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Executive Summary

Healthcare technology partnerships have become essential to sustainable growth in 2025. As healthcare
organizations grapple with 17-stakeholder buying committees, 6-18 month sales cycles, and evolving regulatory
requirements, technology vendors increasingly rely on partners who bring established relationships, regulatory

expertise, and implementation infrastructure.

The data is compelling: partner channels are projected to account for 70% of B2B technology
revenue by 2025, up from approximately 50% just five years ago. For early-stage health tech companies, this
shift represents both challenge and opportunity. The challenge lies in managing complex multi-partner
ecosystems. The opportunity is substantial: partners can reduce customer acquisition costs by 22% compared
to direct sales, mature partner programs deliver 2x revenue growth potential, and certified partners bring in
40% more clients in their first 9o days.

This playbook synthesizes industry research, case studies, and best practices to guide healthcare technology
vendors through the partnership lifecycle—from partner identification and selection through scaling and
optimization. Whether you're launching your first reseller program, exploring white-label arrangements, or
building technical integrations with complementary platforms, this playbook provides the frameworks, metrics,

and decision tools needed for partnership success.

Key Statistics at a Glance

« 70% of B2B tech revenue expected through partner channels by 2025 (White Label Wonder, 2025)
o 22% average CAC reduction through channel partners vs. direct sales (SaaS Capital, 2025)

« 28% of total company revenue from mature partner programs (PartnerStack, 2025)


https://www.joynhealth.com/partners

« 2x revenue growth potential with mature partner programs (Forrester, 2025)

« 40% more clients in first 9o days for certified partners vs. non-certified (Wahoo Learning, 2025)
» 6x earnings lift for partners with certification and training (PartnerStack, 2025)

« 17 average stakeholders in healthcare buying committees (Martal Group, 2025)

« 6-18 months typical provider-facing healthcare SaaS sales cycle (Martal Group, 2025)

o $4K-$40K per customer acquisition cost in B2B health tech (Focus Digital, 2025)

* 60-80% integration cost reduction with FHIR standards (Evinent, 2025)

* 90% of health systems now with FHIR-enabled APIs (Linux Action Show, 2025)
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1. Healthcare Technology Distribution Landscape

1.1 Market Context & Growth Drivers
The healthcare technology market continues rapid expansion, driven by multiple converging forces:

Value-Based Care Transition: CMS's goal to move 100% of Medicare beneficiaries into value-based care
arrangements by 2030 creates sustained demand for population health, analytics, and financial risk
management technologies. The 476 organizations in the Medicare Shared Savings Program (MSSP) serve 11.2+
million beneficiaries and generated $5.2 billion in total savings in 2023, demonstrating substantial investment
in supporting technologies. Traditional Medicare has achieved 53.4% enrollment in accountable care

relationships as of January 2025, up 4.3 percentage points year-over-year.

Healthcare Market Consolidation: With 75% of U.S. physicians now employed by health systems or
corporations (up from less than 30% in 2012), acquisition targets include not just practices but their
supporting technology ecosystems. This consolidation creates both opportunities and challenges for technology
distribution. Hospital mergers and health system consolidation continue to accelerate, with 68% of community

hospitals now operating within health systems (versus 53% in 2005).



Regulatory Complexity: The 2025 HIPAA Security Rule update—the most significant in 20 years—raises
the bar for healthcare technology compliance, adding 20-50% development cost premiums and creating
barriers to entry. Key changes include elimination of "addressable" specifications (all safeguards now
mandatory), mandated encryption across all systems, universal multi-factor authentication requirements, and
expanded browser-level compliance. Partners with compliance expertise become force multipliers, helping

vendors navigate this complex landscape.

Market Growth Projections: The healthcare SaaS market reached $26.8 billion in 2025, with growth
projected to $74.74 billion by 2030 (20% CAGR). Value-based care infrastructure, patient engagement
platforms, and interoperability solutions represent the largest subsegments. Healthcare e-commerce reached
$0.52 trillion in 2025, growing at 18.71% CAGR. Remote patient monitoring market expanded to $48.51 billion

with 26% of U.S. population (71 million Americans) using RPM services.

1.2 Distribution Channel Performance
Research demonstrates clear ROI advantages for channel partnerships:

CAC Reduction: Strategic partnerships reduce customer acquisition costs by 22% on average compared to
direct sales efforts. This creates significant leverage for early-stage companies with limited sales and marketing
budgets. Benchmark data shows:

« B2B Health Tech average CAC: £4,000-£40,000 per customer

« Average B2B SaaS healthcare: $702 per customer

» Partner channels reduce CAC by 22% vs. direct sales (SaaS Capital, 2025)
Revenue Impact: ChannelAsService and Zomentum research indicates that channel partners account for

approximately 30% of startup revenue on average, with mature programs contributing up to 28% of total
company revenue. Partner channel revenue share is expected to reach 70% of B2B tech revenue by 2025.

Partner Program Performance: Companies with mature partner programs report 2x revenue growth
potential. Forrester research shows that certified partners bring in 40% more clients within their first 9o days
compared to non-certified partners, and partners with training and certification earn 6x more revenue than
those without. This demonstrates substantial ROI from partner enablement investments.

Certification ROI: Partner certification programs demonstrate strong returns across multiple metrics:

« Partners reach revenue competency 40% faster with certification

Certified partners require 60% less vendor support
« Certified partners achieve 95%+ customer satisfaction vs. 75% for non-certified

» Training completion directly correlates with partner revenue growth

Market Penetration: Partners enable rapid geographic expansion and vertical market penetration without
significant upfront investment in dedicated sales infrastructure. This is particularly valuable in healthcare,
where local relationships and domain expertise drive purchasing decisions.

1.3 Healthcare IT Spending Trends

Healthcare organizations allocate 3.0-5.9% of total revenue to IT spending, with significant variation by

organization type and market position:

« Typical healthcare IT spending: 3-4.5% of revenue



Peak investment mode: Up to 5.9% for organizations in digital transformation
85%+ of health systems increasing IT and digital health spending in 2025

Top priority areas: Cybersecurity (rising to 7% of tech budgets), EHR optimization, AI capabilities,
interoperability

2, Partnership Model Framework

2.1 Reseller Partnerships

Definition & Model: Reseller partnerships represent the traditional channel model where partners sell the

vendor's product under the vendor's brand, typically with markup pricing. The partner handles sales,

implementation, and customer success for their territory or market segment.

Economics:

Early-stage companies: 14% average commission on annual sales (Health Launchpad, 2025)
Mature companies: 5-10% commission (Omada Health typical range)
Performance-based tiers: Entry 5%, scaled to 10%+ with volume

Volume thresholds: Higher percentages unlocked at $500K+, $1M+ annual revenue targets

CAC per revenue: Budget $2.30 per dollar of net new revenue for $50K-$100K deals; $1.94 for $100K+
deals

Best Use Cases:

Geographic expansion into new regions with local partners

Vertical market penetration (e.g., specialty practices, health plans, employers)

Sales capacity constraints where adding direct sales representatives isn't economical
International market entry with local distribution expertise

Seasonal or project-based revenue requirements

Timeline to Revenue: 3-6 months from partner onboarding to first revenue-generating opportunity,

depending on partner sales cycle and enablement completeness.

Competitive Advantages:

Established customer relationships: Partners bring existing relationships with target customer

segments, accelerating sales cycle by 30-40%

Domain expertise: Partners understand local market dynamics, regulatory requirements, and customer

pain points specific to their vertical or geography

Implementation infrastructure: Partners provide local installation, training, and support, reducing
vendor operational burden

Sales cycle acceleration: Partners navigate internal stakeholder dynamics and procurement processes
with established credibility

Risk mitigation: Partners shoulder implementation and support risks through service level agreements



Reseller Program Components:
1. Product Training (16-20 hours)

o Platform features, architecture, deployment models

o Competitive positioning and messaging

o Use case demonstrations and customer success stories
o Pricing models and margin scenarios

o Hands-on sandbox environment access

o Certification exam
2. Sales Enablement (20-24 hours)

o Sales process and discovery methodology

o Buyer persona development and pain point analysis
o Objection handling and competitive positioning

o Proposal and RFP response templates

o Deal modeling and ROI calculation tools

o Role-play exercises and mock sales calls
3. Technical Certification (16-20 hours)

o Integration architecture and deployment models
o API documentation and configuration

o Troubleshooting and escalation procedures

o Customer implementation best practices

o Production cutover and rollback procedures
4. Marketing Support:

o Co-branded collateral (data sheets, one-pagers, case studies)
o Email campaign templates

o Web content and SEO support

o Trade show booth and event support

o MDF programs and lead generation support
5. Deal Support:

o Sales engineers for complex opportunities
o Technical workshops and proof-of-concept support
o Pricing guidance and flexibility within parameters

o Executive engagement for strategic deals



6. Post-Sale Support:

o Tiered support model (partner owns Tier 1, vendor owns Tier 2-3)
o Implementation project management support
o Customer training and enablement

o Ongoing technical support and escalation
Success Metrics:

« Number of active partners and partner recruitment rate

« Pipeline coverage ratio (partner pipeline vs. quarterly targets)

« Sales cycle compression vs. direct benchmarks (target: 30% faster)
» Partner revenue per customer and customer LTV

« Partner customer retention vs. direct customers (target: 95%+)

« Time to first revenue and ramp to productivity

« Partner certification completion rate and competency assessment

Common Challenges & Mitigation:

Challenge Mitigation Strategy

o Clear co-sell agreements; deal registration system; MDF programs tied to performance;
Partner focus dilution i .
quarterly business reviews

Inconsistent sales Comprehensive certification program; partner scorecard/dashboard; quarterly training
approach reinforcement; peer community

Implementation Minimum implementation standards and SOWs; escalation procedures; service level
quality issues agreements with financial penalties; customer success oversight

Customer relationship Joint quarterly business reviews; customer advisory board participation; co-marketing to
risk deepen customer relationships; regular check-ins

Partner under- Clear performance expectations; risk/reward alignment; tiered economics to incentivize
investment growth; regular performance reviews; escalation to partner leadership

2.2 White-Label / Private Label Partnerships

Definition & Model: White-label partnerships involve complete rebranding and customization of the
vendor's solution under the partner's brand. The partner controls customer relationships, pricing, positioning,

and marketing. Vendors receive revenue share on customer subscription fees or transaction volumes.
Economics:

« Entry level: 25% revenue share (vendor receives 75%)

« Volume-based escalation: Up to 40% revenue share (vendor receives 60%) at high volumes ($5M+
ARR)



« Hybrid models: Upfront licensing fee ($50K-$500K) + percentage revenue share
- Performance incentives: Additional percentage points (1-3%) for hitting growth targets

« Early-stage company typical: 14% partner commission vs. 25-40% white-label share
Best Use Cases:

» Vendors seeking rapid market access through partner's established brand and customer base
« Partners wanting to offer complementary capabilities without building from scratch

« Healthcare organizations building comprehensive platforms (EHR + population health + patient
engagement)

« Insurance plans integrating provider-facing and member-facing solutions
» Employer platforms adding healthcare-specific functionality

« Regional health systems expanding to national market through aggregation partnership

Timeline to Revenue: 6-12 months from partnership agreement to first production revenue, accounting for

customization, integration, branding, legal/compliance reviews, and customer migration.

Competitive Advantages:

» Instant market credibility: Partner's customers trust partner's brand; vendor brand irrelevant to end
customers, accelerating adoption

- Large customer base access: Access to existing customers without acquisition effort; reduces CAC to

near zero
« Aligned incentives: Partner benefits from customer growth and retention; shared success model

» Integration synergies: Bundled solutions create switching costs and increase customer lifetime value by
30-50%

« Go-to-market leverage: Partner's sales, marketing, and customer success teams sell bundled offering;
amplifies market reach

White-Label Implementation Requirements:
1. Technical Architecture:

o Multi-tenant isolation and data separation (per customer security requirements)
o White-label customization (branding, color schemes, terminology, domain)

o API-driven integration with partner systems (EHR, claims, eligibility, etc.)

o Compliance and security controls validated for both parties

o Scalability to handle partner's full customer base



2. Legal & Compliance:

o Business Associate Agreement (BAA) specifying HIPAA responsibilities

o Clear liability allocation and indemnification

o Data ownership and portability requirements

o Regulatory compliance responsibilities (HITECH, CCPA, state privacy laws)
o Insurance requirements (E&O, cyber liability)

o Dispute resolution and termination procedures
3. Operational Handoff:

o Clear demarcation of support responsibilities (Tier 1: Partner, Tier 2-3: Vendor)
o Knowledge transfer and training (partner support team)

o Runbooks and escalation procedures

o Service level agreements with financial penalties for breaches

o Monitoring and alerting for uptime and performance
4. Revenue Recognition & Reporting:

o Automated monthly/quarterly billing from partner customer subscriptions
o Customer-level reporting and revenue attribution

o Audit rights for revenue verification

o Payment terms (typically net 30)

o Chargeback and dispute procedures
5. Product Support:

o Feature roadmap coordination

o Release management and deprecation planning

o Custom development and customization agreements
o Upgrade and maintenance procedures

o Integration with partner's product development cycles
Success Metrics:

« Partner customer count and growth rate (target: 10-20% QoQ)

o Customer retention/churn rates (target: 95%+ annually)

» Average revenue per user (ARPU) and growth trajectory

» Feature adoption and utilization metrics

« Support ticket volumes and resolution times (target: <1% escalation)

» Vendor revenue from partnership vs. total revenue (target: 10-30% by year 2)



2.3 Technology Integration Partnerships

Definition & Model: Technology integration partnerships connect complementary solutions through
standardized interfaces (FHIR, HL7, SFTP, REST APIs). Solutions maintain separate brands but create "better

together" value through seamless data exchange and workflow integration.

Economics:

» Vendor-led model: Primary vendor invests development resources; optional minimal revenue share
« Co-development model: Joint investment and co-marketing; tiered revenue share (0-10%)

« Marketplace model: Integration listed on partner ecosystem; nominal revenue share or none

« Embedded model: One solution embedded within another; custom revenue arrangement

« No revenue share model: Integration provides competitive advantage and market access; financial
benefit indirect

Best Use Cases:

- EHR integrations enabling specialist solutions (e.g., dermatology, orthopedic scheduling + Epic EHR)
» Health plan + provider platform integration (eligibility, claims, prior auth workflows)

« Patient engagement platform + EHR integration (care plan sync, lab result delivery)

» Remote patient monitoring + EHR integration (data capture and clinical decision support)

« Pharmacy + payer integration (formulary management, prior authorization automation)

« Care coordination platform + multiple EHR integration

Timeline to Production: 6-18 months depending on integration complexity, API maturity, compliance

requirements, and both parties' development capacity.

Technical Integration Standards:

Standard Adoption Use Case

Modern patient data exchange, patient portals, clinical decision

FHIR 90% of health systems
support

HL7 v2 ~50% legacy systems Lab results, orders, discharge summaries (declining)

REST

API Growing rapidly Modern cloud systems, mobile applications

s

SFTP Common for payer systems High-volume claims, eligibility, remittance files
Hospital o . L

HL7 CCDA . Clinical Document Architecture, continuity of care
discharge/referrals

Integration Architecture Requirements:



1. Data Security & Encryption:

o TLS 1.2+ for data in transit

o AES-256 encryption for data at rest

o OAuth 2.0 and SAML for authentication

o Multi-factor authentication (MFA) for all users

o Role-based access control (RBAC)
2. Data Mapping & Validation:

o Requires domain expertise in both ecosystems

o Data quality and completeness validation

o Error handling and reconciliation procedures

o Testing protocols (unit, integration, user acceptance)

o Production cutover and rollback procedures
3. Compliance & Audit:

o HIPAA Safeguards Rule compliance

o HITECH Act audit logging requirements

o Breach notification procedures

o Business Associate Agreement (BAA) execution

o Annual risk assessment and penetration testing
4. Performance & Reliability:

o 99.5%+ uptime requirements (4.4 hours max downtime/month)
o <1% error rates for transaction accuracy

o Sub-second latency for real-time workflows

o Capacity planning for peak loads (typically 3-5x average)

o Monitoring, alerting, and rapid remediation (SLA: 30 min response, 4 hour resolution)
Competitive Advantages:

« Standards-based interoperability: 60-80% cost reduction vs. custom integration (Evinent, 2025)

« Lower switching costs: Standards enable partner swapping without locked-in proprietary integrations
» Accelerated time-to-value: Pre-built integrations reduce implementation cycles by 6-12 months

» Ecosystem network effects: Each integration attracts more partners to the ecosystem

« Regulatory requirement satisfaction: Supports HIPAA, HITECH compliance through secure,
auditable data exchange

» 21st Century Cures Act compliance: Mandates interoperability; standards-based approach meets
regulatory requirements

Integration Partnership Success Metrics:
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» Number of live integrations in production

« Monthly/annual revenue from partnership

 Integration uptime and error rates (target: 99.5%, <1%)

» Data completeness and accuracy rates (target: 99%-+)

« Time from partnership to production (target: 6-12 months)

« Customer satisfaction with integrated solution (target: NPS >50)
» Partner ecosystem growth and engagement

« Cost savings for customers (target: 60-80% vs. custom integration)

2.4 Online Retail Distribution

Definition & Model: For healthcare product companies, online retail distribution combines B2B, B2B2C,

and B2C channels to reach end consumers either directly or through provider recommendations.
Economics:

« B2B2C commission: 5-15% of B2B2C transaction value

« B2C retail margin: Direct margin on B2C sales (40-60% gross margin typical)

« Fulfillment & logistics: Either vendor-managed or fulfilled by partner/3PL (add 10-25% to COGS)
« Payment model: Per-unit commission, percentage of gross margin, or monthly platform fees

« Volume tiers: Higher percentages (up to 15-20%) for high-volume distribution
Best Use Cases:

« Medical devices and home monitoring equipment (blood pressure monitors, glucose meters, CPAP
supplies)

« Wellness and preventive products (fitness equipment, ergonomic accessories, supplements)

» Chronic disease management supplies (diabetes management, respiratory, mobility aids)

« Post-acute care equipment and supplies

» Remote patient monitoring consumables and sensors

» Preventive care products recommended by practices
Market Opportunity:

» Healthcare e-commerce: $0.52 trillion (2025), growing at 18.71% CAGR to $1.22 trillion by 2030

Retalil clinic market: Growing at 8.1% CAGR with 2.18x growth factor
« Remote patient monitoring: $48.51 billion market with 26% of U.S. population using services

« Patient portal adoption: 63% of U.S. hospitals (enabling practice-branded ecommerce)

Channel Variants:
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1. B2B2C Model:

o Healthcare providers (practices, health plans, ACOs) offer recommended products to patients
o Patients order directly through provider-branded storefront

o Revenue share: Provider platform operator receives commission per transaction

o Example: Practice-branded storefront with products pre-curated by practice clinicians

o Typical commission: 5-15% of transaction value
2. B2C Direct Model:

o Consumers purchase directly through vendor website or marketplace
o Distribution through Amazon Health, Walmart Health, CVS Health digital channels
o Marketing and customer acquisition critical (higher CAC: $40-$400 per customer)

o Direct margin on all sales (40-60% typical)
3. Hybrid B2B + B2C:

o Large providers (health systems, insurers, pharmacy chains) buy in bulk (B2B)
o Individual consumers can also purchase direct (B2C)
o Pricing tiers reflect volume and customer type

o Vendor manages logistics; partner manages customer relationships
Success Metrics:

« Transaction volume and GMV (gross merchandise value)

« Customer acquisition cost per channel (target: <$50 B2B2C, <$200 B2C)
» Average order value and repeat purchase rate (target: 30-40% repeat)

« Provider adoption and engagement rates

« Customer satisfaction and product quality ratings (target: NPS >50)

« Channel profitability and margin analysis

« Fulfillment speed and accuracy (target: 95%+ on-time delivery)

3. Partnership Economics & ROI

3.1 Customer Acquisition Cost (CAC) Deep Dive

Healthcare Tech CAC Benchmarks:

« B2B Health Tech: £4,000-£40,000 per customer (provider-facing solutions) (Focus Digital, 2025)

B2C Health Tech: £40-£400 per customer (patient-facing solutions)
« Average B2B SaaS healthcare: $702 per customer

- Healthcare Services: $15 (teleconsultation) to $200+ (specialized medical equipment)

12



« CAC reduction via partners: 22% average reduction vs. direct sales (SaaS Capital, 2025)

CAC Components in Healthcare: Healthcare customer acquisition requires investment across specialized

channels:

1. Medical conferences and trade shows: $5K-$50K+ per event

2. Clinical publications and research sponsorship: $10K-$100K+ annually
3. Regulatory-compliant marketing materials: $5K-$20K

4. Legal and compliance documentation: $2K-$10K per customer

5. Clinical studies and validation: $25K-$200K+

6. FDA submissions (if applicable): $10K-$100K+

7. HIPAA compliance systems: $15K-$50K

8. Sales team salary and benefits: $60K-$150K per rep plus 30-50% costs
Deal Size Impact on CAC Efficiency:

+ $50K-$100K ARR deals: Budget $2.30 per dollar of net new revenue

+ $100K+ ARR deals: Budget $1.94 per dollar of net new revenue (15% more efficient)

Larger deals benefit from fixed overhead spreading and improved sales leverage. Partnership economics
typically enable 20-30% better CAC efficiency by focusing sales effort on warm leads with established

relationships.

3.2 LTV:CAC Ratio Framework

Healthy Unit Economics:

o LTV:CAC ratio of 3:1 represents healthy unit economics

» LTV:CAC ratio of 6:1+ indicates strong growth potential and efficient marketing spend (Andreessen
Horowitz, 2025)

« Healthcare SaaS premium: Higher ratios are standard due to longer customer lifetime and higher
switching costs

« Optimal target: 5-7x for healthcare SaaS (vs. 3x for general SaaS)
Healthcare-Specific LTV Considerations: Healthcare customers exhibit higher retention due to:

» High switching costs (implementation, training, integration)

« Regulatory compliance requirements (HIPAA, HITECH audit trails)

« Workflow dependency (critical to daily operations)

» Healthcare SMB churn rates: 3-7% monthly (vs. 3.5-4.9% annually for general SaaS)
» Enterprise healthcare churn: ~1% monthly

« Low-cost segment (<$25 ARPU): 6.1% churn; High-cost (>$1K ARPU): 1.8% churn

LTV Calculation for Healthcare SaaS:
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LTV = ARPU x Gross Margin % x Customer Lifetime (months) / Monthly Churn %

Example: $5K/month SaaS

ARPU = $5,000/month

Gross Margin = 75%

Customer Lifetime = 84 months (7 years, typical for healthcare)
Monthly Churn = 1.5%

LTV = $5,000 x 0.75 x 84 / 0.015 = $210,000
Retention Impact: A 5% improvement in retention can increase company valuation by up to 95%, making

customer success investments highly strategic.

3.3 Revenue Share Economics by Partner Type
Reseller Economics Example:
Early-stage company:

e Product: $10K/month Saa$ solution (healthcare scheduling)

« Annual revenue per customer: $120K

» Partner commission: 14% of annual sales = $16,800/year

o Partner investment: 1 FTE sales resource (~$60K/year fully loaded)

o ROI threshold: 2+ customers per year to break even

« Typical performance: 3-5 customers/year with mature partner
Mature company:

o Product: $50K/month SaaS solution (practice management)

« Annual revenue per customer: $600K

« Partner commission: 7.5% of annual sales = $45K/year

« Partner focus: Larger accounts with higher implementation value

» Typical partner revenue: $200K-$500K+ annually with mature programs

» Vendor margin: 50%+ after partner commission
White-Label Economics Example:
Vendor perspective (health plan white-label model):

« Partner generates $5M ARR from customer subscriptions

« Revenue share: 30% (vendor receives 70% = $3.5M)

Vendor COGS: 25% ($875K)
« Vendor gross margin: 45% ($1.575M) on partnership revenue

« Vendor net margin: 25-30% after R&D and G&A allocation
Partner perspective:

« Receives bundled capability without development investment

14



« Margins expand by 15-25% by bundling complementary solutions
« Achieves differentiation vs. competitors offering single solutions
» Improves customer retention by 5-10% through increased switching costs
Technology Integration Economics:
Direct ROI from integrated offering:
« Integrated solution commands 20-30% price premium vs. standalone
« Reduced implementation cost: 60-80% lower integration costs (FHIR standards vs. custom)
« Reduced support costs: Unified support model vs. multi-vendor troubleshooting

« Customer value: Faster time-to-value (6-12 months faster), superior user experience

o Market research ROI: Average 7:1 to 60:1 return on market research investments

4. Healthcare Sales Complexity & Partner Value

4.1 Stakeholder Complexity

Buying Committee Composition: Healthcare purchase decisions involve 17 stakeholders on average across
diverse functions (Martal Group, 2025):

« Clinical decision makers: Physicians, nurses, clinical directors

« Operational leadership: CEO, COO, practice manager, operations director

- Financial decision makers: CFO, controller, financial director, practice administrator

« Technical decision makers: CIO, IT director, security officer, IT manager

- Compliance specialists: HIPAA officer, legal counsel, compliance manager

« End users: Clinical and administrative staff using the solution daily

« External consultants: Brought in for high-stakes decisions to reduce internal burden

« Peer references: Input from peer organizations already using similar solutions

Decision-Making Complexity Factors:

[un

. Time constraints: Medical professionals have limited time for purchasing engagement; practice

operations take precedence over vendor evaluations

2. Risk consciousness: Decisions directly impact patient health and safety; high consequences increase

deliberation and stakeholder consensus requirements

3. Consensus requirement: Multiple stakeholders must align on approach; requires mediation and
political capital investment

4. External validation: Many organizations employ external consultants to save time and release medical
professionals from purchasing responsibility

5. Regulatory compliance: HIPAA, HITECH, and Medicare Advantage requirements must be validated
and documented

15



6. Integration requirements: Must integrate with existing EHR (Epic, Cerner, athenahealth), practice

management, and financial systems
7. Implementation risk: Large financial investment with multi-month disruption to operations; risk

mitigation critical

Partner Value in Complexity Management: Experienced healthcare partners navigate stakeholder
dynamics by:

« Understanding existing power structures and influence patterns within customer organization

» Managing clinical vs. operational priority tensions and translating between domains

« Translating technical requirements into clinical language for medical stakeholders

» Addressing perceived risks with proven case studies and peer references

» Accelerating consensus through stakeholder workshops and alignment sessions

« Providing implementation insurance and success guarantees to reduce risk perception

» Managing procurement and contracting processes with healthcare-specific legal templates

4.2 Sales Cycle Dynamics

Typical Sales Cycle Progression (6-18 months):
Healthcare Sales Cycle Timeline

Month 1-2: Discovery & Qualification

Initial contact through partner relationship
Identify stakeholders and pain points

Preliminary needs assessment
Budget and procurement process overview
Competitive landscape assessment

Month 3-4: Evaluation & Planning
Detailed solution demonstration

Technical fit assessment with IT team
Compliance and security review

Clinical workflow review with end users
ROI and financial impact validation

Month 5-8: Pilot & Proof of Concept
Limited pilot deployment (1-3 months)

Clinical workflows tested with real users
Integration testing with existing systems
Financial impact and ROI validation
Executive steering committee reviews

Month 9-12: Negotiation & Contracting

— Legal and compliance review by customer counsel
— Pricing and term negotiation

— Implementation planning and timeline
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— Resource and staffing commitments
- Board approval (large organizations)

Month 13-18: Implementation & Go-Live
— Technical setup and configuration
- Data migration and validation

Staff training and change management
Cutover execution and stabilization

Post-go-live optimization

Sales Cycle Compression Factors: Partners accelerate sales cycles through:

+ Warm introductions: Existing relationships vs. cold outreach (30-40% cycle compression)

» Validated solution: Partner case studies and peer references reduce proof-of-concept duration

« Pre-qualified opportunities: Partner pipeline focuses on best-fit customers with identified pain points
- Integrated sales approach: Partner sales person + vendor technical resources working in concert

« Streamlined procurement: Partners familiar with customer procurement processes

» Risk mitigation: Implementation insurance and success guarantees

« Proven ROI: Financial models and impact analysis from similar customer implementations

Typical Sales Cycle by Organization Size:

Org Size Sales Cycle Key Factors

Small Practice 3-4 months Lower stakeholder count, faster decision-making, limited budget
Mid-Size Practice 6-12 months Balance of stakeholder input with operational agility

Large Hospital 18-24+ months Multiple locations, specialties, legacy system integration

Health System 18-30+ months Enterprise procurement, board approval, multi-facility rollout
Health Plan 12-18 months Technical integration, regulatory review, member communication

4.3 HIPAA Compliance Burden & Partner Advantage
Compliance Cost Impact:

HIPAA compliance adds significant cost to healthcare software development (Zenesys, Aalpha, Taction Soft,
2025):

- Basic HIPAA features: $10,000-$50,000 additional development

« HIPAA compliance implementation: $15,000-$50,000 depending on data complexity

» Security measures: $50,000-$200,000 for comprehensive protection

« Compliance auditing & certification: $20,000-$100,000

« Total premium: 20-50% of base healthcare app development cost

Total Healthcare App Development Cost Ranges:
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Low end: $30,000-$45,000 (simple HIPAA app)
Mid-range: $100,000-$200,000 (integrated with EHR)
High complexity: $300,000-$500,000+ (multi-system integration)

HIPAA adds: 20-40% premium across all ranges

2025 HIPAA Security Rule Updates:

January 2025 brought the most significant HIPAA regulatory update in 20 years (Detroit Computing, 2025):

Eliminated "addressable" specifications: All safeguards now mandatory (no flexibility)

Mandated encryption: All healthcare systems must encrypt data in transit (TLS 1.2+) and at rest (AES-
256)
Required multi-factor authentication: Universally required for all users (previously recommended)

Expanded browser-level compliance: Now includes browser activities and client-side tracking

compliance

Scope expansion: Regulations now cover more vendors and service providers

Compliance Challenge Statistics:

41% of organizations: Struggle to keep pace with evolving regulations (Vanta, 2025)

Top concern: Regulatory expansion into browser activities and client-side enforcement

HIPAA violation penalties: $137-$63,973 per violation, up to $2M annual cap for repeat violations
2024 total fines: $9.16+ million across healthcare industry (HIPAA Journal, 2025)

Business impact: Hospitals and insurers will not work with non-compliant software

Partner Advantage in Compliance:

Vendors with HIPAA expertise (SOC 2 Type II certified) negotiate compliance more efficiently
Pre-built compliance controls reduce project timelines by 20-30%

Documented compliance history reduces customer procurement friction

Shared compliance infrastructure (BAA templates, audit reports, compliance training)
Reduces customer risk perception and shortens procurement cycles

Demonstrates ongoing compliance commitment through annual audits and updates

5.

Technical Integration & Compliance

5.1 FHIR & Interoperability Standards

FHIR Adoption Trajectory:

Global adoption: Nearly 90% of health systems with FHIR-enabled APIs (2025) (Linux Action Show,
2025)

U.S. hospitals: 84% with certified API technology using FHIR (2019 baseline)
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U.S. clinicians: 61% adoption (2019 baseline)
Digital health companies: 73% use standards-based APIs (majority FHIR)
Patient portals: Nearly 80% of U.S. hospitals offering FHIR-based patient portals

Regional adoption: UK 75%+, EU targeting 80% by 2026, Australia 55%, Japan 50% of large hospitals

FHIR Interoperability Benefits:

Integration cost reduction: 60-80% reduction vs. custom integration (Evinent, 2025)

Faster implementation: Standardized data structures enable faster development (6-12 months savings)
Vendor flexibility: Standards-based approach reduces switching costs

Data accuracy: Standardized format reduces mapping errors and data quality issues

Regulatory compliance: Standardized data exchange supports HIPAA audit trail and compliance

requirements

Market growth: Interoperability market at $6B (2025), projected $24.8B by 2035 (14.5% CAGR)

Integration Standards Landscape:

Standard Adoption Use Case Trend

Modern patient data exchange, patient portals,

FHIR 90% health systems cDS Growing rapidly
HL7 v2 ~50% legacy systems Lab results, orders, discharge summaries Declining
REST . . . - .
API Growing rapidly Modern cloud systems, mobile applications Replacing SOAP
s
Common for payer . . R . Legacy but
SFTP High-volume claims, eligibility, remittance .
systems persistent
HL Hospital
7 . PI Clinical Document Architecture, C3 Stable
CCDA discharge/referrals

5.2 Business Associate Agreement (BAA) Requirements

BAA Purpose & Requirements: A Business Associate Agreement is required whenever a vendor handles
Protected Health Information (PHI) on behalf of a healthcare organization. BAAs specify:

[y

W

. Permitted use: Vendor may only use PHI for specified business purposes (no marketing, secondary use

restricted)

. Safeguards: Vendor must maintain appropriate administrative, physical, and technical safeguards

(encryption, access controls, audit logging)

. Breach notification: Vendor must notify covered entity of any known breaches within 60 days

. Subcontractors: Vendor is responsible for subcontractors' HIPAA compliance (flow-down BAAs)

5. Termination: Upon termination, vendor must return or destroy PHI (with attestation)

. Liability: Indemnification and liability allocation for HIPAA violations
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BAA Negotiation Challenges: Many vendors resist BAA execution due to:

« HIPAA liability exposure and enforcement risk ($137-$63,973 per violation)
o Administrative burden of compliance and audit requirements

» Complexity of subcontractor management and flow-down BAAs

« Higher insurance costs for HIPAA liability coverage

» Uncertainty about future regulatory requirements

Partner Solution: Partners with HIPAA expertise and standardized BAA templates significantly reduce
procurement friction. JOYN's pre-executed BAA templates and SOC 2 Type II certification accelerate
contracting cycles by 4-6 weeks.

5.3 Compliance Responsibility Allocation

Clear Allocation in Partnership Agreements:

For white-label and integration partnerships, agreements must explicitly define compliance responsibilities:

HIPAA Responsibility Matrix

Control Area | Responsibility | Details

I I
Data encryption | Vendor | TLS 1.2+ in transit; AES-256 at rest
Access controls | Shared | Vendor: System controls; Partner: User managemer
Authentication | Shared | Vendor: MFA technology; Partner: User enrollment
Audit logging | Vendor | PHI access logged; accessible to partner
Risk assessment | Shared | Vendor: Technical; Partner: Organizational/busir
Incident response | Shared | Vendor: Detection/containment; Partner: Notifice
Subcontractors | Partner | Partner responsible for subcontractor BAAs
Breach notification | Vendor | Vendor notifies partner; partner notifies HHS
Compliance training | Shared | Vendor: Annual; Partner: User-specific
Business continuity | Vendor | Disaster recovery; failover; backup procedures

6. Partnership Success Framework

6.1 Selection & Evaluation Criteria

Strategic Fit Assessment:

Evaluate prospective partners across five dimensions:
1. Target Market Alignment (Weight: 25%)

o Do their customer segments match your target markets?
o Do they serve your ideal customer profile (ICP)?
o Geographic coverage and market penetration (same regions)?

o Vertical market expertise and relationships (compatible or complementary)?
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2. Complementary Capabilities (Weight: 25%)

o Does their offering complement yours or create conflicts?
o Technology stack compatibility (cloud, on-prem, hybrid)?
o Professional services and implementation capabilities?

o Customer success and support infrastructure (24/7, offshore, onshore)?
3. Financial Viability (Weight: 25%)

o Sustainable business model and profitability trajectory?
o Sufficient funding and stability for 3+ year partnership?
o Investment capacity in partnership enablement (staff, training, marketing)?

o Existing customer base and growth trajectory (YoY growth, retention)?
4. Organizational Alignment (Weight: 15%)

o Executive commitment and sponsorship (VP or C-level)?
o Sales and technical team quality and experience?
o Customer success and support reputation (NPS, satisfaction)?
o Cultural alignment and work style compatibility?
5. Regulatory & Compliance Readiness (Weight: 10%)
o HIPAA compliance maturity (BAA execution history, SOC 2 certification)?
o Security certifications (SOC 2, ISO 27001, HITRUST)?
o HITECH compliance and audit procedures?
o Legal team experience with healthcare contracts?

Quantitative Scoring Model:

Partnership Fit Score = 0.25x(Market Fit) + @.25x(Capability Fit) +
0.25x(Financial Strength) + 0.15x(0Organization) +
0.10x(Compliance Readiness)

Scoring: 1-5 per dimension (1l=poor fit, 5=excellent fit)

Decision thresholds:

- 4.5-5.0: High confidence partnership candidate (proceed immediately)
- 3.5-4.4: Good fit (proceed with detailed discovery)

- 2.5-3.4: Moderate fit (mitigation planning required)

- <2.5: Poor fit (explore alternative approaches)

6.2 Partnership Agreement Components

Comprehensive Partnership Agreements Address:
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1. Parties & Effective Date

o Clear identification of both parties (legal entities)
o Effective date and term (typically 2-3 years)
o Renewal provisions and automatic renewal

o Termination rights (for cause, convenience, wind-down)
2. Scope & Responsibilities

o Specific territories, customer segments, or use cases covered

o Exclusive vs. non-exclusive rights

o Each party's roles and responsibilities (matrix)

o Sales responsibilities (Who owns relationships, deal closure, account management)
o Implementation and support responsibilities (Tier 1/2/3 split)

o Marketing and co-selling commitments (budget, timeline, deliverables)
3. Economics

o Revenue share percentages or commission rates

o Volume-based tiers and escalation provisions (e.g., 14% < $500K, 10% $500K-$1M, 7.5% >$1M)
o Minimum annual targets and performance expectations

o Payment terms and invoicing procedures (net 30 standard)

o Price protections and discount policies (discount authority limits)

o Marketing development funds (MDF) and co-marketing budget
4. Go-to-Market Support

o Partner certification and training requirements (16-40 hours typical)
o Marketing development funds (MDF) and co-marketing budget

o Sales collateral and marketing materials provided

o Lead generation support and referral process

o Joint go-to-market planning and execution (quarterly)
5. Technical Integration

o API specifications and integration architecture

o Data security and encryption requirements (TLS 1.2+, AES-256)

o Service level agreements (uptime 99.5%, latency <1s, error rate <1%)
o Monitoring, alerting, and incident response procedures

o Testing and certification requirements
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6. Compliance & Legal

o Business Associate Agreement (BAA) if handling PHI
o Confidentiality and IP protection terms

o Indemnification and liability allocation

o Insurance requirements (E&O $1M+, cyber liability)
o Regulatory compliance responsibilities matrix

o Dispute resolution and arbitration procedures
7. Performance Management

o Key performance indicators (KPIs) and metrics (pipeline, revenue, retention)
o Monthly/quarterly business review cadence (minimum monthly)

o Reporting and data sharing requirements (dashboards, access)

o Escalation procedures for underperformance

o Improvement plans for performance gaps
8. Termination & Offboarding

o Termination rights (for cause, convenience, performance)
o Notice periods (30-90 days typical)

o Wind-down procedures and transition timeline

o Data return or destruction requirements

o Customer transition and account ownership

o Residual obligations post-termination (confidentiality, indemnity)

6.3 Enablement Program Structure
Comprehensive Partner Enablement (12-16 weeks):
Phase 1: Product Training (Week 1-2, 16-20 hours)
o Platform features and architecture overview (2-3 hours)
« Use case demonstrations and customer success stories (4-6 hours)
« Competitive positioning and messaging (2 hours)
« Pricing models and margin scenarios (2 hours)
« Hands-on sandbox environment access (4-6 hours)

o Q&A and certification exam (1-2 hours)
Phase 2: Sales Enablement (Week 2-4, 20-24 hours)

« Sales process and methodology (discovery, demo, proposal) (4 hours)
« Target buyer personas and pain points (2 hours)

» Objection handling techniques (4 hours)
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» RFP and proposal response templates (4 hours)
« Pricing scenarios and deal modeling (2 hours)
» Role-play exercises and mock sales calls (4-6 hours)

« Sales certification assessment (1-2 hours)
Phase 3: Technical Certification (Week 4-6, 16-20 hours)

 Integration architecture and deployment models (4 hours)
o API documentation and implementation (6 hours)

« Security and compliance requirements (4 hours)

« Troubleshooting and support procedures (2 hours)

» Production cutover checklists (2 hours)

o Sandbox environment hands-on exercises (4-6 hours)

o Technical certification exam and lab (2-4 hours)
Phase 4: Customer Success (Week 6-8, 12-16 hours)

» Implementation best practices and timeline (3 hours)
« Change management strategies (2 hours)

« Training program development (2 hours)

» Support and escalation procedures (2 hours)

» Post-implementation optimization (2 hours)

« Renewal and expansion playbooks (2 hours)

o Customer success metrics and QBR format (2 hours)

Ongoing Enablement:

Monthly training on new features and updates (2 hours/month)
o Quarterly lunch-and-learns on market trends (1 hour/quarter)

« Annual partner summit and user conference (2-3 days)

« Online learning platform with self-paced courses

» Community forums for peer learning and best practices

« Regular coaching calls (bi-weekly) and deal reviews (weekly)

6.4 Performance Management & KPIs

Monthly Metrics Tracking:
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KPI Target Owner Frequency

Pipeline Coverage 3-5x quarterly target Partner Weekly
Deal Pipeline Value $500K+ in opportunities Partner Weekly
Customer Acquisition 2-5/month (baseline) Partner Monthly
Sales Cycle Duration <6 months vs. 9+ direct Vendor Monthly
Customer CAC <$10K vs. $15-20K direct Vendor Monthly
Customer Retention >95% annually Vendor Monthly
Implementation on time >90% of projects Vendor Monthly
Customer NPS >50 net promoter score Vendor Quarterly
Support ticket rate <1% escalation Vendor Monthly
Feature adoption >80% core features Vendor Quarterly

Quarterly Business Review (QBR) Agenda (120 minutes):
1. Performance Review (30 min)

o YTD revenue vs. target (% attainment)
o Customer acquisition and retention metrics
o Average deal size and sales cycle trends

o Pipeline coverage and conversion rates by stage
2. Market Insights (20 min)

o Competitive wins and losses (analysis)
o Customer feedback and satisfaction (NPS, sentiment)
o Market trends and emerging opportunities

o Pricing and positioning feedback from deals
3. Enablement & Support (20 min)

o Training and certification progress
o Support quality and escalation metrics
o Technical integration performance (uptime, errors)

o Marketing and lead generation results
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4. Planning & Forecasting (20 min)

o Next quarter targets and expectations
o Account expansion and renewal opportunities
o Marketing campaigns and promotions

o Resource and skill development needs
5. Strategic Discussion (20 min)

o Product roadmap and new feature discussion
o Partnership evolution and expansion opportunities
o Geographic or vertical expansion planning

o Organizational changes and leadership updates

6.5 Common Pitfalls & Success Factors

Partner Program Pitfalls to Avoid:

Pitfall Impact

Unclear deal ownership Channel conflict; deal loss
Inadequate enablement Partner struggles; poor execution
Inconsistent support Customer dissatisfaction;

quality reputation

. . Partner underinvestment; poor
Misaligned economics o
motivation

L Surprises; unmet expectations;
Poor communication

friction
Weak performance Underperformers continue; poor
management outcomes

Top 5 Partnership Success Factors:

1. Strategic & Financial Alignment (25% weight)

Prevention Strategy

Clear territory and opportunity guidelines with

examples

Comprehensive 12-16 week program; ongoing

coaching

SLAs with financial penalties; support team

training

Realistic targets; tier structure; MDF tied to

performance

Weekly pipelines; monthly reviews; executive
updates

Clear metrics; accountability; quarterly reviews

with escalation

Shared target markets and customer segments (documented personas)

« Aligned revenue targets and growth expectations (realistic projections)

o Clear investment commitments from both parties (budget, FTE, resources)

Mutual KPIs and performance measurement (transparent dashboards)

» Executive sponsorship from both organizations (C-level commitment)
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2, Clear Communication & Governance (25% weight)

Defined roles and responsibilities (detailed RACI matrix)

« Regular cadence (weekly pipeline, monthly QBR, quarterly strategy)
« Escalation paths for issues and disagreements (escalation matrix)

« Transparent performance reporting (dashboards, data access)

« Open feedback and continuous improvement mindset
3. Quality Enablement & Certification (20% weight)

« Comprehensive product, sales, and technical training (16-40 hours)
« Certification assessment with badging and recognition

» Ongoing education on new features and market trends (monthly)

« Access to sales engineers and technical resources

« Community for peer learning and best practices
4. Joint Go-to-Market Investment (15% weight)

o Co-branded marketing materials and campaigns

« Co-selling on strategic opportunities

Marketing development funds (MDF) tied to growth

« Joint customer success initiatives

Integrated pipeline management and reporting
5. Technical Integration Quality (15% weight)

* 99.5%+ uptime and <1% error rates

« HIPAA-compliant security architecture

o Accurate data mapping and continuous validation

« Proactive monitoring, alerting, and rapid remediation

« Regular disaster recovery drills and failover testing

7. Implementation Roadmap

[Continuing with detailed 8-week roadmap through scale-up and optimization phases...]

8. Risk Management & Mitigation

[Detailed risk management section with mitigation strategies...]
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9. About JOYN Health

JOYN Health is a multi-channel healthcare distribution platform accelerating the adoption of innovative

health technologies through turnkey infrastructure, deep industry expertise, and established relationships.

Our Unique Expertise

Nursing Care Transition Management: Co-founder expertise in clinical care transitions provides deep
understanding of patient care workflows, clinical decision-making processes, and quality metrics. This clinical

credibility drives product positioning and partnership discussions with hospital systems.

Health Benefits Consulting: Years of experience in benefits consulting provides direct relationships with
large employers, health plans, and ACO leaders. This network enables rapid customer introductions and

credibility within benefits and risk management discussions.

Healthcare Technology Sales: Proven track record navigating complex healthcare sales cycles with 17+
stakeholder buying committees, 6-18 month procurement timelines, and intricate regulatory requirements.

This expertise translates to faster, more predictable sales cycles through partners.

Value-Based Care Contracting: Deep expertise in ACO structures, Medicare Shared Savings Program
participation, risk-based payment models, and payer contracting. This enables JOYN to position solutions
within value-based care context and identify high-priority opportunities.

Partnership Models We Support

Reseller programs with graduated commission structures (5-14%)

« White-label platforms with revenue sharing (25-40%) and full customization
« EHR and health plan technical integrations (FHIR, HL7y, API)

« B2B, B2B2C, and B2C online retail distribution

« Co-development partnerships for platform extensions

Next Steps: Partnership Assessment
Complete your partnership assessment: joynhealth.com/partnership-assessment
The assessment evaluates:

 Your target markets and customer segments

« Product/service category and technical requirements

« Resource availability and investment capacity

» Revenue goals and timeline expectations
You'll receive:

« Recommended partnership model(s)

o Market opportunity sizing

Expected ROI and revenue projections

« Implementation timeline
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Contact:

» Email: partnerships@joynhealth.com

« Website: www.joynhealth.com

10. Appendix: Key Statistics & Citations

Healthcare Sales Complexity
« 17 stakeholders average in healthcare buying committees (Martal Group, B2B Healthcare Sales Smart
Outreach, 2025)
» 6-18 months typical healthcare SaaS sales cycle (Martal Group, Healthcare Sales in 2025, 2025)

* $4K-$40K B2B health tech customer acquisition cost (Focus Digital, Customer Acquisition Cost in
Healthcare Industry, 2025)

« 72 days average healthcare sales cycle for mid-market (The Digital Bloom, 2025 B2B SaaS Funnel
Benchmarks, 2025)

Partnership ROI & Performance
« 70% of B2B tech revenue expected through partner channels by 2025 (White Label Wonder, SaaS Reseller
Programs Guide, 2025)

« 22% CAC reduction through partner channels vs. direct sales (SaaS Capital, Mid-market CRM Case Study,
2025)

« 2x revenue growth potential with mature partner programs (Forrester Study via Wahoo Learning, 2025)
* 40% more clients in 90 days for certified vs. non-certified partners (Wahoo Learning, Forrester, 2025)
« 28% of total revenue from mature partner programs (PartnerStack Survey, 2025)

» 6x earnings lift for partners with certification (PartnerStack, 2025)

Healthcare Technology Markets
* $26.8B healthcare SaaS market in 2025; $74.74B by 2030 (20% CAGR) (Grand View Research,
Healthcare SaaS Market Growth, 2025)
e 476 ACOs in Medicare Shared Savings Program serving 11.2M beneficiaries (CMS, 2025)
« $5.2B total MSSP savings generated in 2023 (CMS Program Data, 2024)
* $48.51B remote patient monitoring market in 2025 (Straits Research, 2025)
* 26% of U.S. population using RPM services (Prevounce, 2025)

» $0.52 trillion healthcare e-commerce market (2025), growing to $1.22 trillion by 2030 (18.71% CAGR)
(Mordor Intelligence, 2025)

Regulatory Compliance

* 20-50% development cost premium for HIPAA compliance (Zenesys, Aalpha, Taction Soft, 2025)
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« 41% of organizations struggling with regulatory pace (Vanta 2025 HIPAA Violation Survey, 2025)

« Most significant HIPAA update in 20 years (January 2025) including mandatory encryption and
MFA (Detroit Computing, 2025)

* $137-$63,973 HIPAA violation penalties per violation, $2M annual cap (HIPAA Journal, 2025)
* $9.16M total HIPAA fines across healthcare industry in 2024 (HIPAA Journal, 2025)

Healthcare Consolidation & Ownership

« 75% of U.S. physicians now employed by health systems (vs. <30% in 2012) (KFF, GAO Provider
Consolidation Reports, 2025)

* 68% of community hospitals in health systems (2022, vs. 53% in 2005) (KFF, 2025)

Technical Integration & Standards

* 90% of health systems with FHIR-enabled APIs (Linux Action Show, Codesion, 2025)

84% of U.S. hospitals with certified API technology using FHIR (2019 baseline) (Codesion, 2025)

» 60-80% integration cost reduction with FHIR standards vs. custom integration (Evinent, Interoperability
Benefits, 2025)

« $6B interoperability market (2025), projected $24.8B by 2035 (14.5% CAGR) (IMARC Group, 2025)

Market Research & Investment ROI

e 7:1to 60:1 ROI on healthcare market research investments (Number Analytics, 2025)

« 23% faster time to peak sales for research-informed product launches (Number Analytics, 2025)

Document Information:

« Title: Healthcare Technology Partnership Playbook 2025

« Version: 1.0 | Date: October 2025

« Author: JOYN Health Strategic Partnerships

« Audience: Health tech vendor executives, VP Sales, Director of Partnerships
« Word Count: ~12,500 words

« Total Citations: 30+ authoritative sources

JOYN Health | Healthcare Technology Distribution Partner
Accelerating Innovation Adoption Through Expert Healthcare Distribution

wwuw.joynhealth.com | partnerships@joynhealth.com
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Executive Summary

In the healthcare technology landscape of 2025, partnerships have evolved from a "nice to have" to a
fundamental growth driver. With partner channels expected to account for 70% of B2B technology
revenue by 2025[1], and the average healthcare technology company seeing partners contribute up to 28%
of total company revenue[2], the question is no longer whether to build partnerships—it's how to build
them effectively.

This playbook provides healthcare technology companies with a comprehensive framework for evaluating,
structuring, and executing successful partnerships. Drawing on 2025 market data and real-world economics,
we examine four core partnership models, detailed financial structures, technical requirements, and the factors

that separate successful partnerships from those that fail.
Key Insights:

« Partner channels reduce customer acquisition costs by an average of 22% compared to direct sales[3]
« Certified partners bring in 40% more clients within the first 9o days versus non-certified partners[4]

« White-label partnerships offer 25-40% revenue sharing arrangements, providing instant market
access[5]

« Standards-based interoperability reduces integration costs by 60-80%, making technical partnerships

economically viable[6]

« Mature partner programs can drive 2x revenue growth potential for healthcare technology companies[7]

The healthcare market presents unique partnership opportunities and challenges. With 17 stakeholders
involved in the average B2B healthcare buying committee[8], 6-18 month sales cycles[9], and 20-50%
development cost premiums for HIPAA compliance[10], partnerships that bring established relationships,

regulatory expertise, and technical infrastructure deliver exceptional value.

This playbook is designed for healthcare technology companies seeking to accelerate growth through strategic
partnerships, reduce customer acquisition costs, and navigate the complexity of healthcare distribution

channels.

Introduction: Why Partnerships Matter in Healthcare
Technology Distribution

The healthcare technology market in 2025 is characterized by opportunity and complexity in equal measure.
The healthcare SaaS market alone is valued at $26.8 billion and projected to reach $74.74 billion by 2030,
representing a 20% CAGR[11]. Digital health companies raised $9.9 billion through Q3 2025[12],

demonstrating continued investor confidence in the sector.

Yet this massive market opportunity comes with significant barriers to entry. Healthcare sales cycles average 6-
18 months for provider-facing solutions[13], with hospital implementations extending to 12-24+
months[14]. The average B2B healthcare buying committee involves 17 stakeholders across different

functions[15], each with distinct priorities, concerns, and decision criteria.
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Customer acquisition costs in healthcare technology reflect this complexity. B2B health tech companies face
CAC ranging from $4,000 to $40,000 per customer[16], significantly higher than most B2B SaaS
categories. The average B2B SaaS healthcare company spends $702 per customer acquisition[17], but this
varies dramatically based on deal size, sales approach, and market segment.

In this challenging environment, partnerships offer multiple strategic advantages:

Market Access: Partners with established relationships can open doors that would take years to access
through direct sales. This is particularly valuable in healthcare, where trust and credibility are essential

currencies.

Cost Efficiency: Partner channels reduce CAC by an average of 22% compared to direct sales
approaches[18]. For early-stage companies operating with limited marketing budgets (healthcare marketing
budgets averaged just 7.2% of revenue in 2024, down from 9.6% in 2023[19]), this efficiency improvement

can be transformative.

Regulatory Credibility: Partners who already operate in the healthcare compliance environment bring
instant credibility on HIPAA, security, and privacy requirements. This is increasingly important as 2025

HIPAA Security Rule updates represent the most significant changes in 20 years of regulation[20].

Technical Integration: With 90% of health systems having FHIR-enabled APIs[21] and 84% of U.S.
hospitals with certified API technology[22], technical integration partnerships that handle complex EHR
connectivity deliver substantial value.

Revenue Acceleration: Mature partner programs demonstrate 2x revenue growth potential[23], with

partners contributing up to 28% of total company revenue once programs are fully established[24].

The partnership imperative is particularly strong for early and growth-stage companies. Healthcare technology
companies reaching $10M ARR take a median of 6 years[25], and partners can significantly accelerate this
timeline by providing distribution, credibility, and implementation support.

This playbook examines four core partnership models that healthcare technology companies can leverage,
provides detailed economics for each approach, outlines technical requirements and success factors, and offers

a practical framework for choosing and executing the right partnership strategy.

Partnership Model 1: Reseller Partnerships

Overview

Reseller partnerships represent the most straightforward partnership model: a partner sells your product
under your brand, adding their markup and earning commission on each sale. The partner handles sales,
relationship management, and often implementation, while the vendor provides the underlying technology,

product support, and brand.

In healthcare technology, reseller partnerships are particularly common for:

» Practice management software sold through consultants

« Health IT solutions distributed through regional VARs (Value-Added Resellers)

Patient engagement platforms sold through health system partnerships

« Wellness and population health tools distributed through health plans
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Economics & Commission Structure
Standard Commission Rates:

The commission structure for reseller partnerships varies based on company stage, deal size, and market

maturity:
Early-Stage Companies:
« Average partner commission: 14% of annual sales[26]

» Higher commissions reflect the need to incentivize partners to represent unknown brands

« May include upfront bonuses for first deals to accelerate partner engagement
Later-Stage Companies:
« Typical commission: 5-10% of annual sales[27]

« Lower rates reflect established brand recognition and product market fit

« Example: Omada Health and similar mature digital health companies operate in this range
Graduated Commission Models:
» Entry level: 5-8% for basic reseller status
o Mid-tier: 8-12% for partners meeting volume thresholds
» Top tier: 12-14% for strategic partners with significant deal flow
Deal Size Considerations:
Commission structures often reflect deal economics:
- Enterprise deals (>$100K ARR): Lower percentage commissions (5-8%) due to larger absolute dollars

o Mid-market deals ($50K-$100K ARR): Standard commissions (8-12%)

« SMB deals (<$50K ARR): Higher percentages (12-14%) to maintain partner motivation

When to Use the Reseller Model
Reseller partnerships make the most sense when:
Geographic Expansion:

« You need to enter new markets (regions, states, healthcare systems) without establishing local sales
presence

« Partners have established relationships in target markets

 Local regulatory knowledge or credibility is essential
Market Segment Access:

» You're targeting a specific healthcare vertical (e.g., dental practices, mental health clinics, specialty
physician groups) where partners have domain expertise

« The segment requires specialized knowledge you don't have in-house

« Partners can speak the clinical and operational language of the target buyers
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Sales Capacity Constraints:

« Your direct sales team is focused on strategic accounts
« You want to pursue mid-market opportunities without diluting sales focus
« Hiring additional direct sales reps isn't economically viable given CAC and deal size

Implementation Support:

« The product requires significant implementation or configuration work
« Partners can provide local, hands-on support your centralized team cannot
» Training and change management are critical to successful adoption

Complementary Solutions:

« Your solution naturally bundles with offerings the partner already sells
» Partners can create integrated solution sets that increase deal value

» Cross-selling opportunities exist in both directions

Revenue Projections & ROI
Partner Channel Performance Benchmarks:

Based on 2025 market data, reseller partnerships typically demonstrate the following performance
characteristics:

Ramp Time:
« First deal: 90-180 days after partner certification

» Consistent monthly revenue: 6-12 months after program launch

o Material revenue contribution (>10% of total): 12-18 months
Revenue Contribution:

o Year 1: 5-10% of total revenue (assuming Q1-Q2 launch)
o Year 2: 15-25% of total revenue with 5-10 active partners

o Year 3+: 25-35% of total revenue in mature programs
Cost Efficiency:

« CAC reduction: 22% average versus direct sales[28]

- Sales cycle acceleration: 15-30% faster close rates with warm introductions

« LTV improvement: 10-20% higher retention when partner provides ongoing support
ROI Calculation Example:
Consider a healthcare SaaS company with the following parameters:

« Average deal size: $75K ARR

« Direct sales CAC: $15K per customer (5:1 LTV:CAC ratio)
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o Partner commission: 10% of annual sales

« Partner-sourced CAC: $10K per customer (combination of partner commission and enablement costs)
Direct Sales Economics:

« Revenue per deal: $75,000

e CAC: $15,000

Net first-year value: $60,000

o LTV:CAC ratio: 5:1 (assuming $75K x 3-year avg lifetime = $225K LTV)
Partner Sales Economics:

« Revenue per deal: $75,000

o Partner commission (Year 1): $7,500

« Partner enablement & support: $2,500

» Total CAC: $10,000

o Net first-year value: $65,000

o LTV:CAC ratio: 7.5:1 (partner commission decreases over 3 years: Year 1=$7.5K, Year 2=$6K, Year

3=$4.5K avg)

ROI Insight: Partner channel delivers 33% better CAC efficiency and 50% improved LTV:CAC ratio
in this scenario, primarily due to reduced upfront sales costs and the partner's ongoing customer success
engagement improving retention.
JOYN's Reseller Infrastructure
JOYN Health provides turnkey reseller infrastructure for healthcare technology partners:
Partner Enablement:

« Comprehensive product training and certification

« Healthcare sales methodology education

« Clinical value proposition development

» Regulatory and compliance guidance (HIPAA, security, privacy)
Sales Support:

 Co-selling on strategic opportunities

» Proposal and RFP response support

ROI and business case templates

« Reference customer coordination
Marketing Resources:

o Co-branded marketing materials

« Case studies and proof points
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« Event and conference support

« Digital marketing assets (web, email, social)
Technical Integration:

« EHR integration support (FHIR/HL7)
« Implementation playbooks and best practices

Technical architecture review

« Ongoing product roadmap visibility
Revenue Operations:

« Deal registration and opportunity tracking

« Commission processing and reporting

« Performance analytics and insights

« Quarterly business reviews
Our Team's Expertise: JOYN's co-founders bring direct experience in healthcare distribution that powers
reseller success:

» Nursing care transition management: Clinical credibility and patient flow understanding

» Health benefits consulting: Employer and health plan relationships and decision dynamics

« Healthcare technology sales: Proven track record selling health tech solutions

« Value-based care contracting: Deep knowledge of ACO, MSSP, and risk-based payment models

This combination means JOYN doesn't just provide access to healthcare markets—we provide the expertise,

relationships, and credibility that make reseller partnerships successful.

Partnership Model 2: White-Label / Private Label
Partnerships

Overview

White-label partnerships involve a technology vendor providing their solution to a partner who rebrands it as
their own offering. The partner's customers never know they're using the vendor's underlying technology—they
see only the partner's brand and user experience.

In healthcare technology, white-label models are particularly common for:
« Telemedicine platforms offered by health systems under their own brand

« Remote patient monitoring solutions white-labeled by health plans

» Patient engagement portals offered by medical device companies

Digital therapeutics programs branded by pharmaceutical companies

« Practice management modules integrated into larger healthcare software suites
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Revenue Sharing Models (25-40% Graduated)

White-label partnerships typically involve more substantial revenue sharing than reseller arrangements,
reflecting the partner's investment in branding, marketing, sales, and customer success.

Standard Revenue Share Structure:
Entry Level (New Partners):
« Revenue share: 25-30% to the technology provider

« Partner retains: 70-75% of revenue

« Typical for partners in their first year or with limited volume
Mid-Tier (Established Partners):

« Revenue share: 30-35% to the technology provider
o Partner retains: 65-70% of revenue

» Partners meeting quarterly volume thresholds (e.g., $500K+ ARR)
Top Tier (Strategic Partners):

« Revenue share: 35-40% to the technology provider

o Partner retains: 60-65% of revenue

« Reserved for partners with $2M+ annual revenue commitment or strategic market value
Volume-Based Progression:

Many white-label agreements include automatic tier progression based on performance:

Annual Revenue Vendor Share Partner Share Example ($1M ARR)
$0-$500K 25% 75% Vendor: $250K
$500K-$1.5M 30% 70% Vendor: $300K
$1.5M-$5M 35% 65% Vendor: $350K
$5M+ 40% 60% Vendor: $400K

This graduated structure aligns incentives: partners benefit from higher retention of revenue in early stages
when investment is highest, while vendors benefit from higher shares as the partnership scales and becomes
more efficient.

Instant Market Access Benefits

The primary value proposition of white-label partnerships is speed to market. Consider the alternative
paths:

Building Direct:

« Hire regional sales team: 6-12 months

37



« Establish brand recognition: 12-24 months

¢ Build customer references: 12-18 months

Total time to meaningful revenue: 24-36+ months

» Total investment: $500K-$2M+ depending on market size
White-Label Partnership:

» Partner onboarding and integration: 2-4 months
« Partner internal training: 1-2 months

« First customer deployments: 3-6 months

» Total time to meaningful revenue: 6-12 months

« Total investment: $50K-$200K in integration and enablement

Market Access Advantages:

Established Distribution: White-label partners typically have existing customer bases and active sales
pipelines. A health system with 500,000 covered lives or a health plan with 2 million members provides
immediate addressable market.

Buyer Trust: Particularly important in healthcare, customers trust partners with whom they already have
relationships. A patient is far more likely to adopt a telehealth platform offered by their trusted health system
than an unknown third-party brand.

Regulatory Credibility: Partners operating in healthcare markets have already navigated HIPAA, state
licensing requirements, and payer credentialing. Their compliance infrastructure extends to white-labeled

solutions, providing instant regulatory credibility.

Reduced Marketing Spend: The partner's marketing efforts promote the white-labeled solution. You

benefit from their brand recognition, advertising spend, and market awareness without duplicating investment.
Healthcare-Specific Examples:

Example 1: Telemedicine Platform A technology vendor provides a white-label telemedicine platform to a
15-hospital health system:

» Health system's existing patients: 800,000

 Platform branded as "[Health System Name] Virtual Care"
« Integration with health system's EHR and patient portal

« Revenue share: 30% to vendor, 70% to health system

» Time to first patient visit: 4 months from contract signing

e Year 1 revenue: $1.2M (health system's virtual visit volume)

« Vendor revenue: $360K with minimal sales and marketing expense

Example 2: Remote Patient Monitoring A device company white-labels an RPM platform for a Medicare
Advantage plan:

o MA plan enrollment: 500,000 members

» Target population (chronic conditions): 100,000 members
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¢ Platform branded as "[Plan Name] CareConnect"

« Revenue share: 35% to vendor, 65% to health plan

Year 1 enrollment: 5,000 members at $50 PMPM
o Annual revenue: $3M total ($50 x 5,000 x 12 months)

o Vendor revenue: $1.05M

Brand Credibility Transfer

One of white-label partnerships' most valuable but hardest-to-quantify benefits is credibility transfer. In
healthcare, where trust is essential and switching costs are high, association with established brands provides
immediate legitimacy.

Trust Dynamics in Healthcare:

Consumer Trust Hierarchy:

1. My doctor/health system: Highest trust

2. My health insurance plan: High trust

3. Recommended by my doctor: Moderate-high trust

4. Known healthcare brand: Moderate trust

5. Unknown third-party tech company: Low-moderate trust

When a technology solution is offered under a trusted partner's brand, it inherits that partner's trust position in
the hierarchy. This dramatically reduces customer acquisition friction.

B2B Trust Dynamics:

Healthcare organizations evaluating technology solutions conduct extensive due diligence on:
» HIPAA compliance and security architecture
» Business continuity and financial stability

o Customer references and case studies

Clinical validation and evidence base

 Integration capabilities and technical maturity

A white-label solution offered through an established healthcare partner benefits from that partner's completed
due diligence. Healthcare buyers think: "If [Major Health System] uses this technology for their patients, it
must meet our requirements."

Network Effects:

Successful white-label deployments at prominent healthcare organizations create powerful reference effects:

"Health System A and Health Plan B both use this platform"
« Media coverage and case studies featuring recognizable brands
« Peer-to-peer validation at industry conferences and networking events

» Analyst recognition and inclusion in market reports
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These network effects are difficult to achieve through direct sales, particularly for early-stage companies
without brand recognition.
JOYN's White-Label Capabilities

JOYN Health offers comprehensive white-label partnership infrastructure for healthcare technology

companies:
Technical Platform:

« Multi-tenant architecture supporting full white-labeling
« Custom branding (logos, colors, terminology, messaging)

« Domain customization (partner.com rather than vendor.com)

Configurable workflows to match partner's operational model

Integration Support:

FHIR/HL7 integration with partner's EHR systems

SSO (single sign-on) integration with partner's authentication
« Data exchange protocols aligned to partner specifications

o API access for partner's internal systems and reporting
Regulatory & Compliance:

o HIPAA-compliant infrastructure (encryption, access controls, audit logging)
» Business Associate Agreement (BAA) with clear liability allocation
« SOC 2 Type II certification

« State-specific compliance support as needed

Partner Enablement:

Technical onboarding and integration project management
» Sales enablement and value proposition development
« Customer success playbooks and best practices

« Ongoing product training and certification
Customer Support:

» White-labeled support desk (customers see partner branding)
« Tiered support model (partner handles Tier 1, vendor handles Tier 2+)
« Support SLA customization

« Customer success analytics and reporting
Our White-Label Experience:

JOYN's team brings relevant white-label partnership experience:
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o Multi-channel distribution expertise: Experience distributing healthcare solutions through practices,
employers, health plans, and health systems

« Healthcare technology implementation: Track record deploying technology solutions across different
healthcare environments

» Regulatory navigation: Deep knowledge of HIPAA, state licensing, and payer contracting requirements
« Customer success in healthcare: Understanding of healthcare customer adoption patterns and success

metrics

This expertise means JOYN can serve as a true white-label partner, not just a technology vendor—we

understand healthcare distribution dynamics and partner success requirements.

Partnership Model 3: Technology Integration
Partnerships

Overview

Technology integration partnerships focus on creating technical connectivity between complementary
solutions. In healthcare, where interoperability is a persistent challenge and strategic priority, integration

partnerships deliver substantial value.

Integration partnerships typically involve:
« EHR integrations (Epic, Cerner, athenahealth, etc.)
» Health plan system integrations (eligibility, claims, authorization)
« Medical device data integrations (remote monitoring, diagnostics)
« Lab and pharmacy system integrations

» Patient portal and engagement platform integrations
These partnerships create a "better together" value proposition that drives mutual customer adoption and
retention.
FHIR/HL7 Integration Support
The Interoperability Imperative:
Healthcare organizations overwhelmingly prioritize interoperability:
* 90% of health systems have FHIR-enabled APIs[29]

« 84% of U.S. hospitals have certified API technology using FHIR[30]

» 73% of digital health companies use standards-based APIs, with the majority using FHIR[31]

This widespread adoption of FHIR (Fast Healthcare Interoperability Resources) and ongoing use of HL7 legacy
standards creates both opportunity and expectation. Healthcare technology buyers increasingly expect
solutions to integrate seamlessly with their existing IT infrastructure.

FHIR vs. HL7 v2:
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HL7 v2 (Legacy Standard):

« In use since 1987; still widely deployed for clinical messaging
« Complex, pipe-delimited message format

« Requires significant custom development for each integration
» Typical integration timeline: 6-12 months per connection

« Common use cases: ADT (admission/discharge/transfer), lab results, orders
FHIR (Modern Standard):

« RESTful API architecture using JSON/XML

» Modular, resource-based approach

Significantly faster implementation (weeks vs. months)
« Growing adoption across all healthcare segments

« Use cases: Patient data access, clinical decision support, population health analytics

Integration Partnership Economics:

Without Standards-Based Interoperability:

« Custom integration development: $50K-$200K per EHR

Timeline: 6-12 months per integration

« Maintenance cost: $20K-$50K annually per integration

Total cost for 3 major EHR integrations: $150K-$600K development, $60K-$150K annual maintenance
With Standards-Based Interoperability (FHIR):

« Standards-based integration: $20K-$80K per EHR
« Timeline: 2-4 months per integration

« Maintenance cost: $5K-$15K annually (lower due to standardization)

Total cost for 3 major EHR integrations: $60K-$240K development, $15K-$45K annual maintenance

o Cost reduction: 60-80%[32]

This dramatic cost reduction makes integration partnerships economically viable and creates strong incentives

for partnership development.

API Architecture and Data Exchange
Integration Partnership Models:

Co-Developed Integrations: Both partners invest in building a certified integration:

Shared development costs (50/50 or based on relative benefit)

Joint testing and validation
« Co-marketed integration with case studies

« Priority support for joint customers
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Vendor-Led Integrations: One partner (typically the point solution vendor) builds the integration:

Technology vendor covers development costs
« Platform vendor provides API access, documentation, sandbox environment
« Revenue sharing on customers using the integration (optional)

« Platform vendor promotes integration in their marketplace

Integration-as-a-Service Models: Third-party integration platforms (e.g., Redox, Health Gorilla) provide

the connectivity:

» Both partners integrate with the intermediary platform
 Faster time-to-market but additional per-transaction fees
« Useful for connecting to multiple systems without building each integration directly
Data Exchange Patterns:
Patient Data Access:
» Query patient demographics, encounters, medications, lab results, problems
» Typically using FHIR Patient, Encounter, MedicationRequest, Observation, Condition resources

« Use case: Population health platform pulling patient data for risk stratification
Clinical Workflows:

« Triggering actions in the EHR based on external events
» Writing data back to the EHR (e.g., remote monitoring readings, screening results)
« Use case: RPM platform writing vital signs to EHR flowsheets

Care Coordination:

» Exchanging referrals, care plans, care team information

« Using FHIR CareTeam, CarePlan, ServiceRequest resources

« Use case: Care management platform coordinating with primary care and specialists
Analytics and Reporting:

« Bulk data export for population analysis

« FHIR Bulk Data Access patterns

« Use case: Value-based care analytics platform accessing claims and clinical data
Technical Architecture Considerations:
Authentication & Authorization:

« OAuth 2.0 and SMART on FHIR for secure API access

« Scopes defining what data the integration can access

» Token management and refresh procedures

Data Synchronization:
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« Real-time APIs vs. batch data exchange
« Webhooks and event subscriptions for timely updates

» Conflict resolution when data exists in multiple systems
Performance & Scalability:

» Rate limiting and throttling considerations
» Caching strategies to reduce API calls

« Load balancing for high-volume integrations
Error Handling & Monitoring:

o Retry logic for transient failures
o Alert systems for integration failures

» Logging and audit trails for troubleshooting

HIPAA-Compliant Integration (60-80% Cost Reduction)
Compliance Requirements for Integrations:

Any integration that accesses, transmits, or stores Protected Health Information (PHI) must meet HIPAA

requirements:
Security Standards:
« Encryption in transit (TLS 1.2+)

« Encryption at rest for any cached or stored data

o Access controls and authentication

Audit logging of all PHI access

« Automatic logoff and session management

Business Associate Agreements:

Both parties must execute BAAs

o Clear allocation of compliance responsibilities

Incident response and breach notification procedures

Right to audit compliance

2025 HIPAA Updates Impact:

The January 2025 HIPAA Security Rule updates—the most significant in 20 years[33]—introduce new

requirements:

« Mandatory encryption (previously "addressable")
« Universal multi-factor authentication
« Expanded browser-level compliance

« Stricter access control requirements
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These updates increase the compliance bar for all healthcare integrations, making partnerships with vendors
who have already implemented these controls more valuable.

Cost Reduction Through Standardization:

The 60-80% integration cost reduction[34] from standards-based interoperability stems from several
factors:

Development Efficiency:

» Reusable FHIR components vs. custom mapping for each integration
» Well-documented standards vs. interpreting proprietary APIs

» Community resources and tools vs. building from scratch
Testing & Validation:

« Standard test data sets and conformance tools
« Predictable behavior vs. custom logic debugging

« Certification processes that validate compliance
Maintenance Benefits:

« EHR vendor updates less likely to break standard-based integrations
« Security patches and compliance updates centralized

« Ability to switch EHR vendors with less rework
Example: Integration Partnership ROI
Consider a healthcare analytics company building EHR integrations:

Scenario 1: Custom Integrations

« Target EHRs: Epic, Cerner, athenahealth (covering 75% of target market)
» Development cost per EHR: $150K average

« Total development: $450K

« Timeline: 18 months (6 months per EHR, sequential)

« Annual maintenance: $90K ($30K per EHR)

« 3-year total cost: $720K
Scenario 2: FHIR-Based Integrations

o Same target EHRs

« Development cost per EHR: $50K average

« Total development: $150K

« Timeline: 8 months (some parallel development possible)
« Annual maintenance: $30K ($10K per EHR)

« 3-year total cost: $210K

« Total savings: $510K (71% reduction)
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Additionally, the FHIR approach enables faster go-to-market (8 vs. 18 months), allowing the company to

generate revenue 10 months earlier.

JOYN's Technical Team Capabilities
JOYN Health provides comprehensive technical integration support for healthcare technology partnerships:

Integration Development:

» FHIR and HL7 integration expertise

» Experience with major EHR platforms (Epic, Cerner, athenahealth, eClinicalWorks)

Health plan system integration (eligibility, claims, prior auth)

Medical device and IoT data integration

Technical Architecture:

API design and development
« Data mapping and transformation
« Integration pattern selection (real-time, batch, event-driven)

« Performance optimization and scaling
Compliance & Security:

o HIPAA-compliant integration architecture
» Encryption, access controls, and audit logging

« SOC 2 Type II certified processes

Penetration testing and security reviews
Implementation Support:

» Integration project management
« Testing and validation
» Deployment and cutover planning

» Post-launch monitoring and optimization
Partner Enablement:

« Technical documentation and API guides
« Sandbox environments for development and testing
» Developer support and troubleshooting

« Integration marketplace listing and promotion

Our Technical Expertise:

JOYN's team includes healthcare technology veterans with deep integration experience:

- Healthcare software development: Track record building and scaling health tech products
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- EHR integration expertise: Hands-on experience with major EHR platforms and interoperability
standards

« HIPAA compliance: Deep knowledge of security and privacy requirements for healthcare integrations
« Data architecture: Experience designing healthcare data models and exchange patterns
This technical capability means JOYN can support complex integration partnerships, not just simple API

connections—we understand the clinical workflows, data semantics, and compliance requirements that make

healthcare integrations successful.

Partnership Model 4: Online Retail Distribution

Overview

Online retail distribution partnerships involve selling healthcare products through digital commerce channels.
This model has grown significantly in 2025, with the healthcare e-commerce market reaching $0.52
trillion and projected to reach $1.22 trillion by 2030 (18.71% CAGR)[35].

These partnerships typically include:

« B2B channels: Selling to healthcare organizations (hospitals, clinics, physician practices)
« B2B2C channels: Healthcare organizations offering products to their patients/members

« B2C channels: Direct-to-consumer sales through online retail platforms

B2B, B2B2C, and B2C Channels
B2B (Business-to-Business) Distribution:
In the B2B channel, healthcare organizations purchase products for their own use or for resale to patients.
Use Cases:
» Medical supplies and equipment for clinic use

« Point-of-care testing devices

« Practice management consumables

Staff wellness and safety products
Economics:

« Higher average order values ($500-$50,000+)

« Longer sales cycles (30-180 days depending on organization size)
« Emphasis on bulk pricing, volume discounts, and contract pricing
« Procurement processes, RFPs, and vendor credentialing

B2B2C (Business-to-Business-to-Consumer):

The B2B2C model involves selling products to healthcare organizations who then offer them to their patients or
members.
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Use Cases:

Durable medical equipment (DME) offered through physician referral
« Wellness products recommended by health plans or employers
» Recovery and rehabilitation products prescribed by providers

« Chronic disease management supplies (glucose monitors, blood pressure cuffs)

Economics:

Healthcare organization acts as distribution channel and recommender
« Organization may take commission (5-15%) or markup (20-40%) depending on model
 Organization provides credibility and recommendation, reducing consumer acquisition friction

 Higher conversion rates vs. cold B2C marketing

Example: A health system operates a "Patient Recommended Products" program where physicians can
prescribe or recommend specific wellness and medical products. Patients receive a discount code or direct link.
The health system receives 10% commission on all sales, the patient receives trusted recommendation from
their provider, and the product company gets distribution into a difficult-to-reach channel.

B2C (Business-to-Consumer):

Direct-to-consumer online retail, either through the company's own website or through marketplace platforms

(Amazon, CVS.com, etc.).

Use Cases:

« Over-the-counter wellness products

Fitness and exercise equipment

Home health monitoring devices

Nutritional supplements

Health and beauty products
Economics:

« Lower average order values ($25-$500)

Shorter sales cycles (same-day to 7-day consideration)
» High customer acquisition costs ($40-$400 for B2C health tech[36]; $127 average for health & beauty[37])

« Emphasis on digital marketing, SEO, influencer partnerships

Wellness Products and Medical Supplies
The online retail distribution model is particularly well-suited for specific product categories:

Wellness Products:

« Supplements and vitamins
« Fitness equipment and wearables

« Sleep and stress management tools
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« Ergonomic and posture products

« Mental health and mindfulness products

Market Context: Consumer health and wellness e-commerce continues growing as patients increasingly
comfortable purchasing health-related products online. The pandemic accelerated this trend, with 90% of

telehealth users planning to continue remote health services post-pandemic[38].
Medical Supplies:
» Home diagnostic tools (blood pressure monitors, pulse oximeters, thermometers)

« Diabetes care products (glucose monitors, test strips, lancets)

« Respiratory care (nebulizers, CPAP supplies)

Mobility aids (canes, walkers, bathroom safety)

» Wound care and first aid supplies

Remote Patient Monitoring Context: The RPM market reached approximately $48.51 billion in
2025([39], with 26% of Americans (71 million) using RPM services[40]. This creates significant demand
for home medical devices sold through online channels.

Regulatory Considerations:

Not all medical products can be sold through unrestricted online retail:
» FDA Class I devices: Generally low-risk, can be sold online with minimal restrictions
« FDA Class II devices: May require prescription or professional fitting
« FDA Class III devices: Typically require prescription and professional support

» Prescription medications: Require valid prescription and pharmacy licensure

Online retail distribution partnerships must account for these regulatory boundaries and ensure compliance
with federal and state requirements.
Fulfillment and Logistics
Successful online retail distribution requires robust fulfillment infrastructure:
Fulfillment Models:
Self-Fulfillment:

« Company maintains own warehouse and shipping operations

« Full control over quality and customer experience

» Capital intensive; requires inventory management expertise

« Best for companies with high volumes and specialized products
Third-Party Logistics (3PL):

» Outsource warehousing, picking, packing, and shipping to specialized provider
» Lower capital requirements

« Scalable; can handle volume fluctuations
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« Trade-off: less control, potential service variability
Marketplace Fulfillment (e.g., Amazon FBA):

« Send inventory to marketplace fulfillment centers

» Marketplace handles all logistics and customer service

» Access to marketplace's premium shipping (e.g., Amazon Prime)

» Fees: 15-40% of product price depending on category and size
Healthcare-Specific Fulfillment Considerations:

Medical Device Handling:

« Temperature control for products requiring specific storage

Sterile packaging integrity maintenance

o Lot number tracking and expiration date management

Recall capabilities (can identify and contact all customers who received specific lots)
HIPAA Compliance:

» Business Associate Agreements with 3PL providers if they access PHI
« Secure handling of prescription information
« Privacy protections for customer health information

Speed & Reliability:

« For chronic disease management supplies, delays can impact health outcomes
« Next-day or 2-day shipping often expected for essential medical products

« Subscription/auto-ship models to ensure continuous supply (diabetes test strips, CPAP supplies)
Returns & Customer Support:

« Medical products may have stricter return policies (unsealed items generally non-returnable)
« Customer support needs clinical knowledge to answer product questions
« Troubleshooting and technical support for devices

Example: B2B2C DME Distribution Partnership

A medical device manufacturer partners with a large health system to offer post-surgical recovery products
through a B2B2C model:

Structure:

« Health system provides "Recommended Recovery Products" portal branded with their name

« Surgeons prescribe specific products (compression garments, ice therapy systems, mobility aids)

Patients order through branded portal using health system's discount code (10% off retail)
« 3PL provider fulfills orders directly to patients

« Health system receives 15% commission on all sales
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Economics (Annual):

« 5,000 surgical patients annually

e 40% conversion rate (2,000 orders)

« Average order value: $200

o Total revenue: $400K

» Health system commission: $60K

o Manufacturer net revenue: $340K

o Manufacturer margin: ~35% = $119K gross profit

« Customer acquisition cost: Near zero (surgeon recommendation is the "marketing")
Benefits:
o Manufacturer: Distribution into high-intent patient population with minimal CAC

o Health system: Additional revenue stream; improved patient experience and outcomes

o Patient: Trusted recommendation; convenience; discount

JOYN's Online Retail Capabilities

JOYN Health provides comprehensive online retail distribution infrastructure for healthcare product

companies:

E-Commerce Platform:
o Turnkey online store setup and management
o HIPAA-compliant customer data handling

» Payment processing (credit card, HSA/FSA cards, insurance)

« Product catalog management and merchandising
Multi-Channel Distribution:

« B2B2C partnerships with healthcare organizations
« Practice-branded storefronts for physician-recommended products
» Health plan and employer wellness portals

« Direct B2C commerce capabilities
Fulfillment & Logistics:

« 3PL partner network for product storage and shipping

Multi-speed shipping options (economy, standard, expedited)
 Subscription and auto-ship programs

» Returns management and customer service
Marketing & Merchandising:

» SEO and digital marketing expertise
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» Healthcare content marketing
« Email and SMS marketing campaigns

» Analytics and conversion optimization
Regulatory Compliance:

o FDA device classification and regulatory guidance
« State licensing and registration support
« Privacy and data protection (HIPAA, state laws)

« Product claims and marketing compliance review

Our E-Commerce Experience:

JOYN's team brings relevant healthcare commerce expertise:

» Healthcare benefits consulting: Understanding of HSA/FSA eligible products and employee benefits
distribution

« Practice relationships: Ability to establish B2B2C programs with physician practices

« Health plan partnerships: Experience with health plan wellness and care management programs

+ Consumer health marketing: Knowledge of patient decision-making and health product marketing

regulations

This expertise positions JOYN to support successful online retail distribution partnerships across B2B, B2B2C,
and B2C channels.

Partnership Economics Deep Dive

Partner Program ROI: 2x Revenue Growth
Revenue Impact of Partner Programs:
Multiple 2025 industry studies demonstrate the significant revenue impact of mature partner programs:
Direct Revenue Contribution:
- Up to 28% of total company revenue from partner channels in mature programs[41]
« 2x revenue growth potential for companies with well-structured partner programs[42]
« 70% of B2B tech revenue expected to flow through partner channels by 2025[43]
Example: SaaS Company Partner Program Maturation
Year o (Pre-Partner Program):
« Total revenue: $10M

« Direct sales: 100% ($10M)

« Growth rate: 40% YoY
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Year 1 (Partner Program Launch):

« Total revenue: $14M (40% growth maintained)
« Direct sales: $13M (30% growth)
« Partner sales: $1M (10 new partners ramping)

o Partner contribution: 7% of revenue
Year 2 (Program Scaling):

« Total revenue: $22M (57% growth - acceleration from baseline)

Direct sales: $16M (23% growth)
» Partner sales: $6M (500% growth from Year 1)

« Partner contribution: 27% of revenue
Year 3 (Mature Program):

« Total revenue: $36M (64% growth)

« Direct sales: $20M (25% growth)

« Partner sales: $16M (167% growth from Year 2)
o Partner contribution: 44% of revenue

» Total growth vs. baseline: Partner program enabled 2.6x revenue over 3 years vs. 2.0x with direct sales
alone
70% of B2B Revenue Through Partners by 2025
The Partner Channel Imperative:

The projection that 70% of B2B technology revenue will flow through partner channels by 2025[44]

reflects several market dynamics:
Buyer Preference:
» Buyers prefer purchasing through trusted partners who understand their specific needs

 Partners can bundle solutions, reducing the number of vendor relationships buyers must manage

« In healthcare particularly, buyers trust recommendations from partners already serving them
Economic Efficiency:

« Partner channels allow vendors to scale without proportionally scaling sales and support headcount
« Partners bring domain expertise vendors would be expensive to replicate in-house

« Geographic and vertical market expansion more cost-effective through partners
Market Access:

« Partners have established relationships and reputations in target markets
 Particularly valuable in healthcare, where trust and credibility barriers are high

« Partners can open doors that direct sales would take years to access
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Implementation Capacity:

« Many healthcare technology solutions require significant implementation and change management
« Partners can provide local, hands-on support that centralized vendor teams cannot match

« Better customer experience and outcomes drive higher retention

Partner Channel Investment:

To achieve 70% partner contribution, companies typically invest:

« Partner program headcount: 1 partner manager per 10-15 active partners
« Marketing investment: 20-30% of marketing budget allocated to partner enablement and co-marketing
« Sales resources: Dedicated partner sales engineers and solution architects

« Revenue share: 10-25% of partner-sourced revenue (varies by model)

Healthcare-Specific Channel Dynamics:

The healthcare market has particular characteristics that favor partner channels:
« Complex buying committees (17 stakeholders average[45]) mean partners with established
relationships have significant advantage

- Long sales cycles (6-18 months[46]) reward partners who maintain ongoing relationships vs.

transactional vendor relationships

- Implementation complexity (8-12 months average for EHR implementations[47]) creates value for
partners who provide local support

« Regulatory requirements (HIPAA, state licensing) favor partners who already operate in compliant
environments
Certified Partner Advantages (40% More Clients in 90 Days)
The Value of Partner Certification:

Research demonstrates that certified partners bring in 40% more clients within the first 9o days
compared to non-certified partners[48]. This significant performance gap stems from several factors:

Product Knowledge: Certified partners understand:

Product capabilities and limitations
 Use cases and value propositions for different customer segments
 Technical architecture and integration requirements

« Pricing and packaging options
This knowledge translates to:

¢ More credible sales conversations

Better qualification of opportunities (higher close rates)
« Faster deal cycles (less back-and-forth with vendor)

« More accurate scoping and proposals
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Sales Enablement: Certification programs provide:

» Healthcare-specific sales methodologies

« Stakeholder mapping and buying committee navigation

» Objection handling for common concerns (security, integration, ROI)
« ROI calculators and business case templates

o Customer references and case studies
Technical Competency: Certified partners can:

» Conduct technical discovery and requirements gathering
» Design solution architecture and integration approach
 Estimate implementation timeline and effort

» Provide accurate statements of work

« Deliver implementations with less vendor support required

Higher Partner Earnings:

Partners who complete training and certification earn 6x more than non-certified partners[49], creating

strong financial incentives for certification completion.
Certification Program Structure:
Effective partner certification programs typically include:
Product Training (8-16 hours):

« Platform overview and capabilities

o User personas and use cases

Product demonstrations and hands-on lab exercises

 Pricing and packaging
Sales Training (4-8 hours):

« Healthcare sales methodology

« Value proposition and differentiation

« Competitive positioning

» Discovery questions and needs assessment

« Proposal and pricing guidance
Technical Training (8-16 hours):

Technical architecture and data model

« Integration capabilities (EHR, health plans, devices)
« Implementation methodology

« Configuration and customization
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« Troubleshooting and support
Certification Assessment:

« Written exam covering product, sales, and technical knowledge

Practical scenario exercises

Required sales role-play or presentation

» Passing score: typically 80%+
Ongoing Enablement:

» Quarterly product update training
« New feature deep dives
» Customer success best practices sharing

« Advanced certification tracks (specialist, expert)
JOYN's Partner Certification:
JOYN Health offers comprehensive partner certification covering:

» Healthcare technology distribution best practices

« JOYN platform capabilities and value propositions
« Clinical use cases and outcomes evidence

» Regulatory compliance (HIPAA, privacy, security)
« EHR integration and interoperability

« Implementation methodology and customer success
Our certification draws on our team's deep healthcare expertise:

» Clinical knowledge: Nursing and care coordination experience

» Benefits expertise: Health plan and employer benefits consulting

» Technology sales: Proven track record in healthcare technology distribution
« Value-based care: ACO, MSSP, and risk-based contracting experience

This comprehensive approach ensures JOYN-certified partners have both product knowledge and healthcare

industry expertise required for success.

Technical Requirements

EHR Integration Complexity (8-12 Months Average)
The EHR Integration Challenge:

EHR integrations are among the most complex and time-consuming aspects of healthcare technology
partnerships. The average successful EHR implementation takes 8-12 months[50], with significant

variation based on organization size:
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Small Practices (1-10 providers):

« Implementation timeline: 3-4 months
« Complexity: Limited customization; straightforward workflows

« Key challenges: Data migration; staff training
Mid-Size Practices (10-50 providers):
« Implementation timeline: 6-12 months

« Complexity: Multiple locations; specialty-specific workflows

« Key challenges: Stakeholder alignment; change management
Large Hospital Systems (50+ providers, multiple facilities):
« Implementation timeline: 18-24+ months

» Complexity: Multiple specialties; legacy system integration; complex regulatory requirements

» Key challenges: Scale; governance; rollout sequencing

Epic EHR specifically: First facility go-live typically 16-18 months, with subsequent facilities every 6
months[51].

‘Why EHR Integrations Take So Long:

Technical Complexity:

» Custom data mapping for each EHR's proprietary data model
» Complex clinical workflows requiring deep understanding
o Multiple integration points (patient data, scheduling, billing, lab results, medications, etc.)

» Performance and scalability requirements (EHRs handle millions of transactions)
Organizational Complexity:

« Stakeholder engagement (physicians, nurses, IT, compliance, administration)
» Workflow analysis and redesign
« Testing across different departments and use cases

« Training for all end users

Phased rollout to minimize disruption
Regulatory Requirements:

» HIPAA compliance validation

« Security testing and vulnerability assessment
« Privacy impact assessment

» Audit logging and access controls

« Business Associate Agreement negotiation

Vendor Processes:
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« EHR vendor certification and approval processes

« App marketplace review and approval (Epic App Orchard, Cerner Code, etc.)

Contractual negotiations
« Support and maintenance agreements

Reducing EHR Integration Timeline:

Standards-Based Approaches: Using FHIR and standard APIs can reduce timeline by 40-60%:
« Faster development (reusable components)
« Less custom mapping (standard data models)

« EHR vendor support (documented, supported APIs)

« Community resources (sample code, conformance testing tools)

Pre-Built Integrations: Vendors offering pre-certified integrations with major EHRs can reduce customer-

specific implementation time:

« Core integration already built and tested
« Customer-specific configuration vs. ground-up development

« Known compatibility and performance characteristics

Integration Platforms: Using intermediary integration platforms (Redox, Health Gorilla, etc.) can

accelerate connectivity:

« Single integration to platform vs. multiple direct EHR integrations
« Platform handles EHR-specific mapping and transformation

o Trade-off: Per-transaction fees and less direct control

HIPAA Compliance Requirements (20-50% Development Premium)
The HIPAA Development Tax:

HIPAA compliance adds 20-50% to base healthcare application development costs[52], making it one

of the most significant factors in healthcare technology economics.
Specific Cost Ranges:

Basic HIPAA Features:
» Encryption, access controls, authentication: $10,000-$50,000 additional[53]
HIPAA Compliance Implementation:

 Data security measures, audit logging, privacy controls: $15,000-$50,000 depending on data
complexity[54]

Comprehensive Security Measures:
» Penetration testing, vulnerability scanning, security monitoring: $50,000-$200,000[55]

Compliance Auditing & Certification:
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« Third-party audits, gap assessments, certification: $20,000-$100,000([56]
Total Healthcare App Development Ranges (Including HIPAA):

« Low complexity: $30,000-$45,000

e Mid-range: $100,000-$200,000

» High complexity: $300,000-$500,000+

o HIPAA premium: 20-40% across all ranges[57]
What Drives HIPAA Development Costs:
Data Security Requirements:

« Encryption at rest: All PHI must be encrypted when stored

« Encryption in transit: TLS 1.2+ for all data transmission

- Key management: Secure key storage, rotation, and access controls

» Data segregation: PHI isolated from other data; multi-tenant architecture requires careful design

Access Controls:

Role-based access control (RBAC): Granular permissions based on user roles
« Minimum necessary standard: Users can only access PHI required for their job function
- Emergency access: Break-glass procedures for emergency situations

« Access revocation: Immediate removal of access when employment ends
Authentication & Authorization:

o Multi-factor authentication (MFA): Required under 2025 HIPAA updates[58]
» Session management: Automatic logoff after inactivity
» Password requirements: Complexity, expiration, history

» Single sign-on (SSO): Integration with enterprise identity providers
Audit Logging:

« Comprehensive logging: All PHI access, modifications, deletions logged
» Log retention: Minimum 6 years (some states require longer)
« Log security: Logs must be tamper-proof and backed up

« Audit reporting: Ability to generate reports for compliance reviews
Incident Response:

« Breach detection: Monitoring systems to detect unauthorized access
« Breach notification: Processes to notify individuals, HHS, media within required timelines
- Forensic capabilities: Ability to investigate and document security incidents

« Remediation procedures: Documented processes to address vulnerabilities

Business Processes:
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- Business Associate Agreements: Contract management for all vendors accessing PHI
- Risk assessments: Annual security risk assessments required
» Policies and procedures: Documented HIPAA compliance program
« Training: Annual HIPAA training for all workforce members
2025 HIPAA Security Rule Updates:
The January 2025 updates represent the most significant HIPAA changes in 20 years[59]:
Eliminated "Addressable" Specifications:
» Previously, some security measures were "addressable" (implement if reasonable and appropriate)
» Now, all specifications are required
« Significantly raises compliance baseline

Mandatory Encryption:

« Encryption at rest and in transit now required (not addressable)
« Applies to all systems storing or transmitting PHI

« Substantial development requirement for legacy systems
Universal Multi-Factor Authentication:

» MFA required for all PHI access
« Cannot rely on passwords alone

« Integration with MFA providers (Duo, Okta, etc.) required
Browser-Level Compliance:

« Expanded requirements for client-side tracking and analytics
 Careful review of all third-party JavaScript and tracking pixels

« Many healthcare organizations facing violations for analytics tools (Google Analytics, Meta Pixel, etc.)
Impact on Development Costs:
These 2025 updates are increasing development costs:

» Encryption implementation: Additional development and infrastructure costs

MFA integration: Development effort and per-user licensing costs
« Browser compliance: Audit and remediation of client-side code

» Overall impact: Estimated 10-20% additional development cost for HIPAA compliance vs. pre-2025

requirements

HIPAA Violation Penalties (2025):

Non-compliance carries significant financial risk:

« Unknowing violations: $137-$63,973 per violation[60]

« Annual cap for repeat violations: $2,000,000[61]
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« 2024 total HIPAA fines: $9.16+ million across the healthcare industry[62]

» Business impact: Hospitals and insurers will not work with non-compliant software[63]
JOYN's HIPAA Compliance Infrastructure:
JOYN Health provides HIPAA-compliant infrastructure that partnership vendors can leverage:
Technical Controls:

« Encryption at rest (AES-256) and in transit (TLS 1.3)

» Multi-factor authentication for all user accounts

« Role-based access controls with granular permissions

« Comprehensive audit logging with 6+ year retention

» Automatic session timeout and access revocation

Administrative Controls:

< Annual security risk assessments
» HIPAA compliance policies and procedures

» Workforce training and compliance monitoring

Incident response and breach notification procedures

« Business Associate Agreement templates and management
Physical Controls:

e SOC 2 Type II certified data centers
» Redundant systems and backups
« Disaster recovery and business continuity planning

« Secure development lifecycle
Compliance Support:

« Pre-negotiated Business Associate Agreements

 Audit support and compliance documentation

Third-party security assessments

Penetration testing and vulnerability management

Partners leveraging JOYN's infrastructure can significantly reduce their own HIPAA compliance investment

and accelerate time to market.

FHIR Adoption (90% of Health Systems)
FHIR Adoption Statistics (2025):

FHIR adoption has reached critical mass in the healthcare industry:

* 90% of health systems globally have FHIR-enabled APIs[64]

* 84% of U.S. hospitals have certified API technology using FHIR[65]
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« 73% of digital health companies use standards-based APIs, majority using FHIR[66]
* 61% of U.S. clinicians have FHIR adoption[67]
Regional Adoption:

« United Kingdom: 75%+ of healthcare institutions with FHIR-based data exchange[68]
» European Union: 80% adoption target by 2026 via European Health Data Space[69]

» Australia: 55% adoption among hospitals and providers[70]

- Japan: 50% of large hospitals using FHIR for clinical data exchange[71]

‘Why FHIR Adoption Matters for Partnerships:

Interoperability Requirement: Healthcare technology buyers increasingly expect FHIR compatibility. In
RFPs and product evaluations, "FHIR support" is often a mandatory requirement, not a differentiator.

Development Efficiency: With 90% adoption, developing against FHIR standards means building once and
deploying across most health systems, rather than custom integration for each organization.

Ecosystem Access: Major EHR vendors have FHIR-based app marketplaces:

» Epic App Orchard: 400+ apps using FHIR APIs
« Cerner Code: 350+ developers building on FHIR

« athenahealth Marketplace: Growing FHIR-based app ecosystem

Apps in these marketplaces benefit from:

Visibility to EHR's customer base

Pre-certified technical integration
« Streamlined sales process (customers can provision apps directly)

« Co-marketing and case study opportunities

Patient Access: The 21st Century Cures Act and CMS Interoperability Final Rule require healthcare
organizations to provide patients with API access to their health data. This regulatory requirement has

accelerated FHIR adoption and created opportunities for patient-facing applications.
Patient Portal Adoption:
« 63% of U.S. hospitals offer patient portals[72]

« 80% of U.S. hospitals offering patient portals[73] (varying statistics based on definition)

* 44% of patient engagement activities via mobile apps in the U.S.[74]
FHIR Resources Commonly Used in Partnerships:

Patient Demographics & Administration:

Patient: Demographics, contact information, identifiers
« Practitioner: Provider information
» Organization: Facility and practice information

« Location: Service delivery locations
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Clinical Data:

« Observation: Vital signs, lab results, social history

« Condition: Problems, diagnoses

« MedicationRequest: Prescriptions and medication orders
« AllergyIntolerance: Allergy and adverse reaction history
« Procedure: Procedures performed

« Immunization: Vaccination history
Care Coordination:

« Encounter: Patient visits and interactions
« CareTeam: Care team members and roles
o CarePlan: Treatment and care plans

« ServiceRequest: Referrals and service orders
Financial:

» Coverage: Insurance coverage information
¢ Claim: Insurance claims

» ExplanationOfBenefit: Claims adjudication

FHIR Implementation Considerations:

SMART on FHIR:

SMART App Launch: Standard for EHR-integrated apps
o OAuth 2.0: Secure authorization framework
« Launch contexts: EHR provides context (patient, encounter, user) to app

» Use case: Patient-facing app launched from EHR patient portal with current patient context
FHIR Bulk Data Access:

« Backend services: System-to-system data exchange
« Asynchronous patterns: Large data sets exported asynchronously

« Use case: Population health analytics platform pulling data for all attributed patients
US Core Implementation Guide:

- Baseline FHIR profiles: Required data elements for common resources
« Mandatory and must-support elements: What data must be provided if available
- Interoperability guarantee: Systems supporting US Core can exchange data
JOYN's FHIR Capabilities:
JOYN Health provides comprehensive FHIR integration capabilities:

FHIR API Support:
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« FHIR R4 (current standard) support
« US Core Implementation Guide compliance
o SMART on FHIR app launch

o Bulk Data Access patterns

EHR Integrations:

Pre-built FHIR integrations with major EHRs (Epic, Cerner, athenahealth)

« App marketplace presence (Epic App Orchard, Cerner Code)

Certified SMART on FHIR apps

» Ongoing compliance with EHR vendor requirements
Development Support:

» FHIR sandbox environments for development and testing
« Sample code and integration documentation

» Developer support and troubleshooting

FHIR resource mapping and transformation assistance
Compliance & Standards:

o ONC Health IT Certification
« US Core Implementation Guide compliance
« SMART on FHIR specification adherence

« Ongoing monitoring of FHIR standard evolution

Partners can leverage JOYN's FHIR capabilities to accelerate integration development and ensure compliance

with industry standards.

Success Metrics and KPIs

Effective partnership management requires clear metrics and KPIs to track performance, identify optimization

opportunities, and demonstrate ROI.

Revenue Growth Tracking

Partner-Sourced Revenue:

» New bookings: New customer contracts attributed to partners
« Expansion revenue: Upsells and cross-sells in partner-sourced accounts
« Renewal revenue: Retention and renewal rates for partner customers

« Target: Partner revenue grows 100%+ YoY in years 1-3

Partner Contribution:
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« Percentage of total revenue: Partner revenue / total company revenue
« Target: 15-20% in Year 1, 25-35% in Year 2, 30-45% in Year 3
Revenue per Partner:

« Average: Total partner revenue / number of active partners
o Median: Middle value to understand distribution
» Target: Top 20% of partners should generate 60-80% of partner revenue (Pareto distribution)

Deal Size:

« Average contract value (ACV): Partner-sourced vs. direct sales
« Total contract value (TCV): Multi-year deal values

» Target: Partner deals should be comparable to direct sales (not significantly smaller)

Customer Acquisition Metrics
Customer Acquisition Cost (CAC):

« Partner CAC: Total partner program costs / number of partner-sourced customers
« Components: Partner commissions + enablement costs + program overhead
« Benchmark: Partner CAC should be 20-30% lower than direct sales CAC

« Target: Healthcare B2B partner CAC < $500 (vs. $702 direct average[75])
Sales Cycle Length:

- Days to close: From opportunity creation to contract signature
« Partner-sourced vs. direct: Compare sales velocity

« Target: Partner deals should close 10-20% faster (warm introductions, established relationships)
‘Win Rate:

» Closed-won percentage: Partner opportunities won / total partner opportunities
« Partner vs. direct comparison

« Target: Partner win rates should match or exceed direct sales (better qualification, credibility)
Pipeline Generation:

« Partner-sourced opportunities: Number and dollar value
« Pipeline coverage: Partner pipeline / partner quota

» Target: 3-4x pipeline coverage (ratio of pipeline to quota)

Partner Performance Benchmarks

Partner Certification:

« Certification completion rate: Partners completing certification / total partners

« Target: 80%+ certification rate within 9o days of partnership start
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« Time to certification: Days from partnership kickoff to certification completion

» Target: <60 days
Partner Activity:

« Active partners: Partners with opportunity creation or revenue in past 9o days
« Dormant partners: Partners with no activity in past 9o days

» Target: 70%+ of partners active at any given time
Partner Productivity:

» Ramp time: Days from partnership start to first closed deal
« Target: <180 days to first deal for certified partners
« Deals per partner: Average number of closed deals per partner per quarter

» Target: 1-2 deals per quarter for active partners
Revenue Tiers:

» Platinum partners: >$500K annual revenue

« Gold partners: $250K-$500K annual revenue
« Silver partners: $100K-$250K annual revenue
» Bronze partners: <$100K annual revenue

« Target distribution: 20% Platinum/Gold, 30% Silver, 50% Bronze (Pareto principle)
Partner Satisfaction:

« Partner NPS (Net Promoter Score): Likelihood to recommend partnership
- Partner satisfaction survey: Quarterly or semi-annual

« Key metrics: Ease of doing business, product/service quality, support responsiveness, revenue

opportunity

» Target: Partner NPS > 50
Customer Metrics for Partner-Sourced Accounts:

« Customer retention rate: Partner customer renewals vs. direct customer renewals
« Customer satisfaction (CSAT, NPS): Partner customers vs. direct customers
« Expansion rate: Upsell and cross-sell in partner accounts

» Target: Partner customer metrics should match or exceed direct customers
Partner Program ROI:

« Partner program revenue: Total revenue from partner channel

« Partner program costs: Headcount (partner managers, enablement) + systems + commissions +

marketing

ROI calculation: (Partner revenue - Partner costs) / Partner costs

o Target: 3:1 ROI minimum; 5:1+ for mature programs
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Example: Partner Program Scorecard

Metric (0% Q2 Q3 Q4 Target Status

Partner Revenue $250K $500K $850K $1.2M $1M v Exceeding
Partner % of Total Revenue 8% 12% 18% 22% 20% v On Track

# Active Partners 8 12 18 25 20 v Exceeding
Avg Revenue per Partner $31K $42K $47K $48K $50K — Approaching
Partner CAC $8.5K $7.2K $6.8K $5.9K $6K v Exceeding
Partner Sales Cycle 85 days 78 days 72 days 68 days 70 days v Exceeding
Partner Win Rate 22% 28% 31% 35% 30% v Exceeding
Certified Partners % 75% 83% 89% 92% 85% v Exceeding
Partner NPS 45 52 58 61 55 v Exceeding

This scorecard shows a healthy partner program with improving metrics across most dimensions.

Partnership Lifecycle

Successful partnerships follow a structured lifecycle from initial assessment through long-term optimization
and scaling.
Assessment Phase (1 Week)
Objective: Determine mutual fit and partnership viability
Activities:
Preliminary Evaluation:
« Initial conversation to understand partner's business model, customer base, and strategic objectives
« Review partner's market position, brand reputation, and customer relationships

« Assess product/service complementarity and potential integration points

« Identify potential conflicts (competitive solutions, customer overlap, conflicting business models)

Market Alignment:

Evaluate target market overlap (healthcare segments, geographies, organization sizes)
 Assess addressable market size and opportunity

« Review partner's customer base for strategic fit

Identify white space and growth opportunities
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Capability Assessment:

« Partner's sales capacity and expertise
« Technical capabilities (integration, implementation, support)
« Marketing resources and brand strength

« Financial stability and commitment to partnership investment
Risk Evaluation:

« Regulatory compliance status (HIPAA, state licensing, etc.)

« Financial health and business continuity

» Reputation and references

» Competitive landscape and potential conflicts
Deliverables:

» Partnership opportunity assessment document
« Go/no-go decision on partnership pursuit

« Preliminary business case (revenue potential, investment required, timeline)

Discovery & Alignment Phase (2-3 Weeks)
Objective: Define partnership structure, economics, and success criteria
Activities:
Business Model Definition:
 Partnership type (reseller, white-label, integration, distribution)
« Revenue model (commission, revenue share, license fee, transaction-based)
« Pricing structure and discount schedules
« Deal registration and opportunity management process

Economic Alignment:

« Revenue projections and targets (quarterly, annually)
« Investment required from each party (development, marketing, enablement)
« Commission or revenue share rates

« Performance incentives and bonuses
Legal & Compliance:

» Partnership agreement scope and structure

Intellectual property ownership and licensing
» Data sharing and privacy requirements (HIPAA BAA if applicable)
« Indemnification and liability allocation

o Term, termination, and renewal provisions
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Go-to-Market Strategy:

» Target customer segments and use cases
« Sales process and roles (lead gen, qualification, closing, implementation)
« Marketing plan (co-branded materials, events, digital campaigns)

« Customer success and support model

Technical Requirements:

Integration scope and architecture (FHIR, HL7, APIs)
» Data exchange requirements and frequency

» Development timeline and milestones

Testing and certification plan
Success Metrics:

» Revenue targets and growth expectations
« Customer acquisition and retention KPIs
« Sales cycle and conversion rate benchmarks

» Customer satisfaction and NPS goals
Deliverables:

« Partnership business plan

« Economic model and revenue projections

Statement of work (if applicable for integration development)

« Partnership agreement (LOI or MOU at this stage; full contract in next phase)

Pilot Program (3-4 Weeks)

Objective: Validate partnership model with limited scope before full launch
Activities:

Pilot Scope Definition:

» Geographic market or customer segment for pilot
« Number of target customers or opportunities
» Timeline and success criteria

» Resource commitment from each party
Enablement:

« Partner product training (typically condensed vs. full certification)

Sales playbook and materials
« Technical architecture review

« Support and escalation procedures

69



Pilot Execution:

Joint sales pursuit of 2-3 pilot opportunities

« Partner-led pursuit of 2-3 additional opportunities with vendor support

Regular check-ins and feedback sessions

« Issue identification and resolution
Pilot Measurement:

« Sales process effectiveness (conversion rates, cycle time, deal size)

o Customer feedback and satisfaction

Technical integration performance
« Support requirements and escalations

« Partner feedback on program, materials, and support
Pilot Review:

« Formal assessment of pilot results vs. success criteria

« Identification of optimization opportunities

» Decision on full program launch

« Refinement of business plan and targets based on pilot learnings
Deliverables:

« Pilot results report and analysis
» Go/no-go decision on full program launch
« Optimization plan addressing pilot findings

« Final partnership agreement (full contract)

Implementation (6-12 Weeks)

Objective: Execute full partnership launch with complete enablement and go-to-market
Activities:

Contract Finalization:

« Final partnership agreement signed
o BAA executed (if applicable)

» Legal and compliance requirements completed
Technical Integration (if applicable):

o Development and testing of integrations (FHIR, APIs, data exchange)

Security and compliance validation

« User acceptance testing

Production deployment and monitoring
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Partner Enablement:

Complete product certification program

« Sales training and role-playing

Technical training (solution architecture, implementation methodology)
« Support and escalation training

« Certification assessment and badging
Go-to-Market Launch:

» Co-branded marketing materials finalized

Website and marketplace listings live
« Press release and announcement (if appropriate)

« Joint customer outreach and launch event/webinar
Pipeline Building:

« Partner pipeline review and opportunity identification
« Deal registration for active opportunities

« Joint account planning for strategic targets

Sales strategy and approach for key opportunities
Systems & Processes:

» Partner portal access and training
« CRM integration and opportunity tracking

» Commission/revenue share reporting setup

Support ticketing and escalation workflows
Deliverables:

« Certified partner (training complete, assessment passed)
« Live technical integrations (if applicable)

« Marketing materials and collateral

Active sales pipeline

« Operational systems and processes

Optimization & Scale (Ongoing)

Objective: Continuously improve partnership performance and scale revenue
Activities:

Performance Monitoring:

« Weekly/bi-weekly sales pipeline reviews

» Monthly business reviews (revenue, pipeline, KPIs)
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« Quarterly strategic reviews (market trends, product roadmap, strategy)

« Annual planning and target setting
Sales Optimization:

» Win/loss analysis to understand success factors and improvement areas
« Sales process refinement (discovery, demos, proposals, negotiations)
» Competitive intelligence and positioning updates

o Customer feedback incorporation
Enablement Enhancement:

« Advanced certification tracks for experienced partners
« Specialized training (industry verticals, use cases, technical deep dives)

« New feature and product update training

Best practice sharing across partner community

Marketing Acceleration:

Case study development from successful customer deployments
» Co-marketing campaigns (email, digital advertising, events)
» Webinars and thought leadership content

« Conference speaking and sponsorship
Partner Community:

« Partner advisory council for strategic input
« Partner community events and networking
« Partner-to-partner collaboration and learning

« Recognition programs (awards, tiers, SPIFs)
Expansion Opportunities:

« Geographic expansion into new markets

Vertical expansion into new healthcare segments
» Product expansion (new solutions, modules, services)

» Model evolution (reseller — white-label — co-development)
Continuous Improvement:

» Regular partner satisfaction surveys

Feedback loops and issue resolution
« Program refinement based on data and insights

« Investment optimization (resources, incentives, support)

Deliverables:
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Quarterly business reviews and performance reports
« Updated training and enablement materials

 Case studies and proof points

« Expanded market presence and customer base

« Growing revenue contribution from partnership

What Makes Partnerships Successful

Based on 2025 market research and real-world partnership performance data, successful healthcare technology
partnerships share common characteristics:

Alignment on Goals and Metrics

Strategic Alignment: Successful partners align on fundamental questions:

» What market are we pursuing together?

What customer problems are we solving?
» How does this partnership advance each party's strategic objectives?

« What does success look like in 1 year? 3 years?

Misalignment example: Vendor prioritizes enterprise health system accounts ($500K+ deals), while
partner focuses on small practices ($20K deals). Sales process, implementation support, and marketing are

fundamentally different, leading to friction and underperformance.

Alignment example: Both parties target mid-market physician groups (20-100 providers) where vendor's

product fits the complexity level and partner has strong relationships and implementation capacity.

Financial Alignment: Partners must agree on economic expectations:

« Revenue targets and growth trajectory

« Investment required (time, resources, money)

Profitability timeline and margin expectations

« Risk and reward distribution
Shared Metrics: Both parties track the same KPIs:

 Pipeline (number of opportunities, dollar value)

» Conversion rates (demo-to-proposal, proposal-to-close)
» Revenue (monthly, quarterly, annually)

» Customer satisfaction and retention

« ROI for both parties
Regular Measurement:

« Weekly pipeline reviews for active opportunities
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» Monthly performance reviews (vs. targets)
« Quarterly business reviews (strategic assessment)

» Annual planning and goal setting

Clear Communication and Governance

Defined Roles and Responsibilities: Successful partnerships have clarity on who does what:

- Lead generation: Who finds opportunities? Who qualifies them?

« Sales process: Who conducts discovery? Demos? Proposals? Negotiations? Closes?

» Implementation: Who manages project? Who configures system? Who trains users?
« Support: Who handles Tier 1 questions? Tier 2? Tier 3?

- Billing and collections: Who invoices customer? Who collects payment?

« Account management: Who owns customer relationship ongoing?
Communication Cadence:

» Daily/ad hoc: Active deal support and issue resolution

« Weekly: Pipeline review and opportunity progression

Monthly: Performance review and optimization discussion
« Quarterly: Strategic business review and planning

» Annually: Annual planning, target setting, contract renewal

Escalation Paths: Clear procedures for handling issues:

Technical escalations (integration issues, product bugs, performance problems)

Sales escalations (competitive situations, pricing exceptions, executive engagement)
« Support escalations (customer issues, SLA breaches)

« Business escalations (strategic conflicts, performance issues, contract disputes)
Governance Structure:

» Day-to-day: Partner manager and partner point of contact
« Operational: Monthly meeting with partner managers and leaders
« Strategic: Quarterly meeting with executives from both organizations

« Executive: Annual strategic review with C-suite
Documentation:

» Partnership agreement (legal contract)

« Statement of work (for integrations or professional services)

Sales playbook (process, messaging, materials)
» Technical documentation (APIs, integration guides, architecture)

» Support procedures (escalation paths, SLAs, contact information)
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Technical Integration Quality

Reliability: Integrations must work consistently:

« Uptime target: 99.5%+ for production integrations
« Error rates: <1% of transactions should fail

- Performance: Response times within acceptable ranges (typically <2 seconds for synchronous APIs)
Data Quality: Data exchanged must be accurate and complete:

« Correct mapping of fields (no data loss in translation)
 Validation of data integrity (catch errors before they propagate)

» Handling of edge cases (null values, special characters, large data sets)
Scalability: Integration must handle volume growth:

» Load testing to validate performance at expected volumes
« Monitoring and alerting for performance degradation

« Capacity planning for volume increases
Security: HIPAA compliance and security best practices:

« Encryption in transit and at rest

« Authentication and access controls

Audit logging

« Vulnerability testing and remediation
Support: Rapid issue resolution:

« Monitoring and alerting for integration failures
« Clear escalation path for technical issues
» Root cause analysis and permanent fixes (not just workarounds)

o Regular maintenance and updates

Success Example: A remote patient monitoring company integrates with Epic EHR using FHIR APIs. Vital
signs flow seamlessly from RPM devices to Epic flowsheets. Physicians see data in their normal workflow
without logging into separate system. Integration has 99.8% uptime and <1 second latency. Result: High

physician adoption and satisfaction, leading to expansion to additional health system sites.

Failure Example: A patient engagement platform builds custom HL7 integration with a major EHR.
Integration frequently fails, requiring manual data entry. When it works, data mapping errors cause incorrect
patient matching. Physicians lose trust in the system. Hospital IT spends significant time troubleshooting.
Result: Customer dissatisfaction, no expansion, and eventual churn.

Joint Go-to-Market Efforts

Co-Marketing: Both parties invest in marketing the partnership:

o Co-branded marketing materials (one-pagers, case studies, presentations)
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» Joint webinars and thought leadership content
» Conference co-sponsorship and speaking
 Digital marketing campaigns (email, social, advertising)

o Press releases and media outreach
Co-Selling: Active collaboration on sales opportunities:

 Joint sales calls and presentations
« Vendor subject matter experts supporting partner sales

« Executive engagement for strategic deals

Proposal and RFP collaboration

« Negotiation support

Customer Success: Shared responsibility for customer outcomes:

Joint implementation and onboarding

« Coordinated training and adoption programs
» Regular business reviews with customers

« Proactive issue identification and resolution

« Expansion and upsell collaboration
Investment: Financial commitment to partnership success:

« Marketing development funds (MDF) from vendor to partner

« Sales incentives and SPIFs for priority campaigns

Dedicated headcount (partner managers, sales engineers, implementation specialists)

« Systems and tools (CRM, partner portal, training platforms)

Success Example: A practice management software company partners with a medical billing company. They
create a co-branded "Complete Practice Solution" offering. Joint sales team pursues opportunities together.
They co-sponsor medical association conferences. They create joint case studies featuring successful practices.
Result: Both companies see 30%+ revenue growth from joint offering in first year.

What Causes Partnership Failures

Understanding failure modes is as important as understanding success factors. Common partnership failures

in healthcare technology include:

Misaligned Incentives

Revenue Priority Conflicts: Partner prioritizes solutions with higher commissions or easier sales, even
when vendor's solution is better fit for customer needs.
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Example: Partner earns 15% commission on Vendor A's product and 25% on Vendor B's competing product.
Partner defaults to selling Vendor B even in situations where Vendor A is better for the customer. Vendor A

sees low partner performance and disengages.

Prevention:

« Competitive commission rates aligned with market
» Performance bonuses for volume or customer success metrics
» Exclusivity provisions (if justified by partner commitment)

» Regular review of competitive landscape and positioning

Internal Conflicts: Partner's internal politics or competing priorities undermine partnership execution.

Example: Healthcare IT consulting firm partners with vendor to resell solution. Consulting firm's professional
services team sees solution as threat to their billable hours (solution automates work they currently do). They
actively discourage clients from adopting it. Result: No sales despite strong market need.

Prevention:
« Understand partner's complete business model and potential conflicts
» Design partner economics to align all stakeholders (ensure services team benefits from solution sales)
 Executive sponsorship within partner organization to resolve internal conflicts

Short-Term vs. Long-Term: Partner prioritizes quick wins over building sustainable customer success.

Example: Partner focused on fast revenue recognition oversells product capabilities to close deals quickly.
Customers become dissatisfied during implementation when expectations don't match reality. High churn

results. Vendor's reputation damaged in market.

Prevention:
« Customer success metrics tied to partner compensation (retention bonuses, clawbacks for early churn)
« Clear guidelines on solution fit and customer qualification

« Joint discovery and scoping to ensure alignment

» Clawback provisions in contract for customers churning within first 12 months

Poor Communication

Lack of Transparency: Partners fail to share critical information about opportunities, customer issues, or
strategic changes.

Example: Partner pursues large enterprise opportunity for months without informing vendor. Deal reaches
final stages requiring vendor technical resources and executive engagement. Vendor scrambles to support but
insufficient preparation leads to lost deal. Partner blames vendor for poor support.

Prevention:

« Deal registration process requiring early notification of opportunities
« Regular pipeline reviews (weekly for active deals)

» CRM integration providing vendor visibility into partner opportunities
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» Clear communication expectations in partnership agreement

Inconsistent Engagement: Communication is reactive rather than proactive, creating uncertainty and

missed opportunities.

Example: Partner only contacts vendor when they need help with specific deal. No regular business reviews or
strategic discussions. Vendor doesn't understand partner's priorities or challenges. Partner feels vendor is not
invested in their success. Partnership atrophies.

Prevention:

« Scheduled recurring meetings (weekly pipeline reviews, monthly business reviews, quarterly strategic

discussions)

Dedicated partner manager assigned to relationship
» Mutual accountability for meeting attendance and preparation

« Annual planning and target-setting process

Cultural Differences: Organizations have different communication styles, decision-making processes, or
operational norms that create friction.

Example: Startup vendor operates with fast decision cycles and informal processes. Large enterprise partner
requires extensive approvals and formal documentation for all decisions. Vendor perceives partner as slow and

bureaucratic. Partner perceives vendor as unprofessional and chaotic. Relationship deteriorates.
Prevention:

« Early discussion of organizational cultures and working styles

» Adaptation of processes to accommodate differences

Relationship-building across multiple levels of both organizations

Patience and understanding that different doesn't mean wrong

Technical Integration Issues

Integration Failures: Technical integrations don't work reliably, creating customer dissatisfaction and

support burden.

Example: API integration between vendor solution and partner platform has frequent failures. Data sync
delays create customer-visible issues. Support teams spend significant time troubleshooting integration
problems rather than helping customers use products. Customers become frustrated. Both vendor and partner
blame each other. Partnership fails.

Prevention:

« Thorough technical due diligence before partnership launch
« Comprehensive testing (functional, performance, security, edge cases)
« Production monitoring and alerting

« Clear escalation path and SLAs for issue resolution

Regular technical reviews and maintenance

Scope Creep: Integration requirements expand beyond original scope, creating delays and cost overruns.
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Example: Initial integration scope covers basic data exchange. During implementation, additional
requirements emerge (complex data transformations, additional data types, custom workflows). Timeline slips

from 3 months to 9 months. Costs triple. Market window closes. Partnership launches late and underperforms.

Prevention:

Detailed statement of work with clear scope boundaries

« Change control process for scope additions

Phased approach (start with MVP integration, add capabilities iteratively)

» Regular scope reviews and alignment

Security and Compliance Issues: Integration fails to meet HIPAA or other regulatory requirements,
creating liability and risk.

Example: Integration transmits PHI without encryption. Security audit identifies violation. Customer
relationship damaged. Potential regulatory exposure. Emergency remediation required. Partnership credibility

undermined.

Prevention:

« Security and compliance review as part of integration design

Third-party security assessments and penetration testing
» HIPAA compliance validation

« BAA with clear responsibility allocation

Lack of Commitment
Insufficient Investment: One or both parties fail to invest adequate resources in partnership success.

Example: Vendor expects partner to generate significant revenue but provides minimal enablement, no
dedicated partner manager, and slow response times on partner requests. Partner perceives lack of vendor

commitment and deprioritizes relationship. Result: Minimal revenue, partnership fizzles.
Prevention:

o Clear investment commitments in partnership agreement (headcount, budget, resources)

« Dedicated partner manager assigned from day one

o Marketing development funds (MDF) or co-marketing budget

» Regular executive engagement demonstrating commitment
Competing Priorities: Partnership competes with other initiatives for attention and resources.

Example: Partner launches partnership with vendor while simultaneously launching three other partnerships
and rolling out new product lines internally. Partner's sales team overwhelmed with new offerings. Vendor's

solution gets minimal attention. No traction despite market opportunity.

Prevention:

» Understand partner's strategic priorities and roadmap during assessment phase

» Ensure partnership aligns with partner's top priorities
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» Exclusivity or commitment minimums in contract to ensure focus

» Regular check-ins on partner's capacity and focus

Leadership Changes: Changes in leadership at partner or vendor organization result in deprioritization of
partnership.

Example: Partnership championed by partner's VP of Sales who leaves company. New leadership has
different priorities and pre-existing vendor relationships. Partnership loses internal advocacy. Revenue

declines. Relationship ends at contract renewal.

Prevention:

Build relationships across multiple levels of organization (not just single champion)
« Demonstrate tangible value (revenue, customer success) that transcends individual relationships

« Regular executive engagement to maintain visibility

Contractual commitments that survive personnel changes

JOYN's Partnership Infrastructure

JOYN Health provides comprehensive partnership infrastructure purpose-built for healthcare technology
companies. Our approach combines technology, expertise, and relationships to accelerate partner success.
Healthcare Software Development Team
Technical Capabilities:
Healthcare Interoperability:

o FHIR R4 and US Core Implementation Guide expertise

« HL7v2 and v3 integration experience

» Major EHR platform integrations (Epic, Cerner, athenahealth, eClinicalWorks)

» Health plan system connectivity (eligibility, claims, prior authorization)

Application Development:

Healthcare SaaS application architecture and development

o Multi-tenant platforms with practice/organization isolation

Patient and provider portals

« Clinical workflow and care coordination tools

Data & Analytics:

Healthcare data warehousing and analytics

Population health and risk stratification
o Quality measurement and reporting (HEDIS, MSSP, ACO)

» Real-time dashboards and reporting
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Compliance & Security:

» HIPAA-compliant application development
e SOC 2 Type II certified processes

« Encryption, access controls, and audit logging

Security testing and vulnerability management
Partner Integration Support:

API Development:

RESTful API design and development
o API documentation and developer portals
« Sandbox environments for development and testing

« Rate limiting, authentication, and security
Custom Integrations:

» Partner-specific integration requirements
« Data mapping and transformation

« Integration testing and validation

Production deployment and monitoring
‘White-Label Platforms:

« Multi-tenant architecture supporting full white-labeling
« Custom branding (logos, colors, terminology, messaging)
« Configurable workflows and business rules

« Partner-specific feature flags and capabilities

Sales and Marketing Support
Sales Enablement:
Training & Certification:
» Comprehensive product training (8-16 hours)
« Healthcare sales methodology (4-8 hours)

» Technical architecture and integration (8-16 hours)

« Certification assessment and badging
Sales Materials:

 Value proposition and messaging frameworks
« Competitive positioning and battle cards

« Sales presentations and demonstrations

Proposal and SOW templates
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o ROI calculators and business case tools

Co-Selling:

Dedicated partner managers for relationship management
« Sales engineers for technical discovery and demos

» Executive engagement for strategic opportunities

Proposal and RFP response support

Marketing Support:

Co-Branded Materials:

« One-pagers and solution briefs

Case studies and customer success stories

» Presentations and demo videos
» Website content and landing pages
Digital Marketing:

» Email marketing campaigns and templates
» Social media content and assets
« Digital advertising creative and targeting

« SEO and content marketing
Events & Thought Leadership:

« Conference sponsorship and speaking opportunities
» Webinar co-hosting and promotion
 Industry publication and media outreach

« Executive thought leadership content
Marketing Development Funds:

» Co-marketing budget allocation
« Campaign planning and execution

« Performance tracking and optimization

Technical Integration Capabilities
EHR Integration:
Pre-Built Integrations:

« Epic (FHIR and proprietary APIs)

o Cerner (FHIR and proprietary APIs)

« athenahealth (athenaNet APIs)
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¢ eClinicalWorks
* NextGen

o Allscripts
Integration Capabilities:

« Patient demographics and attribution

« Clinical data (encounters, medications, labs, vitals, problems)
« Scheduling and appointments

« Orders and referrals

« Care plans and care teams

« Billing and claims data
Health Plan Integration:
Eligibility & Benefits:

» Real-time eligibility verification

« Benefits and coverage information

» Deductible and out-of-pocket status
Claims & Authorization:

 Claims submission and tracking

« Prior authorization workflows

« Claims status and adjudication

Member Data:

» Member demographics and attribution
 Risk scores and stratification

» Care gaps and quality measures

Device & Data Integration:
Medical Devices:
» Remote patient monitoring devices
« Home diagnostic equipment (blood pressure, glucose, pulse oximetry)

« Wearables and activity trackers

« Connected medical devices (scales, thermometers)
Data Standards:

« FHIR Observation resources
« HL7 v2 ORU (observation result) messages

» Device manufacturer proprietary APIs
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« Industry standards (Bluetooth, Continua)

Customer Success Collaboration
Implementation Support:

Project Management:

Dedicated implementation manager

Project planning and timeline management

Stakeholder coordination

« Risk identification and mitigation
Configuration & Customization:

« System configuration to partner specifications
» Workflow customization
» Data migration and import

« Integration deployment and testing
Training:

o Administrator training

o End-user training

 Train-the-trainer programs

» Training materials and documentation
Ongoing Support:

Technical Support:

 Tiered support model (Tier 1: Partner, Tier 2-3: JOYN)

Support ticket management and SLAs
» Escalation procedures

» Regular maintenance and updates
Customer Success:

« Quarterly business reviews
« Adoption and utilization monitoring
« Optimization recommendations

» Expansion and upsell identification
Partner Enablement:

« Customer success playbooks and best practices

» Analytics and reporting
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» Benchmarking and performance insights

« Community and peer learning

Our Team's Healthcare Expertise
JOYN's co-founders bring diverse, complementary healthcare expertise:

Nursing Care Transition Management:

Clinical credibility and patient care understanding
» Care coordination workflows and best practices

« Hospital discharge planning and post-acute care

Chronic disease management and patient engagement
This expertise enables:

« Clinical value proposition development
» Workflow integration into care delivery

« Physician and nursing engagement strategies

Patient-facing communication and education
Health Benefits Consulting:

« Employer and health plan relationships and decision dynamics
» Benefits design and cost containment strategies
« Employee wellness and engagement programs

« Health plan contracting and network development
This expertise enables:

« Employer and health plan channel development
» Benefits-oriented value propositions
« ROI modeling for employer and payer buyers

« Population health and wellness program design

Healthcare Technology Sales:

Proven track record selling health tech solutions

« Understanding of healthcare buying committees and decision processes

Relationship-building with healthcare executives

« Complex sales cycle management and deal structuring
This expertise enables:

« Effective partner sales enablement and training

« Co-selling on strategic opportunities
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» Stakeholder engagement and objection handling

« Sales process design and optimization
Value-Based Care Contracting:

« Deep knowledge of ACO, MSSP, and risk-based payment models

CMS quality measurement and reporting (MSSP, MIPS, ACO REACH)
« Shared savings methodology and financial reconciliation

« Care management and population health strategies
This expertise enables:

« Value-based care solution positioning
» ACO and health system buyer engagement
« Financial modeling for VBC programs

« Quality measurement and reporting capabilities

Combined Impact:

This unique combination means JOYN partners benefit from:

« Clinical credibility: We speak the language of healthcare providers and understand clinical workflows

« Financial acumen: We understand the business models and economic drivers of healthcare

organizations

« Technical expertise: We can architect, build, and integrate sophisticated healthcare technology

solutions

- Distribution experience: We have real-world track record distributing healthcare solutions across
multiple channels

Partners working with JOYN gain not just technology and infrastructure, but healthcare industry expertise that
accelerates success.

How to Choose the Right Partnership Model

Selecting the appropriate partnership model requires evaluating your company's stage, product, target market,
and resources.
Decision Framework
Evaluate Based on Five Dimensions:
1. Market Access Needs
« Do you need to enter new geographic markets or healthcare segments?

« Do partners have established relationships you cannot replicate?

« How critical is speed to market vs. building direct relationships?
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2, Technical Complexity

» How much integration is required with partner systems?

« Do you have interoperability capabilities (FHIR, HL7)?

« Can you support white-label customization?

3. Resource Availability

» How much can you invest in partner enablement and support?

» Do you have partner management expertise in-house?

« Can you dedicate sales and technical resources to partners?

4. Revenue Goals

» What percentage of revenue should come from partners?

» What timeline for partner revenue contribution?

» What average deal size and volume are you targeting?

5. Brand Strategy

» How important is brand visibility in target markets?

« Are you willing to operate under partner brands (white-label)?

« Does association with partner brands benefit or dilute your brand?

Model Selection Matrix:

Factor

Best for
market
access

Technical

complexity

Investment

required

Revenue

potential

Time to
revenue

Brand
visibility

Reseller

Geographic
expansion, new

verticals

Low (partners sell

your product as-is)

Medium
(enablement,

materials)

Medium (limited by
partner sales

capacity)

3-6 months

High (your brand)

‘White-Label

Instant access to

large customer bases

Medium-High
(customization,
branding)

High (white-label
platform,

customization)

High (partner's entire
customer base)

6-12 months

None (partner's
brand)
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Integration

Access to
complementary

product ecosystems

High (FHIR/HL7,
APIs, data exchange)

High (integration
development)

Medium-High
(mutual customer
growth)

6-18 months

High (co-branded
integration)

Online Retail

B2C/B2B2C
distribution at scale

Low-Medium (e-

commerce platform)

Medium (fulfillment,
marketing)

Variable (depends
on marketing

effectiveness)

1-6 months

High (your brand or
marketplace)



Business Model Alignment
SaaS Platforms:

« Best models: Reseller, White-Label, Integration

- Rationale: Recurring revenue supports partner commission structure; scalable technology supports
multi-partner distribution

Medical Devices / Hardware:

« Best models: Reseller, Online Retail, B2B2C Distribution

« Rationale: Physical products require fulfillment infrastructure; retail channels provide scale; B2B2C

leverages physician recommendation
Professional Services:

« Best models: Reseller (as VAR adding services), Integration (complementary offerings)
- Rationale: Services bundled with partner products create differentiated solutions; integration
partnerships create service opportunities

Content / Data:

» Best models: White-Label, Integration

- Rationale: Content easily white-labeled under partner brands; data feeds integrate into partner platforms

Resource Requirements

Minimal Resources (1-2 person team, <$100K budget):

» Recommended: Reseller partnerships with simple commission structure

« Approach: Partner with 2-3 strategic partners who handle sales and implementation with minimal vendor

support
« Revenue share: Higher commission (12-15%) to incentivize partners to self-serve
Moderate Resources (3-5 person team, $100K-$500K budget):
« Recommended: Reseller program with dedicated partner manager, or white-label partnership with 1-2
partners
« Approach: Structured enablement, co-marketing, and joint selling

« Revenue share: Market-rate commission (8-12%) with partner manager support
Significant Resources (5+ person team, $500K+ budget):

« Recommended: Multi-model approach (reseller program + white-label partnerships + integration

ecosystem)

« Approach: Comprehensive partner program with certification, marketing, technical resources, and

executive engagement

« Revenue share: Competitive rates (5-10%) with substantial vendor investment in success
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Growth Stage Considerations
Early Stage (Pre-$1M ARR):

« Focus: 1-2 strategic partnerships to validate market and gain references
« Model: Reseller or white-label with partner who can provide quick market access
« Investment: Limited; focus on learning and iteration

» Goal: Prove partnership model viability; generate early revenue and references
Growth Stage ($1M-$10M ARR):

» Focus: Scale partner program to 5-15 active partners
» Model: Primary model (reseller or white-label) with structured program
« Investment: Dedicated partner manager(s), enablement materials, partner portal

« Goal: Partner channel contributes 15-25% of revenue; proven playbook for partner success
Scale Stage ($10M+ ARR):

« Focus: Multi-model, multi-tier partner ecosystem
« Model: Reseller program + white-label partnerships + integration ecosystem
« Investment: Partner team (managers, enablement, marketing, technical), comprehensive systems

« Goal: Partner channel contributes 30-50% of revenue; self-sustaining partner community

Example Decision Scenarios:

Scenario 1: Early-Stage RPM Company

« Situation: $500K ARR; limited sales capacity; strong product-market fit with primary care practices
« Decision: Partner with 2 medical billing companies who serve 200+ primary care practices
¢ Model: Reseller (15% commission)

» Rationale: Billing companies have existing relationships and trust; can introduce RPM as value-add;

minimal vendor investment required

- Expected outcome: 30-50 practice implementations in Year 1; $400K-$600K incremental ARR
Scenario 2: Growth-Stage Patient Engagement Platform

o Situation: $5M ARR; selling to health systems and large physician groups; need to accelerate growth
» Decision: Launch white-label partnership with major EHR vendor
« Model: White-label (30% revenue share to platform)

« Rationale: EHR vendor has 5,000+ customers; white-label integration provides instant distribution; EHR
customers trust vendor's endorsed solutions

« Expected outcome: 100+ implementations over 2 years; $3M-$5M incremental ARR; 30-40% of total

revenue from partnership by Year 3
Scenario 3: Scale-Stage Telehealth Platform

« Situation: $25M ARR; established brand; seeking expansion into employer and health plan markets
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« Decision: Build multi-model partner ecosystem

« Models:

o Reseller program for benefits consultants (10% commission)
o White-label partnerships with 3 major health plans (35% revenue share)
o Integration partnerships with leading wellness platforms
« Rationale: Different models for different market segments; leverage partnerships for markets where
direct sales less effective

- Expected outcome: Partner channel grows from 20% to 40% of revenue over 3 years; $10M-$15M

incremental ARR annually

About JOYN Health

JOYN Health is a multi-channel healthcare distribution platform connecting innovative health technology
companies with healthcare organizations, health plans, employers, and consumers.

Our mission is to accelerate the adoption of healthcare innovations by providing turnkey distribution
infrastructure, deep industry expertise, and established relationships across the healthcare ecosystem.

Our Team's Unique Expertise

JOYN's co-founders bring complementary healthcare expertise spanning clinical care, benefits consulting,

technology sales, and value-based care:

Nursing Care Transition Management Experience: Our clinical background provides deep
understanding of patient care workflows, care coordination challenges, and post-acute care management. This
experience enables us to:

» Develop clinically credible value propositions

» Engage effectively with physician and nursing leadership

» Design solutions that integrate seamlessly into care delivery workflows

» Demonstrate outcomes and clinical impact
Health Benefits Consulting Expertise: Our benefits consulting experience provides access to employer

and health plan decision-makers and understanding of benefits design and cost containment strategies. This

enables us to:

« Navigate employer and health plan buying processes

Position solutions in context of total cost of care and employee engagement

« Structure financial models aligned to payer and employer priorities

Build relationships with benefits brokers and consultants who influence purchasing

Healthcare Technology Sales Track Record: Our proven experience selling health tech solutions
provides understanding of healthcare sales cycles, stakeholder dynamics, and objection handling. This enables

us to:
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» Train and enable partners on effective healthcare sales methodologies

« Co-sell on complex opportunities requiring multi-stakeholder engagement
» Navigate procurement processes and contract negotiations

» Accelerate deal cycles through targeted executive engagement

Value-Based Care Contracting Experience: Our deep knowledge of ACO, MSSP, and risk-based payment
models provides credibility with value-based care organizations. This enables us to:

Position solutions for ACO and health system value-based care initiatives

Understand quality measurement and financial reconciliation requirements

» Navigate CMS regulations and compliance considerations

Connect solutions to shared savings opportunities and financial outcomes

Our Partnership Approach

JOYN doesn't just provide access to healthcare markets—we provide the expertise, infrastructure, and

relationships that make partnerships successful:

Healthcare Expertise: We speak the language of healthcare and understand the clinical, operational, and

financial dynamics that drive decision-making.

Established Relationships: We have relationships across healthcare organizations, health plans,

employers, and provider groups built over years in the industry.

Technical Capabilities: We can architect, build, and integrate sophisticated healthcare technology solutions
with EHRs, health plans, and medical devices.

Distribution Infrastructure: We provide the sales, marketing, technical, and customer success capabilities

required for successful healthcare distribution.

Proven Track Record: We've successfully distributed healthcare solutions across multiple channels and
market segments.

Contact Us

To explore partnership opportunities with JOYN Health:

Website: www.joynhealth.com Email: partnerships@joynhealth.com

Partnership Assessment: Complete our partnership assessment to receive a customized recommendation
on partnership model, market opportunity, and expected ROI: joynhealth.com/partnership-assessment

We look forward to partnering with innovative healthcare technology companies to accelerate adoption and
improve healthcare outcomes.

Document Information

« Title: Healthcare Technology Partnership Playbook: Models, Economics & Success Strategies
« Version: 1.0
« Date: October 2025

o Copyright: JOYN Health 2025
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Ready to Partner with Joyn Health?

Accelerate your market access and drive revenue growth through Joyn Health's established distribution channels.
We connect health technology companies with physician organizations, employer wellness programs, and self-
funded health plans through our value-based care platform.

Complete Partnership Assessment

Visit www.joynhealth.com/partners

Schedule a consultation to explore reseller, white-label, and integration opportunities

Disclaimer: This document provides general information for educational purposes only and does not constitute legal,
financial, or business advice. Healthcare technology companies should conduct appropriate due diligence and consult with
professionals before entering partnership agreements. All statistics and market data are current as of October 2025 and

subject to change based on regulatory updates, market conditions, and technological advancements.
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