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(A division of Pythhos Technology LLC) 

Case study 

Market expansion of medical devices into India 



BA developed a market expansion plan for a US-based medical 

devices manufacturing company for the India market 

1 

Client Background 

 The  client is engaged in the design, manufacturing, packaging, distribution and sale of medical, surgical, diagnostic and patient 

care devices 

 Head-quartered in the US the client has a presence in over 100 countries with revenues of ~$3 B 

 While the client is already present in India, it believed it had not penetrated the potential market opportunity with its existing sales 

force and strategy 

 The client wanted to assess the opportunities of expanding its presence in the Indian medical devices market. Additionally, the client 

wanted to establish a clear understanding of the strategy for expanding in India and the financial implications of the same 

Key Highlights 

 BA leveraged its primary research panel in India to conduct over 150 interviews with industry experts, customers, doctors and hospital 

administrators across geographies, medical specializations and competitor companies 

 BA developed a 3 pronged approach to market sizing, estimating current, potential and hypothetical market. This approach combined 

both demand side and supply side elements ensured that the client had a view on both the current as well as future market 

 Used relevant proxies to estimate demand characteristics at a granular level e.g., no of relevant hospitals, therapeutic areas, affected 

patients, relevant procedures and factored in product usage patterns 

Key Business Questions 

What are the prevalent sales 

and distribution models in 

the market? 
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How large is the opportunity for 

the client in India? What are the 

growth prospects? 
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What is the road map for expansion 

and what are the financial 

implications? 
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BA first worked to define the relevant market for the client in India 

both in terms of products and target customer segments 
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What are the prevalent sales 

and distribution models in 

the market? 
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How large is the opportunity for 

the client in India? What are the 

growth prospects? 

1 

What is the road map for expansion 

and what are the financial 

implications? 
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Illustrative 

Illustrative 

BA identified the products that the client wanted 

to consider for market sizing and segmented the 

medical devices market based on these products 

and the related therapeutic conditions in order to 

identify the relevant market for the client. 

BA used various filtering criteria such 

as number of beds, location, facilities 

available, treatment capabilities etc. 

to arrive at the number of relevant 

and target customer segments. 

Given the lack of secondary data in 

India and the wide portfolio of highly 

specialized products, BA had to identify 

and triangulate multiple sources of data 

in order to calculate the size of the 

product wise market sizes. 



A methodology was created to calculate the size of current, accessible 

and hypothetical markets 
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What are the prevalent sales 

and distribution models in 

the market? 

2 

How large is the opportunity for 

the client in India? What are the 

growth prospects? 

1 

What is the road map for expansion 

and what are the financial 

implications? 
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Illustrative 

Illustrative 

BA’s methodology calculated three target market 

sizes for each product segment – current market 

size, accessible market size and the hypothetical 

market size. 

Market sizes from different 

methodologies were triangulated to 

arrive at a common consensus. 



Multi-level criteria was used to develop a model to estimate the 

market sizes for the client’s products in India 
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What are the prevalent sales 

and distribution models in 

the market? 
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How large is the opportunity for 

the client in India? What are the 

growth prospects? 
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What is the road map for expansion 

and what are the financial 

implications? 
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Illustrative 

Illustrative 

BA’s detailed multi-level criteria was modeled 

to arrive at the market sizes defined in the 

methodology employed for market sizing. 

BA’s model calculated the market size 

($/INR M) and estimated growth for 

each product being considered for 

market sizing. 

The growth rates were estimated based on 

changing access, affordability, awareness, 

product adaption and changing treatment patterns. 



BA elaborated the various growth options available for the client to 

expand based on competitor analysis and best practices in India 
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What are the prevalent sales 

and distribution models in 

the market? 
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How large is the opportunity for 

the client in India? What are the 

growth prospects? 
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What is the road map for expansion 

and what are the financial 

implications? 
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Illustrative 

BA assessed the prevalent sales and 

distribution models and the competitor 

strategies in India. 

Illustrative 

BA made several preliminary recommendations 

for growth and shortlisted the ones to pursue for 

further analysis based on feasibility assessment 

with client teams. 



Having shortlisted the growth options, a detailed execution road map 

was created for the client to implement prioritized initiatives 
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What are the prevalent sales 

and distribution models in 

the market? 
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How large is the opportunity for 

the client in India? What are the 

growth prospects? 
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What is the road map for expansion 

and what are the financial 

implications? 
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Illustrative 

Illustrative 

BA defined the role that a typical sales representative 

would play and how many hospitals he would cover. 

BA provided a detailed roll-out plan including 

how many sales representatives to hire 

and which cities (Tier 1, 2 and 3) 

should be targeted. 



Finally, BA evaluated the financial implications of implementing the 

growth initiatives with projected profitability over the next 5 years  
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What are the prevalent sales 

and distribution models in 

the market? 
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the client in India? What are the 
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What is the road map for expansion 

and what are the financial 

implications? 
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Illustrative 

Illustrative 

BA estimated the growth in revenues driven by the phase 

wise implementation of sales force ramp-up. 

BA provided a detailed financial model to 

assess the implications of the growth initiatives. 
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Disclaimer: No part of this presentation may be reproduced, stored in a retrieval system, or transmitted in any 

form or by any means—electronic, mechanical, photocopying, recording, or otherwise without the permission 

of Boston Analytics. 

 

All materials in this presentation have been sourced from Boston Analytics’ databases. For detailed sourcing 

information contact Boston Analytics.  

For more information, please contact us at:   

contact@bostonanalytics.com 

+1- 617-415-1691 

 

www.bostonanalytics.com 

Boston Analytics (A division of Pythhos Technology (P) Ltd.) 

Gurgaon 
18th Floor, Tower-B, 

DLF Building No. 5 

DLF Cyber City, Phase-III 

Gurgaon – 122002 

Haryana, India 

Boston 
396 Washington Street, 

Suite 351,  

Wellesley, MA 02481 

United States 

New York 
15 Schuyler Hills Road 

Loudonville NY 12211 

United States 
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