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ENTRY PATH CHOSEN ACQUISITION RULED OUT ORGANIC ENTRY

Immediate presence, inherited clinical evidence, an Years to clinical credibility, no practitioner relationships,
established customer base, a defensible position. high cost and an uncertain timeline to share.

RECOMMENDATION | Enter via acquisition. Five targets identified and prioritized, one valued at approximately

$150M.

The CEO of a global medical device company commissioned Over five months, research reports, practitioner interviews,
an assessment of the dental implant and biologics space. On surveys, society meetings, and direct company analyses were
the surface the question was whether the opportunity was synthesized into a structured market view, mapped across
worth pursuing. An aging population was driving demand three tiers and evaluated on product strategy, clinical track
and a dentist base was only beginning to place implants record, pricing posture, and acquisition potential.
at scale.

Leadership accepted the recommendation and pursued
The harder question was whether there was a path in that targets. The deal did not close, for reasons unrelated to the
could actually compete. The market was attractive. Organic assessment, but the analytical foundation shaped where
entry was not. leadership directed attention.
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