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Sermo’s HCP Sentiment Study: 

Part 8 research overview

• Questions were solicited from Sermo
clients and fielded November 2021

• Sermo invited physicians to participate 
among a list of eleven specialties across 
eight countries

• Screener requirements:

• Hospital-based physicians

• Between 3 and 30 years in practice

• Total sample: 218

Country Sample

USA 38

Italy 35

Germany 31

UK 30

Spain 30

France 27

Japan 23

China 4

Specialty Sample

Orthopedic surgeons 42

General surgeons 36

Radiologists 35

Urologic surgeons 32

Neurosurgeons 22

Vascular surgeons 13

Cardiac surgeons 11

Obstetric surgeons 10

Colorectal surgeons 6

Plastic and reconstructive surgeons 6

Electrophysiologists 5
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58%

63% 62%

26%

20%

5%

24%
22%22%

32%

14%

52%

Global USA EU5 APAC

University / teaching hospital
National / public hospital
General hospital

16
15 15

21

Global USA EU5 APAC

Sermo’s HCP Sentiment Study: Respondent profile

PRIMARY PRACTICE SETTING AVERAGE YEARS OF EXPERIENCE

Global USA EU5 APAC

Base Sizes, 

n=
218 38 153 27

S2. What is y our primary  practice setting?

S3. How many  y ears hav e y ou been in practice in y our specialty ? 3
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Medical Device 

Access Restrictions



PR O PR IET AR Y AN D  CO NF IDEN T IAL

While medical device sales reps have full access in around half of hospitals in the 

US and EU5, the access in most APAC hospitals is still restricted

Q3. What is y our hospital’s policy  on medical dev ice sales representativ e access?
Global USA EU5 APAC

Base Sizes, 

n=
218 38 153 27

2% 3% 4%

52% 55% 48%

70%

45% 45% 49%

26%

Global USA EU5 APAC

HOSPITAL’S POLICY ON MEDICAL DEVICE SALES REP ACCESS

Full access

Restricted 

access

No access at all
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Hybrid is the most popular approach to engage with medical device sales reps in the 

US and APAC, while EU5 is increasingly utilizing in person meetings

Q4. How are y ou engaging with medical dev ice sales representativ es today ?

Global USA EU5 APAC

Base Sizes, 

n=
218 38 153 27

51%

15%

34%

ENGAGING WITH MEDICAL SALES REPS TODAY

Hybrid (both 

remote and in 

person)

Remote only (e.g., 

Zoom, Microsoft 

Teams, phone or 

other)

In person

GLOBAL

66%

11%

24%

USA

44%

16%

39%

EU5

67%

11%

22%

APAC
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6 in 10 physicians across all regions say that elective surgery / procedure 

volume has returned to pre-COVID levels in their hospitals

Q1. Has electiv e surgery /procedure v olume returned to pre-COVID lev els in y our hospital?

Global USA EU5 APAC

Base Sizes, 

n=
218 38 153 27

3% 3% 4%

36%
32%

36%
41%

61%
68%

61% 56%

Global USA EU5 APAC

Yes, we are back to pre-COVID levels

No, we are doing less surgeries/procedures now than pre-COVID

We are doing more surgeries/procedures now vs. pre-COVID

RETURN OF ELECTIVE SURGERY / PROEDURE VOLUME TO PRE-COVID LEVELS
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How to support 

HCPs and the 

Medical Community
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Digital or virtual device trainings were popular in the past 12 months among physicians 

in the US and EU5, less so in Japan and China despite of the stricter sales rep access in 

region’s hospitals

Q2. Hav e y ou participated in digital or v irtual medical dev ice trainings in the past 12 months?

Global USA EU5 APAC

Base Sizes, 

n=
218 38 153 27

37%
26%

36%

56%

63%
74%

64%

44%

Global USA EU5 APAC

PARTICIPATION IN DIGITAL OR VIRTUAL MEDICAL DEVICE TRAININGS IN THE PAST 12 MONTHS

Yes

No
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Medical congresses / meetings is the most trusted source when learning about medical 

device technologies and procedures; peers is a highly valued source in the US

Q5. Which sources do y ou trust most when learning about medical dev ice technologies and procedures? 

Global USA EU5 APAC

Base Sizes, 

n=
218 38 153 27

MOST TRUSTED SOURCES WHEN LEARNING ABOUT MEDICAL DEVICE TECHNOLOGIES AND PROCEDURES

GLOBAL USA EU5 APAC

Medical congresses/meetings 1 3 1 1

Physician peers 2 1 2 5

Sales representatives 3 4 3 2

Medical journals/associations 4 2 5 6

Online webinar/training course 5 6 4 3

Company/brand website/email 6 5 6 4

Updates from your own hospital administrators 7 8 7 8

Social media/digital advertisements 8 9 8 7

Medical news outlets 9 7 9 9
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Video tutorials / online courses, followed by clinical trial data (not the case in APAC), are 

considered the most valuable source to learn about medical device technologies 

Q7. What ty pe of  inf ormation do y ou f ind most v aluable when learning about medical dev ice technologies and procedures?
Global USA EU5 APAC

Base Sizes, 

n=
218 38 153 27

2%

3%

4%

12%

13%

30%

36%

Peer testimonials

Product safety
updates

Professional
standards

Case studies

Real-world evidence

Clinical trial data

Video tutorials /
online training…

GLOBAL

1%

5%

5%

13
%

21
%

29
%

24
%

USA

1%

3%

3%

12%

10%

35%

37%

EU5

4%

0%

11%

15%

19%

4%

48%

APAC

MOST VALUABLE TYPE OF INFORMATION WHEN LEARNING ABOUT MEDICAL DEVICE TECHNOLOGIES AND PROCEDURES
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1 in 2 physicians in EU5 seek information about medical device technologies at least once 

per week; their peers in the US and APAC are less active information seekers

Q6. How f requently  are y ou seeking inf ormation about medical dev ice technologies and procedures?

Global USA EU5 APAC

Base Sizes, 

n=
218 38 153 27

FREQUENCY OF INFORMATION SEEKING

4% 5%

17% 17%

33% 35%

46% 43%

Existing
technologies

Emerging
technologies

Once per 

week or more

Once per month

Once per quarter

Once per 

semester or less

GLOBAL

3%

26% 24%

37% 37%

37% 37%

Existing
technologies

Emerging
technologies

5% 4%

13% 15%

33% 33%

48% 48%

Existing
technologies

Emerging
technologies

4%
15%

26%

22%

22%

41%

48%

22%

Existing
technologies

Emerging
technologies

USA EU5 APAC
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Quick access to information and strong field force are extremely important to 

physicians across all regions when interacting with medical device companies

Q8. How important are the f ollowing aspects of  y our interactions with medical dev ice companies? (1-5 scale)

Global USA EU5 APAC

Base Sizes, 

n=
218 38 153 27

78%

81%

88%

88%

88%

91%

91%

Having a single point of
contact

Integration of
touchpoints

Customized content
based on your…

Personalized interaction
(i.e., frequency, roles)

Continuity / consistency
in the field force

Field force knowledge/
ability for rapid…

Access to information 
’on demand’

GLOBAL USA EU5 APAC

71%

79%

84%

87%

87%

82%

89%

83%

84%

90%

89%

91%

94%

94%

63%

63%

82%

82%

70%

89%

82%

TOP 3 

(IMPORTANT)

IMPORTANCE OF VARIOUS ASPECTS OF INTERACTION WITH MEDICAL DEVICE COMPANIES
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Global

Base Sizes, 

n=
218

33%

48%

38%

33%

33%

31%

29%

31%

24%

33%

37%

35%

38%

36%

15%

9%

17%

18%

19%

22%

26%

Having a single point of contact

Integration of touchpoints

Customized content based on your individual needs

Personalized interaction (i.e., frequency, roles)

Continuity / consistency in the field force

Access to information ’on demand’

Field force knowledge/ ability for rapid response

Important Fairly important Very important

Top 3 

(important)

91%

91%

88%

88%

88%

81%

78%

Q8. How important are the f ollowing aspects of  y our interactions with medical dev ice companies? (1-5 scale)
14

Global: Importance of various aspects of interaction 

with medical device companies

Globally, 1 in 4 

physicians say that 

field force knowledge is 

very important when 

interacting with medical 

device companies; 

other aspects rated 

slightly lower
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Global

Base Sizes, 

n=
218Q8. How important are the f ollowing aspects of  y our interactions with medical dev ice companies? (1-5 scale)

14

USA: Importance of various aspects of interaction 

with medical device companies

1 in 3 US physicians 

say that field force 

knowledge / ability for 

rapid response is very 

important when 

interacting with medical 

device companies; 

other aspects rated 

lower

21%

45%

13%

32%

24%

24%

29%

29%

29%

34%

37%

47%

47%

37%

21%

5%

34%

16%

16%

16%

24%

Having a single point of contact

Integration of touchpoints

Field force knowledge/ ability for rapid response

Customized content based on your individual needs

Personalized interaction (i.e., frequency, roles)

Continuity / consistency in the field force

Access to information ’on demand’

Important Fairly important Very important

Top 3 

(important)

89%

87%

87%

84%

82%

79%

71%
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Global

Base Sizes, 

n=
218Q8. How important are the f ollowing aspects of  y our interactions with medical dev ice companies? (1-5 scale)

14

EU5: Importance of various aspects of interaction 

with medical device companies

In EU5, aspects 

considered as the 

most important vary

Top 3 

(important)

94%

93%

91%

90%

89%

84%

83%33%

50%

33%

39%

33%

28%

31%

35%

24%

35%

33%

35%

41%

38%

15%

10%

21%

18%

23%

25%

25%

Having a single point of contact

Integration of touchpoints

Personalized interaction (i.e., frequency, roles)

Customized content based on your individual needs

Continuity / consistency in the field force

Access to information ’on demand’

Field force knowledge/ ability for rapid response

Important Fairly important Very important



PR O PR IET AR Y AN D  CO NF IDEN T IAL

Global

Base Sizes, 

n=
218Q8. How important are the f ollowing aspects of  y our interactions with medical dev ice companies? (1-5 scale)

14

APAC: Importance of various aspects of 

interaction with medical device companies

In APAC, 1 in 5 

physicians say that 

field force knowledge 

is very important when 

interacting with 

medical device 

companies; other 

aspects rated lower

Top 3 

(important)

89%

81%

81%

81%

70%

63%

63%44%

41%

44%

44%

44%

48%

41%

15%

19%

22%

33%

30%

26%

26%

4%

4%

4%

4%

7%

7%

22%

Having a single point of contact

Integration of touchpoints

Continuity / consistency in the field force

Personalized interaction (i.e., frequency, roles)

Customized content based on your individual needs

Access to information ’on demand’

Field force knowledge/ ability for rapid response

Important Fairly important Very important
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GLOBAL USA EU5 APAC

Meet with Sales Rep 1 3 1 2

Watch tutorial video / online training course 2 1 2 4

Discuss with peers 3 2 3 6

Review clinical data with Rep 4 4 (tie) 4 1

Read about it on company/brand website 5 4 (tie) 5 3

Trial 6 6 6 5 (tie)

Read email from Sales Rep 7 5 7 5 (tie)

Review pricing information 8 8 8 7

See educational digital advertisement 9 7 9 8

Physicians across all regions start utilizing a new medical device by broad research 

and end with logistical details, but get there in slightly differing ways

Q9. If  y ou were to list out y our pref erred way  of  learning about to utilizing a new medical dev ice or procedure, what would 

the order of  operations be?

Global USA EU5 APAC

Base Sizes, 

n=
218 38 153 27

DESIRED ADOPTION STEP ORDER FOR LEARNING ABOUT NEW MEDICAL DEVICE OR PROCEDURE

19
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What’s next?
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0%

0%

4%

0%

27%

4%

15%

38%

1%

4%

4%

14%

10%

20%

15%

27%

When asked unprompted, one third of physicians across all regions primarily expect 

medical device industry to provide better support / service for HCPs

Q10. If  y ou could tell the Medical Dev ice Industry  one thing to help them better understand y our needs and support y our 

day -to-day  activ ities, what would that be? 

Global USA EU5 APAC

Base Sizes, 

n=
218 38 153 27

HCP’S EXPECTATIONS FROM MEDICAL DEVICE INDUSTRY – ONE THING

2%

3%

3%

12%

12%

17%

18%

30%

Patient-centric support

Cost and profitability

Research and innovation

Education / training

Product-related

Contact / communication

Information

Better support / service

GLOBAL

8%

3%

0%

8%

11%

13%

32%

37%

USA EU5 APAC
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When asked unprompted, one third of physicians across all regions primarily expect 

medical device industry to provide better support / service for HCPs

Q10. If  y ou could tell the Medical Dev ice Industry  one thing to help them better understand y our needs and support y our 

day -to-day  activ ities, what would that be? 

Global USA EU5 APAC

Base Sizes, 

n=
218 38 153 27

HCP’s EXPECTATIONS FROM MEDICAL DEVICE INDUSTRY – ONE THING

2%

3%

3%

12%

12%

17%

18%

30%

Patient-centric support

Cost and profitability

Research and
innovation

Education / training

Product-related

Contact /
communication

Information

Better support / service “after-sales service is important” “be respective of our time” “better remote support”

“don't come to me without the data in-hand and being able to discuss it”

“in-person interaction with follow-up online video information” “frequent meetings”

“perform equipment performance demonstrations and show samples to be tested”

“more training courses”
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What does this mean for the healthcare industry?

22

Implications for industry

• Hybrid remains the most popular approach to engage with 

medical device sales reps in the US and APAC, while EU5 

is increasingly returning to in-person meetings—pharma

should continue to reach and interact with physicians 

incorporating some in-person interactions

• Video tutorials / online training courses should be the 

main-focus when engaging with physicians on med-tech in 

Japan and China, whereas both online trainings and 

clinical trial data are equally valuable in US and EU5

• When interacting with physicians, medical device 

companies should primarily focus on physicians being 

able to quickly access the information and provide them 

with strong field force support

Key findings

• Though surgery / procedure volume has returned to pre-

Covid levels in around 6 in 10 hospitals across all regions, 

medical device sales reps are still having restricted 

access in around half of the hospitals in US and EU5 and 

in 74% of hospitals in Japan and China

• Participation in digital or virtual medical device trainings is 

active in USA and EU5 among physicians; less so in 

Japan and China despite stricter sales rep access in 

region’s hospitals

• Medical congresses / meetings is the most trusted source 

when learning about medical device technologies and 

procedures; peers is a highly valued source in the US
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Thank you

To learn how Sermo can 

support your HCP insights and 

engagement goals, email us at 

business@sermo.com


