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Summary of Findings 

▪ Sientra Inc. (SIEN), a manufacturer of breast implants and tissue 

expanders recently experienced C-suite changes that have 

generated little reaction in the surgeon community and sales 

channels; however, there is some sentiment that the shakeup 

could be positive, especially the new Vice President of R&D.  

▪ Sientra’s growth trend is expected to continue in a strong and 

growing market, according to surgeons using its products, and two 

said its goal of 31% to 38% growth is attainable. The competitive 

sales channel sentiment is for Sientra to make gains with its AlloX2 

expander and experience flat or slight sales gains with it implants.  

▪ Sientra strengths include superior performance and safety data, its 

policy to sell only to board-certified plastic surgeons, competitive 

pricing, and an industry-leading product warranty. Three sources 

noted that Sientra’s partnering with Butterfly Network, a point-of-

care ultrasound system, will enable surgeons to offer real-time, in-

office diagnostic screening for breast implant patients. The 

partnership should enhance the safety profile of Sientra’s products 

and become a value-add proposition for surgeons and patients. 

▪ Sientra’s growth challenges include dealing with sales rep turnover, 

the growing trend of being considered the low-price option, and 

tough competition from much larger, well-established companies.  

▪ AbbVie Inc.’s (ABBV) Allergan, the breast implant market leader, 

benefits from well-established surgeon and hospital relationships 

and a broad product portfolio. The company has great success in 

generating loyalty by bundling its aesthetic products and offering 

discounts and incentives for increased use.  

▪ Johnson & Johnson’s (JNJ) Mentor Worldwide LLC is also a tough 

competitor but its poor safety data and Johnson & Johson’s revived 

desire to sell the unit have it in a defensive market position. 

▪ Emerging on the competitive landscape in the not too distant 

future is Establishment Labs Holdings Inc. (ESTA), which is 

generating high interest levels in the sales channel. Sources noted 

its well-respected, time tested, and broad product portfolio outside 

the U.S. It has secured key U.S. opinion leaders that will help drive 

a successful launch when and if products are approved by the FDA. 

▪ These current Sientra findings are in line with Blueshift Research’s 

May 20, 2020, report that found the company was well positioned 

to resume its previous share gain trend as surgeries resumed post 

COVID-19. 

Research Question: 

Can Sientra’s new leadership continue to drive share gains, challenge the industry 

giants, and stay ahead of emerging competition? 

 

Silo Summaries 

1) Plastic Surgeons and Their Medical Teams Using 

Sientra 
A cross section of long-time, returning, and new Sientra 

users expect the company’s share gains and growth to 

continue. Sources noted Sientra’s strong safety and 

performance data, competitive pricing, policy to sell 

only to board-certified plastic surgeons, and superior 

product warranty as reasons for its success. Sources 

were either not aware of or concerned about Sientra’s 

recent C-suite changes. One new Sientra user noted 

that the new VP of R&D will bring value to the company 

and, generally, sources thought leadership changes 

could be a positive. Demand for breast reconstruction 

and augmentation has fully recovered from the COVID-

19-related elective surgery slowdown and most 

practices discussed demand well ahead of pre-COVID-

19 levels. 

2) Breast Implant Sales Channel 
Breast reconstruction and implant sales professionals 

have seen no impact in the field from Sientra’s C-suite 

shakeup. However, two sources did mention the 

company has experienced significant sales rep 

turnover. One said he was aware of Sientra reps ready 

to jump ship if given the opportunity. Sientra’s 

expectation of 31% to 38% growth is considered 

unrealistic or overly aggressive, despite a market that is 

fully recovered and growing well ahead of 2019 growth 

levels. Sientra’s AlloX2 is gaining traction, has taken 

share from Allergan, and has helped Sientra open some 

new accounts. Creative marketing, effective 

distribution, free product, and low pricing were all 

discussed as tactics employed by Sientra to try to gain 

share; however, results have been minimal, according 

to competitors. At best, Sientra has developed a niche 

market with its AlloX2 and will experience flat or slightly 

increased implant sales thanks in part to its contract 

with Vizient. 

3) Plastic Surgeons and Their Medical Teams Not 

Using Sientra 
Business is fully recovered, up 30% to 40% in 

procedures compared to 2019. In 2019, the practice 

would book four to six weeks out for appointments and 

procedure. They are now booked three to four months 

out, out to September/October. Reconstructive 

procedures have been steady but increasing over the 

past year, as have appointments for imaging, perhaps 

due to mammograms not being booked during the 

pandemic. They are routinely booking Saturdays to keep 

up with demand. 
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Sientra Leadership 

Changes 
Sientra Sales Growth Breast Implant Market  

Plastic Surgeons and Their Medical 

Teams Using Sientra 

Little impact to date; 

positive sentiment  

Fully recovered, growing 

ahead of 2019 

Breast Implant Sales Channel 
Little impact; Sientra sales 

rep turnover is an issue  
Fully recovered, growing 

ahead of 2019 

Plastic Surgeons and Their Medical 

Teams Not Using Sientra 
Did not discuss Did not discuss 

Fully recovered, growing 

ahead of 2019 

Background 

Blueshift Research’s May 20, 2020, report found that Sientra was well positioned to resume its previous share gain trend as 

surgeries resumed post COVID-19. Sources noted Sientra’s strengths as offering high-quality products and having excellent 

customer service, a superior warranty, and aggressive promotions and pricing. AbbVie’s Allergan and Johnson & Johnson’s 

Mentor were both identified as market-leading competitors; however, Allergan was losing share due to a recall of its textured 

implants. Since Blueshift’s report, Establishment Labs has hired a Head of U.S. Commercial Operations as it prepares for the 

commercialization of its highly popular products in this country in 2022 or 2023. 

Blueshift’s preparation for this report found Sientra not only navigating the post-COVID-19 reconstructive and aesthetic breast 

surgery restart, but also dealing with significant C-suite leadership changes. Sientra has replaced its CEO, promoted a director 

to executive chair, lost its CFO, and added a VP of R&D. Sientra’s first-quarter (Q1) performance was solid despite the 

leadership challenges; however, in a highly competitive market with new competition looming from Establishment Labs, it 

remains to be seen if the company can continue to gain share. 

Over the past seven months, Sientra has experienced significant C-suite upheaval with little or no explanation. In November, 

Jeffrey Nugent, Chairman and CEO since 2015, announced his retirement. Ron Menezes, former President and General 

Manager for Almirall Inc., was appointed CEO and Caroline Van Hove, a Sientra Director, became Executive Chair. On March 

12, Paul Little resigned his position as CFO to pursue other opportunities. A replacement has yet to be hired. In addition, on 

June 1, the company hired Denise Dajles as Vice President of Research & Development.  

Despite the C-suite challenges, Sientra’s Q1 performance was solid, beating both EPS and revenue expectations. Revenue 

grew 37.2% to $23.2 million vs. the Street’s expectation for revenue of $18.8 million. EPS was a loss of $0.10 per share vs. 

forecasts for a loss of $0.28. Guidance was increased from $78 to $84 million to $80 to $86 million. 

Additional Sientra Q1 highlights include record breast product sales of $18.3 million, a 47% year over year increase, the 

addition of 200 new accounts—bringing the total to 2,400 active accounts, winning an innovative technology contract with 

Vizient—a GPO for 3,500 reconstructive hospitals, partnering with the Butterfly Network to improve patient safety, and the 

sale of the company’s miraDry division.  

During the Q1 earnings call, Sientra said third-party market research data indicated that the breast reconstruction and 

augmentation market grew 8% in Q1 year over year, while Sientra’s breast augmentation business, which includes both 

expanders and implants, grew approximately 19% over the same time. The growth came from accelerating market share 

within current accounts and opening new accounts. Sientra said that its market share increased in Q1 from 6% to 9%. 

Current Research 
Blueshift Research assessed whether Sientra’s new leadership can continue to drive share gains, challenge the industry 

giants, and stay ahead of emerging competition. We employed our pattern mining approach to establish four independent 

silos, comprising 11 primary sources (including three repeat sources) and six secondary sources focused on breast 

reconstruction and implant market. Interviews were conducted June 21–July 2. 

1) Plastic surgeons and their medical teams using Sientra (5) 

2) Breast implant sales channel (5) 

3) Plastic surgeons and their medical teams not using Sientra (1) 

4) Secondary sources (6) 

http://blueshiftideas.com/reports/052009SientraSettoResumeShareGainasPlasticSurgeriesRestart.pdf
https://thefly.com/landingPageNews.php?id=3192902&headline=SIEN-Sientra-names-Ron-Menezes-CEO-Jeffrey-Nugent-to-retire
https://www.globenewswire.com/fr/news-release/2021/03/11/2191696/33599/en/Sientra-Announces-Departure-of-CFO-and-Appointment-of-Interim-CFO.html
https://www.ldmicro.com/profile/sien/news/4803048369647208
https://www.ldmicro.com/profile/sien/news/4576183720204772
https://www.vizientinc.com/
https://www.massdevice.com/butterfly-network-partners-with-sientra-on-ultrasound-for-breast-implant-patients/
https://www.ldmicro.com/profile/sien/news/8128711422507725
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Next Steps 

Blueshift Research will continue to research Sientra’s efforts to capture additional share in both the breast reconstruction 

and augmentation markets. We will focus on the company’s effort to expand and retain sales professionals and on its efforts 

to bring additional value to surgeons and patients. We will also monitor Establishment Labs’ move into the U.S. market to 

determine how that will impact market dynamics.  

Silos 

1) Plastic Surgeons and Their Medical Teams Using Sientra 
A cross section of long-time, returning, and new Sientra users expect the company’s share gains and growth to continue. 

Sources noted Sientra’s strong safety and performance data, competitive pricing, policy to sell only to board-certified plastic 

surgeons, and superior product warranty as reasons for its success. Sources were either not aware of or concerned about 

Sientra’s recent C-suite changes. One new Sientra user noted that the new VP of R&D will bring value to the company and, 

generally, sources thought leadership changes could be a positive. Demand for breast reconstruction and augmentation has 

fully recovered from the COVID-19-related elective surgery slowdown and most practices discussed demand well ahead of 

pre-COVID-19 levels. However, one source noted that nationally breast augmentation procedures are still down 30% 

compared to pre-COVID-19 levels. Competitively, Allergan is considered a tough competitor that can bundle its broad 

aesthetics product portfolio to encourage and entice surgeons. Sources noted that, despite this competitive advantage, 

Sientra was still gaining share from both Allergan and Mentor. One suggested that Sientra could benefit from developing 

value-add partnerships. He highlighted Sientra’s agreement with Butterfly Network as an important value add. Two sources 

were aware of Establishment Labs’ yet-to-be-FDA-approved Motiva implants—opinions were mixed. One said Motiva has 

positive deflation and capsular contracture data and the other said because they are textured plastic surgeons will be 

reluctant to use them. 

Key Silo Findings 
Background 

- 1 is a paid speaker for a Sientra competitor, yet he significantly favors the use of Sientra over the competition. 

- 1 just switched back to using Sientra as his default implant over Allergan and Mentor because of its stronger safety 

profile. 

- 1 is a new Sientra user of three months and has been a competitor spokesperson in the past.  

- 1 has been using Sientra for a year after switching from Mentor. 

- 1 uses Sientra minimally and prefers Mentor. 

Sientra Leadership Change 

- Sources were minimally aware of Sientra’s C-suite changes and expressed optimism that the changes would be 

positive for the company. One specifically said the new VP of R&D will bring value to the company.  

Post COVID-19 Breast Surgery 

- 5 said breast reconstructive and augmentation procedures have fully recovered from the COVID-19 decline and 

demand is exceeding pre-COVID-19 levels at their practices. 

- 1 source did note that, nationally, reports indicate the augmentation procedure level is still down 30%.  

Sientra Sales and Share Growth 

- 4 sources expect Sientra’s growth to continue and two specifically said the company can achieve its 31% to 38% 

growth goals.  

- 1 said its use of Sientra would remain flat.  

Breast Product Competitive Landscape 

- Allergan is considered a strong competitor because of AbbVie’s ability to market a bundle of its broad aesthetic 

products. 

- Mentor was discussed as losing share. 

- Sources had both positive and negative comments about Establishment Labs’ yet-to-be-FDA-approved Motiva 

implants. 

https://motiva.health/
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1) Plastic surgeon in private practice in the West; repeat source 

This plastic surgeon uses Sientra, Allergan, Mentor, and Ideal implants. He reports using Sientra roughly three or four 

times as often as other implants. He praised Sientra for only selling its products to board-certified plastic surgeons, its 

proficient sales representatives with strong surgeon relationships, and its strong marketing. He considers Sientra’s 

implants to be unique compared to the competition, with a good shape and feel. He was unaware of Sientra’s C-suite 

changes but thinks they could be a positive development for the company. He expects Sientra will meet its projected 

growth goals and continue to take share from the competition. His breast implant procedures are 25% ahead of pre-

COVID-19 quantities and the backlog was cleared months ago.  

May 20, 2020, Sientra interview: COVID-19 has significantly diminished the breast implant market and this plastic 

surgeon’s practice. The practice is performing some breast cancer reconstruction procedures and planning to 

recommence cosmetic surgeries in a few weeks. He uses Sientra, Allergan, Mentor, and Ideal Implant. Sientra has top-

notch customer service, a stellar product, and probably the softest implant. On the downside, the company doesn’t 

provide saline implants, silicone sizers, a complete range of implant sizes, or a wide portfolio of additional products. He 

surmises that Sientra’s sales growth will be smaller this year than last.  

Background 

▪ This source is a paid speaker for a Sientra competitor.  

▪ His practice use Sientra, Allergan, Mentor, and Ideal. Sientra is used at 3 to 4 times the rate of the other brands.  

Sientra Leadership Change  

▪ “I haven’t noticed a change. I imagine [the effect on Sientra] will be positive.”  

Post COVID-19 Breast Surgery  

▪ “Yes, [my breast reconstruction and augmentation procedures have fully recovered to pre-COVID-19 levels].” 

▪ “Yes, the backlog was exhausted months ago.”  

▪ “[The current demand for breast reconstruction and augmentation in my practice] is increasing. It depends on what 

year you are comparing it to. For 2019, by about 25%. For 2020, similar.”  

Sientra Sales and Share Growth  

▪ “I usually use Sientra the majority of the time but there might be a reason 

based on the patient’s anatomy that we will choose one of the others.” 

▪ “I use Sientra … probably three times, four times as much as the others.”  

▪ “I think Sientra is gaining share [with my breast reconstruction and 

aesthetic colleagues].”  

▪ “Sure, I think [a 31% to 38% growth rate for Sientra] is attainable. I know 

they are growing and so I’m sure that, over some period of time, they can 

continue to grow to that percentage.” 

▪ “Yes, [Sientra’s new leadership can continue to drive share gains, 

challenge the industry giants, and stay ahead of emerging competition].”  

Breast Product Competitive Landscape  

▪ “I think Sientra is taking market share from the other companies [such as Mentor and Allergan].” 

▪ “Allergan has a huge company with a lot of financing, a lot of marketing, a wide product range, more of a variety in 

their products. Mentor has the longest history; they also have some unique implants that the other companies don’t 

have.”  

▪ “I think Sientra’s competitors are doing worse. I think Allergan had a big issue with their textured implants and the 

original callback, so I think a lot of people shied away from that company and lost trust in the company—and I think 

Mentor has been putting less effort into marketing and development.”  

▪ “Sientra only sells to board-certified plastic surgeons. They have a good set of representatives. They have developed 

good relationships with physicians. I think they have done a good job with their marketing. I think they have a product 

that is a little bit different than the others. I think they have kind of a good shape, I guess, to their implants and a 

good feel.” 

▪ “I’m somewhat aware of Establishment Labs. I don’t know all the details, but I’m aware of them.” 

I think [a 31% to 38% growth 

rate for Sientra] is attainable. I 

know they are growing and so 

I’m sure that, over some period 

of time, they can continue to 

grow to that percentage. 

Plastic surgeon in private practice in 

the West 

https://idealimplant.com/
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2) Plastic surgeon in the Midwest 

This former Sientra customer recently began using the company’s breast implant again because of its strong positive 

data, competitive pricing, and extended warranty. If a patient wants a saline implant, Ideal Implant would be his likely 

choice. He heard that Sientra had leadership changes but does not believe they will impact him. Augmentation 

procedures have fully recovered, with demand equal to or possibly even stronger than before COVID-19.  

Background  

▪ “I used to use Sientra … and I just switched back over to them a few months ago.”  

▪ “If a patient requested another one, I’d have to have a discussion, and if they wanted a saline implant, then I would 

consider also Ideal Implant, but they only make saline.” 

Sientra Leadership Change  

▪ “I didn’t know there was a shakeup. I heard there were some changes but that’s all I heard. That doesn’t really affect 

me.”  

▪ “No, [my Sientra contact hasn’t discussed the changes with me], but she is kind of new, so I wouldn’t expect her to.”  

▪ “I don’t know anything about the [Sientra] leadership. And what are they going to do? Make a different implant? … If 

they were going to change the product, it would take years to get it approved. So they’ve got a product. The only thing 

they can change is the price and the distribution.”  

▪ “As a plastic surgeon, I don’t really care what the leadership is. I’m looking at price and is the product good, is the 

warranty good.” 

Post COVID-19 Breast Surgery  

▪ “I think [augmentation procedures have fully recovered to pre-COVID-19 levels]. We are busier than ever and it’s all 

sorts of stuff, so I would say I haven’t noticed a difference. We are still busy.” 

▪ “I don’t know [if our backlog of augmentation procedures is exhausted]. We were always booking two to three 

months out. We weren’t seeing consults during COVID-19, so we didn’t really develop much of a backlog.” 

▪ “I think [demand for augmentation procedures] is the same [compared to 2019 and 2020]. It’s hard to say. It’s 

seasonal. And, you know, if I do one case and she is really happy, then she will send two friends. So it’s just hard to 

say. I’m not seeing a big trend one way or the other.”  

Sientra Sales and Share Growth  

▪ “I made an active decision to switch over [to Sientra] but they didn’t have a 

rep in our area. So, it’s hard to make a switch without a rep. Finally, I had a 

call from a rep [in another state] and they got a new rep here, but that took 

a while.” 

▪ “Right now, unless someone asks for something else, Sientra is my 

default. Generally, patients listen to what I say, so they are not going to 

contradict if I say, ‘Hey, I’m going with Sientra.’ They are going to say OK.” 

▪ “I guess my bottom line on Sientra is I think they have a lot of potential. 

They just have to get their product out there and somehow make it 

different from Mentor’s and Allergan’s—and they’ve got to get a sales force 

out there to start talking to surgeons.”  

Breast Product Competitive Landscape  

▪ “I think one of the challenges [Sientra] has is when you have someone like 

Allergan that bundles all of their things together and then the surgeons get 

points and discounts for using more Allergan products. Allergan has locked that up with CoolSculpting, Botox, fillers. 

Sientra has nothing. Now, to me, that doesn’t matter because I am still going to go with a better product for my 

patient.” 

▪ “But some practices will say, ‘Well, we are already getting everything through Allergan and that helps us, so why don’t 

we just keep using the Allergan product?’ It’d be good if Sientra partnered with somebody to be able to offer similar 

things.”  

▪ “I think the data that [Sientra] shows in the pivotal trials and the FDA approval trials that they have less rupture is 

strong. I think if they can match the price of the competition, that helps—and then their extended warranty.” 

▪ “I was using Mentor for most of my career but when I started looking at the numbers, they do have higher deflation 

rates and I thought their warranty was just as good as Allergan’s—and I didn’t want to use Allergan, so Mentor was 

I guess my bottom line on 

Sientra is I think they have a lot 

of potential. They just have to 

get their product out there and 

somehow make it different 

from Mentor’s and Allergan’s—

and they’ve got to get a sales 

force out there to start talking 

to surgeons. 

Plastic surgeon in the Midwest 
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my default. I started using Sientra a long time ago but then they went under and then we couldn’t find a rep. Mentor, 

I don’t think there is anything special about them. I don’t think they have anything interesting or innovative.” 

▪ “No, [I haven’t heard of Establishment Labs]. If they make Motiva, I didn’t realize that was the name. [Motiva’s] data 

looks really good but the problem is, if they are not FDA approved, they are not, you know, getting on the market—but 

I’ve heard really good data on them. Deflation and capsular contracture is very low.” 

3) Plastic surgeon in the Southwest 

This plastic surgeon has been using Sientra implants for approximately three months. He will use other implants when a 

patient has a ruptured implant covered by a company’s warranty. Sientra has the best published safety data, a great 

product, and a 20-year warranty. He reports performing the same or a higher number of implant procedures than before 

COVID-19. 

Background  

▪ This source has received a consultant fee from a Sientra competitor in the past.  

▪ He is a new Sientra user with three months experience.  

▪ “If you look at the safety data on the implants, Sientra has the best published safety data. So that was one aspect of 

the decision [to use Sientra]. The 10-year rupture rate for Mentor is 24%, the 10-year rupture rate for Allergan is 9%, 

and for Sientra it’s 8%… So that’s step one.” 

▪ “Step 2, their gel implants are slightly more cohesive, meaning they offer something that the other two companies 

[Allergan and Mentor] don’t offer. Their gel is a little bit better. That’s really hard to quantify. There’s not a physical 

test you can do. It’s more of a gut feeling from using the implants, feeling the implants, cutting them up, and actually 

looking at the physical properties of them. I’ve been to all three plants where these implants are made and really 

looked at them, and Sientra seems to make the best implant.” 

▪ “Sientra has made some very important key moves that are going to help them. So, they have the best safety data, 

they have a great product, they have enough offerings to be able to offer both the cosmetic and reconstructive 

space, and the final thing is the warranty. Sientra offers a warranty that is far better than Allergan or Mentor.” 

▪ “So, when I say to my patients why I use Sientra implants, I don’t go through all of this. I say, look, if it really comes 

down to it, probably all gel implants are similar. There’s not data to make an argument one way or the other—other 

than the safety data—but their warranty is better. For 20 years, you are going to be protected. If anything goes wrong 

with your implants, Sientra is going to replace them for free and that’s something I can offer you as a surgeon 

because that’s important to me; it’s important to you. This will take care of you much longer than any other implant 

company on the market.” 

▪ “I have used [other  implants] in the past and I still do if I have to. So if a patient comes in and they have Mentor 

implants and they have a ruptured implant, to get the warranty to cover it, I have to put in Mentor again. So in those 

situations, I will still use them but I tell patients flat out, look this is what the situation is—I’d rather use this. And I 

would say nine times out of 10, patients agree with me and say, ‘Fine, I’ll just pay the extra money. I’ll switch to 

Sientra because I want the better warranty moving forward.’” 

▪ “The [different companies’ implants] are all in the same ballpark—very similar [in price].” 

▪ “I have used Allergan and Mentor for years and years. So I know their product lines. I know what they have to offer. I 

know the prices. I know everything because I’ve used them long enough.” 

Sientra Leadership Change  

▪ “The leadership changes seem to be certainly not a negative—and potentially a positive.”  

▪ “The changes are going to positively impact Sientra. And I will try to give a couple of really good, solid reasons. The 

new leadership is listening to their customers. The customers have concerns and interests and goals and the 

company is listening.” 

▪ “AbbVie partners with Allergan in such a way to make them almost unstoppable. If you put in this set of Allergan 

implants, you get 100 units of free Botox. If you use a certain number of implants, you get free filler. You get free 

skin care products. You get all of the product line that AbbVie owns they can dump into your practice at a fraction of 

the cost of what it would normally be, because you become a platinum member, a diamond member, a whatever 

member of Allergan. And you get all these freebies, which then translate into more money in your practice.” 
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▪ “So that’s a very difficult behemoth to fight, and yet Sientra is winning. Why is Sientra winning? Again, safety, 

efficacy, better product, better warranty, but the feedback we gave them is, ‘Hey look, you still need to compete with 

these guys because they are going to give us all this free stuff.’” 

▪ “So Sientra is actively pursuing partnerships with other people and other companies to make their partnership more 

valuable to us. They recently took out a partnership with Butterfly ultrasound. The ultrasound is a huge development 

and that will be a great partnership. What Sientra is doing is they are trying to add value not just to the implants, but 

their partnerships, and that’s what’s going to be huge. They just got a new VP of research who is fantastic. She gets 

it. She’s a woman’s health advocate and researcher. She’s going to bring huge value to their portfolio.”  

Post COVID-19 Breast Surgery  

▪ “We have the national data that just got published that shows that breast augmentation is down 30% from last year. 

So there’s the 30% that will still need to be made up. The 30% is national. My practice is actually not showing that, 

meaning we are doing as many or more breast implants than we were before COVID-19.”  

▪ “No, [the backlog hasn’t been exhausted]. We still have patients waiting longer than they want to wait. So we are 

working at the fastest pace we can but there are still patients waiting.”  

▪ “In my practice, the demand [for breast reconstruction and augmentation procedures] is increasing exponentially, 

partly being driven by a demand for breast reconstruction. Breast reconstruction is only continuing to increase 

because of bills that [were] passed. … The bills passed, the Breast Cancer Education Act, things like that, are 

increasing awareness at a state and national level of the options for breast reconstruction.” 

▪ “So the demand for breast reconstruction is going to go up most in breast reconstruction, not with implants. That’s 

why Sientra has moved to create sizers and do breast reconstruction in hospitals. It’s a huge push for them because 

it’s going to open that market to them which wasn’t previously open. They previously were just doing cosmetic. Now 

they are committed to doing reconstruction, which is huge.” 

▪ “The cosmetic volumes are going to go down slightly. There’s going to be a downtick for a little while because of the 

BI-ALCL [breast implant-associated anaplastic large cell lymphoma] recall and because of the BII [breast implant 

illness] increased awareness. That will be a transient downtick.” 

Sientra Sales and Share Growth 

▪ “Yes, Sientra is gaining market share. … Because of the breast implant 

illness, there’s a huge push in [my state] to switch to Sientra. The market 

share of Sientra in [my state] is increasing rapidly.” 

▪ “Yes, [Sientra is gaining share with breast reconstruction and aesthetic 

colleagues].” 

▪ “Oh yeah, [Sientra’s projected 31% to 38% growth rate is] easily 

[achievable].” 

▪ “Yes, [Sientra’s new leadership can continue to drive share gains, 

challenge the industry giants, and stay ahead of emerging competition].” 

Breast Product Competitive Landscape  

▪ “Allergan is doing great because of AbbVie, the parent company that owns 

it. Mentor is struggling desperately.”  

▪ “There has been a worldwide recall of Allergan textured implants and the cancer with textured implants has affected 

every manufacturer, meaning every manufacturer that makes textured implants has cases of that cancer. So there 

could be more recalls in the future of textured implants from other manufacturers. And that’s why there may be 

some resistance to uptake for Motiva implants—because Motiva implants are textured.” 

4) Registered nurse and office manager in a practice in the Southeast 

The practice has been solely using Sientra implants for approximately a year. The plastic surgeon used to mainly use 

Mentor. The practice’s augmentation procedures returned to pre-COVID-19 levels in May 2020. They do not have a 

backlog of patients and are continually getting new patients. Sientra is preferred because the surgeons think it is a better 

implant that the competition, it has a competitive price, it is made in the U.S., and the company has a policy to only sell to 

plastic surgeons.  

Background  

▪ “We have been using Sientra for about a year, I believe. We used mostly Mentor in the past.” 

Sientra is gaining market 

share. … Because of the breast 

implant illness, there’s a huge 

push in [my state] to switch to 

Sientra. The market share of 

Sientra in [my state] is 

increasing rapidly. 

Plastic surgeon in the Southwest 

https://www.plasticsurgery.org/news/press-releases/asps-secures-passage-of-the-breast-cancer-patient-education-act
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Sientra Leadership Change  

▪ “I knew there was a shakeup but I didn’t know what was happening or what the positions were.”  

▪ “No, [the C-suite changes haven’t affected my view of the company].” 

▪ “I really have no idea [if the changes will negatively or positively affect Sientra]. I hope positively.”  

Post COVID-19 Breast Surgery  

▪ “Yes, in May of 2021 [our procedures fully resumed to pre-COVID-19 

levels]. We’ve been slammed. Yes, [the backlog is exhausted].” 

▪ “I would say [the demand for augmentation] is increasing. We do not do 

reconstruction. We only do augmentation. So I can’t speak to the 

reconstruction part.” 

Sientra Sales and Share Growth  

▪ “Yes, [Sientra is gaining market share in our practice]. We have been using 

them exclusively for a year or so and we have just been busy. So we’ve had 

new patients coming all the time.”  

▪ “[The practice is using Sientra for] a multitude of reasons—one is price. 

Another is they only sell to plastic surgeons. That for us was a big thing. 

The other is [it is] made in the U.S. and, finally, but probably most 

importantly, the implant itself. The [plastic surgeon] just feels it’s a better implant.”  

▪ “I think so, yes, [Sientra’s new leadership continue to drive share gains, challenge the industry giants, and stay 

ahead of emerging competition].” 

▪ “No, [I haven’t heard of Establishment Labs].” 

Breast Product Competitive Landscape  

▪ Did not discuss. 

5) Patient care coordinator at a practice that uses Allergan, Sientra, and Mentor products 

This source’s practice almost exclusively performs over-the-muscle procedures and, therefore, uses cohesive round 

gummy implants. They do not take insurance, so do only cosmetic procedures. The rest of the plastic surgery practices in 

the area use varying surgical approaches and products. This source’s strong preference among Allergan, Sientra, and 

Mentor is to use Mentor implants. Their practice is stronger now than it has ever been and has fully recovered from the 

damage that COVID-19 did in delaying so many procedures. The executive turnover at Sientra is not interesting to this 

group. They choose the product that will be best for each individual patient and do not concern themselves with what is 

going on in each company. 

Background 

▪ “We’ve been using Sientra products as long as I have been here—since 2012.” 

▪ “We don’t do any reconstruction. We only do cosmetic work because we don’t take insurance. The only 

reconstructive procedures that we do are when we need to do a revision, but that is very rare in our practice.” 

▪ “We use Sientra, Allergan, and Mentor. The surgeon choses which implant we use depending on the specific 

circumstances with each individual patient.” 

▪ “We use the cohesive gummy round implants from all three companies but our surgeon prefers Mentor just because 

of the product itself. It’s much better than the others. He also prefers his relationship with the reps and other people 

with Mentor.” 

Sientra Leadership Change 

▪ “I have heard a few things about the executive turnover at Sientra but we don’t care about it. The executive 

leadership change is really pretty much irrelevant to us. We choose to use the implants that are the best for our 

patients.” 

Post COVID-19 Breast Surgery  

▪ “Last spring, due to COVID-19, the practice closed for four weeks. I remember that day so well when I had to call 

every single patient who we had scheduled. We lost no patients whose procedures had to be delayed. Now the 

practice is the strongest that it has ever been. They were all very loyal and patient. Now, the next available 

appointment for a consult is at the end of August.” 

Yes, [Sientra is gaining market 

share in our practice]. We have 

been using them exclusively for 

a year or so and we have just 

been busy. So we’ve had new 

patients coming all the time. 

Registered nurse and office manager 

in a practice in the Southeast 
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▪ “Demand for cosmetic surgery is clearly increasing year over year. In past years, we would have been booked out 

three to four weeks but it’s much stronger this year.” 

▪ “We tend to do many more over-the-muscle procedures than under the 

muscle. Mentor is much better in this situation. Most practices in this area 

are not like this, though. Many other practices prefer under the muscle but 

our experience speaks for itself. With over the muscle there is rarely any 

rippling, so it’s a much more natural look.” 

Sientra Sales and Share Growth 

▪ “Our utilization of Sientra products has been quite stable over the past 

several years. But we use it in a minority of situations in our practice. I 

don’t see that changing in the future unless they come out with something 

that is clearly superior. I am not aware that there is anything like that in the 

works with any of the companies, though.” 

Breast Product Competitive Landscape 

▪ “Across the field of cosmetic surgery, I think that Mentor, Sientra, and 

Allergan are all very competitive with each other. None of them have really been immune to recalls. But every 

surgeon has his or her preferred way to do the procedures. With our surgeon mostly taking the over-the-muscle 

approach, Mentor stands out as the superior product.” 

▪ “We don’t use saline or silicone, so we have a very specific niche that we cater to.” 

2) Breast Implant Sales Channel 
Breast reconstruction and implant sales professionals have seen no impact in the field from Sientra’s C-suite shakeup. 

However, two sources did mention the company has experienced significant sales rep turnover. One said he was aware of 

Sientra reps ready to jump ship if given the opportunity. Sientra’s expectation of 31% to 38% growth is considered unrealistic 

or overly aggressive, despite a market that is fully recovered and growing well ahead of 2019 growth levels. Sientra’s AlloX2 is 

gaining traction, has taken share from Allergan, and has helped Sientra open some new accounts. Creative marketing. 

effective distribution, free product, and low pricing were all discussed as tactics employed by Sientra to try to gain share; 

however, results have been minimal, according to competitors. At best, Sientra has developed a niche market with its AlloX2 

and will experience flat or slightly increased implant sales thanks in part to its contract with Vizient. On the competitive front, 

Allergan’s broad product portfolio is expected to keep it in the dominant market position. Mentor is challenged by negative 

rupture data, the lack of a cohesive gel product, and the knowledge that it is up for sale. Establishment Labs, even without an 

approved U.S. product, is generating interest in the sales channel. Sources said the company offers a broad product portfolio 

outside the U.S. with a sixth-generation implant and has some strong U.S. key opinion leaders lined up that could drive a 

successful launch when products are approved. 

Key Silo Findings 
Background 

- Sales channel professionals representing all the major implant manufacturers were interviewed. 

Sientra Leadership Change 

- 5 said the Sientra C-suite changes have had little or no impact in the field. 

- 2 sources noted that Sientra has had significant sales rep turnover and hired new or inexperienced personnel. 

Post COVID-19 Breast Surgery 

- 5 said reconstruction and breast surgery is fully recovered from COVID-19 and growing ahead of 2019 levels. 

Sientra Sales and Share Growth 

- 5 see Sientra’s growth projections of 31% to 38% as overly aggressive or unrealistic. 

- Sientra’s AlloX2 is gaining traction and has taken some share from Allergan; however, 1 source noted that the device 

has experienced some drain malfunctions.  

Breast Product Competitive Landscape 

- Allergan’s broad product portfolio and support from AbbVie is expected to keep its firm hold of the market leading 

position. 

- Mentor is being challenged by negative data and Johnson & Johnson’s desire to sell the division. 

Demand for cosmetic surgery is 

clearly increasing year over 

year. In past years, we would 

have been booked out three to 

four weeks but it’s much 

stronger this year. 

Patient care coordinator at a practice 

that uses Allergan, Sientra, and Mentor 

products 
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- Ideal is considered a niche product that is priced at a premium.  

- Establishment Labs is generating interest in the sales channel as it offers a broad product portfolio, a sixth-

generation implant, a micro-textured surface, and has key opinion leaders lined up for U.S. commercialization when 

approved. 

1) Breast implant sales representative in Florida; former Sientra sales professional 

The market has fully recovered from COVID-19 and the augmentation business is growing at the fastest rate in years—

money not spent on vacations and entertainment and gained from federal stimulus has gone to aesthetics, plus recovery 

at home is more confidential. Even the less popular surgeons are booked out. About two months of backlog still exists. 

Sientra spending a lot of money at trade shows and investing in its business. Sientra’s marketing to board-certified 

surgeons only, the safety of its AlloX2 product, the collaboration with Butterfly for follow up, and its overall safety profile 

are strong—it appeals to younger, more technically oriented surgeons. This source cautions that Mentor and Allergan 

should take note and learn and sees that Sientra has momentum in reconstruction, but its 30%-plus growth projection is 

overly aggressive. 

Sientra Leadership Change 
▪ “I heard about the CFO leaving but not about the other executive changes.” 

▪ “Sientra talks about adding reps for years but haven’t done it. Allergan has better coverage—more reps than Sientra 

and Mentor combined. They have hospital reps and practice reps.” 

▪ “In the trade shows, Sientra spends a lot of money with their space and booth. They have great marketing and are 

not afraid to spend. They have added headcount in my area.” 

▪ “I can’t say I’ve felt a difference with Sientra’s leadership changes. I 

believe they have some momentum, especially with AlloX2 and the 

reconstruction products. I do not feel it with the cosmetic side—they do not 

seem to have momentum or positive changes. They have won some new 

accounts.” 

Post COVID-19 Breast Surgery  

▪ “Yes, [we are] fully recovered from COVID-19 [and are] up in augmentation. 

Why? People are staying at home, not spending money on vacations, 

[there is] stimulus money available. Even the guys who are not great 

surgeons are remarkably busy and fully booked. A patient can recover at 

home without anyone knowing they’ve had a procedure to change their 

appearance.”  

▪ “Practices on average are booked out two months. [There is] probably two 

months of backlog still in the system.”  

▪ “The recon[struction] side is close to the same as pre COVID-19, impacted 

by lack of mammograms, resulting in fewer diagnoses. [It is] different with 

the aesthetic business, augmentation—[it is the] best we’ve done in years.”  

Sientra Sales and Share Growth 

▪ “Sientra is not gaining share in my region area. They have a few customers 

but are taking little business from others.”  

▪ “[Sientra’s projection for a 31% to 38% growth rate] seems aggressive but it’s on a small base and just a few years 

ago their plant burned down. Those numbers seem overly aggressive. I would not project growth that high.” 

▪ “I believe market growth rate will be in the 7% to 9% range in the U.S. and probably higher if you include out-of-U.S. 

sales.” 

Breast Product Competitive Landscape 

▪ “Allergan and Mentor are the two big ones. Sientra has pockets where it is established. More so in metropolitan 

areas but very limited and not in the smaller cities. They are trying to grow in the reconstruction with their AlloX2 

expander. [They] have a unique technology and have been able to get a few contracts. Some people do like the 

board-certified plastic surgeon approach to users. [They] cater to a younger plastic surgeon who is more tech savvy. 

That is the future and we all need to keep an eye on them. If I were running Mentor or Allergan, I would look to 

expand in this area.”  

I can’t say I’ve felt a difference 

with Sientra’s leadership 

changes. I believe they have 

some momentum, especially 

with AlloX2 and the 

reconstruction products. I do 

not feel it with the cosmetic 

side—they do not seem to have 

momentum or positive 

changes. They have won some 

new accounts. 

Breast implant sales representative in 

Florida; former Sientra sales 

professional 
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▪ “ I haven’t heard about the Butterfly agreement. Mentor partners with Galderma but it is not making that much of an 

impact. I think the Butterfly concept is smart for safety and monitoring. Mentor had a 24.2% rupture rate in a 10 year 

study [and] poor follow-up rates—44%. Nobody does MRI follow-ups. If you pull out the ‘confirmed’ rupture rates from 

that study, the rate is really in the 9% range—like the market. Competitors use that data against Mentor. Technically 

the FDA says you cannot compare the rates across products, as the studies are done under different conditions, but 

that buzz is out there.” 

▪ “I hear things from other reps who think Establishment will be a major threat but others who doubt they can compete 

in a crowded market. We will be prepared. Some reps are interested in working for Establishment but I have not 

been contacted by them. Rumor on the street is that Mentor is on the market to be divested from Johnson & 

Johnson. [But I] do not know. I have heard Establishment is hiring for their tissue expander as a precursor to their 

implants once they are approved.” 

▪ “Allergan has a full portfolio of implants. [Their] weakness is their textured devices were pulled from market on a 

recall. They only have a smooth tissue expander. [There is] no real difference in reimbursement.” 

▪ “Sientra’s strengths are it is the third company to the market and learned from the mistakes of the others and made 

follow-up a priority. [It has a] fairly robust line but some gaps. Sientra’s AlloX2 is a major strength. Weaknesses [are 

that their] factory burned down and they could not supply for a period of time. Product comes from a Brazil plant. 

There was a pending FDA investigation and then the facility with all the records burned down. Interesting.” 

▪ “Mentor’s reconstruction is strong. Tissue expanders are strong. [Its] weakness is cohesivity vs. Allergan 3 and 

Sientra 2 cohesive gels. It has been announced that Mentor will be releasing a cohesive gel. As mentioned earlier, 

Mentor has higher leak rates that competitors use against them all the time.” 

2) Breast surgical sales representative in the Southeast 

The breast implant market is growing ahead of 2019 sales. Backlog of procedures varies by geography and when they 

reopened. Much of the Southeast resumed procedures earlier than the Northeast or West and the result was little 

backlog and higher growth rates in the Southeast. This source perceives that Allergan’s breadth of product line keeps it 

dominant in the marketplace. Mentor is fighting off negative rupture data and Johnson & Johnson is looking to divest it. 

Sientra’s C-suite changes have had no discernable impact to date and its market position is to offer the lowest price. This 

source wonders how Sientra stays in business and does not believe it can grow share. 

Sientra Leadership Change 
▪ “The field is all aware of those changes. I cannot say it’s really affected us or that doctors or staff discuss it. It has 

not made any changes to date in what they are doing. I do believe they have good products but are run poorly. [They] 

have recently gone with bottom price business—giving away with the lowest price—[and are] very aggressive in 

pricing.” 

Post COVID-19 Breast Surgery  

▪ “Since about September of 2020, the breast market has steamed ahead higher. [It is] fully recovered.” 

▪ “I work strictly in cosmetics but both sides have grown. … Cosmetics business is booked months in advanced.”  

▪ “Even practices usually not that busy are booked.”  

▪ “I believe the backlog in aesthetics has been worked through.”  

▪ “Let me clarify the backlog and, to an extent, the importance of geography. 

Some parts of the country ‘opened up’ earlier than others. A lot of the 

Southeast only closed for a few months vs. New York, California, or 

Chicago. It is totally contingent on when their state or major cities allowed 

procedures to resume. In the South, backlog and resumption of growth 

started happening nine months ago. [In the] Northeast and West, they still 

have backlogs and growth is delayed.” 

Sientra Sales and Share Growth 

▪ “Growth is much higher than 2019, pre COVID-19, in my area.” 

▪ “I don’t see where [Sientra] is gaining. [They are] losing share in the hospital market. I believe they are at a 7% share 

nationally and that’s with offering the lowest prices and essentially giving away the business.” 

▪ “I don’t see Sientra growing in this marketplace.” 

Since about September of 

2020, the breast market has 

steamed ahead higher. [It is] 

fully recovered. 

Breast surgical sales representative in 

the Southeast 

https://www.prnewswire.com/news-releases/galderma-announces-us-collaboration-in-aesthetics-with-mentor-worldwide-llc-300245030.html
https://www.galderma.com/
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Breast Product Competitive Landscape 

▪ “The breast implant market is regionally based—it depends on the market you are in. I work with older doctors and 

they do not change as quickly. Other markets, bigger cities are more fast paced with newer and younger surgeons. 

There it is more competitive, as younger surgeons are more willing to change products and try new entrants.”  

▪ “Allergan’s strengths are its breadth of products across implants and cosmetics in general. They are the market 

leaders [with s] 60% share in breast implants—a larger portfolio and high value to a practice with patient programs 

and the balance of their aesthetic products.” 

▪ “Mentor has a 34% market share—[they] sell on price and have limited products. Rupture data has not been 

published but they are beset with 24% rupture rates, as reported with MRI data. Their ‘confirmed’ data shows 9.8%. 

‘Confirmed’ means negating all the silent data, cleaning their data. Surgeons talk about it and it has cost them 

business. They have lost some share but had their reps return to the field earlier than Allergan or Sientra, so they 

gained, but since the other companies have returned to the field, they have lost share. Bloomberg has announced 

Mentor is on the market, that Johnson & Johnson is interested to divest. The announcement came after the rupture 

data. Is there a relationship between the two? One can only guess.” 

▪ “Sientra has a 7% market share and gets business through their pricing. AlloX2 is a big selling point—some surgeons 

like it. A disadvantage is its size—a larger tissue expander. Allergan’s is smooth. Allergan 133 tissue expander is the 

market leader.” 

▪ “Establishment Labs and Motiva are coming to the market in 2022 to 2023 [with a] micro-textured product. They 

claim to have no complications—[but] it is a textured product and the textured have their issues.”  

▪ “Allergan operated as its own business unit, including R&D. They feel they can really invest and operate 

independently. The field is quite positive about the AbbVie acquisition. Even during the pandemic, they kept people 

on.” 

Miscellaneous 

▪ “Rupture data with Mentor’s product is quite important. Johnson & Johnson announced the potential sales after the 

data was released.”  

▪ “Sientra—how do they stay in business? They do talk about a 20-year warranty and safety. Our thoughts are, will the 

coverage be there if they go out of business?” 

3) Manager for breast implant sales in the Northeast 

There is growth for the market greater than that of 2019 in reconstruction and aesthetics, due to increased monitoring of 

breast cancer and more available cash in the hands of potential augmentation patients. Private practices are incredibly 

busy, with most practices booked through the summer with no apparent drop-off. Sientra management changes have 

gone undetected. Sientra is making inroads in the tissue expander market with AlloX2, taking business from Allergan, 

and gaining some share. Sientra is a creative marketer and effective distributor but its aggressively low pricing raises 

questions about its profitability and dollar growth. Mentor’s portfolio does not have a more highly cohesive silicone gel. It 

is pending FDA approval and will be important to Mentor’s portfolio. Establishment Labs has great experience outside of 

the U.S. and could make inroads in the private practice sector once introduced. It has important key opinion leaders in 

studies who are strong supporters and could make for a successful launch. Its target should be private practice because 

hospitals are more difficult to penetrate. 

Sientra Leadership Change 
▪ “I have heard of the management changes but don’t see changes in their business model or strategies at this time. 

Sientra has made inroads with their tissue expander AlloX2, mostly at the expense of Allergan. They are picking up 

share with low price—very low margin and low profits. They are creative markers and get distribution but I don’t know 

how that equates to profits.” 

▪ “I believe their inroads are in tissue expanders, making inroads in hospitals with breast reconstruction. The implant 

side in hospitals is still extremely low and I don’t see where they’ve made advances or gained much business.”  
Post COVID-19 Breast Surgery  

▪ “Yes, things have fully recovered. The private practice sector is absurdly busy. Most potential patients are making 

money and got stimulus checks, while not spending as much on entertainment and travel. Plus, recovery at home 

without going into the office or going out for entertainment makes the whole process more doable.” 
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▪ “[In terms of] backlog, overall volume is still extraordinarily strong and booked through the summer. [I have] never 

seen it like this before. Usually by now there is a drop off in procedures—but not this year. Relative to reconstruction 

procedures there seem to be a bolus of patients who potentially didn’t get diagnosed due to not having 

mammograms and lack of in-person exams due to COVID-19.” 

▪ “The back half of the year will probably be busier in the hospitals but I don’t know about private practices. I am 

guessing it will probably slow down in the second half of the year but it hasn’t slowed yet.” 

▪ “Growth in 2021 will be greater than the growth in 2019.”  

Sientra Sales and Share Growth 

▪ “Growth rates for Sientra in the Northeast and parts of the Midwest are growing slightly. [They have] captured some 

surgeons who buy into their story but I don’t see a lot of gains for Sientra in Boston and NYC.”  

▪  “Market share is probably growing for Sientra, taking some tissue expander [share] from Allergan in hospitals. They 

could grow market share due to their gains in tissue expanders.”  

Breast Product Competitive Landscape 

▪ “Allergan’s strength is with their implant portfolio that is broader than the 

rest. Cohesive implants appeal to some docs and they have the market. In 

private practice, they have the breadth of portfolio for cosmetics that is 

unmatched and very appealing to many private plastic surgeon practices. 

Their tissue expander portfolio is weaker than Mentor or Sientra.” 

▪ “Sientra’s strengths are implants that are comparable to market but they 

do not have the same history nor do they carry saline products. [Their] 

tissue expander, AlloX2, is sold at a premium and this is their strength. 

Their other line of less expensive expanders is used for contracting to get 

in the door—and then [they] upsell to the AlloX2. But, otherwise, these 

expanders are not much in favor. They do not have the breadth of portfolio. 

AlloX2 is a niche product and does not often perform as well but users are attracted to it by the dual drain. If a 

patient develops fluid, the drain will allow relief. [It is] really not that important, more of a marketing message.” 

▪ “Mentor’s strengths include the buffer around the expander and their technology is well ahead of market. [Their] 

portfolio with implants and expanders is broadest [and they] can leverage Ethicon [by Johnson & Johnson] in the 

hospitals for other products or volume. [An] opportunity or weakness [is that] Mentor has a gap in portfolio by not 

having a more highly cohesive silicone gel. They reportedly have a great product before the FDA and the FDA is 

moving slowly and in no hurry to approve, due to the many questions about implants over the past few years. [There 

will] probably [be] a 2022 approval.” 

▪ “Establishment Labs claim to have great data on their implants but they are only distributed outside of the U.S. They 

are bigger than Sientra and seem to have some real R&D—Sientra does not. [They] could make inroads in private 

practice—[which is] always easier to access—but hospitals require contracting and more control on pricing and 

gaining traction here will be tougher. The fourth product on market is at a substantial disadvantage and makes them 

prone to drop price to get into the market.” 

▪ “There are some reps ready to jump to a new company with great technology. Establishment has key opinion leaders 

who were involved in their studies and this is a great advantage. If they get behind the product, they could disrupt in 

2022 or, more likely, 2023.” 

4) Experienced plastic surgery representative for a major manufacturer; repeat source 

Sientra’s C-suite changes have caused no changes in its actions or results and there is very little discussion of the 

changes. Sientra gave 20 free implants to one practice to entice them to use its products but little has succeeded in this 

geography. The company is experiencing a lot of turnover and reps are looking to leave Sientra. This source does not 

predict growth in this geography. His company is way ahead compared to 2019—business has fully recovered. Practices 

are booking four to six months out for evaluations and procedures. For augmentation procedures, a lot of money unspent 

during COVID-19, federal stimulus funds, and patients being able to recover at home have boosted the market. Top 

accounts are the busiest they have ever been. This source is extremely impressed with Establishment Labs and predicts 

it will be successful due to its sixth-generation implants, its micro-texturing, and its complete line. He predicts it will be 

two to three years before Establishment Labs’ entry into the U.S. 

Market share is probably 

growing for Sientra, taking 

some tissue expander [share] 

from Allergan in hospitals. They 

could grow market share due to 

their gains in tissue expanders. 

Manager for breast implant sales in the 

Northeast 
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May 20, 2020, Sientra interview: Plastic surgeons in the mid-Atlantic have been busy with virtual patient consults, 

preparing and scheduling procedures prior to reopening for elective surgeries. The backlog is huge and volume will be 

extremely high the next two to three months. For the augmentation business, this is the peak time of year through June. 

Sientra is a small, low-priced player. They just laid off their miraDry sales force and have changed the compensation 

program for their breast implant reps to a base salary only. Sientra will struggle post COVID-19 to keep up with Allergan 

and Mentor. They may have grown sales in the 

Sientra Leadership and change 
▪ “No impact from their changes. Zero impact—they are 3,000 miles away. It’s all about the relationships and robust 

product line. They cannot compete with us in either area. They only way they are competing in the past four to six 

months is to give away product—20 patients’ worth in one practice. The rep in Philly just gives away product. [They] 

will attack Allergan on rupture. They seem to have discontinued their promotion about safety and selling to board-

certified plastics. [There is] little talk about their company marketing campaign. I know a number who will jump ship. 

There has been continued turnover of Sientra in the Pennsylvania/New Jersey/New York area.”  

Post COVID-19 Breast Surgery  

▪ “The business has fully recovered. In cosmetics, we are blowing 2019 

numbers away. Smooth expanders introduced 12 months ago have helped 

to overcome losses from problems in the prior year. Competition gained on 

us over that time but now we have rebounded very nicely.” 

▪ “I have practices I call on who are booking four to six months out. Backlog 

is depleted but there is a huge number of new patients. Doctors who do 

procedures in-office—many are booked out. Surgery centers prioritized 

other non-elective procedures until later 2020 and early 2021—[they] had 

to do more urgent procedures and electives were pushed back. These 

accounts are done with their backlog of other procedures.” 

▪ “Electives have been going strong for the last six months. My top 10 guys 

are busier than they’ve been in years.”  

Sientra Sales and Share Growth 

▪ “I don’t see Sientra gaining any share in the tri-state area of New 

Jersey/New York/Pennsylvania for augmentation. I can’t say for certain 

about their business in reconstruction.” 

▪ “The imaging business was backlogged with COVID-19 and is still playing 

catch up. It seems like reconstruction is well up, too.” 

Breast Product Competitive Landscape 

▪ “I have done a lot of research on Establishment Labs and their potential entry into the U.S. I love Establishment 

Labs: their sixth-generation implants, their micro-texturing, their complete line. They will be a nice company when 

they come to the market—[which is] probably two to three years off. I haven’t heard doctors talking about them. 

There is an investigator in Long Island who loved the product and did evaluation in 60 patients for their clinical trials. 

Doctors in the Pennsylvania area have not been talking about them.” 

▪ “I think Allergan will bring new products to the market. With AbbVie buying, [it] has been a good thing. They are 

putting a crazy amount of R&D—might be more than $1 billion—I think and this should be good for the business and 

really good for their future.” 

5) Recently laid off breast reconstructive surgical sales representative in Florida 

Turnover of Sientra sales reps has been common but talk or impact of the C-suite changes has not been a topic of 

conversation in accounts. Sientra was trying to expand its sales force but encountered a lot of turnover. Sientra sales 

should remain relatively flat and the 31% to 38% growth projections are not realistic. The marketplace in Florida slowed 

for a while but has completely recovered. 

Sientra Leadership Change 

▪ “Sientra was making changes but [they are] not a topic of conversation in the offices. I did not see any changes in 

the field. I do recall that when Sientra first launched in the U.S., they recruited many of their sales leadership and top 

representatives from Mentor. Over time they had a habit of hiring young, pretty girls without experience and clinical 
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background. They went for the low-hanging fruit in the marketplace. Their background was a bit sketchy, as they 

would not reveal the content of the outer coating of their implants. They were based in Brazil—manufacturing 

conducted there—and when the FDA requested records of their production and contents, a fire burned down the 

plant, including the records that were requested.” 

▪ “Sientra has had many changes, including their field personnel. They were expanding their sales force pre COVID-19 

but with a lot of turnover.” 

Post COVID-19 Breast Surgery  

▪ “The marketplace should be recovered, with growth comparable to pre-

COVID-19 levels.” 

Sientra Sales and Share Growth 

▪ “Sientra sales should remain relatively flat. 31% to 38% is just not 

reasonable. I do not understand where those figures come from. They had 

truly little growth during COVID-19 and I cannot see why things will change 

for them now.” 

▪ “Sientra’s contract with Vizient is good for them, it gives them a license to 

hunt that they didn’t have previously, but they don’t have the quality of 

products to attract the surgeons’ interest. I believe their growth is coming 

almost entirely from the hospitals. A plastic surgeon can request a product 

to be stocked and the hospital will often follow the plastic surgeon’s 

request.” 

Breast Product Competitive Landscape 

▪ “The AlloX2 breast expanders are not used much in my territory but I know 

a few surgeons were trying it. One had several problems with the dual drain—one of the drains would block and the 

company would have to attend to the physician. The doctor felt it was a product malfunction.” 

▪ “Mentor looked to buy or license similar technology but walked away from it. I heard that one large hospital did a 

complete evaluation of it but found it was not what they had been told and refused to stock it.” 

▪ “Ideal made a little noise in my territory. They were either low-balling and giving it away or were just too expensive.” 

▪ “Establishment Labs was not discussed much in my area and I never heard much about them.” 

3) Plastic Surgeons and Their Medical Teams Not Using Sientra 
This practice uses Allergan and Mentor products equally and the surgeons are pleased with their performance. Sientra does 

not call on the practice and there is no desire to change to Sientra. Business is fully recovered, up 30% to 40% in procedures 

compared to 2019. In 2019, the practice would book four to six weeks out for appointments and procedure. They are now 

booked three to four months out, out to September/October. Reconstructive procedures have been steady but increasing 

over the past year, as have appointments for imaging, perhaps due to mammograms not being booked during the pandemic. 

They are routinely booking Saturdays to keep up with demand. 

Key Silo Findings 
Background 

- This practice use Allergan, Mentor, and are now trying Ideal products. There is no interest in Sientra products.  

Sientra Leadership Change 

- Did not discuss. 

Post COVID-19 Breast Surgery 

- The practice has fully recovered from the COVID-19 procedure slowdown and procedures are up 30% to 40% 

compared to 2019. 

- Saturday bookings are now routine. 

Sientra Sales and Share Growth 

- Did not discuss. 

Breast Product Competitive Landscape 

- Allergan and Mentor are the market leaders. 
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1) Patient coordinator at Midwest university plastic and reconstructive surgical center with five surgeons; repeat source 

May 20, 2020, Sientra interview: Procedures at this practice have dropped from 15 to 20 per week per surgeon to one 

procedure every other week. There is a tremendous backlog—each doctor has 50 to 60 patients who are waiting to be 

scheduled—but no one knows when this will start. The practice uses primarily Allergan and Mentor products and has 

experience with Ideal but has never used the Sientra line in their practice. They do not envision Sientra gaining share in 

this market. 

Background 

▪ “We use Mentor and Allergan products about equally. We have just begun to use some Ideal products, as they are 

working to get the surgeons to evaluate their products. There is increased interest in Ideal.” 

▪ “There is no interest in using Sientra’s products, as the Mentor and Allergan products have performed well and there 

is no reason to change. They do not call on the office or contact any of the five plastic surgeons in our practice.” 

Sientra Leadership Change 

▪ Did not discuss. 

Post COVID-19 Breast Surgery  

▪ “We have fully recovered from the pre-COVID-19 levels of procedures. 

Using 2019 as a comparison, 2021 is up 30% to 40%. Backlog is not really 

exhausted, as there are so many more patients contacting the office, 

scheduling for consults, and getting procedures. In 2019, we would run a 

booked schedule out four to six weeks during the peak times. We are now 

booked three to four months out solid, with new consults and procedures 

not being booked until September and October, depending on the doctor.” 

▪ “Reconstructive procedures have been pretty steady over the past year but 

even they are up—I can’t say to what extent. The imaging appointments are 

running at all-time highs. Could this be due to decreased mammograms 

during COVID-19? [It] could well be but every aspect of our practice is higher than it’s ever been.” 

▪ “We are routinely scheduling on Saturdays because, with the increased numbers of patients, there are only so many 

hours in the day to do procedures.” 

Sientra Sales and Share Growth 

▪ Did not discuss.  

Breast Product Competitive Landscape 

▪ “Allergan and Mentor are used in our practice by all our surgeons. They do not seem to differentiate their use by 

patient type or profile. Each doctor uses one company’s product almost exclusively.”  

Secondary Sources 

These six secondary sources focused on patient reviews of the major breast implants, the 2020 top plastic surgery 

procedures, prediction for a boom in demand, and a study of public interest in cosmetic surgery. 

July 4 RealSelf Sientra review  

Sientra breast implant reviews. 
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July 4 RealSelf Mentor review 

Mentor breast implant reviews. 

 

July 4 RealSelf Natrelle review  

Allergan’s Natrelle breast implant review.  

 

July 4 RealSelf Motiva review 

Establishment Labs Holdings Inc.’s Motive breast review.  

 

April 27 American Association for the Advancement of Science EurekAlert! article 

The American Society of Plastic Surgeons noted 2020's most sought-after procedures during the COVID-19 and forecast 

a post-COVID-19 boom.  

▪ “The American Society of Plastic Surgeons (ASPS) - the world's largest plastic surgery organization, representing 

nearly 8,000 members - today released the 2020 results of the organization's annual procedure survey coupled with 

national consumer research reflecting trends during the COVID-19 era to help predict what 2021 will bring.” 

▪ “ASPS recently gauged Americans' perceptions of plastic surgery more than a year into the COVID-19 pandemic, 

analyzing responses from more than 1,000 women in a national survey fielded by market firm Equation Research, 

providing insights into how consumers feel about the category, top treatments and their likelihood to pursue a plastic 

surgery procedure.” 

▪ “During the pandemic, 11% of women surveyed indicated they are more interested in cosmetic plastic surgery or 

non-surgical procedures now than before COVID-19, and the figure is even higher among women who have already 

had surgery or a procedure - 24%, respectively. Also, 35% of women who have previously had at least one cosmetic 

surgical procedure or minimally invasive procedure plan to spend significantly or somewhat more on treatments in 

2021 than in 2020.” 

https://www.realself.com/reviews/mentor
https://www.realself.com/reviews/natrelle-breast-implants
https://www.realself.com/reviews/motiva-breast-implants
https://www.eurekalert.org/pub_releases/2021-04/asop-aso042621.php
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▪ “‘For more than a year, COVID-19 has largely confined people to their homes during quarantine and significantly 

impacted nearly every aspect of their lives,’ says Lynn Jeffers, MD, MBA, FACS. ‘The pandemic isn't over, but thanks 

to vaccines, a new normal is starting to define itself - and some surgeons' offices that were closed or offered only 

limited services within the last year are seeing higher demand.’” 

▪ “While the first wave of pandemic demand saw a rush on facial procedures in response to a significant surge in 

Zoom calls and downtime for discreet recovery at home, the national survey results show that tummy tucks (22%) 

and liposuction (17%) are among the top procedures that women who are extremely or very likely to consider 

procedures within six months are seeking. The reason is attributed to weight fluctuation during quarantine, and more 

time to consider procedures long delayed due to time or cost.” 

▪ “While ASPS saw an overall 15% decrease in total number of cosmetic procedures in 2020 due to the COVID-19 

pandemic, the dip is largely on par with the amount of time practices were closed - and three of the top 5 procedures 

focused on the face.” 

▪ “The Top 5 cosmetic surgical procedures performed in 2020 were: 

1. Nose reshaping (352,555 procedures) 

2. Eyelid surgery (352,112 procedures) 

3. Facelift (234,374 procedures) 

4. Liposuction (211,067 procedures) 

5. Breast augmentation (193,073 procedures)” 

▪ “‘A major concern at the onset of the COVID-19 pandemic was continuing care for reconstructive patients,’ said Dr. 

Losee. ‘Despite the year's challenges, patients and care teams were not only able to move forward with procedure 

plans when deemed safe to do so, but, in terms of breast reconstruction, more women than ever are benefiting from 

today's technologies and treatments.’” 

March 2021 Journal of Medical Internet research study 

This study of Twitter data shows that people remained interested in plastic surgery during the COVID-19 pandemic. 

▪ “Background: The unprecedented COVID-19 pandemic has brought drastic changes to the field of plastic surgery. It 

is critical for stakeholders in this field to identify the changes in public interest in plastic procedures to be adequately 

prepared to meet the challenges of the pandemic.” 

▪ “Objective: The aim of this study is to examine tweets related to the public interest in plastic procedures during the 

COVID-19 pandemic and to help stakeholders in the field of plastic surgery adjust their practices and sustain their 

operations during the current difficult situation of the pandemic.” 

▪ “Methods: Using a web crawler, 73,963 publicly accessible tweets about the most common cosmetic surgical and 

minimally invasive plastic procedures were collected. The tweets were grouped into three phases, and the tweeting 

frequencies and Google Trends indices were examined. Tweeting frequency, sentiment, and word frequency analyses 

were performed with Python modules.” 

▪ “Results: Tweeting frequency increased by 24.0% in phase 2 and decreased by 9.1% in phase 3. Tweets about 

breast augmentation, liposuction, and abdominoplasty (“tummy tuck”) procedures consecutively increased over the 

three phases of the pandemic. Interest in Botox and chemical peel procedures revived first when the lockdown was 

lifted. The COVID-19 pandemic was associated with a negative impact on public sentiment about plastic procedures. 

The word frequency pattern significantly changed after phase 1 and then remained relatively stable.” 

▪ “Conclusions: According to Twitter data, the public maintained their interest in plastic procedures during the COVID-

19 pandemic. Stakeholders should consider refocusing on breast augmentation, liposuction, and abdominoplasty 

procedures during the current phase of the pandemic. In the case of a second wave of COVID-19, stakeholders 

should prepare for a temporary surge of Botox and chemical peel procedures.” 

 

 

Additional research by James Boland, Karen Lusky, and Bruce Wicks. 
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