hen discussing the launch in 1998 of his

health care IT consulting company

Virtelligence, Akhtar Chaudhri con-
fesses he was targeting a market few others were
interested in. There were more lucrative oppor-
tunities for IT consulting elsewhere.

“I didn’t jump on a bandwagon,” he admitted.
“I'had a passion for it. We knew this was an area
that needed a lot of attention irrespective of busi-
ness growth.”

Until the introduction of electronic medical
records (or EMR) a decade ago, patient informa-
tion was still piled into manila folders, Chaudhri
pointed out. As a result, it was difficult for records
to follow a patient moving from one clinic or prac-
titioner to another, resulting in redundant forms,
inefficiencies, increased medical errors and
higher costs, he said.

Federal stimulus dollars accelerated EMR
adoption, but the health care industry still has not
exploited technology to the extent retail, financial
services and manufacturing have. “Automation is
not where it should be,” he said.

That’s changing rapidly with passage of the
U.S. Affordable Care Act, Chaudhri said. With the

move from fee-for-service to outcome-based med-
icine, I'T automation will be a key tool tracking pa-
tient care. As aresult, health care IT is now “hot,”
attracting competition large and small.

Chaudhri is not worried. As a niche practice,
Virtelligence focuses on large hospitals (500 or
more beds), and the client roster lists many of the
largest and most prestigious U.S. hospitals includ-
ing Mayo Clinic, the Cleveland Clinic and Stanford
University Medical Center. Minnesota-based
clients include UnitedHealth Group, Medica and
Allina.

Virtelligence’s growth ($27 million in revenue
last year) landed it on Inc.’s 500 Fastest Growing
Companies list for 2012.

Just as Chaudhri’s original focus on a seem-
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Akhtar Chaudhri, founder and CEO of Virtelligence, came out of a career with Accenture to focus his consulting skills on the health care sector.

ingly less attractive market seemed unorthodox,
so too is Virtelligence’s approach to client engage-
ments unusual for an IT consultant. “It’s not like
we're trying to figure out how to milk the system
to create recurring revenue,” he said. “We are
laser-focused on identifying a problem, solving the
problem and moving on.”

The “solve it and move on” approach does not
concern Chaudhri, who sees plenty of growth po-
tential with the number of large hospital systems
nationwide just beginning I'T automation.

“The reality is when you do a good job and cre-
ate a good brand, the work comes.”

—Brad Allen
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