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health care industry for many decades to come. Our experi-
ence working with patient-reported outcomes and our ties 
to their intellectual founding put us in a great position to 
capitalize on the shift.

4 What is your passion besides work? 
  

I have to say that for many years, my life was split pretty 
evenly between my work and our family. Both my wife and 
I put a lot of time and energy into our work, but we also 
put a huge amount of energy into our children. We tried 
to eat dinner together as a family as many nights as pos-
sible. My wife and I both spent as much time as we could 
supporting our children’s sports and music programs, and 
we always went to church each week as a family. We have 
three really wonderful children. So our family is really 
important to me.

I do have a few hobbies and something that’s nice for 
me is that recently I’ve had a little more time for these  
hobbies. I like to exercise; I’m a runner and I have com-
pleted five marathons, including New York and Boston. I 
also collect wine and enjoy sharing good wine with friends. 
Over the last few years, I’ve also indulged in a new hobby 
involving sports cars.   

5 Dynamic Clinical is all about patient-reported outcomes.  
How important is it to improve the process of care? 

Patient-reported outcomes ask questions that, while seem-
ingly very basic to medicine and health, are often not asked when 
determining care quality.  Is the patient doing better? Is their life 
improved after medical intervention? Are they able to do things 
that are important to them, such as spending quality time with 
their family and returning to work? Blood tests or CT scans won’t 
give you these answers.    

Patient-reported outcomes can, which in turn helps health 
care providers prescribe a course of action that’s right for that 
patient. And on a larger scale, they improve population-wide 
outcomes because it helps us learn what works and what doesn’t.  

6 How do you help Provider organizations understand 
relationships between care effectiveness and  

patient satisfaction?

Clearly, healthier patients are happier patients, so by inform-
ing the process of care our products and services facilitate better 
care and patient satisfaction. But we’ve also found that engaged 
patients are happier ones too. Surveying patients in advance 
of and between visits makes them aware that they are being  
listened to by their health care providers.  

Interestingly, we’ve also seen that surveys promote compli-
ance with prescribed regiments such as taking medications and 
performing assigned exercises. All these add up to more satisfied 
customers for health care organizations.

7 You are on the board of directors for Somerset Medical 
Center and an Advisory Council at Montclair University.  

How do these positions help you further promote and posi-
tively influence the Life Science industry in New Jersey?

When I was at Taratec, we did consulting for the pharmaceu-
tical and medical device industry. Now at DCS, we have a compa-
ny that provides healthcare IT. Both of these relate very well to 
my work at Somerset Medical Center. SMC naturally has a very 
important relationship with the pharmaceutical companies, and 
of course, is a significant user of information technology. So my 
ability to understand healthcare from the hospital, physician, 
drug company, and device manufacturer perspectives helps me 
do my job better when I am engaged with any of them.

Montclair State University, on the other hand, already has 
a very solid relationship with the Life Science industry in New 
Jersey. Montclair provides much course work, training future 
employees directly for the pharmaceutical industry and has 
many programs focused on the Life Science industry, such as its 
“PharmFest” program. Finally, and most importantly, Montclair’s 
College of Science and Mathematics is embarking upon building 
a $55 million Center for Environmental and Life Sciences (CELS).  
So you can see Montclair is highly committed to supporting 
the Life Science industry. I’d like to think that my work with 
Montclair is helping support this initiative. 

8 How important do you feel networking is in this 
industry? And, how do you network successfully?

I think networking is important in every industry. Things 
get accomplished through people and more often than 
not you need to work with people who may not be in your 
direct line of command and who may not even work for your 
company. So much of what one has to accomplish needs to 
get done within and through other organizations. Good 
networking is really about building solid, long-term, trusted 
relationships. Those relationships can help things get done.  I 
don’t network per se. I focus on building relationships.

9 How do Dynamic Clinical and the NJTC work together? 

When I was running Taratec, the company was a mem-
ber of NJTC for many years. Naturally, when I took over 
running DCS, we joined NJTC. Maxine and the entire team 
at NJTC have always been fabulous for people like me who 
are trying to build a business. The NJTC has helped me 
meet investors, service providers, and potential employees.  
Over the years the Annual Capital Conference and Venture 
Fair have always been helpful to me. In the last few years, 
NJTC’s Annual Healthcare IT Summit has been directly 
applicable to what DCS is doing. So NJTC has helped me 
learn a lot, meet a lot of good people and helped enhance 
the brand for our company. 

10 Think ahead. Where do you see yourself five 
years from now?

We are in the middle of raising our series A round right 
now. I hope to be able to close on this by mid-fall. So frankly, 
I imagine five years from now our investors will be thinking 
about liquidity and we might be looking at the next steps 
for DCS. Nonetheless, in five years hopefully I’ll be running 
DCS or building and running another company.  

MARK KOLB 
CEO of Dynamic Clinicial Solutions

…believes strongly in supporting 
New Jersey’s Life Science industry 
and has a history of building 
successful companies. 

1 How did you become CEO?  

I had been the CEO of Taratec and in 2007 we sold that 
company to Patni Computer Systems. I then stayed on with 
Patni and ran their Global Life Science business for 3 ½ 
years. After I left Patni, I was doing consulting and looking 
for another company to build.

I have been a Board Member of Dynamic Clinical Systems 
for several years. As Chris Weiss, the founder of DCS, was 
starting to ramp up the company, he realized he wanted 
to focus more on the technology and to bring in a new 
CEO.  The timing was great. Given that I was on the Board, 
knew the company, and really believed in it, I approached 
Chris and told him I wanted to be DCS’s CEO. Chris was very 
happy with the idea and the DCS Board was very receptive 
as well. So I joined DCS as full time CEO late last fall.

2 Having founded your own company, what qualities 
do you feel are important for a leader to have in the 

life science field?

I believe the job of a CEO is to set the direction, manage 
the team, drive the results, and lead the external relation-
ships. That being said, I think qualities a leader must have 
are genuine integrity, long-term thinking, willingness to 
take risks, and willingness to work as hard as anyone on 
the team, maybe harder. I think these qualities are impor-
tant for any leader in any industry.    

3 What would you like people to really think about 
Dynamic Clinical? 

Dynamic Clinical Systems is a pioneer and market leader 
in the emerging field of patient-reported outcomes. The 
way in which health care quality is measured is undergo-
ing a major transformation that will alter the face of the 
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