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Source: Simon-Kucher & Partners 

20%
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Source: Global Pricing Study; MedTech n = 97

Only 20% of MedTech companies are able to monetize innovations 
according to expectations

50%

90%

40%

0%

10%

100%

60%

80%

30%

70%

20%

Share of new products reaching the profit target
% of respondents

0% - 40% 80% - 100%

% of new products reaching profit target

40% - 80%

40% 80% 100%

The majority of 
MedTech
companies 
only reaches 
40% to 80% of 
expected profit 
contribution
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Source: Simon-Kucher & Partners; Boston Scientific

A quick introduction

Joerg Kruetten
Senior Partner

Global Head Life Sciences
Maria Ruiz-Escribano
EU Commercial Excellence 
Senior Manager
Rhythm Management
Boston Scientific
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Source: Simon-Kucher & Partners 

What is Simon-Kucher about? 

Our mission is to boost our clients’ revenue and profits via optimizing 

Strategy, Marketing, Pricing and Sales!
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Simon-Kucher stands for TopLine Power®
Since 1985 we focus on the key growth levers which drive 
TopLine Power!

Because of this unrelenting focus, we have more experience 
in monetization than any other strategy consulting firm.
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We are a leading global consultancy with more than 30 years of experience 
working for the world’s leading healthcare technology companies

Source: Simon-Kucher & Partners.

Global presence
38 offices worldwide, > 1,300 employees, $360m revenue in 2018

Amsterdam 
Atlanta 
Barcelona 
Beijing
Bonn 
Boston
Brussels
Cairo
Chicago
Cologne
Copenhagen 
Dubai 
Frankfurt
Geneva 
Hamburg 
Hong Kong
Istanbul 
London 
Luxembourg

Madrid  
Mexico City
Milan
Mountain View 
Munich 
New York 
Paris 
San Francisco 
Santiago de Chile 
São Paulo
Shanghai
Singapore 
Stockholm
Sydney 
Tokyo
Toronto
Vienna
Warsaw
Zurich

Simon-Kucher & Partners
on par with 
McKinsey & Company

Simon-Kucher & Partners Simon-Kucher & Partners
on par with 
Boston Consulting Group
McKinsey & Company

Capitalbrand eins/Statista Financial Times
Marketing, sales, pricingMarketing, sales, pricing Marketing, brand, pricing

111

Boston Consulting Group
...

Source: Capital, survey of the best consultancies in France, 
2016, 2018 (conducted every two years)

Source: brand eins Thema special edition: Consulting ‒ industry report 
from brand eins Wissen and Statista, online survey, 2014 - 2018

Source: Financial Times, list of the UK's Leading Management 
Consultants, January 2018

Boston Consulting Group
McKinsey & Company

...

Simon-Kucher & Partners Simon-Kucher & Partners Simon-Kucher & Partners

Bilanz Magazine/WGMBMT Magazine/Erasmus UniversityForbes
Marketing and salesStrategy consultingMarketing, brand, pricing, sales 

11

Source: Bilanz Magazine/WGMB: survey of the best 
management consultancies in Switzerland, January 2019

Source: MT Magazine/Erasmus University: MT1000 2018, survey 
of the best strategy consultancies in the Netherlands, Dec. 2018

Source: Forbes, survey of the best management consulting firms in 
the US, October 2016, 2018 (conducted every two years)

Boston Consulting Group
McKinsey & Company

...
Boston Consulting Group
McKinsey & Company

...

Simon-Kucher's growthBest consultancy in marketing, pricing and sales

€8 €24
€53

€105
€145

€172

€240

€309

'95 '00 '05 '10 '11 '12 '13 '14 '15 16 17 18

46 
130 

248 

446 

625 
760 

916 

1 171 

'95 '00 '05 '10 '11 '12 '13 '14 '15 16 17 18

Revenue in €m No. of employees

Industry specific focus 

31%

13%12%

13%

5%

8%

7%
5% 8%

Other

Consumer/
Retail

Banking

Chemicals/
Construction

Life Sciences
Pharma

MedTech
Biotech
Consumer health
Animal health
Providers

Logistics & 
Business Services

Software/Internet/ 
Media/Entertainment

Industrial/
Technology

Telco & Energy/Utilities

3-5% 
ROS

1 18
38 220
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Source: Simon-Kucher & Partners 

Point of departure

MedTech suppliers in the EU are faced with an 

increasingly challenging market environment

The market space is in flux and offers 

opportunities to rethink commercial approaches

MedTech Europe | Paris | Monetizing Innovation | Simon-Kucher & Partners - Boston Scientific 8
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Source: Simon-Kucher & Partners 

Point of departure

Cost pressure &
consolidation 

Competitive 
dynamics

Deteriorating 
innovation climate

MedTech suppliers in the EU are faced with an 

increasingly challenging market environment
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Point of departure

Economic value 
consideration

Partnerships and 
outsourcing 

New contracting & 
access pathways

The market space is in flux and offers 

opportunities to rethink commercial approaches
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In this context, MedTech companies need to consider 4 things to 
successfully monetize innovation 

Monetizing
Innovation

Price with balanced 
uptake and margin goals

Sell solutions and impact 
vs. products and features

Explore and apply 
smart contracting

Choose the right offer
and revenue model

1 2

34
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MedTech companies need to consider 4 things to successfully monetize 
innovation 

Monetizing
Innovation

Price with balanced 
uptake and margin goals

Sell solutions and impact 
vs. products and features

Explore and apply 
smart contracting

Choose the right offer
and revenue model

1 2

34
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MedTech innovation can be packaged in various ways

COLOURBOX/Weerapat_Wattanapichayakul

Integrated 
Solution 

Core
Product

Product 
as Service 

Disease 
Management
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Linking offers to the right revenue model
R

ev
en

ue
 m

od
el

 

Existing New

St
an

da
rd

Em
er

gi
ng

Enhanced price
metrics

Shared benefits

Supply and 
service fees

Traditional price
per product

Major clinical
product/

procedure
innovation

Integrated
Solution 

Core
Product

Product 
as Service 

Disease
Management

Offering

TAVR
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reportable 
result in Dx

Managed care 
contracts in 

Dialysis

Enhanced 
recovery 

programs in 
Endoprostheses

Focus of today

Integrated
Solution 

Core
Product

Product 
as Service 

Disease
Management

Linking offers to the right revenue model

Enhanced price
metrics

Shared benefits

Supply and 
service fees
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Example: offer and revenue model enhancement at BSC 

Revenue model enhancement Offer enhancement 

For Clinician
p Clinical freedom, taking cost out of 

procedure room

For Purchaser
p Predictable per procedure spend
p Simplified budget control 
p Risk shared
p Full transparency of product use
p Potential VAT advantage 

Price per procedureInventory managementProactive care
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MedTech companies need to consider 4 things to successfully monetize 
innovation 

Monetizing
Innovation

Price with balanced 
uptake and margin goals

Sell solutions and impact 
vs. products and features

Explore and apply 
smart contracting

Choose the right composition 
and revenue model

1 2

34
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Key requirements for successful innovation pricing 

§ Achieve short- and long-term business goals
§ Reach the relevant customer target segments

Aligned with the strategy
Ensure pricing supports strategic goals 
(uptake vs. profit contribution)

§ Ensure funding and affordability
§ Create win-win for customer and supplier

An optimal price is ... in order to ...

Adapted to customer economics
Ensure budget coverage and factor in potential 
efficiency gains

Externally validated 
Measure willingness- and ability-to-pay for 
different offer configurations

§ Do a robust reality check
§ Account for country and segment differences 
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Example: price optimization for a solution offering

100

Understand customers’ 
value perception of the full 
offering* and value 
contribution of elements

Value of the full 
solution 

10

Value contribution 
of elements

25

30

35

Willingness-to-pay for the 
complete solution

Value perception 

Assess customers’ 
willingness to pay for the 
full solution (considering 
competitor pricing)

Link WTP for the full 
solution to individual 
elements in proportion to
calue contribution

Build differentiated offer 
packages to meet 
relevant price points of 
different segments

WTP can be internally assessed 
(survey, workshop) or externally 
(survey, focus group, interviews)

Break-down of WTP

Full solution Package
X

Pricing for packages

WTP €8k

€2kCost

Compe-
titor

€7k

€10k

€2k

€7k

Segment 1 Segment 2

100

WTP Value
10

25

30

35

€1k

€2.5k

€3.0k

€3.5k

WTPValue

Elements

Mark-
up

€10k

€3.5k

€2.5k

€2.5k

€3.0k

€3.5k

€1k

€2.5k

€3.0k

€3.5k

Package
Y

Package
Z

€10k

€9k

€6k

costs

costs costs costs

costscosts

costs

costscostscosts

costs

costs

costs

costs

Via internal/ external research
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Source: Boston Scientific

Example: pricing with balanced margin and uptake goals at BSC

MedTech Europe | Paris | Monetizing Innovation | Simon-Kucher & Partners - Boston Scientific 20

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.



Source: Simon-Kucher & Partners 

MedTech companies need to consider 4 things to successfully monetize 
innovation 

Monetizing
Innovation

Price with balanced 
uptake and margin goals

Sell solutions and impact 
vs. products and features

Explore and apply 
smart contracting

Choose the right composition 
and revenue model

1 2

34
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Source: Simon-Kucher & Partners

Innovation value selling 2.0 has to focus on impact: 
key enhancements are required along the sales process 

Customer segmentation 
and targeting 

Product value 
communication

Negotiation and 
deal closing 

Customer relationship 
and retention 
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Source: Simon-Kucher & Partners

Customer segmentation 
and targeting 

Product value 
communication

Negotiation and 
deal closing 

Customer relationship 
and retention 

Needs based 
assessment
Understand what keeps 
your customers awake at 
night  

Communicate develop-
ment opportunity
Focus on improvements 
driving development and 
competitiveness

KPI definition and 
target setting
Define goals and 
concrete stepwise 
targets to be reached

Implementation and 
impact monitoring
Maximize value 
extraction and 
demonstrate impact 

Formalize via 
innovative contracting

Innovation value selling 2.0 has to focus on impact: 
key enhancements are required along the sales process 
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Source: Boston Scientific

BSC example: Customer engagement is evolving to address the needs of 
the Healthcare providers

To create sustainable value by working together in new ways to 
improve the quality and delivery of care while lowering costs
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Source: Boston Scientific

Deployment through dedicated organization within BSC fueling long term 
customer relationship at key accounts and driving true impact

BSC example: Customer engagement is evolving to address the needs of 
the Healthcare providers
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Source: Simon-Kucher & Partners 

MedTech companies need to consider 4 things to successfully monetize 
innovation 

Monetizing
Innovation

Price with balanced 
uptake and margin goals

Sell solutions and impact 
vs. products and features

Explore and apply 
smart contracting

Choose the right composition 
and revenue model

1 2

34
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Source: Simon-Kucher & Partners 

“Smart” contracting ties net prices to value delivered

Innovation Value oriented product pricing Exclusivity-oriented contracting

Basic level Advanced level

Outcomes Outcome based contracting Risk sharing agreements

Standard Volume based discounting Discount for customer performance

Savings Consumption/usage based contracting Budget impact agreements

Improvements Joint activity agreements Partnership agreements

Security Guarantee-oriented contracting Population health agreements

Ex
te

nd
ed

 v
al

ue
 c

om
po

ne
nt

s

C
om

pl
ex

ity
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Source: Simon-Kucher & Partners; MedTech Sales Excellence Study, 2017, n = 100 healthcare leaders and executives

Innovative contacting in MedTech is still in its infancy

26%

46%

28%

54%
Yes

46%
No

What are the key challenges related to selling 
complex offerings?

Moderate 
success

Strong 
success

Weak 
success

Do you perceive focus on outcome based 
contracting as an opportunity?

Changing evidence requirements

Increasing need for outcome 
based engagements

Diversified customer landscape 
with diverse expectations and 
needs
Reimbursement restrictions and 
non-consideration of health-
economic benefits
Reimbursement and procurement 
landscape and mechanisms not 
open for solution offerings

68%

76%

79%

84%

86%

% companies
While MedTech
suppliers see 
outcome based 
agreements in 
general as an 
opportunity, 
implementation 
success is so far 
overall moderate to 
weak
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Source: Simon-Kucher & Partners

Key success factors for innovative contacting

Risk appetite Organizational capabilities

§ Allow outcome risks

§ Accept variability in revenue flows 
(short term vs. long term)

§ Drive disruptive change

§ Compromise early uptake speed

§ …

§ Generate and master required data

§ Provide evidence and credentials

§ Measure and track required 
outcomes

§ Advance sales and deployment 
skills

§ …

Innovative 
contracting
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Source: Simon-Kucher & Partners

§ Many MedTech innovations do not yield the expected business impact  

§ Market evolution requires new monetization strategies to drive innovation success

§ Monetization needs to be a key consideration already during R&D

§ Market and customer stakeholders are receptive to new forms of collaboration

§ Many pilots exists ‒ driving „hard“ impact and scaling are the tricky parts

§ Paradigms are changing ‒ time to adapt what and how to sell innovation

Key take-aways
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Get started

Peter F. Drucker

"If you want something new, 
you have to stop doing 
something old."

MedTech Europe | Paris | Monetizing Innovation | Simon-Kucher & Partners - Boston Scientific 32

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.



www.simon-kucher.com

EU MedTech Forum 2019

Joerg Kruetten
Senior Partner
Simon-Kucher & Partners 

Maria Ruiz-Escribano
EU Commercial Excellence Senior 
Manager 
Boston Scientific

Thank You

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.

20
19

 ©
 The

 M
ed

Te
ch

 F
or

um
. A

ll r
igh

ts 
re

se
rve

d -
 R

ep
ro

du
cti

on
 in

 w
ho

le 
or

 in
 pa

rt 
is 

pr
oh

ibi
ted

.



Source: Boston Scientific

Disclaimer

CAUTION:  The law restricts these devices to sale by or on the order of a physician.  Indications, contraindications, warnings and 
instructions for use can be found in the product labelling supplied with each device.  Information for use only in countries with 
applicable health authority registrations. This material not intended for use in France. 2019 Copyright © Boston Scientific 
Corporation or its affiliates.  All rights reserved. CRM-633605-AA
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