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If you’re an executive, chances are you’re about to make one of the 
biggest shifts in your organization’s history—you’re thinking about 
replacing your EHR solution. By now, you’ve probably researched the 
market, downloaded asset after asset, and spoken with colleagues. 
You’ve heard the dos and don’ts. 

You may even be reading this thinking, “Oh great, another selling 
piece” and wondering, “How will this guide be any different?” 

Because NextGen Healthcare is different. 

Our mission is to improve the lives of providers and those they care for. 
We’re here as a guide and a partner. If our solutions don’t meet your 
needs, we hope to help you find the ones that do.

We believe in a better healthcare system, and we strive to provide you 
with solutions to help you improve outcomes.

Still interested?  
Let’s dive into what to expect.  



DON’T SETTLE FOR THE NEXT BEST: 

Here are 10 questions you should 
consider before choosing a partner:

Do they offer revenue cycle management 
(RCM) services and solutions?

Does their solution provide a single  
integrated database between the EHR  
and practice management systems?

Do they provide hosted solutions?

Is their solution configurable to meet the  
specific needs of your clinicians and staff?

Do they offer data analytics solutions? 

Do they provide a full end-to-end solution  
from patient engagement, clinical care, financial 
solutions, analytics, and population health to  
ensure a true continuum of care?

Does their solution easily capture both 
discrete information and free text?

Will they help scale your organization 
without nickel and diming you? 

Is their solution interoperable? Does it allow you 
to seamlessly and securely share protected client 
information with other providers or practices even  
if they have different EHR systems? 

Do they have robust specialty–specific  
content out of the box?

In closing, don’t rush. Take time to make the right choice, as this 
affects your organization’s workflow for years to come. If you choose 
wisely, you should only have to do this once.

For a complimentary discovery discussion, contact our industry  
thought leaders at 855-510-6398 or results@nextgen.com.
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Replacing your  
EHR solution

Chances are you’re looking to replace 
your current EHR solution because you’re 
experiencing usability issues, it doesn’t offer 
new reporting standards, or perhaps your 
partner is being acquired, their product is 
reaching end-of-life, and you’re not sure 
what to do next. 

We know this is a difficult step in your 
journey. On the bright side, imagine 
replacing the solution, experiencing only 
a minor disruption during implementation 
(because that’s inevitable), and immediately 
seeing better outcomes. We know you’re 
weighing the risk and rewards. We know 
your clients come first, and we hope to help 
better your community you serve together. 
 

So, let’s get to it. 
Here are some ideas 
to consider as you 
begin your search.
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This may sound daunting, but it’s a great way 
to keep the playing field fair. An RFP gives 
procurement the variety necessary to see the 
competition, and you’ll have a side-by-side 
comparison of the potential partners.  

The difficult part

You’ll need to create standards, rules, and 
regulations as well as a feedback loop, so all 
parties are in the know. This could be time 
consuming, but again, it’s one of the best 
ways to compare the market across pricing, 
capabilities, customer feedback, and more.

Here’s a place where you can research 
‘how to create an RFP.’

STEP 1

HAVE YOU THOUGHT ABOUT PUTTING 
OUT A REQUEST FOR PROPOSAL (RFP)?
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A simple side-by-side view

You won’t learn everything, but you’ll probably know if the provider  
is worth pursuing and whether they have the capabilities you need. 

While evaluating EHR solutions, consider if you want the technology 
to be flashy—or if you want the solution to provide the correct 
content, all the reporting fields you could ever need, and support 
from a partner who’s in the trenches with you. 

You can either request these requirements from your selected 
providers or create your own list of requirements to see how  
they match up. Chances are, if you allow the vendors to create  
their own lists, they’ll sway it to favor their product. We suggest 
putting together a wish list of key features, functions, and reporting  
needs to get a full picture of how the solution would fit within  
your organization.

STEP 2

Pricing

We know, we know, it always comes down to the price. We 
understand your budget restraints and know the importance of 
federal and state funding or donations.  

Don’t let these factors hinder you. Be bold in your requests. Don’t 
allow the nickel and diming to happen. If a potential vendor nickels 
and dimes in the beginning, it’s likely they’ll continue to do so. 
Imagine what’s to come when you need to add a service line or edit 
your template.

Insider tip: Within your specific 
industry, your provider should 
be giving some discounts due 
to the nature of your collections 
and federally funded standards. 

ASK FOR A PRODUCT  
COMPARISON LIST
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Do your research

Don’t just listen to us (or them). Ask around, 
join online forums, do your research, and 
learn the truths they could be holding back. 
Customers will tell you like it is. After all, 
they’re the ones using the solution all day, 
not a sales rep trying to make a deal.  

Talk with a couple folks using the same 
product and compare. Just because 
someone hates it in accounting doesn’t 
mean a clinician loves the workflow.  
Be careful of the barometer you set from 
the feedback. 

STEP 3

WHAT ARE 
CUSTOMERS 
SAYING?

Here are two third-party review sites for EHR solutions:*

Software advice: softwareadvice.com
Capterra: capterra.com

* Disclaimer: Depending on how honest your future vendor is, they could have swayed some  
of these reviews. Make your own judgment. 

Where to find industry awards and accolades: 
This one is simple. Here’s a list of the top third-party reviewers. If you haven’t heard  
of the below, here’s where to locate them:

KLAS: klasresearch.com/home 
Black Book: blackbookmarketresearch.com 
Gartner: gartner.com/technology/research.jsp
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Take time to learn who they really are

Ask them out! Sure, this may sound a little silly at first, but hear us out. 
Think of each vendor you’re researching as another ‘dating profile,’ and 
you’re fresh on that market. You’ve been in a partnership for some time, 
but you’re free now with some money and looking for a real connection. 
Watch out. Those vendors will be all over you. They’ll tell you how 
much they can do for you, how much you need them, how beautiful the 
partnership would be. Take time to learn who they really are.

Ask them to lunch or dinner. Understand their motives and personality. 
Remember, you could be working with this person for quite some time, 
and even if the product is stellar, you’ll still have to contact this person 
every time you need something new.  

Think about it—it’s worth a shot.

TAKE THEM OUT

STEP 4
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We hope we’ve provided some valuable tips that help you feel more prepared to choose a 
solutions provider. We wish you the best of luck in your search, and know that we’re here if you 
need guidance along the way. For a complimentary discovery discussion, email our industry 
thought leaders at results@nextgen.com or call 855-510-6398.

Partner with NextGen Healthcare for 
solutions that more than 124,000 providers 
across the United States use every day to 
achieve their business goals. 

BETTER STARTS HERE.
Contact us at 855-510-6398 or results@nextgen.com.
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