THE CURRENT LANDSCAPE OF

HEALTHCARE

MARKETING
K now the Psychology of Your Target Market
Hard Stats for Next-Gen Healthcare Marketers

As the healthcare industry evolves, there are many organizational improvements and revamping of marketing
strategies to reflect such change. The current landscape of healthcare marketing presents a shift along various
dimensions such as cost consciousness, decision making and purchasing power, decision criteria, source of
information, the role of sales reps, the use of technology, metrics to measure clinical performance, payment models
and care delivery.
As healthcare marketers you need to keep up with changes in the industry. To help you understand your target
market better, let’s delve into each dimension in detail…

COST CONSCIOUSNESS
% of Physicians Who Feel Responsible For Controlling Healthcare Costs
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In the past 10 years, the percentage of physicians who state they have personal
responsibility of controlling costs has more than doubled.

Opportunities that Procurement Officers Consider for Savings on Devices
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Cardiac Devices

Cardiac Devices

Orthopedic Devices
Spine biologics
Spine devices

Defibrillators / pacers
Coronary stents

Trauma products

Heart valves

Syringes / needles
IV solutions
Endomechanical devices
Foley catheters

Hip / Knee implants

PURCHASING DECISIONS
Decision Making and Purchasing Power of Surgeons over Procurement Officers

31%

% of surgeons pressured to cooperate with
central purchasing decisions
25%

63%

% of surgeons who have decision making
power about medical devices
20%

40% surgeons

state that the reason for not using
a product is no longer based on nonavailability
in their hospital.

In past 3 years,

the percentage of surgeons who state that, their procurement
officers make most of the purchasing decisions
on devices and tools has doubled.

What Surgeons and Procurement Officers Consider Important When
Making Purchase Decisions of Medical Devices
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Decision Criteria of Non-Surgical Physicians
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29%
Safety Profile
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Real-world evidence
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Patient outcomes

DECISION
CRITERIA OF
NON-SURGICAL
PHYSICIANS

Lowest price
Patient-support programs
Sales reps

61%

Manufacturers offering full suite
of products

88%

Manufacturer's brand reputation
84%

SOURCE OF INFORMATION
Source of Information Preferred by Surgeons, Procurement Officers and Physicians (% change over 3 years)
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ROLE OF SALES REPS
Importance of SalesReps Specialty Wise

Procurement
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Orthopedic
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Oncologists
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Endocrinologists
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In the past 3 years…

The percentage of physicians who consider
sales reps
as their top source of information about new drugs has reduced from

56% to 41%.

The percentage of physicians who consider
pharma sales
their top source ofinformation has also decreased by

reps as

27%.

The percentage of surgeons who consider sales reps as their
top source of informationabout medical devices has reduced from

59% to 48%.

However…
Orthopedic surgeons, cardiologists and experienced physicians have a higher reliance of sales
reps as their source of information.

USE OF TECHNOLOGY
E xpected Use of Advanced Clinical Tools By Physicians in the Next 2 Years

97%

E lectronic access to treatment protocols

95%

S tandard treatment protocols

93%

E lectronic medical records

86%

P hysician extenders

81%

C are coordinators

81%

Wellness programs

75%

P redictive analytics

63%

Patient adherence initiatives

59%

R emote patient monitoring

52%

Telemedicine

In the past 2 years…

The use of electronic
medical records has
almost tripled.

The use of treatment
teams such as case
managers, care coordinators
and medical homes has
more than doubled.

The use of treatment
protocols has more than
doubled.

Clinical Innovations Suggested by Surgeons
MRI-compatible pacemaker
Bio-absorbable stents
Suprarenal AAA stent graft
Percutaneous valve implantation

Cardiac

Arrhythmia mapping
Atrial appendage closure

Patient-specific, cost-effective implants
Total ankle implants
Cartilage restoration
Bone glue

Orthopedic

Robotic spinev

Improved laparoscopic video equipment
Wireless laparoscopy
Advancements in microlaparoscopy
Reusable surgical instruments

General

Easy inter-device capability
Telemedicine
Biologic solutions
Neurostimulation
Pain management

Other
technology

Curative therapy
Individualized pharmacotherapy
Pancreatic cancer treatment
Targeted therapy for glioma

Cancer

Curative therapy
Individualized pharmacotherapy
Pancreatic cancer treatment
Targeted therapy for glioma

Cardiovascular
Disease

Low-cost generic basal insulin
Oral drug type 1 diabetes
Polypill combinations
Self-regulating insulin

Diabetes

Eradication of Lyme disease
Non-addictive pain medication
GI medications
IV calcimimetic

Other

Metrics Used by Physicians to Track Performance

82%
Patient
satisfaction

76%
Outcomes

56%
C ost
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P roductivity

61%
P rocess

64%
R evenue

PAYMENT MODELS
Types of Risk-Based Payment Models

Shared
savings

Capitated
payments

Bundled
payments

Pay for
performance

In management-led organizations, adoption of new payment approaches has increased to 69%
compared to physician-led organizations where it has increased to only 55%.

CARE DELIVERY
C are Delivery - Road to Systemization

3 Years Ago

Today

Independent

Integrated

Care delivery has evolved from independent physician-led decision making to an integrated and
systemized management-led model.

S hift in Care Delivery

Use of risk-based
payment models
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Use of metrics and
management tools
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Use of clinical tools
and analytics
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Lake B2B is a leading provider of data management services, list solutions, and customer data insights. We provide data
centric solutions to a wide range of business-to-business companies. Our focus over the years has been on improving the
efficiency of marketing campaigns, driving more revenue, and increasing profitability of sales and marketing
teams in organizations.

