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The healthcare industry is experiencing an unprecedented period of 
change. With payment models changing and patients demanding self-
service access, providers need to deploy engagement tools that deliver 
value – for both practices and patients. In order to succeed in this era, 
smart organizations are focusing on building deeper patient engagement 
and streamlining operations. Seeing real ROI is more important than ever 
and practices are demanding more from their technology partners.

The Good News is …
Choosing a new patient portal partner now is a tremendous opportunity 
to position your organization to survive and thrive in the new era of 
healthcare consumerism and value-based payment models. 

4 Questions to Ask About Your Current 
Patient Portal Vendor
Ask yourself the following questions to assess your current patient 
engagement strategy and patient portal vendor.

1. Are you seeing ROI with your current patient portal?

Top tier patient portal platforms make it simple for patients to 
access their accounts and easy to complete key tasks like paying a 
bill, submitting an  appointment request or accessing test results. 
Utilization dashboards give you actionable insight into your 
performance over time so you can track goals around patient 
engagement.

“We explored a few 
options, and ultimately 
selected Medfusion 
because we felt 
confident in the people 
at Medfusion to help 
us with everything 
from integration to 
optimization.”

-Community Health 
Organization in Arizona
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2. Are you able to easily and quickly collect patient payments?Patient 
out-of-pocket costs are rising and an increasing percentage of your 
practice’s revenues will depend on collecting these payments 
quickly and easily. Relying on paper statements
and a “wait and hope” approach will impact your bottom line. 
Practices that use a patient portal that includes revenue tools like 
eStatements, automated payment plans, and pre-pay options report 
faster and easier collections processes.

3. Do you have guidance on a successful patient engagement strategy?
Purchasing and implementing any technology at your organization 
is only the first step towards realizing value. Leading practices 
know that guidance from engagement experts can make all the 
difference. Your portal partner should offer best practices, road 
maps and the resources you need to help you market your portal 
to patients.

4. Do you have a patient engagement partner with a vision beyond 
Meaningful Use?
Patient engagement will continue to be driven by the rise of 
consumerism in healthcare.  As patients seek more information 
about their care and “shop around” for the best value, your practice 
needs to be ready to adapt. Does your current vendor help you
“check the box” for MU, but offer little else? Now is the time to 
consider how you can get more. 

Take the Next Step 
If these questions have you wondering if you are on the right track, it 
may be time to consider your options. In this time of change, you can’t 
afford to struggle with limited patient utilization, poor workflow and 
lack of innovation.
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Learn more about the Medfusion platform by visiting 
www.medfusion.com or calling 877-599-5123.


