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"At the end of the day, the doctors are the keys to the
patients. And so we want to make them understand from
a business perspective that patient compliance and
patient education is the way to keep patients coming
back. And so that's what these healthcare companies
coming into the US need to focus on, is that education is
a way of bridging the gap between the patient and the
doctor."
-  Amy Dixon, Team USA Paralympian, Motivational
Speaker, and a Patient Advocate 

Leveraging The Power of Patient Advocacy to Maximize Awareness and
Gain US Consumers

Amy Dixon is a Team USA Paralympian in Tokyo 2020, a
motivational speaker, and a patient advocate. She is a nine-time
ITU World Paratriathlon Event medalist, a six-time World Triathlon
Para Cup medalist, and a seven-time CAMTRI/PATCO
Paratriathlon American Championships medalist. She suffers from
glaucoma and a rare autoimmune disease that caused her to lose
sight.



“I've Addison's disease, I have
Hashimoto's Thyroiditis, Osteoporosis,
Asthma, and a variety of other
conditions, including Mast Cell
Activation Syndrome (MCAS). And so
I've seen thousands of doctors over
the past 20 years between diagnosis
and treatment. I've had 37 surgeries
on my eyes, soon to be 38 and 39 in
November,” says Dixon. Due to her
conditions, she has extensive
experience in the healthcare system,
both as a patient and now as an
advocate, giving her a unique
perspective and allowing her to see
the system from both sides.

Reflecting on the US healthcare system,
Dixon claims that part of there is a lack of
trust patients feel for their healthcare
providers, partly due to poor
communication and education. In her
experiences with US medical
professionals, throughout her 37
surgeries and countless appointments,
she “realized that the communication
between the medical practitioners that
you're dealing with has to be more than
surface level. This includes educating the
patient on the different treatment
options––such as devices and
medications––that are available.”
Developers can create value for
practitioners by enabling them to educate
clients and provide additional resources
for condition management.

International companies with eye care
products they are trying to sell in the US
can leverage Glaucoma Eyes as a primary
US contact. “We can always run focus
groups through the nonprofit through our
list of patients who are really good at
completing surveys, participating in
studies and things like that,” she says.

As a result of her experiences as a
patient, Dixon started a non-profit
called Glaucoma Eyes, a company that
serves 30,000 glaucoma patients
through a support group on Facebook
and other various platforms by
educating and empowering patients to
have access to medications and
surgeries and doctors and the
“importance of early detection and
maintaining annual eye exams.”



Another reason patients do not
frequently seek the care they need is
because of their employment. “There's a
stigma associated with when you get
sick with any debilitating illness in the
United States, that you have to hide it
from your employer. And so I realized
that I really need to advocate for these
people and teach them how to navigate
the system while remaining gainfully
employed,” says Dixon. Thus, the main
way for healthcare providers and
companies to successfully keep their
patients' loyalty is through proper
education. International developers can
encourage practitioners to advocate for
their patients to seek care regardless of
their financial status.

Global companies can thus leverage
patient advocacy to their own
advantage by seeking out US patients
and listening to their thoughts and
opinions on how to make patient care
better. “You've got a free panel,
essentially, right? You've got hundreds
of people that you can pick their brains
at your fingertips. What better
opportunity other than bringing in 100
people to a focus group,” says Dixon.
“You're crazy not to take advantage of
these opportunities to really like hear
these stories from actual people that
have experienced it themselves.”

Amy Dixon, Team USA Paralympian, 
Motivational Speaker, and a Patient Advocate

For international companies seeking to
reach US patients, Dixon says the best
way to reach and educate consumers is
through social media and other
digitization trends such as telehealth. “I
think the development of virtual visits and
things like that are empowering the
patient,” says Dixon. If a patient has to
check in with their doctor but is unable
to, virtual visits empower them to seek
care and are a convenience that keeps
them returning to the provider.



Korean and other international companies can gain a US audience through patient education and
advocacy. To do this, they must inform US providers about quality patient communication for a
more loyal consumer. Patient and provider education is key to a healthcare company’s success in
the US system.

Dixon suggests that the best way for companies to connect at these events is by educating
themselves beforehand on all speakers and attendees and being present at all events before and
after the conference. “Find out who you know, who these companies are, get involved, help them
with patient education videos, help them with events, or have them participate in your events or
speak at your events,” she says.

However, companies also need to educate the provider. For Korean companies seeking to reach
US healthcare providers, Dixon recommends several events, such as the Clinton Global Initiative
(CGI) and the Medtech Impact Conference. “There are such amazing speakers, and I always walk
out of there inspired and hopeful about the future of medicine in America. And it's some of it's a
little bit idealistic, some of it. There are some really bright minds there collaborating and really
working hard on this. And so that's, that's a conference I really look forward to every year,”
Dixon says of the Clinton Global Initiative.
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