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Background and Company Performance 

Key Industry Challenges 

The ongoing digital health revolution and healthcare consolidations are making the use of 

smart connected devices, telecare technologies, and interoperable platforms imperative to 

improving health outcomes. The demonstrated potential of digital health and remote patient 

monitoring in the medical realm becomes more significant every day. In fact, not a day goes 

by without an investigation of novel applications of telehealth and telecare technologies, a 

subset of digital health focused on elderly and home care. Telehealth initiatives and, more 

specifically, remote monitoring solutions have continued to struggle to deliver value to end 

users due to a number of factors. Bottlenecks in telehealth system implementations and 

large base of legacy non-connected medical devices further complicate any attempt to 

streamline the delivery of care. A key challenge for European healthcare providers is the 

need to improve care delivery while managing associated costs. Changing country-specific 

healthcare regulatory landscapes especially non-standardized reimbursement policies are 

adding complexity and uncertainty in shaping the home-based care models. Major health 

systems are striving for better management of cardiovascular disease, which, alongside 

diabetes, stroke and respiratory illnesses, are among the most prevalent and most 

expensive disease areas.  

Patient data privacy and liability issues are barriers to successful implementation of telecare 

and remote monitoring models. Healthcare providers often are unwilling to purchase 

expensive remote monitoring systems unless the return on investment looks 

lucrative. Although some well-established healthcare organizations have built their own 

telecare and remote patient monitoring systems, they have found it impossible to keep up 

with market advances and demands of the patient population they are serving. One of the 

primary challenges confronting healthcare organizations is finding a single, comprehensive 

telehealth and telecare technology vendor that facilitates the simple, secure, and end-to-

end acquisition, transfer, and integration of mission-critical patient data from disparate 

sources. 

Many companies are entering the telehealth and telecare market offering a gamut of 

connected devices, Web-based portals, and mobile health services for end-to-end remote 

monitoring. A company’s success in this demanding market depends on the user-

friendliness of its products, vendor marketing strategies, and end-user acceptance. A 

company with a broad, comprehensive portfolio of remote patient monitoring products and 

services that can be tailor-made to fit end-user needs will have a competitive edge in the 

emerging telehealth and telecare market.  
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Customer Impact and Business Impact 

Match to Market Needs 

Holon, Israel-based Aerotel Medical Systems was founded in 1998 and has established itself 

over the last decade as a market leader in the field of telecare, telemedicine, and remote 

patient monitoring solutions. Years of world-class engineering efforts have made it a robust 

vendor offering best-of-breed technology for multi-parameter remote patient monitoring 

focused on cardiac diseases. The company’s broad portfolio of connected medical devices 

and remote monitoring capabilities addresses multiple end-user demands. The idea behind 

these offerings is simple: using information technology and communications for effective 

remote healthcare delivery from anywhere, anytime. Aerotel Medical Systems designed its 

devices to be easy to use in any scenario, regardless if it’s a home care user or a 

professional practitioner, with just 2 buttons and no complicated touch screen or display. To 

strengthen its competitive edge, the company has partnered with industry-leading medical 

equipment manufacturers, healthcare software vendors, leading healthcare providers and 

health systems globally. An all-in-one remote monitoring platform focused on chronic 

disease conditions not only addresses clinical needs, but can be used effectively for research 

and development.  

From a care provider’s perspective, the consolidated telecardiology platform that 

incorporates a smart electrocardiogram (ECG) recorder/transmitter, digital data receiving 

workstation, Web-based remote access, and mobility capabilities reduces the need for costly 

integration of various other technologies. Cardiac care specialists are available around the 

clock to assist patients with diagnosis and treatment recommendations. 

Increased Operational Efficiency 

A single solution covering all aspects of home care or elderly care offers end users 

tremendous flexibility. Aerotel Medical Systems’ wide range of connectivity options extracts 

patient-generated data from wireless devices and can transmit it via phone line, wired or 

wireless Internet, or cellular networks. Its unique product lines are at the core of its market 

leadership such as HeartLine ECG monitoring, Multi-parameter monitoring system and the 

LifeCare mobile solutions. Aerotel’s telecare solutions are much more versatile than 

traditional remote patient monitoring solutions. The company’s post-sales customer service 

and support is a pillar of its success. Also the company’s direct sales approach ensures end-

user flexibility through customization, personalization, and integration of the solution into 

the existing workflow. In a short time span, many of the company’s contracted customers, 

including some of the most prestigious healthcare institutions around the world, have 

leveraged the company’s cutting-edge ECG monitoring platform and its rich expertise to 

advance the current capabilities of their remote patient monitoring.  
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Aerotel Medical System provides remote monitoring and receiving workstations that allow 

physicians to view, analyze, interpret, and report on medical information received from 

patients via wireless monitoring devices. Frost & Sullivan’s extensive research confirms that 

Aerotel offers the most comprehensive and advanced remote monitoring solutions in the 

European telehealth and telecare market.  

Superior Ownership Experience 

Aerotel has a global customer base presence across 45 countries offering home-based 

patient monitoring, telemedicine, and telecare solutions. The company’s product line such 

as Medi-Cliniq & Mobi-Cliniq are proving to be disruptive to the market and has the potential 

to transform European telehealth and telecare industry. Care providers and patients find the 

company’s monitoring solutions to be intuitive and simple to use.   

  

Realizing the importance of end-users and patients education in the marketplace, Aerotel 

Medical Systems offers interactive sessions to train end users to operate the devices and to 

use the mobile apps to seamlessly transfer data to providers. As a matter of fact, 

complementing its superior engineering skill, research backed-up device design and 

customer centricity has become the backbone of Aerotel Medical System’s overall success in 

the global market.  

Brand Equity 

Frost & Sullivan’s competitive benchmarking of the telehealth, telecare, and remote 

monitoring vertical reveals that despite tough competition from industry-leading vendors 

offering end-to-end solution, Aerotel’s telecardiology and medical parameters remote 

monitoring solutions has proven to be a solid market differentiator in an increasingly 

crowded landscape. The company is increasingly recognized by its customers for its 

innovation, drive and field success. Perhaps the most significant trait of Aerotel Medical 

Systems’ progressive value proposition is its customer-centric approach, with personalized 

attention that represents the cornerstone of the company’s success in the overall remote 

patient monitoring market. This has made the Aerotel Medical Systems brand synonymous 

with remote patient monitoring market.  
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Conclusion 

Aerotel Medical Systems offers sophisticated remote health monitoring solutions for people 

with chronic conditions that require continuous and real-time monitoring. The company’s 

best-of-breed telecardiology platform is helping to realize its vision of superior remote home 

and elderly care monitoring provider while enhancing the overall care delivery experience 

for patients. As the number of telehealth and telecare technologies increases, the demands 

placed on smart health solutions are becoming even more diverse. 

The company has shown exceptional foresight in understanding the importance of 

empowering patients and physicians in order to transform the quality of healthcare 

outcomes. However, future market prospects for telehealth and telecare products and 

services will be determined not only by quality and flexibility, but also by the ability to offer 

scalable, real-time, and connected health solutions to improve clinical outcomes. Aerotel 

Medical Systems’ unique telemedicine strategy has the scalability to integrate any new 

digital health data capture devices and applications. The company has aligned its product 

development roadmap with the next-generation telehealth and remote health monitoring 

trends that are reshaping the healthcare industry.  

With its strong overall performance, Aerotel Medical Systems has earned Frost & Sullivan’s 

2016 Market Leadership Award for European telehealth and telecare industry.   
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Significance of Market Leadership  

Ultimately, growth in any organization depends upon customers purchasing from your 

company, and then making the decision to return time and again. Loyal customers 

become brand advocates; brand advocates recruit new customers; the company grows; 

and then it attains market leadership. To achieve and maintain market leadership, an 

organization must strive to be best-in-class in three key areas: understanding demand, 

nurturing the brand, differentiating from the competition. This three-fold approach to 

delivering market leadership is explored further below. 

 

Understanding Market Leadership 

As discussed on the previous page, driving demand, strengthening the brand, and 

competitive differentiation all play a critical role in a company’s path to market leadership.  

This three-fold focus, however, is only the beginning of the journey and must be 

complemented by an equally rigorous focus on the customer experience.  Best-practice 

organizations therefore commit to the customer at each stage of the buying cycle and 

continue to nurture the relationship once the customer has made a purchase. In this way, 

they build a loyal, ever-growing customer base and methodically add to their market 

share over time.   
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Key Performance Criteria 

For the Market Leadership Award, we focused on specific criteria to determine the areas of 

performance excellence that led to the company’s leadership position.  The criteria we 

considered include (although not limited to) the following:   

Criterion Requirement 

Growth Strategy Excellence 

Demonstrated ability to consistently identify, 

prioritize, and pursue emerging growth 

opportunities 

Implementation Excellence 

Processes support the efficient and consistent 

implementation of tactics designed to support the 

strategy 

Brand Strength 
The possession of a brand that is respected, 

recognized, and remembered 

Product Quality 

The product or service receives high marks for 

performance, functionality and reliability at every 

stage of the life cycle  

Product Differentiation 

The product or service has carved out a market 

niche, whether based on price, quality, uniqueness 

of offering (or some combination of the three) that 

another company cannot easily duplicate 

Technology Leverage 

Demonstrated commitment to incorporating leading 

edge  technologies into product offerings, for 

greater product performance and value 

Price/Performance Value 
Products or services offer the best value for the 

price, compared to similar offerings in the market 

Customer Purchase Experience 

Customers feel like they are buying the most 

optimal solution that addresses both their unique 

needs and their unique constraints 

Customer Ownership Experience 

Customers are proud to own the company’s product 

or service, and have a positive experience 

throughout the life of the product or service 

Customer Service Experience 
Customer service is accessible, fast, stress-free, 

and of high quality 
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The Intersection between 360-Degree Research and Best 

Practices Awards 

Frost & Sullivan’s 360-degree research 

methodology represents the analytical 

rigor of our research process. It offers a 

360-degree-view of industry challenges, 

trends, and issues by integrating all 7 of 

Frost & Sullivan's research methodologies. 

Too often, companies make important 

growth decisions based on a narrow 

understanding of their environment, 

leading to errors of both omission and 

commission. Successful growth strategies 

are founded on a thorough understanding 

of market, technical, economic, financial, 

customer, best practices, and demographic 

analyses. The integration of these research 

disciplines into the 360-degree research 

methodology provides an evaluation 

platform for benchmarking industry 

players and for identifying those performing at best-in-class levels. 

  

360-DEGREE RESEARCH: SEEING ORDER IN 

THE CHAOS 
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Best Practices Recognition: 10 Steps to Researching, 

Identifying, and Recognizing Best Practices  

Our awards team strives to follow a 10-step process (illustrated below) to evaluate award 

candidates and assess their fit with our best practice criteria. The reputation and integrity 

of our awards are based on close adherence to this process. 

STEP OBJECTIVE KEY ACTIVITIES OUTPUT 

1 
Monitor, target, 
and screen 

Identify award recipient 
candidates from around the globe 

 Conduct in-depth industry 
research 

 Identify emerging sectors 
 Scan multiple geographies 

Pipeline of candidates who 
potentially meet all best-practice 
criteria 

2 
Perform  
360-degree 
research 

Perform comprehensive, 360-
degree research on all candidates 
in the pipeline 

 Interview thought leaders 
and industry practitioners  

 Assess candidates’ fit with 
best-practice criteria 

 Rank all candidates 

Matrix positioning all candidates’ 
performance relative to one 
another  

3 
Invite thought 
leadership in 
best practices 

Perform in-depth examination of 
all candidates 

 Confirm best-practice 
criteria 

 Examine eligibility of all 
candidates 

 Identify any information 
gaps  

Detailed profiles of all ranked 
candidates 

4 
Initiate 
research 
director review 

Conduct an unbiased evaluation 
of all candidate profiles 

 Brainstorm ranking options 
 Invite multiple perspectives 

on candidates’ performance 
 Update candidate profiles  

Final prioritization of all eligible 
candidates and companion best-
practice positioning paper 

5 
Assemble panel 
of industry 

experts 

Present findings to an expert 
panel of industry thought leaders 

 Share findings 
 Strengthen cases for 

candidate eligibility 

 Prioritize candidates 

Refined list of prioritized award 
candidates 

6 
Conduct global 
industry review 

Build consensus on award 
candidates’ eligibility 

 Hold global team meeting 
to review all candidates 

 Pressure-test fit with 
criteria 

 Confirm inclusion of all 
eligible candidates 

Final list of eligible award 
candidates, representing 
success stories worldwide 

7 
Perform quality 
check 

Develop official award 
consideration materials  

 Perform final performance 
benchmarking activities 

 Write nominations 
 Perform quality review 

High-quality, accurate, and 
creative presentation of 
nominees’ successes 

8 

Reconnect with 
panel of 
industry 
experts 

Finalize the selection of the best-
practice award recipient 

 Review analysis with panel 
 Build consensus 
 Select winner 

Decision on which company 
performs best against all best-
practice criteria 

9 
Communicate 
recognition 

Inform award recipient of award 
recognition  

 Present award to the CEO 
 Inspire the organization for 

continued success 
 Celebrate the recipient’s 

performance 

Announcement of award and 
plan for how recipient can use 
the award to enhance the brand 

10 
Take strategic 
action 

Share award news with 
stakeholders and customers 

 Coordinate media outreach 
 Design a marketing plan 
 Assess award’s role in 

future strategic planning 

Widespread awareness of 
recipient’s award status among 
investors, media personnel, and 
employees  
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About Frost & Sullivan  

Frost & Sullivan, the Growth Partnership Company, enables clients to accelerate growth 

and achieve best in class positions in growth, innovation and leadership. The company's 

Growth Partnership Service provides the CEO and the CEO's Growth Team with disciplined 

research and best practice models to drive the generation, evaluation and implementation 

of powerful growth strategies. Frost & Sullivan leverages almost 50 years of experience in 

partnering with Global 1000 companies, emerging businesses and the investment 

community from 31 offices on six continents. To join our Growth Partnership, please visit 

http://www.frost.com. 
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