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NZHIT has been receiving an increasing amount of feedback from members about the 

challenges being faced during health IT related tendering and contracting processes.  As a 

result, in July 2018 we undertook a survey of members to obtain a gauge on the extent of the 

challenges and to inform the actions that NZHIT could take on behalf of its membership.  

The survey was sent to 100 NZHIT members based on the criteria of being privately held, for-

profit health IT companies.  We received a 24% (24 responses) overall response rate, which is 

close to expectations (based on feedback received to date) and is in line with responses to 

surveys of this nature. 

These survey results form a benchmark and will be used to support approaches to 

Government agencies and related funding bodies, along with allowing comparisons for any 

future surveys. We will also be joining forces with other membership organisations such as 

NZTech, BusinessNZ and NZRise who are already working closely with Government on these 

same issues. 

Based on the positive response to providing upskilling support we are also going to be 

organising workshop opportunities for members to engage with experts in this field.  These 

are being planned to commence in early 2019 and we are expecting to offer a mix of in-person 

workshops and webinars. 

Additionally, NZHIT is commissioning a “health tech sector report” where this survey (and 

future such surveys) will be used to support recommendations for changes to the way 

health technologies are procured in New Zealand.   

We support the move to outcomes-based funding models that are solutions-focused, fit-for-

purpose and achieve expected results that underpin the ability for IT to enable a healthier 

New Zealand and improve the health and wellbeing of all citizens.  Hence, the current 

environment clearly does not support this and NZHIT will be actively engaging in providing 

leadership for the necessary changes to occur. 

The following is a summary of the survey results: 
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• 100 members surveyed with a 24% response rate (24 respondents). 

• This represents 21% of the total number of member’s surveyed. 

In relation to contracting -  

• 87.5% of total respondents (21 of 24) reported that they’ve had challenges with contracting 

processes over the past 1-4 years.  

• 50% of respondents (12% of surveyed members) reported challenges with - price or timing of 

payment. 

• 29% of respondents (7% of surveyed members) reported challenges with - the Crown wanting to 

own the intellectual property. 

• 50% of respondents (12% of surveyed members) reported challenges with - KPIs that did not 

reflect impact on risk for the customer or consider risk for you. 

• 46% of respondents (11% of surveyed members) reported challenges with - indemnities other 

than for IP. 

• 46% of respondents (11% of surveyed members) reported challenges with - liability exceeding 

the value of the contract. 

• 79% of respondents (19% of surveyed members) reported that they have experienced 

challenges that had not been specifically asked for in the survey. 

In relation to tendering -  

• 46% of total respondents (11 of 24) reported that they’ve had challenges with tendering 

processes over the past 4 years that have made it difficult to effectively respond.  

• 66% of respondents (16% of surveyed members) reported challenges with – length of time 

taken. 

• 50% of respondents (12% of surveyed members) reported challenges with - quality of tender 

documents. 

• 62% of respondents (15% of surveyed members) reported challenges with – the cost to 

participate. 

• 71% of respondents (17% of surveyed members) reported that they have experienced 

challenges that had not been specifically asked for in the survey. 
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Comments that related to these other challenges included (some wording has been altered to 

preserve anonymity of respondents and some comments that were similar have been consolidated) 

o The total amount of funding available didn’t match with the funders expectations of what they 
wanted from the work. 

o There were challenges with understanding the basics of commercial contracting.  
o Requirements written in terms that restricted the ability to engage and to take other options 

into account. 
o Length of time taken to finalise contract is too long especially when dealing with IT and how 

quickly changes can occur.  
o High investment and transaction costs associated with the whole process of responding to 

lengthy tenders and finalising contracts that can be exasperated by changing personnel and 
altering contract clauses at the last minute without prior discussion.  

o Requirements and expectations being changed after a tender has been awarded. 
o Procurement processes that are too constrained and are linked to outdated legacy systems, 

don’t take rapid changes of technology into account and restrict the ability to co-develop 
solutions that are fit-for-purpose. 

o A true partnership between clinicians, developers and designers earlier in the requirements 
process will lead to far better outcomes.  

o Choosing cheaper solutions without considering the full business value involved and then 
finding out later that they have to provide further funding to make the lower cost option deliver 
expected results. 

o Cutting back on implementation and change management costs that then impacts on the 
user’s ability to adopt the solution and extends the overall project time and costs. 

o Engaging in extended contracting processes then the project doesn’t proceed due to decisions 
made at a higher level in the funding organisation. 

o Driving the contract value to the lowest possible price point then expecting features to be 
added during implementation but not being prepared to pay for them. 

o Perception of conflicts of interest and competing interests – use of an RFI or EOI process to 
gather information from suppliers but not proceeding with the tender.  

o The “master-servant” approach makes it difficult to develop an outcomes-based model that 
shares risks and rewards as well as restricts the ability to be truly innovative. 

o Procurement processes that are designed for purchasing physical assets (infrastructure and 
capex) rather than technology that can be cloud-based and take advantage of opex. 

o Liability is always a problem especially for small companies - there should a standard relating 
to the value of the contract. 

o Requiring ownership of IP makes it a very difficult position to be put in and can make 
negotiating a suitable outcome for all parties a challenge to achieve. 

o Cost shifting capabilities not being considered and appropriately funded, including the 
benefits to health, safety and quality that a solution can enable. 

o Short response timeframes with no or limited prior notice that makes it difficult to provide an 
appropriate response. 

 


