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What the Clinicians Say…  Insight # 1 of 5 

10 Ways Suppliers Can Make it Easier for Clinicians to 
Adopt Innovative Wound Care Products 

 

Summarised below are what 10 UK Senior Wound Care Nurse Specialists think suppliers of Innovative 

Wound Care Products (IWCP) could do to make it easier for clinicians to adopt such products. 

Recognising the limitations of the small sample size of our survey it is still interesting to note that evidence 

remains a primary request followed by training & education, then specialist clinical support and products 

being made available for evaluation.  These requests have changed little in recent years but are you 

fulfilling them all and is industry fulfilling them as well as it can? 

 

 
 
 
 
 
 

 
  

 
 
 
 

 

 

 

 

 

 

 

 
 

 
 

If you have not already done so, subscribe to receive industry insights and 
recommendations to help develop, launch and maximise the opportunities 
for your Wound Care Products...   

 
http://eepurl.com/bMzRNH 

 

BETTER CLINICAL EVIDENCE… 5/10 

 

 
“Evaluation sheets with 

tick boxes.” 

“Evaluation forms with 
illustrated steps & 

explanations on the 
procedures to be used 
in the evaluation, to be 

able to assess the 
individual stages 

better.” 

MARKET TO KEY DECISION MAKERS/STAKEHOLDERS… 
“Clinicians are usually on board so products need to be 
marketed to key decision makers/stakeholders to show 

the benefits.” 1/10 

IDENTIFY HARD TO HEAL GROUP… 
“a lot of wounds are referred due to 
bad care, not because they are hard 

to heal.” 1/10 
 

PRODUCTS BEING MADE AVAILABLE 
FOR EVALUATION… 2/10 

COMPETITIVELY PRICED 
PRODUCTS 1/10 

 

BETTER WEB BASED INFORMATION…  
“Company visits are time consuming… it would 
be easier if there was somewhere we could go 

and look.” 1/10 

PROVIDE TIME EFFICIENT TRAINING & 
EDUCATION…  “Nurses can’t always come 

and of clinic practice.” 3/10 
PROVIDE EVIDENCE OF LONG TERM 
COST BENEFIT… “this would help to 

convince the budget decision 
makers.” 1/10 

CLINICAL SUPPORT – PROVIDE A CLINICAL SUPPORT 
SPECIALIST… “Staffing is always a problem … provide a 

Clinical Nurse Specialist  to provide education, help nurses 
whilst using the product … that would be key.” 2/10 

PRODUCTS AVAILABLE IN PRIMARY & 
SECONDARY CARE… “They need to be available 
across the board – if a patient is discharged the 

products needs to be available in the 
community.” 1/10 
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