
        Best course I have 

ever seen in 10 years of 

marketing.”

LI-COR BIOSCIENCES

       Excellent. I have 

taken so many courses 

that turned out not to be 

worthwhile; this was one 

of the very few that was 

worthwhile.”

MILWAUKEE ELECTRIC TOOL CO.

       A good balance between 

theory and the real world.”

CHOICEPOINT, INC.

       Our instructor was 

interesting, comfortable, 

knowledgeable  —excellent job!”

CATERPILLAR, INC.
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Accelerating Innovation in Medical Products
JUNE 4-5, 2019 – MINNEAPOLIS, MN

Join Applied Marketing Science (AMS) in Minneapolis, June 4-5, for an open-enrollment workshop 
exclusively for product developers and marketers at medical devices and diagnostics, pharmaceuticals, 
and life sciences companies. In this session, you will learn practical techniques for uncovering the wants 
and needs of stakeholders throughout the healthcare ecosystem—clinicians, patients, healthcare 
administrators, family caregivers, and payors—and applying those insights to upstream product 
development.  

John Mitchell, Managing Principal of AMS and a veteran product development and market research 
expert, will facilitate the workshop. John brings over 15 years’ experience helping global medtech 
companies hear the Voice of the Customer in fields such as interventional radiology, electrophysiology, 
general surgery, radiation oncology, gastroenterology, and pulmonology.

The session blends formal instruction with hands-on activities and practice exercises, plus opportunities 
for participants to share their own experiences with healthcare industry colleagues during exercises, 
breaks, and a team dinner. All attendees also receive ongoing access to AMS’s exclusive online VOC toolkit 
of job aids, templates and knowledge resources. During this interactive and hands-on seminar, you will 
learn important principles and skills such as:

• The theory of VOC and the importance of a needs-based approach to innovation
• Recruiting the right customers: clinicians, patients, administrators, etc.
• Getting a global perspective without busting your budget
• Compliance with regulations, including HIPAA, the “Sunshine Act” or PPACA, and GDPR
• The best way to interview customers
• Conducting effective observational research
• Finding insights in qualitative data
• Using survey research to measure what customers want
• Integrating VOC with your upstream product strategy

Enrollment is limited to 25 participants to maintain a seminar format and encourage participation. To 
reserve a spot in this course today, visit www.ams-insights.com/training-coaching/upcoming-workshops/
voc-med-device-biotech/  or call Kelly Dudenhoeffer at (781) 250-6306.
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• Johnson & Johnson

• Lonza

• MAQUET / Getinge Group

• Medtronic

• Olympus Surgical

• Siemens Healthineers

• Stryker

• Smith & Nephew

• Varian Medical Systems

• Abbott Laboratories

• Acumed

• Baxter

• Bayer HealthCare

• Boston Scientific

• Dräger

• Edwards Lifesciences

• Halyard Health

• Hollister

• Instrumentation Laboratory

This session is for upstream 
and downstream product 
developers, engineers, 
marketers, and managers at 
healthcare and life sciences 
companies, including 
manufacturers of medical 
devices, diagnostics and 
testing equipment, and 
pharmaceuticals, as well as 
providers of healthcare services.

Past attendees have included representatives from 
leading healthcare and life sciences firms, including:WHO SHOULD ATTEND

WHAT OUR ATTENDEES 
ARE SAYING

https://ams-insights.com/training-coaching/upcoming-workshops/voc-med-device-biotech/
https://ams-insights.com/training-coaching/upcoming-workshops/voc-med-device-biotech/


DAY 1
Course Introduction & 
 First Principles

• The Voice of the Customer and its role in upstream product  

development

• What makes research in medical categories unique

• Insight “impostors” and other common pitfalls

• Trends in medical market research

Designing a  VOC Study • Choosing the right customers to research

• Designing an international VOC study

• Complying with regulations in research

Conducting  
Customer Interviews

• Designing a discussion guide

• Dealing with sensitive topics

• Techniques for effective interviews

• Interview practice

Observing Customers Onsite • Designing and conducting contextual inquiry in a  

health setting 

• Capturing and interpreting observational artifacts

DAY 2

Analyzing Qualitative Data • Extracting information from transcripts and notes

• Organizing customer needs in a hierarchy

• Sketching clinical workflows

Prioritizing Customer Needs 
with Quantitative Research

• Simple surveys for product innovation

• Measuring importance, performance, and frequency

Turning Data into Insights • Finding focus areas for innovation

• Uncovering hidden customer needs

Emerging Methodologies 
in VOC Research: An Overview

• Journey mapping to understand the customer experience

• Connecting with patients using mobile ethnography

• Applying artificial intelligence to find customer insights faster

Course Outline

PRICING

Tuition for the course is $1,795 per participant, which includes all course materials, as well as breakfast and 
lunch on both days. Participants who register and pay by May 10, 2019 will get a $200 discount on regular 
rates. Companies who register three or more participants will get an additional $100 discount on both 
regular and early-bird rates

ABOUT THE VENUE

The Minneapolis Marriott City Center is conveniently located in the heart of downtown Minneapolis. 
Situated in the city’s lively downtown district, the hotel is attached to the Skyway system and in walking 
distance of public transportation.

A limited number of hotel rooms are available for participants at the discounted rate of $260 per night, 
for June 3rd and 4th only. To make your room reservation or for questions about guest accommodations, 
please contact Marriott Reservations at 1-866-315-9403, and identify yourself as part of the Applied 
Marketing Science group staying at the Minneapolis Marriott City Center.

Note: Reservations must be made by May 13, 2019 to receive the discounted group rate. After this date, the 
hotel will accept reservations at the group rate on a space and rate available basis. APPLIED MARKETING SCIENCE   
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www.ams-insights.com

About Applied 
Marketing Science

For more than 25 years, Applied 
Marketing Science has been the 
authority on turning customer 
insights into innovation. Co-
founded in 1989 by Dr. John 
Hauser, Kirin Professor of 
Marketing at the Massachusetts 
Institute of Technology and co-
author of the landmark paper, “The 
Voice of the Customer,” AMS has 
helped professionals at hundreds 
of global companies apply the 
Voice of the Customer and other 
techniques to create innovative 
products and distinctive customer 
experiences. To learn more, visit 
www.ams-insights.com or call us 
at (781) 250-6300.

JOHN MITCHELL 
President & Managing Principal

John’s career spans nearly 
20 years of market research, 
marketing strategy, innovation, 
and management consulting. 
He specializes in medical and 
diagnostic devices, and has served 
global firms including Boston 
Scientific, Bayer Healthcare, Johnson 
& Johnson, Medtronic, Getinge 
Group, Olympus, and Edwards 
Lifesciences. His teams have helped 
clients develop a positioning 
strategy for a new mechanical 
ventilator, identify new product 
opportunities in interventional 
radiology labs, optimize pricing 
and features for laparoscopic 
surgical instruments, understand 
the patient journey in breast and 
prostate cancer, and identify the 
needs of clinicians and caregivers 
administering enteral nutrition. 


