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Medtech organizations face significant challenges in 
optimizing their internal processes for building 
efficiency and improving external engagements 
with healthcare professionals (HCPs), which in turn 
could enable better and faster decisions to improve 
quality of care and patient outcomes. Digital 
enterprise solutions and data insights can help 
overcome these challenges and improve the internal 
collaboration and processes such as market access, 
regulatory clearance, and compliance, but also help 
achieve better outcomes. Similarly, engagement 
with sales channels, HCPs, and patients can be 
enhanced with effective digital channels. This 
session provided details on real-world examples 
and applications that Medtech organizations and 
leaders can consider for executing digital 

transformation strategies to fulfill their 
organizational needs and achieve desired outcomes 
in key areas.
 
Sharing his experience on enterprise digital 
solutions and impact of data insights, Manish 
highlighted that clinical research and research and 
development (R&D) are the 2 key areas where data 
have played a significant impact. Multiple data 
sources have enabled an overlay of medical lifecycle 
over product lifecycle so that clinical data can inform 
R&D while new market insights inform clinical pain 
points as well as shape product portfolio strategy. 
There is a growing emphasis on cocreation and 
partnerships to offer comprehensive solutions that 
address the life cycle of a disease. These use data 
and analytics to make incremental choices that 
address economies of scale, patient centricity, and 
business model innovation. Furthermore, while data 
evolution has been taking place over the last few 
years, the focus is now shifting towards greater 
contextualization of the data to improve outcomes. 
Data and analytics are now being increasingly used 
to predict the next event or combine with other 
contextual data as opposed to using them only for 
improving an algorithm or performance of a device. 

The new strategic expectation 
is for both data and related 
infrastructure to support 
progressive integration of 
data to inform product 
portfolio strategy

– Manish Bharara

The challenges with data are related to the data 
themselves and their impact on business. Thus, 
quality, sufficiency, and relevancy of data become 
critical factors to achieve desired outcomes. All 
panelists agree that one of the manageable goals to 
achieve in the near future would be to leverage data 
to optimize several processes like operations, 
workflow coordination, and asset management. At 
the same time, businesses need to define the various 
key performance indicators that drive referral 
pathways and product adoption.

Marut offered the example of how Indegene is using 
data to improve internal and external engagements. 
In the United States, they have created a lot of 
intellectual property using interaction data with 
HCPs, which accurately capture doctors’ 
preferences regarding the content, format, timing 
and other parameters. He shared another example 
where an AI (artificial intelligence)-based model 
helped a leading pharma company reduce the 
overall pharmacovigilance reporting time by 60% 
for a COVID-19 vaccine they had developed.
 
As the speed of innovation has greatly increased, 
the need for agility comes into play. Software is no 
longer a stand-alone product; it is now part of the 
medical device, and is integrated with AI/machine 
learning. Medical devices are regulated, where 
products are reviewed and cleared before going to 
market. Agility comes into focus to improve 
efficiencies in the regulatory environment. It has to 
balance speed ensuring that the products being 
passed are of high quality, safe, and effective. 
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Digital Transformation to 
Drive Quadruple Aim in Medtech

Current regulatory system cannot address the 
innovation that is expected in medical devices, 
where algorithms will not be locked anymore but will 
learn and adapt over time.

Marut drew from his experience to show the 
contrast between medical device industry and 
pharma industry and how each can learn from the 
other. While the medical device industry has taken a 
resource-intensive approach, pharma is taking the 
opposite route. Beyond its areas of expertise, it 
continuously leverages partnerships both inside and 
outside the industry to achieve its goals more 
efficiently and effectively. Another front where the 
pharma is ahead of the medical device industry is in 
its adoption of digital right from organization 
processes to overall market strategy. What pharma 
can learn from the medical device industry is the 
personalization it offers to its customers.

However, the panelists agreed that the Medtech 
industry is already in the process of making the shift 
to digital. Moving forward, data and AI along with 
partnership models with regulators and other 
stakeholders will play a crucial role. It is equally 
important for the allied sectors to be on the same 
page. But investments in digital transformation must 
be a long-term strategy. Manish’s advice is to 
prioritize business critical activities where digital 
transformation adds a competitive advantage and to 
be aware of potentially disrupting threats.

Even as organizations go through changes in their 
structure or processes, Erin highlighted the 
significance of customer experience. She shared an 
example of how friction can develop in field-based 
interactions due to a lack of understanding of how 
things work within the system. Sharing a success 
story from Medtronic, she talked about how 
Customer Success Teams can be set up to navigate 
internal frictions so that they are invisible to the 
customer. By understanding and mapping the 
customer journey, the moments that matter most 
can be identified.
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Better customer experience 
begins with empathy… Think 
about people, their experiences 
and the problems you are trying 
to solve for them

– Erin Rapallini


