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As the healthcare industry becomes increasingly digital, the demand for robust, 
friendly software portals is growing rapidly. Developers creating healthcare solu
must balance compliance, data security, and complex workflows while ensuring
usability. Yet, to scale effectively, healthcare companies often need to extend the
portals beyond internal teams or direct users, building public-facing infrastruct
that allows channel sales teams to market the solution through partnerships.

This essay examines how to transform internal healthcare software portals into
channel-ready, public-facing infrastructure, leveraging software design, API
architecture, and a strategic approach to UI/UX. By dissecting existing portal
structures, we’ll explore key steps to creating public-facing versions that meet th
needs of channel partners and end-users while maintaining rigorous healthcare
standards. We’ll also examine companies such as Epic, Cerner, and athenahealth
which have successfully applied these principles, creating partner ecosystems th
enhance their market reach and enable channel sales success.

The first step in transforming a healthcare software portal for public-facing use 
evaluate core requirements distinct from internal-only or client-specific portals.
Public-facing portals necessitate heightened attention to accessibility, security,
compliance, and interoperability. Each of these elements has unique implication
healthcare, given regulatory frameworks such as HIPAA (Health Insurance Porta
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and Accountability Act), GDPR (General Data Protection Regulation), and local
regulations that impact data handling and user authentication.

1. Compliance and Security: Public-facing portals must meet healthcare-speci
security standards, which are more stringent due to the nature of protected 
information (PHI). Developers must embed security layers at multiple levels
as API encryption, user authentication through multi-factor authentication
(MFA), and role-based access control (RBAC) that restricts information visib
based on user roles.

2. Interoperability: A public-facing healthcare portal needs to support various
integrations with other healthcare systems. Interoperability standards such 
FHIR (Fast Healthcare Interoperability Resources) and HL7 are essential. Th
standards facilitate the secure exchange of data, allowing partners to build o
extend the portal’s functionality within their own healthcare solutions.

3. Scalability: Given that a public-facing infrastructure could face a much larg
and unpredictable number of users, scalability becomes critical. Scalability
considerations should include load balancing, database optimization, and th
of microservices to decouple core functions, enabling each to scale independ

4. User Experience (UX): Portals designed for the public or partner access mu
have intuitive, streamlined navigation, as users may not be as familiar with t
system as internal users. UX should emphasize simplicity, accessibility (WC
compliance), and responsive design to accommodate a broad range of device
screen sizes.

The cornerstone of any public-facing portal, especially in healthcare, is a robust
centric architecture. APIs offer controlled, secure access points to data and
functionality, allowing channel partners to create custom integrations or extend 
portal’s capabilities within their own systems.
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1. API Gateway: An API gateway acts as a reverse proxy, managing API reques
controlling access, rate limits, and security protocols. In healthcare, where d
sensitivity is paramount, an API gateway can ensure that all API calls are
authenticated, encrypted, and meet compliance requirements.

2. RESTful and FHIR-Compliant APIs: RESTful APIs, structured around the 
standard, enable seamless integration with other healthcare systems and app
example, by implementing FHIR APIs, a developer can enable external syste
(e.g., EHRs) to fetch patient data securely without directly accessing the bac
database.

3. GraphQL for Customization: In some scenarios, providing flexibility for cha
partners is critical. GraphQL can allow partners to request only the specific
fields they need, optimizing response times and enhancing the portal’s
adaptability to diverse use cases.

4. Security Layering with OAuth 2.0: OAuth 2.0 is ideal for managing secure,
delegated access, allowing third-party apps limited access without exposing 
credentials. This approach is vital when scaling the portal through channel s
partners, as it ensures a secure handshake process, particularly for partners 
integrate or resell the solution.

Epic’s App Orchard is an example of a public-facing API infrastructure enabling
third-party developers and partners to build applications on Epic’s EHR platform
providing FHIR-compliant APIs, Epic allows partners to develop tailored applic
that can operate within the Epic ecosystem, which benefits channel sales efforts 
expanding Epic’s functionality and appeal across various clinical environments.

Example in Action: Epic’s App Orchard
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For channel sales, customization and adaptability are essential. Channel partner
want to brand the portal to align with their own solutions, making white-labelin
valuable feature. Implementing modular design and white-labeling options can
significantly enhance the portal’s appeal, as channel partners can adapt it to thei
branding and user needs.

1. White-Labeling Architecture: To facilitate white-labeling, developers can us
modular approach, with core components separated from branding elements
setup allows partners to customize colors, logos, and even feature sets witho
affecting the core functionality.

2. Feature Flagging for Customization: Feature flags can enable partners to ac
or deactivate specific features based on their clients’ needs. By decoupling
features through a modular design, developers empower partners to adjust
functionality without altering the portal’s codebase, improving both flexibil
and maintainability.

3. Microservices for Flexibility: Microservices allow different components of t
portal to operate independently. For instance, a billing microservice could b
customized or replaced by a partner’s own billing solution, while the portal’
patient record-keeping service remains standardized. This flexibility aligns w
partners’ varied needs, allowing them to create custom versions of the porta
suit their market requirements.

athenahealth’s Marketplace enables third-party developers to integrate and cust
their applications to operate within the athenahealth ecosystem. By decoupling
certain functionalities and allowing third parties to create complementary soluti
athenahealth leverages channel sales to expand its product’s functionality, creati
richer experience for end-users while empowering channel partners.

Example in Action: athenahealth’s

Marketplace



One of the critical enablers of channel success is providing robust self-service to
and documentation. Channel partners often need autonomy in configuring, deplo
and troubleshooting the portal. Self-service tools reduce support costs and enha
the channel partner’s experience, making it easier for them to onboard clients an
create integrations.

1. Developer Portal and Sandbox Environment: A dedicated developer portal w
sandbox environment allows partners to test integrations and workflows bef
going live. The sandbox should simulate real-world conditions, enabling
developers to see how their configurations would perform in a production
environment.

2. Comprehensive Documentation: Detailed, well-organized documentation is
essential for API usage, customization options, and deployment workflows. 
healthcare, documentation should also address compliance standards and se
protocols, guiding partners on how to stay compliant when integrating with
portal.

3. Automated Onboarding Workflows: Automated onboarding can streamline 
partner experience. By using interactive tutorials, API wizards, and guided s
flows, developers can provide partners with a seamless experience that minim
their learning curve and reduces the dependency on support resources.

Cerner’s Open Developer Experience offers extensive tools and documentation fo
third-party developers. By providing a developer portal with sandbox access, Cer
allows partners to explore the capabilities of Cerner’s ecosystem, enabling them 
create applications that align with their own healthcare services. This public-fac
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developer portal has made Cerner’s ecosystem highly extensible and attractive to
channel partners looking to innovate within the Cerner environment.

The final step is ensuring that both the healthcare organization and its partners 
access to analytics to measure the portal’s performance and user engagement.
Monitoring tools can help both parties understand how users are interacting wit
portal and identify areas for improvement.

1. Built-in Analytics for Partner Usage: Providing channel partners with built
analytics can empower them to understand how end-users engage with the p
By offering customizable dashboards, partners can track metrics such as use
adoption rates, feature usage, and engagement levels.

2. Compliance Monitoring: Given the healthcare setting, compliance monitori
tools should alert partners to any unusual behavior that might signify a data
security or regulatory compliance issue. Such tools enhance the channel part
ability to maintain regulatory alignment without extensive custom developm

3. Feedback Loops for Continuous Improvement: Creating feedback loops allo
both the healthcare provider and channel partners to iterate on the portal ba
on end-user feedback. These loops can be implemented through regular surv
feedback forms, or user experience testing, enabling the platform to evolve i
with user expectations.

By dissecting healthcare software portals and transforming them into public-fac
infrastructure, developers enable organizations to leverage channel sales partner
and broaden their market reach. Success requires a focus on compliance, API-dr
architecture, modular design, self-service capabilities, and analytics to ensure th
solution remains robust, scalable, and adaptable to the unique demands of healt
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Companies like Epic, Cerner, and athenahealth demonstrate that by creating par
ready ecosystems, healthcare portals can evolve from standalone tools into
interconnected platforms, enhancing functionality through third-party applicati
and integrations. This approach not only empowers channel sales teams but also
meets the growing demands of a healthcare system that is increasingly data-driv
collaborative, and patient-focused.
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