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The healthcare system in the United States is broken… 

every year, poor processes, inefficient care planning

and ineffective communication result in an estimated 

$480 billion in waste and close to 98,000 deaths from 

medical errors…

Allscripts Healthcare Solutions is uniquely positioned 

to provide physicians with solutions that improve 

the quality, enhance the efficiency and reduce the cost 

of patient care.
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“The key to improving healthcare lies in empowering physicians with tools that improve their access 

to the information that drives the decisions they make every day while caring for patients.”

Roby Thompson, M.D. / Chief Executive Officer / University of Minnesota Physicians
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P H Y S I C I A N  F O C U S E D

I N D U S T R Y T R E N D S  Healthcare is front-page news. Medical

errors, new medications that offer enhanced treatments and cures, but

at exponentially higher prices, and the soaring costs of healthcare insur-

ance for patients and malpractice insurance for physicians, have brought

the challenges of the healthcare industry into the public limelight, giving

rise to demands for improvement from patients, physicians, providers,

employers and payers alike.

T E C H N O L O G Y  I N  H E A L T H C A R E  In 2002, the demand for

information and technology solutions reached an inflection point. The

industry, including physicians, realized that only through aggressive use

of information technology could they address the challenges of waste

and inefficiency. While less than 10% of physician practices have clinical

information systems today, a majority of healthcare information tech-

nology leaders cite clinical applications and computer-based patient

records as the most important information technology applications which

they plan to purchase.1

Similarly, physicians increasingly have turned to web-based sources,

such as e-Detailing, for medical information. Accordingly, leading

pharmaceutical companies have embraced this channel as an essential

part of their marketing mix.

P H Y S I C I A N  F O C U S E D  However, in healthcare, nothing improves

unless physicians “buy-in” and embrace change. Allscripts Healthcare

Solutions realized early on that physicians are at the heart of the health-

care equation. The decisions they face are complex, in part because the

sheer amount of medical knowledge grows at such a staggering rate.

AHS provides real-time access to the relevant information that is needed

during the treatment process, resulting in better care for their patients.

We develop our applications using an underlying principle called

IDDUINEM™ (If Doctors Don’t Use It, Nothing Else Matters). Our core

competency is our ability to deliver solutions that physicians want to use

and need to have, which drives value to all the stakeholders in healthcare.



T R A N S F O R M I N G  H E A L T H C A R E

T H E  E M R  I N H E A L T H C A R E  In the past, implementing 

a traditional electronic medical record (EMR) presented a real challenge:

getting physicians to use the applications. The typical approach was 

an all-or-nothing proposition requiring physicians to switch from a

paper-based to a computer-based process overnight. Additionally, this

traditional, monolithic EMR took years to implement, created more

work for physicians instead of less, and forced physicians to radically

change their workflow. As a result, most early attempts in implementing

an EMR were not successful across the broad base of physicians. Yet

the potential for improving healthcare using an EMR remained. The

market required a new approach and software design. Enter TouchWorks.

T H E  T O U C H W O R K S ™  S O L U T I O N  TouchWorks software 

is a modular electronic medical record. The design of TouchWorks

enables implementation of the modules that matter most to physicians

in as few as 90 days, leading to higher physician utilization and a more

rapid return on investment (ROI). The software enhances physician

productivity by automating and expediting the most common physician

activities including prescribing, dictating, capturing charges, ordering

labs and viewing results, providing patient education, and documenting

clinical encounters. In close collaboration with our technology partners,

we offer our solutions on wireless PDA’s, Tablet PC’s, or desktop 

workstations, enabling physicians to access TouchWorks anytime and

anywhere. Innovative clinical knowledge management, documentation,

and workflow features help physicians focus more on the care of their

patients, and less on administrative tasks, a welcome change that physi-

cians appreciate. Our ability to drive physician utilization, coupled 

with a strong customer base, have made TouchWorks and AHS “the safe

choice” for clinical automation.



W I T H  T O U C H W O R K S TM

S T R E N G T H E N I N G  O U R  L E A D E R S H I P  P O S I T I O N

In 2002, AHS signed contracts with existing customers, bringing addi-

tional modules to their TouchWorks suite, and added new customers at a

record pace. With the successful launch of version 9.0 in 2002, TouchWorks

delivered a series of breakthrough features including Snapshot™,

Document Scanning, Tablet PC capabilities, and MEDCIN® templates

for enhanced clinical documentation. Additionally, TouchWorks is the

first application to enable physicians to earn Category 1 Continuing

Medical Education (CME) for accessing evidence-based medicine (EBM)

decision support while with patients, functionality that benefits patients

and physicians alike. At the same time, demand for EMR’s is accelerating.

Over 62% of physician organizations plan to invest in some facet of

an EMR in the next 12–24 months.2 Healthcare IT spending is expected

to increase nearly $2 billion in 2003 and we believe that a significant

amount of these expenditures will be invested in physician automation…

an excellent opportunity for AHS.3 Physician practices are ready for an

EMR solution that can be implemented easily while providing a rapid

return on their investment.

A W A R D S  A N D  R E C O G N I T I O N S

AC Group – 5-Star Rating

The AC Group 2002 evaluation of electronic medical records

(EMRs), one of the most in-depth EMR evaluations ever conducted,

awarded TouchWorks a coveted “5-Star Rating”.

TEPR 2002 Awards – Top Honors

Judges at the 2002 TEPR conference awarded “Top Honors” in the

Wireless Solutions category to TouchWorks.

Intel Corporation – Top Wireless Solution Provider

TouchWorks received Intel’s top honor for wireless solutions from 

a field of more than 1,300 Premier Solution Providers worldwide.



P H Y S I C I A N S  I N T E R A C T I V E TM

H O W  T H E  P H A R M A C E U T I C A L  I N D U S T R Y

C O M M U N I C A T E S  W I T H  P H Y S I C I A N S  Pharmaceutical,

biotechnology, and medical device companies spend over $12 billion

per year marketing new life-saving and life-enhancing medications

and therapies to physicians. However, physicians lack the time to read

journals, attend dinner meetings, or visit with pharmaceutical represen-

tatives to obtain product information. Today over 95% of physicians

are on line and nearly 40% of physicians are interested in receiving

electronic information about prescription products on-line (up from 

11% in 2001).4, 5 Physicians Interactive™ addresses this need by building 

relationships with physicians that deliver results for our clients.

I N T E R A C T I V E  S O L U T I O N S  Physicians Interactive 

solutions connect physicians with pharmaceutical, biotechnology, and

medical device companies using web-based, interactive programs 

to deliver product information. Programs such as PI e-Detailing™,

PI OpinionLeader™ and PI Survey™ build and maintain strong relation-

ships with physicians, making PI solutions a trusted communication

channel between physicians and PI clients. Through the use of PI 

programs, pharmaceutical clients educate physicians with valuable,

up-to-date information about various medications and medical products,

as well as receive feedback from the medical community.

P R O V E N  R E S U L T S  PI has delivered programs for more than

two-thirds of the world’s top pharmaceutical companies, nearly all of

which have launched multiple PI e-Detailing programs. PI programs

demonstrated a 97% response completion rate, delivered customers a

return on investment as high as a 15 to 1, and have documented up to

a 70% increase in new prescription market share.6 With consistent results,

PI has become a standard part of the way pharmaceutical companies

interact with physicians.



A L L S C R I P T S  D I R E C T TM

P O I N T - O F - C A R E  M E D I C A T I O N  S E R V I C E S  A key 

part of healthcare today is pharmaceutical care. Allscripts Healthcare

Solutions’ first business, and one that continues to be profitable today,

is providing point-of-care medication management solutions. Allscripts

Direct provides physician groups, urgent care clinics, and occupational

health centers the ability to dispense medications at the point of care.

The addition of bar-code and information technologies to the front 

of the medication delivery process enables Allscripts Direct to increase

patient safety, compliance, and confidentiality.

H E L P I N G  P H Y S I C I A N S  T O  H E L P  T H E I R  P A T I E N T S

Allscripts Direct employs innovative technology, such as touch screen

and bar-code scanning, that enables physicians to provide patients with

their initial doses of prescription medication directly at the point of

care. The confidence of receiving prescription drugs directly from the

physician, as well as the confidentiality of receiving a medication while

still in the clinic, helps the physician strengthen the patient relation-

ship. Overall, the increased convenience and satisfaction that Allscripts

Direct delivers saves time and money and enables the patient to start

medication therapy immediately and feel better faster.



In 2002, Allscripts Healthcare Solutions made substantial progress

towards our vision of becoming an indispensable part of the

way physicians practice medicine and the way pharmaceutical

organizations communicate with physicians.

I can’t overstate how important physicians are to our business

model and to successfully addressing the many issues we face

within our healthcare system today. No single party in the health-

care equation has a more important impact on outcomes, both

clinical and economic, than physicians. The value we are delivering

to and the relationships we are building with physicians are

growing exponentially every day, and this is ultimately the best

indicator of the future value of AHS.

During the year, we achieved better results and improved margins

in each of our business units, while the business overall made

significant progress on the bottom line. Our 2002 results position

the Company for profitability in 2003 while, at the same time,

allowing us to continue our leadership position in each of our

businesses, both in terms of innovative product offerings and

market share.

� In our TouchWorks business unit, which provides electronic

medical record (EMR) software and information solutions 

for physicians, our modular strategy proved to be a successful 

differentiator. Our modular EMR (mEMR™) solution allows

for the implementation of the first applications in as few as 

90 days – a real breakthrough considering traditional systems

have taken years to install and to gain physician utilization.

Our unique approach, paired with our successful penetration

of the market, has earned AHS a reputation as “the safe choice”

for clinical automation. And the market responded. We added

new customers at a record rate, while selling additional 

modules to existing customers. At the same time, TouchWorks

received a “5-Star” rating in one of the most extensive inde-

pendent EMR evaluations ever completed.

One of the key assets of our organization is our 10-year strategic

relationship with IDX Systems. By identifying AHS as their

exclusive provider of point-of-care clinical solutions for their

physician practices, IDX made TouchWorks the natural choice

for over 138,000 physicians who use IDX practice management

T O  O U R  S H A R E H O L D E R S

Glen Tullman



systems. The relationship is producing the results we expected

when we entered into the agreement, with over 70% of our

sales in 2002 coming from IDX customers. More generally, we

continue to see very positive trends in this business. Our average

revenue per new contract increased substantially, approaching

$400,000, an indication of our clients willingness to pay for

the value we are delivering in this market. In 2003, we plan to

further extend our leadership by introducing a number of

innovative applications, such as Care Planning, and growing

our customer base, which already includes many of the largest

and most prestigious physician groups in the U.S.

� Our Physicians Interactive (PI) business unit delivered a break-

through year, doubling sales over 2001. PI and its lead product,

PI e-Detailing, moved from being an “experiment” for our

customers to becoming an indispensable part of the way phar-

maceutical companies communicate with physicians. Our PI

unit crossed over into profitability during the second half of the

year and at the same time expanded its product line to become

a full service interactive channel between pharmaceutical,

biotechnology, medical device companies, and their physician

customers. Early in the year, PI accomplished another milestone

with its 100,000th e-Detail, further solidifying our leadership

in this new and growing market. In fact, PI currently counts

seven of the top ten pharmaceutical companies in the world

among our clients. The vast majority of these clients have

completed multiple programs with PI in 2002, and we expect

to further expand these relationships, resulting in additional

sales in 2003.

� Allscripts Direct, our point-of-care medication business,

maintained steady growth in 2002. While the margins of this

business are not as wide as in our other growth businesses,

TouchWorks and PI, Allscripts Direct has been a consistent

performer for our company, operating as a profitable business

unit and generating about half of our revenue during 2002.

Healthcare remains front-page news in the United States. The

increasing cost of healthcare, rising pharmaceutical costs, esca-

lating malpractice insurance rates and patient safety are concerns

to everyone. Federal legislation like the Healthcare Insurance

Portability & Accountability Act (HIPAA), employer advocacy

groups like Leapfrog, and governmental research organizations

like the Institute of Medicine, all continue to pressure the health-

care industry to improve. We believe that the solution to the

problems in healthcare can be found in information technology.

The solutions we deliver bring better and more timely information

to the physician, resulting in more informed and cost effective

decisions. And, surveys of healthcare executives, physicians and

administrators indicate that the industry is beginning to aggres-

sively invest in information and software solutions that can

address these issues. Physician organizations are planning to

implement point-of-care clinical information solutions and

require a partner who can deliver. They are increasingly turning

to AHS because of our experience, unique set of solutions, and

proven results.

AHS has never been better positioned to deliver financial success

to our shareholders. Throughout 2002, we actively focused on

containing our costs and today AHS has the right team to capi-

talize on the opportunities before us. We’ve gained solid traction

in our high-margin software businesses with a 39% increase in

revenue over 2001, grown our average contract size, and generated

consistent returns in our point-of-care medication business.

Additionally, AHS closed out the year with a solid balance sheet,

including over $65 million in cash and marketable securities 

and no debt.

During 2002, your Company extended its leadership position by

maintaining a clear focus on physicians. Allscripts Healthcare

Solutions provides the solutions that physicians want to use and

the industry needs to have. In doing so, our team is helping

address one of the most pressing problems we face in the United

States – delivering quality healthcare cost-effectively. This is an

enormous challenge, however we believe we are well positioned

and that our employees, working closely with our partners and

our clients, are up to the task.

Thank you for you continued confidence and support.

Glen Tullman 

Chairman and Chief Executive Officer

Allscripts Healthcare Solutions



P A R T N E R S H I P  I N F O R M A T I O N

When a customer utilizes an AHS solution, they’re not just leveraging

one company; they’re accessing the resources of a team of industry

leaders. Over the years, AHS has developed strategic partnerships with

key industry leaders. All of our partners bring their extensive experience

and proven resources to bear for our physician customers, providing

world-class solutions and services:

� Our 10-year agreement with IDX Systems Corporation played a key

role in our success in 2002. Through a 10-year strategic alliance, IDX

has designated Allscripts Healthcare Solutions as their exclusive provider

of point-of-care clinical solutions for physician practices. As the

largest provider of practice management systems for large physician

group practices, academic medical centers, and integrated delivery

networks, this agreement makes TouchWorks the natural choice for

their more than 138,000 physician customers using IDX solutions.

In 2003, we expect a significant portion of our TouchWorks software

revenue to come from IDX accounts.

� Key partnerships also allowed us to accelerate our innovative 

solutions in 2002. In November 2002, AHS was one of only a hand-

ful of companies featured in the worldwide launch of Tablet PC with

Microsoft Corporation and Hewlett-Packard Corporation. As an early

development partner, AHS received advance knowledge of key features

and benefits to allow migration of TouchWorks to Tablet PC, which

when enabled with wireless technology from Intel Corporation, now

makes the full TouchWorks modular EMR completely mobile.

� Additionally, in partnership with top suppliers like AmerisourceBergen,

AHS provides pharmaceuticals and medical supplies to our physician

customers.
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Notes

1. Source – 14th Annual HIMSS Leadership Survey

2. Source – Study by Medical Group Management Association
(MGMA), Center for Research, 2003

3. Source – Sheldon I. Dorenfest & Associates 
(as reported in Modern Healthcare, December 23, 2002)

4. Source – Boston Consulting Group, Vital Signs: e-Health 
in the United States, January 2003

5. Source – Manhattan Research, July 2002

6. Source – Data on File, Allscripts Healthcare Solutionsde
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