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Feature

Mentors and Models: A Powerful Strategy 
for Leadership Development
By Vickie Axford Austin

When Odysseus went off to the Trojan 
War, he wouldn’t leave his son 

Telemachus behind without appointing 
a teacher and guide. Odysseus hired a 
family friend, Mentor, to be his son’s 
tutor. In today’s business world we use 
the term ‘mentor’ to describe a person 
who guides a younger or less-seasoned 
professional, and mentoring can have 
a powerful impact on people as they 
develop and grow in their careers.

“Sure, I’ve had plenty of mentors,” 
said Don Fitzgerald, director of audit 
services at BJC Healthcare in St. Louis, 
Missouri. “In the 35 years I’ve been 
working I’ve learned a lot from people I 
looked up to professionally.” Although 
Don said his mentoring relationships 
weren’t established within any formal 
programs, he learned by watching, 
having conversations with people whose 
experience he valued and modeling their 
behavior.

“There are a lot of things you need to 
know that you can’t learn from a book 
or article,” Don said. “Experience is the 
key. It’s invaluable when you hear from 
someone who’s ‘been there, done that.’” 

Formal vs. informal mentoring

Seven Keys to Successful Mentoring by E. 
Wayne Hart, published by the Center for 
Creative Leadership, gives this definition: 

“Mentoring is an intentional, 
developmental relationship in 
which a more experienced, more 
knowledgeable person nurtures 
the professional and personal 
life of a less experienced, less 
knowledgeable person.”

Whether the agreement is formal or 
informal, inside or outside the chain 
of command, seems less important 
than whether it’s the right fit. Success 

is dependent on the generosity of the 
mentor as well as the willingness of the 
protégé (sometimes called ‘mentee’) to 
learn.

Marianne Culich, director of internal 
audit and compliance at Swedish 
American Health Systems in Rockford, 
Illinois, remembered one of her mentors 
in her early days of public accounting 
at Coopers & Lybrand. Her contribution 
was one of several layers in the review 
process and, Marianne said, this was 
“back in the day” when review notes 
were hand-written. After one particular 
audit she recalls her audit manager, 
Gary Davenport, presenting her with 100 
review notes.

“I thought I’d done a great job,” 
Marianne said, “and when I got those 
100 review notes, I was devastated. 
But he was such a wonderful teacher. 
He took the time to talk with me and I 
learned so much from him. He knew I 
was new and needed help. And I valued 
his knowledge—he later became a 
partner of the firm.”

Like Marianne, Don Sinko, chief integrity 
officer of the Cleveland Clinic, started 
his career in public accounting. Don’s 
philosophy is that mentors are critical in 
our career development.

“Anyone who is successful has had 
mentors,” Don said. “No one makes it to 
the top or higher levels by themselves.” 
Don recalls two partners whose manner 
and style he learned to emulate. He 
watched them when they were on 
engagements with clients and “took their 
manner” as a model that he still uses 
today.

“They were very effective,” Don said. 
“Both of them were very technically 
competent—that’s expected—but their 
real success was that they were able 
to meet with clients, board members, 
management and doctors. They were able 
to communicate clearly and concisely. 
That’s why they kept getting asked back.” 
Don ended up working for those two 
partners, Bill Bergold and Rich Marrapese 
at Ernst & Young’s healthcare group, and 
Don said he still models their style today 
when doing his own presentations to the 
board.

Don Fitzgerald from BJC Healthcare also 
started his career in public accounting 
and he credits one of the partners, Bart 
Connors, as a “great mentor to me. He 
was technically very competent and 
professional. The way he dealt with 
clients, those who worked for him and 
those who worked with him had a great 
impact on me as I moved through my 
career. I’m still very much in contact with 
him and I still respect his leadership.” 

Access to information

Sometimes the value of a mentor is access 
to people—and information. Don Sinko 
learned that from his mentors as well and 
follows suit when working with his own 
team.

“When I was growing up [in the 
industry], my mentors filled me in 
on what was going on,” Don said. “I 
really appreciated knowing what ‘the 
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scoop’ was, organizationally speaking. 
I’m not talking about gossip—I 
mean information about operations, 
profitability, new ventures, news from 
the ‘C suite.’ That was the best part of the 
staff meeting.”

Don follows suit by sharing as much 
as he can with his own people and he 
said he spends the first third of his staff 
meetings telling them what’s going on in 
the organization. This practice apparently 
pays off: Don’s department scores in 
the top ten percent of the employee 
engagement survey done by Gallup for 
the Cleveland Clinic and his is one of 
the highest rated departments in the 
40,000-employee organization.

Information isn’t always just about 
the organization—it’s also how to be 
successful in the world of work. Bob 
Breighner, vice president of compliance 
and audit service at Select Medical 
Corporation in Mechanicsburg, 
Pennsylvania, recalls two individuals, 
Eric Linde, a corporate controller, and 
Joe Barlek, a tax accounting manager at 
Susquehanna Pfaltzgraff, who shared not 

only work-related guidance but also their 
life experience.

“I was a tax accounting intern in college at 
Penn State,” Bob said, “and both of these 
men provided insights throughout college 
and then later when I worked for them. 
They had 20 years of work experience 
and they gave me an idea of what was 
important, what was valued.” 

From protégé to mentor

At some point in our careers, we transition 
from protégé to mentor. Once we’ve had 
the gift of mentoring, it’s time to pass it on. 
Bob Breighner understands that.

“Now that I am where I am, I try to follow 
that same model” of his mentors, Bob 
said. “I share not only work experience 
but life experience, and I emphasize 
the importance of giving back. That 
may seem unrelated to work but it’s an 
expectation that when you’ve benefited 
from your work in the community, you 
give back your time and money.”

Bob doesn’t have any formal protégés 
but rather finds himself informally 
mentoring people, talking about the 
direction for his department but also 
“sprinkling in” other things that are 
more related to being successful in life. 
And he shares what he calls “Ramblings 
of an Old Man” with the summer interns, 
talking about the need to volunteer.

Don Fitzgerald says he “gets calls all the 
time,” and is always willing to talk with 
someone who seeks his counsel about 
career strategy. He shares about his own 
career path and makes suggestions about 
what might be the best pursuit for the 
other person’s skills, whether it’s in his 
area or not.

At the Cleveland Clinic, Don Sinko 
spends time mentoring whether it’s 
during someone’s formal annual review 
or informally when someone might be 
interested in moving into his department. 
“I spend a lot of time with people,” he 
said, adding, “People are our assets. I 
hope to promote them, help them get into 
operations or help them find out what 
they want.”

While Marianne Culich doesn’t have 
any formal reports at Swedish American 
Health Systems, she sometimes feels 
she’s “mentoring” the people she works 
with while doing an audit. “I engage the 
folks, help them in their area and make 
it as collaborative as possible. Their 
feedback is positive.” And Marianne says 
she still hears from some of the people 
she mentored more formally back in her 
public accounting days.

A plan for success

Another rationale for mentoring is 
to establish a succession plan within 
your organization. At BJC Healthcare, 
mentoring is encouraged as a way to pave 
the way for leadership in the future.

“Anyone who is 
successful has had 

mentors,” Don said. 
“No one makes it 

to the top or higher 
levels by themselves.”

People are our assets. 
I hope to promote 

them, help them get 
into operations or 
help them find out 
what they want.”
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“Those of us in key roles are preparing 
someone to follow behind us and be able 
to move into our positions as we move 
onto other things or retire,” said Don 
Fitzgerald. “In my department, internal 
audit, I’m trying to mentor my staff to feel 
good about filling my role” when the time 
is right.

If you’re on your way up the career 
ladder, finding a mentor is a powerful 
strategy for moving your career forward 
with momentum. And once you’re at 
the top of that ladder, it’s a privilege to 
give back. Whether you’re a mentor or 
protégé, there’s an opportunity to make a 
difference in someone else’s life—and in 
your organization. NP

Vickie Austin, founder of CHOICES World-
wide, is a business and career coach and a 
professional speaker based in Wheaton, IL. 
She worked as a marketing communications 
professional in the healthcare industry for 20 
years. Some of her beloved mentors include 

Helen Hooper and Tom Rine from Southwest-
ern Medical Center in Lawton, OK; Mike 
McCallister of Humana, Inc.; and Chuck 
Lauer, former publisher of Modern Healthcare 
magazine. You can reach her at (630) 510-
1900 or vaustin@choicesworldwide.com.

“Those of us in key roles are preparing someone 
to follow behind us and be able to move into our 
positions as we move onto other things or retire,” 

said Don Fitzgerald.

Is Healthcare Marketing Protected Commercial Speech Under the Supreme Court’s Decision in Sorrell? — continued from page 45

W. Bradley Tully, BNA's Health Law & 
Business Series, Federal Anti-Kickback Law, 
"Marketing," Section 1500.07.E.

The Court's reasoning in Sorrell arguably 
now adds another factor to consider in 
the analysis and should give government 
enforcement officials cause to rethink 
their approaches to pursuing healthcare 
marketing activities. 

This is especially so since violations of the 
anti-kickback laws can serve as predicates 
for civil false claims actions thus 
expanding even further the broad reach of 
these laws. See, e.g., McNutt ex rel. United 
States v. Haleyville Med. Supplies, Inc. 423 F. 
3d 1256 (11th Cir. 2005) [defendant's failure 
to comply with the anti-kickback statute 
could give rise to liability under the False 
Claims Act, 31 U. S.C. Section 3729 et al], 
and more recently, United States ex rel. 
Wilkins v. United Health Group Incorporated, 
__ F. 3d __ (3rd Cir. 2011) 2011 WL 2573380.

Conclusion

Marketing healthcare services and 
products can fulfill important public 
purposes, especially where such marketing 
improves access to healthcare. Healthcare 
enforcement officials should confer with 
healthcare policy makers to strike a new 
balance regarding the dissemination of 
healthcare information in light of Sorrell.

Unfortunately, for Dr. Guiamelon, the time 
may have passed. Her efforts to reach out 
to the uninsured were thwarted by her 
arrest and conviction under Section 650. 

If the conviction is upheld, uninsured 
persons, needing preventative health care, 
will be deprived of information that could 
give them access to doctors who could 
provide such services through programs 
that will cost the patients nothing.

Such regulation on commercial speech 
smacks of the same potential "viewpoint" 
discrimination and paternalism criticized 
by the Court in Sorrell. 2011 WL 2472796 at 
pages *8 and *16. 

Yet, unless the Court's decision is heeded 
by healthcare enforcement officials and 
policy makers, the message will remain 
that the government knows best how to 

protect healthcare consumers' choices of 
providers and how to make access to care 
available to the uninsured.

In Sorrell, the Court cautioned that the 
First Amendment “directs us to be 
especially skeptical of regulations that 
seek to keep people in the dark for what 
the government perceives to be their 
own good.” Criminalizing or otherwise 
burdening marketing efforts in healthcare 
will continue to keep people in the dark—
even those who could benefit most from 
knowing of a particular provider's services.

The Supreme Court's decision in Sorrell 
has now been brought to the attention of 
the court of appeal in Dr. Guiamelon's 
case as an additional reason for setting 
aside her conviction, a conviction which 
is in no one's best interests, especially the 
patients who will no longer receive Dr. 
Guiamelon's services. NP

Patric Hooper is a founding partner of Hooper, 
Lundy & Bookman in Los Angeles. He special-
izes in litigation against the federal and state 
governments involving health care matters. He 
can be reached at phooper@health-law.com.

Reproduced with permission from BNA's 
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(July 13, 2011). Copyright 2011 by The Bu-
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