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In 20 years IntegraMed America has grown from 4 fertility centers concentrated in the 

greater New York area to now having 32 centers, with 85 locations coast to coast 
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BIO: 

Mr. Higham joined the Company in Oc-

tober 1994 as Vice President of Market-

ing and Development and was promoted 

to Sr. Vice President of Marketing and 

Business Development in 1998. He be-

came President & COO in July, 2004 and 

then President & CEO in January, 2006.  

Four years prior to joining the Company, 

Mr. Higham held a variety of executive 

management positions at various health 

care service organizations where he de-

veloped and implemented strategy for 

integrating physician practices and man-

aged care payers.  From 1987 to 1990, 

Mr. Higham was a Senior Consultant at 

Ophnet, Inc., where he focused on prac-

tice development, marketing and sales for 

high technology specialty physician 

groups. From 1983 to 1987, Mr. Higham 

held a variety of executive management 

positions at Carle Clinic Association, a 

300 physician multi-specialty group prac-

tice. Under Mr. Higham's direction, Carle 

Clinic expanded its regional presence 

through aggressive acquisition and new 

practice start-ups. 

 

Company Profile: 

IntegraMed, based in Purchase, NY offers 

products and services to patients, provid-

ers and payers focused on the $3 billion 

fertility industry. IntegraMed provides 

business services to a national network of 

fertility centers; distributes pharmaceuti-

cal products and treatment financing pro-

grams directly to consumers; and operates 

a leading fertility portal. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Higham, what was your 

vision when you became CEO of Inte-

graMed and where are you today? 

Mr. Higham: “I was excited to get the 

opportunity to lead the company. I have 

been with IntegraMed for about fourteen 

years at this point and started out as vice 

president of sales and marketing. The 

vision for the company has been fairly 

consistent during that time. When I 

joined, our objective was to develop a 

national network of high quality fertility 

centers supported by a high quality busi-

ness infrastructure. That infrastructure is 

designed to help the network improve its 

business and clinical success. When I 

first started, we had 4 centers concen-

trated in the greater New York area. Now 

we have a network within the United 

States of 32 centers, with 85 locations 

coast to coast. We target the top fifty 

markets in the US, which accounts for 

about 80% of the total fertility care pro-

vided in the US. We are in approximately 

half those markets at this point. Although 

we have made tremendous progress in 

achieving the vision, there is significant 

upside for the company. We are excited 

about the prospect for the next five 

years.” 

 

CEOCFO: What added value does Inte-

graMed provide? 

Mr. Higham: “High quality, full service 

fertility care is a fixed cost intensive 

business. For physicians to be able to 

provide top quality care and be as suc-

cessful as they would like to be, they 

really need to have access to a significant 

amount of capital; because the facilities 

and equipment is expensive. One of our 

core services is to provide access to capi-

tal to enable physicians to have the best 

equipment and technology to be success-

ful. Secondly, fertility care is relatively 

low volume and very competitive. There-

fore, marketing becomes very important. 

Once a fertility center has covered its 

basic fixed cost, additional patients are 

very profitable. As a low volume, high 

margin business, recruiting additional 

patients into the practice becomes a very 

important component of success. We have 

a very strong track record of identifying a 

provider group in a major market, and 

being able to drive volume to that pro-

vider with marketing programs and op-

erational improvements. Over a course of 



a number of years, that provider emerges 

as a dominant provider in the market. If 

you look at the most recent period of time 

for which data is available, our centers 

grow nine and a half times faster than 

centers that are not associated with us. So 

we have a very strong track record. In 

fact, over 23% of the total fertility ser-

vices provided in the US are done at our 

centers. We dominate the marketplace 

and people recognize that.” 

 

CEOCFO: How do you attract new cli-

ents for your member practices? 

Mr. Higham: “We have an active na-

tional market program primar-

ily through the internet, which 

is a very efficient program for 

us. We spend considerable re-

sources and have a very sophis-

ticated website that is able to 

channel referrals to our centers 

around the country. We also 

have invest considerable re-

sources at the practice level, 

marketing that local center.”  

 

CEOCFO: Do you have ser-

vices for patients as well? 

Mr. Higham: “We do, we have 

a variety of programs for pa-

tients. The lead offering is a 

program called the IntegraMed 

Shared Risk® Refund program. 

This is a program that patients 

can buy directly from Inte-

graMed for a fixed fee. They 

get a treatment plan and a 

number of attempts at achiev-

ing pregnancy and if they are 

unsuccessful in treatment or 

wish to withdraw from treat-

ment, they can get a refund. We 

are able to do this because we understand 

the statistical probability of success for 

patients that have different characteristics 

and we are able to construct an actuarial 

model that allows us to price treatment 

plan. 70% of the people who enter this 

program achieve what they are looking 

for, which is a baby, and the other 25% 

get most of their money back. This is a 

program that is very desirable for the 

patient. It takes the risk out of treatment. 

It is a good program for the physicians 

because patients stay in treatment longer 

because they are committed to a treatment 

plan. It is also a good program for Inte-

graMed, because it is one that is rapidly 

growing with strong margins for the 

company. This is an example of the kind 

of innovation we can bring to the market 

by focusing on this particular segment.” 

 

CEOCFO: IntegraMed is quite innova-

tive; please tell us about other newer 

products and services you are developing. 

Mr. Higham: “The most recent one we 

developed was a malpractice insurance 

program for our physicians. The malprac-

tice risk in our specialty is not well un-

derstood by traditional medical malprac-

tice insurers. We do understand the risk 

and were able to develop a very attractive 

offering coupled with an aggressive risk 

management program. We sell this ser-

vice to the physicians. As a result of pric-

ing appropriately and instituting our risk 

management program we have been able 

to achieve a fourteen percent reduction in 

malpractice insurance costs with better 

coverage for where the true risk resides in 

a fertility center. This helps the consumer 

as well because it is an example of how 

we are able to control cost of operating 

fertility centers.” 

 

CEOCFO: Please tell us about the infer-

tility market. 

Mr. Higham: “The market has gone 

through a bit of a change. When I first 

joined the company fourteen years ago, 

the market was growing about 20% a 

year. That sounds great for the centers 

and it is because there was booming de-

mand for the services that they provide. 

The challenge for us in that point in time 

was convincing physicians that they 

needed to affiliate with a national service 

provider like IntegraMed. With everyone 

growing at about 20% per year, that was 

a tough sell. The market has changed. 

The baby boomers are past childbearing 

age and as a result, the annual growth 

rate has dropped to the single 

digits. That actually works to 

our advantage because we have 

a reputation of being able to 

grow these centers so our ser-

vices are more in-demand from 

physician customers than ever 

before.” 

 

CEOCFO: What is ahead one 

or two years down the line? 

Mr. Higham: “We are going 

to continue executing our strat-

egy. We are going to make sure 

we are penetrating the markets 

we are already in as much as 

possible. We intend on con-

tinuing to outstrip national 

growth rates by taking market 

share away from competitors 

and continuing to improve 

operating margins at our man-

aged centers. We will also seek 

to continue consolidating the 

markets we are currently in by 

merging with smaller fertility 

center competitors. Third, we 

are looking to continue our 

expansion into new markets. Our objec-

tive is to add four or five new markets a 

year. We are on pace to meet that goal 

this year having already added two new 

markets in 2007. Finally, we will seek to 

continue our innovation by adding addi-

tional products and services to our portfo-

lio. The ability to execute on all these 

levels has been a hallmark of our per-

formance over the last five.” 

 

CEOCFO: What is your financial picture 

today? 

Mr. Higham: “It is very strong. When I 

first joined the company we developed a 

“I was excited to get the opportunity to lead the 

company. I have been with IntegraMed for 

about fourteen years at this point and started 

out as vice president of sales and marketing. The 

vision for the company has been fairly consistent 

during that time. When I joined, our objective 

was to develop a national network of high qual-

ity fertility centers supported by a high quality 

business infrastructure. That infrastructure is 

designed to help the network improve its busi-

ness and clinical success. When I first started, 

we had 4 centers concentrated in the greater 

New York area. Now we have a network within 

the United States of 32 centers, with 85 locations 

coast to coast. We target the top fifty markets in 

the US, which accounts for about 80% of the 

total fertility care provided in the US. We are in 

approximately half those markets at this point. 

Although we have made tremendous progress in 

achieving the vision, there is significant upside 

for the company. We are excited about the 

prospect for the next five years.” - Jay Higham 



track record of growing revenue very well 

with an average revenue growth rate of 

25. As a young company, we were con-

stantly reinvesting that new revenue into 

infrastructure that we needed so we didn’t 

see a lot of profit growth during that 

time. Over the last two years, we have 

been able to leverage our infrastructure, 

improve margins and drive impressive 

growth in net income. In 2006, we in-

creased income by about 40% and we 

continued with strong earnings growth in 

the first quarter of this year. We have 

split the stock three times over the last 

three years, which has helped improve 

the liquidity and our market capitaliza-

tion has improved tremendously during 

that period of time.” 

 

CEOCFO: In closing, what might inves-

tors miss when they first look at the com-

pany and why should they be interested 

now? 

Mr. Higham: “I think we have a great 

story. We have identified a very solid 

strong niche in healthcare. We under-

stand that niche very well. We have been 

a public company for fifteen years and we 

have been in business for over 20 years. 

We have achieved dominance and scale 

in our niche. We are driving revenue. We 

have a strong management team so I 

think this is an exciting opportunity for 

investors who are looking for strong 

growth and an exciting story.” 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

  

  

  

  

  

  

  

  

 

 

 

 

 

 

 

 

 

 

 

IntegraMed America , Inc. 

Two Manhattanville Road 

Purchase, NY 10577 
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