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Section One: The Company
· Found in 1980 

· Focused on the development of patient warming equipment.

· Distribution network throughout Europe, Middle East and Far East

· Extremely supportive towards distributors

· Friendly staff

· Open communication

· Professional 

· Good reputation

· Well made products

Section Two: The Products – in Brief
1. Autocontrol 3XPT & Autoline

Used for pre-warming and maintaining the temperature of infusion lines or similar warming devices.
2. Plasmatherm

Used for the thawing and pre-warming of blood and plasma

3. Autotherm

Used to prevent the cooling of infusion fluids. 

4. Thermcare Blanket

Used for maintaining the warmth of patients during surgery.

5. Warming Centre

Used to maintain the desired temperature for the pre-warming of infusion bottles etc.

These products are used in Operating Theatres, with the exception of the Plasmatherm, which is used mainly in pathology laboratories.

The pathology laboratory may be found in the blood bank of the hospital, these will prepare the blood for use during theatre.

Section Three: Marketing Activity

1. Initial marketing activity - April 2007

· 1 day training given by Christian Barkey to Viamed Sales & Marketing staff

· 2 days spent giving demonstrations of the various Barkey warming products to 4 hospitals in the South of England (Southmead, Royal United, Yoevil and Musgrove Park). 
· Demonstrations involved Christian Barkey, Steve Hardaker and Keith Taylor. 
· Keith then worked on developing sales leads throughout hospitals in his area.

· Various questions arose throughout this stage regarding technical specifications and performance etc of the various Barkey warming products.

· 3 trials were executed 
· 0 sales resulted 

2. Direct Marketing Campaign -September to December 2007

· NHS regions split into 3 groups – South, South West, South East

· Postal mailshot to all theatre departments

· Group 1 followed up internally – no interest resulted

· Group 2 & 3 followed up by Keith – no interest resulted

· Over 100 customers targeted

· Various demonstrations given

3. Total product demonstrations and trials arranged - June 2007 to May 2008

· Keith arranged product demonstrations to numerous hospitals across the South of England.  
· >60 demonstrations given 
· >15 trials executed

· 0 sales resulted

Extensive support has been given by Barkey throughout the entire marketing process.

Section Four: Product Feedback From Customers
	Product
	Positives
	Negatives
	Competition

	Autocontrol 
& 
Autoline
	Well made
Good quality

Durable

Professional finish

Numerous devices can be attached 

Easy to use
	Cant cope with high flow rates
Infection control concerns
Cheaper disposable alternatives (Bair Warming coils) used in conjunction with Bair Hugger warming blankets 

A lot of hospitals are tied into contracts with the Bair Hugger range
	Bair warming coils & Bair Hugger
Biegler

Fluido

	Plasmatherm
	Well made
Good quality

Durable

Professional finish

Compact and modern system

Simple operation

Easy to clean

Hygienic 

Robust
	Market leader has saturated the market.
Other competition cheaper and better performance.
Others easier to use; offering single press button operation.
UK legislation not met* (see below)

Can’t cope with demands of larger blood banks’ thawing requirements, often found that plasma is still partly frozen.
Customers prefer those plasma thawers that maintain the water at 37 °C, even when it is not is use, allowing for reduction in thawing time
	Market leader – Sahara
Cytotherm

Thermogenesis Helmer


	Autotherm

	
	No interest in this product
	

	Thermcare Blanket
	Well made

Durable

Good design

Good idea behind the design
	Surface is too smooth
Iodine will stain surface

A lot of hospitals are tied into contracts with the Bair Hugger range

People prefer under body heating so not in the way 

Too big – pos need diff shapes/sizes

Does not reach the temperature the Bair Hugger does
	Bair Hugger

Inditherm



	Warming Centre
	Well made

Convenient 
	Every time the drawer is opened it loses heat

Expensive


	LTE Warming Cabinets 


Section Five: Conclusions per Product
1. Autocontrol & Autoline
· Market saturated with Bair Hugger & disposable warming coils

· Customers tied into contracts with existing suppliers

· Others perform better

2. Plasmatherm
· Market saturated by Sahara 

· Cannot compete with others in the market that perform better at a lower price

· Frozen plasma products must be defrosted at a temperature not exceeding 37 °C and for no longer than 30 minutes; the Plasmatherm conflicts with both these.

· Other “dry water” plasma thawers (Thermogenesis and Cytotherm) maintain 37 °C even when not in use; this significantly reduces the plasma thawing time. 

· Often the plasma has not completely thawed at the end of the cycle.

· Customers prefer units that they can leave in continuous operation 

3. Warming Centre II
· No interest has been shown in this product.
4. Warming Blanket

· Market saturated with Bair Hugger and warm air blower

· Customers prefer under patient warming
Competitors Websites
www.stihlerelectronic.de 
www.biegler.com
www.gaymar.com
www.augustinemedical.com
www.simslevel1.com
www.medical-supplies.co.uk
www.thermogenesis.com
www.phototherm.com
www.helmerinc.com
www.thermo.com
www.transmed-medizintechnik.de
www.sarstedt.com
www.mallinckrodt.com
www.tyco.com
Section Six: Final Conclusions
	Positives
	Negatives

	Good company

Good personnel

Strong communications

Good infrastructure

Extremely supportive towards distributors

Products are of high quality

Professional finish to products

Products are well presented
Well presented marketing materials

Supported Viamed’s marketing department where needed
	Fighting against well established, market leaders 
Expensive compared to competing products

Saturated markets with customers tied into contracts

Other products have performance as well as price advantage


In conclusion although Barkey and the company’s patient warming products are well presented it is felt that at present Viamed cannot compete in the UK market due to the market saturation of products that perform better and are more competitively priced.
