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DIGITAL HEALTH TECHNOLOGY SOLUTION MARKET GROWTH IS RAPID,  
BUT MANY NEW SOLUTIONS FAIL TO MEET EXPECTATIONS
The 21st century has seen an increase in demand for health technology solutions as healthcare 
stakeholders (payers, providers, governments, researchers, employers, etc.) seek to capture 
benefits and insights from the immense amounts of patient data now available. As technology and 
governmental policies promoting the adoption of electronic health records continue to advance 
around the world, the demand for health IT solutions outpaces the other segments within the 
healthcare ecosystem, as seen in Figure 1. The COVID-19 pandemic has stimulated an organic 
push for capturing and sharing patient records, with the expectation that an optimized system will 
drive analytics, reduce errors, and improve patient outcomes.

Figure 1: Global Health IT Market Set to Grow Faster Than Other Medtech Sectors  
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Healthcare Industry: Revenue Forecast by Sector, Global, 2016 and 2025
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Source: Frost & Sullivan

While the digitization of data has progressed at professional and personal levels, the goal of creating 
a single view of an individual has proven elusive due to interoperability issues and the many data silos 
in which this information is held. However, digital healthcare technology continues to stimulate vast 
amounts of investment and innovation, resulting in small sample sizes. 
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The success of digital healthcare technology necessitates alignment with larger healthcare goals, 
specifically the quadruple aim of improved quality, improvements in both the patient and clinician 
experience, and reduction in the overall cost of care. Meeting the quadruple aim requires new 
technology tools that can help support early diagnosis, monitoring and prevention. With many 
competitors delivering a variety of solutions, creating data silos that are not easily integrated, and 
producing results that have been difficult to scale, the market has failed to deliver on the enormous 
promise to bend the cost curve and meet quadruple-aim goals.

Figure 2: Digital Health Technology Tools are Key in Reducing the Burden of Chronic Disease  
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Frost & Sullivan believes that healthtech organizations (vendors and user organizations building for 
their own needs) working to advance digital transformation should consider evaluating partnerships 
with established IT players, who can enhance scarce healthtech resources by providing additional 
tools and infrastructure needed to overcome the remaining challenges and deliver the quality 
improvement and cost-reduction goals. An IT partner that is capable of delivering technology and 
scale can raise the bar and help establish a strong position in a crowded space. This paper explains 
why we believe a strong IT partner is a crucial strategic need today and in the coming decade.
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TRENDS DRIVING GROWTH OPPORTUNITIES –  
AND HURDLES – IN HEALTHTECH
While the volume of health data created annually continues to grow—reaching 2,314 exabytes of new 
data in 2020 by one estimate1—the ability to draw accurate insights from this data remains elusive.  

Many organizations have a wealth of data. However, there are many challenges that remain to turn 
even data from a single institution into a sophisticated dataset. Data must be normalized, strong 
longitudinally, detailed at the patient level, reflect insight across the continuum of care and create a 
“single view” of enough patients to drive accurate and comprehensive machine learning algorithms. A 
large volume of healthcare data is unstructured, making adequate aggregation and curation a challenge. 
Data from primary care medical records regarding an individual patient needs to be consolidated with 
medical records from hospitals visited or specialists seen. Claims data can be used to fill holes in the 
patient journey with regards to prescriptions or out-of-network visits. Remote monitoring data may 
be available to provide near real-time updates. Combine this mix of data with the rapidly evolving 
conclusions from the volumes of medical research produced, and the ability to draw valuable insights 
from this data is an overwhelming task for users of health data. 

This aggregation and curation of a complete set of wide ranging patient data is one of the challenges in 
creating Artificial Intelligence (AI) and Machine Learning (ML) algorithms that deliver accurate insights 
into chronic condition management, clinical decision support and predictive analysis and risk models. 
An additional challenge is having access to global data, so learnings reflect a precise depiction of the 
information beyond a small sample size. 

There is an added widespread expectation that healthtech solutions leveraging AI and ML can deliver 
value to stakeholders across the healthcare value chain via early detection of chronic conditions, cost 
savings, efficiency, offloading of rote workloads, etc. These potential benefits run into the billions of 
dollars just in the US healthcare market.

Figure 3: AI Impact Across the Healthcare Value Chain  
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Source: Frost & Sullivan
1 BIS Research. “Global Big Data in Healthcare Market- Analysis and Forecast, 2017-2025.” Published 2018
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Additional challenges with the shortage of data scientists well-versed in the complexity of health data 
analytics have contributed to the inability to scale up digital healthtech solutions that gain wide user 
adoption. Even healthcare providers that are advanced technologically and are looking to leverage 
digital healthtech solutions have expressed some doubts regarding the viability of solutions to deliver 
clinical benefits if deployed at scale. In Frost & Sullivan's discussions with large health systems and 
payor-providers, doubts have been expressed about the validity of clinical results from small scale 
pilots. Larger bodies of evidence and more statistical validation of the data science tied to healthtech 
solutions are needed.

This has led to expectations exceeding the reality of current healthtech solution value delivery, and, 
according to Frost & Sullivan, Big IT companies have an opportunity to support healthtech innovators 
in delivering value to healthcare stakeholders. The prospect to leverage these solutions exists and 
the range of opportunities is wide, but healthtech vendors need the support of IT partners to deliver 
stronger digital healthtech solutions to market.

Figure 4: Top 10 Areas in Healthcare Ripe for Innovation Using AI and Data  
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Even healthcare providers that are advanced 
technologically and are looking to leverage 
digital healthtech solutions have expressed some 
doubts regarding the viability of solutions to 
deliver clinical benefits if deployed at scale. 
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There are other technological elements to consider when choosing an IT partner to embed analytics 
or workflow tools. These features may be components of a healthtech solution that require further 
comprehensive knowledge and specializations to expand solution capabilities. Each of these also may 
have regulatory control aspects to be considered. Here again, IT partners may support the delivery of 
enterprise-grade capabilities in healthtech solutions, including:

• Internet of Things (IoT) refers to the capability of digital devices to share information without 
human interference—this can be valuable in data collection efforts for many healthtech 
solutions. 

• Chatbots are automated chat response software applications, increasingly used to interface 
with both data users and patients in the process of data collection, screening, or guiding 
users through healthtech application interfaces. 

• Data visualization capabilities are crucial to make sure both consumer and clinical users can 
quickly draw accurate conclusions and take the needed actions based on strong analytical 
outputs.  

• Natural Language Processing (NLP) and annotation capabilities are required to draw 
insights in healthcare and pull information from the vast amount of data within medical 
records, much of which is locked in an unstructured data format. 

• Blockchain technological solutions use trackable, decentralized digital data ledgers with 
possible applications to the way medical records are shared in the healthcare ecosystem. 
They can also be used to record and share other information in immutable form for the supply 
chain, track and trace of products and ingredients/components, claims adjudication, and other 
data-sharing applications involving clinical, financial or operational information. 
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WINNING HEALTHTECH SOLUTIONS IN THE 2020s  
WILL COME FROM STRONG PARTNERSHIPS 
To predicate the successful partnership between health data users and the insights produced from 
data, there are three requirements that must be fulfilled: data quantity and quality, globally applicable 
data, and data validation. 

First and foremost, the quantity and quality of the raw data that is being collected must be considered. 
For example, machine learning algorithms must be trained on deep, diverse, and plentiful examples 
to make practical predictions when presented with novel instances; however, if the data does not 
represent enough variation to match the real world, the trained algorithm will not be flexible enough 
to generate a sophisticated response in all cases. In healthcare, clinical, financial, operational, and 
research data all matter.  

Healthtech providers aiming for multinational reach must have access to globally applicable data. It 
must be collected over many years from all facets of clinical processes and many geographies. This 
will create the best opportunity to develop algorithms applicable to a solution that can deliver results 
to diverse markets. Many organizations look toward provider partners for patient data to train their 
algorithms. However, few clinical partners have access to global data sets needed to create the most 
accurate algorithms. For example, this lack of global data for analysis may result in AI solutions that 
don’t gain acceptance by users, since the validity of the insights may be questioned. Alternatively, 
vendors may need to invest to gain access to wide and deep data sets, curated and collected over 
many years. Vendors should look for ways to address this data gap through global partners that can 
bring data to the solution development stage.

By itself, even deep and varied data is meaningless. To create meaning from data requires efficient data 
curation. This is the organization and normalization of the data, including extracting unstructured data 
using NLP and data mining techniques. Validation of the data occurs through longstanding experience 
in data aggregation, data curation, data management, and data access. This requires the intense 
process of creating and maintaining statistical data models that can accurately interpret and produce 
valuable insights. A good IT partner will walk a healthtech vendor’s data through these steps in the 
most optimized and painless way possible but will also make sense of the results and understand how 
to fine-tune the system for best performance and interpretation of the results.

A good IT partner can be the driver of data 
security requirements throughout the clinical 
workflow lifecycle.

For some healthtech solutions that will collect patient-generated data, IoT capabilities are needed. 
Chatbots may be another component of both patient-facing and clinician-facing solutions. Beyond 
delivering strong analytics, data visualization capabilities are crucial to make sure both consumer and 
clinical users can quickly draw accurate conclusions and take the needed actions based on analytical 
outputs. Looking forward, capabilities to manage blockchain solutions may prove valuable as well.

In the deployment phase, the partnering company ideally can leverage an existing cloud 
infrastructure to allow for high computer processing power and customer access, regardless of the 
size or location. For example, an AI solution must be a practical technology in terms of accessibility to 
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attract a wider target market, so supporting the application 
in a multi-cloud environment will be important in the roll-out 
phase as well. Data integration with existing platforms  
in use by the institution must be seamless. This may  
be another area where an IT partner can support the  
go-to-market strategy, especially one that has an 
established legacy in integration practices and 
methodologies, plus a bench of experienced consultants. 

Given the high volume of healthtech vendors competing 
for attention in a crowded and confusing space for buyers, 
the go-to-market capabilities of the IT partner are a 
critical success factor. An IT partner that brings strengths 
to the table in delivering solutions to data users of various 
types and deploying them in a way that delivers results 
as early as possible is important. A strong IT partner 
will have experience and knowledge to help design, 
package and price a technology solution that will lead to 
optimal adoption. This may include the options to deliver 
the solution on-premise or as-a-service. Many AI and 
analytics vendors have struggled in the market because 
of failures in deployment and go-to-market strategies and 
capabilities. Gaining success by expanding the solution 
deployment options and optimizing pricing models to 
drive growth require teamwork with a strong IT partner.

One of the biggest concerns for AI applications in 
healthcare is data security and possible violations of 
national health data privacy regulations. To be impactful 
in both the development phase as well as solution rollouts 
with the variety of health data users, it will be necessary 
to handle patient data as well as potentially integrate 
with clinical systems. Solution vendors will need to sign 
a business associate agreement and accept liability 
under national privacy restrictions concerning health 
data in many countries. As an added benefit, the cloud 
infrastructure makes it possible for patients to retain much 
of the ownership over their data.

For healthtech solution providers new to the data 
management and analytics sector, these may be risks that 
they do not have experience managing. A good IT partner 
can be the driver of data security requirements throughout 
the clinical workflow lifecycle. This necessitates that the IT partner has a proven track record of data 
security in a variety of high-risk industries, as well as a legacy in healthcare.

This checklist is extensive and not every IT partner can meet this range of capabilities, but the best-in-
class partners are those that can support healthtech innovations throughout the product life cycle and 
deliver results to market at scale. It is these vendors that can help healthtech solution providers truly 
move the needle in the pending transformation of healthcare from sickcare to healthcare to health.
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Figure 5: Ideal Capabilities  
for IT Partners Supporting  

Healthtech Solutions
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