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Healthcare consumer personas​

Tech savvy 
health investors
Most active users of the 
healthcare category; heavy  
​users of health tech, with  
a ​focus on personalization​

Seamless 
care seekers​
Face administrative and  
​process barriers; driven  
by ​friction-free experiences

Value 
focused
Cost driven; ​research-driven ​
decision makers

Healthcare 
avoiders
Reluctant healthcare ​ 
category users; express  
a distrust of new tech

Traditional 
health inverstors
Proactive about health and ​
wellness but satisfied with  
the status quo; slower  
adopters of ​healthcare tech



Over index on:​

Tech savvy health investors​ 20%
of all consumers

38%
millennial

54%
men

63%
$100K+ HHI

43%
BIPOC

46%
parent

30%
west

77%
urban

37%
caregivers

Healthcare experience

Most likely to be satisfied with care received  
in the past 12 months (62% very satisfied)

Has the most positive outlook on the state of healthcare  
(61% say will improve by 2035), with a higher proportion  

vs. other personas saying greater AI integration for  
higher quality care drives optimism

Tech adoption​

42% ​
would pay a premium to receive 
personalized treatment plans 
instead of standard therapeutic 

regimens​ [highest vs. other personas]​​

84%
use health tech 1x/mo+

46% ​
say ​more personalized treatment would  

be a motivator to try a new healthcare model​
[most likely to select]​

Opportunity
Healthcare organizations should develop premium service tiers and precision medicine partnerships to capture this high-value segment.  
Focus on cutting-edge personalization technologies and direct-to-consumer offerings that emphasize individualized care experiences  
and advanced health optimization.​

Top priority

84% ​
health investors 

Approach to  
healthcare

Highest incidence  
across all personas:​

13% ​
experts 

Physician visits ​
Visited provider in Past 12 months

in-person (1+ visit)​
[tied for highest vs. all personas)​

virtual (1+ visit)​
[highest vs. all personas}​

84%84% 93%93% 48%48% 20%20%

84%84% 93%93% 48%48% 20%20%
54%



Over index on:​

Seamless care seekers​

27%
gen Z

36%
millennial

55%
men

54%
$100K+ HHI​

72%
urban

52%
BIPOC

45%
parent

13%
dpi

Healthcare experience Tech adoption​

52% ​
say easy access to health history would be a motivator to try a new 

healthcare model​ [segment most likely to select]​​

Most likely to currently use or be interested in using AI-powered care 
navigation tools that recommend the right care setting or provider or 
act as a virtual primary care concierge for logistical navigation (69%)

Highly likely to see unified health records ​as a solution  
for faster care (47%) and ​more affordable care (44%)

Opportunity
Priority segment for comprehensive digital transformation initiatives. Invest in unified platform development and AI-powered care coordination services 
that eliminate administrative friction. These consumers will pay premiums for solutions that streamline their complex healthcare navigation challenges.​

Top priorities

34% ​
ad hoc

27% ​
value

Approach to  
healthcare​

11% ​
experts 

14% ​
simplicity driven

Physician visits ​
Visited provider in Past 12 months

in-person (1+ visit)​​

virtual (1+ visit)​

84%84% 86%86% 40%40% 20%20%

84%84% 86%86% 40%40% 20%20%

50%
caregivers

51% ​
agree administrative processes make it 

difficult to access healthcare​  
[highest vs. other personas]​

69%
 have experienced an  
issue that negatively  

impacts care in ​the Past 12 
months​ [highest vs. other 

personas]

72% ​
have encountered at least 1 barrier to  

healthcare access in the Past 12 months [highest vs. other personas]​

13%
of all consumers



Over index on:​

Value focused​

29%
millennial

29%
gen X

55%
women

29%
<$50K HHI

Healthcare experience Tech adoption​

47% ​
say ​lower cost of care would be a ​

motivator to try a new healthcare model​
[most likely to select lower cost]​

Opportunity
Develop transparent pricing strategies care programs that deliver value as a benefit and clearly demonstrate cost savings. This research-driven  
audience responds to upfront cost information, bundled services, and programs that reward preventive care and health outcome improvements.​​

Top priorities

37% ​
convenience 

27% ​
value

Approach to  
healthcare​

tied for highest incidence  
across all personas:

28%
informed decision makers

Physician visits ​
Visited provider in Past 12 months

in-person (1+ visit)​
[lowest vs. all personas]​​

virtual (1+ visit)​

37%
rural

55% ​
agree​ the healthcare system is

fundamentally broken​

​​

Over three quarters (77%)  
cite increased costs as a reason 

for a pessimistic outlook​

30% ​
report​ having delayed or  

skipped care to save money​

Least likely to be satisfied  
with healthcare in Past 12 

months (41% very satisfied, 
lowest across all personas)​

84%84% 81%81% 29%29% 20%20%

84%84% 81%81% 29%29% 20%20%

34%
of all consumers



Over index on:​

Healthcare avoiders​

29%
gen X

36%
boomers

52%
women

26%
midwest

Healthcare experience Tech adoption​

Opportunity
Design low-barrier, cost-effective intervention programs that meet this segment’s need for minimal active engagement with healthcare. Focus  
on basic care models and virtual urgent care that provide accessible safety nets without requiring frequent interactions with healthcare system.​​​

Top priority

100% ​
ad hoc

Approach to  
healthcare​

highest incidence  
across all personas:

18%
avoiders

Physician visits ​
Visited provider in Past 12 months

in-person (1+ visit)​
[lowest vs. all personas]​​

virtual (1+ visit)​

51%
chronic illness

51% ​
experienced an issue

Less likely to have experienced an issue negatively impacting  
care or to have encountered an access barrier​

Has the most negative outlook on the state of healthcare  
(37% say will worsen by 2035), with a higher proportion vs.  

other personas saying over-reliance on technology  
or automation drives pessimism (45%)​

28%
<$50K HHI

38%
rural

51% ​
encountered a barrier

Express the least level of comfort 
having GenAI playing a role in  

clinical care ​(e.g., helping a  
doctors diagnose a condition  

or recommend treatment)​

60%
use health tech 1x/mo+

(least likely to use  
health tech)

39% ​
say ​lower cost of care would be a motivator ​

to try a new healthcare model​

84%84% 86%86% 26%26% 20%20%

84%84% 86%86% 26%26% 20%20%

19%
of all consumers



Over index on:​

Traditional health investors​

46%
boomers

56%
women

21%
northeast

41%
medicare

Healthcare experience Tech adoption​

Opportunity
Partner with primary care physicians to introduce technology solutions through trusted provider relationships. Focus on clinically-validated chronic  
care management tools that enhance rather than replace traditional care models, leveraging physician endorsement for technology adoption.​

Top priority

100% ​
health investors

Approach to  
healthcare​

highest incidence  
across all personas:

60%
guidance followers

Physician visits ​
Visited provider in Past 12 months

in-person (1+ visit)​
[tied for highest vs. all personas)​

virtual (1+ visit)​
[lowest vs. all personas]

54%
chronic illness

39% ​
experienced an issue

Least likely to have experienced an issue negatively impacting care  
or to have encountered an access barrier​

Gives primary care physician the highest trust rating  
vs. all personas (82% trust)​

39% ​
encountered a barrier

44%
say ​nothing would motivate them ​to try a new healthcare model​

[highest vs. other personas]​

66%
use health tech  

1x/mo+

61% ​
prefer to communicate with 

doctors in-person​
[highest vs. other personas]​

84%84% 93%93% 25%25% 20%20%

84%84% 93%93% 25%25% 20%20%

14%
of all consumers
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