
CASE STUDY

Strategy created for maker
of medical imaging system
AUniversityofTennesseeclasscom-

pleted12weeksofgo-to-marketresearch
forKnoxville-based4DMedicalSystems
Inc.aspartofUT’sfull-timeMBAEntre-
preneurshipandInnovationcurriculum.
Thecourseisdesignedtoallowstudents
to“walkinthefootsteps”ofentrepreneurs
tolearnbestpracticesforsuccessfulimple-
mentationofstrategies.

Thecompany:4DMedicalSystemsInc.
wasfoundedin2007todevelopandmar-
ketmedical,digital-imagingsystemsthat
capture,organize,annotateandcommu-
nicateofhigh-qualityphotoimages.The
technologyshowschangesinskinover
timeordocument’sthe“beforeandafter”
ofcosmeticandmedicalprocedures.The
company’ssystemsenabledermatologists,
plasticsurgeons,cancercenters,melano-
macentersandotherproviderstoofferthe
serviceattheirsites.

Scopeofwork:Thepurposeoftheen-
gagementwiththestudentswastoprovide
4DMedicalSystemsInc.abaselineofits
operationsanddevelopago-to-market
strategy.Atthetime,thecompanywas
carryingoutmarketresearchandproduct
developmentforitsfirstdermalimaging
system.

Thestudentsappliedaprovenprob-
lem-solvingframeworkofengagement,
conductingresearch,benchmarkingbest
practicesandmakingrecommendations
withpredictableoutcomes.

JosephL.Ortiz,presidentandCEO
of4DMedicalSystems,saidtheteam
broughtafreshperspectivetothecompa-
ny’sstrategy.

“Weexaminedourinitialassumptions
fromnewdirections,allowingustorefine
ourgo-to-marketapproach,”hesaid.“This
synergisticapproachhelped4Dsuccess-
fullylaunchourfirstsystem,ThePhoto-
Station,duringfirstquarter2009.”

Students:DavidForbes,projectmanag-
er,MartinVargas,ChrisWalkerandGar-
rettArmscollaboratedwithShawnCar-
sonfromTech2020andPatRichardson,
facultyadviseratUT’sCollegeofBusiness
Administration.

Keyfindingsandrecommendations:
Thestudentteamidentifiedthreeareasin
whichthecompanyshouldfocus:

■4DMedicalSystemsInc.isnotjust
ahardwareorsoftwaredeveloper;the
companyisasystemsintegratorthatuses
bothimagingdevicesanditsproprietary
softwaretoprovideanewcapabilityinthe

photo-imagingofskinovertime.
■Thecompany’skeyisitsPhotoStation

PhotoManagersoftware,whichenables
thepractitionertoautomatetheworkflow
ofclinicalphotography.TheUTteam
recommendedthat4Dexpanditsvalueto
customersbyofferingtheabilitytoconvert
dermalimagespreviouslytakenintothe
PhotoManagersoftware.

■Demandmustbecreatedamongend-
users—patientsandhealth-careprovid-
ers.Thestudentsrecommendedatwo-tier
marketingstrategy.Forexample,thecom-
pany’sWebsiteshouldincludesectionsfor
consumer/patientsanddoctors/imaging
clinicadministrators.

Thestudentsbelievedthatpatientswill
drivedemandastheyunderstandhowthe
technologycanbeusedtobetterdetect
skincancers,particularlymelanoma.Also,
doctorsandclinicadministratorswillbe
abletobetterselltheserviceastheyunder-
standthevalueforpatients’well-beingand
thepractitioners’abilitytodeliverquality
care.

Lessonslearned:Thestudentslearned,
first,it’scriticalforentrepreneurstofocus
onsatisfyingmarketneeds.Iftheyarewed
toocloselytotheirtechnology,theymay
missabasicmarketthatcanbequickly
satisfied.

Secondly, entrepreneurs should build
their company’s focusaround things they
can control, and outsource those things
outsideof their corecompetencyoroutof
theirdirectcontrol.Thiswillallowsbetter
responsestomarketchanges.

“TheMBAteamhelpedusunderstand
thecomplexityofourcustomerbase,with
patients demanding the service, doctors
providing theservice, and insurancecom-
paniespayingfortheservice,”Carsonsaid.
“Eachofthese‘customersegments’hastobe
researchedandthoroughlyunderstood.”

■
For more information on Case Study by
the University of Tennessee College of
Business Administration, contact Cindy
Raines at craines1@utk.edu.

4DMEDICAL SYSTEMS INC.
President/CEO: Joe Ortiz
Offices: 1020 Commerce Park Drive B,
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Phone: 865-483-5145
Website:
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