
 

 

 

 

 

 

 

 

 

2015 CT FHA 

Merger  

 

"An organization's ability to learn, and translate that learning into action rapidly, 

is the ultimate competitive business advantage."  

-- Jack Welch, General Electric CEO  

 

  

Touch the Future! 



CT Customer FAQs 

1. What happened to the Executive Team of ChiroTouch and Future Health? 
 

Ron McNeill has elected to sell his interest in ChiroTouch, however has maintained an interest to be 
available as a consultant if the need were to arise. 
 
Dr Michael Failla has elected to sell his interest in ChiroTouch and step away from the company.  He no 
longer has a role at ChiroTouch.   
 
Robert Moberg will continue leading ChiroTouch as the President and CEO.  Robert has enjoyed that role 
since 2008 and remains deeply committed to the issues facing the Chiropractic Profession and directing a 
path of solutions.  
 
Dr. Steve Kraus has transitioned into the role of Chief Market Strategy Officer.  In that new role Steve will 
continue his dedication to the profession and lead our thought leadership initiatives focusing on the Clinic 
of the Future® messaging and education.   
 

 
2. Who are the new owners? 

 
Robert Moberg and Dr Steve Kraus will continue on as owners from the past to the future.  In addition, 
there was a large outside capital investment made to allow this merger to occur. 
 
 

3. Why did Future Health merge with ChiroTouch? 
 

This investment is more of a merger than a transaction. We will merge the Future Health® SmartCloud® 
platform into our product line of solutions, and we will be merging several of their key people into our 
company.   Trends are showing a positive move in the market towards Cloud solutions, and we have 
determined that SmartCloud® is the best solution in that category with the business desires and dedication 
to the profession that best align with our mission.  Both company CEO’s believe that we can help the 
profession faster and better by joining together rather than staying separate. This is good for our clients, 
the profession, and our respective company missions, now unified into one. 
 
 

4. What is the cloud?  What is SaaS? 

 
The Cloud is a method of delivering software that keeps the software and data on servers hosted outside of 
the Chiropractor’s office.  Generally speaking, you can log into and access your software, without having to 
physically be in your office.  You can remotely log in from anywhere in the world, as long as you have 
internet access.  This can either have the full software hosted, or only the data and business logic which 
would be known as a “thin-client” cloud implementation.   
 
SmartCloud is delivered under the Cloud/Thin-Client server infrastructure. 
Chirotouch is a Client Server implementation method that has the server, data, and business logic all “on 
premise” at the practice location.   
 

o SaaS stand for Software as a Service.  This refers to the method of accessing or licensing 
software which is not “purchased” but is licensed on an annual or monthly fee basis.  These 
service models are most often supported in the “Cloud” method of delivery.   



Chirotouch has many “practice enrichment tools” (secure, reminders, intake…and more 
coming) that are SaaS orientations. .  

o At this time, both Chirotouch and SmartCloud products are provided as a purchased license 
with Maintenance and Support over the lifetime. 

 

 
5. Are the current ChiroTouch or SmartCloud software products going to change? 

 
Software is always changing.  We expect to strongly support the Chirotouch® Server and the SmartCloud® 
solutions in the market as we begin to evaluate which platform(s) will best serve our doctors in the future. 
The most important things to “change” now are focusing on incorporating the features from both 
platforms that will benefit the clients most.     
 
 

6. Do I have to switch to a new software from the one I’m using? 
 
No.  Quite the contrary.  It is likely that there will be an option in the future, should clients desire to switch 
to the other solution, however at this point those steps haven’t been clarified and there is no incentive to 
make a switch.  Each software platform will continue to be supported and clients can stay there as long as 
it makes sense.   
 

7. Will I have to change in the future? 
 

Nope, but the future will have some changes.  We will devote strong resources towards Technical needs, 
feature gaps, and rounding out our Chirotouch and SmartCloud platforms to deliver the enriched set of 
features from both platforms.  We will spend very limited time on bringing new features to the 
SmartServer/VOS platforms, but will continue to support the product for as long as necessary.  We look 
forward to making that journey with our clients.   

 
 

8.  Can I switch to a new software? 
 

Not at this time.  Once we are through the initial phase of the merger, we will look at the steps and 
procedures necessary for such a switch.  However, that is a phase two initiative and could take 6 months 
to 1 year to gain clarity.  If you have questions, please call ChiroTouch Support at 619-528-0040.   

 
9. Will the merger change support hours? 

 
Not unless it is determined that it will service our clients more effectively.  
 
 

10. Are the rates for support and services going to change?   
 

There will be some modification to the support and services we have long had in place.  These changes are 
not due to the merger, but more accurately reflect enhancements and improvements being made to 
answer calls more quickly, serve clients better.  
 
 

11. Will other technologies be added to the company product line? 
 



We are committed to continuous growth and improvement.  In that pursuit, our focus is to bring the best 
possible software solutions to the market, as well as enrich the offerings we provide.  This may include 
bringing other software platforms or technologies within our company to better serve our client’s needs.  
 
Currently, ChiroTouch offers the best server-based software solution and Future Health offers the best 
cloud-based solution to the Chiropractic profession.     
 
We believe the unification of software solutions in the market provides a stronger opportunity to better 
solve the financial challenges, revenue needs, patient growth opportunities, and regulatory compliances 
facing our doctors.    In addition, as data becomes a stronger bridge to communicating Chiropractic 
effectiveness, unifying and collaborating data will provide a strategic opportunity to bring life to that data 
more powerfully.    
 
  

12. I want to talk to the new owner... 
 

You can easily speak with Robert Moberg, our President, CEO, as he continues his tenure in both position 
and ownership and can represent or communicate on behalf of the board as you wish.  In addition, Dr Steve 
Kraus will continue as an owner and would be happy to speak with anyone as well.  Robert is available 
should you desire a conversation and you can reach him easily through the switchboard at Chirotouch, 
6169-528-0040.      
 

 How will the Chiropractic profession benefit from this merger? 
 
We did this for our clients, the profession, and our company mission. There is some work to be done, but the 
outcome will be powerful and beneficial to all doctors of chiropractic Just wait and see what we do next.  We’re 
hopeful that you’ll be pleasantly surprised. 
 
We will continue to be deeply devoted to our doctors and help drive out wasted time, and deliver greater 
efficiencies so the doctor can focus on building revenue, attracting new patients, and staying ahead of 
regulatory compliance needs.  As we master our attentions on those items, we will continue to focus squarely 
on bringing life to the data collected and will empirically redefine the chiropractic profession and draw 
attention to policy change.  
 
In addition, in a deeply competitive market, strong technological opportunities are not shared and great ideas 
are used to create an imbalance between software platforms.  Working together, we WILL focus on unifying the 
best solution from both platforms, and place less energy on competing and more energy on creating.  This will 
work to the benefit of the profession in the following ways:  
 

 Work intently aligned towards the most significant features from both platforms to provide broader 

tools capable of assisting with payment recovery, practice growth, patient longevity, and driving out 

time. 

 Give chiropractors a choice in how they implement an electronic health record system. They’ll be able 

to compare their options in an objective manner, no matter if they run a brand-new practice, an 

established one-doctor clinic, a multi-doctor practice, or a large multi-site clinic. 

 Provide DCs the tools, documentation, education, and support so critical in dealing with complex 

reimbursement and practice management challenges. 



 Help chiropractic patients become more involved in their healthcare decisions and increase patient 

interaction with their doctors, including online bill paying, scheduling, and other advances to help meet 

growing consumer healthcare expectations.  

 Facilitate harmonization of real-life clinic performance data to increase the recognition of the 

profession amongst the medical community, insurance companies and third-party payers, as well as 

consumers looking for better solutions, and doctors looking for internal validation. 

 


