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INSIDE THE NHS:  
MES Offers Path To Capital Sales
	By Nael Taher & Victor Chua, 15 February 2016

IN THE FIRST OF A SERIES OF ARTICLES 

examining the UK National Health Service’s 

purchasing trends, Nael Taher and Victor Chua* 

discuss why managed equipment service 

contracts are on the rise

The proportion of medical imaging equipment being acquired 
by the UK NHS under managed equipment service (MES) 
contracts has more than doubled over the last 15 years. These 
contracts, which offers hospitals a ‘complete package’ of both 
product and maintenance services through a more manage-
able financing structure, are fast replacing the traditional model 
of outright cash purchases of capital equipment.

According to figures from a database, compiled by Mansfield 
Advisors, of radiology capital equipment in over two-thirds of 
NHS acute hospitals, the demand of PET, CT and MRI services 
by the NHS has grown by around 10% CAGR between 2012/13 
and 2014/15 (see Figure 1). This growth has been fueled by an 
ageing population and an increasing litigious culture.

But with the NHS under pressure to make £22bn worth  
of savings by 2020, hospitals are looking for new ways  
to procure capital equipment while protecting their bal-
ance sheets.

The database from Mansfield shows that between 2001-05, 
capital purchases - which require a significant upfront pay-
ment – accounted for 83% of new equipment acquisitions. 
However, this form of financing has now dropped to 55% 

(between 2011-15, see Figure 2). On the other hand, the 
proportion of new equipment acquisitions funded by MES 
contracts has jumped from 8% (2001-05) to 23% (2011-15). 
Other forms of financing such as leasing and private finance 
initiatives have also increased during this 15-year period but 
not year over year nor to the same extent as MES.

The trend towards MES is particularly interesting. The mod-
els for funding equipment acquisitions make no difference 
to clinicians and hospital managers, since either way they 
end up with better equipment. For hospital finance directors 
though, an MES contract offers a way to defer costs and bet-
ter manage equipment for NHS Trusts.

MES providers contract with NHS trusts to finance, buy, and 
maintain equipment over an agreed lifetime. They can sell 
a ‘complete package’ to hospitals, making money from the 
service provision and from equipment being bought on 
finance or leased.

There is an additional advantage for the hospital – MES 
procurements are intellectual purchases based on carefully 
defining the specification to meet the need, rather than 
emotional purchases. And being a service, there is a VAT 
advantage – trusts can reclaim VAT on service contracts, but 
not on capital purchases.

MES Market Heats Up
However, while the market is growing, it is also getting 
increasingly crowded.

Several new entrants are disrupting the incumbents (see Fig-
ure 3). The trusts surveyed used four MES providers between 
them in 2005 (Siemens, Asteral, Chrystal and Alliance Medi-
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Figure 1. Growth In Imaging Modalities
2012/13 – 2014/15, NHS England imaging activity by modality

Source: NHS England, Mansfield

Figure 2. Funding Source
New Installations Of MRIs And CTs, NHS England, rolling 5-year bands

01 -05 04 -0803 -0702 -06 09 -13 10 -14 11 -1508 -1205 -09 06 -10 07 -11

Charity Purchase

Trust Purchase

MES
Lease 5%4%

3% 3%
4%2%

11%
10%

11%
10%

6%
3%

8%7%

2%1% 4%4%1%1% 2%1%
7%4%5% 3%4% 7%7%4%6%

11%

75% 71%
76% 78%

67%
59% 55%

67%
60%

11%10%

16%
13%

8%
11%12%

9%

16%

83% 82%

20%18%
23%

PFI

Source: Mansfield NHS Capital Equipment Database

cal) which rose to 10 providers in 2015. New entrants were 
a mix of OEMs and independent MES providers, including 
Medipass and InHealth, INC, GE Health, Summit, and Philips.

Market share fluctuations are due to the fact that a single 
MES contract typically covers numerous scanners, so it can 
be worth a significant percentage of the overall market.
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The strength of a vendor-agnostic MES provider  
such as Asteral may be its ability to access equipment 
from multiple suppliers and provide independent advice 
to the trust about the lifetime costs of each OEM’s offer-
ing. With enough market share, an independent MES pro-
vider could negotiate better for their clients with OEMs.

With the NHS needing to save on costs, and MES contracts 
providing a less painful way to replace ageing equipment, 
MES will likely continue its upwards trajectory and increas-
ingly offer vendors a route to market.

* Nael Taher is an Associate, and Victor Chua  
(victor.chua@mansfieldadvisors.com) a Partner, at the London, 
UK-based healthcare consultancy Mansfield Advisors.
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Figure 3. MES Market Share, NHS England, by provider, 5-year rolling basis
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