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Executive Summary

The pervasiveness and convenience of the internet along with the decreasing privacy for voice calls in the workplace has made it important to allow the public the ability to make sensitive communications over the internet. Appointments with medical providers can be difficult to make since they require privacy for the sensitive nature of the visit, and time to give your undivided attention to an office clerk to make the appointment. To fill this void, we created Epointment to allow patients to make doctor appointments over the web. 


Epointment will initially be non-profit and all resources will be donated. The door is left open for profit in the future when Epointment has a well-developed software system.


Epointment initial target customers will be doctors. The benefits for doctors are office staff labor savings, increased current patient visits, and increasing first time patient visits. Since using Epointment is initially free the return on investment is immediate and risk is zero for doctors. Once Epointment is able to provide a complete web presence for Doctors, it will expand to market complete web solutions to PPOs. This will allow faster growth by acquiring customers in large quantities at the same time. 


Each of the founders possess experience building e-business solutions and delivering robust software systems in a timely manner. 


The growth potential for Epointment is boundless. Once customers realize the convenience and privacy of making appointments online, they will never go back to making verbal, phone appointments. Once the internet is in everyone’s pocket the convenience will be unprecedented. 
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Business Description

epointment was formed to provide an online appointment service. It is currently non-profit because it is being created as an independent study project offered by the University of Texas at Dallas. It was founded as a partnership between Casey Chesnut and Clinton Chadwick during the summer of 2000. epointment will incorporate to decouple liability from the owners if it becomes profitable in the future. The founders are currently located in Dallas, Texas; but the company is a virtual company and has no grounded location. The only address relevant to epointment is its internet address: http://www.epointment.to, which is currently registered at register.com until March 21, 2001. The name is epointment, because the online system is an electronic way to make appointments. Long term, appointments could be managed for any service provider that requires appointments or reservations. Short term, epointment will target doctors and the healthcare industry.

A doctor (e.g. Dr. Smith) will use epointment to make his appointment book available online. First, he will open a web browser and surf to http://www.epointment.to. After reading about the advantages of having an online appointment book, Dr. Smith will choose to register by providing his professional healthcare information. He will also provide information to create his appointment book (e.g. days of the week, operating hours, holidays, vacation, staff availability, lunch breaks, etc…). This tailoring of the appointment book might also require Dr. Smith to enter the services that he performs and the duration required for each service (e.g. a physical might take 15 minutes, but day surgery could last 2 hours). With this information, epointment will automatically generate a personal web page for that doctor (e.g. http://www.epointment.to/medical/smith.html) that will display information about the doctor and his practice, along with his online appointment book showing what times he has available to see patients.

A patient (e.g. Mrs. Q) will use epointment to schedule her personal appointments, without having to schedule it over the phone so that a coworker might overhear. Patients can register with the epointment site as well (i.e. don’t make it a requirement unless we have to, so that people scheduling haircuts don’t have to register, partially for marketing so people can try it out before registering). By registering, patients will have their own personal webpage, so that when Mrs. Q logs in, she will see a list of her healthcare professionals, as well as previously scheduled appointments. If she needs to visit her doctor, she would click on her medical doctor link, which might take her to the webpage of Dr. Smith. If Mrs. Q did not have a medical doctor specified, she could use the system to help her find an appropriate doctor based on location, insurance, appointment availability,  etc… At Dr. Smith’s webpage Mrs. Q will initially see the doctors schedule for the current week, which is primarily grayed out because his other patients have already booked up his schedule. Mrs. Q does see that there is a 30-minute slot available right after lunch on Friday, so she clicks to schedule an appointment. By clicking on the slot a window pops up asking what service she is scheduling the appointment for. She selects to have a wart removed (which she didn’t want to talk about over the phone), but the system rejects the appointment because that procedure will take at least 45 minutes. Instead the, system updates the calendar displayed by her web browser and shows the next available 45-minute slot of next week. Unhappy, with that automated selection Mrs. Q schedules the appointment a couple days after that selection, which would better fit her busy schedule. At this point, the appointment would be approved, pending Dr. Smith’s approval.


Dr. Smith’s assistant would log into epointment and see a different view of his schedule. This view would allow her to actually manage the schedule, so that she could approve, modify, and cancel appointments that his patients have scheduled. Upon seeing Mrs. Q’s request for an appointment, Dr. Smith’s assistant could put a check mark next to it and click on the approved button to verify that he can make that appointment. Once the appointment is approved, the system would auto generate an email message and send it to Mrs. Q to let her know that the appointment was approved by Dr. Smith. (note: is it necessary for Mrs. Q to click some link saying that she is approved, also, printable reminder of her appointment just like in physical world) A day or so before the scheduled appointment, the system would send another email message to Mrs. Q to remind her about her appointment, and that she has an epointment.to see the doctor.


The above scenario describes the core functionality of epointment from both the perspectives of a doctor (service provider) and patient (consumer). There are many other features which epointment would grow to offer to attract a larger user base consisting of both consumers and service providers. Examples in the doctor/patient scenario are: allowing the patient to pay online for the treatment using a credit card. The credit card would not be charged until the appointment was over. Also, first time patients of a doctor might have to fill out an online version of the “patient information questionnaire” before being able to schedule an appointment. Furthermore, a registered patient would have a single record of their information so that they would not have to enter it again and keep it updated for each doctor.

For people that don’t have internet access, they will call their doctors like normal, and a nurse or somebody will use the epointment system from the doctor’s office to schedule the appointment. 

Marketing Strategy 

Epointment’s first customers will be individual doctors with private practices or partnerships who want to be able to allow the making of appointments over the web. The reason they are the first target customer is that they have the most to gain from using this type of service. The customers the doctors will target this service to is technology savvy patients who enjoy the convenience and privacy of making online doctor appointments. 

Eventually epointment plans on attracting doctors on a grander scale by recruiting HMOs and PPOs. By offering appointments to many doctors at once it will give a value added service to the HMO/PPO encouraging more doctors to join and it will allow epointment to grow more rapidly. 

After rolling out the initial release of epointment, we will fall into a cycle of marketing and development. These cycles may overlap. The marketing cycle consists of trying to increase epointment’s customer base by creating/executing marketing campaigns, and/or creating alliances or partnerships. The development cycle consists of adding new features or improving existing ones. The cycles are very complimentary. The marketing cycle will let us become closer with our customers and learn what new features they want. We can then implement those new features in the next development cycle. This development cycle will give us more things to market in the next marketing cycle. 

Key Selling Points:

Cost Savings:

Like every other service industry, labor is the largest cost for doctors. The labor of the support staff (receptionists etc…) represents a large cost for doctors. Any automation of day to day office activities could allow the doctor to simply need a smaller support staff thus immediately affecting his or her bottom line. Much of the work of a doctors support team is taking phone appointments. Even if only ½ of a doctor’s patient choose to use this new convenient method of making appointments, that’s still ½ the call volume per day. If the average doctor’s receptionist makes $25,000 a year, a doctor can put $70 in his or her pocket each day this additional support team member is not needed. This represents a significant cost savings for doctors. Another way doctors can save money is by using email for checkup reminders. If a doctor has 2,000 patients, a doctor can save over $600 a year by replacing only one reminder per patient with an email reminder. If a doctor frequently corresponds with patients over the mail about appointments the cost savings can be much higher. Since epointment is a monthly fee, the return on investment (ROI) is immediate. Once a doctor makes his/her patients aware of the new online appointment method, the doctor will see an immediate return on investment. 

Increased Patient Visits

Epointment will increase the number of patient visits a doctor will receive in three ways. First of all, current patients are more likely to make appointments with the convenience of the web. Instead of putting off visits, a patient can click on the link in an email reminder and make an appointment that instant. A patient that puts off a visit for an average of a month a year will only visit the doctor 0.92 times a year. By giving the extra convenience of the web and instant appointments 24 hours a day, 7 days a week doctors can add 8% more visits with current patients alone! Patients who need to make impromptu (non-routine) visits are also less likely to procrastinate days until the symptoms become too much to bear. The second way epointment increases patient visits is by increasing doctor communication with patients via email. Since email is free, there is no charge for doctors to send out emails to all his or her patients. By reminding patients of upcoming flu seasons, allergy seasons etc… doctors can encourage visits from patients who might not make an appointment at all. Finally, patients who enjoy the convenience of online appointments will look for doctors that offer this service. Epointment allows doctors to have a value added service that brings in new patients. Patients can go to eppointment.com to find a physician that offers web appointments in his or her area. 

By increasing both the number of patient visits (income) and decreasing the labor and postage expenses (expenditures) doctors can stand to make a significant amount of money by using epointment. 

Competitive Analysis

Unless noted, all the listed competitors offer these features:

· Handles many types of appointments 

· Appointment Confirmation Emails 

· Providers can specify the types of appointments and duration 

· Providers can specify service availability times 

Online Appointment Systems


Bookappointment.com http://www.bookappointment.com
Bookappointment is a direct competitor of epointment. Our ideas have been developed independently from knowledge of BookAppointment. 

What BookAppointment has done well:

· One of the first to market 

· SSL Encryption for appointments 

· VoIP help service 

· MapQuest Maps 

What BookAppointment has done poorly

· Poor site design 

· Very few providers. I was only able to find one doctor (an Optometrist) in the entire state of Texas 

· An interface so confusing you NEED the VoIP help service 


BookAppointment offers two sites. OfficeAttendant.com is where providers go to edit their preferences, and set up their account (availability time, reminders etc..). BookAppointment.com is where customers go to make appointments. 

Overall the system is functional, but not particularly easy to use or professional looking. 
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WebAppoint.com http://www.webappoint.com
WebAppoint.com is probably the largest competitor to Eppointment.com. At first glance the website is well designed and looks very professional. Unfortunately beauty is only skin deep. It is obvious that this site is still a work in progress as some of the links on the main page do not work. 

What WebAppoint.com does well

· One of the first to market 

· Attractive, functional look 

· Nice calendar interface: functional and good looking 

· Prices for services published 

· Customer interface is very intuitive 

· Search feature: name, geographic location, or keyword 

What WebAppoint.com does poorly

· Very few doctors signed up. Only one doctor in the state of Texas (also an Optometrist) 

· Sign in page is confusing. Customers end up signing in as a provider 

· Shows too much information such as doctor’s WebAppoint account name, and account ID. A customer does not need to know this information. 

· Displays prices: doesn’t make sense for doctors other than Optometrists and Plastic Surgeons (only ones insurance never covers or only covers a flat rate). 

WebAppoint has the largest jump-start. Their site is polished, but lacks content. There are two parts to this business: the site, and the providers. They have a good site, but time will tell if they can attract providers.
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EAappointment http://www.eappointment.com/
It is very difficult to analyze eAppointment.com. This service is still in its infancy. Even at first glance the website looks like a poor personal homepage. Once you actually select a bottom level choice, the provider listing is fairly attractive. Obviously test data is still in the system and I only found one seemingly real entry. 

What eAppointment.com does well:

· Aesthetically pleasing provider listing 

· One of the first to market 

· Fax Service: Faxing appointments to providers without an internet connection 

· “Preferred” program 

· LOTS of Dentists listed (mostly in California). They must have signed up a dental PPO or have a partnership. 

What eAppointment.com does poorly:

· Only allows user to search by service. No geographic searching what so ever. 

· Only allows alphabetical sorting. 

· Confusing icons in provider listing 

· Searches on dentists listed ~300 dentists in 21 pages. There was no way to sort. 

· Website looks incredibly poor 

Eappointment has the advantage of having a good domain name and a jump-start. Their website runs on ASPs and probably uses a two-tier design, which will limit its scalability. The lessor of the three competitors. 
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Legacy Systems
General Information:

Most are DOS based, but have new Windows versions in the works or released. 

Manage more than appointments. Most manage patient records, billing, referrals, insurance(electronic claims submission) and more. The main benefit of a good legacy system is that all the information is tied together. Since we are only competing with their appointment making capabilities that will be all that is covered.

Raintree: Raintree Systems

General Product Info: Offers a modularized system. Doctors can add modules as they need them. New Windows version in the works which is specialized to certain practice types (General Practitioner, Chiropractor, Plastic Surgery)

The module that does appointments is called Raintree Practice Manager.

Important Features:

· Integrated Email

Screen shots of upcoming windows product:
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Companion Technologies:  MegaWest Medical Management Suite

General Product Info: Offers a modularized, highly customizable system. Windows or Character Based (DOS?) systems are available. 

The module that does appointments is called Appointment Scheduling
Important Features:

· Ability to schedule physicians, equipment and rooms

Data Strategies: CompuMedic

Core program with optional modules. Windows version is available.

The module that does appointments is called The Resource Scheduler

Important Features:

· View appointments in daily, weekly and monthly layouts

· Handles multiple offices

· Track no-shows, cancellations and confirmed appointments

· Block out time for meetings, vacations, and emergencies

· Print detailed schedules

· Ties in to third-party call automation system

Medisoft: Medisoft Original and Medisoft Advanced

Core program with optional modules. Windows version is available and MSDOS version is in the process of being discontinued.

The module that does appointments: Office Hours (comes with core program) and Office Hours Professional ($299)
Important Features:

· Day, week, month view

· Multiple provider view

· Equipment or treatment room view

· Clean screen view to see more appointments

· Find next available time slot feature

Screen Shots:
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Domain
Registered By
Expires

www.appointment.com
JAL, Inc  101 Brians Court  Wilmington, DE 19810
6/15/2000

www.appointments.com
Appointments, Inc.  913 Baltimore  Kansas City, MO 64105
5/20/2001

www.webappointment.com
Tommy Tam 168 S. Bernardo Ave  Sunnyvale, CA 94086
9/15/2000

www.webappointments.com
Out of Knoware LLC  5 Tudor City  New York, NY 10017
11/11/2001

www.mdappointment.com
Highway to Health, Inc  100 Matsonford Rd. Bldg 2 Suite 107 Radnor, PA, 19087
 

www.mdappointments.com
Do Young Park  9-05 123 Street  College Point, NY 11356
10/3/2001

www.doctorappointment.com
Accura Analytical Labs  6017 Financial Drive  Norcross, GA 30071
2/4/2001

www.doctorappointments.com
Hari Thrivikramji  14221 N.51st Ave  Glendale, AZ 85306
3/23/2001

www.doctorappoint.com
Carmela Bryce  Olachea 171 Miraflores Lima, Peru
2/10/2002

www.appointmentmaker.com
AppointmentMaker.com PO Box 5060 Austin, TX 78763
12/15/2000

www.quickappointment.com
Haritha Atmakuri   1989 Riverlanding Cr  Atlanta, GA 30045
12/11/2000

www.fastappointment.com
Bahram Mozayeny  P.O. Box 390107  Edina, MN 55439
1/19/2002

www.fastappointments.com
The Database Group  4011 Travis St. Dallas, TC 75204
5/26/2001

www.onlineappointment.com
Steven Weiner  1207 Evergreen Drive  Thomasville, GA 31792
???

www.onlineappointments.com
Kenneth Serembus  9071 Mill Creek Road  Levittown, PA 19054
9/15/2001

www.netappointment.com
Shadowood Software  PO Box 99797 Raleigh, NC 27624
8/5/2000

www.netappoinments.com
Indus Business Group  1765 Scott Blvd. Suite 201  Santa Clara, CA 95050
3/2/2001

www.speedyappointment.com
NovaSmart  154 Brock Ave.  Toronto, ON M6K2L4
4/6/2001

www.speedyappointments.com
Not Taken
 

www.eappointment.com
Tommy Tam 168 S. Bernardo Ave  Sunnyvale, CA 94086
9/15/2000

www.eappointments.com
Herecom.com  101 Woodmar Rd.  Stevensville, MD 21666
3/5/2001

www.eappoint.com
Net Ascent of Northern California  NANC STE. 3, 3851 21st Street  San Francisco, CA 94114
12/25/2001

www.eppointment.com
Eppoint  PO Box 5083  Greenwich, CT 06930
1/7/2001

www.epointment.com
Incubay, LLC  1317 Church Street  San Francisco, CA 94114
2/15/2001

www.appointmentplace.com
Yesica A Schaaf 6015 State Bridge Road #7404  Duluth, GA 30097
4/27/2002

www.makeappointment.com
MoreValue.com  564 Mission Street  San Francisco, CA 94105
12/30/2000

Operational Profile

epointment is in its 1st iteration of development. The 1st iteration consists of an analysis, design, and rapid prototyping phase to be completed by the owners. The end result of iteration 1 is a prototype of the system that will help the owners better understand the requirements of the system, the architecture and low level design, as well as the chosen development tools and environment(s). The functionality of the system at this point will be a subset of that described in the Business Description section of this document. This 1st iteration will be completed within the scope of the University of Texas at Dallas independent study:


Iteration 1

Analysis – complete June 12th, 2000

Design – complete July 3rd, 2000

Prototype – complete August 1st, 2000

[possibly refer to project planning document instead]

Upon completion of the 1st iteration, epointment will revisit this business plan to determine the best possible path to grow the business and become profitable. The current scenario is that epointment will undergo a 2nd iteration. This 2nd iteration will consist of analysis, design, implementation, and testing; to be performed by the owners. During this stage, external help will be temporarily required to graphically design the front-end of epointment. Once iteration 2 is complete, the system will be online and operational, and the owners will go about their day to day operations. The functionality of the system at this point will at least be that of the Business Description in this document. epointment will incorporate at this point to decouple liability.

The operating procedures for epointment will be minimized. The owners’ plan to automate the system as completely as possible, so that no interaction is necessary between the users of the system and the developers/maintainers of epointment. To facilitate this, web hosting will be outsourced to an appropriate ISP provider (For the 1st iteration, the owners’ will provide the server environment for hosting the epointment components). To prevent ISP lock-in, and promote competition among ISPs, the system will be developed so that its deployable components are not coupled to a specific container set. Also, at this stage, the owners’ will remain the only employees. Their responsibility to maintain the system will kept to a minimum. Such tasks might entail answering email messages from end users, and fixing bugs. The main responsibility of the owners’ will be to grow the business. This consists of marketing and adding functionality to the existing system. So that after iteration 2 is complete, the owners will market the system to get a user base. Once a user base has been established, the owners will add functionality to the system. This cycle continually repeats, because with the additional functionality the owners will be able to attract more users through marketing. At this point, it is likely that the owners would have to acquire employees to support the maintenance and marketing of the system. As the user base grows, the profit model of epointment will be changed to whatever is appropriate.

Personnel 


During the 1st iteration, the owners (resumes follow) will be the only employees of epointment.


The owners will also be the only employees during the 2nd iteration. Although, external help will be required for designing the look-and-feel of the front-end of the system. Near the end of the iteration, web hosting of epointment will be outsourced so that the owners can focus on marketing the business and adding functionality to the system. Before going operational, legal help might be required for incorporating and writing end user agreements.


Epointment will require some part time employees for iteration 3. This would consist of a part-time employee that would help maintain the existing system. One of their tasks might be to respond to end user emails. While the owners continued to add functionality to the system, another part-time employee could be marketing the existing system and the upcoming version.

CASEY CHESNUT
9959 Adleta Boulevard, #203

Dallas, TX 75243-8146

Cell 214-641-6274

kcchesnut@hotmail.com
pages.about.com/kcchesnut
Objective:
Business-to-business e-commerce software systems engineering position.

Education:
( MS Computer Science in Software Engineering, GPA: 3.7 (27 credit hours)



University of Texas at Dallas; Dallas, TX [expected August 2000]



( Masters Equivalent Program in Software Systems Engineering



University of Texas at Austin; Austin, TX [December 1999]

( BS Computer Science, Minor in Philosophy, GPA: 3.3 (cumulative)



Trinity University; San Antonio, TX [May 1998]

Skills:

( Systems - Requirements, UML OOA&D, SRS, DBDD, SDD, CMM, CASE


( Architecture - Java Enterprise, Application Servers, CORBA, CBSD, COTS



( Software - OO, Java, C++, C, MFC, STL, Netscape Plug-ins, HTML, HTTP, Tcl



( Database - Database Design, Oracle 8i, SQL, ProC, Microsoft Access



( GIS - Oracle 8i Spatial, SDE C/Java API, ArcView, Arc/INFO, Avenue

· Environment - Rational Rose, Visual C++, ClearCase, SourceSafe, Win9x, NT, Unix

Project Experience:


Valtech Incorporated; Addison, TX (1999 – Present)

Zixit ZixMail and ZixCharge
Developing systems to provide secure email and e-commerce transactions on the Internet.

Summer 1999 – Present (Consultant/Contractor)

Developed Internet browser plug-in prototype using C++ and MFC to provide secure online credit card transactions using encryption technology. Performed UML analysis and requirements gathering for the following version. Designed client application component for reading, decrypting, and verifying encrypted email messages.

Raytheon Systems Company; Garland, TX (1994 - 1999)

SIVAM (System for the Vigilance of the Amazon)
Developed integrated remote sensor system for reconnaissance and wide-area surveillance of the Amazon.

Summer 1998 – Summer 1999 (Full-time Software Engineer II)
Object-oriented rapid application development for n-tier distributed GIS database using Java and C++. Designed system architecture to manage spatial data that incorporates CORBA and EJB components with an Application Server to an Oracle 8i Database. Database design and modeling to map object-relational data into a relational database. UML systems analysis and design traced to requirements in RTM. Generated DOD standard SRS, DBDD, and SDD documentation.

Summers 1997, 1996, 1995, 1994 (Co-op)


Elaboration withheld for brevity.

Clinton James Chadwick


3133 Sebring Dr.



Home Phone: (972)867-0592
cchadwick@directlink.net
Plano, TX 75023



Cell Phone: (214)293-6926
verb@utdallas.edu

OBJECTIVE
To obtain a challenging position in software development



EDUCATION
University of Texas at Dallas  Richardson, TX

BS Computer Science 1999 Graduated Cum Laude

University of Texas at Dallas  Richardson, TX

MS Computer Science with a Major in Software Engineering

Expected Graduation Spring 2001



EXPERIENCE
Valtech Technologies   Dallas, TX

Consultant    3/00 - present

· Requirements, Analysis, Design, and Implementation of various ATL/COM components for the Win32 environment.

· Creation of XML DTD/Schemas, Style Sheets (XSL & XSLT), and XML Documents.

· Using the Microsoft XML API (MSXML) to manipulate these XML documents within COM components
AT&T  Dallas, TX

Sr. Technical Associate  5/99-Present

· End to end implementation of a web-based enterprise document management system

· Designed and developed various ASP based web applications

· Calendar to schedule employee visits to off-site offices. 

· Survey system to poll employees or customers and graphically report results.

· Comprehensive system to capture and track employee skills and provide detailed reports. Used to facilitate project management. 

· Installation, configuration, and administration of enterprise servers.

· Installation of hardware components

· Installation of Windows NT Operating System and drivers 

· Configuration of multi-homed servers 

· Installed and configured MS IIS 4.0 

· Administration of MS IIS 4.0 using the Microsoft Management Console

University of Texas at Dallas   Richardson, TX

Teacher’s Assistant  9/98-5/99

· Taught computer science labs (C++)

· Held office hours and answered student questions

· Graded homework, quizzes and exams

Self Employed

Web Site Designer   6/95-5/99

Texas Foreign Language Association, Anglers and Hunters Inc., The Ferndale Club

· Solely responsible for design and creation of web site

· Wrote detailed proposals and specifications

· Created all graphics for web sites

· Perl script implementation to restrict access to certain web pages where requested 



ACADEMIC ACTIVITIES
· Association for Computing Machinery
            Chair (President)

· Upsilon Pi Epsilon Honor Society
            Vice-President

· Golden Key Honor Society
· Provided Free Weekly Computer Science Tutoring 

           Part of ACM free tutoring program



ACADEMIC PROJECTS
· Web Based Text Messaging System – Java: An applet was used as a means to connect two Java applications in a chat session over the internet

· Threaded QuickSort – Java: Concurrent Java Threads were used to speed up the standard quicksort. The threads had to be highly synchronized due to the dependence of each thread’s “answer” on its children’s answer. 

· Monte Carlo Statistical Simulation – C++: Simulated multiple compute jobs entering a multiple server system with active load balancing. 

· Print Spooler Simulation – UNIX/C++: Simulated a print spooler with multiple processes submitting print jobs with a system that forked off a print spooler process along with 2 to 10 concurrent processes intended to simulate users submitting print jobs. These processes iteratively processed scripts, which contained a series of commands instructing the process to pause a specified number of seconds or send a specified print job to the spooler. The processes were synchronized using semaphores. 

· Hard Disk Sector Analyzer – x86 Assembler: Displayed the contents of a hard disk sector in ASCII. Displayed the current platter, and cylinder. User could navigate, or jump to any sector.



COMPUTER SKILLS
Programming Languages: C/C++, Java, Pascal, Perl, VBScript, Jscript, HTML, SQL

Operating Systems: Windows 95/98/NT, UNIX, Linux, MS-DOS

Software Applications: MS Office, MS Visual Studio, Allaire Homesite, Macromedia Dreamweaver, Rational Rose (UML);

Networking: 10BASE-T/10-BASE 2 LAN cabling, hardware and Network Interface Card installation/configuration. Connecting intranet to high speed internet connections using a router and firewall (Linux IP Masquerading). Configuring and installing necessary network drivers and software on both Windows and Linux platforms. 

Hardware:  Building PCs from scratch, installing/removing CPUs, RAM, optical drives, hard drives, removable drives; installing/removing SCSI I/O boards, modems, NICs, graphics boards, and sound cards.

Financial Data


The financial data for epointment is highly speculative. During the 1st iteration, epointment has to be non-profit because it is a school project for the University of Texas at Dallas. During this iteration, the most costly resource is the time of the owners, which is being supplemented by the lack of classroom time for the independent study project. Additional costs are being bootstrapped by the two owners. To keep bootstrapping costs to a minimum, the owners are planning to prototype and develop using freeware tools. Therefore, epointment will not accrue any debt to complete iteration 1.


epointment will revoke its non profit status and seek venture capital to accomplish iteration 2. Iteration 2 will consist of fully implementing the site, geared towards physicians. Debt will be accrued during this time period since there will be no user base.


epointment will start bringing in money during Iteration 3. Iteration 3 would be geared towards modifying the existing system to accommodate dentists, and to generate a flexible scheduling system to support the general public (e.g. beauticians, call girls, etc.). There are many profit models that epointment could use to become profitable. The most likely candidate would be advertising. 

As internet usage increases, the amount of money spent on internet advertising is also increasing. First, doctors and dentists might be charged as epointment delivers new patients to their care. Thus, it becomes an advertising service for the doctors. Next, due to the professional nature of doctors and dentists, epointment could charge high dollar for banner ad advertisements as they are using the site to build their schedules. Then, low dollar high volume banner ads could also be targeted to the end users of the system that are scheduling epointments, since a single doctor might have 300 or so patients under his/her care. Next, epointment could be offered as a service to PPO’s, which would attract both a larger doctor and patient user base to the PPO, which would allow epointment to charge the PPO a fee for providing the service free of charge to all their doctors, which are already paying a fee to belong to the PPO. Finally, patients will never be charged to use the epointment system, which ends up being free advertisement for epointment.

Estimate of the number of United States physicians:

American Medical Association said there were 278 physicians per 100,000 people. From historical data, this was growing at a rate such that there are now approximately 300 doctors per 100,000. This figure comes to each doctor taking care of 333 patients. The census estimates there are currently 274,823,417 US citizens. Thus, there are approximately 800,000 physicians epointment could initially market to. By acquiring a small percentage of this market would attract advertising for both doctors and their patients. Both patients and doctors could be targeted based on the service they are seeking/offer respectively.

