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The MedTech Opportunity 
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Shifting market dynamics, changing user expectations and new entrants into 
healthcare space create need to evolve for MedTech companies

Industry Status

Digital Health will overtake 
MedTech in 2032+

Digital health platforms 
(DHP) fastest growing 

segment

Big players are staking claims 
in healthcare space

New entrants on rise, increasing 
competitive pressure on 

traditionalists

User expectations are changing 
from within & outside healthcare

Companies with consumer 
expertise will outperform traditional 

healthcare players

FROM 
TRADITIONAL CARE

TO (DIGITALLY-ENABLED) 
COLLABORATIVE CARE

MedTech manufacturers are on low-growth trajectory
Ø Existing product lines and 
revenue streams, limited 
potential for organic disruption

Ø Current customers 
(esp. hospitals) under 
intense cost pressure

Ø High exposure to 
stagnant markets limits 
growth potential

Ø Comparatively low R&D spending 
and insignificant efforts on digital 
products limit disruption potential
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Evolution from Digitization to Consumerization to Healthcare Ecosystems integration
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DIGITAL HEALTH ECOSYSTEMS: DEVELOPMENT STEPS (EXCERPT) 

Consumerization of healthcare

Consumer devices are becoming healthcare 
devices and vice versa

Consumers are exploiting their increasing 
decision power

Digitally-enabled products and services 
have the potential to replace established 

medical technology

Fully integrated digital healthcare 
delivery 

Each step-in product development, from 
discovery to clinical trials to personalized 

medicine, can and will utilize digital 
technologies to speed up processes and 

reduce friction

Each step in a care pathway can and will be 
fully digitized and harness data and 

algorithms

Non-smart medical technology will become 
obsolete at this point

Care pathways will be built from multiple 
digitally-enabled products and services and 

orchestrated by industry-leading 
organizations

Remote patient monitoring Telemedicine

Digitally-enabled products and services 
support medical technology

Move outside of the hospital

Digital health platforms create new digital health market opportunity of USD 
+1,5 T by 2040

DEEP DIVE: DHP

* 2021 – Source: cms.gov
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Changing consumer expectations everywhere require new capabilities for traditionalists DEEP DIVE: CONSUMERIZATION

Specific (data) capabilities are necessary to identify relevant opportunities 
within the digital health market and implementing them quickly is key

RECENT EXAMPLETRADITIONAL APPROACH DIGITAL APPROACH

CAPABILITIES THAT ARE NEEDED

Big data 
management

Personalized digital 
marketing & loyalty

OmnichannelCustomer 
centricity

Failing forward & 
learning faster

Real time & on 
demand

Upgraded online-
merchandising

Social media & 
social commerce

Partnerships

Advanced analytics & 
machine learning

…
• Static approach, based on rigid data models
• Whether or not a product meets customers’ 
requirements towards the end of the 
development phase

• Holistic, customer-centric approach, based 
on real-time data processing and Modular, 
best-of-breed platforms

• Proposed enabling a close dialogue with the 
customer already at the very beginning
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BIG PARTNERSHIPS

These high-level moves do not only highlight deeper strategic priorities but also foreshadow 
the potential of large-scale partnerships setting standards for other ecosystem participants.

Competitive Environment

“MOST HEALTH INFORMATICS EXECUTIVES SEE BIG TECH AS A THREAT” 
SURVEY SAYS FROM NOV 2018

NOTABLE ACQUISITIONS NEW ENTRANTS

launches genomics-focused cloud 
that can store, analyze petabytes of 
data.

rolls out virtual care service that gives 
consumers access to primary & on-
demand care, and mental health services.

DEEP DIVE: BIG (TECH) PLAYERS

Strategic moves into healthcare by big (tech) players are harbingers of 
emerging ecosystems and intended positions through partner, build, invest
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DEVELOPMENT TOWARDS ECOSYSTEM SCHEMATIC CARE PATHWAY MANIFESTATION AND ELEMENTS CORE SKILLS (excerpt)

Traditional care pathway: 
fragmented, offline

Changes to care pathway 
through introduction of digital 
technologies: Additional offers, 

digital alternatives

Increasing influence of digital 
technologies: Digitally enabled 
alternatives replace traditional 

care delivery

Ecosystem orchestrator guiding 
care pathway, offering own and 
partnered services, owning and 

controlling patient UX

MEDICAL

HCP 
COMM.

REGU-
LATORY

SALES

MEDICAL

HCP 
COMM.

REGU-
LATORY

SALES

DATA

IOT

MEDICAL

HCP 
COMM.

REGU-
LATORY

SALES

DATA

IOT

MEDICAL

HCP 
COMM.

REGU-
LATORY

SALES

AI

UX

AI

UX

Traditional Digital Orchestrator

Significant overlap
Digital players are well-equipped for 
orchestrator position 

DATA AI

IOT UX

Requirements

Strategically re-shaping care pathways with smart digital offers build on new 
core skills while anticipating changing user behaviors & expectations is key
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The orchestrator position is usually the most lucrative and thus attractive position in an ecosystem, 
but also, the hardest to achieve and maintain.

POSSIBLE ROLES WITHIN ECOSYSTEMS (classification exemplary)

ORCHESTRATOR OF AN ECOSYSTEM PARTICIPANT IN AN ECOSYSTEM ENABLER OF AN ECOSYSTEM

Orchestrators offer both their own and third-
party products and services on their own 
platform; they have the highest visibility 
towards users, the highest decision power and 
usually the highest revenue potential.

Enablers act as supporters of Participants, 
Orchestrators, or other Enablers, but don’t have 
direct contact with the final end-user. Most 
companies are Enablers, as they are the 
foundational backbone. 

Participants cooperate with third parties which 
operate the ecosystem, providing (customer) 
access or specific capabilities that would 
benefit to both parties, under orchestrator‘s 
conditions.

EASE OF PARTICIPATION

MARKET POTENTIAL

REVENUE POTENTIAL

REQUIRED INVESTMENT

COMPETITIVE PRESSURE
ESTABLISH POSITION 

COMPETITIVE PRESSURE
DEFEND POSITION

EASE OF PARTICIPATION

MARKET POTENTIAL

REVENUE POTENTIAL

REQUIRED INVESTMENT

COMPETITIVE PRESSURE
ESTABLISH POSITION 

COMPETITIVE PRESSURE
DEFEND POSITION

EASE OF PARTICIPATION

MARKET POTENTIAL

REVENUE POTENTIAL

REQUIRED INVESTMENT

COMPETITIVE PRESSURE
ESTABLISH POSITION 

COMPETITIVE PRESSURE
DEFEND POSITION

End-state in mind: Three roles to consider within digital health ecosystems 

A clear understanding of a companies ambition and future is key to focus 
activities, investments and capability development
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Asset activation to determine the role within digital health ecosystem 

ORCHESTRATOR OF AN ECOSYSTEM PARTICIPANT IN AN ECOSYSTEM ENABLER OF AN ECOSYSTEM

The right position in an ecosystem depends on strategic priorities but especially on assets.

Which assets does your 
organization have?

Which of these assets can be 
activated short-term?

What do you need to do to 
activate these assets?

MEDICAL 
EXPERTISE

SALES & 
MARKETING 

ORGANISATION

DATA

INSIGHTS

BRAND 
RECOGNITION 
& TRUST

STAKEHOLDER 
RELATIONS

SALES & 
MARKETING 

ORGANISATION

DATA

INSIGHTS

BRAND 
RECOGNITION 
& TRUST

STAKEHOLDER 
RELATIONS

MEDICAL 
EXPERTISE

We assist MedTech firms to prioritize assets, streamline operations, 
develop solutions, and determine their strategic role in a DHE



10 TLGG Consulting

MedTech companies need to develop a strong target hypothesis based on 
user needs, tech opportunities and individual situation and assets

TARGET 
AUDIENCE

Patient / user preferences Competitor activity & 
ecosystem development Total assetsCompetitive position 

(product lines)

HCP preferences Technology opportunities Activated assetsFinancial situation (esp. 
free cashflow, R&D budget)

Bottlenecks Partnership opportunities Assets to be activated and 
value to users / partners

Existing innovation & product 
development activities

Care pathways 
(current and potential) Regulatory developments Asset activation processIntra-organizational 

cooperation capabilities

MARKET 
ENVIRONMENT

INDIVIDUAL 
COMPANY SITUATION

COMPANY-SPECIFIC 
ASSETS

KEY TASK: Definition of short-term critical path of activities 
to enable long-term ecosystem participation and success
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• What role do you want, and can you take on as a company in the future, 
in which dependencies are kept to a minimum?

• What is needed to achieve and to succeed in this role?
• What is the competition doing and how should that be best mitigated?

Thomas Hagemeijer
Healthcare Lead @ TLGG 
thomashagemeijer@tlgg.de

KATRIN ZIMMERMANN
Managing Director @ TLGG Americas

katrin@tlggconsulting.com

WE WOULD LIKE TO TALK


