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PATHWAYS TO SUCCESS -  
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Tremendous revenue opportunities exist for information technology 
companies that focus on the needs in Healthcare – the market is large, 
demand is high, spending is growing rapidly, and the sector is ready for 
automation and change.  

 

The market is changing.  Governments and 
Health Management organizations are placing 
greater emphasis, and greater resources, on 
technology as an improvement tool.   

 
 

 
Healthcare ICT solutions are centered on the 
following operational segments: Payers, 
Management/Administration, and Clinicians.   
 
For ICT vendors it is important to understand 
the implications of the differing informational 
requirements of these segments.  
 
At the Payer level informational requirements 
consist of trend data—population health, 
disease prevalence and high-level financial 
management.   
 
The Management and Administration level 
requires business management data such as 
multi-tier budgetary variance/allocations, P&L, 
utilization and organizational trend data.   
 
The Clinical level informational requirements 
are more process oriented with vast amounts of 
patient and treatment data needed across multi-
disciplines and sub-specialties.   

“British Columbia’s SME 
ICT companies that have 
healthcare as a focused 
vertical have seen higher 
revenue growth rates (on 
average) than other ICT 
companies focused on 
horizontal markets or on 
other vertical markets.”   
 
2005 Ready to Rocket Report 
Published by Rocket Builders 
 

Healthcare ICT is the use of information 
technology to improve the process of 
healthcare delivery and is concerned 
primarily with streamlining administration 
and putting information into the hands of 
point-of-care professionals. Healthcare ICT 
represents a market with great opportunity 
for vendors of ICT solutions  
 
The healthcare ICT market is one of the 
fastest growing ICT verticals with spending 
growing at 7-10% CAGR. 
 
As an industry, healthcare is in the early 
stages of technological evolution and has 
not yet taken full advantage of the 
efficiencies that can be gained through 
strategic implementation of ICT solutions.  
This late adopter market has produced 
many single application solutions within 
organizational silos that are not suited for 
today’s information requirements.   
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Buyer and Vendor Landscape 
For each segment of Healthcare ICT buyers, where can 
smaller vendors play an important role? 

Healthcare ICT solutions are 
centered on three distinct market 
segments:  Payers, 
Management/Administration, 
and Clinicians.  Desired 
outcomes and derived benefits 
of information differ within and 
across the different market 
segments.   For ICT vendors it is 
important to understand the 
implication of the differing 
informational requirements at 
each level. 
 
The Payers consist of insurers 
and government ministries 
responsible for healthcare 
within a specific jurisdiction.  
Informational requirements are 
primarily trend data—
population health, disease 
prevalence and high-level 
financial management.  Existing 
IT systems are large scale 
platform type systems that 
account for the payment of 
providers and healthcare 
delivery agencies. 
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The Management/Administration 
level is responsible for the 
management and administration 
of the business of healthcare 
delivery.  Informational 
requirements at this level are 
complex—transactional clinical 
data must be translated into 
usable business information in 
order to operate the business and 
manage the finances.  
Information such as multi-tier 
budgetary variance/allocations, 
P&L, utilization and 
organizational trend data are also 
required.  Installed at this level 
are hundreds of legacy systems 
as well as large enterprise ERP 
systems—many with 
interoperability issues. 
 
The Clinical level consists of a 
vast array of clinical disciplines 
delivering care to patients using 
specific and individual processes.  
Informational requirements 
consist of process oriented 
patient and treatment data spread 
across the disciplines and  
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literally “locked” into this level 
with translation mechanisms 
required both between differing 
specialties as well as with the 
Management/Administration 
and Payer levels.  Information
is used to make clinical 
decisions, therefore time
and accuracy are imperative—
mistakes can mean patients are
put at risk.   
 
A
systems (electronic health 
records, image archival 
systems, etc.) are rapidly
becoming dominated by la
vendors, many enabling 
technologies for infrastru
or for productivity of front-line
personnel are needed from 
smaller, often more innovat
vendors. 

“… we need to work with vendors who 
understand our business—who understand that 

minimizing impact on workflow is very important 
in successful implementation of any solution”  

Healthcare ICT Buyer 

USA versus Canada 
 
Much is made of the differences 
between the structure of the healthcare 
system in the United States, Canada 
and other G8 countries.  The basic 
model remains the same across all 
jurisdictions, with one major 
exception—single and/or multiple 
payers.  Multiple payers, and for profit 
healthcare delivery organizations have 
produced a different dynamic in the 
marketplace.  However, both multiple-
payer and single-payer models face 
similar challenges in integrating and 
translating clinical data into 
operational information, as well as 
with common standards and 
interoperability issues. 

Figure 1. ICT Solution Needs by Segment 

Technology of Interest 
 
Historically slow at ICT adoption, 
this market is showing an interest 
in many technology areas, such as: 
  
• Security technology  
• Mobile devices technology  
• Wireless WAN  
• Virtual private networks  
• Network solutions for remote 

workers 
• Storage networking  
• Voice over IP 
• IP telephony 
• IP Video surveillance  
 
Much interest is being placed in 
mobile and wireless technologies 
given that most healthcare 
workers are not desk bound and 
that immediate access to 
information is critical. Despite this 
interest, much of the investment 
into ICT is still dominated with 
the needs for basic infrastructure 
and platform systems (with 
Electronic Health Records among 
the top priorities). 

 
“46% of all healthcare dollars 
spent in the United States are 
funded by the Government 
and that figure is expected to 
rise to 60% by the year 2010.” 

“… innovation usually 
occurs on the fringes.”  

Government Influencer 
 



Market Dynamics 
What are the drivers and challenges for ICT 
adoption in the healthcare sector? 

There are a number of interesting 
market dynamics for Healthcare 
ICT. These dynamics include a 
number of powerful drivers as 
well as a number of challenging 
barriers to adoption. 
 
Drivers 
 
The business drivers for 
Healthcare ICT can be 
summarized simply as a need for 
increased productivity, decreased 
costs and better utilization of 
capital. 
 
The medical drivers are focused 
on improved patient care. These 
drivers include fewer medical 
errors, less variation in care, 
consumer-centered care, 
portability of information 
(medical information moves with 
consumers), and improved 
interoperability and connectivity 
of systems. As well, there is an 
overriding need for protection of 
information. 

Challenges 
 
The adoption of technological 
solutions in the healthcare 
industry faces a number of 
obstacles.  Limited funding 
allocation for ICT projects and a 
lack of sufficient financial 
incentives to encourage 
technology adoption has often 
meant inadequate solutions.  
Until recently technology has 
been used as only a mechanism 
for improvement in care delivery 
rather than as a tool for process 
efficiency. The complexity of 
the healthcare business, where 
there are multiple management 
layers, multiple operational silos, 
and multi-organzation business 
processes, represents the biggest 
challenge for technology 
adoption.  
 

Needs of Small 
Vendors 
 
Start-up ventures face many 
complicating factors in the 
healthcare ICT market.  SME's 
require much longer than 
average time to achieve market 
validation than typical ICT 
ventures.  Traditional venture 
capital is seldom interested in 
funding the commercialization 
stage of ventures in this sector, 
though they seem to show 
interest in growth phases after 
commercialization.  
 
Despite the challenges, many 
small Canadian companies have 
navigated the obstacles and 
have found that this market 
rewards the right combination 
of patience and innovation. 

Long Sales Cycles 
for Vendors 
 
At all levels, the complexity of 
the business and the risk-
averse nature of the market 
result in long sales cycles.  
Implementation generally 
requires a high degree of 
adaptation work and 
extraordinary service levels 
both before, during and after 
roll-out. Multi-tiered 
organizational structures mean 
that most decisions are made 
by committee and require 
cross organizational approvals. 
Additionally, procurement 
processes often demand many 
"hoops and hurdles" be cleared 
at various stages of a vendor 
selection-not only impacting 
cycle time but also incurring 
expense of the part of the 
vendor. The net result for 
vendors is that selling into this 
market requires lots of time 
and money. 

 
 
 
 

 

The Healthcare ICT market 
 is one of the fastest growing 

ICT vertical markets with 
spending growing at 7% to 10% 

CAGR. According to Gartner 
Dataquest, world-wide 

healthcare ICT spending is 
expected to increase from 

 $69.4 billion in 2001  
to $102.7 billion  

in 2006. 

The Healthcare ICT 
market is changing.  
Governments and Health 
Management 
organizations are placing 
greater emphasis, and 
greater resources, on 
technology as an 
improvement tool. 

“… we face very long 
sales cycles, and we face 

an industry that is only 
beginning to understand 
the value of ICT and the 

best ways to capitalize on 
ICT – once we overcome 

these challenges, the 
opportunities are huge.”  

Healthcare ICT Vendor 
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Pathways to Success 

What are some of the patterns of business 
approaches that have led to successful 
commercialization in this sector? 

product however, the vendor must 
thoroughly understand the work and 
be able to integrate the technology 
into the workflow.  The nature of the 
market is such that it is ultimately up 
to the vendor to manipulate the 
technology to solve a specific 
problem, rather than manipulate the 
problem to suit the technology. 

Many SME’s are finding 
success at the Clinical level of 
the market—there are hundreds 
of different disciplines and 
specialties, all with specific 
informational needs both within 
silos and between them.  To 
address these needs successful 
SME’s are developing 
innovative solutions in 
conjunction with users—
solutions that address the 
specific pain of an individual 
user group.  Once proven 
successful, the solution is then 
adapted across silos.  In order 
for a vendor to develop a niche 

 
At the Management/Administration 
and Payer levels, SME’s are finding 
success through strong partnerships 
with service integrators and larger 
vendors.  These vendors are 
providing add-on applications and 
working with partners to integrate 
the solutions into larger systems. 
 
At all levels, successful players in 
this market know that working 
closely with the client is necessary 
for successful outcomes.  While the 
market is large, the community is 
relatively small and one satisfied 
customer provides leverage in 
gaining the next. 
 
Given the start-up risks in terms of 
new ventures in the Healthcare ICT 
market, the major implication for 
vendors is the need for strategies to 
creatively finance their venture or to 
“stretch” their dollars during lengthy 
market validation phases. 

There are some common 
attributes amongst those 
companies who have made 
inroads into this challenging, 
but promising, market.  It is not 
enough to simply gain an 
understanding of the complexity 
of the sector, successful 
companies must also understand 
the dynamics of informational 
requirements at all levels within 
the sector.   Desired outcomes 
and derived benefits of 
healthcare information is 
different for each user group.  
Success is dependent on the 
ability to minimize impact on 
work habits and process, as well 
as provide comprehensive 
assistance with transition. 
 

Themes for Success  
 
What are the common themes in the strategies 
employed by the most successful SME’s in the 
healthcare ICT market? 
 
Find the Innovators 
 
Find a visionary within the market who will act 
as a champion of innovation.  These visionaries 
can be found within the three levels—payers, 
management, and clinical. 
 
Work closely with users to develop a specific 
niche application that can then be adapted and 
scaled for other areas. 
 
Partner 
 
Partner with another vendor with an existing 
channel to the customer. 
 
Partner with an industry association or customer 
group (e.g. a clinical institute) to develop a niche 
application. 
 
Service, Service, Service 
 
Getting the first customer and making sure they 
are very, very happy is key—in order to leverage 
the success into the next sale. 
 
Engage in a service business model while 
pursuing the product’s market validation in 
parallel (ensures cashflow during validation 
cycle). 

“The most common attribute of success is the ability to 
thoroughly understand the business and processes of 
the customer.  Healthcare is a complex business, with 
complex issues—a successful vendor must be able to 
demonstrate that they understand the complexity.” 
 

Rocket Builders is a market strategy and consulting firm focused on helping 
technology companies to capitalize on market opportunities. Since 2000, we have 
been engaged in market research, market planning, business development initiatives, 
strategic selling, and product launches for over 100 organizations. For more 
information on our Healthcare ICT practice and the research and publications we 
have in this area, please contact Reg Nordman at rnordman@rocketbuilders.com or 
please visit our web site at www.rocketbuilders.com. 
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