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MindHealthBiz guides customers through standard selection stages to appropriate 
functionality and success with the EHR, sometimes discovering the existing EHR can  
be salvaged, sometimes not.  Elements of selection include:  
 

• The Map:  What do you want your EHR to do? 
• Vendor / Product Selection:  The biggest may not be the best, nor the most  
 likeable, nor the least expensive; MindHealthBiz knows all the major vendors  
 intimately and can guide you through a successful process of due diligence 
• Selection Tools:  Expert resources, “Cheat Sheets”, RFP / Functionality Grid;  
 these and more tools are available as needed during the selection process 
• Negotiation and Contract:  Who would know better how to negotiate a solid  
 contract than MindHealthBiz, with decades of experience on the inside of  
 several vendor organizations 

Replacing an EHR is a  
BIG JOB…Consider “Vitalizing” 

MindHealthBiz guides decisions and provides the “glue” to  
keep the project on track 



Motivation to Buy 
• Disappointment 
• MU 
• No Effective 
  Upgrade 
• Too Much Water 
  Under the Bridge 

 

Replace or Vitalize? 
 

Evaluate your options 
Educate on Technology 

Motivation to Vitalize 
• Familiarity 
• Save Money 
• Increase Revenue 
• New Technology 
  Works 
• OMIG 
 
 



THE 
 

MAP 



“The Golden Thread” 
We've heard this pet name enough that it's become a necessity.   
 

How many of these events are happening and billable? 
   

Practitioner workflows dictate the needs of the 

EHR documentation; PLUS the EHR delivers 
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  Communication 

  Service Guidance 

  Risk Reduction 



The Map Guides Vitalization, 
Selection and Implementation 

Each staff workflow is important to all others on the team; 
Staff guides consumers to wellness, the EHR guides staff workflows 
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MARKETING 
 

Who are  
Your partners? 

Recognize  
mutual  

help! 



The Map Guides the RFP 
(Request for Proposal) 

 

Software vendors can be viewed as layered 

Experience 
Expertise 
Education 
Features 

Price 
Value 

Legal & Financial Wellness 

A complete Map guides the selection team to the vendors who 
can fulfill your expectations in all these areas and more...and 
can discover if it makes more sense to vitalize your existing 
system… 
   



The Map Guides Vitalization 
• “Vitalizing” discussion with vendor 

• It’s not working 
• A partnership is in order:  Both parties must be 

willing and dollars will change hands 
• Let’s discover what it will take to make the 

EHR effective 
• What tasks did the map uncover that you’re:  

• Not doing 
• Doing manually 
• Doing but not documenting 

•  Is Vitalization possible? 
 

 
   

A complete Map enables the vitalizing team to guide your 
vendors in fulfilling your unrealized expectations in all 
these areas and more... 
   



VENDOR 
 

INVESTIGATION 



Tools: Vendor Analysis 
Vendors come in all shapes and sizes:  Which makes the best 
business sense to achieve your business vision?  Leverage 
MindHealthBiz insider knowledge.  

Non-profit organizations will need to think about funding like for-
profit companies, and the EHR is the single most important tool 
you need for success in this new financial environment 



Tools: Vendor/Software Scoring  

Transparency:  Give the team a key part in the selection 
or vitalization 



Negoiation 
You gotta give a little to get a little 

 
Buying:  Beyond the RFP and selection lies negotiation; Power 
diminishes after the contract is signed 
 
Optimizing:  You have less power when you’ve already bought; 
More work for the vendor gives you more negotiating power  
 
 
 
Read a book. 
 

• Secrets of Power Negotiating 
By Roger Dawson 
 

• Win-Win Negotiating Skills 
By David Goldwich 
 

…MindHealthBiz already has, and 
will guide you through successful 
negotiations 
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For further information 

Contact us today to discuss how MindHealthBiz  
assures your diligent selection effort delivers  

an Electronic Health Record that fits the  
business processes of your organization. 


