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The Quantum Group Is In The Right Place At The Right Time And With The 

Right Model As The $2.1 Trillion Healthcare Industry In The Last 10 Years 

Has Began To See The Need To Start Using Better Business Processes 

That Affect Quality And Address Inefficiencies 
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BIO: 

Mr. Guillama is a nationally recognized 

expert in healthcare management and 

operations. He has participated in a num-

ber of public companies as merchant 

banker, principal shareholder, founder or 

strategic advisor; primarily in healthcare, 

construction, real estate and technology.  

 

Prior to The Quantum Group of Compa-

nies (AMEX:QGP), Mr. Guillama was 

Founder, Chairman, President and Chief 

Executive Officer of Metropolitan Health 

Networks, Inc. of West Palm Beach, Flor-

ida, (AMEX:MDF) from its inception in 

January 16, 1996 to February 1, 2000. 

Metropolitan, at the time of Mr. Guil-

lama's departure, realized revenues of 

$119 million. 

 

Prior to this, Mr. Guillama was Vice 

President of Development for MedPart-

ners, Inc. (NYSE:DRX), a Birmingham, 

Alabama-based physician practice man-

agement company with revenues of over 

$5 billion at the time of his departure. 

 

Prior to MedPartners, he served as Direc-

tor and Vice President of Operations for 

Quality Care Networks, Inc., a South 

Florida-based comprehensive group prac-

tice with seven offices. For nearly 10 

years prior to this, Mr. Guillama served 

as President and Chief Executive Officer 

of Tektonica, Inc. At that time Tektonica 

was a diversified company with interest 

in construction, real estate, mortgage 

financing, and trucking in South Florida. 

Mr. Guillama remains in his position as 

Chairman of Tektonica to this date. 

 

Mr. Guillama is a member of the Ameri-

can College of Healthcare Executives, the 

Healthcare and Information Management 

Systems Society (HIMSS), the Medical 

Group Management Association and the 

American College of Medical Practice 

Executives (ACMPE). Mr. Guillama con-

tinues to hold active licensure as a Build-

ing Contractor, Real Estate Broker, 

Mortgage Broker and Insurance Broker 

in the State of Florida and held a NASD 

Series 7 registration from 1990-1995. 

 

An active proponent of education, Mr. 

Guillama serves as a director and execu-

tive committee member of the Palm 

Beach County Community College Foun-

dation. In addition, Mr. Guillama serves 

as a director, executive committee mem-

ber and treasurer for the Florida Interna-

tional University Foundation (FIU Foun-

dation), a private direct support organiza-

tion that currently manages and adminis-

ters over $150 million for the advance-

ment of Florida International University 

and its objectives.  

 

At FIU, Mr. Guillama also serves as a 

director and treasurer for the Wolfsonian 

Museum and as the Chairman of the Fi-

nance and Investment Committee. Fur-

ther, he served as chairman for the Aca-

demic Committee and is currently a 

member of the Audit Committee, the 

Academic Policy Committee, the Student 

Affairs Committee, and the Biomedical 

Engineering Advisory Board. Mr. Guil-

lama has also served on the Board of Di-

rectors for Junior Achievement of the 

Palm Beaches, the Palm Beach County 

Education Commission and the Educa-

tion Advisory Committee of the Village 

of Wellington. 

 



Company Profile: 

The Quantum Group provides business 

process solutions, service chain manage-

ment, strategic consulting and leading 

edge technology innovations to the 

healthcare industry.  

 

Through our dynamic patient-centric 

architecture, we empower the communi-

cation that is critical for the coordination 

of care and take aim at the $600 billion 

inefficiency gap in the United States 

healthcare industry. We are guided by a 

mission to develop efficiencies, improve 

the quality of patient care and achieve 

cost reductions for the nation's largest 

and fastest growing industry.  

 

We have developed leading-edge technol-

ogy with the creation and deployment of a 

series of innovative patent-pending initia-

tives. Through approximately 2,000 

healthcare providers and multiple insur-

ance company relationships under man-

agement, we are positioned to be a cata-

lyst for change to the Florida healthcare 

industry. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

 

CEOCFO: Mr. Guillama, what was your 

vision when founding the Quantum 

Group and where you are today? 

Mr. Guillama: “I have been in health-

care for about 20 years and literally began 

my education in healthcare in a physi-

cian’s practice. I went from a single phy-

sician to multiple physicians, to multiple 

facilities. Over the last 18 to 20 years I 

have learned of the need to provide more 

efficiency to the healthcare delivery sys-

tem. By driving efficiencies, we will im-

prove the quality of healthcare. Basically, 

after a number of years in healthcare, I 

decided to start Quantum in 2002, with 

the sole purpose of creating efficiencies 

by aggregating the services that are pro-

vided to physicians, to payers, HMOs, 

insurance companies and to hospitals. We 

have in the last few years, assembled a 

very large group of physicians, a very 

large group of payers (insurance compa-

nies) and we are starting to provide ser-

vices to the hospitals. We really are a 

natural evolution to outsourcing and 

shared services that has happened in 

every other industry in the US and has 

only recently begun to happen in the 

healthcare industry.” 

 

CEOCFO: Why has the healthcare in-

dustry been so slow to adopt technology? 

Mr. Guillama: “Some people say that 

healthcare is really the last cottage indus-

try left in the US. The healthcare industry 

is $2.1 trillion and yet the largest compa-

nies in the healthcare industry are about 

$50 billion, which is very small. The in-

dustry is so fragmented - there really is 

no Wal-Mart, General Electric or Boeing 

in healthcare. Therefore, we have not had 

the sophistication and access to the best 

business practices to really transform this 

industry as in other transformed indus-

tries. Progress and transformation that 

have occurred have only been by neces-

sity and have led to reduced reimburse-

ments, poor customer satisfaction, and 

frustration by the physicians. This indus-

try must transform and start using better 

business processes, even applying forms 

of engineering business processes, to af-

fect the quality and reduce inefficiencies 

and waste in this industry.” 

 

CEOCFO: Give us an example of what 

you might do for a typical medical prac-

tice? 

Mr. Guillama: “Today, the average pri-

mary care physician in the State of Flor-

ida has 13 HMO contracts. That means 

that they have to have 13 different nego-

tiations, 13 different contracts, 13 differ-

ent places to call for eligibility, 13 differ-

ent places to call for referrals, 13 differ-

ent prices, and 13 different places to bill 

and collect money. We aggregate those 

HMOs and those insurance companies 

and we right now, are offering eight dif-

ferent HMOs under one price, one proc-

ess, and one system. Therefore, we can 

reduce the amount of time that a doctor 

or an office facility spends in all of the 

relatively administrative, relatively rou-

tine, relatively non-healthcare giving 

functions by, A-simplifying and B-

automating them. We actually receive 

today, about 50% of all of our requests for 

information electronically. Which is 

pretty cutting-edge for an industry that 

even today, does 90% of its transactions 

with paper, phone or fax.” 

 

CEOCFO.: You have agreements with 

the HMOs to represent them; explain how 

it works as the intermediary. 

Mr. Guillama: “As the intermediary, we 

have agreements with HMOs to basically 

provide care to the members of that 

HMO. Then we agree to do that through 

our network of doctors. Doctors agree 

that as long as we pay them the same 

amount of money, we have the same sys-

tem in process; we can contract with as 

many HMOs as we like. Because to them 

it is transparent. We basically are con-

necting the dots of the healthcare delivery 

system and making both organizations 

(doctors and HMOs) much more effective 

and much more efficient.  Driving down 

inefficiencies is one of our opportunities 

to make money.” 

 

CEOCFO: You have had a tremendous 

increase in the revenue; how do you at-

tract the new doctors and what’s the 

revenue model for you in general? 

Mr. Guillama: “The first doctors we 

attracted to this company on my experi-

ence and my track record. It was the first 

thing I had to do to set the foundation of 

the Company. Once I had a critical mass 

of doctors, then I went to the HMOs and 

showed them what we had built. It liter-

ally started with one doctor at a time at 

the beginning and one HMO at a time. 

Today, we have 2000 doctors and eight 

HMOs, so I think that the model has 

proven to be successful. 

 

The way we get paid is that the HMOs 

pay us what’s called a percentage of pre-

miums, or think about it as a percentage 

of what they collect. Then in exchange 

for that, we then pay the doctors either a 

flat rate for treating our patients or we 

share in the revenues that we receive. The 

extent that we can drive more efficiencies 

in the healthcare delivery system, our 

profit margins increase. 

 

At the beginning, we spent the equivalent 

to R&D money, which is basically devel-

oping a network and a system which 

worked. We built the critical mass. Now 

we are putting our resources into creating 

a much more responsive and much more 

quality focused delivery system itself. 

This means working with the doctors, 

payers, and hospitals to make sure that 

our patients have the most effective and 

efficient care. To the extent that we do 

that very well, we can be very profitable. 

That’s what’s exciting in the long-term 



model of this company. Our revenues are 

going to grow very fast in the beginning 

and then we obviously expect that, as 

soon as we reach a critical mass of reve-

nue then our profitability will also in-

crease pretty dramatically.” 

 

CEOCFO: Are you 100% in Florida?  

Mr. Guillama: “We are 100% in Florida 

and we anticipate being in Florida for the 

foreseeable future. It’s a great opportunity 

in Florida. Florida healthcare is a $100 

billion industry and we could very well 

become a billion dollar company and lit-

erally take 1 or 2% of the whole health-

care industry in the State of Florida. 

Frankly we never have to leave the State 

of Florida to be highly successful.” 

 

CEOCFO: Are you bringing in 

healthcare facilities as well? 

Mr. Guillama: “We bring in 

an entire delivery system or 

something we call a Commu-

nity Health System. Basically 

this says we bring an entire, 

let’s call it, service chain or 

medical service chain manage-

ment which means everything 

from Psychiatry or Chiroprac-

tors, Orthopedics all the way 

through primary care, OBGYN, 

Cardiology, and all the way 

into what you will consider 

high sciences like Neurology. 

We build the entire healthcare 

delivery system.” 

 

CEOCFO: When a doctor signs with you 

do they typically take your whole package 

of services? 

Mr. Guillama: “Actually what they can 

do is, they normally take the entire array 

of care for the HMOs that we have. It will 

make no sense for them to say, well I will 

take one and not the other because it’s 

exactly the same terms and conditions. 

But they could theoretically say that I 

want this HMO and not that one and then 

that’s the first thing that we provide to a 

doctor. What I haven’t talked to you 

about yet, beyond that is, we are now go-

ing to the doctors now with our clients 

and offering them additional services that 

they can subscribe to. I use the word sub-

scription very loosely, but really basically 

purchase from us. They can say we would 

like for you to do our billing and collec-

tions for everybody else, we would like 

you to do our insurance services, become 

our insurance brokerage firm. They can 

also say that we would like you to do our 

employee leasing, our staffing, our per-

sonnel needs as well as eventually in the 

near future, do all of our purchasing. So 

that we begin to really make a significant 

change in the way a doctor runs his prac-

tice that, A - reduces the amount of time 

that he spends in the practice, and B - is, 

actually reduce the cost of operation. 

Therefore, we are allowing him as a prac-

tice, to be more profitable.” 

 

CEOCFO:  Are doctors actively looking 

for alternatives or do you need to con-

vince them they should be going a step 

further with you? 

Mr. Guillama: “I have to tell you, it does 

not take a lot of convincing. We have 

quickly used up our capacity where we 

have opened up for new services and the 

doctors are very receptive. Outsourcing is 

something new to healthcare but it’s not 

new to every other industry. We don’t 

talk about sending anything overseas. It 

literally means aggregating the services. 

We are very optimistic. The reception has 

been phenomenal from both the payers 

and the doctors.” 

 

CEOCFO: What’s the competitive land-

scape like for you? 

Mr. Guillama: “In one respect, everyone 

competes with us. In another respect, 

almost no one does. Someone competes 

with us at every single level of our busi-

ness model, both from the intermediary to 

the insurance services to the billing ser-

vice et cetera. What we have are unique 

competitive advantages. We are not 

aware of any other company in Florida 

that provides that one-stop shopping, that 

one response, one phone number to call, 

for all of your problems. While we have a 

tremendous amount of competition, we 

think there’s a tremendous amount of 

opportunity by aggregating all these ser-

vices as we have been doing.” 

 

CEOCFO: Do the patients know the 

difference if a doctor works through 

Quantum and does it matter for the pa-

tient? 

Mr. Guillama: “The patients don’t know 

the difference, but it does matter. The 

patients do not see us at all; we are liter-

ally transparent. We are in the back-

ground no more than for ex-

ample you and I know which 

phone service you actually used 

to get here. You probably 

switched a number of times, 

from one network to another 

and you don’t know who pro-

vided these services - whether 

it was Verizon, Sprint or 

AT&T. What you know is, you 

have gotten a quality commu-

nication. What we offer to the 

patients is a quality healthcare 

delivery system. Right now, the 

patients do not know that we 

are in the background making 

sure, to use my example, that 

the communication is work-

ing.” 

 

CEOCFO: There are always changes in 

technology and security issues; how do 

you keep up with those issues? 

Mr. Guillama: “Both of those are in-

credibly important. One is technology. 

We are the first company that we are 

aware of in this healthcare service space 

that has actually filed business process 

patents. We have nine that we have filed 

in the last six months and we expect to 

file a number more, even this fiscal year. 

The opportunity in technology, I think we 

can be a leader. We see tremendous op-

portunities in using technology to provide 

a better quality healthcare, a better ex-

perience and reduce the costs. Though we 

are not as technology-advanced as we 

would like to be, I feel very confident that 

we are on the cutting-edge of the health-

care delivery systems as we employ the 

“Basically, after a number of years in health-

care, I decided to start Quantum in 2002, with 

the sole purpose of creating efficiencies by ag-

gregating the services that are provided to phy-

sicians, to payers, HMOs, insurance companies 

and to hospitals. We have in the last few years, 

assembled a very large group of physicians, a 

very large group of payers (insurance compa-

nies) and we are starting to provide services to 

the hospitals. We really are a natural evolution 

to outsourcing and shared services that has 

happened in every other industry in the US and 

has only recently begun to happen in the health-

care industry.” - Noel J. Guillama 



use of technology and not just computers 

- literally re-designing the processes. 

 

Second is security, which is very impor-

tant, especially as it relates to being a 

responsible corporate citizen as well as 

compliance with the HIPAA regulations 

with the Health Insurance Portability and 

Accountability Act of 1996. Security is 

not negotiable. Obviously, that requires 

us to continue with the updating and pro-

viding the mechanism for our patients’ 

data to be secure. We are never done. We 

review them practically on a daily basis, 

but we think there’s certainly the oppor-

tunity and the technologies are there to 

not be scared or concerned with the use of 

technology in healthcare. Adopt it (tech-

nology) as a way of providing a better 

experience for the patient. The more in-

formation that is shared with the relevant 

sources of providers in healthcare, I guar-

antee you the better quality patient you 

are going to have.” 

 

CEOCFO: What is the financial picture 

like today at Quantum? 

Mr. Guillama: “The company’s revenues 

are growing pretty dramatically, as evi-

denced by the last few quarters. We ex-

pect that the revenues will continue to 

expand and we are looking very excited 

into 2009 and 2010, going forward. The 

political landscape is something that we 

find very positive for us because everyone 

is trying to deal with the rising cost of 

healthcare today being 17 percent of 

GDP. We think a company that provides 

a solution as we provide, has a bright 

future in it (the industry).” 

 

CEOCFO: Address potential investors; 

what should they expect coming up in the 

next year or two and why should they be 

interested now? 

Mr. Guillama: “As I said before, health-

care is the largest industry in the US at 

17% of GDP; it is expected to grow to 

25% of GDP by 2030. Everyone, whether 

Democrat, Republican or Independent, is 

talking about changing the paradigms in 

healthcare so that, A - the consumer is 

more in control and B - we eliminate the 

waste, the fraud and the abuse in the sys-

tem and frankly use more technology. 

What investors should expect from us is a 

company with very fast growing revenue 

as our products are placed into the mar-

kets. We are a company that is going to 

be on the cutting edge of technology and 

bringing solutions to the patients, to the 

providers, the physicians and the payers, 

which is important. We are anticipating 

out there in the next couple of years that 

you will see the company turn in the prof-

itability and then be able to grow its bot-

tom line. This is ultimately the number 

one issue for the investors.” 

 

CEOCFO: What might investors miss 

when they first look at Quantum that they 

really should understand? 

Mr. Guillama: “The sad part is many 

investors look at us and say, well it’s an-

other healthcare service company. Many 

of them have had bad experiences 

whether it’s hospitals or diagnostic com-

panies or a medical records company or 

even physician practice management 

company and not understand that we 

really are in the business of changing 

business processes. We are in there, 

changing the way the industry works and 

we are dead-set on creating an environ-

ment where it’s a win win win. So we 

don’t have to take money from the doc-

tors, we bring solutions and cost controls 

to the HMOs. We certainly don’t take 

money from the patients. We could actu-

ally create a tremendous value by making 

those three components work more effec-

tively and efficiently. Next, it’s exciting 

and it’s picking up.” 

 

CEOCFO: What should people reading 

about Quantum remember most? 

Mr. Guillama: “People should remember 

that Quantum is an innovations company. 

We are in the largest industry in the US 

that by some people’s account is 15 to 

30% of inefficiency and that we are going 

to go in there and make a difference and 

make money in the process.” 
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