
REDO | HEALTHCARE HEALTHCARE FOOTPRINT FINDER     �1

http://www.redohealthcare.com


 

 

REDO | HEALTHCARE HEALTHCARE FOOTPRINT FINDER     �2

http://www.redohealthcare.com


Do you find yourself asking these questions? 

“I have all these healthcare ideas. How do I make it happen?” 

“I don’t know why they are not buying my [insert your product or 
service]…even though people tell me it looks very good!” 

“How do I make a difference in healthcare and make money?” 

“How do I get more clients? How do I create products that are 
loved by the market?” 

“I need money for sales and marketing. If I don’t sell, I won’t 
have money. If I don’t have money, I can’t sell. I’m stuck.” 

“We are doing well in this one area. But how do we go from here?” 

If you said “yes” to any of these, read this e-book. May be you've 
considered creating a healthcare product or service. May be you 
are already running a business in healthcare.  

It’s not because you aren’t trying or working hard. It’s just that 
healthcare is different.  
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It’s a complex and gigantic industry. With a huge learning curve. 
Highly regulated. Resistant to change.  

People will tell you that unless you raise a lot of money - 
especially from VCs - you can’t build a business.  

When you go to VCs, they will ask you to come back after you 
build traction. 

But to build traction, you need the money. You think if building 
user-volume equals to traction. It's not. 

You are finally left to fending for yourself.  

Then people will tell you there’s no other way to sell in 
healthcare other than hiring an army of salespeople. Or spending 
$25/click on Google Ads. That’s how everyone does it. 

That’s not true either. I’ve proved these myths to be meaningless. 
While discovering and expanding our footprint in healthcare. 

You can do it too. 
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But wait a minute…who am I to know this? 
 
Hey, I’m Praveen Suthrum.  

During the day, I work as the president of NextServices. I also 
serve as the chairman of the Alumni Board of Governors at 
Michigan Ross. A more formal role. But what you are about to 
read is from my other self. Yes, something like Batman! 

That’s me sitting on Kala Paththar, across Mt. Everest. Over the 
years, I’ve checked-off on many such dreams.  

People get taken in by this side of entrepreneurship. But the 
reality behind this freedom is a system that works. 
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The thing is I’ve delivered. Along my co-founders, I founded 
NextServices. In the student lounge of the business school in 
University of Michigan. It’s now called Michigan Ross.  

We built our company from scratch. 

Over the last 13 years, NextServices has survived all kinds of ups 
and downs. We even built a health IT portfolio called enki.  

Here’s how we developed our footprint in the healthcare space. 

1. Built the company from scratch with no money, no clients, no 
office, no employees. Today, we have 150+ people.  

2. Created many revenue streams after starting with one. We sell 
billing, EHR, compliance consulting, endoscopy report writer, 
credentialing, Health IT services and more. 

3. Earned several millions of dollars over the years. And spent it 
all back in the business.  

4. Built a health IT portfolio (enki) that continues to create new 
products. Took it through many regulatory certifications. 

5. Worked on many hundreds of engagements with medical 
organizations of all sizes. Across the world. Including Fortune 
100 product teams. 

More important, our work impacts many others every single day. 
Many businesses cannot run without what we do. 
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This journey gave me deep insight into healthcare. To build 
something that’s resilient. For the longterm.  

My explorations into health also led to me to solve my own 21 
year chronic disease condition. It has helped me help others with 
their own health. 

You are about to learn how to develop your own footprint in the 
industry through this model. The Healthcare Footprint Finder.  

It’ll help you find your shining spot in healthcare.  
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11 exciting trends in healthcare’s future 

Trend 1: More medical data than insight 
Kaiser Permanente presently manages 30 petabytes of data. 
Images. Lab tests. EHRs. Patient data. Billing. Registries. Clinical 
trials. Sooner than later, most medical devices (big and small) will 
become smart. They will have an IP address like a Fitbit and send 
data over the cloud. 

What would happen when medical data expands to exabytes, 
zettabytes, and may be even a yottabyte (10^24)? 

What it means: Expect a boom in data-related opportunities. 
Data scientists. Visualization gurus. Statisticians. 
Mathematicians who can build predictive models. Anyone who 
can spot wisdom from information. 

Trend 2: Genetic programming is the new software gig 
People interested in programming are well-suited to become 
biologists of tomorrow. You can tinker with ATGC (the genomic 
alphabet) using tools like CRISPR. 

[Read: A programming language for living cells] 

What it means: If you are a software developer, you could join a 
bio hackerspace or create your own. Explore how programming 
can make foul-smelling E.coli develop the fragrance of bananas. 
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Trend 3: Lab tests are performed on a chip 
After failing inspection tests, Theranos is now shifting its focus. 
From blood-tests to a lab-on-a-chip virus detection model. It's 
aligning itself to a clear trend. Microfluidics is at the cusp of 
changing the diagnostics market. 

What it means: Think of opportunities related to chemistry and  
mechanical engineering. Bio-sensing, fluidics, optics, acoustics, 
micro-electronics, mobile programming, RFID, circuit design, and 
instrumentation. 

Trend 4: Blood is delivered by drones 
Zipline already delivers blood to remote areas in Rwanda through 
lightweight drones. John Hopkins recently partnered with Flirtey 
to deliver medical supplies. We are not too far when drone 
delivery becomes mainstream. 

What it means: It touches many areas. Aviation. Logistics. 
Delivery. Aeronautics. Geo-mapping. Disaster/emergency 
management. Equipment repair. Material science. Electronics.  
Security. Control engineering. Fleet management. 

Trend 5: People live much longer than your grandma 
By 2040, it's estimated that one in five people in the US will be a 
senior citizen. Let's assume Calico, Human Longevity Inc. and 
others succeed in providing us with a partial longevity fix 
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(beyond 120 years). If that happens, we will have a very large 
global population of old people. 

What it means: New opportunities in caring for the old. Nursing. 
Elderly homes. Government services. Health insurance. Medical 
devices. Extrapolate existing businesses in aging from the present 
to spot the future. 

Trend 6: Your phone knows you more than your spouse 
Advances in artificial intelligence will help your phone know you 
more than yourself. Not just your spouse. The movie Her even 
imagined what it might be like to be in love with your AI. 

What it means: Surely AI-related opportunities for software/
hardware professionals. Think of opportunities that need 
teaching computers medical skills. Like Sloan Kettering 
oncologists taught IBM Watson. Cheap robots will serve the 
average person. Then people with empathy (such as nurses) will 
be in high demand. 

Trend 7: Cataract surgery is safer with a robot 
By 2020, the market for medical robots will be $17+ billion. 
Robots will expand a surgeon's capabilities. Sometimes, they will 
perform surgeries on their own. 

What it means: Obvious opportunities for engineers and 
technicians. Think of those surrounding medical robotics. Design. 
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Equipment repair. Training. Refurbishing. Components. Sales. 
Maintenance. 

Trend 8: Mindfulness is part of your prescription 
In Tools of Titans, Tim Ferris says 80% of his Titans had some 
kind of guided mindfulness practice. Your cardiologist may soon 
prescribe meditation to keep your stress at bay. Calming apps will 
mushroom. Alternate therapies will spread. 

Much like yoga, meditation will descend from the yogis in the 
mountains and go mainstream. 

What it means: There will be demand for many types of guided 
sessions online/offline. A need for experts who can guide people 
through holistic medicine will emerge. 

Trend 9: 3D printing becomes a medical guideline 
Startup SiMMo3D prints organ models using data from MRIs or 
CT scans. Creating replicas of diseased or healthy parts. Recently, 
3D printing helped surgeons prepare for a 27-hour marathon 
surgery. To separate conjoined twins. 

What it means: Expect a boom in opportunities associated with 
3D printing-as-a-service. Organ design. Medical retail. Bio-
printing. Material science. Implants. Prosthetics. Orthodontics. 
Medical education. Pharmaceuticals. 
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Trend 10: Your insurance rewards you for eating healthy 
John Hancock insurance rewards vitality points to its customers 
for staying healthy. Points for buying sprouts. Points for 
swimming. 

Insurances would accumulate huge data if such programs become 
mainstream. Pay-for-performance/value would become the basis 
of health insurance. 

What it means: The health insurance industry will need 
underwriters. Who can develop new pay-for-performance models. 
Think of opportunities in population health. Quality of care.  
Healthcare informatics. Case management. Risk assessment. 
Financial architects. Claims/benefits specialists. Opportunities 
related to ongoing risk adjustment. Based on continuous health 
tracking inside smart homes and driverless cars. 

Trend 11: Cancer becomes a chronic condition 
Leukemia, ovarian cancer, some lymphomas are today considered 
chronic conditions. Ongoing and subject to lifelong treatment but 
not life-ending. More types of cancers could become chronic. 
More cancer patients could live longer. 

What it means: Core clinical needs such as in radiology will 
increase. Demand for people in palliative care. Counseling. 
Cancer care communities. Patient navigators. Care coordination. 
Specialized nursing. Medical statistics. 
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Now…for the 4 disturbing trends 

Yes there are many exciting opportunities. But don’t you find 
something’s a little off in healthcare? 

Before moving further, it’s important to be aware of these four 
disturbing trends. These are altering the industry forever. 

Trend 1: Doctor-patient trust at an all-time low 
Relationship between doctors and patients has changed. From 
the one where the doctor intimately grasped our history. When 
they treated everyone in the family. To a transaction-based 
activity.  

Patients have changed from care receivers to care buyers. People 
needing sympathetic treatment to consumers with high demands. 

The business of healthcare has resulted in low trust. Among its 
two chief participants: doctors and patients. 

The high cost of low trust results in a very expensive model. 
That’s what we have in every healthcare system world over. 

Trend 2: Disease management vs reversal 
With low trust, both doctors and patients have increased their 
reliance on testing. From pathology to imaging to radiology.  
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At an earlier time, doctors relied more on an intuitive sense. 
Based on examining presenting symptoms and conducting 
thorough physical exams. Such an approach today could invite 
lawsuits from patients. When a gut-call without data goes wrong. 

While the premise of tests is prevention of disease, the reality is 
different. It results in over-treatment with ongoing disease 
management. This trend of becoming lifelong patients is likely to 
continue. As we find more ways to capture data from the body. 

Trend 3: Questionable guidelines 
After recent findings, the US Preventative Task Force 
recommends that women screen for breast cancer after age 50. 
Instead of an earlier guideline of age 40.  

Doesn’t this confuse the decision by millions of patients? Who 
went through annual mammograms based on earlier 
recommendations. Guidelines also changed for other conditions. 
Hypertension. Cholesterol. Hormone replacement therapy.  
Cervical cancer. Prostate cancer. Make your pick. 

Adding to the confusion, not all doctors or societies agree with 
these changes. This trend is disorienting healthcare. 

Trend 4: High rate of environment-based disease 
The more modern our environment, the greater seems to be our 
longterm disease-risk. From refined oil to sugar that pours, we’ve 
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managed to create food that looks great on the outside. But has 
messed with our insides.  

What we believed to be advances seem to have altered the natural 
course of our bodies. 

Observe Type 1 and Type 2 diabetes data from 2001 to 2009. It 
significantly increased among children and teenagers. Puberty 
age has steadily dropped. A study conducted between 1989 and 
2005 indicated a one-third drop in average sperm count.  

Out of 56 million people who died, 68% died because of non-
communicable diseases in 2012. NCDs pertain to heart disease, 
cancers, diabetes, and chronic lung diseases. An increase of 8% 
from year 2000. Rich countries fare worse - 87% of people die 
because of NCDs. 

We can argue until the cows come home. Whether we have 
enough evidence to link these changes to the environment. But 
it’s not difficult to observe that there’s a shift at play around us. 

When something’s a little off, you know that a problem is 
bursting in its seams. It’s time for massive disruption. 

It’s time to think about healthcare differently. And redo it. 
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I already know that YOU have a healthcare idea 
 
How do I know this?  

Because healthcare affects you. Like it affects me. The healthcare 
system touches you, your loved ones, your job, your economy. 
Either you are on the receiving end or the giving end. 

No other industry has an all encompassing effect as this one.  

In fact, healthcare is the Frankenstein of our times. It disrupts 
everything. 

Delve into your experience to isolate your footprint.  

May be you are struggling to lose weight. Or, dealing with a 
chronic condition. Or, frustrated with wait-times at the local 
hospital. Or may be, you are part of the healthcare system. 
Bothered by bad technology, administrative costs, or legal 
challenges. 

Your problems may not be as unique as you think. What bothers 
you bothers many others.  

Pause and observe everything surrounding these problems. Find 
two realities that don’t fit comfortably with each other. These 
point towards unsolved problems that hide big opportunities. 
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Why are so many young people getting diabetes? Why are some 
doctors struggling with money despite being so well educated? Why 
does healthcare technology increase operational cost instead of 
reducing it? 

Instead of jumping to solutions, focus on identifying specific 
problems. Especially those that interest you - or bother you. 
Learn everything you can about them. 

Connect the dots to arrive at new solutions. 

No check-out Amazon stores. Drone delivery. Cheap robots. 
Ubiquitous sensors. 3D printing. Driverless cars. Genetic 
programming. You’ve seen 11 exciting trends above that are all 
becoming a reality right in front of our eyes. 

Research the ones that are relevant to your problem. 

Say your problem deals with increased hypertension among 
adolescents. Your research might take you to the latest on 
hypertension guidelines. 

Perhaps you've spoken to cardiologists and even to those in 
alternate therapy. You've spoken to suffering teenagers and their 
parents. You begin to understand the broader problem. 
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Now, you can start connecting the dots - problems to trends - to 
arrive at new solutions. 

Connecting adolescent hypertension to say AI or mobile apps. 
You might arrive at a tool to help teenagers take care of their 
condition. 

That's how you move to doing something about things that 
bother you. Step-by-step. 

More on this in a moment. 

PAUSE RIGHT HERE 

I’m about to unveil the Healthcare Footprint Finder. Four practical 
strategies that really work. They can help you find your own footprint in 
healthcare. They helped me and my company.  

But for this to work, you need to take action.
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Healthcare Footprint Finder 
 
By now, I’m assuming that you have at least a broad idea of the 
kind of healthcare problems that bother you. May be, you are 
already working on something. 

Don’t worry if you are not. You can always come back to finding 
problems and ideas later. You can revisit this e-book as many 
times as you like. 

Step 1: Find your market within the industry 
Healthcare is big. The U.S. spends more on healthcare than many 
economies put together. It’s easy to get lost in this vast universe - 
unless, you know where you are going. 

Use the following worksheet, to zero-in on your idea(s). First 
complete column 1 (idea) and aim for volume. Don’t stop yourself 
from generating ideas. Your bright spot could emerge somewhere 
in the bottom - you never know. 

After that, identify what areas of the industry your idea touches. 
It could be beyond healthcare. It could even mean a certain 
geography. What technologies could speed up your idea? 

Then explore the pros and cons associated with it. 
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Here’s are a few examples. 

Next, shortlist your ideas into 5. 

Why do I say 5? Because you will need to research these ideas 
well. By speaking to people and reading up everything that you 
can find.  

Idea Areas Pros Cons
Driverless cars + senior 
citizens + hospitals

Hospitals, driverless 
cars, bay area

Firmly plugged into the 
future, seniors struggle 
to make it for their 
appointments because 
they need to depend on 
others

Why can’t they simply 
hire a cab? Why would 
hospitals pay for it? 
How much upfront 
investment does it 
require?

Health + toys with 
sensors + app

Kids, sensors, apps, 
health habits

: :

Mindfulness + events + 
Ann Arbor, Mich.

Mindfulness, yoga, Ann 
Arbor, event 
management

: :

Health IT + HL7/FHIR + 
online training

Health IT standards, 
Teachable, email 
marketing

: :

Smart footwear for 
seniors

Health, aging, geriatrics, 
caregivers, apps

: :
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ASIDE: JUST START  

Somehow 5 seems to be a manageable number. When I applied for grad 
school, I focused on just 5 so that I could research each one well. Visit 
the schools and understand where I belonged. When I started my 
business, I shortlisted 5 ideas. From billing to architecture design to 
marketing analytics. Gave myself a 6 month deadline to finish up my 
research and just start the business. 

During that time, my uncle (a doctor in Texas) called me on Christmas 
Day and talked about challenges that doctors face with medical billing. 
Soon, I spent my spring break (while doing my MBA) with him and learnt 
by observing things on the inside. Figured other doctors would pay for 
this. I also noticed that there were other companies doing billing. I liked 
this. Because competition indicates that there’s money flowing in that 
business. You simply have to find another niche and/or do it better. 

Then I completed an online course for medical billing professionals. 
Read-up a book on how to bill insurance claims from home. It seemed to 
have been targeted at secretarial professionals. But it worked well for me. 
I learnt enough to sell, hire, and even bill claims myself. 

That’s how NextServices started with billing services. Today, our 
company has branched into several areas of healthcare. From software to 
compliance consulting. As with anything in life, you are unlikely to end 
up where you started. So just start.
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Your idea doesn’t have to be cool. It just needs to give you a start. 
It needs to be simple enough. So that you can get to beta soon or 
at least to the point of earning money. 

At the end of this step, you should have a rough idea about what 
you can create. After your research, say you find that you need to 
pursue a different idea. That’s fine. You can revisit this step. 

If you wish to redo healthcare, every healthcare system in every 
part of the world is your stage. Every individual in every stage of 
their life is your client. Someone whom you can help. 

And because it’s so vast, you must focus. Go a mile deep. Then 
expand out. 

Step 2: Find a footprint within your market 
Once you isolate a few ideas, it’s time to find your footprint. As 
Seth Godin asks, “What’s the smallest footprint that you can 
make a big difference for?” 

In an age obsessed with billion dollar unicorns, it’s a counter-
intuitive question to ask. It’s particularly important for 
healthcare. Because going after all the fish in this vast pond will 
leave you lost, confused, and hungry. More on this below (see 
Avoid these 5 dead-on-arrival mistakes). 
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Instead of going after many problems, can you focus on just one 
problem and one solution? Ask yourself how can you go 
smaller? You will get enough opportunity to expand later. 

Whose problem can you serve with a solution that’s uniquely 
yours? It doesn’t even have to be super unique. It just has to be 
yours (so that you can remain committed to it). And someone 
must be willing to pay you for it. 

For example, if your idea has to do with making life easy for 
senior citizens. May be, you have an idea for smart footwear with 
sensors that track movement. That connects with an app and 
alerts loved ones if the are abnormalities in mobility.  

Instead of spending time pitching the idea to VCs and angel 
investors. Go buy sensors online. Fit it onto the footwear. 
Connect it to your phone’s bluetooth or wifi. And give it to 
someone to wear it and use it.  

It won’t cost you more than $500. In other words, this is your 
Minimum Viable Product - your MVP that people can use. 

Then give it to three other people. Observe how they use your 
solution. Is it useful? Or, not useful? At its core, is it solving a 
problem? Give it to five more. See what happens. 
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For the smart footwear solution, you would sit and observe your 
users. You would talk to their caregivers and doctors. 

Stop worrying about what you originally wanted to do.  

Focus on what they want versus what you want. If you listen 
keenly, they will exactly tell you what they will pay for.  

I mean this. Your smart footwear beta users will show you what 
they like and dislike. And even tell you how much they’ll pay. 

Observe your potential clients and their environment. So closely 
that you know them more than they know themselves. 

ASIDE: WHEN YOUR FIRST CLIENT SHUTS DOWN 
  

When we started NextServices, we did free billing work for a OB/GYN 
doctor-client for a few months. Our agreement was that the client would 
turn into a paid engagement after the first three months. It so happened 
that he shut his business after the pilot and joined a larger group 
practice. But he gave us a testimonial for our work. That testimonial led 
to more business.  

At its core, our work of getting doctors paid correctly from insurance 
companies is a big industry problem. Even today.
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I’m not a big fan of the user-volume game that certain startups 
play. It burns a lot of other people’s money. Doesn’t guarantee a 
method towards profitability (making money). Especially in 
healthcare. 

At the end of this step, you must have one solution for one 
specific problem. You must be able to articulate both in the 
words of your users.  

If you can serve even ONE client well enough for them to say, “We 
love what you do for us!” then you are in business. You can repeat 
this many times over. 

If you can’t find even one to say so and pay you, then it’s not 
business. Something’s broken.  

There’s a problem with moving forward with a broken business 
model. When you are further down the line and struggle with 
sales, you will not know where the problem lies.  

Is it with your product? Is it how you market? Do you add a new 
feature? 

Complete these steps. Your future self will thank you for it. 
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Step 3: Learn how to market and sell this footprint 
I want to alert you here that there’s no point reading further if 
you haven’t completed the above two steps.  

But if you are like me, you would read on anyways. That’s fine. 
Get a complete picture and go back to these steps. They work.  

Trust the Healthcare Footprint Finder system. 

MONEY MINDSET 

Some of you may be thinking - am I profiting from someone’s 
troubles? But that’s the wrong mindset. You are here to make a 
difference in people’s lives by solving a painful problem for 
them.  

Money is important because people only pay for what they 
value. In valuing they will use your solution in the best 
intended way. It’s the best validator. 

When you can validate that someone will pay for what you 
create. It firmly establishes the problem and the solution.  

Ramit Sethi from IWT goes to the extent of saying this: “The 
point is, by the time you’re ready to sell, your customers should 
be foaming at the mouth, begging you to take their money.”
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Most entrepreneurs skip this 3rd step almost entirely. Until they 
are under tremendous sales pressure.  

Here’s how things usually go.  

You spot a problem/solution. You convince yourself that everyone 
would love what you create. You ignore the step of observing and 
talking to users. You are so in love with your idea that research 
takes a backseat. With a passionate plea, you might even 
convince investors to give you money.  

Finally, it’s time to launch your product. But nothing happens. No 
one buys. You’ve invested so much time and money at this point 
that it feels stupid to scrap it. You tell yourself that all you need is 
more money for sales and marketing.  

See this message I got on 
LinkedIn: …and yet to find a 
client for our product.  

I’ve been through these 
very shoes. It’s everybody’s 
problem. 

If you get the money, you’ll burn it soon by hiring expensive sales 
people. Or, by paying for costly pay-per-click Google ads. 
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Sometimes this works. But most times, it leaves companies high 
and dry. 

There’s a better way. Learn how to market and sell. It’s more 
interesting than you’d think. 

Learning to market forces you to deeply probe and ask yourself 
whom you wish to serve. Why? How? What differentiates you? 
How could you be better than the market? What could you offer 
to deliver maximum value to your footprint? 

REDO | HEALTHCARE HEALTHCARE FOOTPRINT FINDER     �28

http://www.redohealthcare.com


Marketing works only if you learn how to listen. With listening, 
you will be able to articulate your customer’s problems - many 
times in their own words. You will be able to isolate exactly those 

ASIDE: THE “PAGE-TURNER” SAGA 

We made all the mistakes I’m warning you about. When we built enki 
electronic health record (EHR), the mobile version excited us. One of the 
doctors we interviewed indicated that he’d love for the EHR to resemble 
his paper charts.  

We took that feedback to heart. Spent inordinate amount of resources in 
building that feedback into a feature in our mobile app. Each section of 
the patient’s chart would flip like a real page. It looked great and we 
loved it!  

But our clients really didn’t care much for that feature. All that mattered 
to doctors was the ability to complete a chart quickly and move onto the 
next patient. Flipping a page or not. 

This “page-turner” and other features delayed our launch endlessly. We 
spent our time making our creation more and more beautiful (not just 
“good enough” to move onto the next step). It left no money or time for 
marketing.  

Thankfully we had other sources of revenue that kept the lights on. Even 
while we learnt from these mistakes and built our next product. And the 
next. 

What we now observe is one service or product often triggers our clients 
to buy our other products. Because they already love us and what we do. 
Now many of our clients use everything we've built.
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features of your product that are most important to them. Not 
what you are most excited about. 

If you listen, you will naturally stop selling what you want and 
bring the focus to them. You will build what they want and what 
will pay for. Instead of selling, you will create an environment 
that makes it easy for clients to buy. 

You will learn to write better proposals. Build a website that’s 
useful to your clients. Your words (or videos) will resonate with 
the audience you’ve built your product for. Because you will begin 
to speak their language (not yours). 

You will learn how to nurture your target market on an ongoing 
basis. To get feedback. To create a community of fans. 

Focusing on marketing and sales right upfront is critical. Even as 
you begin product development. Most companies burn 90%+ of 
their cash right through product assuming that it’ll sell itself. But 
without the right marketing, products don’t sell.  

Remember, even Apple needs to market its iPhone. Not just once 
but everyday in many parts of the world. 

If you complete this step correctly, your market will be ready for 
you. When your development is complete. In fact, they will be so 
ready that your product will have the potential to sell itself.  
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Step 4: Grow by looking around your footprint 
Okay, now what? You have clients who say, “Thank you for what 
you do for us!” You’ve learnt to market yourself well enough. Your 
market trusts and recognizes you. 

At this point, many entrepreneurs make the mistake of branching 
out haphazardly. Giving into their own desires. They forget 
customers and their needs. In trying to pursue new markets, they 
dilute their effectiveness. 

There’s a better way to grow. 

By looking around your footprint. Here’s a market that you’ve 
already created. There are people who pay you for you do. They 
already love you. They will pay you more if you solve more 
problems for them. 

All you have to do is reverse your lens. Just as you did in Step 2 
while finding your footprint. Reverse your lens to focus on them, 
not you. 

Marketer Jay Abraham often talks about the Strategy of 
Preeminence. It might as well apply to healthcare.  
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It's what makes people enthusiastic to do business with you 
versus your competition. It propels you to have deeper insight 
into what people want. It assures a business pipeline for life. 

Looking around your footprint, you will observe what your clients 
do. Before and after they use your service or product. You will 
begin to understand what else bothers them.  

Let’s say, your smart footwear is a success with a certain segment 
of the elderly. Ask yourself, how can my clients take complete  
advantage of me? 

You will be surprised with the number of ideas you get when you 
answer that question. Because you would bring the focus to them. 

May be your customers have caregivers and doctors. They have 
certain needs in monitoring your customer. Or, may be there’s 
everyday furniture that can become smarter. May be, the footwear 
needs to connect with other devices giving richer analysis of data. 
May be, you could have a monthly subscription plan for the 
footwear versus selling them.  

You see how growth happens. One idea leads to another. As I 
mentioned earlier, you will never end up where you started. Your 
company will survive and thrive. If you learn to listen develop 
and adapt your footprint to the needs around you. 
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ASIDE: ONE STEP LEADS TO ANOTHER 

You already know that NextServices (my company) started by providing 
billing services. What I didn’t tell you is that one of first large clients was 
a group of gastroenterologists (in short, GI) in New York. We learnt the 
business of healthcare through the lens of that client.  

We found other gastroenterology groups by marketing in GI conferences. 
When our clients built ambulatory surgery centers (ASCs), we learnt 
about billing for ASCs.  

We observed that several of our doctors struggled with using electronic 
health record (EHR) software. With lot of effort, we built our own cloud-
based product called enki. What started as one product has today become 
a platform. We added modules of telemedicine, messaging, patient 
engagement and so on. Each has the potential to be a separate product in 
the future. 

When clients struggled with Meaningful Use compliance, ICD-10, and 
now MACRA (a law), we invested in learning them well. Now we consult 
with many clients on compliance. 

This year, we launched yet another product called the enki endoscopy 
report writer. It’s the only true cloud-based solution to be a certified by 
GIQuIC, an industry compliance body. We got the idea for the endoscopy 
writer because we observed how a client used our products. 

Our focus as a company is to simply focus on the needs of our clients 
who already love what we do. They keep having problems. We keep 
solving them.
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One more thing. 
Avoid these 5 dead-on-arrival mistakes 

The healthcare industry is full of dichotomies. 

The industry gets incentives to adopt technology to reduce costs. 
But technology rollouts run into hundreds of millions of dollars. 

We make laws to fix problems. But healthcare laws are 
themselves problematic and increase administrative burden. 

Challenges like these present great opportunity for innovation. 
But making new products succeed is anything but easy. 

Being mindful of these 5 mistakes will help your product see 
light of day. 

Mistake 1: Assuming that customers don't know what they 
want 
Yes, Steve Jobs famously said that customers don't know what 
they want. But, this assumes a deep, intuitive grasp of customers 
that most startups don't have. 

At the heart of all startup failures is this assumption that the 
world will pay for what you create. Build and they will come. But 
then why don't they? 

Instead, reverse your lens. 

Build something basic. Get someone to use it in real-life. Then go 
back to the drawing board, develop the product more completely 
for that user. Find more users. 
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Mistake 2: Going after all the fish in the pond 
When our team gets overwhelmed with unfinished projects, we 
go back to the drawing board and ask: 

Which of these projects will make a big difference to our clients? 

In fact, here's the low-tech method we use to map and evaluate 
all our projects. 

Focus on clients. Start making money. By focusing on what they 
most need. 

Mistake 3: Underestimating regulatory requirements 
It's tempting to underestimate compliance. Healthcare is a highly 
regulated industry. Certifications matter. 

Recognize that regulators make rules to cover all bases. So that 
the law doesn't break. In doing so, we end up with huge, complex 
laws. 
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MACRA, a new US law is 2,398 pages long. 

Think how can you make life easier for everybody. 

For example, in our new product, we used algorithms to help 
doctors meet quality mandates. Even while they go about their 
routine work. In a sense, we automated compliance. 

Mistake 4: Putting off interoperability for later 
Big boys in healthcare aren't used to talking to each other. Older 
business models are based on hoarding data, not sharing it.     

Interoperability is a huge problem. 

All industry trends point to shared platforms. You can no longer 
be an isolated player. 

Think how your product can be interoperable from Day 1 using 
standards such as HL7 or FHIR. Friendly. Flexible. Willing to plug 
into other systems - old or new. 

Mistake 5: Thinking short-term in a slow industry 
In healthcare, old and new co-exist all the time. A doctor might 
use IBM Watson (2010) and a stethoscope (1816) during the same 
consultation. Timing the market is difficult. 

It's no surprise that Google exited from health in 2011 but is   
interested again now. 
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For all its advances, healthcare is a slow beast. Things don't 
change easily or quickly. Often, one product serves only as a 
starting point for the next. 

You need a plan to stay for the long haul. Make sure you have fun. 

ASIDE: DO IT WITH A SENSE OF HUMOR 

Several years ago, as a freshly minted MBA I was trying to do many 
things at the same time. Raise money for our new venture. Sell services 
that didn't yet exist. Hire people without salary. Pay my rent using 
student loan. More importantly, keep my head sane in a deserted 
University of Michigan campus. 

Most of my classmates left for high paying jobs. I convinced my bank to 
defer my student loan because I was technically jobless. Financial issues 
plus an unborn business seemed a bit overwhelming.  

In our multiple attempts to raise money, we approached a high net-worth 
individual - a doctor in Colorado who was willing to bet on our plan and 
invest $25K-$50K. In a couple of weeks, he requested if he could bring on 
others and invest $200K. I was thrilled that our venture was now going to 
breath. We would get an office. We would have clients. I would be able to 
pay back my loans. Even though all those things eventually happened, 
situations didn't exactly pan out that way.  

After not responding for more than a few weeks, the investor sent us an 
email that he preferred investing in a vineyard to our venture. It crushed 
my fragile B-school ego, bringing with it a bundle of doubts.  

I brooded bitterly for a full two hours and then decided that that 
wouldn't serve any purpose. I went to a really funny movie, laughed a lot 
and got back on the street the next morning.
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Where does it all begin? 

A tree with many roots doesn't get blown away when the winds 
are strong. 

Not only do the roots keep it grounded, they also provide 
renewed sources of water. If one root dries out, it can feed itself 
from another. Roots run long and source water from many 
different terrains. 

That’s what the Healthcare Footprint Finder has been about. 

Successful healthcare businesses are no different. Longevity 
helps in this industry. With experience, you will find many 
sources of revenues. One product leads to another. One service 
evolves into many branches. 

I’ve helped hundreds of healthcare businesses thrive. From solo 
practices to Fortune 100 product teams. Here are a few 
differences that I see. Between those who thrive and those who 
merely survive:  

1. They are here for the right reasons.  
2. They know how to listen to the market and respond. 
3. They focus on the longterm. 
4. Their business model ultimately helps the two main actors of 

the industry: patients and doctors. 

Healthcare isn’t for the faint hearted. Building products, 
especially without burning other people’s money isn’t easy. It’ll 
consume you. It can even drown you. 
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Our business didn’t happen overnight. We didn't go about 
imagining a portfolio of goodies. We started really small. 
Converting an XL spreadsheet into an analytics dashboard. 

Our first product took 2x the amount of time than we estimated. 
Certifications were arduous. We extended enki to Google Glass 
(remember those?) but the market had no real need of it. 

But those early steps changed our company forever. 

The experience gave us confidence to do more. Extend enki to 
patients. To surgery centers. Telemedicine. More recently, 
software that plugs into endoscopy machines. The story goes on. 

Plugging a medical cable, seeing a patient's gut appear on the 
cloud, and then seeing the doctor's how-did-that-happen 
reaction. Makes the journey worth it. 

Actually, it seems like magic. 

REDO | HEALTHCARE HEALTHCARE FOOTPRINT FINDER     �39

http://www.redohealthcare.com


OKAY, WHAT NEXT? 

I wrote this e-book so that growth-minded people like you can 
benefit from my experience.  

We need to think about healthcare differently.  

We must redo healthcare. 

Share this e-book with people who you know will take 
advantage of it.  

Write to me about what you think. Where are you stuck? What 
are you struggling with right now in healthcare? 

When the Healthcare Footprint Finder works for you, drop me a 
line. Let me know how you applied it. It’ll thrill me no end. 

If you haven’t, sign-up for my newsletter where I write 
regularly and share insights that I don’t write about elsewhere. 

Later then… 

Praveen 
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