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The research firms are gearing up

If you haven’t got a crystal ball and you want to 
know what’s going to happen next in the high-tech 
industries, it’s always a good idea to watch what the 
major research companies are doing. 
Until recently, healthcare was an oddly neglected sector. But the landscape of 
opportunity and risk for vendors is already being transformed, and the upsurge we 
are seeing in the research companies’ staffing and coverage levels is a sure sign that 
major changes are on the way.

‘Look what’s going on behind the scenes at Gartner,’ says Jonathan Edwards, the 
leading healthcare expert at The Skills Connection. ‘They’ve doubled their team 
of healthcare analysts recently – even though they haven’t produced a single 
healthcare Magic Quadrant for the last two years.’

That can only mean one thing, he says. Gartner’s top management has seen 
important new business opportunities opening up in the very near future. 

‘The market’s hotting up, with more vendors, more products and services on offer 
and a lot of high-value vendor selection decisions to be made,’ says Edwards. ‘Within 
a very short time – just 12 to 24 months – this sector is going to look very different.’

Gartner now has 16 specialist healthcare analysts. It 
has recently started making its Market Guides – a sort 
of Magic Quadrant Lite report – much more detailed 
and many of today’s 13 Market Guides are likely to 
be converted into full-blown MQs in the next two 
years. This change will bring with it a more demanding 
and structured format and a much more aggressive 
approach to assessing the competitive strengths and 
weaknesses of the vendors. Gartner is also expanding 
its range of Cool Vendor reports in the healthcare 
IT sector, providing new opportunities for smaller 
vendors (typically with revenues of less than $100 
million) to gain recognition for new, interesting and 
potentially disruptive technologies. 

If you’re on the inside, this is all 
good news. If you’re left out in 
the cold, it’s a threat, as your 
competitors may soon be benefiting 
from analyst recommendations 
that should be coming your way. 
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IDC, which has ten healthcare analysts, is the second most influential research 
firm in this sector. It has produced just three of its healthcare MarketScapes in the 
last two years, but it has already announced that it will publish at least 18 in the 
next two years, covering providers, payers and life sciences. This means that many 
IDC analysts, like their counterparts at Gartner, will be moving into new territory. 
In both companies, individuals will be struggling with the methodologies involved 
and the need to identify the right evidence to support the more objective head-to-
head comparisons demanded by MQs and MarketScapes. If you can help them by 
providing solid evidence that aligns with the criteria they need for these competitive 
evaluations, that will go a long way towards ensuring you get the scores you deserve.

The other research companies that influence buying decisions in this sector include 
Chilmark, an impressive niche firm with eight analysts who produce Market Trends 
reports covering US healthcare providers and payers, and Forrester, which has just 
one lead analyst in the healthcare provider area (so far) but which naturally benefits 
from its credibility across a wide spectrum of high-tech sectors. 

The Advisory Board now owns several healthcare IT products, which has 
compromised its ability to produce vendor assessments, but its case studies are 
still highly regarded. If you are featured in an Advisory Board case study, this can 
be a valuable source of market visibility and good quality leads. Everest Group is 
primarily a consulting firm, but publishes vendor assessments on certain specialised 
topics, such as healthcare and life sciences ITO and BPO vendors, while KLAS 
Research is also influential, though its approach is different, as its reports are based 
entirely on end-user satisfaction surveys.

With all of these research firms building up their 
resources and flexing their muscles ready for major 
changes in the next few months, vendors operating in 
the healthcare sector have two options.  
They can wait until Gartner, IDC, Forrester and the others start upping their 
healthcare coverage, and hope, when that happens, that the analysts will come to 
them and ask them to participate in their new research and assessment projects – 
and that the processes and criteria the analysts set up will work in their favour. 

Or they can act now to take the initiative and play an active role in defining the 
rules of the game, helping to shape the analysts’ view of the world and the way they 
prioritise the key issues. 

Everyone with any experience of research assessments knows that how the 
analysts define a particular market is a crucial factor. They come up with these 
definitions to enable them to compare and evaluate different suppliers. But as we 
all know, this process can often mean that an excellent specialist product or service 
is assigned a niche position in a market that has been defined in terms that are just 
too broad or generalised.

 
Those who move 
fast will call the 
tune.

One chance to help define your market
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Bearing in mind that many of these newly employed healthcare analysts will take 
time to get to know the intricacies of the subject, this gives smaller vendors a 
unique one-off opportunity to get in early. By making the right sort of contact and 
providing helpful advice and even education about what the market really involves, 
you can potentially influence the way they define and frame the structure of the 
markets they report on and even nudge them towards weighting their assessment 
criteria in ways that will favour you. Those who move fast will call the tune. Those 
who are late to the feast will find that all the best seats have been taken.

Analysts are only human. As with other humans, it 
is a lot easier to persuade an analyst to see things 
your way before he has made up his mind than to 
persuade him to change his mind once he has adopted 
a particular perspective.  
Jonathan Edwards spent 14 years at Gartner as a Senior Research Vice-President 
and Gartner’s lead analyst for international healthcare. He knows all about the way 
the analysts’ minds work, and he is convinced there will be significant opportunities 
in the next 12 to 18 months for companies that respond quickly and surefootedly to 
the changes in the vendor selection research landscape.

‘Assessments bring a lot of risks and rewards,’ he says. ‘Because these reports come 
out at best annually and in some cases every 18 to 24 months, you have just one 
chance to put your story across to the analysts. If you blow it, you can be stuck with 
a negative rating that can damage you for years to come. If you act now and get it 
right, you can gain a real competitive advantage.’ 

Whether you choose to bring in outside help and expertise or decide to go it alone, 
the key to getting your share of the analysts’ attention as the healthcare market 
takes off is to create and implement a structured programme. 

You will need to take a fresh, objective look at your strengths, weaknesses and 
points of differentiation. You will need to identify and communicate the key 
messages that make up your story and that can help influence the way the analysts 
view your market. 

You will need to produce the hard evidence and references to support a positive 
assessment, and to nurture and make the most of your relationships with the 
analysts. And even when it’s over and you have won yourself a glowingly positive 
rating, there’s still a job to be done in terms of publicising and exploiting your success. 

It will be worth the effort, though. The changes that are about to hit the healthcare 
market are going to create unprecedented opportunities. The upside is substantial, 
but you do need to start now.

Don’t wait. Don’t hope. There’s no time for that. This is your big chance to get ahead 
of the game. Take it.
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Big risks, big rewards



Need more help?
Find out more about how The Skills Connection can help you to engage more effectively with the analyst  
community. To discuss your requirements further contact us now.

Further reading
Other relevant webinars, plus whitepapers and a wealth of expert resources and insights can be accessed free of 
charge at our Knowledge Bank.

About The Skills Connection
Our team comprises solely of former senior Gartner analysts, so we totally understand the role of the analyst and  
what they need. We help our clients to align their messaging with the needs of the analyst – to ensure the best 
outcome for both parties.

Contact Us
USA, Canada, Latin America +1 203 912 7205

Europe, Asia Pacific, Middle East: +44 (0)1494 464397

www.theskillsconnection.com

Email: inquiry@theskillsconnection.com


