
What Startups Actually Mean

Keep in mind that… 
Integration with EMRs is very tricky – each EMR 
provider has its own problems with integration, 
and early stage startups rarely have dedicated 
the time and effort to fully integrate with EMRs. 
In addition, there are EMR Gateways like REDOX 
that can help, so it is important to know if they 
have taken these steps to speed up the process.

When Founders Say…

“We integrate with all EMRs”

Keep in mind that… 
In Healthcare, algorithms are rarely ever 
the “key factor” that will make a startup 
successful. An algorithm is just one part 
of a very complex puzzle. It is important to 
understand the other aspects as well, like 
workflow, clinical validation, regulatory 
pathways, etc… In addition, a software 
algorithm can never be fully “protected” 
from competition.

When Founders Say…

“Our IP is our algorithm”

Keep in mind that… 
A pilot without clearly defined KPIs is not 
really a pilot. “We don’t need KPIs for our pilot”

When Founders Say…

Keep in mind that… 
Contrary to this popular belief, doctors do not 
ever actually buy anything. It is the people 
behind the doctors (clinics, hospitals, HMOs), 
who actually make economic and financial 
decisions. If a startup says this to you it means 
they have not done their homework on how 
healthcare works.

“We will sell to Doctors”

When Founders Say…



What Startups Actually Mean

Keep in mind that… 
Doctors can give excellent clinical validation, 
and important insights about workflow, 
processes, and possibly also about insurance. 
But doctors frequently are unaware of the 
economic implications. In addition, doctors 
use the software solutions presented to 
them (sometimes they are forced to), but 
they are not the source of relevant info 
regarding integration to systems – that 
requires validation from IT. And finally, asking 
3 doctors is not really “validation.”

When Founders Say…

“We validated our solution with doctors”

Keep in mind that… 
Workflows are extremely difficult to change. 
There is a reason that workflows and best 
practices exist – because they have been 
proven to save lives. That is why health moves 
very slowly. If a startup says they can improve 
workflows, challenge them to explain exactly 
how they will alter workflows without causing 
damage somewhere else along the chain.

“We improve workflows”

When Founders Say…

Keep in mind that… 
There is a common misconception that
insurance is just waiting for any data.
In reality, insurance is interested in health data 
only when there is a large amount of it, and 
only when it is clear how the data reduces 
their reimbursement outlays or increase their 
revenues. That being said, insurance is making 
more and more forays into digital health – but 
their interest remains economic.

When Founders Say…

“We will sell our data to insurance”


