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Analysis of the Italian health care
system for a successful market entry
Neoplastools GmbH is a worldwide seller of kINPen® MED, a medical

device using cold atmospheric plasma to treat chronic and infected

wounds. The project goal is to provide the company with an overview of

the North Italian health care market, including potential customers and key

opinion leaders, as a foundation for their potential market entry.

neoplastools GmbH
Neoplastools GmbH was set up in 2009 as a
spin-off of INP Greifswald and aims to esta-
blish cold atmospheric plasma in the medical
market. The company sells their products
mainly in Germany, Austria and Switzerland,
and has additional installations in France, Ja-
pan, Spain and Sweden. The company’s pro-
duct is kINPen® MED, a new therapy option
in medicine using cold atmospheric plasma to
treat chronic and infected wounds as well as
pathogen-induced skin diseases.

Proceeding
Firstly, the project team gained information
about the Italian health care system through
desk research. Later, qualitative interviews
with wound care specialists such as doctors,
professors, leaders and members of wound
care organizations, and potential distributors
and competitors were conducted to obtain
first hand in-depth knowledge. The research

focused on identifying key opinion leaders and
acquiring information to provide detailed ana-
lyses and fact sheets regarding the objectives
that can be seen in the chart below.

Results
As a result, an overview of the Italian health
care system was provided. Furthermore, the
reimbursement process of treatments and the
reimbursement and coverage of medical devi-
ces within hospitals as well as the medical use
and research progress of cold plasma techno-
logy in Italy, with an analysis of the direct and
indirect competitors, was presented. From the
information gathered from the research, seve-
ral tables with potential customers, key opi-
nion leaders and potential distribution partners
were created. Finally, some recommendations
about a potential entry approach were given.

www.fhsg.ch/praxisprojekte

Project team (f. l. t. r.)
Michael Tanner, FHS St.Gallen, Switzerland
Federica Maffezzoli, Università di Trento,
Italy
Delia Jussel, FHS St.Gallen, Switzerland, Pro-
ject Leader
Christian Spinu, EDC Paris, France
Bertille Chattey, EDC Paris, France

Client
neoplastools GmbH, Greifswald, Germany
Tranquillo Deotto, Sales Director
www.neoplas-tools.eu/

The project team was chal-
lenged by the medical mar-
ket, a market that is highly
regulated and complex to
understand. Nevertheless,
the team was able to deliver

valuable results and recommendations
which serve as a basis for further investigati-
ons and action steps for the market entry in
Italy.
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The team faced a difficult
task in assessing the Italian
healthcare market for a pro-
duct which could offer an
important benefit to their
client. It was difficult to gat-

her reliable data, but the students managed
to provide a general overview; moreover,
they learned a lot about the intercultural is-
sues in international project work.

Project goals.

Source: own illustration.


