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About Johns Hopkins Medicine

Johns Hopkins Medicine

Quick Facts

« Consistently among the top US hospitals

* Includes 6 hospitals, 4 surgical centers, 39

outpatient locations and 6 ambulatory surgery
centers.

« Renowned for specialty and subspecialty care
* Pioneers in medical research and clinical trials.

« Community Focus: Extensive community health
initiatives and outpatient services.

THE JOHNS HOPKINS
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-l Our Mission

The mission of Johns Hopkins Medicine is to
improve the health of the community and the world
by setting the standard of excellence in medical
education, research, and clinical care.
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About IQVIA

Health System Solutions Quick Facts

Physician Marketing

Digital Audience
Segmentation and
Activation

Claims, Provider
Reference, and Rx
Data

Behavior
Data

Liaison
ngagement

Health System Marketing & Business Strategy Teams
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Global leader in healthcare data
National leader in physician data
90,000 employees across 100 countries

Partnered with 16 of the top 20 U.S.
News & World Report-ranked hospitals
and health systems

Work with JHM

Partner since 2017

Broadcast Email, AIM Trigger Programs,
Social & Programmatic Audiences

Supporting all adult & peds service lines

Supporting strategic priorities for
Referral, Reputation/lUSN&WR, CME
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Importance of Physician Marketing

How important would the following factors be to you when selecting a health care
facility?

Hospital Accepts Insurance |G 63
Reputation of Hospital | 55.1
Your Doctor Recommends |GGG 5.7
Conveniently Located | EGTNNNENEGNGEGEGEGEEEEEEEEEEEEEE 56
Previous Experience with Hospital | GGG 65
Friends/Family Recommendation || GGG 570

0 10 20 30 40 50 60 70 80 90 100

NRC Study, “Market Insights Survey of consumers, 2020”
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High-Value Physician Influence

What stands between the patient and the referral? Patients have choices but look to their physician as the
authority on their next action.

One of the key
findings of a recent
study done by the
ABIMF showed that
“the public has
greater trust in

R Consult Referral
V) S

Patient Physician

physicians than they
do in the health care
system as a whole”
(64% completely/
somewhat trust).*

30 00
30 500

&
&

*American Board of Internal Medicine Foundation (ABIM) commissioned NORC at the University of Chicago to conduct surveys of trust in the U.S. health care system among the public and physicians.
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chrome-extension://efaidnbmnnnibpcajpcglclefindmkaj/https:/www.norc.org/content/dam/norc-org/pdfs/20210520_NORC_ABIM_Foundation_Trust%20in%20Healthcare_Part%201.pdf

Johns Hopkins Medicine
Physician Marketing Strategy
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Opportunities

Competitive Environment

AMCs compete nationally for advanced
services, while regional health systems are
becoming more sophisticated in their
approach to care.

Strategic Approach

Physician marketing is a priority and requires
a targeted approach. Reputation alone does
not create the necessary leads in this
environment.
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Understanding
opportunities
and your
competitors

Informs how
you differentiate
your
organization.




JHM Physician Strategy

» Every service line is evaluated for a physician marketing angle

« Constant relationship building and management with physicians and
service line leaders

« Build a referral strategy:

« Understand the value your service offers

» Understand the physician specialties most likely to refer
» Develop a model for general provider awareness
» Develop targeted marketing approach to maximize referrals

 Manage leakage
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Being strategically
focused provides
the opportunity to

be business
partners who work
with departments
to grow revenue.




Strategic Physician Engagement
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The Push & Pull of Physician Marketing

-
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Push

AIM Triggered Email

Observe HCP research behavior and trigger brand-
specific content directly related to HCP interest
within 24hrs

Broadcast Email

Proactively pushing your health system and service
line messages to physicians at a time that is
pertinent to your health system goals & initiatives

v Further invest in service lines that are a top
priority for referral building

v' Create on-going awareness and preference with
HCPs of interest

v Access to HCPs in all specialties of interest for v Capitalize on the physician’s current interest

email communications v' Create highly applied awareness & preference

v" Keep HCPs up to date on your health system’s
messaging via newsletters

v' Create cadence to influence voting behavior
within USN&WR specialties Pull
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Your Health System Message In HCPs Hands At High-Value
Diagnosing and Treatment Windows

IQVIA Provider Client Program Related Physician Client Trigger Program Deploys
Research Ecosystem Research Activity Identified Within 24 hours of Research Activity

>5,800
Physician o
- * Provider:
I nte reSted * Dr. Jane Smith ‘
. * Specialty:
Sltes * Radiation Oncologist
* Research:
+ hopkinsmedicine.org * Adenocarcinoma treatment
* Activity Date:
* April 30, 2025
JHM Proton Therapy Drip Program
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Enabling Health Systems To Engage With Referring Physicians
When They Are Making Critical Treatment Decisions For Their

Patients

Dr. Smith is consulting her patient on her
thoracic cancer diagnosis. Her patient is
currently in chemotherapy and has
already gone through radiation. Part of
her patient’s left lung has been removed,
and traditional photon therapy would
expose her heart and spine.

IQVIA Confidential. For discussion purposes only. Not approved by management.

Dr. Smith uses professional research
sites to investigate treatment options
and recent studies. While researching,
she comes across an article on a
journal site related to Proton Therapy,
which spares vital organs from exit
dose radiation specifically Thoracic
Cancer .

Review > Expert Rev Anticancer Ther. 2021 Feb;21(2):177-191.
doi: 10.1080/14737140.2021.1844567. Epub 2021 Jan 8.

Proton therapy fo1 thoracic malignancies: a review of
oncologic outcomes

Nirav V Patel 7, Nathan Y Yu 2, Antony Koroulakis 3, Tejan Diwanji 1 Amit Sawant 3,
Terence T Sio 2, Pranshu Mohindra *

Affiliations + expand
PMID: 33118427 DOI: 10.1080/14737140.2021.1844567

Abstract

Introduction: Radiotherapy 's an integral component in the treatment of the majority ofithoracic
malignancies. By taking advantage of the steep dose fall-off characteristic of protons combined with
modern optimization and delivery techniques, proton beam therapy (PBT) his emerged as a potential
tool to improve oncologic cutcomes while redudin g toxicities from treatment.Areas covered: We
review the physical properties and treatment techniques that form the basis of PBT as applicable for
thoracic malignancies, including a brief discussion on the recent advances that show promise to
enhance treatment planning and delivery. The dosimetric advantages and clinical outcomes of PBT are

IQVIA’'s AIM readers identify that Dr.
Smith is consuming clinical content
contextualized within the Johns
Hopkins Medicine program. This
activity identifies Dr. Smith’s entry into
the program receiving the first email
within 24 hours.
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Provider Communication Evolution

Dr. Smith is exploring online options for her patient with thoracic cancer, allowing Johns Hopkins to enhance
awareness, preference, and referral activities. Moving forward, additional channels can be added to create a
comprehensive surround sound effect.

AIMXR Trigger - 1 AIMXR Trigger - 2 AIMXR Trigger - 3 AIMXR Trigger - 4

24hrs post research activity 2 week post trigger 1 2 weeks post trigger 2 2 weeks post trigger 3

Email detailing the benefits Email providing a proton Email providing FAQS Email featuring the benefits

of proton therapy in general therapy lung cancer case about proton therapy for of Proton Therapy in Lung
study lung cancer Cancer Treatment

@-O-@C-@®@0-

Sees Display Ad Liaison Activity Sees Social Ad

Based on research activity, ] ] Based on research activity, Dr. Smith is targeted with a
D h h . : .
Dr. Smith is entered into progr;asmmcl:ton?:r?fa%?j ivswtsent Dr. Smith is entered into proactive email series
programmatlp display to the JHM Liaison Team for social campaign mtende_d to influence voting
campaign F/U behavior for USN season
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Johns Hopkins Medicine AIM XR
Programs and Case Study
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JHM AIM XR Trigger Programs

Proton Therapy Hepatobiliary and Pancreatic Surgery

\\

» Washington, DC

» Regional Targeting

 Atthe time, PT was a new
technology

« Lack of understanding
among referring MDs

* Minimal research on
effectiveness

Baltimore, MD

National Targeting

* Highly competitive regionally
« Showecasing expertise on an
existing treatment option

« Highlight advanced multi-
disciplinary treatments

Despite the differences between two initiatives and treatments, the common threads were:
- Importance of physician awareness and subsequent referrals

- Importance of aligning messaging to a clinical/current patient interest

- Importance of having a longer dialogue than is possible via most physician targeting options

IQVIA Confidential. For discussion purposes only. Not approved by management. :'. ; I Q \/ I /-\




Case Study: Proton Therapy AIM XR Program
Smart, Data-Driven, Effective Physician Marketing

Objectives

» Drive awareness of Proton Therapy and its effectiveness

« Establish JHM as treatment center of choice for Proton Therapy

» Drive new patient referrals to the new JHM Proton Therapy Center

Challenge
/K@/& » Proton Therapy is a highly specialized treatment option for patients with certain types of cancers. At the time, there was
minimal education about its effectiveness, so physicians were hesitant to refer.

Strategy
@ « Six-month IQVIA AIMXR triggered email campaign; targeting specialists of interest researching diagnoses and treatments
related to Proton Therapy across the mid-Atlantic.

Campaign Details

* 4 email streams deployed with 3 emails sent per stream - breast, CNS, prostate and thoracic cancer

« Physician Liaison activities in concert

» Physician leadership follow up engagement via call or email to high-value and highly engaged recipients

@
@D
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Case Study: Proton Therapy AIM XR Program

Sample Flow: Thoracic Cancer Stream

AIMXR Trigger - 1 AIMXR Trigger - 2 AIMXR Trigger - 3

Advances in lung 8 d JHM Lung Cancer 8 d
cancer treatment ays Case Study ays

Benefits of Proton
Therapy in Lung
Cancer Treatment

3 days

3 days /@ 3 days
% — LA
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Case Study: Proton Therapy AIM XR Program

Sample Flow: Thoracic Cancer Creatives

View in Browser

Johns Hopkins Proton Therapy Center

Advances in Lung Sparing Cancer
Surgeries:

Dr. Stephen Broderick discusses
advanced surgical procedures and the
benefits to lung cancer patients,

especially those with compromised
pulmonary function, the elderly and
former smokers.

‘Watch Video

Neoadjuvant Therapies for Lung
Cancer

When Johns Hopkins investigators
discovered that some patients with
early-stage lung cancers who received
immunotherapy prior to surgery had
dramatic responses, they used it as a
springboard to launch additional studies
of neoadjuvant therapies.

Learn More

Contact:

To refer a patient, go to hopkinsproton.org or call 202-804-3343.

Q T
JOHNS HOPKINS
MEDICINE
Johns Hopkins Medicine
Marketing and Communications
901 South Bond Street, Suice 550
Baktimore, MD 21231

If you prefer not to receive further messages from this sender, please ick here and confirm your request.
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Proton Therapy Facts-Thoracic
Cancers

Because the lungs are near vital organs
including the heart, esophagus, and spinal
cord, precise delivery of radiation is
exceptionally important. This is where
the precision of proton therapy comes
into play, avoiding radiation to the
esophagus, heart and healthy lung and

reducing the risk of side effects.

Learn More

Proton Therapy Case Study-Lung
Cancer

This study presents a 59-year-old male
with stage |IIB adenocarcinoma of the
left lower lobe of the lung. In cases
where radiotherapy dose to critical
organs such as lung or heart must be
minimized, modern pencil beam scanning
and on-treatment cone-beam CT
imaging, facilitates accurate and
successful treatment of complex
thoracic tumors.

Learn More

Contact:

To refer a patient, go to hopkinsproton.org or call 202-804-3343.

View in Browser

Because the lungs are near vital organs
including the heart, esophagus and spinal
cord, precise delivery of radiation is
exceptionally important. Johns Hopkins®
pencil beam scanning technology
combined with the precision of image-
guided therapy targets tumors with the
highest amount of cancer killing energy
with virtually no exit dose. Sparing
adjacent vital organs reduces the risk of
treatment related side effects including
lung inflammation, scarring of the lungs,

difficulties swallowing, heart
complications and pain.

Learn More

In this video, Dr. Curtiland Deville
demonstrates the benefits of proton
therapy - precise targeting using the
highest amount of energy with no exit
dose - in two patients.Vital organs are
spared from excess radiation.

‘WatchVideo

Contact:

To refer a patient, go to hopkinsproton org or call 202-804-3343.

Johns Hopking Nagional Proton Center

s () JOHNS HOPKINS

5255 Loughboro Rd, NW
MEDICINE
Washington, DC 20016

1f you prefer not o receive further messages from this sender. please click here and confirm your request.




Case Study: Proton Therapy AIM XR Program

Campaign Engagement Calculating Return On Investment

* 15,901 physicians were communicated by « Subspecialist engagement = 2,751
the J:_IM Protlon Therapy AIMXR triggered « # net new patient referrals x $ net income per
email campaign patient = RO

. 49%. of ’Fargets came from industry « JHM provided IQVIA with a Proton Therapy
publication websites specific net income per patient derived from a

o Top three Specialties for engagement: 12-month periOd ending in December 2023

General Practitioners, OB/GYNs,
Hem/Med Oncs
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Case Study: Proton Therapy AIM XR Program

(o)
Oi?i
31 Physicians

Observed making referrals to
Proton Therapy treatment at
JHM during the time period of
the triggered email program

28 Net New
Physicians Referring

Observed referring for Proton Therapy
treatment specialties of interest after
receiving triggered emails

15,901 Physicians

Initially sampled and
received triggered email

IQVIA Confidential. For discussion purposes only. Not approved by management.
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Key Takeaways

STRATEGY REFERRAL FOCUS INTELLIGENCE TIMELINESS MEASUREMENT
A solid physician Brand reputation Seek to understand |[dentifying key Ensure that your HCP
marketing strategy is cannot be your only how HCPs are moments when HCPs solutions have
key to profitable marketing vehicle for consuming content to are researching and quantifiable
growth physician referrals inform treatment making treatment measurement to
decisions decisions reaffirm strategy and

defend spend
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Thank You!
What questions do you have?
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Download the Case Study
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Johns Hopkins Medicine Increases Oncology
Referrals with Smarter Physician Engagement

Today's healthcare ecosystem poses a key
challenge for marketers: reaching busy
physicians at the precise moments theyre
researching treatment options for their
patients. With increasing patient panels
and limited time, effective communication
strategies for physicians demand
personalized, timely communication.

Johns Hopkins Medicine recognized this shift while working to increase patient
referrals to their Proton Therapy Center. Proton therapy, a highly specialized cancer
treatment, requires targeting the right referring physicians at the right time to
connect patients with this potentially life-changing treatment option.

The challenges: Overcoming barriers to effective HCP marketing

For Johns Hopkins Medicine, driving new patient referrals to their Proton Therapy Center presented several
challenges, including:

L
@’Q Complexity
Many high-value medical treatments are complex and require detailed discussions for healthcare professionals to fully
understand their benefits and appropriate patient applications.

L]
@o Targetability
Johns Hopkins Medicine effectively uses broadcast emails to keep physicians informed about service line news and updates.

AIM ¥R enhanced this approach by adding a personalized and tailored approach, ensuring that highly specific messages
reach physicians with relevant clinical interests at the most opportune times.

—-_——_—
’:f’ Precision
With a treatment as complex as proton therapy, effective physician engagement required identifying physicians at the
precise moments they are actively researching treatment options. This timing is crucial, as it significantly impacts referral
decisions, ensuring that physidans receive relevant information when they nead it most.

_—_—
J;\' Engagement
Johns Hopkins Medicine sought to establish long-term referring relationships with physicians who hadn't previously referred
— not just for proton therapy but across all service lines. Email outreach enables health systems to have a more long-form
engagement with physicians, intended to educate and change their behavior through detailed, dinical content.

=IQVIA

24



Disclaimer

The analyses, their interpretation, and related information contained herein are made and provided subject to the
assumptions, methodologies, caveats, and variables described in this report and are based on third party sources and
data reasonably believed to be reliable. No warranty is made as to the completeness or accuracy of such third-party
sources or data.

As with any attempt to estimate future events, the forecasts, projections, conclusions, and other information included
herein are subject to certain risks and uncertainties and are not to be considered guarantees of any particular outcome.

All reproduction rights, quotations, broadcasting, publications reserved. The contents of this presentation are
confidential, and no part of this presentation may be reproduced or transmitted in any form or by any means, electronic
or mechanical, including photocopy, recording, or any information storage and retrieval system, without express written
consent of IQVIA.

Copyright © 2025 IQVIA. All rights reserved. IQVIA® is a registered trademark of IQVIA Inc. in the United States and
various other countries.
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