Master the
Basics

MANAGE THE SALES PROCESS
LIKE A CLINICAL PROCESS




What does this
mean??










\é Personnel

The Clinical Quality Controls
Process has

Four Basics

m Compliance

'l' Communication




&  Personnel

The Sales Quality Controls
Process has

Four Basics

m Compliance

‘l’ Communication




Personnel

CLINICAL

Right Person in the Job

Clear Understanding of the Positions
Mastery of the Team Dynamics
Dedicated Time to Hire Effectively

Commitment to Hire Only a Match

SALES

Right Person in the Job

Clear Understanding of the Positions
Mastery of the Market Dynamics
Dedicated Time to Hire Effectively

Commitment to Hire Only a Match



Quality Controls

CLINICAL SALES
Quality Measures and Vallmsed Care Clear Measures based on Revenue Goals
Effective Clinical System Effective Sales Systems

QMS, GCP, SOP, TMF MAP, Sales Plans, Call Plans,
ETQ Assure Nurse Practices, Evaluate and TasksSales Metrics, Sales Training, CRM,
Train and Implement. LMS,
Evaluations based on Clear Expectations Evaluations based on Clear Expectations
and Results and Results




Compliance

CLINICAL SALES

Corporate Guidelines Corporate Guidelines

State and Federal Regulations Market Code of Practice
Protocols Sales Systems

Data and Charting Data and Reporting

Family and Guest Requests Customer Needs and Wants




Communication

CLINICAL SALES

Meetings Meetings

Shift Change Marketing

Charge Nurse Sales

Medicare Business Development

Eagle Room Product Progress

Family Conference Customer Management
Software System(Point Click Care) Software System(Sales Force)
Interaction Interaction
Department Head Department Head
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Everyone is not meantto be in Sales.

Where you are now, is a result of whatyou did six months ago.
What gets measured gets done.

The costof a bad sales hire will be devastating
Mostsalespeople require management.

Salespeople thrive in a thriving culture.







Be absolutely 100% sure that
you have the right people In
the right sales roles.
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Be absolutely 100% sure that
you have an unbelievable
product to sell.
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Ten Questions to Build a Connection

Where is your appointmenttoday? Where are you in the sales
cycle?

Whatdo we know about him? Whatis your goal for today?
Whatis your longterm goal? How many calls have you had
with her?

++++++++++

Tell me aboutyour sales call with Dr. Jones? Whatis your nextstep?

When is your nextappointment? What can | expectfrom this
customer?



Create sales
sytemshat are
as dynamic as
your clinical
systems.




