UNITED STATES

SECURITIES AND EXCHANGE COMMISSION

Washington, DC 20549

Form 8-K

CURRENT REPORT

Pursuant to Section 13 or 15(d) of the
Securities Exchange Act of 1934

Date of Report (Date of earliest event reported): October 25, 2013

Streamline Health Solutions, Inc.

(Exact name of registrant as specified in its charter)

Delaware 0-28132
(State or other jurisdiction (Commission
of incorporation) File Number)

1230 Peachtree Street, NE, Suite 1000,
Atlanta, GA 30309
(Address of principal executive offices) (Zip Code)

Registrant’s telephone number, including area code (404) 446-0050

31-1455414
(IRS Employer
Identification No.)

Check the appropriate box below if the Form 8-K is intended to simultaneously satisfy the filing obligation of the registrant under any of the following

provisions:

(o]

o

Written communications pursuant to Rule 425 under the Securities Act (17 CFR 230.425)
Soliciting material pursuant to Rule 14a-12 under the Exchange Act (17 CFR 240.14a-12)
Pre-commencement communications pursuant to Rule 14d-2(b) under the Exchange Act (17 CFR 240.14d-2(b))

Pre-commencement communications pursuant to Rule 13e-4(c) under the Exchange Act (17 CFR 240.13e-4(c))

Item 7.01 — Regulation FD Disclosure.

Robert E. Watson, the President and Chief Executive Officer of Streamline Health Solutions, Inc. (the “Company”), participated in an interview with The
Wall Street Transcript, which was published on October 25, 2013. A full transcript of the interview is attached as Exhibit 99.1 to this Current Report on
Form 8-K. The Company undertakes no obligation to update the information discussed in the interview in the future, except as may be required by law.

The information furnished pursuant to this Item 7.01, including Exhibit 99.1, shall not be deemed “filed” for purposes of Section 18 of the Securities
Exchange Act of 1934 (the “Exchange Act”) or otherwise subject to the liabilities under that Section and shall not be deemed to be incorporated by reference
into any filing of the Company under the Securities Act of 1933 or the Exchange Act.

Item 9.01 — Financial Statements and Exhibits.

(d) Exhibits

EXHIBIT
NUMBER

DESCRIPTION

Streamline Health Solutions, Inc. Interview Transcript published October 25, 2013.

2



SIGNATURES

Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by the
undersigned hereunto duly authorized.

Streamline Health Solutions, Inc.

Date: October 28, 2013 By: /s/ Nicholas A. Meeks

Nicholas A. Meeks
Chief Financial Officer

3
INDEX TO EXHIBITS
Exhibit No. Description
99.1 Streamline Health Solutions, Inc. Interview Transcript published October 25, 2013.

4




OCTOBER 28, 2013

THE WALL STREET

1T RANSCRIP'T

Connecting Market Leaders with Investors

THE FOLLOWING REPORT IS EXCERPTED FROM
THE WALL STREET TRANSCRIPT

10-28-13
HEALTH CARE IT REPORT

HATICE

Tho Wall Stmet Transcript doms nod i asy way erdism of pairstes e sccuricy or ity of any
of e Efafn ifih, WlubmSesly oF SpSEd duftaiied i the Teporti OfF Sivirenti of othar frmi of
mdrvidualy, Wh uke o cape 19 RN oF SRcTE b socumly what hug been erten o sl by
lars bt bt anis of e piasfbility of haosin of mochirati] eende, e ianit s isy by for
B comectinedi of The Taaaniphen We poial oot festhes thal, of coesen, all ofissin cipeniind ise
sbject 1 chasgs withoo! notice. Meilher the Sfirrmubion of iy opiroon which may be expresand
CtdaTies 3 selcitation for the posches: of side of any secunised reformed e berein,  For fonber is
Cormation, Coti e dndovados] of (v 0 ofganizs tion cosdemed

CHIEF ECERUTIVE OFACER FORUMS INTERVIEAS

Imporuns Phote: Wall Strest Teapacnps forams and mbarverss with Chesd Executive Offioers a0z
Furtisdad verbalom 4 sd8enad condent ared o lede Torsurdosang vubmanb™ (a5 such fenm s
dafirad in the Ursted St Privets Sacuoties Litpation Reform Act of 1905) Thaw “Foraard.
brclcimg maerenld™ muy bo sobfect 1o and be made pesveant 10 e “uafe-herbor™ poovisons of
Secton 1A of the Usnited $Saten Secarties Actof 19753, s amended, s Section 21E of the Undied
Rates Srcuntieg Bxchargm Actof 14 o snmded. Since Dade sl prvacet oo budedd on Faiion Bul

orvolve it afd hceRiimtios, dotaal sorelt sy differ suierully Tooen Thede cuperased of aplied
by snch ™ forwa sd-looiting: iutements”. Soch facues ave often incladod in te corspuay’s fings of
repiets with The United Sites Secusities ind Buchisgs Cimsrrduion, inclating Rorms 10K, 3003,
E-K il Prowy Sukemenly; e Compisy’s ifduil el ilesis fepdeli W idarehol ey asd shadus
docusseats. In Carmying oul our peipoaabditied W oo pabides and o The Chiell Exeoutive Cfficen
selacied for foram of Drlerviews, wee 4oe requerad {o-offer, and e offer, ¢ach Chaed Ensoutoes Cffscer
AN ppOTTAR Y b b ken e masrwiee and provids cur readers and polential invesion wis ipecsic
Brarcia] dats, hiding sammivngs falementi, balance dhiel siemenis and otber st il Bucieds
and francil date, Thecugh e sponbersd pubicstion of pach reporis o highlights theeefrom, with
et D, e oTTTed B

Feandnd 1960
Fablizhod by Wall Stned T pt Eampartisn
2 Thind Foe, 346k Wowr Bow Yode, BV 017
Sappright 20 Yl Stmoet Tennneripi Cerpamtinn
All Bight Resnrond

Exhibit 99.1



Streamline Health, Inc. (STRM)

ROBERT E. WATSON was appointed Prezident and Chief Exacutive Officer
of Streamline Health, Inc., in 2011. He has more than 25 years of experience
inthe health care information technology industry as a CEQ, board member
and adviser to multiplea companies. Before joining the company, Mr.
Wataan was President and CEQ and a Director of DocuSys, Ine., a provider
of anesthesia information systems that was acquired by Merge Healthcare
Inc. in March 2010. Immediately before joining the company, Mr. Watzan
was engaged as a Consultant to several venture capital firms and growth-

gtage health care companies. Before joining DocuSys, he was Executive

Vice President of Business Development of Concuity, a health care division
of Trintach, Ple. Before that position, he was President and CEO and a Director at Concuity Ing,
which waz acquired by Trintech, Ple., in December 2006. Prior to joining Concuity in 2001, Mr.
Watson was acting CEO of HealthTrac Corporation, Vice President and General Manager at Cerner
Corporation, while zarving as the CEQ of itz IQHealth business unit and has been the founder or
sanior executive of several health care organizations throughout hiz career. Mr. Watson was a
director of Satori Labs, Inc., which was sold to Quality Systems, Ine. in 2011.

SECTOR — MULTIMEDLA SOFTWARE
(AN J600) TWST: Would you begin with a brief historical
sketch of the company and a picture of the things you're doing
at the present tine?

Mr. Watson: Streamline was founded in 1989 in
Cincinnati, Ohdo, Tt was venture-backed and went public in 1996,
in the early days of the dot-com play, New manag ement amived at
Streamline in the spring of 2011. In 2012, the company relocated
to Aflanta. Today our solution sets fall inte three categorics:
enterprise content management, analyties, and computer-assisted
coding and elinical documentation improvement.

TWET: Tell me a ltle bit about the three solution sets.
Which one is the biggest? Which one holds the most apportunity?

Mr. Waisom: The enferprise content management
segment of our business is the legaey business of Streamline,
which existed before this management team amived. That is the
largest revenue-producing sector today for us. That business
unit has approximately 40-plug clients, representing about 170
hospitals, This fiscal vear, it will generate about 60% of revenue,

Owr malytics selution, OpportunityAnyWare, s our
fastest-growing solution. That business has doubled in size since
December of 2011, We cwrently provide services to 25 clients
representing about 150 hospitals. Our computer-assisted coding and
elineal documentation improvement business, known as Callabra,
cumrently serves about 33 clients, representing about 230 hospitals,
We think that seetor, given the pending conversion to ICD-10 and the
challenges the market places on our dients, has a pretty good mumway
in front of it as we look out into the balanece of 2013, 2014 and 2015,

TWST: It seems like something a lot of people would
be looking into right now.

Mr, Watson: We talked about this on the last camings
call, If you look at the percentage of our sales pipeline by solution
set, it's changed pretty dramatically over the last three quarters.
Three quarters ago, analytics represented about M0 of our sales
pipeline, 3% was enterprise content management and 5% coding.
Today, while that pipeline has grown significantdly, 50% of the
pipeline 12 analyties, 30%6 is coding and chimcal documentation
improvement, and 209 is enterpnise content management. 5o
we've seen significant pipeline movement in both the Collabra
Suite and the AccessAnyWare Suite.

TWS5T: How would you describe the outlook for the
indusiry in general and for your company in particular?

Mr. Watson: It's an exciting time for anybody in heath «

care, There's a looming challenge of ICD-10 comversion. There’s
the challenge our elients face to figure out how to navigate changing
reimbursement modds; whether if's from A COs or any other payment
mechanism, there is going fo be change. There’s the challenge of an
inerensed payment burden on the consummer, Add to diat the dallenge
our clients experience regarding the shortage of resources, particulmly
in their IT departments, to get new IT solutions indalled. S0 it's a
challenging time but also an excifing one.

As for Streamline Health, I think we've developed a set
of solutions and a team that's prepared to address many of those
challenges facing our dients md owr client prospects. As 1 smd in the
lagt carnings call, like our clients, we face the human capital challenge
of having enough resources to get things installed in a tmely fashion.

TWST: What's the competitive landscape like, and
what do you see as some of your competitive advantages?

Mir. Watson: The landseape itselfis very duttered, as you
wonld expect. Tt ranges from large, multibillion dollar organi zations te
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venture-backed startups. IF vou looked at a graph of our competitors,
it"s nodsy, What's interesting to us is that if vou segment the landscape
by our three solwtion sets, there is no other competitor who covers
all three. Wi think that’s a material competitive advantage, We think
our clhient base and the referenceatality of that chient base 12 also a
competiive advantage. We have very strong market concentrations
i metropolitan New Yok, Philadelphia, the west coast of Flonda
and Texas. We think that’s also a leverageable competifive advantage,
having relationships with those CFOs and ClIOs

“Both of our aoquisitions have turmed out very
well for us. The analytios acqulisition, as |

mentioned, is the fastest-growing segment of
our business”

TWST: Last year your biggest goal was to continue to
push ihe company in a more markei-facing dircetion. Can you
give us an update on how you're doing there?

Mr. Watson: When [ first came here two and a half
years ago, that was a focus then. It was a focus last year, and
frankly, it continues to be part of our core DNA of who we are
as an organization. We've gone about that by asking each of our
Mol executives to essentially “own™ a sat of cients, to have
exgcuive-to-executive relationships. We really spend a lot of
our time talking with our current clients about where they see
the market going, where they see challenges, where they see
opportunity, and the areas where we might be able to help them.
Personally, in the last six weeks I've visited about 10 of our clients
to have those kinds of conversations. Each and every Senior Vice
Prezident of this company has the same responsibility.

TWST: You reported some impressive numbers on
your last earnings call, including 2 T4% increase in revenues and
an §1% increase in adjusted EBITDA. What was the message
you were hoping to deliver to the market during that call?

Mr. Watson: There ware really three themes in that call
from our standpoint. First was that as an organization, our teams have
continuad to execute well on our commatments to the marketplasce
to grow the business i an orderly fashion. That’s represented by
the numbers vou mentioned. The second message we wanted to
get across is that our sales organization continues to expand, the
quality of our sales pipeline continues to improve. And thirdly, we
spent some time talking about the human capital challenges that
our clients face and that we face. We think that's a very real issue
that's faced by every health care provider in the country, and frankly,
nearly every vendor that 've talked to has the same challenges.

TWST: Tell me 2 litthe bit more about the challenge
that you're facing in that area.

Mr. Watsen: If vou think about it from our client
stamdpoant, we have nine or 10 saimultansous implementations
underway at the moment, and our clients have challenges fielding

encugh personnel to do ther side of the implementation in a tmely
fashion. 5o that's one challenge. On our side, given our growth —
our Aflanta office, for example, has increased from about 10 people
to 65 people in the last 12 months. Given that growth, we've had
some challenges in recnuting talented health care [T professionals
to help on our side of the implementation.

TWST: Another goal we discussed last year was
sArategically infroducing more new or enhanced selutions (o the
narketplace. What can you tell us about these efforisat this poini?

Mr. Watson: Weve continued to work on the infegration of
the assets we acquired in 2001 and 2002, tying these solution sets into
a common look and feel across the suite of solutions. We also talked
recently about a 01 2014 release of a climeal analvtics platform. We
think we've assembled a set of assets that give s a sipmificant nmway
in terms of our abality to deliver on that solution. We've tried to set
the stage with our clients and sales prospects that we will have an
innovative addinon to our analytics offering around the clinical side
of the business, one that will essentially try to address the question for
our clients, “What if vou knew that yvou were aboust to admit a patient
that had a #0% probability of being readmiatted? Wouldn't you nun
vour business differently?” Intemally, we talk about the need to help
our clients look around the comer, to look into the futre, We think
we're starting to assemble the assets that allow us to do that.

TWST: You completed several acquisitions,
including last year's deal with Meia. How is the integration
going on these deals, and what kind of philosophy do vou
have toward acquisitions as you look ahead?

Mr. Watson: Frankly, both of our acquisitions have tumed
out wery well for us, The analytics acquisition, as [ mentioned, is the
fastest-growing segment of our business. We think the integration of
the Meta technology into our solution set has also been incredibly
pesitive for us, highlighted by the Momefiore Medical Center
contract we talked about in the last earmings call.

TWST: What's your philosophy toward acquisitions
as you look ahead?

Mr. Watson: Our philosophy on acquisitions has been
pretty consistent for the last two and a half vears, and a big part
of it is market-facing. When we talk wath our chents and sales
prospects, they give us feedback about where they see challenges,
where they see gaps in offerings from other vendors, and where
they see areas where they think it should be something that we
should be doing, We take that guidance and then evaluate those
challenges and opportunities on the basis of budld, buy or partner,
and in those cases where we have a lot of runway, meaning that the
demand for that particular solution is probably late 2015 or later
kind of demand, we think we have time to buld it, 1§ we don’t have
that kind of time, the options are to buy or partner.

In those arcas where we think the revenue model is
perhaps o litle unclear, we'll likely parmer, you've seen us do same
parinership announcements over the last couple of years, where we
think it's part of the selution set that we should have in cur portfolio
but don’t feel that the sepment is necessanily mature enough to own
at this point. In those arcas where we think it’s a relatively mature
segment, where we think there's clanty of revenue models and
clarity of the opportunity, we will be acquisitive.

TWST: I'm sure they are legion, bui what are the



COMPANY INTERVIEW —
higgest issues that your clients are struggling with, where maybe
they re not finding solutions easdly?

Mr. Watson: We break the challenges of our clients down
in three very distinct categories. The first set of challenges is around
meeting the meanangful use requirements for phases two and three,
and there are opportunities in our current solution sets for us o help
them address that. We think it's meamngful; there's still focus on it
It’s a relatively large and reasonably clear opportunity,

Second is the challenge of the conversion from ICD-2 1o
1CD-10. By the way, | don’t think that"s a bubble phenomena; it’s not
a Y 2R-like 1s=ue. Health care providers, and likely even some payors,
are not going to be technologically ready on October 1, 2004, 5o the
rollout of hose solutions is going to oceur well into 201 5 and probably
2016 before all the solution sets are locked down. So we think that’s a
pretty karge opportunaty for us, and a major challenge for cur clients,

Thee third area is what I'll loosely defing as the changing
reimbursement models. In that segment we believe that the
altemnative care orgamzation, of ACO bus, has left the station.
However, 1 don’t think we know where that bus is going to park
next. So owr clients are saying they don't know what’s going to
happen, but they re pretty sure they're going to have to take nsk,
and they"re wondering how to mamage risk,

I remember when hospitals took pavment nsks back in the
1980s and 1990s. We're back in that same cvele again, and they
don’t know how to mamage it That’s where we think the clinical
analytics platform we're talking about becomes matenal. We're also
pretty convineed in the changing reimbursement sector that there’s
going to be increased burden on the consumer. So how do you
identify what that consumer owes pror to admission? How do yvou
collect that amount? How do you ensure you get pand? That area 15
important for us going forward.

TWST: As you talk with investors, what kind of big-
picture questions are you getting asked the most, and how are
you answering them?

Mr. Watson: We get asked the 1CD-10 question a lat. Is
ICD-10 a bubble? No. Are people going to be prepared for [CD-=107
Mo, Do vou have a plan for how to assist vour clients? The answer
is ves, While we have a computer-assisted coding solution — and [
mentioned, we had a major sale there to Montefiore last quarter —
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wie also have aset of solutions that are a bridee between 1CD-9 and
1CD-10. We think that a bridging strategy for health systems that
haven’t implemented a computer-assisted coding solution today is
a good pathway to prepare them for ICD-10

TWST: It sounds like you're getting a lot of interest
in those solutions.

Mr. Watson: Yes, and you can tell that by the shift in
our pipeline.

TWST: What are the two or three best reasons for a
long-term investor to take a close look at Streamline?

Mr. Watson: We think there are three things that
are important about the Streamline Health story. First, our
solutions are very relevant to addressing the three challenges the
marketplace faces today: the final phases of meaningful use, the
1CD- 10 conversion and the changing reimbursement models, Our
suite of solutions is firmly in these three areas,

Secondly, we have a client base that, for a company of
our size, is outstanding. 17 vou leok in metrepolitan Mew York, we
have virtually every major health system: Montefiore, North Shore
Long lsland Jewish, Mew York Presbyterian, Memoral Slean-
Kettering, the list goes on. It's the same way in Phaladelphia and
the same way in other markets as | mentioned earlier.

Ani third — and this 1 think is reallv eritical for an investment
decizion — [ think the team of assoctates we've bualt over the last two
amd @ half vears is an asset. We've been very diligent in cur recruiting
efforts to ensure that we've hired the baghtest, mest talented ndividuals
available, and we think cur teams have performed excellently.

TWST: Anything else you wanted to discuss?

Mr: Watson: | think we were spot on,

TWST: Thank you. (M.JW)

ROBERT E. WATSON

President & CEQ

Streamline Health Solutions, Inc.
1230 Peachiree St NE

Suite 10040

Atlanta, GA 30309

(§RE) 997-8732

wwnlstreamlinehea lth.net



