
"The pandemic opened up a lot of tailwinds in the market.
It allowed us to, really utilize the contact-free nature of
our technology. And at the time, there was a lot of
momentum building for remote care. So just as we were
pivoting and heading into this, the ability to provide
passive, passive contact-free monitoring at home, in that
setting was extremely valuable for our efforts. There were
challenges that we had to overcome and, and also some
forcing functions in the market that really provided a
catalyst for what we're doing both from a reimbursement
standpoint and value creation.”
- Terry Duesterhoeft Chief Product and Commercial
Officer at EarlySense
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Founded in 2004, EarlySense is an Israel-based medical device
developer that specializes in contact-free, continuous monitoring
solutions for the healthcare continuum. The company enables clinicians to
provide better patient care initiatives with real-time data for active
intervention and prevention. Since partnering with Hil-Rom in 2019,
EarlySense’s innovative technology has had a significant impact on the
industry, used in hundreds of hospitals and post-acute care facilities
around the world.



Healthcare industry expert, Terry Duesterhoft currently serves as the Chief Product and
Commercial Officer at EarlySense. Terry Duesterhoeft has eleven plus years of experience
working in the international med-tech sphere.

Past experience includes technology and business leadership roles at GE Healthcare, Vice
President Of Strategic Marketing at ZONARE Medical Systems, Inc, President of Honeywell
Lifecare, and Head of Product at XStor Medical Systems, Inc. A vast range of experience
working with different med-tech players has equipped Duesterhoeft with a plethora of insights
regarding the best practices for securing collaborations in the U.S. market.

In July 2020, during the height of COVID shutdowns, Duesterhoeft joined the leadership team of
EarlySense. The company was able to quickly locate new opportunities in the face of international
threats. “We were very successful at it, we were able to pivot and bring the product out in
roughly years' time from scratch with a new product team and really new requirements.”

Med-tech developers must be ready to pivot towards new unmet needs in the industry. Ensuring
that you have multiple value propositions ready for various target audiences and indications will
help ensure that when a potential road bump emerges, it stays a road bump and not a complete
derailment of your product launch plan.



“Understanding how you can create value for a
partner is is is much of an issue and as much of
a key part as how can you solve and create
value for the end user. It's a really tightrope to
walk because you've got some technology,
that potentially is a threat to the partner that
can help you the most. Just navigating that is
very critical, and understand[ing] the nuance
of the partnerships that you need to actually
reach the [end user].”

Terry Duesterhoeft 

Chief Product and Commercial Officer at EarlySense

To create true value propositions, developers
should consider their technology’s unique
differentiators in relation to potential targets’
needs, competitive pain points, and current
market gaps, among other areas. While
strong technology is a critical piece of the
puzzle, developers need to understand how
to position it in a market-driven way.
Technical specs should not be the main
priority, it is the benefit of the technology or
the problem it solves for targets.

International companies often struggle to
find their footing when first entering the
market, unable to successfully form a
relevant value proposition for the market.
“Typically a non-U.S. based company is going
to come into a market entrance either with a
value proposition of value drivers from their
local market or they're going to come at it
from a very technology-centric viewpoint -
that their technology is very differentiated.
But they don’t really understand how it plays
into the value proposition for targets. How to
create value for technology is usually the
place where companies struggle the most
coming into the US market.”

EarlySense’s ability to rapidly adapt to the
pandemic was largely driven by strategic
planning and adaptability. Featuring multiple
potential go-to-market options in your market
entry strategy and pinpointing the ultimate
benefits for each can help prepare you for
capitalization on emerging gaps. 



Global developers seeking to follow in a similar suit “try to get the actual engineers or designers of
your product in front of your targeted users - who's going to actually use and procure the
technology. If you can get the technical team or at least the key technical decision makers to
really understand what the problems are, and how you can solve them, that's going to be the
single most important thing you can do in the whole process.”

Waiting to meet with the ultimate end users of your product is a huge mistake. The potential
insights gained from these meetings are often invaluable. Delaying will only set your product
launch farther along.

-Content by Shannon Lindahl, Global Business and

Marketing Associate at BDMT Global

If you are interested in connecting with Terry Duesterhoeft
or in working with EarlySense please send an email to
sim@bdmtglobal.com

Once a product hits the market and gains a negative perception, it is often difficult to change it.
International med-tech companies should ensure that product development best practices are
followed when entering the U.S. market to promote progress and avoid setbacks.

End-users are the ones that you ultimately need to convince. Consulting them in the product
development process will help ensure that you are actually fulfilling their needs, and not creating
additional barriers to adoption. What may appear user-friendly to technical developers is often
considered far from it by medical professionals. They can reveal potential gaps and barriers while
there is still time to fix them.
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