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ATA 2019 – Don’t be Fooled 
by First Impressions
Written by Alex Green, Principal Analyst

2019 will be a big year for telehealth, 
but for those attending ATA 2019 in 
New Orleans last week, it may not 

have seemed so on the surface. Particularly given that 
attendee numbers peeked several years ago and one-or-
two high-profile regulars, such as Philips and Vidyo, were 
also missing from the exhibition floor this year. 

With telehealth enjoying centre-stage coverage at HIMSS 
(only two months ago) and being a key theme at consumer 
electronics/telecoms shows such as CES and MWC, the 
annual ATA exhibition and conference is trying to find its 
place in this New World Order. The show has provided 
a great service over the years helping to develop the 
telehealth market, but to some extent it is now a victim of 
telehealth’s burgeoning success. 

That said, recent favourable developments in CMS 
reimbursement regulations and changes to the US 
physician fee schedule means there was still a huge buzz at 
the show, and the overall sentiment in terms of the future 
of telehealth remains positive. Feedback from many of the 
attendees and exhibitors often pointed towards the fact 
that whilst these larger shows may grab the headlines, ATA 
was still the forum for more meaty, fruitful and ultimately 
revenue generating conversations. 

Whilst there were no headline grabbing acquisitions 
announced, such as the American Well-Avizia acquisition 
and InTouch Health-Reach Health acquisition seen last 
year, the show was still full of new product announcements 
from many of the key vendors. We have captured the key 
ATA trends and announcements along with our take on 
the impact to the wider industry.        

ATA - A Great Platform for New Platforms 
Several vendors used the show the announce the launch, 
or imminent launch of new or upgraded platforms. As 
telehealth pivots from being proprietary hardware-based 
to hardware agnostic, the future battleground (and profit 
centre) for vendors will be platforms. 

As mentioned above, InTouch Health, a leader in the 
inpatient telehealth market, announced its acquisition 
of its competitor Reach Health at the show 12 months 
ago, having also purchased virtual clinic platform vendor/
service provider TruClinic in January 2018. Last week it 
demoed the fruits of its labour over the last 12 months 
with its new platform “Solo”. Solo brings together many 
of the features of the three companies’ legacy solutions 
into one platform that serves both the inpatient, direct-
to-patient and remote care/virtual clinic markets. 

The solution will be available from July this year, but 
InTouch used the show to demonstrate and soft-launch 
Solo. InTouch has for some time been developing its 
strategy and solutions to addresses the enterprise-scale 
needs of its customers, across a range of care settings. Its 
launch of Solo marks a major milestone in this journey and 
positions it well as providers are increasingly demanding 
solutions that can be scaled across multiple settings and 
specialities.

AMD Global Telemedicine (AMD) also announced the 
launch of a new platform - AGNES Connect - a cloud-based 
upgrade of its legacy AGNES Interactive solution. The update 
simplifies navigating internal IT firewalls when providers 
roll out AMD’s telehealth solutions. AMD positions this as 
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key in supporting providers when expanding their use of 
telehealth across different locations, particularly those 
scaling up enterprise-wide telehealth implementation. 

This latest announcement marks another step for AMD 
along the journey from point-solution cart provider (a 
category most telehealth vendors can’t wait to shake) 
to enterprise-scale platform vendor. AMD’s strength 
has historically been in rural care telehealth solutions; 
however, this platform upgrade and its launch of a 
direct-to-consumer platform – OnDemand Visit – in 
April 2018 enables it to increasingly boast an enterprise-
scale offering.  Its challenge will be differentiating from 
other larger vendors, both from consumer and inpatient 
legacy markets, that are also following a similar strategy, 
particularly in the highly competitive US market.  

Unbundling the Platform from the Service 
The last twelve months has seen a spate of companies 
that had historically just sold physician support services 
starting to offer providers and health systems access to 
their platforms without having to use the accompanying 
services. This has been seen in both inpatient and direct-
to-consumer settings with several relatively new solutions 
being demoed during ATA. 

• Quadrant A – High-acuity service provision

• Quadrant B – High-acuity technology provision

• Quadrant C – Low-acuity service provision

• Quadrant D – Low-acuity technology provision

From the inpatient perspective, a good example is 
SOC Telemed (formerly Specialists on Call). SOC was 
demonstrating its TelemedIQ platform at ATA which 
it launched in 2018. TelemedIQ is the platform that 
SOC Telemed had been using internally to support its 
neurology, critical care and behavioural health telehealth 

service offerings where it provided over 150,000 
consultations during 2018.

By uncoupling its platform and service offering it can 
now support its customers as they expand their use of 
telehealth beyond these three specialities, allowing it to 
provide a platform and service solutions for critical care, 
neurology and behavioural health and just a platform 
solution in other specialities. It also allows providers to 
“balance” their internal behavioural health and neurology 
specialist capacity against demand.  

Not only does this ensure it has a better chance of 
retaining its existing customers, but it also opens up 
its addressable market as customers procure for more 
flexible solutions. However, this move is not without risk 
as transforming business models from physician support 
services to technology provision is a significant challenge. 
It is now also competing with a new set of vendors from 
the pure-play platform and hardware sector. It also runs 
the risk of a fall in average revenue per session should 
some of its existing service customers opt to just use 
the platform in future, resourcing the physician support 
services internally. 

That said, overall Signify Research believes the upside 
potential is greater and it’s a move SOC needed to make - 
not only to support enterprise-scale telehealth demands 
from its customers, but also as technology vendors 
encroach on its physician support service market.

GlobalMed had previously used HIMSS to announce 
several key platform developments (such as the 
implementation of its eNCounter platform on Microsoft 
Azure and the launch of its cost simplified cart and 
platform packages). It instead used ATA to push the 
advantages of uncoupling the link between services and 
providers, albeit from a platform vendor perspective, with 
its message “just add your providers”, a dig aimed at the 
direct-to-consumer vendors such as MDLive, American 
Well and Teladoc Health who have historically tied 
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platform and service provision together.   

That said, those direct-to-consumer companies, which 
traditionally just targeted the payer/employer market, 
have also decoupled their platform and service offerings 
recently, particularly as they increasingly target the 
provider market. Teladoc Health and MDLive have 
both recently opened-up their platforms for providers to 
implement on a white label basis using their own internal 
physician resources, something one of their largest 
competitors, American Well, had offered for some time. 

Indeed, during ATA American Well announced how its 
platform and Tyto Care’s remote monitoring hardware 
was being used by Ochsner Health System in its white 
label deployment, “Ochsner Anywhere Care”. This marked 
the first occasion a healthcare provider in the US had 
deployed an American Well platform alongside Tyto 
remote monitoring hardware.    
   
Teladoc Health and MDLive didn’t make any specific 
announcement during ATA in relation to this trend. Teladoc 
Health’s announcements focused on the expansion of 
services into Canada just prior to ATA. This was the latest 
international announcement from the company which 
has transformed itself over the last 18 months (mostly 
via acquisition) from a US only, consumer-focused service 
provider to an international vendor addressing a range of 
acuities, products and customer types. 

MDLive announced its new clinical quality metrics tool, 
CareLink. The tool supports its customers (providers and 
health plans) maximising reimbursements and bonuses, 
particularly in relation to quality measures such as HEDIS 
Scores and Star Ratings, placing telehealth at the core of 
population health/patient engagement initiatives, a trend 
we discuss next. 
 

PHM and RPM, Partners for (a better 
managed) Life
Telehealth is becoming an increasingly important element 
of a Population Health Management (PHM) solution. PHM 
has historically been driven by the move towards value-
based care as health systems look to migrate away from 
a reactionary model, to a proactive approach (better 
managing the health of a population to improve outcomes 
and reduce the risk of patients developing complications). 

The typical process followed when attempting to make 
this transformation includes several key steps. These are:

Data Aggregation/Health Analytics/Stratification – Using 
claims data, clinical (EHR) data, social determinants of health 
and other data sources to understand a population and its 
health needs. Risk stratification tools are used to segment 
the population by health status, disease, age, gender, 
address, personal circumstances, support networks, 
etc. to support healthcare organisations in segmenting 
their covered populations into logical groups/cohorts. 

Each cohort can then be managed separately based on 
the composition, likely behaviours and healthcare needs.  

Care Management/Coordination – For each cohort 
identified, care management tools allow providers and 
others to develop a strategy to limit the chances of 
healthcare needs escalating. 

Care management tools allow providers to follow 
evidence-based care plans and workflows that have been 
developed to best manage each cohort. Care coordination 
tools allow for the strategy and care plans to be deployed 
across different health continuums and care teams. 

Patient Engagement -  Once populations have been 
segmented, stratified and common practices on how they 
should be managed have been defined across all agencies 
involved, the final component of a PHM platform is the 
ability to communicate with the patient in order that the 
respective management strategy can be executed and to 
be able to provide a feedback loop to the provider so that 
the patients progress can be monitored. 
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PHM in the Care Management Process

The intersection between PHM and remote patient 
monitoring (RPM), has started to blur and at ATA we saw 
announcements, product demos and heard strategies 
that reenforced this trend. 

Vivify Health was demoing its Vivify Pathways solution, 
with a particular focus on how its offering has morphed 
from a traditional RPM solution aimed at monitoring the 
highest risk patients, to a comprehensive PHM solution 
with RPM offerings for “Healthy and at Risk”, “Rising Risk” 
and “High Risk” populations. Its solution now goes beyond 
RPM to include risk stratification tools, care management 
tools, educational content and video constulation tools. 

Medocity was also at ATA demoeing its virtual care 
platform. Similar to Vivify Health is has transformed its 
largely RPM focused solution into a broader population 
health management offering, again with the addition of 
modules to suppport risk stratification, care coordination, 
care management and patient education.  

Resideo Technologies (formerly Honeywell Life Care) 
had announced a “refresh” of its LifeStream telehealth 
platform for RPM (LifeStream 5.4) during HIMSS two 
months ago. It continued to push this announcement 
during ATA with a particular focus on some PHM type 
features such as videos to support patient engagement/
education, “pain monitoring” and an updated UI that 
supports click and call video consultations. 

Whilst not at ATA, Philips a leader in RPM, has also 
followed this strategy, recently demoing the integration 
of its PHM and RPM solutions at HIMSS in February.  It 
should be noted that we don’t see this overlap between 
telehealth and PHM being restricted to RPM. There are 
similar trends in relation to on-demand, care transition 
and ambulatory care; however, RPM is certainly leading 
the way.  

ATA - Not So American
Our final comment relates to the standing international 
business received at ATA this year. Much of the recent 
market excitement (correctly) relates to US developments 
in reimbursement and the opportunities that this will 
present. However, throughout many of my vendor 
meetings a regular theme was how many countries 
vendors sold into (some now boasting numbers in excess 
of 100), and how many they’d added to their list during 
the show. Many of those discussed above, such as AMD 
Global, InTouch Health, GlobalMed, American Well/
Avizia, Teladoc and Philips have a significant international 
footprint in terms of the number of countries they sell 
telehealth solutions into (although actual revenues tends 
to be proportionally less). As presented below, the US still 
takes a disproportionally large share of the market, but 
other regions are forecast to grow faster over the next 
decade and those vendors that have already put in place 
networks, sales channels, partnership and strategies are 
likely to see the rewards in the medium-term. 
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Upcoming Signify Research Report on the Telehealth Market

Signify Research is currently producing the 2019 update to its market report “Telehealth (Acute, Community and 
Home) — World”. The report is an update of its 2018 edition and will be published in July 2019. 

It will present the market for telehealth platforms, hardware and services for more than 20 countries across a range 
of care settings including acute, surgical/medical support, care transition, RPM and on-demand consumer telehealth. 

The report will include a strategic analysis of all of the vendors mentioned here, including SWOT analysis and a dive 
into the key challenges for each vendor as the market develops. 

Telehealth - Acute, Community and Home - World - 2019

Report Content
Historic data for 2016 and 2017. 2018 is the base year with forecasts to 2023.

The market in each country is 
broken out by product into:

- Platforms
- Services
- Hardware

For each product the market is 
segmented by care setting into:

Acute Settings 
- ICU/Critical Care
- Surgical/Medical Support

Primary/Community/Home
- On-demand/Direct Patient 
  Access
- Rural/Urgent/Out Patient Care

Post-acute/Remote
- Transition of Care/SNF
- Remote Patient Monitoring

The market is broken out by 
major region and country:

Americas
- USA
- Canada
- Brazil
- Rest of Latin America

EMEA
- Benelux
- DACH 
- France  
- Italy 
- Spain & Portugal 
- Nordics / Scandinavia
- UK & Ireland  
- Eastern Europe 
- Rest of Western Europe 
- Middle East and Afrrica

Asia
- Oceania
- China  
- India
- Japan  
- Rest of Asia

The market will be presented in    
terms of: 
- Revenues
- Telehealth Video Consultations
- Remote Patients Monitored 

Market share data will be 
presented for leading platform 
vendors

Company profiles will be provid-
ed  for 30 leading telehealth plat-
form vendors. Each will present 
an overview of target customer 
types, key accounts, SWOT analy-
sis, and product strategy

The major regional markets and 
the US will be broken out by 
customer type into: 

- Health Systems/Hospitals
- Payers/Employers
- Consumers 



 www.signifyresearch.net |    @signifyresearch

Signify Research Show Report ATA 2019

Show Report

Related Research & Products

About Signify Research
At Signify Research we are passionately curious about Healthcare Technology and we strive to deliver the most robust 
market data and insights, to help our customers make the right strategic decisions. We blend primary data collected 
from in-depth interviews with technology vendors and healthcare professionals, to provide a balanced and complete 
view of the market trends. 

Whether our research is delivered as an off-the-shelf report or as a consultancy project, our customers benefit from 
direct access to our Analyst team for an expert opinion when they need it. We encourage our clients to think of us as 
an extension to their in-house market intelligence team.

Our major coverage areas are Healthcare IT, Medical Imaging and Digital Health. In each of our coverage areas, we 
offer a full suite of products including Market Reports, Market Intelligence Services, as well as Custom Research and 
Consultancy services. Our clients include technology vendors, healthcare providers and payers, management consult-
ants and investors. 

“We recently purchased one of Signify Research’s reports.  We felt we can trust the insights they provided to make 
informed strategic decisions.” – Vera Borislavova, Global Customer & Market Insight Business Partner, GE Healthcare 

“Signify Research’s greatest strengths are its subject matter expertise and deep understanding of the industry.” – Ken 
Sutherland, President, Toshiba Medical Visualization Systems Europe 

Market Reports and Intelligence Services
Related reports to this Show Report include:

• Telehealth (Acute, Community, Home) - World - 2019 
• EMR - World - 2019
• Revenue Cycle Management - World - 2019
• Population Health Management - Market Intelligence Service - 2019
• Machine Learning in Medical Imaging - Market Intelligence Service - 2019
• Imaging IT and Archiving Management - World - 2019
• Imaging IT: Operationa & Workflow Tools - World - 2019
• Digital Pathology - World - 2019 
• Advance Visualisation and Viewing IT - World - 2019 

Custom Research
We offer a custom research service for clients who need information that can’t be 
obtained from our off-the-shelf research products or who require market data tai-
lored to their specific needs. Our clients can leverage our wealth of existing market 
data and the knowledge of our highly experienced analyst team.

Consulting
For clients who require a more strategic, advisory engagement we offer a suite of 
consultancy services. Our consultancy work is research-based and draws on our 
existing market data and knowledge of the healthcare technology sector, to deliver 
targeted, meaningful and actionable strategic support to our clients.


