
What they do (self-reported)

Year founded 1981 (Progress) Annual Revenue $4M

# of Employees Est @ 200 Category Technology

Website https://www.progress.com/corticon

3.7

Recommended use of ratings

Vendor Review

Corticon (Progress)

Corticon empowers IT and business users to manage business rules outside the application—without 
coding. Progress designs, develops, builds and delivers software products for enterprise integration, data 

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.progress.com/corticon
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Overall Scoring
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Tech solutions with business rules engines used in Medicaid eligibility 
(and other HIT) systems. Corticon is reviewed but also the largest 
assets of Progress are considered in scalability analysis. Mixed results 
with Medicaid leadership experience, but assessed as strong based on 
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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. 

No Medicaid leadership team identified
Most of C-suite rated as moderate for Medicare and healthcare experience. 
Medicaid thought leadership focused on whitepapers around use of HIT in Medicaid in 
recent years. 
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Analyst Notes
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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. 

No litigation identified
3.6 out of 5 stars on 400+ internal reviews
Extensive Medicaid client base
High brand visibility, esp with Progress

Proprietary and confidential. Do not distribute. 
Sign up for access at mostlymedicaid.com 4 of 11



Vendor Review CORTICON Last  Review Date: September 2020

Analyst Notes

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 

Success metrics focused on tech processing performance (eligibility systems)
Much of initial success is on the state marketplaces but moving into Medicaid specific 
business.
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Analyst Notes

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 Overall Score for
Domain

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. 

Using extensive employee base and annual revenues from Progress for this analysis
Organizational staffing trends increasing around sales and marketing; decreasing around 
engineering

Proprietary and confidential. Do not distribute. 
Sign up for access at mostlymedicaid.com 6 of 11



Vendor Review CORTICON Last  Review Date: September 2020

Model / Stage
Owned by Progress Software, acquired in 2011

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 CORTICON Last reviewed September 2020

Yogesh Gupta
CEO 

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

Leadership Profiles

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

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


Vendor Review CORTICON Last reviewed September 2020

Dmitri Tcherevik
GM and CTO

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

Leadership Profiles
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Paul Jalbert
CFO

LinkedIn Profile/Bio
https://www.linkedin.com/in/jessicacharles2/

Leadership Profiles
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John Ainsworth
SVP Core Products

LinkedIn Profile/ Bio
https://www.linkedin.com/in/john-ainsworth-sw-exec/

Leadership Profiles
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