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The medical equipment industry is undergoing a transformation from a hardware only business model to 
also selling services. Enabling this transformation are technological advancements such as embedded 
software, connectivity and the cloud. These trends have sparked rapid innovation and tremendous 
market growth. Pegged at $140 billion in 2013, the market for medical equipment with embedded 
software is expected to rise to $140 billion by 2018, growing at a CAGR of 40%.i

Medical device vendors that embrace these market trends are reaping the benefits, but only if fully 
equipped to handle the challenges that come along with this transformation.

Medical equipment vendors in the midst of transitioning 
from a hardware only business model to also selling 
services are facing a number of challenges. They are 
challenged by: a lack of product usage insight to help make 
product decisions; the mounting costs of supporting multiple 
hardware product variants; how to provide flexibility in 
pricing and packaging to meet individual customer needs.

This paper explores these three challenges and describes 
how traditional solutions come up short. The paper also 
explains how an embedded software monetization strategy 
coupled with powerful software licensing and entitlement 
management technology can help drive device innovation, 
profits, and clinician satisfaction.

The Challenges
No longer is the medical equipment vendor simply a 
manufacturer of equipment. Many of today’s medical 
equipment vendors actually employ more software 
engineers than hardware engineers because they realize 
it is the embedded software that enables innovation and 
differentiates their equipment from competing devices. 

But the vast majority of medical equipment vendors lack the 
ability to drive innovation fast enough and may miss the market 
opportunities available to them. These vendors are challenged 
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by the lack of accurate data to make strategic business 
decisions, escalating costs associated with the design, 
manufacture, and support of multiple hardware equipment 
models, and the inability to support creative pricing that 
budget-constrained medical facilities are demanding.

Challenge: Lack of Product Usage Insight
The vast majority of medical device vendors lack the 
accurate and up-to-date intelligence to make important 
product decisions. As a result, these vendors are missing 
the true voice of the customer and are in danger of 
developing the wrong products. 

An Appleseed Partners benchmark studyii confirms this. 
Over 50% of medical device respondents indicated they have 
access to data, but it can be inaccurate for various reasons. 
While another 20% say they have access but it’s not timely or 
current. And, another 10% don’t have access to the data at all. 

This means that more than 80% of respondents are making 
product decisions based on inaccurate or inaccessible data. 




