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Agenda

Meeting Goal: Clearly communicate the intent of selecting a
collaborative partner to design, build, operate a heal  th record bank
for the Greater Louisville area
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Introductions
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LouHIE’s Vision
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The HRB Concept —Hdow{tCan\Wokk

Step 1: Set-up = | EVelcome! Let mejus} L
Patient sets-up an account, [EEyRuRG Set up your account

authorizes deposits and John J sones
(optionally) gets a MyHealth \ | |

Card to streamline registrations.

Step 2: Deposits L ?
With patient permission, kh
caregivers deposit copies of

patient’s medical information Health Record

Into an electronic lockbox. Ban k

Step 3: Verify & Update A Consumer View

Patient verifies the information
through the internet or with
caregiver. Patient can also
add updates and comments.
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A Provid e View

Step 4: Withdrawals

With patient permission, caregiver
withdraws copies of the information
from the lockbox and use it to deliver
better care.




LouHIE’s Management Structure

LouHIE
Board of Directors

Executive
Director

Executive Assistant

Chief N .
Compliance Officer

Chief Developmen
Officer

Chief y ) .
nformation Officer il edical OGS

Eagel. HRB Core Vendor
Realization

Billing Service

eRX Vendor

EMR Vendor

Eligibility Vendor

Web Development
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LouHIE's Sustainable Financial Plan

Contributions

LouHIE Foundation
501c(3)
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LouHIE Logical Architecture Overview
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LouHIE’s Implementation Plan

Milestones:. Expected Case

Leadership

Dewelop Interim Mgmt Team

Secure ability to receive funds from donors
Dewelop Permanent Mgmt Team

Resources

Secure Start up Funding - Tranche 1 - $200,000
Set-up Offices

Secure Start-up Funding - Tranche 2 - $1,250,000

Operations

Core Senices Vendor RFI

Provider Workflow Study

Core Senices Vendor Selection

Implement Two Non-CORE Vendor Senices Programs
Conduct HRB Senices Pilot (Medications, etc.)
Implement HRB Senices Communitywide

Markets

Secure Major Donors

Sign MOUs with key partners (~8)

Conduct Community Fund-Raising Campaign
Conduct Community-Enrollment Campaign
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LouHIE's Design Workshops Timeline

Month 1 Month 2
Wk 1 Wk 2 Wk 3 Wk 4 Wk 5 Wk 6 Wk 7

Consumer Control
Consumer View

Providér View

Security:and Privacy

Enrollment

Data Integration

Non-Core
Services

Confidential/Proprietary
10



LouHIE’s Intent for a Collaborative Relationship
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Collaborative Vendor Selection Process

Due
Diligence,
Evaldations

Most critical elements in

selection: LouHIE Selects

Finalist

Your response to the business

requirements

Specifically, your creativity in

working with LouHIE Orals, Vendor Semi-

Evaluations Finalists & LouHIE
Meet, Discuss
Proposal

Vendor
Proposals

L]

Returned &
Reviewed

oooo
oooo
oooo

Virtual Vendor
Vendor Conference

Communication,

RFP Distribution

Drafted selection
requirements

-Business requirements

-Draft technical
requirements

Selection Committee
& LouHIE Leadership Team
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Evaluation Criteria

: The approach to working with LouHIE includes:

Business - Creative funding model

Relationship - Collaborative working together to design, buildd amplement the solution
Mutually agreeable milestones in which to judgedbstinuation of the relationship

The number and type of clients and solutions abkdland installed (Product install base)
Risk - Success of implementations
Financial and product viability shall be assessedugh sales, revenue, profitability, growth, manxenetration, and stock prices

Vendor vision, mission, and strategies align wituHIE'’s
Vendor - Vendor's vision for supporting research
Vision - Status of the vendor products in their lifecycle

- Overall product roadmaps

Vendor Customer Surveys
Client - Satisfaction with implementation, training, and tivege performance targets
Timely notification and delivery of code updates

Satisfaction Satisfaction with customer support
Based on reference calls and independent reports

Feature and - Ease of system offerings for use and integratidh work flow processes

Functionality | - Breadth and depth of the vendor’s offerings

. - Assessment of system design of the integrated ptcuiite and its ability to match LouHIE’s needs

Technical - Ability to scale through the various LouHIE serviuféerings

Direction / - Alignment of future technical strategies

Architecture . Flexibi!ity in de_sign to incorporate future teghaii&advance;s (sof_tware_& hardware) _
Compliance with LouHIE technology and vision stamidaincluding privacy and security
Financial models and value propositions

: - Implementation sequencing and timing

Financials Examination of third party vendor partnerships
Vendor's willingness to engage in risk sharing atietr creative financing, and revenue stream sparin
Vendor integration track record (products all depeld in-house or purchased) and tools

Integration Reliance on third party vendors

Experience with interfaces
Data management experience and scalability
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Selection Timeline — Critical Dates
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Questions and Answers
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Meeting Closure
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Appendices
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LouHIE Collaborative Vendor Selection Timeline

Selection Committee
Meeting

Confidential/Proprietary é

18




