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Biographical Information 
 

Rebecca Nguyen, Manager of Health Promotion, Battelle 
505 King Ave, Columbus, OH 43206 

614-424-4330      Fax: 614-458-4330 nguyenr@battelle.org 
 
In January 2011, Rebecca was brought on as the Health and Fitness Coordinator for 
Battelle, the world’s largest independent research and development organization. 
During this time, she made significant improvements to the employee exercise and 
engagement programs across multiple locations. Only 10 months later, Rebecca was 
appointed Manager of Health Promotion. In this role, she is responsible for developing, 
administering and managing the corporate wellness program, InShape, with a mission 
of engaging Battelle employees to optimize their well-being and quality-of-life. 
 
Before coming to Battelle, Rebecca worked for The Ohio State University from January 
2007– December 2010 as the Program Manager for the Exercise Science Department. 
In this role, she managed the university’s employee fitness program, exercise science 
laboratories, graduate assistants, and program contracts. Rebecca instructed 
undergraduate exercise science courses and supported the OSU Clinical Research 
Center by creating and conducting exercise tests for research studies in a variety of 
topics. 
 
Rebecca holds a Masters and Bachelors of Science degree in Exercise Physiology from 
The University of South Carolina in Columbia, SC.  
 
 

Derek Curlee, Vice President of Business Development, Airrosti 
47 E Hollister St., Suite 101, Cincinnati, OH 45219 

Cell: 513-442-8826      Main: 800-404-6050 derek.curlee@airrosti.com 
 
Derek Curlee brings more than ten years of experience in healthcare sales, 
management, and operations. Since 2012, he has led Midwest expansion efforts for 
Airrosti Rehab Centers, a Texas-based healthcare provider group with 12 locations in 
Cincinnati, Columbus, and Dayton.  Through collaboration with Ohio carriers, brokers, 
employers, and health systems, Derek focuses on developing and implementing value-
based solutions for musculoskeletal claims costs.   
 
Prior to launching Airrosti’s Ohio market, Derek managed 30+ clinics in North Texas.  
Airrosti employs and trains providers who specialize in delivering high quality, outcome-
based musculoskeletal care that significantly reduces recovery times for patients and 
prevents unnecessary MRIs, pharmaceuticals, injections, and surgeries. 
 
An Austin native, Derek received his Bachelor of Science in Industrial Distribution from 
Texas A&M University. 



Rebecca Nguyen, MS, ACSM
Manager, Health Promotion

InShape Incentives and Airrosti



InShape’s Mission

InShape’s mission is to optimize employee health and
quality-of-life by providing resources, services and programs
that enable employees to achieve a high level of well-being.

Our goal is to develop an organizational culture that
prioritizes well-being and empowers employees to take
responsibility for their personal health.





• Phase I: July 2011 – Awareness
 Introduced name, graphic, website

 Consolidation of existing resources

• Phase II: January 2012 – Engagement and Support
 InShape Advocates 

 Monthly themes driving education and events

• Phase III: January 2015 – Partnerships and Incentives
 Vendor – mobile and online platform

 Airrosti – on-site services

History
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InShape Incentives



• Web and mobile platform
 HRA, Biometric Screening, InShape Care Visit

 Healthy Visits and Healthy Bonus Points

 Activity and nutrition tracking

 Daily cards and healthy habits

 Challenges and step contests

 Valid or self-reported measures



Additional Resources
• On-site biometric screening, flu shots, allergy shots, mammography, 

farmers markets, fitness centers

• Employee Assistance Program

• Telemedicine

• Healthcare transparency tool

• New café vendor with nutrition program

• Farmers markets, Green BEAN Delivery

• Wellness education and seminars

• Meditation community

• Athletic leagues
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Macro Impact of MSK
“Musculoskeletal conditions are the costliest and most rapidly growing group of diseases.”

- Truven Health Analytics

Source: Huse DM, Marder WD. “What are the leading drivers of employer healthcare spending growth?” 
Truven Health Analytics, April 2013. 

Annual PMPY Cost



Micro Impact of MSK
Traditional Transaction-Based Patient Experience

Multiple Points of Entry

Little to no Collaboration

Lack of Quality Metrics: 
Outcome, Experience & Cost



Micro Impact of MSK
Collaborative Care Development

Early Triage
&

Standardized Care Pathway

Provider Collaboration
Appropriate Care & Timing

Measured & Reported Results: 
Outcome, Experience & Cost



Airrosti and Battelle: Collaborative History

December 2012 – Airrosti introduced to Battelle as an option to manage MSK 
costs

May 2013 – Pilot program begins; 10 employees treated onsite over a 3-week 
period at no cost

October 2013 – All treatment plans complete and 3 months of post-treatment 
surveys and outcomes

September 2014 – Airrosti ready to enter Columbus market; discuss onsite 
clinic at Battelle

January 2015 – Onsite clinic opens in Battelle Fitness Center; employee 
outreach kicks off

June 2016 – Airrosti becomes a lowered copay for PPO/HRA plan members



Outreach and Engagement

• Ongoing free injury assessments offered
• Monthly info table in café
• Health at Your Desk info sessions
• Foam roller classes at fitness centers
• Meet the Doc at Battelle 5K, farmers markets, benefit fairs
• Onsite engagement at West Jefferson location



Impact of Airrosti
• Patients who use Airrosti first:
 Have shorter treatment plans on average

 Avoid unnecessary imaging, specialist visits, prescriptions, surgeries and 
lengthy PT/Chiro treatment plans

Employees averaged 10-11 visits with a PT or Chiro before trying Airrosti



Outcomes to Date

• 230 patient cases
• 3.5 average number of visits
• 79.4% reported full recovery
• 4 recommended surgeries avoided
• 90% reported reduction or elimination in medication use 

for injury
• 99.5% would refer family or friends

Source: Airrosti Patient Reported Outcomes, as of July 28, 2017



Battelle Patient Stats
Average age: 45 years

73% treated at onsite clinic
27% treated at Airrosti locations in Ohio

Prevalence of Injuries Treated
 25.7%: Lumbosacral / Low Back

 15.2%: Shoulder

 12.6%: Knee

 11.3%: Cervical / Neck

 9.1%: Ankle / Foot

 6.0%: Thoracic / Upper Back

 5.7%: Hip



Patient Testimonial

“I had ACL reconstruction surgery 5 years ago in high 
school, and my physical therapist at the time completely 
neglected the soft tissue part of by rehab...I was missing 
around 20 to 25 degrees of extension. I was pretty skeptical 
at first with the low amount of therapy needed, but once Dr. 
Young started working on my knee it changed everything. I 
felt my leg almost unlock after every visit and after only six 
visits my leg is now straight and I can work to full extension 
with the exercises they provided. This would have taken 
months and months in therapy to accomplish these results.”



800.201.2011  |  solutions@battelle.org   |  www.battelle.org

Rebecca Nguyen, MS, ACSM CES
Manager of Health Promotion
Benefits Finance
Office: 614.424-4330 | Fax: 614.458-4330
nguyenr@battelle.org









HISTORY OF AIRROSTI |  Exceptional Outcomes Drive Our Partnerships 

2004 2008 2014

2007 2009 Current

First Patient
Treated

Carrier Partnerships 
Begin

Population Health 
Integration

5 States
200+ locations
400,000+ cases

Quality Measures:
Outcomes, Experience, & Cost

Primary Care
Collaboration
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Patient Centered Musculoskeletal Care

Reducing Imaging, Surgeries & Recovery Time
• Clinical Guideline Adherence with Evidence Based Medicine
• One Hour 1-on-1 Patient Time
• Manual Therapy & Active Care vs. Passive Modalities

Standardized Clinical Pathways
• Strict Provider Vetting, Training & Utilization Management
• Member Outcome & Experience Reporting
• Claim Analytics to Ensure Lower Cost

CARE PATHWAYS & RESULTS  | Improved Outcomes, Cost & Experience
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MACRO & MICRO
IMPACT OF MSK



MACRO IMPACT OF MSK | “The costliest, most rapidly growing...”

Prevalence of Self Reported Medical Conditions, Ages 18 and Older

Source: United States Bone and Joint Initiative: The Burden of Musculoskeletal Diseases in the United States, Third Edition, 2014. Rosemont, IL. Copyright © 2014 by the United States Bone and Joint Initiative. Available at 
http://www.boneandjointburden.org 27



MACRO IMPACT OF MSK | “The costliest, most rapidly growing...”

Proportion of Total Lost Work Days by Medical Conditions, Ages 18 and Older

Source: United States Bone and Joint Initiative: The Burden of Musculoskeletal Diseases in the United States, Third Edition, 2014. Rosemont, IL. 
Copyright © 2014 by the United States Bone and Joint Initiative. Available at http://www.boneandjointburden.org. 

3.4% - Cancer

8.9% - Migraines/severe headaches

17.1% - Hypertension/heart conditions

18.3% - Respiratory conditions

52.2% - Musculoskeletal conditions
• 25.8% - Back/Neck Pain &
• 26.4% - Chronic joint pain/arthritis
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Keys to Musculoskeletal Cost Management

Affordability
• Value Based Benefit Design
• Narrowed Network
• Outcome Visibility and Claims Tracking

Convenience
• Primary Care, ACO & Specialty Co-locations
• On-site Clinic Integration

COLLABORATION & ENGAGEMENT  | Improved Outcomes, Cost & Experience

9

Engagement
• Surgical Avoidance Programming & Education
• Musculoskeletal Wellness Programs



CONVENIENCE
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Transaction Based Patient Experience

MICRO IMPACT OF MSK | Employee & Health Plan Member Experience

Common Pre-Airrosti Experience – Low Back Pain Case
• 7 Minute Physician Visit
• Pain Medication Rx
• High-Tech Imaging
• Specialty Referral
• Pain Management with Injections
• 11 Physical Therapy Visits
• 27 Chiropractic Visits
• X-rays & “Maintenance” Plan
• 2nd Specialist Referral
• 2nd MRI
• Surgery Recommended 



Creating a Musculoskeletal Triage

MICRO IMPACT OF MSK | Health Plan Member Experience

Early Triage
&

Standardized Care Pathway

Provider Collaboration
Appropriate Care & Timing

Measured & Reported Results: 
Outcome, Experience & Cost
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MEMBER ENGAGEMENT



NO COST ENGAGEMENT SOLUTIONS | For Covered Plans
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NEW EMPLOYER ENGAGEMENT BEST PRACTICES

NO COST ENGAGEMENT SOLUTIONS | For Covered Plans

• Benefit Education
• Recurring High Value MSK Wellness Workshops, Activities 

and Educational Programs
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AFFORDABILITY



OUTCOME REPORTING | Collected at Each Visit

Outcome Summary
• Over 407,660 Patient Cases

• 3.2 Average Number of Visits

• 88.6% Reported Full Recovery

• Over 8,500 Recommended Surgeries Avoided

• 99.6% Would Refer Friends or Family

Source: Airrosti Patient Reported Outcomes, As of September 6, 2016

2 Year Member UM & Visit Distribution:
• 4.6 Member Visit Average (all conditions)

• 28% 1 to 2 Visits

• 50% 3 Visits or Less

• 82% 6 Visits or Less

On Demand Patient-Reported Outcomes
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THIRD PARTY
EPISODIC CLAIM STUDIES



THIRD PARTY CLAIM STUDY | Expanded Study Results

Total Episode of Care - Airrosti vs. Non-Airrosti
270 Day Episodes - All MSK DX Groups

AIRROSTI CARE PATHWAY NON-AIRROSTI CARE PATHWAY

Procedure Utilization High Tech Radiology Only

67% reduction in 
radiology utilization
with Airrosti care

79% reduction in 
procedure utilization

with Airrosti care
The total cost of Airrosti 
care averages 56% the 
total cost of traditional care.

1.6% 
56% 

7.7%

5.7% 

17.1% 

Airrosti Average Episode Cost: $1,090
Non-Airrosti Average Episode Cost: $1,930

This study was conducted by Koan Health, Airrosti's leading analytics partner. Koan Health provides advanced episode analytics that effectively 
demonstrate value and enhance performance. 20



CLAIM ANALYTICS| Impact On Absenteeism

AIRROSTI CARE PATHWAY NON-AIRROSTI CARE PATHWAY

Hours Away from Work 
Seeking Medical Care

Average Episode Length 
(Total Days Under Medical Care) 

47% reduction in 
episode length with 
Airrosti care

40% reduction in hours 
with Airrosti care *

18 Hours 

30 
Hours

35 
days 

66 days 

This study was conducted by Koan Health, Airrosti's leading analytics partner. Koan Health provides advanced episode analytics that effectively 
demonstrate value and enhance performance.

* Hours of care calculated by 
multiplying total unique days in 
care within an episode (including 
inpatient care) by 4 hours.

Lost Time From Work During Episode of Care - Airrosti vs. Non-Airrosti
(Work Hours Lost Due to Care Visits)
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Client Claims Study:  School District

Benefit design:  
$0 copay for plan members to receive 

Airrosti treatment

Member Engagement:
Onsite treatment days

Injury Assessment Programs
Prevention Lunch & Learns
Benefit Education Classes
Foam Roller Workshops



| © 2015 Koan Health. All rights reserved.

• Pre Airrosti data incurred Jan 2012 – Dec 2013, 
*episodes start dates April 2012 – Dec 2013 because of 90 day clean period.

• 186 distinct members with 247 musculoskeletal episodes 

• Post Airrosti data incurred Jan 2014 – Dec 2015
• 364 distinct members with 544 musculoskeletal episodes 
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THIRD PARTY CLAIM STUDY | School District



| © 2015 Koan Health. All rights reserved.

All Pre Contract Episodes 
vs. 

All Post Contract Episodes



| © 2015 Koan Health. All rights reserved.44

Average Cost Episode Length

Diagnosis 
Category

Pre‐Contract
2012‐2013

Post‐Contract
2014‐2015 Delta (%) 

Pre‐Contract
2012‐2013

Post‐Contract
2014‐2015 Delta (%) 

Back & Neck $1,108  $1,071  ‐3 148 69 ‐53

Knee $2,780  $1,094  ‐61 119 49 ‐59

Shoulder $1,182  $1,366  16 77 61 ‐21

Hip $4,148  $2,136  ‐49 81 55 ‐32

Other 
Extremities $732  $1,006  37 87 51 ‐41

Total $1,446  $1,138  ‐21 121 60 ‐50



| © 2015 Koan Health. All rights reserved.

Post Contract Non Airrosti Attributed Episodes
vs. 

Post Contract Airrosti Attributed Episodes



| © 2015 Koan Health. All rights reserved.46

Average Cost Episode Length

Diagnosis 
Category

Non‐Airrosti
Episodes

Airrosti 
Episodes

Delta
(%)

Non‐Airrosti
Episodes

Airrosti 
Episodes

Delta
(days)

Back & Neck $1,094  $1,048  ‐4% 94  44  ‐53%

Knee $1,128  $1,037  ‐8% 54  40  ‐26%

Shoulder $1,435  $1,282  ‐11% 79  39  ‐51%

Hip $4,626  $736  ‐84% 95  33  ‐65%

Other 
Extremities $854  $1,137  33% 45  56  24%

Total $1,202  $1,070  ‐11% 75  45  ‐40%



| © 2015 Koan Health. All rights reserved.

Surgical Rates
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Diagnosis Category
Non‐Airrosti
Episodes Airrosti Episodes Delta (PPT)

Back & Neck 0.8% 0.0% ‐1

Knee 5.4% 0.0% ‐5

Shoulder 10.3% 4.2% ‐6

Hip 11.1% 0.0% ‐11

Other Extremities 9.1% 1.6% ‐8

Total 4.6% 0.8% ‐4



| © 2015 Koan Health. All rights reserved.

Imaging Rates
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Diagnosis Category
Non‐Airrosti
Episodes

Airrosti 
Episodes Delta  (PPT)

Back & Neck 15.3% 1.6% ‐14

Knee 23.2% 8.8% ‐14

Shoulder 34.5% 4.2% ‐30

Hip 11.1% 0.0% ‐11

Other Extremities 10.9% 0.0% ‐11

Total 17.9% 2.3% ‐16



| © 2015 Koan Health. All rights reserved.

Summary 

• Airrosti provides lower costs, lower imaging rates, and lower 
surgical rates.

• There is likely additional savings generated due to decreased 
absenteeism and reduced pharmacy claims; neither of these are 
captured here.  

• On average, Airrosti’s average episode length was 30 days shorter 
than other provider episode lengths.
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(800) 404-6050  |  Airrosti.com


