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Comprehensive Health Services, Inc. is the industry’s largest 
independent provider of onsite health centers, nationwide 
exam programs and rapid response medical readiness 
teams. Corporations and government agencies choose CHS 
for workforce health and productivity management solutions in-
cluding onsite primary care, occupational health and pharmacy 
services. CHS also provides nationwide medical surveillance, 
pre-placement and fitness-for-duty exams. With a deeply ana-
lytical approach to employee health, CHS maximizes the effec-
tiveness of every health care dollar spent, while ensuring em-
ployees have the best treatment options. CHS tailors health 
care delivery to employers’ overarching benefits strategies and 
supports each client with integrated health information systems. 

INTERVIEWED BY LARRY JANIS 

LJ: Since our readers may not be familiar with CHS and your role with the 
firm, would you give us an overview of the organization and your respon-
sibilities?  
SC: CHS is the leading national workforce health management company serv-
ing government and commercial clients. We provide onsite health centers, na-
tional exams and medical readiness teams. Most recently we expanded into the 
international market with operations in the Middle East, where we are now on 
site, providing medical support to thousands of U.S. government subcontrac-
tors and interpreters. 

Here in the U.S., we have 90 onsite medical centers serving commercial cli-
ents, where we provide primary care, occupational health, acute care, preven-
tive care, and chronic condition management. CHS has had an emphasis over 
the last two years on information technology systems that integrate and com-
municate with individual customers’ health plan, pharmacy benefits manage-
ment plan, health risk assessment and disease management vendors. Our pio-
neering platform brings all that information to the fingertips of the provider so 
the patient can have the most comprehensive medical visit possible.  

My role as executive vice president is to oversee all the company’s commercial 
business, which includes onsite health centers, network management and 
medical readiness teams for commercial customers. CHS has grown on an an-
nualized rate of 20 percent a year for the last three years, and we are on to a 
great start in 2009.       
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LJ: You have been in the onsite health care industry since 1991. 
What changes have you seen in this sector?  
 
SC: The onsite health care model has evolved from its original focus on 
occupational health, in treating work-related injuries and medical surveil-
lance. Since the early 1990s, onsite health care has developed into a 
much more comprehensive health care delivery model. In addition to tra-
ditional occupational health issues, onsite health care today includes 
acute care, preventive care and chronic care. In most cases, CHS’ onsite 
health centers do not replace the patients’ primary care providers. We 
serve as an optimizer of the customers’ health initiatives, and we dramati-
cally increases patient participation rates in prevention programs. We 
support the patients’ medical home by closely coordinating care with their 
primary care physician and other community health resources. CHS be-
lieves firmly that the onsite employer market is demanding a more com-
prehensive patient care model than what has previously existed in the 
onsite industry.  Reporting and analytical requirements are also advanc-
ing quickly. 
We have also seen an increased demand for outsourcing onsite medical 
centers. Because of our national presence, CHS is uniquely qualified to 
offer a strong value proposition to customers who are looking to out-
source these services. As a private company, CHS has been able to 
make enormous investments in human capital. He have added imple-
mentation teams, quality teams, technology support teams, and opera-
tors at a very aggressive rate.  We are unique in that we have built our 
human capital infrastructure with capacity to onboard large, multi-site cli-
ents very effectively. Our operating philosophy is: do it right the first time 
so that it doesn’t need to be fixed later. 
 

LJ: What innovations are your clients looking for?  
 
SC: CHS clients are certainly expecting our delivery model to reduce 
their health care costs by providing more access, not less, and by pro-
viding more integrated care as opposed to fragmenting care. They are 
expecting wireless, paperless onsite medical centers and an improved 
patient experience. CHS clients are demanding minimal wait times for 
patients and maximized interaction between providers and patients. 
They also expect CHS to very actively coordinate care with patients’ 
community health providers. To us, integration means working with the 
patient’s treating physicians and making sure our onsite health providers 
have all the patients’ information at their disposal. Our integrated solution 
allows our providers to improve their engagement with each patient— 
and to improve safety.  
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LJ: You have recently launched a new service to clients. Would 
you give us an overview of the technology?  
 
SC: Yes, in February 2008, CHS deployed a new technology platform 
for onsite health centers that is a wireless and paperless, multi-
functional solution. Our goal with this technology is to deliver a fully 
integrated platform that improves the patient experience and patient 
safety and better allows us to measure provider behavior and report 
outcomes. The emphasis for CHS on technology has not been build-
ing the most complex electronic medical records system on the mar-
ket, but to focus on coordinating care and providing tools to the pro-
viders that better allow them to change patient behavior. And, of 
course, we have to be able to provide sophisticated clinical and finan-
cial reporting related to outcomes. 
Basically, the new technology offers highly integrated electronic medi-
cal record and enterprise practice management functionality; integra-
tion with the customer’s health plan and pharmacy benefit manage-
ment company; lab and other diagnostic interfaces; a patient portal; e-
prescribing; provider dispensing; an embedded health risk assess-
ment tool; predictive modeling, and warehousing, data analytics and 
highly customized reporting.  These tools have to identify the em-
ployer’s disease landscape, they must support the treating providers 
in a manner that improves the patient-provider interaction, they must 
improve safety, and they must enable advanced reporting. 
 
 
LJ: How has the industry reacted to your new technology  
platform?  
 
SC: CHS has had tremendous success in the competitive bidding en-
vironment in the past 2 years. Most new customers are pointing to our 
advanced technology platform and deep management infrastructure 
as the prime reasons we were selected.  
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LJ: What has made you successful? 
 
SC: As a privately held company and the largest independent provider in 
the onsite health care industry, CHS has had the freedom to take a very 
long-term view of the market and invest accordingly. This long view, cou-
pled with our private capital structure, has allowed CHS to deploy capital 
for which it may take an extended period of time to see returns. This is our 
advantage over public companies, which have to report earning every 
quarter, and smaller companies that don’t have the resources to finance 
growth. It allows us to make investments in technology and human capital 
over a very long time. This ability to improve our delivery model and im-
prove patient and customer satisfaction distinguishes us from competitors, 
and sets us apart—as does our independence, which is an important fac-
tor cited by employers when they select CHS. We are a trusted patient ad-
vocate that is not associated with a health plan or retail pharmacy chain. 

Integrated Search Solutions Group 
We are a retainer based executive search firm with over a decade of experience in 
successfully attracting top talent in the areas of Outsourcing (IT, BPO and BPM), 
Consulting (Strategy & Technology) and traditional corporate functions (CIO, CTO, 
CFO, etc). We have worked effectively with major corporations as well as venture 
capitalized start-ups. Executive recruiters typically pride themselves in their ability to 
recruit top executives, irrespective of the industry. Leaders tell us a different story; 
they value what we do because we understand their business.   

OFFICE LOCATIONS: New York - New Jersey - Florida - London  

CONTACT US: 

Phone: 516-767-3030 
Email: janis@issg.net 
Web:  www.issg.net  
 
Members of:  HROA, SBPOA 
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