
What they do (self-reported)

Year founded 2001 Annual Revenue $4M

# of Employees 60 Category Technology

Website https://www.linkedin.com/company/avolution/

2.2

Recommended use of ratings

Vendor Review

Avolution

We help our clients understand and plan their organizations using enterprise modeling, visualization and 
analysis. Established in 2001, Avolution has operations in the Americas, Asia-Pacific, Europe, the Middle East 

OVERALL EVALUATION

1 or 2 stars: Request client references before beginning discussions. If no references are available, request 
follow up in 6 months if there is an expected need for solution / servicesHave junior staff review available 
collateral
3 or 4 stars:  Have small team of mid-level staff conduct limited introductory meeting
4 or 5 stars:  Have mid-level staff conduct additional vettingInvite vendor for in depth discussion series, 
including senior staff

https://www.linkedin.com/company/avolution/
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Overall Scoring
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European general tech software company trying to make inroads into US via Medicaid contracts. 
Appears to be starting a U.S.-based sales campaign with hiring of a few U.S. based reseller 
consultants

Proprietary and confidential. Do not distribute. 
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Analyst Notes

Relevant Leadership Experience
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Why this domain matters

Note: Components are weighted differently. Contact your Medicaid Black Book consultant for more information on scoring calculations. 

1) All our clients tell us the number one failure point for new vendor partners is misunderstanding 
fundamentals of the Medicaid space. 
2) Many firms misrepresent their understanding of the Medicaid space, usually due to an error of 
assuming a higher level of similarity to commerical and Medicare than is merited. 

Most staff reviewed are in U.K. and have spent careers in U.K. Very little experience in U.S. 
healthcare delivery system. 
Key C-Suite roles not identified (ex:COO). May not be allocated at organizational level. Key roles 
hold multiple positions at other companies simultaneously. 
For those identified, limited to moderate healthcare experience.

Proprietary and confidential. Do not distribute. 
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Analyst Notes

•No litigation identified
•Positive internal culture based on reviews
•No existing Medicaid client base identified
•Low brand visibility 
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Brand Perception

Note: Components are weighted differently. Contact your Medicaid Black Book consultant for more information on scoring calculations. 

Why this domain matters

1) Vendors must work to create a perception of their value. You need an independent assessment 
of what the marketplace thinks of the organization and its solutions/ services. 
2) Many large partnering mistakes could have been avoided by simple screens for things like 
lawsuits and negative press. 

Proprietary and confidential. Do not distribute. 
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Analyst Notes

•Value prop focused on Medicaid HIT consulting
•Over-use of buzzwords in solution presentation (general Software as a Service- SAAS- language)

Clarity of Value Proposition
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Note: Components are weighted differently. Contact your Medicaid Black Book consultant for more information on scoring calculations. 

Why this domain matters

1) There are many non-unique solutions in the Medicaid space. It is important to quickly understand 
uniqueness so you can accurately evaluate your options. 
2) The ablility to tie solutions to specific outcome metrics is increasingly important in Medicaid payment 
systems. General calculations of "ROI" are insufficient. 
3) Medicaid markets require solutions that are specific to the Medicaid space. Attempting to use a solution 
that was developed in another payer space without appropriate customization for Medicaid will create 

Proprietary and confidential. Do not distribute. 
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Analyst Notes

•Client base rated as moderate
•Mid-management experience rated as moderate (50% have 10+years experience)
•Organization staffing trends increasing previous 24 months (26% overall, with 43% incr in engineering 
roles)

Scalability

0%
10%
20%
30%
40%
50%
60%
70%
80%
90%

100%

Client base Ops mid-mgmt
experience

Product mid-mgmt
experience

Org. staffing trends Annual revenue

Points Earned Points Missed

Note: Components are weighted differently. Contact your Medicaid Black Book consultant for more information on scoring calculations. 

Why this domain matters

1) Most of the vendors we review are in earlier stages of their journey. They may or may not be 
equipped to take on a much larger project or client. 

Proprietary and confidential. Do not distribute. 
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Model / Stage
Privately held, no funding rounds identified beyond 2014 seed round (amount undisclosed)

Funding Model

Note: This domain is not scored and is provided for context only. 

Why this domain matters

1) Many of our subscribers tell us that the type of funding model for the vendor plays a significant 
role in their strategy and the way they manage client accounts. 
2) Our investor subscribers prefer a quick view of how the vendor is financed so that they can 
understand how this vendor compares to other portolio companies. 

Proprietary and confidential. Do not distribute. 
Sign up for access at mostlymedicaid.com 7 of 11



Vendor Review AVOLUTION Last reviewed September 2020

Tim O'Neill
CEO 

LinkedIn Profile/Bio
https://www.linkedin.com/in/drtimoneill/

Leadership Profiles

Proprietary and confidential. Do not distribute. 
Sign up for access at mostlymedicaid.com 8 of 11

https://www.linkedin.com/in/drtimoneill/


Vendor Review AVOLUTION Last reviewed September 2020

Joe Bega
Enterprise Software Sales

LinkedIn Profile/Bio
https://www.linkedin.com/in/joe-bega-90b3b510/

Leadership Profiles
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Paul Kim
Business Development Manager

LinkedIn Profile/Bio
https://www.linkedin.com/in/paul-kim-7a610428/

Leadership Profiles

Proprietary and confidential. Do not distribute. 
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Daniel Moon
Systems Engineer

LinkedIn Profile/ Bio
https://www.linkedin.com/in/daniel-moon-494604ab/

Leadership Profiles
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