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Agenda

“DALLAS and  3 Million Lives”  : Consumer model (ADI/Leeds)

-Tools for modelling

-Routes to market

-Approaches to market assessment

“Compete /Collaborate” : The business of  interoperability (ADI)

“Who are the new (NHS) Buyers ?”  - Huw Jones

Opportunities to engage : (Leeds)

“Patient Capital?”  Social Finance for Health 

Panel feedback and discussion



“3 Million Lives”, DALLAS and the Consumer Market 

• How far are we away from a “healthy, vibrant”  market for ALT ?

• What is market structure ?

• What might it look like ?

• What interventions might help start / accelerate the market ? 

Some questions …



Example Approach - Brokerage Model 



Platform Work stream

Customer Insight, market research, platform development, interoperability, 
service brokerage design, certification, Cross DALLAS engagement

Work stream 1

Statutory sector

(led by Kent County 
Council targeting users 
already engaged with 
the statutory sector) 

Work stream 2

Voluntary Sector

(target users of The 
Stroke Association, 

Carers UK, Voluntary 
Action Sheffield and 

Diabetes UK)

Work stream 3

Retail Sector

(Candidate retail 
partners will be identified 
and engaged to develop 

consumer led service 
offerings) 

Example Approach - Brokerage Model 



Modelling of multi-sided consumer platform..
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Population services

- Risk stratification

- Predictive studies

- Resource planning

Public          Private

consent, schedule, train, install…

monitor, triage, escalate, respond

Monitoring &

Response

EHR

Analysis & 

Outcomes analysis

Validation

Gateway eg GP
PHR

Multi-channel services 

Multi-media applications

Self-management

Care    Housing

Diagnostics   Telehealth

Telecare   Smartphones

Tablet      TV       PC

Social networks  

Portals 

10-20% 80-90%

PHR

The business of interoperability…



BUYERS, BUYERS – WHERE ARE 
YOU?

Huw Jones

Telehealth Consultant

Advanced Digital Institute

•Produced by Advanced Digital Institute



•Produced by Advanced Digital Institute

Department of Health and
Social Services

Regional Health Authorities

Family
Health

Services
Authority

District 
Health 

Authority

Primary Care 
Services

Hospital and 
Community Health

Services

PRE NHS MARKET



•Produced by Advanced Digital Institute

Department of Health

NHS Executive

Regional Offices

District Health Authorities

GP Fundolders

Community Services

Mental Health Services

Primary Care Services

Hospital Services

THE INTRODUCTION OF THE NHS MARKET



Commissioning

•Produced by Advanced Digital Institute

Needs

Priorities

Planning

DesignProcurement

Contracting

Performance

Buyers



•Produced by Advanced Digital Institute
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Patient route
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Service contracts

Accountability

2000-2011



Department of 
Health

NHS Commissioning 
Board

GP Commissioning 
Consortia

Specialist services

Hospital services

Community services

Mental health 
services

Primary care services
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Patient referral

Funding 
allocation

Accountability

Service contracts

•Produced by Advanced Digital Institute

User held 
budgets

2012-?



The Changing Buyers

Health 
Authority/GPFH

PCT/PBC/Trusts

Trusts/CCGs

Individuals

•Produced by Advanced Digital Institute



3 layers of service – different buyers? 

• Level 1 – Simple – retail purchase of stand 
alone equipment

• Level 2 – Complex – interoperable equipment 
with “freemium” facility

• Level 3 – Complicated – interoperable 
equipment, user feedback, freemium facility 
and information to/from clinician

•Produced by Advanced Digital Institute



Questions

• Will procurement change – from input to 
outcome? From questionnaire to competitive 
dialogue?

• Will the business model change from input 
(machine related) to outcome (savings and 
health related)?

• Never mind the buyer – who will be the 
seller?

•Produced by Advanced Digital Institute



Social Impact Bond Model – “Social Finance”



Socio-Technical Centre 

(STC) –

Impact through 

Partnership



•ECONOMIC

•POLITICA
L

•REGULATORY•Technology

•People

•Buildings/ 

Infrastructure

•Goals/ Visions/ Values

•Processes/

•Procedures

•Culture

•Anticipat

e

•Plan

•Innovate

•Monitor

•Respond

•Learn



•Commissioning/

•Provider Models

•Industry

•Business Models

•Levels of ALT 

Integration/usage

•0

•1

•2

•3

?

•Outcomes

•Cost

•Benefit
•Satisfaction



Adding Value: Business Models

•Chains •Constellations •Networks



Present vs Emerging Care Models

•E- consultation

•Over 80% of NHS contact is face to face.

•Health

•Monitoring

•Security

•Monitoring

•Environment

•Monitoring

•Motivational

•Coaching

•Safety

•Monitoring

•Online

•Advice

•Social

•Networking

•All these new services

•can complement existing

•delivery mechanisms.

•With richer and more 

timely information we 

can make better 

decisions about the 

most appropriate care.

•Memory

•prompts



System Perspectives

System

Industry

Staff

Users & 
Carers

Purchasers

& Providers



Preliminary ALT System View



•Buildings/ 
Infrastructure

•Processes/

•Procedures

•Goals •People

•Technology•Culture
•Over reliance 

on technology

•Failure of 

software 

systems

•Failure of new 

technology e.g., 

baggage handling 

system

•Inflexible 

management 

systems

•Failure to learn lessons 

from previous incidents

•Poor relations 

between BAA 

and BA

•“Us” versus “them” 

attitude within BAA

•Lack of 

systems 

testing

•Inadequate 

training for staff

•Inefficient 

familiarisation 

for staff

•To open 

Terminal 5 

on time

•Management focused on 

meeting opening deadline

•Reluctance to 

listen to problems 

raised, in order to 

open as scheduled

•To create the 

greatest airport 

with the best 

systems and 

equipment
•Failure to draw 

on the knowledge 

of front-line 

workers

•Failure to 

consider the 

perspective of 

end-users

•Employees 

unsure of how to 

use new systems

•Incomplete building 

at time of testing

•Incomplete 

building on 

opening

•“In my own view, there 

was not one problem which 

caused that: it was the 

accumulation of a large 

number of relatively smaller 

things, each one of which 

on its own would not have 

caused that scale of 

difficulty.”

•Colin Matthews, CEO, 

BAA

•“So it was a combination of 

factors; I do not think it was any 

one issue. I think any one of 

those items, indeed, a 

combination of a couple of those 

we could have coped with, but 

the significance of all of the 

problems hitting us, in effect, at 

the very beginning of the 

operation led to the problems 

that cascaded through the day”

•Willie Walsh, CE, BA

•The Opening of Heathrow 

Terminal 5



Invitation

• Complete system information is key to unlocking 
the telehealth market.

• We are speaking to key people in industry to 
compliment and direct our investigations with 
health care commissioning, providers and third 
sector.

• We would like input from a variety of commercial 
telehealth stakeholders.

• An opportunity to reflect on the issues, set 
priorities and get the most from this project.



Industry 
Perspectives

• Current market 
approaches and 
business model

• Experience of current 
and past projects

• Industry 
identification of 
stakeholders

Industry 
Engagement

• Experience with the 
NHS and other 
buyers

Future Directions

• Barriers and 
Facilitators

• Ideal business 
models vs current 
constraints



Benefits/Outcomes

Introducing IT solutions is notoriously 
difficult. 

20% of projects deemed a success

40% of projects partially succeed

40% are deemed complete failures

This project takes a new approach to the 
mainstreaming of telehealth. 

With the objective creating a sustainable 
business climate for telehealth built on an 

understanding of the influence of each element 
of the system.  



Project Set Up

•Done

Project teams in place

Sites identified

Ethics approval gained

Research questions and methods drafted

Literature review undertaken

Research tools piloted

•Next Steps


