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The chief executive officer

The chief executive officer is the face of a system. They are the most senior 

executive, report to the board, and lead the organization toward their vision. The 

CEO’s responsibilities are wide, varying, and consist of the following:

Variations

There are a variety of different CEOs, such as a system, facility, hospital, or regional 

CEO. For the purpose of this cheat sheet, we're primarily referring to facility CEOs.

▪ Large healthcare system CEOs: Often occupied with sitting on corporate boards or 

panels. Typically absent from sales calls, making it difficult to meet them.

▪ Smaller system and stand-alone hospital CEOs: Deeply involved in running the 

system, sometimes blending roles of CFO, CSO, and COO.

Relational

Domain Example responsibilities

• Hires and manages executive team

• Monitors goals, benchmarks, and progress

• Supervises crisis and change managementOperational

• Outlines long-term financial needs

• Oversees budget, signs off on high-spend items

• Interfaces with lenders and shareholdersFinancial

• Creates external visibility through their presence 

in the community and hospital

• Works with internal constituencies through town 

halls, board communications, and policymakers

• Serves as face of the enterprise to the public

• Acts as visionary for future path of health system

• Advances the short-, long-term enterprise strategy
Strategic
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The chief executive officer

4 common CEO archetypes

In the healthcare landscape, we observe four distinct CEO archetypes with varying 

priorities that guide the organization.

▪ Turn-around CEOs: This CEO leads an organization's course correction. They are 

often charged with making difficult trade-offs, reducing lines of business, and finding 

cost savings. Margin and financial health are usually a high priority and should be 

addressed when delivering a sales pitch to this CEO.

▪ Continuation CEOs: These individuals typically inherit their CEO position and want 

to maintain the existing trajectory of their organization. Introducing novel ideas to this 

CEO type might be a challenge but is a powerful selling opportunity if done tactfully.

▪ Empire-building CEOs: This CEO aims to heighten the prestige of a health system 

and bolster its financial assets. Compared to other CEOs, it may be simpler to win 

this type over due to their willingness to make large investments to grow their 

organization.

▪ Transformational CEOs: These CEOs strive to transform their organization, taking 

it in a new direction to achieve success. As a result, they may be willing to purchase 

and consider new vendors aligned with their anticipated transformation.

To effectively sell to a CEO, you must understand their specific vision for 

their organization. A pitch must demonstrate how a service will further the

organization's goals or help the CEO achieve their agenda.
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The chief executive officer 

How to sell to CEOs

• Gain an understanding of the CEO's vision and demonstrate how the product 

propels the organization in the desired direction.

• Create a concise one-page explanation with a value proposition to accompany 

a brief presentation. This one-pager should include bullet points and be easy 

to skim.

• Determine if the CEO is the right individual to receive the initial sales pitch. 

Receiving buy-in from another C-suite executive first can bolster a pitch.

• Highlight the innovation, disruption, and learning opportunities of the pitched 

product or service. Emphasize the benefits and potential for the organization. 

Provide data-based results and case studies to show the potential impact.

CEO conversation starters

2

3

What are your biggest barriers to executing your vision for your health system?

How many of your problems fall into concept problems (I need new ideas) versus execution 

problems (I need better delivery on our ideas)?

What does success look like for your organization right now? In 5 years?

1

• The CEO is responsible for advancing the mission and business objectives of 

the health system through the management of their C-suite. CEOs maintain 

accountability to the board and funders, work with partners and the public, and 

determine the health system's direction.

• CEOs are concerned with the internal affairs of their healthcare system, 

including the state of their employees and work environment. Using a genuine 

and empathic framing may build rapport for your sales pitch.

• In their role, CEOs succeed by making fast and accurate decisions. Sales

pitches must be distilled through this perspective.

What CEOs care about
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LEGAL CAVEAT

Advisory Board has made efforts to verify the accuracy of the information it provides to members. This report relies on data obtained from many 

sources, however, and Advisory Board cannot guarantee the accuracy of the information provided or any analysis based thereon. In addition, 

Advisory Board is not in the business of giving legal, medical, accounting, or other professional advice, and its reports should not be construed as 

professional advice. In particular, members should not rely on any legal commentary in this report as a basis for action, or assume that any tactics 

described herein would be permitted by applicable law or appropriate for a given member’s situation. Members are advised to consult with 

appropriate professionals concerning legal, medical, tax, or accounting issues, before implementing any of these tactics. Neither Advisory Board 

nor its officers, directors, trustees, employees, and agents shall be liable for any claims, liabilities, or expenses relating to (a) any errors or 

omissions in this report, whether caused by Advisory Board or any of its employees or agents, or sources or other third parties, (b) any 

recommendation or graded ranking by Advisory Board, or (c) failure of member and its employees and agents to abide by the terms set forth herein.

Advisory Board and the “A” logo are registered trademarks of The Advisory Board Company in the United States and other countries. Members are 

not permitted to use these trademarks, or any other trademark, product name, service name, trade name, and logo of Advisory Board without prior 

written consent of Advisory Board. All other trademarks, product names, service names, trade names, and logos used within these pages are the 

property of their respective holders. Use of other company trademarks, product names, service names, trade names, and logos or images of the 

same does not necessarily constitute (a) an endorsement by such company of Advisory Board and its products and services, or (b) an 

endorsement of the company or its products or services by Advisory Board. Advisory Board is not affiliated with any such company.

IMPORTANT: Please read the following.

Advisory Board has prepared this report for the exclusive use of its members. Each member acknowledges and agrees that this report and

the information contained herein (collectively, the “Report”) are confidential and proprietary to Advisory Board. By accepting delivery of this Report, 

each member agrees to abide by the terms as stated herein, including the following:

1. Advisory Board owns all right, title, and interest in and to this Report. Except as stated herein, no right, license, permission, or interest of any 

kind in this Report is intended to be given, transferred to, or acquired by a member. Each member is authorized to use this Report only to the 

extent expressly authorized herein.

2. Each member shall not sell, license, republish, or post online or otherwise this Report, in part or in whole. Each member shall not disseminate 

or permit the use of, and shall take reasonable precautions to prevent such dissemination or use of, this Report by (a) any of its employees and 

agents (except as stated below), or (b) any third party.

3. Each member may make this Report available solely to those of its employees and agents who (a) are registered for the workshop or 

membership program of which this Report is a part, (b) require access to this Report in order to learn from the information described herein, 

and (c) agree not to disclose this Report to other employees or agents or any third party. Each member shall use, and shall ensure that its 

employees and agents use, this Report for its internal use only. Each member may make a limited number of copies, solely as adequate for 

use by its employees and agents in accordance with the terms herein.

4. Each member shall not remove from this Report any confidential markings, copyright notices, and/or other similar indicia herein.

5. Each member is responsible for any breach of its obligations as stated herein by any of its employees or agents.

6. If a member is unwilling to abide by any of the foregoing obligations, then such member shall promptly return this Report and all copies thereof 

to Advisory Board.
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