he surrounded 
himself with people who were 
slightly or even vastly different from 
himself. He never attempted to 
clone his skill set; instead he fostered 
the capabilities of others. Spielberg’s 
quote exemplifies the potential of 
this approach.

At Plante Moran, every staff member who  
joins our firm is given a team partner and a buddy. Team 
partners are responsible for career coaching and performance 
evaluations. Buddies tend to be peers — good listeners in 
similar disciplines who can provide day-to-day guidance to 
help staff acclimate. 

Why do we do this? Because we understand the importance 
of mentoring. Most of us can’t achieve success on our own 
and, while friends, family, and colleagues are important, 
there’s no substitute for a mentor.

Here are some of our favorite quotes on the topic as well  
as our perspective on what makes them so powerful. 

Condoleezza Rice takes this 
one step further. It doesn’t 
matter how similar a mentor  
is to her mentee; in fact,  
difference is arguably better. 
The main criteria is that the 
mentor is someone to look  
up to and someone with an 
interest in your career. 

Being a mentor has its own 
benefits. Once you’re able to 
explain complex processes to 
others in a simplified manner, 
it’s likely that you’ve mastered 
the task.

To be a mentor, you don’t 
need to be an expert or 
sage. Instead, you simply 
need to be willing. Being a 
mentor is about providing  
support and creating a healthy 
environment to foster growth 
opportunities — something 
we’re all capable of.

“My job is not to be easy on 
people. My job is to take 
these great people... and 
make them even better.” 

— Steve Jobs

“The delicate balance of mentoring 
someone is not creating them in 
your own image, but giving them the 
opportunity to create themselves.” 

— Steven Spielberg

“The greatest  
gift you can give 
is time.”

— Unknown
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Wealth Management
MARK MEYERS contact mark.meyers@plantemoran.com

Old Theories for New Times:
Using Life Insurance Cash Values as an Investment

Life insurance is not a new 
concept. In fact, authors suggest that 
policies were purchased in what would 
become the United States as early as 
1759. It’s pretty easy to imagine, then, 
that even 256 years ago there were 
agents extolling the virtues of life  
insurance. At least our founding fathers 
weren’t inundated with commercials  
and phone calls…

So why are we talking about life insur-
ance — especially as an investment  
vehicle? Two words: interest rates. 
When a savings or money-market  
account paid 4-5 percent interest per 
year, finding alternatives wasn’t top of 
mind. Now that our safest investment 
options yield so little, we either need  
to take on more risk for similar returns  
or consider other options. 

Interestingly, the insurance vehicles we 
suggest look a lot like those we’ve had 
for some time. One strategy involves 
using cash inside a business and is tied 
to interest rates; the other is available to 
everyone and uses a collared approach 
for S&P 500 returns. 

In option one, a business owns the  
policy, and pre-tax returns can be in  
the 3-4 percent range in the first year. 
After that, the policies are evaluated 
year over year to ensure they’re  
still attractive. The catch? We need  
a legitimate business purpose to  
purchase the policy, so the cash  
should be continually kept on the 
books. If you need access to this  
money regularly, this is not for you.

The second option has the potential  
for a larger return and is available  
to anyone, but may not perform as  
well initially. Returns are credited 
based on the annual S&P 500 price 
return excluding dividends and have  
a maximum and minimum return  
each year. 

Are these vehicles for everyone?  
Absolutely not. These options have  
additional details that should be  
discussed and understood to make 
sure they fit your situation. But if you 
or your business maintain short-term 
investments, it may make sense to  
diversify your investment portfolio 
using life insurance.

Plante Moran Insurance Agency Services, LLC, 27400 Northwestern Hwy, PO Box 307, Southfield, MI 48037-0307 Direct Dial: 248.223.3735 Fax: 248.603.5872 
Securities are offered through ValMark Securities, Inc. member FINRA and SIPC, an unaffiliated securities broker-dealer.

OPTION

IS AVAILABLE TO EVERYONE  
AND USES A  

collared  
approach  

FOR S&P 500 RETURNS. 

OPTION

USES  

cash inside  
a business  

AND IS  
TIED TO INTEREST RATES;



Tell me a bit about M. Holland. 
We’re the largest family-owned plastics resin distributor in North 
America with more than 60 years of experience. We pride ourselves 
on being the trusted partner to our customers and suppliers. 

Complete this sentence: Customers seek us out because... 
they trust us to help them improve their businesses. We do far more 
than just bring them raw materials. We bring a tremendous amount  
of consultative value. 

What generation of family ownership is M. Holland currently in? 
I am the second generation. My father, Marvin Holland, started the 
business in 1950, and now two of my children, the third generation, 
are also working in the business.

What’s the biggest challenge in managing a family business? 
Bringing in the next generation always creates interesting dynamics. 
There’s no guarantee the next person in my chair is named Holland. 
It’s an earned position, not a birthright. 

To what do you attribute M. Holland’s success and why? 
Our sacrosanct foundation of eight core values: integrity, honesty, 
loyalty, trust, work ethic, character, passion, and respect. We’ve  
created an atmosphere where the “A” players in our industry want  
to be here.

Any advice on longevity? 
You have to have a long-term vision of the business as opposed to a 
short-term, financially driven one. If you do the right things for the 
long term, you’ll end up better than if you take shortcuts for a great 
sale or great quarter. 

Learn more at www.mholland.com.

Tell me a bit about Better Made. 
We’re an 85-year-old company 
that makes the best snack food 
products on the market today.  
We make 21 different flavors  
of potato chips and popcorn. 

Complete this sentence: Customers seek us out because…. 
of two reasons. One, it’s what they grew up with. They’ve grown up 
having Better Made snacks in their lunches, and it’s now their  
preferred choice. But you don’t stick around for 85 years because  
it’s what your mom gave to you as a kid. The second reason they  
stick around is because of the high quality they can expect from us. 

What generation of family ownership is Better Made currently in?
We’re in our third generation. 

What’s the biggest challenge in managing a family business?
You have to do what’s right for the business at all times.

To what do you attribute Better Made’s success and why?
You have to have good, smart people running the company who are 
committed to its success. 

Do you have any advice for new businesses? 
Make sure you have a vision of what your future is going to look like, 
and move toward that. If you don’t know where you’re going, any 
road will get you there. Be hyper vigilant — change is constant in  
the market, and technology is always going to be there evolving.

Learn more at www.bettermadesnackfoods.com.

From Plastics to Potato Chips 
For more than 50 years we’ve been fortunate to count two family-owned businesses — M. Holland and Better Made Snack Foods — 
among our clients. M. Holland President and CEO Edward Holland and Better Made Snack Foods President Mark Winkelman recently 
took a few minutes to tell us about their companies and what it takes to run a successful family business, generation after generation.

Read these interviews in their entirety at engage.plantemoran.com.
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Standing from left to right: Greg Walthorn, Dan Hawn, 
Phillip Brown, Mark Sutton, Robert Shefferly, Andy 
Covode, James Minutolo. 

Sitting from left to right: Jennifer Culotta, Todd McClain, 
Carla Smaston, Chad Schafer, Lisa Vargo, Anthony  
Belloli, Michelle Watterworth, Jonathan Winterkorn. 

Not photographed: Alex He (Managing Director,  
Shanghai office).

FIRM’S PRIVATE EQUITY TEAM
Wins Crain’s Dealmaker  
Adviser Award
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PLANTE MORAN NAMED 
BEST WORKPLACE FOR 
Gen X and Millennials

Recently, we received two “best workplace” awards  
focused on specific generations of staff. Crain’s Chicago Business 

named us the No. 1 place to work for the Gen X generation, whose birth 

dates span the 1960s through the early 1980s. FORTUNE magazine 

then named our firm #15 on its list of the “100 Best Workplaces for 

Millennials,” the generation that encompasses staff born between the 

mid-1980s and the late 1990s. We’re excited to remain a leader in at-

tracting and retaining staff in the competitive professional services arena 

through progressive workplace programs and time-tested approaches.

Plante Moran is pleased to announce  
15 new partners and one new managing director. 
Please join us in congratulating these outstanding 
individuals on their tremendous accomplishments.

Crain’s Detroit Business has announced its annual  
M&A Awards, and Plante Moran’s private equity team has won  
the Dealmaker Adviser award. 

“The private equity practice at Plante Moran had another record- 
breaking year in 2014, with revenue from the group doubling over 
2013,” reads the article. “Last year, Plante Moran conducted due 
diligence on 152 prospective deals nationwide, including 17 for  
Detroit-based Huron Capital Partners LLC — the ‘gold standard  
for private equity companies,’ says partner Dennis Graham.” 

CONGRATULATIONS TO Plante Moran’s Newest Leaders!



Dear Clients and Friends,

Cybersecurity Practice Leader Raj Patel is fond of saying that  

cybersecurity is a business issue, not a technology issue. And it’s  

true. A successful strategy starts at the top with the admission that  

cyberattacks don’t just happen to other people, and they don’t just  

happen at big companies. Sure, companies like Sony, Target, and  

Home Depot get more news coverage, but smaller organizations  

might actually be at a higher risk of attack than larger ones simply  

because they’re more vulnerable. 

In a recent blog at crainsdetroit.com, Raj wrote that “The majority of  

today’s security breaches result from an organization’s users and its  

security practices.” We’re our own worst enemies. From user-defined  

passwords to a lack of staff training, we could do much to strengthen  

our security and mitigate attacks. A few basic recommendations  

include: (1) perform technical testing, (2) monitor networks for  

unusually high traffic, (3) implement multifactor authentication,  

(4) strengthen administrative passwords, and (5) conduct periodic  

cybersecurity training.

Smart companies are taking a “Pentagon” approach to cybersecurity — 

layers upon layers upon layers of security. With each year, hackers  

only become more sophisticated, and what may have worked a couple 

of years ago will likely not be as effective today. 

Here’s to stepping up our efforts in the war against cyberattacks and  

treating security like the business issue it is.

Gordon E. Krater
Managing Partner
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Letter From Our Managing Partner

Cybersecurity Is a Business Issue 

For even more insights from Gordon, check out his blog:

gordon-krater-blog.plantemoran.com.
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What’s on your mind? We want to know.  

We encourage questions or comments of any kind.  

Contact us at melinda.kroll@plantemoran.com. 

For specific questions regarding the articles in this issue, 

contact the contributing authors via the email address  

next to their photo.

You can visit us online at engage.plantemoran.com.

plantemoran.com
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Why We Don’t Use the “E” Word  

Picture a conference room  where a number  
of Plante Moran staff have gathered to discuss some pressing 
issue — let’s say healthcare reform. After a few minutes  
of spirited debate, a newer staff member asks a question: 
“How will that affect our employees?” Everything stops.  
The effect is akin to a needle scratching across a record. 

Why? Because she dared to utter the “E” word. I say this  
a bit tongue in cheek because, in most circles, this isn’t  
exactly an egregious offense. But the distinction between 
“employee” and “staff member” is a critical one at our firm. 
We take it seriously. 

So how did that situation pan out? One of our other team 
members simply explained that we don’t use the word  
“employee” here — it’s simply not part of our corporate  
lexicon. We prefer “staff member,” “team member,” or 
“Plante Moraner” because these terms connote that we 
work with one another as opposed to for one another. 
“Employee” implies a hierarchy — a superior/subordinate 
relationship that we try to avoid.  

Recently, my colleague Jim Proppe and I were invited  
to present at the 2015 Great Places to Work® Conference. 
After our session, Vlad Coho of Riot Games approached  
me and said, “You know, I noticed you didn’t use  
the word ‘employee’ at all during your presentation.  
Was that intentional?”

I confirmed that it was, and it launched a riveting  
discussion. Turns out, Vlad shares our aversion for the  
“E” word and has even blogged about it. He calls it “the 
dirtiest word in the corporate lexicon,” and I couldn’t  
agree more. It was heartening to run into someone who 
shares our passion for treating staff members as equals.

I’ve worked at Plante Moran for nearly 30 years now,  
and this practice has been in place since the day I joined 
the firm — likely for decades prior. It makes me proud  
to know it will remain in place long after I leave. It  
seems like such a small thing, this eight-letter word, but 
it’s been our “road less traveled.” For us, it’s made  
all the difference. 

And that’s my last word.

“...the distinction between ‘employee’ and  
‘staff member’ is a critical one at our firm.  

We take it seriously.”

contact chris.mccoy@plantemoran.com

The Last Word
CHRIS MCCOY
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Learn more at plantemoran.com

LOOKING FOR IDEAS to tackle 
your industry’s key challenges  
and position you for success? 
Whether future-proofing for  
manufacturers, the business of  
higher education, or reshaping 
health care, we have it all.
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COULD YOUR CAR BE A TARGET 
FOR HACKERS? According to 
Cybersecurity Practice Leader Raj 
Patel, absolutely. So could medical 
devices implanted in the human 
body. Raj’s guest blog series at 
Crain’s Detroit Business addresses 
these topics and more.

Read Raj’s blog at crainsdetroit.com
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S PLANTE MORAN is speaking at or 
sponsoring a number of upcoming 
national events, including:
a. Leadership Conference of Women  

Religious Assembly, August 11–15, 
Houston, TX 

b. Private Equity Roundtable, Sept. 17, 
New York City

c. International City/County Management 
Association Annual Conference,  
Sept. 27–30, Seattle, WA

Learn more at events.plantemoran.com
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EFFECTIVE JANUARY 1, 2016, 
companies with 50-100 employees 
will be treated as “small employers.”  
This could mean increases between 
25 and 45 percent in premium rates. 
We can help.

Learn more at offsetcosts.plantemoran.com
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STAY UP TO DATE on the latest  
thinking about today’s critical 
business topics with Plante Moran’s 
CPE-approved webinars. Join us  
this fall for live or on-demand  
sessions on tax and a variety of  
industry-specific topics.

Learn more at webinars.plantemoran.com

WANT EVEN MORE GREAT THOUGHT LEADERSHIP? 

Visit Plante Moran’s Subscription Center to opt in to any of our publications, from Engage to our industry-focused Perspectives e-newsletters, 
to timely alerts. It’s all available at subscribe.plantemoran.com.
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Learn more at wealth.plantemoran.com

PMFA’S MONTHLY MARKET  
PERSPECTIVES BLOG can help  
you stay up to date on economic 
and market developments.


