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In this issue… 
Intermountain Healthcare’s virtual hospital incorpo-

rates 35 telehealth programs 

(This approach can be invaluable for remote areas in Turkey) 

Salt Lake City, Utah-based Intermountain Healthcare has opened a virtual 

hospital called Connect Care Pro, which brings together the system’s 35 

telehealth programs and over 500 providers and caregivers. 

The various programs span the care continuum, providing basic medical 

services as well as stroke evaluation, intensive care, newborn critical care 

and mental health services. 

Because Connect Care Pro offers virtual care, it is not housed in a specific 

building, according to a news release. 

All of Intermountain’s 22 hospitals, including 10 of its rural hospitals, use 

the telehealth services available through the virtual hospital. Additionally, 

nine facilities outside the Intermountain network have signed up to use the 

offering.   Kane County Hospital, a rural location in Kanab, Utah, is lever-

aging Connect Care Pro. “Kanab has had one of the highest suicide rates 

in the state, not including patients that come to us from our border town in 

Arizona, and we don’t have a crisis worker here,” Charlene Kelly, the hos-

pital’s CNO, said in a statement. “Trying to place a patient who has not 

had a crisis evaluation was next to impossible. With crisis care from Inter-

mountain Healthcare, patients receive that crisis evaluation in less than an hour, and if the 

crisis worker recommends inpatient treatment they assist in placing the patient.” 

Going forward, Intermountain wants to offer Connect Care Pro’s services to more under-

served areas. The health system is mulling over putting telehealth kiosks in places like 

schools, homeless shelters, community centers and jails. Penn Medicine in Philadelphia 

also recently launched a new telehealth-related effort. 

Its Center for Connected Care brings together the health system’s telemedicine activities, 

including its Penn E-lert ICU and Home Telehealth program. The facility is housed at Penn 

Medicine Rittenhouse and includes 50 full-time employees. Currently, the Philadelphia 

health system offers telemedicine services in a variety of specialty areas, including derma-

tology, sleep medicine, ophthalmology, radiology and transplant services. 
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In this issue…  Mergers and Acquisitions going strong…     

     

      Boston Scientific acquires medical device firm EMcision  

        Boston Scientific has purchased endoscopic devices manufacturer EMcision, which has 

operations in the UK and Canada, for an undisclosed amount. 

        Intended to expand the Boston Scientific Endoscopy portfolio, the deal adds Habib En-

doHPB probe, a bipolar radio-frequency device designed to coagulate tissue inside the 

gastrointestinal (GI) tract. The endoscopic device is intended for the treatment and palliative 

care of pancreaticobiliary cancer patients who experience tissue ingrowth blocking ducts 

that facilitate draining of bile from the GI tract. It coagulates this tissue and allows the fluids 

to drain, resulting in improved quality of life for patients. Stents are also used to keep the GI 

tract open during palliative care. 

        Paragon Care Ltd has agreed to acquire Surgical Specialties 

Group for A$32.4m ($25.37m).  

        Based in Australia, Paragon Care is a medical devices and consumables provider, while  

Surgical Specialties, also based in Australia, is a surgical medical devices distributor. 

      “The acquisition will strengthen Paragon medical device portfolio, as well as increase its foot-

print in Australia and New Zealand.” 

       AddLife AB has entered an agreement to purchase                        
Ossano Scandinavia AB, a medical device  company based in 

Sweden          

        The acquisition will strengthen AddLife’s product portfolio. Based in Sweden,  

      AddLife is a life sciences company involved in the provision of diagnostics,          

biomedical research, and laboratory analysis products. 

 

GE Healthcare announces new generation of radiology ultrasound sys-

tem by Charlotte Edwards, March 1,2018 

GE Healthcare has announced the commercial launch of its most advanced radi-

ology ultrasound system. The LOGIQ E10 offers 48 times the data throughput 

and 10 times the processing power of previous systems. 

The digital ultrasound system relies on the same artificial intelligence (AI) tech-

nology that powers driverless cars and advanced computer games. This AI capa-

bility, together with the system’s cloud connectivity and advanced algorithms, 

allow it to acquire and reconstruct data faster than previous versions. GE 

Healthcare claims that as a result the system can enable confident diagnosis with 

comprehensive tools and a concise workflow. 

  

Rice University to make wearable 

diagnostic microscopes  

 A research team at Rice University in the 

US is set to develop wearable, mini 

microscopes for the non-invasive 

diagnosis and monitoring of around 100 

health conditions at point-of-care. 

 Intended for in-vivo, three-dimensional 

(3D) bioimaging, the new devices will 

employ on-chip illumination and sensing 

to point a camera and see through the 

skin, eliminating the need for a biopsy or 

blood test. 
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Brexit poses threat to medical technology supplies in the UK 

By Charlotte Edwards, March 5, 2018 

The Association of British Healthcare Industries (ABHI) has highlighted the importance of getting post-Brexit trading 

relationships right for UK patients as it revealed that the majority of imported health technologies used by the NHS 

come from the EU.  ABHI completed an in-depth study of HMRC’s database, ‘UK Trade Info’, and found that of the £5 

billion worth of health technology used in the NHS in 2016, £3.2 billion came directly from the EU. ABHI CEO Peter 

Ellingworth said: “The nature of supply chains for health-tech is such that even goods manufactured in the UK are 

often ultimately supplied to the NHS from distribution centres in the 

EU. It is vital, therefore, that we have sensible trading agreements 

in place the moment we leave the EU.” 

Currently, international supply chains mean that medical technology 

products can move across a frictionless border between the UK and 

the EU many times in their lifecycle, for sourcing, assembly, pack-

aging and sterilisation. ABHI believes that the impact of delays and 

disruption to this process could pose a significant risk to UK patients 

if not correctly managed. Director of healthcare policy at ABHI Rich-

ard Devereaux-Phillips said: “Delays in getting goods across bor-

ders are obviously problematic; 20% of products used in procedures 

where they are the main part of the procedure—for example, a car-

diac implant—are delivered next day from the EU, hence the 

amount of trade with the Netherlands and Belgium. If the UK be-

comes a difficult place to ship to, companies will de-prioritise the UK 

as a market so products won’t be available.” The UK also exports 

around £2 billion of health technologies to the EU. Members of ABHI have identified this market as a major target for 

growth in 2018. Therefore the same potential delays and disruptions to product trading could pose a threat to the 

health of patients throughout Europe. However, ABHI claims that there would be a greater negative impact on UK 

patients based on the relative volume of trade. The industry body is calling for all healthcare technology products to 

be exempt from any new customs, tariff or VAT arrangements. It also hopes they will be given pre-shipping clearance 

and fast track access across any new EU/UK borders.  

 

                                         GlobalData forecasts 189 new cancer treatment devices in 2018 

GlobalData forecasts 189 new medical devices for 

treating cancer will enter the market or gain regulatory 

approval during 2018, a significant increase on 

previous years. 

In 2017 130 medical devices entered the market 

which was only a slight increase on the 119 devices in 

2016 but still less than the 143 in 2015. This increase 

might be driven by technological breakthroughs in in 

vitro diagnostics (IVD) tests, allowing new gene panel 

and next generation sequencing tests. In-vitro 

diagnostics tests will continue to dominate the types of 

medical devices used in cancer treatments, as 

demand for better biomarker and genetic testing 

continues to grow. Many tests will continue to use 

immunochemical techniques but genetic panel and 
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Europe Medical 

Device Market 

Outlook 

Tip: Look for Euro-

pean manufactur-

ers/distributors 

that might be suit-

able for you to 

cooperate with. 

Use resources 

such as the medi-

cal industry portals 

Qmed and Medi-

calProducts1.com. 

 

 

 

 

 

 

 

 

 

 

  

 

 

 

 

 

 

 

 

 Medical Device Market—Europe-Driven by the Presence of Advanced Healthcare Industry 
and Ageing Population  

The medical device market of Europe is mainly comprised of medical equipments 

such as consumables, orthopaedic devices, dental devices, respiratory devices, 

and ophthalmic devices which are manufactured in Germany, France, the 

UK, Italy and Spain. The demand for medical devices has been growing owing to a 

mounting awareness for early diagnosis and treatment of countless disease states 

in European countries. Other factors propelling the escalating demand for medical 

devices are the ageing populace, growth in the number of better informed patients 

and the accessibility of enhanced technologies. In the recent years, medical devices 

industry in Europe has witnessed a continuous growth. In Europe, an average of 

10.4% of gross domestic product (GDP) is spent on healthcare. Of this figure, 

around 7.5% is attributed to medical technologies, i.e. less than 1% of GDP. The 

spending on medical technology is estimated to vary significantly across European 

countries, ranging from around 5% to 10% of the total healthcare expenditure10. 

Expenditure on medical technology per capita in Europe is at around €195 

(weighted average), compared with €380 in the US.  
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 This is “For Us” page… 

Tips from the CBI (Centre for the Promotion of Imports from de-

veloping countries of Netherlands Ministry of Foreign Affairs.  

 Provide health-care products that are especially useful in the care for elderly pa-

tients.  

 Consider developing an offer that will place more emphasis on telehealth and 

home diagnostics products.  

 In addition to offering diagnostic devices, consider providing repair services 

for endoscopy devices. The German repair market for endoscopy devices can 

be an interesting target market, as it is the largest market in Europe by a long 

way.  

 As advanced diagnostics requires very high investments, consider investing 

in the supporting products for diagnostic tools. This can involve a wide range 

of products; for example, tailor-made sterilization cages for the sterilization of 

expensive equipment such help the company position itself as one provider 

for a wide range of solutions to hospital needs. 

 Provide cost-effective and innovative products. Conduct research on how 

your company can provide contributions, such as parts or modules, to Euro-

pean manufacturers’ innovative products. For example, approach European 

companies that you have in your network and discuss business opportunities 

with them as a potential supplier of parts or modules for their products.  

 Offer your products to the fastest-growing medical devices segments in Europe, 

such as orthopaedics and prosthetics, dental products, patient aids and high-tech 

disposables.   

 Distributors prefer to offer complete product lines while minimizing the 

number of manufacturers that they source from. 

 If exporters from developing countries can only offer one specific product 

or a limited range of products, they are advised to cooperate with other ex-

porters to make their product offering complete. 

Contact Us 

If you have any specific area 

that you need information on, 

please contact Corporate 

Marketing so we can focus 

on the specific areas to 

research to speed up your 

efforts. 

Gülderen Somar,Director, 

Corporate Marketing 

 

 

  

 

 


