nically sophisticated equipment. Buyers are
. receptive to cost-effective solutions covering a
aE ' multmatlonals. Pharmaceutical sales broad range of medical instruments and systems
| K ) : : \ inued strong growth. In 1999, for diagnostic, therapeutic, prophylactic and reha-
A N : vlic health insurers paid out DM36.2 billion for  bilitative applications. Areas such as laser surgery,
L Y : tion medications (of which 41.2% were robot-assisted surgery, bio-compatible artificial

i rugs),and total sales grew 5.2% over implants, minimally invasive surgery devices,
m. bio-pharmaceutical products and medical

imaging systems show particular promise.

Market Access

he German health market is one of the
largest in the world. Despite large exports,
the import market is still considerable.

, However, this market presents a challenge for
Canadian exporters, Local industry giants such as
Siemens, Driger and Bayer are well-entrenched,
with the result that new exporters to the market
must have sophisticated, high-quality and com-
petitively priced products. A strong local partner
or distribution network can often significantly
improve market penetration, and some form
of local representation is usually essential.
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All medical devices and equipment must meet
European regulatory requirements before they
can be sold in the European Union (EU). The
harmonized EU standards present a marketing
opportunity for exporters.Once a product has
the CE Mark, it can be sold in all 15 EU member
states — a market of 350 million people.




