
If Wednesday’s Rock Health demo day is a representative guide, it would appear that digital health is starting to gain some real traction, focusing on discrete pain 
points and delivering potentially useful, appropriately-scoped solutions.  There’s clearly been some excellent coaching and helpful guidance received along the 
way. 
 
While I experienced a modest degree of regret at what might be described as an overall lack of grand ambition, I also thought these companies (nicely 
summarized by Rebecca Grant over at VentureBeat) were generally much more grounded than some efforts I’ve seen in the past. 
 
One theme was that improved coordination and increased patient engagement could lead to reduced medical costs by payors (and at-risk providers); Wildflower 
Health focused on reducing pregnancy complications, for example, while Wellframe looked at cardiac rehab.  The key proof point for both companies will be 
whether investment in their product will quantifiably reduce costs in the way they project. 
 
 
 
 
 
 
The trendiest company to present (and presumably the fittest) was Wello, who also boasted the simplest operating model (basically, “webcam with a trainer”),  
but involves a business model that reminded me most of Uber.  Essentially, they realized, or discovered, that there’s a tremendous number of fitness trainers who 
have a lot of downtime, and hence, unused capacity; Wello connects (by video) “select” trainers with users (individuals or groups) who want to exercise at home, 
in a hotel, or pretty much anywhere but a gym.  Users pay, Wello collects, gives 80 to the trainer, and keeps the balance. 
 
I even liked some of the fairly specialized niche plays.  For example, Eligible reportedly integrates effortlessly with almost any IT system used by providers and 
enables them to easily check whether a patient is covered by insurance.  Not earthshattering, but useful.  Meanwhile, KitCheck places RFID tags on the individual 
components of medical kits used by hospitals, to enable them to rapidly evaluate and update contents (a process which evidently costs hospitals a huge amount 
of time and money); this seems a clever use of this much-discussed “internet of things” technology. 
 
One of the more ambitious companies to present was Zipongo, which aims to enable healthy eating by pairing a behavior engagement platform with discounts on 
selected “healthy” foods.  There seemed to be a lot of moving parts in the grand vision, and it’s unclear to me whether the whole thing will actually function as an 
integrated unit (with personalized eating plans, employer involvement, etc.), as envisioned, or whether it will essentially morph into a service that provides 
“healthy coupons.” 
 
LabDoor also focuses on healthy choices, seeking to chemically test common supplements such as vitamins and energy drinks, to determine their actual content.  
I’m not sure how many supplement users are likely to actually care about this information, and thus it’s hard to know what the revenue model will be; however, 
it’s encouraging to hear that some supplement manufacturers have reported offered to pay to have their products tested, evidently believing a good result from a 
trusted source could represent an important competitive advantage. 
 
Improved health through user engagement was a theme of SuperBetter (applying gaming to health challenges such as depression; this model of small goals is very 
popular these days – cf Lift, Everest); MangoHealth (gamification of medication and supplement management); and the Beam Brush (toothbrush with sensor so 
you can monitor usage on your mobile device).  The revenue model of the first two companies (still in “stealth mode,” as were Benefitter and Moxie Health) was 
not clear.  I’m also not sure how much real world interest there will be in the Beam Brush – although dental insurers are evidently very interested in it as a 
research tool to understand real-world toothbrush use. 
 
Perhaps the most intriguing idea discussed at demo day was advanced by Clinicast, an analytics company that aspires to develop an industry-standard health risk 
score, analogous to the FICO credit score.  Clinicast also offers a panel of services and clinical decisions support tools similar to that of other leading analytics 
companies, and it’s unclear how they (or anyone else) is going to stand out from the crowd – though Clinicast is savvy enough to recognize and acknowledge the 
importance of workflow integration.  (See here for recent overview of data challenges in digital health.) 
 
Closing Thoughts 
Almost all of the companies here are working on some aspect of operational improvement, or else (like Wello) are completely in the consumer space.  Several of 
the companies (especially those focused on cost savings) are counting on the ACO movement to swell – though this must still be viewed as an assumption.  (See 
this recent, related WSJ commentary.) 
 
As Denny Ausiello and I discussed in a Boston Globe Op-Ed earlier this week, it would be great to see digital health move beyond operational improvement, and 
focus not only on ensuring more care is up to our highest standards, but also on finding ways to ensure this standard is substantially elevated.  Within this 
graduating class of companies, only one – Clinicast – seems to harbor even the potential to deliver such truly profound change, and I’m not sure their sights are 
set this high. 
 
Even so, the companies presenting today seem to have responded enthusiastically to Rock Health’s motto, “build something useful.”  They have – and so has Rock 
Health. 
 
Original Article: http://www.forbes.com/sites/davidshaywitz/2013/02/21/rock-healths-new-class-daring-to-be-useful 

While OpenPlacement also ostensibly focused on care coordination (discharge planning), their service was much more like an online traveling booking service, 
but involving secondary care facilities, and geared to the needs of hospital discharge coordinators.  Key challenges for the company include the ability to achieve 
(and maintain) a critical mass of care centers, and the need to successfully, and durably, provide accurate information and ratings.  But if well-executed, Open 
Placement could be a big story – there’s a real need for this kind of service (notably, other companies are also looking at this space, e.g. Boston-based CarePort). 


