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OpenEvidence has emerged as a revolutionary force in healthcare technology,
achieving unprecedented adoption rates among medical professionals. With thei
recent $1 billion valuation in a Sequoia Capital-led Series A funding round,
OpenEvidence has solidified its position as one of the most promising healthcare
companies in the market. While the platform is currently free and unlimited for
verified healthcare practitioners, this business case explores how OpenEvidence 
build a sustainable revenue model while maintaining its core mission to "organiz
expand the world's collective medical knowledge."

This analysis examines OpenEvidence's market position, potential monetization
strategies, competitive landscape, and long-term growth prospects. By referencin
their recent funding milestone and strategic partnerships, particularly with the 
England Journal of Medicine (NEJM), we can formulate credible hypotheses abou
company's future revenue streams.

Founded in 2023, OpenEvidence has experienced unparalleled growth in the
healthcare technology sector. Key metrics illustrate this remarkable trajectory:

440,000+ verified doctor users across the United States

Presence in 10,000+ care centers nationwide
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Company Background and Current

Market Position

The OpenEvidence Phenomenon



40,000 new verified healthcare providers registering monthly

Adoption rate second only to the iPhone among medical professionals

75%+ of users utilize the platform during office hours for clinical decision
support

Multiple uses per day on average among active users

In February 2025, OpenEvidence secured a landmark Series A funding round:

$1 billion valuation led by Sequoia Capital

$100+ million in total capital raised to date

First institutional investment for the company

The substantial valuation for a Series A round—particularly in a challenging fun
environment—speaks to investors' confidence in OpenEvidence's long-term pote
despite its current free-to-use model for practitioners.

OpenEvidence addresses a fundamental pain point in modern healthcare: the
exponential growth of medical knowledge, which is estimated to double every 73
This creates an impossible burden for physicians who must:

Stay current with rapidly evolving best practices

Make complex decisions incorporating the latest research

Apply relevant knowledge to specific patient cases with unique variables

Navigate an overwhelming volume of new studies, guidelines, and clinical da

By providing an AI copilot that helps doctors make "high stakes decisions at the
of care," OpenEvidence delivers immediate value through time savings, improve
diagnostic accuracy, and enhanced treatment planning.

Recent Funding and Valuation

The Medical Knowledge Challenge



The healthcare AI market represents a massive opportunity:

Global healthcare AI market size: Estimated at $11 billion in 2023, projected
reach $187 billion by 2030 (CAGR of 43.8%)

US healthcare spending: Approximately $4.5 trillion annually (nearly 20% of

Healthcare providers in the US: 1+ million physicians and millions more alli
health professionals

Global healthcare providers: Tens of millions of potential users worldwide

Healthcare information solutions: $34 billion market in the US alone

OpenEvidence operates in a rapidly evolving landscape where several categories 
competitors exist:

1. OpenAI (ChatGPT with plugins)

2. Google (Gemini)

3. Microsoft (Copilot)

4. Anthropic (Claude)

1. Nuance DAX

2. Notable Health

3. Suki

4. Abridge

Market Opportunity and Competitive

Landscape

Total Addressable Market (TAM)

Competitive Landscape

General AI Platforms with Healthcare Applications

Healthcare-Specific AI Tools



5. Nabla

6. Regard

1. UpToDate (Wolters Kluwer)

2. Epocrates

3. DynaMed

4. IBM Watson Health

5. Elsevier's ClinicalKey

1. Epic Systems

2. Cerner (Oracle)

3. Allscripts

4. Meditech

5. athenahealth

Several factors differentiate OpenEvidence from competitors:

1. Purpose-built for healthcare: Unlike general AI tools, OpenEvidence is desi
specifically for medical decision-making

2. High-quality, specialized training data: Partnerships with premium medical
content providers like NEJM ensure reliable information

3. Unprecedented adoption rate: Network effects created by rapid user growth

4. Medical domain expertise: Team largely composed of AI scientists from Har
and MIT with healthcare expertise

5. Single-minded focus: Unlike EHR vendors who prioritize documentation,
OpenEvidence focuses solely on augmenting clinical decision-making

Traditional Healthcare Information Providers

Electronic Health Record (EHR) Vendors

OpenEvidence's Competitive Advantages



6. First-mover advantage: Established credibility and widespread adoption bef
competitors

Despite offering a free product to verified healthcare providers, OpenEvidence h
several viable paths to significant revenue generation. This section explores the m
promising monetization strategies.

Opportunity: While individual healthcare providers can access OpenEvidence fo
institutional licenses represent a substantial revenue opportunity.

Health System Licenses: Annual enterprise agreements with hospital system
healthcare networks, and large practice groups

Integration Fees: Charges for deep integration with existing clinical workflo
and EHR systems

Custom Deployment: Premium fees for on-premises or private cloud deploy
for large healthcare organizations

Volume-Based Pricing: Tiered pricing based on organization size, number o
users, and usage patterns

Target: 1,000+ major health systems in the US

Average annual enterprise license: $500,000-$2,000,000

Potential annual revenue at scale: $1-3 billion from US enterprise clients alo

Similar enterprise models have proven successful for companies like Palantir,
Snowflake, and Databricks, which offer free tiers but generate significant revenu

Core Monetization Strategies

Enterprise Licensing Model

Implementation:

Revenue Potential:

Market Precedent:



through enterprise contracts.

Opportunity: While maintaining core functionality as free, OpenEvidence can
introduce premium features for individual users or small practices willing to pay
enhanced capabilities.

OpenEvidence Pro: Subscription tier ($99-299/month) for individual practiti

OpenEvidence Teams: Small practice subscription ($499-999/month) for 5-20
providers

Priority computation resources for faster response times

Advanced visualization tools for complex cases

Custom knowledge base creation and curation

Specialized modules for different medical specialties

Enhanced patient education materials generation

Personalized practice pattern insights and analytics

CME (Continuing Medical Education) credit integration

Expanded citation functionality and research tools

Target conversion rate: 15-25% of free users

Potential subscribers at current user base: 66,000-110,000

Annual revenue at $1,200-3,000 per subscriber: $79-330 million

Premium Features for Individual Practitioners

Implementation:

Premium Features Could Include:

Revenue Potential:

Data Insights and Analytics



Opportunity: The aggregated, anonymized knowledge generated from millions o
clinical queries represents invaluable insights for various stakeholders in health

Trend Analysis: Selling aggregate, anonymized insights on treatment pattern
diagnostic questions, and emerging clinical concerns

Clinical Decision Pattern Reports: Reports on how physicians approach spec
clinical scenarios

Research Prioritization Data: Information on knowledge gaps identified thro
user queries

Geographic and Specialty Variation Mapping: Analysis of practice pattern
variations

Pharmaceutical companies

Medical device manufacturers

Healthcare policymakers

Research institutions

Medical education providers

Health insurers

Public health agencies

Data insights subscriptions: $100,000-$1,000,000+ annually per client

Potential clients: 500+ major healthcare industry organizations

Annual revenue potential: $300-500 million

This strategy would require robust privacy protections, complete anonymization
transparent opt-in policies to maintain physician trust.

Implementation:

Target Customers:

Revenue Potential:

Ethical Considerations:



Opportunity: Pharmaceutical companies spend billions annually on physician
education and engagement. OpenEvidence's platform provides unparalleled acce
physicians at the point of clinical decision-making.

Sponsored Clinical Information Modules: Clearly marked, evidence-based
information about specific treatments

Clinical Trial Awareness: Matching patients to relevant clinical trials

New Therapy Education: Information about newly approved therapies when
relevant to clinical queries

Real-World Evidence Collection: Optional programs for physicians to contr
anonymized treatment outcomes data

Annual partnerships: $1-10 million per pharmaceutical partner

Potential partners: 50+ major pharmaceutical and life sciences companies

Annual revenue potential: $200-500 million

Absolute transparency about sponsored content

Strict editorial independence

Evidence-based information only

Clear separation between clinical decision support and sponsored informati

Opportunity: By driving engagement with premium medical content, OpenEvide
can participate in revenue sharing arrangements with publishers.

Pharmaceutical and Life Sciences Partnership

Implementation:

Revenue Model:

Ethical Guardrails:

Strategic Content Provider Revenue Sharing

Implementation:



Integrated Premium Content Access: Seamless integration of subscription-b
medical journals and references

Pay-Per-Access Model: Micro-transactions for accessing specific premium
content

Publisher Subscription Revenue Sharing: Commission on new subscriptions
generated

Medical journals beyond NEJM

Medical textbook publishers

Specialty society clinical guidelines

Medical education providers

Clinical procedure databases

Revenue per referred subscription: $50-200

Annual referral volume: 100,000+ subscriptions

Annual revenue potential: $10-50 million, growing substantially as user base
expands

Opportunity: While initially focused on the US market, the global healthcare pro
market represents a massive expansion opportunity.

Regional Subscription Models: Paid access in international markets

Localized Versions: Language-specific implementations with local medical
content

Potential Partners:

Revenue Potential:

International Expansion

Implementation:



Country-Specific Partnerships: Strategic alliances with local health systems 
medical societies

Europe

Asia-Pacific

Middle East

Latin America

Canada

Australia

International licensed physicians: 5-10 million potential users

Annual subscription fee: $500-2,000 per user

Market penetration target: 10-20% of international physicians

Annual revenue potential: $250 million to $4 billion at scale

Opportunity: Development of specialty-specific modules that address unique cli
decision support needs.

Specialty-Specific Versions: Customized for oncology, cardiology, neurology

Procedure-Focused Tools: Supporting complex clinical procedures

Condition Management Modules: For chronic disease management

Specialty module subscriptions: $1,000-5,000 annually

Target specialties: 50+ medical and surgical specialties

Target Markets:

Revenue Potential:

Specialized Clinical Decision Support Modules

Implementation:

Revenue Model:



Adoption rate: 10-30% of specialists

Annual revenue potential: $100-500 million

The recent $100+ million funding will likely be allocated to several key areas tha
enable long-term monetization:

OpenEvidence plans to "train its next generation of medical domain-specialized 
Language Models." This investment in proprietary AI technology will:

Create defensible intellectual property

Enhance performance for specialized medical use cases

Reduce reliance on third-party foundation models

Enable custom applications that competitors cannot easily replicate

The NEJM content agreement demonstrates OpenEvidence's strategy of securing
high-value medical knowledge. Future investments could include:

Additional premium medical journal partnerships

Specialty society guideline integrations

Medical textbook licensing

Clinical trial database access

Medical education content partnerships

Beyond aggregating existing knowledge, OpenEvidence plans to "build and grow
own library of advanced medical knowledge through direct collaboration with w

Strategic Growth Investments

Advanced LLM Development

Content Partnerships

Original Medical Knowledge Creation



leading medical researchers." This could include:

Funding original research in key specialties

Developing proprietary clinical pathways

Creating unique medical visualization and education tools

Generating novel synthesis of existing medical literature

With their plan to "continue to assemble and grow the best team of scientists wo
at the intersection of LLMs and medicine," OpenEvidence is investing in human
capital that will drive innovation. Key hires might include:

Medical AI researchers

Clinical specialists across various disciplines

Healthcare UX/UI designers

Enterprise healthcare sales teams

Healthcare data scientists and analysts

Primary focus: User acquisition and product refinement

Revenue sources: Initial enterprise contracts and pilot partnerships

Projected annual revenue: $10-50 million

Key metrics: User growth, engagement, and clinical impact

Primary focus: Enterprise sales and premium features rollout

Team Expansion

Potential Revenue Timeline and

Projections

Phase 1: Foundation Building (2023-2025)

Phase 2: Monetization Expansion (2026-2027)



Revenue sources: Health system contracts, pharmaceutical partnerships, pre
subscriptions

Projected annual revenue: $200-500 million

Key metrics: Conversion rates, enterprise adoption, revenue per user

Primary focus: International expansion and ecosystem development

Revenue sources: Global licenses, data insights, specialty modules, internati
subscriptions

Projected annual revenue: $1-5 billion

Key metrics: Global market penetration, cross-selling success, profit margin

Sequoia Capital's investment at a $1 billion valuation might seem aggressive for 
company offering a free product, but several factors justify this valuation:

1. Unprecedented user adoption: 440,000+ verified doctors and growing by 40,
monthly

2. Engagement metrics: Multiple daily uses and 75%+ using it during patient c

3. Mission-critical application: Supporting high-stakes medical decisions

4. Physician time value: Saving even minutes per day for hundreds of thousand
doctors whose time is valued at $200-400/hour

5. Network effects: Increasing value as more physicians contribute queries and
feedback

6. Data asset value: Growing repository of clinical decision patterns and inform
needs

7. Comparable valuations: Similar AI companies without OpenEvidence's user
traction have achieved higher valuations

Phase 3: Global Scaling (2028-2030)

Why the $1 Billion Valuation Makes

Sense



Several factors could impact OpenEvidence's monetization strategy:

Risk: After establishing expectations of a free product, introducing paid features
could create backlash.

Mitigation: Maintain core functionality as free while clearly demonstrating the v
of premium offerings.

Risk: As a tool influencing medical decisions, OpenEvidence could face increase
FDA scrutiny.

Mitigation: Proactive regulatory engagement and clear positioning as a clinical
information tool rather than a diagnostic system.

Risk: Large tech companies or EHR vendors could develop competing offerings.

Mitigation: Deepen healthcare-specific capabilities, accelerate feature developm
and leverage first-mover advantage.

Risk: Any perception of compromising physician or patient data could severely
damage trust.

Mitigation: Implement industry-leading privacy protections and transparent dat
usage policies.

Risks and Challenges

Physician Resistance to Monetization

Regulatory Challenges

Competitive Pressure

Data Privacy Concerns

Quality Control at Scale



Risk: As information volume grows, ensuring accuracy becomes more challengin

Mitigation: Invest in robust quality control systems and maintain clear sourcing 
information.

Based on the analysis above, OpenEvidence should consider the following strate
priorities:

1. Maintain aggressive user acquisition while the market is still developing

2. Begin enterprise sales to major health systems to establish revenue foundati

3. Develop a tiered product strategy with clearly defined free and premium off

4. Expand content partnerships beyond NEJM to cover specialty-specific know
bases

5. Establish clear ethical guidelines for all monetization strategies to maintain

6. Invest in proprietary AI technology to create defensible IP and competitive
advantages

7. Pilot pharmaceutical partnerships with strict ethical guidelines to test reven
potential

8. Develop international expansion roadmap prioritizing high-value markets

9. Create a data insights framework that preserves privacy while delivering val
analytics

OpenEvidence stands at a pivotal moment in healthcare technology. With
unprecedented physician adoption, strategic content partnerships, and substant
funding from Sequoia Capital, the company has multiple viable paths to signific
revenue generation while maintaining its core mission of organizing medical
knowledge.

Strategic Recommendations

Conclusion



The $1 billion valuation reflects not just current traction but the massive potent
market opportunity. By carefully balancing free access for individual practitione
with premium enterprise features, strategic partnerships, and ethical data insigh
OpenEvidence can build a sustainable business model that transforms medical
decision-making globally.

The company's success will ultimately depend on maintaining physician trust wh
delivering measurable improvements in clinical outcomes. If executed properly,
OpenEvidence has the potential to become one of the most valuable healthcare
technology companies in the world, justifying Sequoia's confidence and paving t
way for subsequent funding rounds at significantly higher valuations.

As Pat Grady, partner at Sequoia Capital, stated, the "scale of OpenEvidence's li
saving impact is massive, positioning it to become one of the most important
companies of the next decade." With the right monetization strategy, OpenEvide
can fulfill this potential while building a multi-billion dollar business that trans
healthcare delivery worldwide.
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