
If it's intriguing to me, and I think it would benefit my
colleagues, then I'd be happy to contact them and say,
hey, you know, we've been contacted by this company,
they have this very interesting device, I'm interested in
hearing your feedback on this. Then I can make a
decision: do I want to continue my relationship with this
company? Or do I want to hand it off to somebody else.
-Dr. Gregory Allen, Primary Care Provider at the
Center for Medical Research, LLC
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Dr. Gregory Allen is an award-winning Primary Care Provider
(PCP) with over 17 years of experience in the healthcare industry.
Since 2005, Dr. Allen has been involved in clinical trial research
with medical devices, medications, and investigational medications
on phase two, three and four levels.

In 2016 he was elected as the President of the Rhode Island
Society of Osteopathic Physicians & Surgeons (RISOPS).  He is
currently a member of the Center for Medical Research, LLC and is
affiliated with multiple medical facilities, including Roger Williams
Medical Center.



“The primary care physician acts as
the gatekeeper for specialist
referrals.” PCPs are often the very
first touchpoint for patients seeking
medical care. They serve as the key
liaison between patients and treatment
options.

Beyond referrals to specialists, Dr. Allen
also refers patients to clinical research
teams. Why? It comes down to the high
expenses of the US healthcare system.
For example, Dr. Allen explains that “all
diagnostics for mental health are
expensive, from CAT scans to
additional testing. Clinical trial teams
frequently do them free for patients.”
The win-win situation enables Dr. Allen
to support new market studies, while
also solving one of the biggest barriers
to treatment for patients.

Many primary care physicians are
interested in being involved in research
projects. “It might be something very
formal, such as an investigational
product or medication. Or, very
informal, such as a post-marketing type
of application that they would use for
their practice.” Ultimately, as Dr. Allen
demonstrates, the decision is
dependent upon the physician and his
or her willingness to participate in these
types of projects.

The Role of PCPs as Medical Industry Interconnectors

While these professionals may not be
the actual end-users or influencers,
they can serve a key role in supporting
a successful go-to-market strategy
within the complex US healthcare
system.



How can international companies
increase this so-called “willingness to
participate” from PCPs? 

For starters, “you have to make sure
you go things through proper channels,
like an institutional review board, to
ensure that all the regulatory qualities
have been met and that everything has
been conducted in a legal manner.” IRB
(institutional review boards) ensure that
businesses are offering reasonable, but
not enticing conditions for subjects to
test their products.

Legal Qualifications and Insights to Secure Market Test Partners

Market tests can be conducted before
FDA approval is obtained. Although
approval “helps a lot, but it’s not
mandatory. If the medical case is very
compelling, the care establishment can
start tests while waiting for approval.”
However, no matter what, international
companies will need to obtain approval
from an IRB.  It may take more
convincing if the FDA approval is not
secured.

Dr. Allen recommends starting with “one
to two smaller healthcare practices as
they have the quickest time-to-start.
Large national establishments may take
months to approve IRB in comparison.”
Independent IRB boards that serve
local businesses within a specific region
will likely create more rapid results than
targeting a large hospital with an
internal IRB.

Dr. Gregory Allen, Primary Care Provider at the
Center for Medical Research, LLC



Beyond legal checks and balances, therapeutic developers can also leverage community
participation to build relationships and connect with a range of providers. As the President of
RISOPS, Dr. Allen serves a unique role in interconnecting different pieces of the medical
ecosystem.

Facilitating Relationships with Industry Organizations to Connect with Stakeholders

Currently, Dr. Allen leads RISOPS advocacy initiatives. From “attending hearings at the
Statehouse to writing letters to board members and the presidents of hospitals,” members are
passionate about advocating for their professions. Professional organizations like RISOPS often
work together to create change in the industry, “whether it's certain legislation or items that the
Rhode Island Medical Society or the American Medical Association are advocating for both
locally and nationally,” the process is collaborative.

Collaborative opportunities amongst these key stakeholders can also be supported by
corporations seeking connections.



International companies seeking to enter the US market should consider the unique ecosystem.
Oftentimes, it takes multiple layers of relationship building before companies can reach their
intended targets. As Dr. Allen demonstrates, many medical professionals have multiple areas of
expertise and involvement across the industry.

-Content by Shannon Lindahl, Global Business and

Marketing Associate at BDMT Global

If you are interested in connecting with Dr. Gregory
Allen or in working with the Center for Medical
Research please send an email to
sim@bdmtglobal.com

Occasionally, Dr. Allen will receive a pitch from a company whose offering is outside of his
expertise. However, he explains that “if it's intriguing to me, and I think it would benefit my
colleagues, then I'd be happy to contact them and say, hey, you know, we've been contacted by
this company, they have this very interesting device, I'm interested in hearing your feedback on
this.” Not only is Dr. Allen the connector between patients and treatments, he sometimes takes on
the role as a key connector between new treatments and US-based healthcare industry
stakeholders.

Overall, the more conversations you can start with interconnected medical providers, the better.
Even if potential partners pass on the opportunity to work with your technology, opportunities can
still emerge through their network.

Co-sponsoring CME events is one of the best ways for international companies to get their
offering directly in front of industry stakeholders. “Sponsors are able to tell the physicians about
their products and relate them to the latest industry news.” Companies must ensure that these
presentations are education-based to form positive relationships with providers.

As President, Dr. Allen’s current goal is to re-establish the CME (continuing medical education)
offerings for members. A likely common trend amongst medical organizations as COVID rates
lower and the industry seeks to get back on track.
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