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WHAT WE ARE TRYING TO DO

Goal = Amplify the voice
of the provider and
facilitate turning provider
feedback into provider L
sSuccess. |
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SPEAKING WITH YOU EVERY DAY

You make this possible

|
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A RACE FOR SURVIVAL

 High cost

” » Small budgets
* Reqgulation

» Competition
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A RACE FOR SURVIVAL

Our organization is doing a number of pilots to fundamentally
change the way we manage a population. We are spending
tens of millions, maybe hundreds of millions, of dollars on
figuring out how we can make everything work and how we
can make an impact. Our challenge is doing this in the fee-
for-service world and knowing we are putting ourselves in a
position of risk. We may not get paid for some of the things
we do today, even though those things may help. We feel that
If we don't succeed, we won't be in business. Failure just isn't
really even an option for us. If we fail, our organization as we
know it today will dissolve. Somebody else will buy us and
just make things happen.

-CIO
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HEALTH INFORMATION TECHNOLOGY

Two Races or Stages at the Same Time

The Fee-for-service Race Value-based Care Race
 Foundational HIT  Transformational HIT
— Integration — Business Intelligence
— Acute Care EMR and — HIE
Revenue Cycle — Population Health Mgmt
— Ambulatory EMR and — Patient Engagement

Revenue Cycle — Telemedicine

EKLAS Copyright KLAS Enterprises LLC 2016
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HIT PURCHASING PLANS

EMR Vendor Influences Provider Focus

Foundational IT Provider Purchasing Focus
Strength of integrated portfolio Where are providers putting
their energy?
Acute Ambulatory

Revenue Revenue

Go-Farward EMRs EMR  Cycle EMR  Cycle Foundational IT  Transfarmational IT
| [

Epic o= oo ee 0 O
Cerner Millennium (n=55) - . - - .
Allscripts SCM (-22) e O o .
MEDITECH 6 (25 ae oW O
McKesson Paragon (-22) - 6 — @B
Evident (CPSI) (-1 ae - - o
MEDHOST -1 - o

Legacy EMRs

Cerner Soarian (n-41)
McKesson Horizon (--28)
MEDITECH C/S n-33)
MEDITECH MAGIC (-20)
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TRANSFORMATIONAL VENDOR SELECTION

Still wide open

Providers
gravitating to EMR
vendor for
transformational
HIT solutions

BIKLAS

ACCURATL. HONEST. IMPARTIAL,

Transformational HIT Decisions
Which vendorswere front-runners and how much is up for grabs?

m Bl/Analytics mHIE/Interoperability m Patient Engagement m Population Health m Telehealth

Up for Grabs 19 7 10 22 10 68

Cerner pIK 19 726

Epic O 20

Allscripts 7 14 Vi

Health Catalyst 6
Optum 6
MEDITECH 4
American Well E 3
Internal Solution 3

RelayHealth 3

0 10 20 30 40 50 60 70
Number of Considerations
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VBC HELPFULNESS & CONSIDERATION

Perception of Core EMR Vendor’s Role

100%

20%

80%

70%

60%

50%

40%

Most Helpful Current Vendor

30%

20%

10%

AAAAAAAAAAAAAAAAAAAAAA

Most helpful

athenahealth
[ ]

Allscripts
o

Cerner

McKesson .

MEDITECH
.

10% 20%

30%

40% 50% 60%
Being Considered

Most considered for
future VBC spending

70% 80% 20% 100%
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NOTABLE OBSERVATIONS

 Gravitation to EMR Vendors

 Transformational HIT is not
always

— Patient engagement
— Patient outreach
— CRM

¢ Swimming up stream
— athenahealth
— Meditech
— Medicity
— Lightbeam

WI<LASu Copyright KLAS Enterprises LLC 2016 10
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FOUNDATIONAL HIT
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ACUTE CARE EMR

2015 acute hospital EMR wins and losses

1 Evident (CPS) Acute Hospital Losses | Acute Hospital Wins

did not supply a list Net
lients, and , 5 . i .
zizgm;;e:oi ;E;]le Acute ¥ Legacy Losses M Primary Solution Losses | [l New IDN Hospital [ New Standalone Hospital Add-On Hospitals

; Haospital
to independently " A N
validate any new Wins Orgamza:s%z vovri%\imzamn

clients for 2015. ()L () / EpiC,S NeW IDNS

Ep|c 144 R 8 s
Cerner 96 m 0
21
athenahealth 21 Y [ oo [ R
Allscripts 8 : 5 e
DoD Included
eClinicalWorks e I D e
Healthland 0 .............................................................. LA I e e e e e
(o)

MEDHOST 4 i R o
(19
Evident (CPSI) .15# ............................................................. L £

MEDITECH .7 S . -9 |5 FSN I heedheisherthuethstioto
a1
McKesson =90 .73 DA 3
—
-100 -75 -50 -25 Q 25 50 75 100 125 150 175
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ACUTE CARE EMR

Holding Onto Customers?
LEGACY CUSTOMER RETENTION [l sekecteda viferent vender

. Migrated to Go-Forward Solution
Where did the legacy customers go?

3
27
73 4
9
33

athenahealth  Cerner MEDITECH McKesson  Healthland
(RazorInsights) (Siemens) C/S & MAGIC Horizon Classic
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Percent of Acute Care Hospitals Who Made a Decision in 2015
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ACUTE CARE EMR

2015 Standalone Acute Community Hospital Decisions

(n=65 standalone acute care hospital wins, 1-200 beds)

McKesson Paragon 1%
Allscrlpts 4% ..................................... ‘ _

MEDHOST 5o

Healthland ........................
Centriq 8%

MEDITECH 8%

- athenahealth

.................... Cerner
Millennium
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ACUTE CARE EMR

Acute Hospital Market Share Over Time

1400
Epic
. Cerner
/ /
= 1000 S —————
'é. \
:% MEDITECH
£ 800
Q
)
3
< 600
@)
= —
0
5 Evident (CPSI)
Z 400 —
Healthland MEDHOST McKesson
200 —
Allscripts
athenahealth
0
2010 2011 2012 2013 2014 2015

BIKILAS Copyright KLAS Enterprises LLC 2016

ACCURATL. HONEST. 1MP

15



ACUTE CARE EMR - INTERNATIONAL

2015 Consideration vs. Contracts

30 | Lower Consideration Rate, Higher Consideration Rate,
Higher Number of Wins Higher Number of Wins

25 Bubble size represents hospital
wins for given period.

“KLAS' Cernere
20 sampling of

providers that Inte rsystems ®

are considering

Newly Signed 2014/2015 Contracts

CSC comes
exclusively :
15 from Europe.
....................................................................................... e
10 MEDITECH @
CSC* Epic @
. Allscripts @
Lower Consideration Rate, Higher Consideration Rate,
Lower Number of Wins : Lower Number of Wins
0 :
0% 10% 20% 30% 40% 50% 60% 70% 80%

Global Consideration Rate 2014/2015
(Percent of respondents considering vendor - non-U.S.)
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AMBULATORY EMR

Independent practices now give top consideration to Epic
MOST CONSIDERED VENDORS, owNED Vs. INDEPENDENT

If you are planning to replace your current EMR, which vendors will you consider?

50%
® Epic
_ ® athenahealth
% 40%
=
w
L
O
= .
(O 30%
<
oz
o
—
Z
o ClinicalWork
® cClINIcalvVVorks
z e Cerner
(a8 1 These vendors have multiple
Ll pm't'fﬁn"ns_éf coa:]stidemtﬁons reprﬁsefnt
o) . provider interest across all of a
=z 10% NeXtGen o A”SCI‘IptST vendor’s products.
o
GE Healthcare? “Considerati
@ for MEDITECH
Greenwa yf [ ] M E D ITEC H * Onjﬁfﬁczggsgg are for their
! + not-yet-released integrated
0% M C Ke SsOn ambulatory solutions.
0% 10% 20% 30% 40% 50%

PRACTICES OWNED BY HEALTH SYSTEMS (n=114)
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AMBULATORY EMR

MEDITECH Early Reactions

This system is fully integrated with the inpatient tool, and that
IS a game changer. We can customize the system to no end,
but with so many regulations, we have needed more
standardization of the dictionaries and options, and we have
needed functionality that can't be taken away. MEDITECH
adheres to best practices and standard dictionaries more

than any other vendor | have worked with. We can add to the
system, but we can't take things away. That helps things
pass between the inpatient and the outpatient systems. The
two products use the same dictionaries, and that greatly
enhances interoperability.

E].I<LAS Copyright KLAS Enterprises LLC 2016 18
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AMBULATORY EMR
MEDITECH Early Reactions

This systg
IS a gamn
but"  MEDITECH's Web Ambulatory EHR product is going to be
standar  gglid. MEDITECH has a lot of technical resources working
neede with it. One of our sites went live with...and the staff there
adher had MEDITECH programming resources on-site almost
thanany  eyery week to make things right. It was a pilot. They knew

SYSter  what they were getting into.
pass be . But they still have

tWo Pl MEDITECH resources on-site, as well as access to folks in
Boston, almost every week. That is the good news.

KLAS Enterprises LLC 2016




AMBULATORY EMR

Top reasons for replacement:

Organization-Wide Integration/Consolidation
Poor Support/Vendor Relationship

S

Clunky Usabillity

() Owned (n=110)
O Independent (n=81)

BIKILAS Copyright KLAS Enterprises LLC 2016
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AMBULATORY EMR

Energy in large-provider market (over 75 physicians)

% OF CUSTOMERS LEAVING % OF PROVIDERS CONSIDERING
(n=140) - 1% | —— 55%

(n=35) -6% I 37%

-23% (n=22) 16%

-34% 10%

-40% 10%

-40% 10%

-44% 29%
22) MR
-47% 1%
60% 40% 20% 0% 20% 40% 60%

Small practices
are making fewer
changes (15%)

mKLAS Copyright KLAS Enterprises LLC 2016

Epic

Cerner
athenahealth
Allscripts
eClinicalWorks
MEDITECH
NextGen

GE Healthcare
Greenway
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AMBULATORY EMR

athenahealth: Compelling non-Enterprise Alternative

OVERALL PERFORMANCE COMPARISON

Core Solutions (EMR, PM, Patient Portal) Comparison Performance by Size
100.0 @ athenaOne @ eClinicalWorks EHR Suite

20.0

52 81.1 81.6

80.0

70.0

60.0

50.0

40.0

30.0

1-10 11-75 OVER 75
PHYSICIANS PHYSICIANS PHYSICIANS
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PERCEPTION OF VALUE-BASED CARE

Technology is Key to Confidence

CONF'DENCE |S GROW'NG TopSSOurces of
How confident is your organization in its HIGH CONFIDENCE
current ability to manage a population's health? (n=66)

j Past Experience/Success
48%
2 Adequate Tools/Technology
35%

Not at All Confident

4%

Very Confident

Not Very Confident
206:; v onmeen Leadership/People/Culture
° C)_ 33%
Confident 4 Strong Strategy
Indifferent 24%
13%

5 Network/Partnerships in Place
17%

0% 10% 20% 30% 40% 50%

(n=167)
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RISK TAKING SLOWS DOWN

llllllllllllllllllllllllll

RIDING THE VBC WAVES

When do you think managing your patient population's health
will surpass fee-for-service as your organization's standard
mode of operation?

50% M 2013 (n=72)

- W 2016 (h-173) 45% We know what
00 What's we're doing

. the rush? oy

30% 29% 1

25%
20%
20%
15%
10%

5%

0%

1-2 Years 3-5 Years 6+ Years Unsure
(or already happened)
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ENTERPRISE HEALTHCARE Bl

Diverse Solutions

VENDOR OVERALL SCORES B N B
PERFORMANCE | Dimensional Insight I 8/4 e
LEADERS | The Diver Solution
IF—rlsaalth Catalyst I 85.2 °®
A
VISUALDATA | Tableau e — 84.8
DISC?SEE: Tableau Server .
McKesson . 84.2 . "
Analytics Explorer
lik —— 81.9
LARGEST | SAS E—— 818 e
INDCl?S(?r?!SY- SAS Analytics
VENDORS MichSOft ] 807 .
Bl Solutions
Information Builders —— 737 e
WebFOCUS
|BM | I 734 .
Cognos Enterprise
SAP — 72.8 .
BusinessObjects Business Intelligence
Oracle I 671 e
Business Intelligence Enterprise 500 600 70.0 800 90.0 100.0
Edition (OBIEE)
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ENTERPRISE HEALTHCARE Bl

Vendor Proactive Guidance vs. Outcomes/Insights Achieved

2.0 * MARKET AVG.

8.5
Dimensional Insight

8.0
.. Health Catalyst

7.5 McKesson @

Q
2 . : Tableau
5 .....InformationBuilders o :. . .. O L
3 70 . © @ Qlik MARKET AVG.
v Microsoft @ : ®
3 : SAS
5 65 IBM @
2
(ol
: SAP @
g :
5.5 Oracle @ -
5.0
4.5
4.0
MINIMAL EXTENSIVE
A DDDDDDD ﬂF nnn+h hF Iﬂc‘;(’!l‘\‘l‘ r\nA an+r”‘1| I+;ﬂl’1 +ﬂ DD++DT ﬁl |+anac
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THE INTEROPERABILITY PROBLEM

r/

o R IO
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HEALTH INFORMATION EXCHANGE

VALUE VS, SETUP COMPLEXITY

50 HIGHVALUE INVISIBLE, EFFORTLESS,
HIGH EFFORT HIGH-VALUE CONNECTIONS
v s
LN . .
iy Business-driven
I Private Network/ EMR Vendor's Private HIE
S . . .
= HIE ® ;
s o ® Point-to-Point Built-in, little
- Other @ extra cost
2
(O]
c
C —
S FIP@

PublicHIE @ @ Direct Messaging
High cost, no

30 _OWVALUE
ﬁép{f@#() RT LOW EgFO RT
45 40 35 30 2.5 20 15 10

Setup Complexity (1-5 Scale)
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HEALTH INFORMATION EXCHANGE

More realistic expectations in maturing market

HIE Performance Through the Years ——Highest Performing Vendor
——Market Average

100 —Lowest Performing Vendor

m%

70

Overall Performace Score

50

2010 2011 2012 2013 2014 2015

BIKILAS Copyright KLAS Enterprises LLC 2016
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HEALTH INFORMATION EXCHANGE

Medicity engineers a turnaround

100
95
Epic
20
InterSystems

P NextGen”

85 Allscript\ -
\ P ICA
\\ _e*" @ Cemner Resonance”
80 \ z Cerner HIE

eClinicalWork Medicity

75

RelayHealth
70
Orion Health
65
60
Cerner MobileMD
55
50 Optum @

2014 2016

*Does not meet minimum KLAS Konfidence level
Note: Insufficient 2014 data for Cerner Resonance and insufficient 2016 data for Optum
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HEALTH INFORMATION EXCHANGE

Performance Now and in the Future

® EMR Independent @ EMR Dependent

100.0 High performance, weak outlook High performance, strong outlook
Epic ®
— 90.0
@ ® InterSystems
2 ICA® N
£ 500 Cerner HIE® Medicity
) ®
o
=
[} . .
5 eClinicalWorks
S o ® o ® RelayHealth
3 Allscripts ® Orion Health
<
£
£ 600
[}
o
N
—
o
N 50.0
Low perfarmance, weak outlook Low performance, strong outlook
40.0
40% 50% 60% 70% 80% 90% 100%

Will your vendor be able to meet your interoperability needs in the next few years?
Percent that answered Yes.
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POPULATION HEALTH MANAGEMENT

Still Emerging

« Qver 100 vendors

« Special talents

— EMR Integration

— Data Aggregation

— Risk Analytics

— Care Management
— Quality Programs

* No one-stop-shop

BIKLAS
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FULLY RATED
Enli +
Epic
1BM (enyen ¥
Optum *
Wellcentive #
Advisory Board
PRELIMINARY DATA
Allscripts
athenahealth +
Cerner +
eClinicalWorks *
2i Systerns *
IBM (Explorys) ¥
Medecision
Valence Health

Verisk Health

Caradigm *
Conifer Health
Evolent Health ¢

Forward Health Group

Healthagen

it
it

86.9
86.6
86.4
76.2
75.8
70.2

72.2*
79.8*
85.0°
77.5*
86.9*
81.0*
71.2*
78.2*
73.2*

81.0*
66.5*
73.6*
90.1*
79.9*
st 784*
meavensve) ¥ 62.6"
78.5*
85.0

|
i
i

i
Illgé

|
I i

Sggsﬁgrg

EREREE

1 il
Lt il chh

g
|

e-00000::

33



POPULATION HEALTH MANAGEMENT

Service = Satisfaction
SELECTION CRITERIA VERSUS REALITY

100% . e . .- .
M Decision Drivers (n-194) B Positive Surprises (n=194) Most Difficult Challenges (n=208)
90%
Both good

& bad

80%
Data more Good service
N 69% difficult than stands out

70% 63% N ._ expected
60%

54% | 54%
50% TN . 48% |
40% . 39% | ./

31%
30% 27% 28%
20%
20%
11% 10%
10% I . 7%
T
SOLUTION VENDOR DATA ACCESS SERVICE COST/VALUE
Capability & Adaptability Relationship & Reputation Effort & Accuracy Flexibility & Responsiveness Price & Return
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PATIENT ENGAGEMENT

Most strategies are not transformational

50% Percent of customers focused on each strategy:
40% 38%
30%
30%
20% 15%
10%
10% 7% - -
( ) ( ( ) ( ) (
L n=41 n=53) n=10 n=21 n=14)
0% < e O
Strategy: COMPLIANCE SERVICE BUSINESS POPULATION WELLNESS
HEALTH
v v A 4 v v
Goals: Meet external Improve patient Increase utilization and Improve care, reduce Engage patients in
’ requirements experience, outcomes community mindshare costs, earn rewards maintaining health
F ) Reactive Reactive Proactive Proactive Cooperative
Ocus. ASAP as needed Encounter focused Initiates relationships Guides encounters P
5 hio: Quality/compliance Patient satisfaction/ Marketing, Clinical leadership, care Health coaches,
wnersnip: Y P experience administrative mgmt management patients

BIKLAS
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PATIENT ENGAGEMENT

Today, fee-for-service marketing drives CRM

CRM STATUS WHAT TYPES OF CRM
(n=130) Supplemented with data from upcoming Patient Engagement Report F U N CT I O NA L I TY A R E I N U S E?

What is the status of vour CRM usage? PRECISION
MARKETING

® 15% DEPLOVED NANAGEMENT
’/ 924 %

® CONTRACTED of respondents
5% o @ PHYSICIAN report that CRM
is managed by
16% CONSIDERING Eﬁﬁ;&rﬁgﬁ their marketing
department
—r /) POPULATION o
HEALTH
64% NO PLANSTO PURCHASE 0% 10% 20% 30% 40% 50% 60%
80% @ CURRENTCRM CUSTOMER (n=40) @ POTENTIALCRM CUSTOMER (n=11)

70%

64%

60%

Marketing (and some population health)

—  Evariant

 Influence Health

20% 18% 18% 18%

10% 8% . . . .

n II .I o Growing interest in Epic call management
POPULATION HEALTH PHYSICIAN PRECISION CONTACT

MANAGEMENT
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PATIENT ENGAGEMENT

Patient Qutreach Solutions

Basic
Functionality

Limited
Data

Broad Use
Solutions

Specialized/
Clinically
Focused
Solutions

PATIENT OUTREACH CONTINUUM

. Deep Adoption (51%+)
@ Moderate Adoption (26%-50%)
@  Minimal Adoption (1%-25%)
T Mostly Ambulatory
[MP] Mot Primary

Patient Outreach Continuum

West (Televox)
Phonelree

West (ClientTell) [NP]
Solutionreacht
Talksoftt
CipherHealth
Emmi

IBM (Phytel)

NOTE: HealthGrid is a relatively new vendor. KLAS interviewed four live customers

Basic Functionality

Broad Functionality

Specialized/Clinically
Focused Functionality

MNewsletters, Annoupce.ments,
Other Communication

Appointment
Reminders

Payment
Remindery

[Gathering Patient
Information

Results, Motes,

Prescriptions
Satisfaction Care
Surveys Reminders
® o

Post-Discharge
Follow-Up
Pre-Visit
Education

Education

and validated use in 8 of the 10 areas covered

in this report: appointment reminders; newsletters, announcements, and other communications; gathering patient information;
satisfaction surveys; results, notes, and prescriptions; care reminders; post-discharge education; and post-discharge follow-up.

BIKLAS
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Post-Discharge

(n=14)
n=7)

n=9)

(n=15)

(n=1%)

(n=18}

(n=21)

(n=12}

-
This chart represents use cases validated
by KLAS, and is not a comprehensive list of the
functionality provided by each vendor.
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PATIENT ENGAGEMENT

The Future of Patient Engagement
What percent are considering a purchase in the following categories?

Patient Portals

21%

Patient
Wearables

1%

Patient Satisfaction &%

Patient Education
(n=122)

IPS Patient

(n=112) Outreach

CRM

BIKILAS Copyright KLAS Enterprises LLC 2016
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TELEMEDICINE AND OTHER UPCOMING

EVISIT Solutions

Interoperability

Population Health Management Performance

Patient Engagement

WI<LAS° Copyright KLAS Enterprises LLC 2016 39
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THE RACES ARE ON

Let’s Share

colin.buckley@
J klasresearch.com

A

40
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QUESTIONS?

BIKILAS Copyright KLAS Enterprises LLC 2016

llllllllllllllllllllllllll



