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Although the time and resources needed to select an EHR (or any health care informatig,
system) may vary considerably from one setting to am?ther, some fundamental issueg shoulg e
addressed in any system acquisition initiative. The sections l.h?:'lt follow the‘ case study describg b
more detail the major activities that should occur (Sfe E)f.hlblt 7.1), relating them to the mult.
physician practice scenario. We assume that the practice 'vnshes to pl_u'chase (rather than develop)
an EHR system. However, we briefly describe other options and point out how the process may
differ when the EHR acquisition process occurs in a larger health care setting, such as integrateq
health system network.

It is also important to note that the ownership and/or corporate structure of the health care
organization can influence what IS decisions are made at the institution level, and what decisigpg
are made at the corporate or “system” level. For example, a for-profit hospital that is corporate
owned (e.g., HCA) will likely make IS replacement decisions at the corporate level, not institutiong]
level. Likewise, the Veteran's Administration (and Department of Defense) decision in recent yeary
to replace its homegrown Vista EHR with Cerner Corporation’s EHR was made at the federal leye]
The new EHR will be implemented at all facilities within the VA and military health settings. Even
in cases where a larger health care network acquires smaller community hospitals or buys physician
practices, the health care executive team often explores strategies to standardize major applications
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