
"Mayo Clinic has had a long history of technological
innovation, a lot that was done internally. But now we're
looking more and more to work with other companies
that have technologies that they think could be impactful
in healthcare. We built a building Discovery Square One,
now we have Discovery Square Two going up. Both of
those we have an entire floor dedicated to being
industry collision centers with the laboratory around
technologies.”
- Dr. William Morice, President of Mayo Clinic
Laboratories
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At the forefront of Mayo Clinic Laboratories (MCL) is Dr. William
Morice. For the past 7+ years, Dr. Morice has served as the
President of Mayo Clinic Laboratories, overseeing all clinical
initiatives. In addition, Dr. Morice serves as the Chair of the
Department of Laboratory Medicine Pathology for Mayo Clinic
Midwest. Dr. Morice notes that “in this dual role, I have
responsibility for the pathology department in Rochester as well as
across our health system in the Midwest.”



Mayo Clinic Laboratories is one of the
largest clinical laboratories in the world,
performing more than 27.6M tests annually.
It is the official laboratory branch of Mayo
Clinic, the #1 ranked hospital in the United
States, caring for over 1.3M patients from
all 50 states and 130 countries.

MCL is a hospital-based reference lab
headquartered in Rochester, Minnesota.
Across the globe, MCL partners with
biopharmaceutical companies to accelerate
diagnostic and therapeutic evaluations.

Diagnostic players seeking to secure US
funding must consider the pre-existing
portfolio of potential target investors and
partners. Conduct an initial self-evaluation by
asking three simple questions: Are your
diagnostic capabilities better? More
advanced? How?

Global Diagnostic Trends - International
Interdependency Explored

Growing both “investment in and access to”
an improved diagnostic infrastructure
through partnerships with international
companies, countries, and academic
institutions is one of MCL’s long-term goals.
Overall, Dr. Morice anticipates that
diagnostic funding will only continue to grow
in the US based on “the investments that
we've seen in the biotech diagnostic space
and the continued need for these
[advancements].” 

With over 3,800 tests and pathology
services under its belt and 4,500 Mayo
Clinic physicians and scientists available for
on-demand consultations, MCL can serve
as a key potential go-to-market partner for
Korea-based developers seeking to
conduct clinical trials in the United States.

https://news.mayocliniclabs.com/about-us/
https://www.mayoclinic.org/about-mayo-clinic#:~:text=1%20ranked%20hospital%20by%20U.S.,U.S.%20states%20and%20130%20countries.
https://www.mayoclinic.org/about-mayo-clinic#:~:text=1%20ranked%20hospital%20by%20U.S.,U.S.%20states%20and%20130%20countries.
https://www.mayoclinic.org/about-mayo-clinic#:~:text=1%20ranked%20hospital%20by%20U.S.,U.S.%20states%20and%20130%20countries.
https://www.mayoclinic.org/about-mayo-clinic#:~:text=1%20ranked%20hospital%20by%20U.S.,U.S.%20states%20and%20130%20countries.
https://news.mayocliniclabs.com/about-us/
https://news.mayocliniclabs.com/about-us/


These are some of the basic, baseline
questions that targets will ask. Consider
how your offering improves upon or can fill
gaps within current portfolios by
developing a compelling brand story
backed by proven data.

The Digital Healthcare Ecosystem -
Potential Barriers and Opportunities

Specifically, Dr. Morice notes that the
“ongoing need for COVID immunity will
really spur a lot of advancements in vaccine
development. Multi-valent vaccines will
probably be next.” Korean developers with
advancements in multi-valent offerings
should monitor the market and consider
potential partnership opportunities to strike
while the iron is hot. Leading with your
unique value proposition will help separate
your technology from the competition.

As the number of COVID variants
continues to expand globally, MCL is one
of many leading players placing a
“renewed emphasis” on improving
diagnostic capabilities. Dr. Morice
explains that “  all of us in healthcare have
to be really invested in building a global
system of diagnostics. With the
emergence of COVID,  it showed that
globally, there was probably under-
investment in diagnostic infrastructure.”
The interdependent nature of the
healthcare industry is clear for leaders
like Dr. Morice, as is the need for an
increased number of international
collaborations to create a better
diagnostic infrastructure worldwide.

When asked about digital health trends,
Dr. Morice responded “well, it's actually a
very interesting question, because the US
in some respects is behind other parts of
the globe, in terms of how we are with
digital acceptance and having a digital
infrastructure.” In particular, when
compared to Asia, citizens were “much
more used to mobile technologies than in
the US.” 

Asia-based parties seeking to enter the
US must understand the current market
status. Dr. Morice advises that players
“be very realistic, and understand what
the state of maturity is of the digital
ecosystem within the US and how it
compares to other markets like Asia. If
you're trying to understand the rate of
return on investment, it might be longer
than you would expect, because there
isn't much of a digital ecosystem to
access a customer base.” 



Although COVID shutdowns initially expedited the digital acceptance of telehealth in the US, new
rules and regulations around teleservices and offerings are now being formed at a state-by-state
level, haltering this rapid growth.

Dr. Morice, explains, however, that the digital diagnostic sphere presents a plethora of potential
opportunities for the future. “The flip side is, I think there are great partnership opportunities with
US companies because they are really looking to accelerate in this space.”

“On both sides, I think we'll see more introduction of artificial intelligence, machine learning, and a
more digital ecosystem that's distributed to help bring meaning to patients, doctors, and
providers.” Providing educational resources that anticipate potential questions, concerns, and
needs for each segment will help better package your digital solution to the industry. As US
adoption is behind other countries, as are the resources available to navigate this transition.

He furthers that “digital will really lead to more of a distribution of diagnostics, as well as more of
a desire for individuals to have medical information.” In this case, “individuals” does not just refer
to patients. It refers to providers, clinical trial participants, nurses, technicians, and beyond. As
the access to medical information expands, as will the need for digital resources for each
stakeholder.  Digital platform developers need to make the transition to digital easy for US-based
healthcare parties.

Dr. William Morice, President of Mayo Clinic Laboratories



Overall, Dr. Morice anticipates and welcomes more global collaborations across international
healthcare systems. MCL partners “both domestically and internationally with healthcare
systems” to facilitate strong, interdependent networks. For instance, Dr. Morice explains that in
some cases “we've actually gone down and analyzed their laboratories to help [collaborators]
understand where they need to grow their actual test menu, or where they need to grow capacity
to serve more patients.”

Collaboration Avenues to Consider

These collaborations are as “much academic as they are business partnerships” according to
Dr. Morice. While ultimately the two companies work together to reach their individual business
goals, the educational aspect of the process adds a high level of value for major institutions like
MCL. “It goes back to that ethos of the Mayo Clinic. Number one, there are always things for us
to learn.” Industry leaders like Dr. Morice are often interested in learning more about the latest
innovations and emerging technologies within key geographic communities. They have a strong
understanding that the advancements made in one piece of the world can majorly impact another.

The interest to collaborate and learn more from leading parties is already there. It is up to
international developers to figure out the best approaches for securing these collaborations.



In summary, Mayo Clinic Laboratories is one of many potential clinical partners worldwide that
can assist your company with international expansion. Diagnostic players seeking to join or
contribute to the global ecosystem must pay attention to current market offerings and determine
how to fill unmet gaps.

-Content by Shannon Lindahl, Global Business and

Marketing Associate at BDMT Global

If you are interested in connecting with Dr. William Morice
or in working with Mayo Clinic Laboratories please send an
email to sim@bdmtglobal.com

International diagnostic developers can begin with virtual opportunities to attract initial attention
from key opinion leaders, with the goal of eventually nurturing them into in-person meetings. As
COVID restrictions loosen on a global scale, international travel rates will continue to expand. Do
not wait to secure meetings with potential partners. Land on their itineraries by nurturing
relationships now leveraging digital strategies.

To gain collaborations, developers can leverage both their own smaller-scale, virtual events, and
larger industry tradeshows. Dr. Morice explains that “virtual events are great, but some in-person
events in other parts of the globe are really important. It helps me understand the cultural context
of diagnostics, which is much different in every part of the globe.” Ultimately, nothing can replace
the physical experience of fully immersing oneself into a potential collaborator’s environment.
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