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Joseph C. Camaratta Jr.

Vice President, Global Solutions

Siemens Medical Solutions 

As vice president, Global Solutions, Joseph (Joe) Camaratta enhances customer relationships across all areas of the healthcare spectrum. Leveraging his insight and experience in customer interaction, he executes the company’s solutions approach to healthcare by combining the most appropriate products and services to meet the customer needs. Camaratta’s key responsibilities include development of business plans and solutions for customer segments, development of consulting offerings to optimize customer outcomes, and standardization of marketing processes across the business units.     

Camaratta has been with Siemens for almost two decades. As vice president of global customer relationship management, from 2001 to 2004, he developed an approach to a customer-driven business orientation focused on attracting, developing, and retaining customers. This initiative helped to unify Siemens’ customer-facing processes on a global basis and implement business improvement projects aimed at increasing market share and customer satisfaction. 

In a prior role as vice president of marketing, he implemented new market programs to drive continued growth of order income and profitability. These programs contributed to a 35 percent increase in orders over a two-year period. Camaratta also directed strategic planning, new program development, marketing communications, and management systems development teams of 25 people and a total budget of $8 million.

Other highlights from his career at Siemens include: 

· Developing and implementing a market segmentation model and establishing dedicated sales channels to deliver targeted marketing communications messages and programs. 
· Launching a new sales channel directed at Siemens’ most important customers with the goal of increasing the accounts and protecting them from competitive threats. The program resulted in a 25 percent improvement in customer satisfaction for the segment when compared to traditional sales channel activities.
· Designing and implementing a program for measuring customer satisfaction regarding sales, installation and service processes. 

· Significant contribution to the magnetic resonance imaging (MRI) division including the introduction of the MAGNETOM Open and the development of the 1.5T MRI system.

Camaratta earned his bachelors degree in computer science from Drexel University in Pennsylvania and holds a masters degree in computer science from Rutgers University in New Jersey. He is fluent in German and enjoys baseball, running and tennis.
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