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This document is your complete day-of reference. Everything you need to know, in order, without having to ask.
THE DAY AT A GLANCE


	Your Arrival
	9:15 AM — speaker check-in. Do not be late to this.

	Doors Open
	10:00 AM

	Your First Segment
	11:00 AM — 20 minutes. Healthcare dollar breakdown.

	Your Close
	1:50 PM — 20 minutes. Tie it all together.

	Hot Seat Panel
	2:10 PM — 20 min. You moderate.

	Lunch
	2:30 PM — Attendee networking. Circulate.

	Jarred Pierce
	3:30 PM — Unity Network segment. You bridge after.

	Event Close
	4:10 PM. You thank the room and announce Hilton Head.

	Happy Hour
	4:40 PM. Sponsored by Dante Panella / PriceMDs. You circulate.

	Gwen
	512-787-7922 — anything you need, day-of.



YOUR OPENING SEGMENT — 11:00 AM (20 MIN)


Goal: frame the entire day. Everyone in the room should leave your opening knowing exactly why they are here and what they are going to take home.
Cover these three things only:
1. The healthcare dollar: 75% is claims. That's the bucket. That's why we're all here.
1. The flow of today: DPC first, Samaritan Fund second, pharmacy third, specialty/bundled fourth, network close. Each speaker owns their lane.
1. The thesis: growth without structure defaults to BUCA. Growth with discipline compounds. Dallas is the test.

⚠  Keep your opening to 20 minutes. Gwen will signal you at 18 min. Do not go into the full Zenith company story here — save that for the close.

DURING SPEAKER SEGMENTS — YOUR ROLE


1. You are the anchor. Stay present in the room, not on your phone.
1. At the end of each segment, give a 60-second bridge to the next speaker. Connect their lane to the 75% claims thesis.
1. If a speaker runs long, Gwen will signal. You have permission to step in and move the room.
1. If a case study generates strong attendee energy, lean in. Allow 2–3 minutes of organic dialogue. Don't kill it just to stay on schedule.

LUNCH — 2:30 PM (60 MIN)


Networking window. Circulate the room. Reconnect with attendees one-on-one. Set up the Jarred segment — let people know the day is not over.

HOT SEAT PANEL — 2:10 PM (20 MIN)


You moderate. All speakers on stage. Audience submits questions from their notebooks.
1. Open with: "This is the part of the day where we stop presenting and start answering. No filters. If you have a hard question, now is the time."
1. If a question is directed at you: answer it, then redirect to a speaker if relevant.
1. If the room goes quiet: have two planted questions ready. "One I get asked a lot is..."
1. Keep it moving. 20 minutes goes fast. Cut questions that are running long.

YOUR CLOSE — 1:50 PM (20 MIN)


This is the bow. Every speaker built toward this. You tie the whole day to the thesis.
1. Recap the 75% claims bucket and what each speaker's solution addresses.
1. Show what a self-funded plan looks like when all five pieces are in place.
1. Name Dallas specifically: "If this design holds in a pressure market like Dallas, it holds anywhere."
1. Announce Hilton Head. Give Gwen the mic to close logistics.

KEY CONTACTS — DAY-OF


	Gwen Diede
	512-787-7922 — your first call for anything

	Dee Skinner (Statler)
	469-776-3722 — venue point of contact

	AV Contact
	[TO BE CONFIRMED]
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