
Critical Process Issues

Sample Deliverables & Analysis 

Just Under Half of Doctors Prioritize Brand When Choosing a Medical Device

The Average Cycle Time for an Orthopedic Sale Is Approximately 130 Days

Doctor Preference When Product Paired
With Another Doctor’s Review

(by %)

Doctors who Prioritize the Origin 
of Their Medical Products

(by %)

Orthopedic Sales Cycle Length
(by Days)

Sales Performance Is Linked to 5 Solution Categories

Sample Issues: Medical Device Sales Sample Solutions Approach
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Sales Skills

–	Reps must have in-depth knowledge of product offerings, 
industry regulations, and competitive alternatives to effectively 
position their solutions

–	Strong presentation skills are crucial for delivering clear, 
concise, and engaging pitches that capture and maintain 
client interest

–	Sales reps should master proven sales methodologies and 
develop essential sales skills to drive successful outcomes

Strategy and Planning

Continuous Improvement 
and Evaluation

–	Establishing clear objectives and defining strategic approaches 
are essential to achieve business goals effectively

–	Understanding the customer base, and tailoring strategies 
and supporting materials accordingly, enhances 
engagement and impact

–	Strategic staff and resource allocation ensures 
high-value opportunities receive the necessary focus 
and investment

–	The sales team should utilize key performance indicators 
(KPIs) to monitor performance, identify trends, and pinpoint 
areas for improvement

–	Optimizing sales processes is essential to minimize 
inefficiencies, reduce unnecessary touchpoints, and eliminate 
friction throughout the customer journey

–	Regular feedback and ongoing training from sales leadership 
foster continuous growth and enhance skill development

Prospect Engagement and 
Relationship Management

–	Assessing and prioritizing customer values helps sales 
teams understand evolving customer needs 
and preferences

–	Customizing offerings and services to align with each 
prospect’s unique requirements demonstrates a strong 
commitment to delivering personalized solutions

–	Ongoing, post-sale engagement is essential for strong 
relationships and long-term business growth

PRO Sees Sales Excellence in Four Distinct Categories

Ongoing Training

Cross-team 
Collaboration

Reviews and 
Testimonials

CRM AI Integration

Customer 
Segmentaton

Segmenting customers into groups based on their preferences and purchasing 
behaviors is essential for identifying the most valuable prospects

Using testimonials and endorsements from trusted thought leaders 
in the orthopedic field can significantly enhance credibility and build trust

Sharing insights, best practices, and recommendations across teams and 
sales representatives fosters collaboration and drives collective success

Regularly updating strategies, tools, and practices is crucial to remain 
competitive and maintain a fresh, innovative approach

Leveraging advanced analytics within CRM systems enables more accurate 
trend forecasting and helps identify high-potential prospects
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–	Surgeons and hospitals are 
more focused on value-based 
pricing rather than brand loyalty

–	Newer and younger surgeons 
are less inclined to prioritize 
brand loyalty

–	More doctors are turning to 
generic products compared to 
traditional brand names

–	Doctors and surgeons rely more 
on clinical data, peer reviewed 
studies, and costs analysis 
compared to brand recognition 
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& Closing

Sales & Orders

Sales Excellence and 
Business Development
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