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PERSPECTIVE

How to turn your AI startup into tomorrow's success story: Tips from Wisedocs
founders Connor Atchison and Jenna Earnshaw

Generative AI has been a buzzword in the tech world, and it’s now
making inroads into more traditional sectors like insurance. One
standout example is Wisedocs, a Toronto-based startup using AI to
review and summarize medical records, that recently raised $12.7
million in Series A financing and $4.5 million in growth capital financing
with the support of BLG.

BLG Partner Frazer House caught up with Wisedocs founders Connor
Atchison and Jenna Earnshaw to discuss the pivotal moments that led
to the company’s rapid growth, the future of technology in the
insurance industry, and advice for startups looking to expand in the
tech space.

Frazer: Connor, you have a military background, while Jenna, your expert ise is  mainly in entrepreneurship. Could you share
the inspirat ion behind founding Wisedocs?

Connor:  Wi sedocs g rew ou t  o f  m y p ro fessi ona l  and  pe rsona l  experi ence  se rvi ng  i n  the  Canad i an  Forces.  T here  were  a  l o t  o f  i ssues a round  m ed i ca l
reco rds,  especi a l l y the  t ransi t i on  fo r ve te rans m ovi ng  to  ci vi l i an  l i fe .  Everyth i ng  was m anua l  and  I  though t ,  w hy can 't  w e  use  mach i nes to  do  th i s?

Jenna :  Bo th  o f  m y pa ren ts a re  en trep reneurs — m y dad  was a l ways i nven t i ng  d i ffe ren t  th i ngs — so  I  g rew up  i n  tha t  envi ronm ent and  g ravi ta ted  towards
i t .  I  wen t  th rough  an  en trep reneursh i p  p rog ram  a f te r un i ve rsi ty ca l l ed  T he  Next  B i g  T h i ng ,  wh i ch  i s now ca l l ed  T he  League  o f  Innova to rs,  and  I  knew
bu i l d i ng  com pan i es was wha t  go t  m e  up  i n  the  m orn i ng .

Connor and  I  sta rted  havi ng  conversa t i ons wi th  d i sab i l i ty case  m anagers and  cl a i m s ad j uste rs,  and  peop l e  a t  these  l a rge  o rgan i za t i ons seem ed to  have
a  cri t i ca l  need  fo r som eth i ng  l i ke  wha t  we  were  deve l op i ng .  I t  fe l t  l i ke  an  un tapped  m arke t .

Frazer: What was the impetus for making the change from Bear Health to Wisedocs?

Connor:  Bear stood  fo r B i om ed i ca l  Eva l ua t i on  Assessm ent Revi ew. T here  wasn ’t  m uch  awareness a t  the  t i m e  beh i nd  wha t  tha t  m ean t o r wha t  i t  was.

Jenna :  Everyone  a t  the  t i m e  was ta l ki ng  abou t  th i s concep t  o f  i n te l l i gen t  docum ent p rocessi ng.  T ha t ’s wha t  we  d i d .  Once  we  l anded  on  the  new nam e,
i t  stuck so  ha rd .  As an  o rgan i za t i on ,  we  rea l l y t ry to  b ri ng  “wi se ” i n to  a l l  aspects o f  the  work tha t  we  do .

ttps://www.wisedocs.ai
https://www.blg.com/en/insights/2024/ri/en/people/h/house-fraze
ttps://www.linkedin.com/in/connormatchison
ttps://www.linkedin.com/in/jennaearnshaw
ttps://www.wisedocs.ai/products/machine-learning-ic


Frazer: What advice do you have for founders when the business reaches a pivot point?

Connor:  We sta rted  ou t  wi th  a  na rrower B2C m ode l ,  bu t  you  rea l l y have  to  understand  where  the  techno l ogy and  go -to -m arke t  st ra tegy a l i gn .  I f  those
two  th i ngs don ’t  a l i gn ,  you ’re  p robab l y bu i l d i ng  the  wrong  th i ng  o r se rvi ci ng  the  wrong  m arke t .  As we  con t i nued  the  deve l opm ent o f  ou r busi ness,  we
rea l i zed  tha t  ou r ta rge t  m arke t  was too  na rrow and  tha t  ou r p roduct-m arke t  f i t  wou l d  be  m uch  be t te r supported  by a  B2B m ode l .

I f  you  bu i l d  the  ri gh t  th i ng ,  tha t  you r team  can  se l l ,  tha t  a l l ows you  to  cap i ta l i ze  on  m arke t  segm enta t i on ,  you ’l l  succeed .  In  the  beg i nn i ng  I ’d  say,  “Oh
yeah ,  we  can  do  tha t .  And  we  can  do  tha t . ” as m any founders tend  to  do .  Don ’t  chase  eve ry sh i ny red  ba l l .  Focus on  one  th i ng  and  do  i t  we l l .

Jenna :  M y advi ce  to  i s to  take  a  step  back and  th i nk abou t  wha t  peop l e  a re  wi l l i ng  to  pay fo r.  Of  cou rse ,  peop l e  a re  i n te rested  i n  genera t i ve  AI ,
i m provi ng  the i r p rocesses and  cu t t i ng  the i r costs.  Bu t  you  don ’t  wan t  to  be  stuck on  a  hope  j ou rney,  th i nki ng  j ust  because  peop l e  sa i d  they’re  i n te rested
i n  your p roduct ,  they wan t  to  buy i t .

Ea rl y-stage  com pan i es can  test  th i s th rough  th i ngs l i ke  p roo f  o f  concep t  and  p i l o t  custom ers.  I f  peop l e  a ren ’t  wi l l i ng  to  work wi th  you  fo r f ree  o r fo r a
l ower cost  o r com m i tm en t,  the re ’s a  h i gh  l i ke l i hood  they won ’t  be  i n te rested  i n  pu t t i ng  th i s ou t  to  the i r en t i re  en te rp ri se  o rgan i za t i on .

Frazer: Something I’ve witnessed firs thand is  that everyone on your team is committed to the company mission. What are the
core values that drive Wisedocs and how do you stay true to those values as the company grows?

Connor:  Our va l ues a re  focused  on  ou r cu l tu re  and  why we  a l l  show up .  We have  fou r co re  va l ues:  PHIT.  I t  stands fo r pu rpose-d ri ven ,  honesty,
i n te l l i gence  and  tenaci ty.  I f  peop l e  don ’t  a l i gn  wi th  those  va l ues,  they don ’t  work wi th  us.  And  I  th i nk tha t ’s i n fect i ous,  ri gh t?  Leavi ng  the  m i l i ta ry,  I  l ost
m y t ri be  bu t  I  found  i t  aga i n  i n  the  team  tha t  we ’ve  bu i l t .

Jenna :  I  th i nk eve ry com pany has co re  va l ues bu t  they don ’t  a l ways t ransl a te  i n to  day-to -day l i fe .  T h ree  years ago ,  we  had  d i ffe ren t  va l ues and ,
cand i d l y,  no  one  cou l d  rem em ber wha t  they were .  So ,  we ’ve  worked  ha rd  a t  b ri ng i ng  va l ues i n to  the  day-to -day experi ence . We have  S l ack channe l s,
PHIT  awards and  o the r m e thods to  st ra teg i ca l l y i m p l em ent these  va l ues so  they com e th rough  regu l a rl y to  i nsp i re  ou r team .

Frazer: Turning to your growth, congratulat ions on the almost $13 million Series A and the addit ional $4.5 million in growth
capital.  What do these milestones mean for Wisedocs and its  future?

Jenna :  We were  i n  an  i n te rest i ng  posi t i on  be fo re  the  fund i ng .  We were  opera t i ng  a t  100  pe r cen t  i nbound  dem and  wi thou t  an  ou tbound  sa l es team .
Peop l e  were  ra i si ng  the i r hands l ooki ng  fo r us.  We ’re  rea l l y focused  on  se rvi ci ng  the  custom ers tha t  have  a l ready com e to  us and  sca l i ng  to  support
them . I t ’s exci t i ng  to  use  th i s cap i ta l  to  con t i nue  to  bu i l d  the  team  and  ri de  tha t  m om entum , ra the r than  usi ng  ou r funds t ryi ng  to  f i nd  m om entum .

Frazer: What are the biggest trends you’re seeing in AI?

Connor:  Everyone  has the  newest  so l u t i on  and  they’re  a t tach i ng  genera t i ve  AI  to  i t .  We stay away f rom  buzzwords.  T he  com pan i es tha t  can  bu i l d  rea l
so f tware  so l u t i ons a re  the  ones tha t  can  susta i n  l ong  te rm .

Jenna :  T he  sh i f t  i n  the  past  yea r has been  m onum enta l  beyond  be l i e f .  Conversa t i ons th ree  years ago  suggested  en te rp ri ses were  i n te rested  i n  A I ,  bu t  i t
wasn ’t  a  p ri o ri ty and  the re  were  no  st ra teg i es i n  p l ace .  Now, com pan i es a re  sayi ng ,  “we  need  an  AI  st ra tegy” and  i nvest i ng  i n  h i ri ng  to  support  i t .
S ta rtups can  take  advan tage  o f  en te rp ri ses be i ng  a fra i d  o f  m i ssi ng  ou t  o r m ovi ng  too  sl ow, desp i te  som e peop l e  st i l l  be i ng  a  b i t  sca red  o f  A I .

 

Frazer: Everyone is  try ing to get data to train their AI models, but you guys have vast amounts of a special type of content,
medical records, to train your model.  What advice do you have for companies newly entering the market about building their AI
models?

Jenna :  Com pan i es j ust  en te ri ng  the  m arke t  don ’t  know the i r b l i nd  spo ts un t i l  they ge t  g ranu l a r wi th  da ta  ana l ysi s.  I t ’s an  i nvestm en t,  bu t  we ’ve  done  a
ton  o f  stud i es to  know where  the  b l i nd  spo ts a re .

Connor:  And  we  be l i eve  ou r st reng ths l i e  i n  wha t  were  once  ou r b l i nd  spo ts.  Look a t  i t  l i ke  sci ence  experi m en ts.  I t ’s those  f ri nge  e l em en ts tha t  a re  t rade
secre ts and  un l ess you ’ve  done  hundreds o f  these  experi m en ts,  you  don ’t  know wha t those  f ri nge  e l em en ts a re  go i ng  to  be .  T h i s i s o f ten  ove rl ooked
when  com pan i es a re  en te ri ng  spaces –  you  don ’t  know wha t you  don ’t  know.

Frazer: What are the biggest challenges Wisedocs faces in the insurance industry and how have you overcome them?

Jenna :  Sensi t i vi ty a round  how da ta  i s be i ng  used .  T he  com pan i es we  work wi th  a re  ve ry keen  to  have  an  AI  usage  po l i cy.  Ensure  the re  i s i n teg ri ty,
ensure  you  i den t i fy wha t  da ta  can  and  can ’t  be  used  fo r t ra i n i ng ,  and  ensure  tha t  you  can  show up  as an  en te rp ri se  AI  so l u t i on .  We a l ready had  m ode l s
tha t  were  h i t t i ng  h i gh  accu racy m arks be fo re  the  b i g  AI  boom  even  sta rted ,  so  tha t ’s a l l owed  us to  a l l oca te  resources to  a  though t fu l  app roach  to
com p l i ance  and  u l t i m a te l y be i ng  we l l  posi t i oned  to  cap i ta l i ze  on  the  techn i ca l  advan tages we  a l ready had .

Connor:  Peop l e  a re  f i nd i ng  i t  takes m ore  t i m e  and  m ore  work to  f i nd  e ff i ci enci es wi th  genera t i ve  AI .  When  you  can  f i gu re  ou t  how to  use  AI  wi thou t
ove rl oad ,  tha t ’s where  the  wi n  i s.

Frazer: Where do you see the insurance industry in the next 5-10 years and what role do you see Wisedocs playing in that
future?

Jenna :  We ’ve  never seen  an  i ndustry wan t  to  m ove  so  qu i ckl y on  i nnova t i on  and  I  th i nk we ’re  go i ng  to  see  o rgan i za t i ons doub l i ng  down on  the i r A I
i nvestm en ts.  Havi ng  sa i d  tha t ,  o rgan i za t i ons cou l d  go  too  fa r wi th  au tom at i on ,  pa rt i cu l a rl y i n  the  ro l es tha t  dea l  wi th  cl a i m an ts.  I  th i nk i t ’s i m portan t
tha t  Wi sedocs a l ways de l i ve rs a  hum an-cen tri c approach because  we  a re  dea l i ng  wi th  peop l e ’s l i ves.

Connor:  We be l i eve  tha t  ou r A I  m ode l s a re  too l s best  su i ted  to  be  used  wi th i n  a  hum an-cen tri c i nsu rance  i ndustry.  I f  you  quan t i fy eve ryth i ng  and  i t ’s a l l
abou t  m e tri cs,  you ’re  l osi ng  ou t  on  tha t  hum an-cen tri c com ponen t.

I  th i nk the re ’s go i ng  to  be  two  m i ndse ts:  one  way i s chasi ng  do l l a rs and  cen ts and  i m provi ng  e ff i ci ency a t  a l l  costs,  and  the  o the r i s focusi ng  on  the  fact
tha t  beh i nd  eve ry cl a i m  i s a  hum an be i ng  and  i f  we  can  he l p  them  a t  th i s vu l ne rab l e  m om ent when  they a re  m aki ng  m ed i ca l  i nsu rance  cl a i m s,  they wi l l
have  be t te r ca re  ou tcom es.  Our i nsu rance  i ndustry cl i en ts wi l l  g row a l ongsi de  tha t  approach ,  and  the  who l e  system  i m proves.

ttps://www.wisedocs.ai/blogs/wisedocs-first-annual-phit-award
ttps://www.wisedocs.ai/blogs/wisedocs-celebrates-second-phit-award
ttps://www.wisedocs.ai/case-studie
ttps://www.wisedocs.ai/blogs/wisedocs-achieves-soc-2-type-ii-complianc
ttps://www.wisedocs.ai/blogs/wisedocs-explores-humanizing-the-claims-process-at-iaime-202
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Frazer: Talk to me about your decis ion to focus on the U.S. market.  How’s that going?

Jenna :  T he  U.S.  hea l thca re  m arke t  i s ve ry segm ented ,  and  the  i nsu rance  i ndustry fo l l ows su i t .  In  Canada ,  th i s work was a l l  be i ng  done  m anua l l y.  In  the  U.S. ,
the re  were  so  m any va ri a t i ons.  T ha t  f ragm enta t i on  a l l owed  us to  en te r the  m arke t  wi th  a  t rue  tech -d ri ven  so l u t i on  because  the re  wasn ’t  on l y one  way to  do  the
work,  and  the re  wasn ’t  a l ready a  tech  com pany o ffe ri ng  a  so l u t i on  com parab l e  to  ou rs.  We l eaned  i n to  tha t  heavi l y and  i nvested  i n  ou r ea rl y custom ers’ success
and  used  tha t  to  g row.

Frazer: Once a company has tract ion and momentum and wants to accelerate that growth, one of the toughest decis ions they face is
how to select appropriate investors. How should high growth companies think about this  challenge?

Jenna :  Founder-i nvesto r f i t  i s j ust  as i m portan t  as founder-m arke t  f i t .  Our i nvesto rs understand  the  i nsu rance  i ndustry,  they understand  l ega l ,  and  they understand
how f i nanci a l  i nst i tu t i ons work.  M y advi ce  i s to  l ean  i n to  tha t ,  ra the r than  a  go i ng  wi th  a  genera l i st .  We can  cl ea rl y see  and  m easure  the  va l ue  ou r i nvesto rs have
added  to  Wi sedocs.

Frazer: Any final advice for tech startups or founders?

Jenna :  Lean  i n ,  even  when  i t ’s sca ry.  I  th i nk one  o f  the  b i ggest  l essons we ’ve  l ea rned  a l ong  the  way cam e f rom  one  o f  ou r advi so rs who  to l d  us to  no t  opera te
from  a  p l ace  o f  anxi e ty.  You ’re  a l ways go i ng  to  fee l  a  l i t t l e  a f ra i d  bu t  don ’t  show up  i n  a  p l ace  o f  fea r,  show up  i n  a  p l ace  o f  con f i dence .  P l ayi ng  i t  sa fe  won ’t
crea te  m om entum . Bu t  a l so ,  take  m om ents to  b rea the  and  re f l ect .  Even  i f  som et i m es you  fo rge t  to  b rea the .  Or re f l ect .  Or sl eep .

Connor:  Wi th  the  ri gh t  co -founder,  the  sky i s t ru l y the  l i m i t .  Choosi ng  ca re fu l l y can  m ake  a l l  the  d i ffe rence ,  becom i ng  one  o f  the  best  deci si ons you ’l l  eve r m ake .
T he  t i m i ng  and  pace  m ay no t  a l ways a l i gn ,  bu t  wha t  m a tte rs m ost  i s bu i l d i ng  a  team  tha t  sha res your vi si on .

Se l ect i ng  ded i ca ted  i nvesto rs and  ensuri ng  tha t  you r execu t i ve  and  sen i o r l eadersh i p  a re  j ust  as com m i t ted  to  you r m i ssi on ,  se ts the  founda t i on  fo r success.
T hese  a re  the  peop l e  who  wi l l  stand  by you  th rough  eve ry cha l l enge ,  and  bu i l d i ng  tha t  founda t i on  i s wha t  fue l s t rue ,  l ast i ng  g rowth .

BLG’ s Fu tu re  o f  Law se ri es cap tu res the  pe rspect i ves o f  i ndustry l eaders on  the  b i ggest  i ssues faci ng  l aw  and  busi ness ove r the  next  decade  and  beyond  w i th
the  goa l  o f  sta rt i ng  conversa t i ons and  support i ng  act i on  i n  o rgan i za t i ons across Canada .  The  year-l ong  se ri es w as crea ted  i n  honour o f  BLG’ s 200  ann i ve rsa ry
i n  2023-2024 .
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