
•  Competitive strategy
•  ATUs / brand reviews
•  Conversion / upgrade 

strategies
•  Patent expiration / 

generic defense planning
•  New indications and 

line extensions

•  Launch planning support
•  Customer segmentation
•  Messaging
•  Referral network 

development
•  Service model 

requirements
•  Competitor response 

planning / wargaming

•  Franchise planning
•  Market opportunity 

assessments
•  Adjacency evaluations

— new customers, 
new businesses

• 
and due diligence

•  Competitive analysis

•  
zation (conjoint analysis / 
choice modeling)

•  Voice of customer / 
concept testing

•  Product forecasting
•  Competitive analysis 
•  Pricing / reimbursement 

analysis

Our Healthcare Expertise

Our Healthcare Practice helps clients in the medical sciences industry fully capitalize on 
product opportunities, navigate the environment with greater certainty, and maximize 
the lifetime commercial value of its portfolio. We do this by conducting comprehensive 
primary research and analyses at all stages of the product lifecycle to inform the decision 
making of sales and marketing executives. Kaiser’s approach establishes the required 
fact base to vet the critical decisions and brings together data from disparate sources to 
develop holistic strategies.

Industry Sectors

• Specialty pharmaceuticals 
and biotechnology

• Procedure-based medical 
devices

• Clinical diagnostic 
instruments and assays

• OTC and cash-pay drugs 
and devices

• Venture Capital and 
Private Equity for medical 
technology start-ups

Recognized as a top 
Pharma and Healthcare 
Consulting firm by Vault 
since 2011

Clients Include:
• 4 of the top pharma 

companies

• Largest specialty pharma 
company

• 4 of the top 10 medical 
device companies 

Healthcare
Practice

© 2016 KAISER ASSOCIATES, INC.
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Commercialization

Portfolio Strategy

Product
Development

Life Cycle
Management

Clients and Accolades



How Kaiser Is Different
We specialize in “fact-based strategy,” helping clients make actionable 
strategic decisions based on empirical evidence and proven results.

Kaiser Associates
“A bridge between  

  research and strategy”

Traditional Research Firms
• Provide volumes of raw data, but can 

struggle to triangulate and synthesize
• Not experts at translating data into 

solving commercial business issues 

Kaiser Is Data Driven: Focused on 
bringing facts—not theory—into the 
strategic decision process

Kaiser Is Comprehensive: 
Three-tiered research methodology 
ensures inputs are comprehensive 
and up-to-date

Kaiser Is Focused: Highly-targeted 
approach avoids “boiling the ocean” 
and produces truly actionable 
conclusions

Kaiser Is Insightful: Expert at 
translating information into insights 
based on a deep understanding of 
healthcare market dynamics

Traditional Strategy Firms
• Solutions are often theoretical
• Insights based on secondary data

and “domain expertise” 

Kevin Slayden 
Senior Vice President 
202 454 2083 
kevin.slayden@kaiserassociates.com

Neil Levinson 
Vice President 
+44 (0)20 3700 8986 
nlevinson@kaiserassociates.com

Dan O’Neill 
Senior Vice President 
202 454 2008 
doneill@kaiserassociates.com

Bob Serrano 
Vice President
202 454 2080 
bserrano@kaiserassociates.com

companies. We provide our clients with the unique insight to drive critical decision making and solve their most pressing problems.
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Specialty pharma company 
wanted to explore possible new 
indications for its successful 
biologic

Start-up medical device com-
pany planning to launch after 
success in Europe

Diagnostic company assessing 
the market potential for a point 
of care device

Large media company assessing 
portfolio expansion into health 
management solutions

Kaiser conducted market  
mapping, trend and gap analysis, 
created a prioritization frame-
work, and recommended 
indications for clinical trials

Kaiser tested European successes 
and new US strategies through 
Voice of Customer studies

Kaiser evaluated clinical view of 
device from KOL interviews, dev-
eloped reimbursement roadmap 
based on payor research, and 
developed revenue forecast model

Kaiser sized and segmented 

CAGR, prioritized acquisition 
targets based on industry best 
practices

Company is in clinical trials for 
two identified indications, 
estimated market value 
of $50MM

Company is accretive and posted 
$8MM in US sales after one year

Company has developed point 
of care device and is planning 
on commercialization

Company has made a series 
of $100MM+ acquisitions  

The Challenge Our Solution The Results 

Case Studies in Brief

Office-based 
Injectable 
Biologic

Novel Medical 
Device Platform

Point of Care 
Diagnostic 
Device 

Health  
Management 
Solution
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