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About Preferred Solutions: 

Preferred Solutions is a privately held, 

premier provider of Healthcare IT 

consulting services.  With a clinical 

systems emphasis, our services focus 

on implementation and optimization 

of EHR systems for hospitals across 

the country. We are uniquely posi-

tioned as subject matter experts on 

Healthcare IT Business Services and 

Learning Solutions. 
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CEOCFO: Ms. Seipenko, what is the 

overall vision at Preferred Solutions? 

Ms. Seipenko: As an independent 

consulting firm, we have a passion to 

improve healthcare delivery and out-

comes at hospitals all across the 

United States. Our vision is shared by 

our subject matter experts in all facets 

of Electronic Medical Records (EMR) 

implementations. Through our EMR 

consulting services, we partner with 

our clients to design, and then imple-

ment strategies and solutions that 

have measurable outcomes. We 

strive to achieve measurable trans-

formational results for our clients 

through a best-practice delivery 

model that has been finely tuned over 

years of experience, and that drive 

bottom-line results.  

 

CEOCFO: Was the decision to go 

into this market opportunistic calcu-

lated? 

Ms. Seipenko:  

With the global Hospital Information 

Systems market valued at around 

$7.4 billion in 2010, and estimated to 

climb at a rate of 10% each year 

through 2017, we did make a strategic 

decision to focus our efforts to trans-

form our 15 year old general staffing 

company, into a niche business that 

focused on the EHR implementations. 

Our strategy was designed with our 

client’s needs in mind, and we knew 

that employing consultants with clini-

cal experience and expertise in the 

various system applications would put 

us in a league of our own. Many of 

our competitors use individuals with 

little or no experience, so our model 

beats our competition every time. It is 

our rock-solid, repeatable delivery 

process that has provided us with the 

highest level of customer satisfaction, 

which in turn has provided us with an 

astounding client referral base. Pri-

vate and Government initiatives, 

along with rapid technological en-

hancements, will continue to drive our 

business for years to come. 

. 

CEOCFO: What is the key to training 

on systems that just by the very na-

ture are big and cumbersome and 

have not been pleasing to doctors? 

Ms. Seipenko: It is no secret that 

implementing any EMR dramatically 

changes the way a clinician practices 

medicine. We have found that part-

nering with each client to focus on 

transformation strategies, like physi-

cian engagement, effective commu-

nication methods, and customized 

training solutions makes the adoption 

more effective. We also make sure 

that the consultants we provide are 

subject matter experts with clinical 

experience, so they are able to facili-

tate the one-on-one conversations 

that are such an important part of ef-

fective learning. Clinicians just want 

to know what they have to do with the 

computer to take care of their pa-

tients, so we make sure to step into 
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their world by understanding their 

workflow, what is important to them, 

and show them how it will help them 

take better care of their patients. 

 

CEOCFO: How do you handle the 

vast amount of knowledge required? 

Ms. Seipenko: Knowledge is the ba-

sis for learning, but it is experience 

that takes us from being a novice to 

an expert. We have focused our ef-

forts mainly on four major EHR sys-

tems: Cerner, Soarian, Epic and 

Meditech, which allows us to ensure 

that our consultant’s knowledge base 

is primarily based on clinical experi-

ence, then on the application that they 

support. Even the same system appli-

cations can have a different flare from 

one hospital to another due to their 

custom configuration, so we partner 

with our clients to ensure that their 

customizations are identified and ef-

fectively communicate them to our 

consultants through various methods, 

including classroom instruction, web 

based modules, printed material and 

hands-on experience with their appli-

cation. As an organization, we have 

invested in a management team with 

significant years of experience in both 

professional services and EHR im-

plementations, so we are able to ef-

fectively communicate with our clients 

and understand their needs.  

 

CEOCFO: Do you provide ongoing 

support? 

Ms. Seipenko: Just as the world of 

healthcare is ever changing, we con-

tinue to expand our services, to meet 

the needs of our clients. The last step 

in any project is the transition into 

business as usual with a support ele-

ment to provide specialist knowledge 

for as long as necessary. Our ser-

vices encompass all phases of im-

plementation which provides assis-

tance to all users of technology. With 

many hospitals faced with budget re-

ductions and clinicians that are unsat-

isfied with their current in-house sup-

port services, we have been able to 

fill a void for many hospitals, or im-

prove the enterprise system that they 

have. The transition itself is normally 

best handled with a mix of clinical 

support staff surrounded by the key 

project members who explicitly un-

derstand the detail behind how it 

works. This maximizes learning trans-

fer while minimizing operational risk 

in an efficient manner. Our ultimate 

goal is to improve patient care, and 

through our post-live support the hos-

pitals can focus on improving out-

comes as the new system settles 

down in a controlled manner, to re-

duce operational risks to the hospital. 

 

CEOCFO: What is the geographic 

reach? 

Ms. Seipenko:  Our geographic 

reach spans hospital systems across 

the United States. The HITECH act 

has motivated hospitals implementing 

EHR’s at an astonishing rate, which 

has provided Preferred Solutions with 

tremendous opportunities to work with 

hospitals from the east to the west 

coast. Our reputation for offering top-

notch services has followed us across 

the industry and we take pride in the 

fact that all of our clients are refer-

enceable. Our corporate offices are 

located in Michigan.  

 

 CEOCFO: Do you look for local peo-

ple? 

Ms. Seipenko: We have health sys-

tems across the United States. Our 

consultant base is also nationwide, 

but we occasionally have projects that 

request local residents and we try to 

accommodate our client’s needs.  

CEOCFO: What is ahead for the 

company? 

Ms. Seipenko: In light of the current 

ARRA environment, time is of the 

essence. "Meaningful Use" needs to 

be achieved sooner than later, or 

hospitals will not reap the stimulus 

dollars, and also stand to be penal-

ized if they take a slower approach. 

Our services will continue to include 

full-service implementation along with 

the integration of the hospital EHR 

with the Ambulatory EHR.  2013 will 

be a year of continued transformation 

as we add a new service line that will 

provide customized post-installation 

support services that will assist our 

clients to achieve Meaningful Use 

through the use of analytic metrics.  

Our services have changed to meet 

the needs of our clients, while we 

have maintained areas of growth and 

development for our consultants. Our 

employees are our most valuable as-

set and we want to keep them for life, 

not just for our next quarter’s earn-

ings. We could not be where we are 

today without them, and we will also 

be focusing our efforts on investing in 

our people through corporate initia-

tives today and in the years to come. 

 

CEOCFO: You made the INC List last 

year, so business is good. Do you see 

the overall healthcare environment 

being helpful for you with all of the 

proposed changes or is it ancillary to 

the whole process? 

Ms. Seipenko: Healthcare today has 

added a new word to its vocabulary, 

and it is called “change”. The art of 

practicing medicine is being trans-

formed as technology is revolutioniz-

ing the way patient care is being pro-

vided. Meaningful Use is driving effi-

ciency and hospitals are looking for 

ways to reduce waste while improving 

quality. Hospitals will continue to seek 

expert advice if they want to be on the 

cutting edge of healthcare, and we 

will look forward to the opportunities 

where we can provide specialized 

expertise.  

 

CEOCFO: Why should the business 

and investment community pay atten-

tion to Preferred Solutions? 

“As an independent consult-

ing firm, we have a passion to 

improve healthcare delivery 

and outcomes at hospitals all 

across the United States. Our 

vision is shared by our sub-

ject matter experts in all fac-

ets of Electronic Medical Re-

cords (EMR) implementations. 

Through our EMR consulting 

services, we partner with our 

clients to design, and then 

implement strategies and so-

lutions that have measurable 

outcomes. We strive to 

achieve measurable trans-

formational results for our cli-

ents through a best-practice 

delivery model that has been 

finely tuned over years of ex-

perience, and that drive bot-

tom-line results.” 

                      - Marie Seipenko 
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Ms. Seipenko: We are guided by the 

spirit of serving our clients beyond 

expectation and with honest apprecia-

tion in every encounter. We have ex-

perienced more than a 450% growth 

over the last few years, to an esti-

mated 18 million in revenue in 2012. 

It is the structure of our business and 

the quality of our people that has al-

lowed us to increase at this impres-

sive rate. We have realized the tough 

changes in healthcare, and have 

taken bold steps to change the status 

quo in this industry, which has put us 

ahead of much of our competition. 

We build relationships with our clients 

as we partner with them in making 

patient care a priority. People do not 

care how much you know until they 

know how much you care, and Pre-

ferred Solutions cares about people. 
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