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Multiple-level demand sizing and 
segmentation approach:

Case study

Defined optimum market segmentation for a 
medical equipment manufacturer in China
Market sizing & modeling | Life science

A manufacturer of 
hospital equipment 
wanted to size and 
segment the market 
for its products in 
Greater China

Issue

Approach

• Confirmed that the demand opportunity 
for the product groups was promising

• The preferred channels and customer 
segments that would drive fast sales 
volumes were recommended for priority 
sales efforts
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Client benefit
Quantified the size of customer and channel segments with the 
greatest opportunities for the client.

Helped to achieve greater market share.
Analysis & 

recommendations
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