


If you selected "other," please list what else has made you successful in this REFIIED | ROEEIEE

Percent Total
business.
3
Interpersonal skills
"start slow and add value"
proactive
Total # of respondents 39. Statistics based on 3 respondents; 0 filtered; 36 skipped.
What has made you MORE successful in this business? REFPEIED | REEpEEs
Percent Total
Product knowledge 16.1% 5
Persuasive communication 83.9% 26

skills

Total # of respondents 39. Statistics based on 31 respondents; 0 filtered; 8 skipped.

Using the scale below, please indicate how important each activity is during the current product
training in preparing your sales force for being effective in the field.

Not Important Somewhat Important Very Important Critical Response
Total
In-servicing your customers 0% 6.9% 48.3% 44.8% 29
on the product. ) (2) (14) (13)
Trougble shooting/problem 0% 6.9% 27.6% 65.5% 29
solving product issues. ) 2 (8) (19)
Consultatively positioning this 0% 3.4% 31% 65.5% 29
product against the ©) (1) ©) (19)
competition.
Consultatively changing a 0% 13.8% 55.2% 31% 29
hospital's buying habit. © (4) () ©)
Consultatively changing a 4.3% 47.8% 34.8% 13% 23
physician's technique. (1) ) (8 ©)

Total # of respondents 39. Statistics based on 29 respondents; O filtered; 10 skipped.
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What training or development does your company need to do to help your sales Response  Response

force be more successful in the field? Check ALL that apply. rereent ol
Anatomy training 13.2%
Business planning 15.8%
skills/forecasting
Competitive selling 39.5% 15
Computer training 13.2%
Web based self-study 7.9%
training
Consistent/on-going training 23.7%
Initial training needs to be 13.2%
better
Mentoring/coaching in the 13.2% 5
field
Reading customer situations 15.8% 6
and people better
Negotiation skills 39.5% 15
Objection handling 28.9% 11
More hands on labs (for 13.2% 5
trouble shooting)
Relationships - Compress 18.4% 7
the time to develop
Selling to hospital 23.7% 9
administration
Understand customer's 15.8% 6
business operations
Converting competitive 23.7% 9
accounts
Technical/product training 39.5% 15
Other 50% 19

Total # of respondents 39. Statistics based on 38 respondents; O filtered; 1 skipped.
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What skills sets will be necessary to be a top rep within the next 3 years? REEPENED | REPES

Check ALL that apply. D
Business planning/ 15.8% 6
Forecasting
Contracting skills 34.2% 13
Complex sales/Strategic 26.3% 10
selling
Competitive selling 28.9% 11
Communications skills/Sales 31.6% 12
skills/Probing, etc.
Understanding customer 23.7% 9
business operations (eg.
how a hospital /clinic is run)
Selling to administration 26.3% 10
MD relationships - 23.7%
strengthen them
Negotiation skills 34.2% 13
More product training 10.5%
Presentation skills 13.2%
Value added selling 28.9% 11
Technical sales/anatomy 13.2% 5
training
Time management 15.8% 6
Don't know 10.5% 4
Other 23.7% 9

Total # of respondents 39. Statistics based on 38 respondents; 0 filtered; 1 skipped.
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Why do reps leave your company? Check ALL that apply. REEEIEE [ RERTED

Percent Total
Too challenging 13.2% 5
Perception that company 28.9% 11
lacks direction
Conflict with manager 13.2%
Conflict with company 13.2%
culture
Burnout/Sick of business 15.8% 6
Expenses not covered/costs 2.6% 1
Failure to achieve quota 15.8% 6
Fear of change 7.9% 3
Frustration with lack of 23.7% 9
company's speed to change
Grass is greener 28.9% 11
Lifestyle/hours/family issues 0%
More money 23.7%
Product lines/lack of new 50% 19
products/commodity
Perception of inferior 7.9% 3
products
Perception that 23.7% 9
management does not
communicate well/listen
Perception of lack of support 10.5% 4
from corporate
Lack of self discipline 2.6% 1
Territory cuts/realignment 26.3% 10
Preception of unreasonable 5.3%
quotas
No new products 44.7% 17
Other 7.9% 3

Total # of respondents 39. Statistics based on 38 respondents; 0 filtered; 1 skipped.
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Using the scale below, please rank the IMPORTANCE of each of the following competencies as it
relates to your current sales environment.

Not Somewhat Important Very Extremely Response
Important Important Important Important Total
Ability to articulate product 0% 0% 16.1% 35.5% 48.4% 31
features ©) (0) (5) (11) (15)
Ability to articulate product 0% 0% 9.7% 38.7% 51.6% 31
benefits ) (0) (3) (12) (16)
Ability to properly troubleshoot 0% 0% 12.9% 29% 58.1% 31
all products for customers (0) 0) ) 9) (18)
Ability to position the products 0% 0% 9.7% 32.3% 58.1% 31
against the competition © ©0) @) (10) (18)
Objection handling 0% 0% 3.2% 48.4% 48.4% 31
(0) (0) (O] (15) (15)
Understanding of medical 0% 3.2% 45.2% 29% 22.6% 31
terminology © (1) (14) ©) (7)
Understands nuances of the 0% 9.7% 29% 35.5% 25.8% 31
medical procedure (0) (3) ©) an ®)
Understands the physicians 0% 9.7% 29% 25.8% 35.5% 31
"plan of care" habit for his/her 0) (3) ©) ®) (11)
patients
Ability to communicate 0% 6.5% 9.7% 35.5% 48.4% 31
effectively with hospital © @) @) (11 (15)
administration
Ability to impact sales by 0% 6.5% 16.1% 38.7% 38.7% 31
using consultative selling © @) ) (12) (12)
techniques
Ability to build relationships 0% 0% 9.7% 16.1% 74.2% 31
with the hospital staff © 0) @) (5) (23)
Ability to build relationships 0% 0% 0% 19.4% 80.6% 31
with doctors © ©) ©) Q) (25)
Ability to do territory planning 0% 0% 6.5% 19.4% 74.2% 31
(for maximizing penetration of 0) 0) 2 (6) (23)
all products)
Ability to manage time well 0% 0% 16.7% 41.7% 41.7% 12
(0) (0) @) (5) (5)
Ability to negotiate with 0% 0% 13.3% 40% 46.7% 15
hospitals (0) 0) &) (6) (7)
Ability to sell the entire 0% 0% 6.2% 31.2% 62.5% 16
product offering (selling the © ) ) () (10)
bag---upsell)
Ability to convert competitive 0% 0% 25% 16.7% 58.3% 12

() () ) 2 (7
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Ability to manage multiple 0% 16.7% 66.7% 16.7% 0% 12

customer "influencers" that (0) ) ®) @) 0)
can impact a sale
Ability to provide powerful 0% 33.3% 58.3% 8.3% 0% 12
presentations 0) ) ™ ©) 0)

Total # of respondents 39. Statistics based on 31 respondents; 0 filtered; 8 skipped.

What is more important to your customers in today's market? Prioritize as Response  Mean  Response

1, 2’ 3 Percent Total
Product features 2.2 37
Product benefits 1.5 37
Product price 2.3 37
Total # of respondents 39. Statistics based on 37 respondents; O filtered; 2 skipped.
Do you think there is an opportunity to increase revenue or operational R:::’;’:;e Re:z;'l‘se
efficiencies for the company by offering on-line product information or training
content for the sales force or your customers?
Yes 77.1% 27
No 22.9% 8

Total # of respondents 39. Statistics based on 35 respondents; 0 filtered; 4 skipped.

Do you mentally rehearse how you want to perform before sales calls (i.e. role REEPENED | MEEpEES

Percent Total
play the customer's perspective)?
Yes 75% 9
No 25% 3

Total # of respondents 39. Statistics based on 12 respondents; 0 filtered; 27 skipped.
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What training or development do the managers need to in order for the REFIIED | ROEEIEE
company to be more successful? Check ALL that apply.

Coaching skills - develop
them

Competitive selling
skills/knowledge

Contracting
C level knowledge

Forecasting/business
planning

Hiring/interviewing skills
How to sell to administration
Increase technical skills
Increase product knowledge

Negotiation and /or
contracting skills

Relationship development
skills

Provide training/mentoring
as to next step for reps
development

Objection handling

Time management-too
much number crunching vs.
time in field

Understand selling
environment

Listening skills
Don't Know
Other

Percent Total
48.7% 19
7.7% 3
15.4%
10.3%
20.5%
20.5% 8
20.5% 8
15.4% 6
20.5% 8
25.6% 10
15.4% 6
17.9% 7
5.1%
15.4%
20.5% 8
35.9% 14
0% 0
10.3% 4

Total # of respondents 39. Statistics based on 39 respondents; O filtered; 0 skipped.
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