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1 Executive Summary
Company A is the developer of a broad technology platform that is defining the field of XXXXXXXXXXXXX with products indicated for applications including vascular access, emergency and disaster medicine, and spinal surgery. This technology allows clinicians and EMS services to access the interior of bones) quickly and relatively painlessly via the most significant design advance in decades- incorporating simplicity, efficacy, patient comfort, and cost effectiveness.  With Product A and Product B , Company A is changing technology. 
In this business plan I would like to express my plan to approach the XXXXXX, XXXXXXXX and XXXXXXXX territory.  I will show you a Sales Plan that will be executed from March 15th to June 15th 2020.
1.1 Purpose
My plan is to inform for (Company Executives Names) how I will successfully continue to grow the Southwest territory by focusing my attention and energy on the Product A and the Product B System.  I have clear understanding and a focused emphasis on the growth of Product A  while continuing to grow and convert business to the Product B System.

1.2 Process
This plan is to break down the territory by region, market size, and overall sales opportunities by having a clear understanding of all company goals and products. I will utilize my sales process to make this territory a top-performing region within Company A.
1.3 Payoff
A clear understanding of business opportunities, company goals and how my existing relationships will be of benefit to this territory and Company A organization.
2    Business Objectives
2.1    Product A Sales Growth of 20% or higher within first 90 days.
Achieve a growth of 20% or higher with Product A  within first 90 days. I will execute this by having the following goals.
· Become fully trained on Product A System through corporate training program.
· Working closely with (clinical specialist) to quickly understand how Product Ais currently being utilized in hospitals.  Shadow her in clinical situations.

· Introduce myself to all my hospitals where usage has been confirmed. Make sure that I meet and greet all Key Decision Makers in each account.
· Introduced myself to all Trauma Center hospitals within my territory.  These accounts will be seeing higher cases of trauma where utilization is going to be higher.

· Make contact with all Children’s Hospitals within the territory as pediatric usage is high with Product A
· Understand all protocols for each hospital’s protocol for CLABSI which is central- line bloodstream infection ratings.
· Have a full understanding of each hospital’s protocol involving ACLS and PALS.

· Increase education to current customers on the Product A by holding seminars for nursing teams within Emergency Room Departments, ICU Teams, PICC Teams, Code Blue Teams and Medical Doctors within all areas of hospital.

· Focus on the larger hospitals of 300 plus beds to ensure utilization of Product A.
· Target the following; City ofXXXX, City of XXXXXand City of XXXXX as accounts that will display immediate growth with Product A.
· Work with local chapters and societies to stay current with procedures and protocols.
· Become the Product A Consultant for each and every hospital and EMS facility within my region.
2.2     Convert remaining competitive business toProduct B.
Conversion of existing Jamshidi, T-lok and Ranfac needle business over to the Product B  System.

· Become fully trained on the Product BSystem through corporate training and working with (clinical specialist)l.
· Analyze current account list and focus on accounts that are still using hand-held needle.

· Partner with (former rep) to gain a clear understanding of objections received from facilities that are not using the Product B System.

· Attend local Cancer Society meetings and conferences to be more educated and aware of physician’s requests.  
· Utilize current relationships within both IR , Oncology and  Hematology departments within my territory

· Identify hospitals with Cancer Treatment Centers. Understand where procedures are being performed. (Procedures can be performed bedside or in a designated area within hospital.)

· Present On-Control System to Tenet Healthcare in XXXXX.  They have 3 hospitals that are currently performing bone marrow biopsies using the T-lok needle.

· Work with Dr. XXXXXs group at Hospital and Hospital2. They have just converted to T-lok but have shown interest in Product B System. They perform around 400 biopsies a year.
· Contact XXXXXX Surgery Center and present the Product B System.  They are a large user of the T-lok needle and performed 510 procedures in 2011

· Present Product B to( Random Cancer Center) in XXXXXXX They are currently using the T-lok needle.  Their case load is 360 procedures per year.

·  Dr. XXXXX at (city) VA has shown interest in learning more about Produxt B System.  He has requested information from me on the Product B System.
· Partner with (random state) Oncology as they currently have 16 offices throughout the state performing bone marrow biopsies they are currently using T-lok needle.
· Contact (practice name)in (random city)  to see if they are ready to make a change. Dr.  XXXXX is located here and he also does cases at(random hospital in random city).
· Meet with (random name) Surgical group. They are currently using the T-lok needle. 500+ procedures per year.
2 Sales Territory Assessment
2.1  Territory Overview – Identify A, B, and C Accounts.
By working closely withmanager name, former rep and clinical specialist,  I will have a plan to map out my territory.  Since this territory is covering (territory geography)  on an eight-week call cycle should be appropriate to get to all geographic areas of territory.  I find that labeling accounts A, (being highest priority) B, (important but lower priority) and C (lowest priority yet still important.) is a constructive way to designate how to spend time effectively.   Identifying A and B accounts should contribute 80% of my overall business and spending 80% of my time in these facilities.  Below is a summary of how I will indentify accounts.
“A” Accounts

A  Accounts are my high-priority accounts and will receive no less than 80% of my time each and every week for the next 90 Days.  I have used the following criteria to select these accounts.
“A” Accounts Criteria
· Revenue of at least 
· Accounts that have changed protocol for ACLS and PALS and are using  Product A®
· Minimum number of hospital beds of 350
· Level 1 and 2 Trauma Centers
· Cancer Treatment Centers
· Procedure Case Loads of 300+
· EMS facilities that are committed to Product A
“B” Accounts Criteria

· Revenue of at least 

· Accounts that have poor protocols for ACLS and PALS  and CLABSI ratings
· Minimum number of hospital beds of 250
· Level 3 and 4 Trauma Centers

· Smaller Primary Care Offices where money may be a concern.
· Procedure Case of 200+
· EMS facilities that have not adopted Product A
 “C”Accounts Criteria

· Revenue of at least 

· Accounts that are have small Emergency Departments and Oncology Departments.
· Minimum number of hospital beds of 100
· Located in remote areas in smaller communities
· Smaller Primary Care Offices where money may be a concern.
· EMS facilities that have not adopted Product A
2.2 Immediate Product B Targeted Accounts and Revenue to be generated by current relationships.
Below is a summary of targeted accounts that I will focus on to convert existing business over to the Product B System. The chart below is based on current Base business that I have to this date.  I have calculated that each account will pay the price of $130 for per tray use.  The case load is from my own data that I have collected in 2011.

	Account Name
	Biopsy cases for 2011
	Conversion
	Total Potential Annual Sales at $130 per case

	
	500
	80%
	$52,000

	
	400
	80%
	$41,600

	
	300
	80%
	$31,200

	
	380
	80%
	$39,000

	
	280
	80%
	$28,600

	
	520
	80%
	$53,450


2.3 On-Control Reimbursement Code
Product A and Product B  have received 2011-
2012 Medicare Reimbursement Codes. Below is a description of each code for products.

Bone Marrow Aspiration and Biopsy; and Powered Bone Marrow Biopsy may be reported using the following HCPCS codes:

	Bone Marrow, Aspiration only 
	CPT Code 38220 

	Bone Marrow, Biopsy, Needle or Trocar 
	CPT Code 38221 

	Bone Marrow Aspiration performed with Bone Marrow Biopsy through the same incision at the same date of service 
	G0364 (Medicare use) 

	Power Bone Marrow Biopsy Needle 
	C1830 


2.4 Payment Policies

Medicare payment policies are dictated by site of service with the likely sites of service for bone marrow aspiration and/or biopsy being the physician office (non-facility) setting and hospital outpatient (both hospital outpatient and ambulatory surgery center defined as facility setting).

· Office setting: Physicians may have equipment on site with the capability for imaging guidance for use in performing a bone marrow aspiration/biopsy such as ultrasound, fluoroscopy, or CT. In this case the physician can bill for imaging while performing the bone marrow biopsy/aspiration and receive a global payment (consisting of the professional and technical components [TC]). 

· Hospital outpatient (ambulatory payment classification – APC ): There is no separate technical payment available for imaging guidance procedures in these settings. Technical payments for imaging guidance are bundled into the APC overall payment. Physicians in these instances can bill separately for their services using the “26” modifier appended to the above imaging codes. 

2.5 2011 Medicare Reimbursement Rates 

The following are the 2011 national average reimbursement rates for bone marrow biopsy and/or aspiration.1 As well, national average reimbursement rates have been identified for the various imaging modalities that might be required in order to ensure correct needle placement.

2011-2012 Medicare Reimbursement Rates for C1830 (power bone marrow biopsy needle): The pass through payment for the Product B device is the hospital’s charge for the device, adjusted to the actual cost for the device (based on the hospital specific cost-to-charge ratio), minus the amount included in the APC payment amount for the device. 
	
	Office Setting (Non-facility)
	Office Setting (Non-facility)

	Descriptor 
	Technical Component (TC) 
	Professional Component (26) 
	Global 
	Technical Component (TC) 
	Professional Component (26) 
	Global 

	CPT Code 38220

Bone Marrow, Aspiration Only 
	N/A
	N/A<> 
	$151.19
	N/A
	$61.50
	$257.33

	CPT Code 38221 

Bone Marrow, Biopsy, Needle or Trocar 
	N/A
	N/A
	$163.43 
	N/A
	$75.77
	$257.


3 Competitor Assessment
There is no actual direct competition to Company A at this time.  
3.1 B.I.G 
3.2 Carefusion, Angiotech
3.3 Summary

4 First 90 Days 
4.1 First 30 Days
· Complete company training course in designated area.
· Meet with (manager) to set up 30 day plan that meets her requirements.

· Identify who will be an A, B, and C account within territory. Make contact with all “A” accounts.
· Do multiple field rides with (clinical specialist) utilize her skill set as a learning resource.
· Visit all existing customers and meet with decision makers and work on building relationships.
· Set-up organized in-services with accounts that are ready for immediate conversion.
· Study and gather as much information on products through peers, corporate, and internet.

· Gain a clear understanding of sales reports and data received on sales quota.

4.2 Day 31-60
· Do follow-up and recap with (manager) on first 30 days. Adjust where changes need to be made, have a plan ready for next 30 days.

· Continue to deepen relationships in existing accounts assisting with any concerns and needs. Ask more questions to clinicians. Do discovery around their business needs.
· Continue to work with networking partners to insure quality leads into new accounts.
· Discover why physicians are using competitive products and strategically find ways to sell against them.

· Continue to utilize company sales support and marketing departments to gain product knowledge.

· Become more comfortable with all products in all specialty areas such as ICU, ER, and EMS call points.
· Discover who the lead RN on all floors is. Identify PICC Teams
· Have a minimum of 5 evaluations completed with the Product B System.

· Have a clear understanding on selling Product B System with re-imbursement codes. Sell the ROI to hospitals and focus on features and benefits.

· Evaluate A, B, and C accounts.
4.3 Days 61-90
· Meet with (manager) on recap of first 60 days.  Discuss business that has been CLOSED. Talk about opportunities and suggestion to overcome situational objections.
· Partner with physicians to understand their business and overall goals. Learn more about primary care facilities.  Is cost an issue? Discuss opportunities around re-imbursement.
· Identify who can be a “Champion” within accounts. Use this relationship to gain access to other areas within hospital.

· Look at stack rankings and overall performance. Get to the top.  Make necessary changes to be NUMBER ONE.
· Continue to deepen clinical knowledge on all products.
· Focus on success in each account.  Break business down to a daily average by understanding how “every call matter.”

· Work on plan for next six months that will ensure success at Company A.


5  Personal Goals 
5.1 Below is a list of Personal Goals that I would like to achieve within my first year of employment at Company A .
· Establish myself as the Company A Sales Professional for all intraosseous procedures.  Become the leader in the market place for all bone marrow biopsy cases.
· Exceed my manger and overall company goals and sales quotas exponentially. 
· Make President’s Club status within first year.

· Build long-lasting trusting relationships with all of my customers and areas within the hospital.
· Have a complete understanding of all products, accounts and competition.
· Gain market share from competition of Jamshidi, and T-lok.
· Close a minimum of two new accounts a week with NEW BUSINESS.

· Be part of the Company A family and strive to move to next level within my career path.

· Be a leader and take my talents to the next level with Company A
6 Why Hire (your name) for XXXXX Territory
· I will become a Top-Performing Sales Representative at Company A.
· I will represent Company A with a GREAT attitude and always perform my job with an ethical approach.  I follow hospital protocols and I am fully aware of when to take risks.
· Technical proficiency on all products at Company A.
· Passionate about overall patient care and clinical outcome.

· A self-motivated driver type personality yet knowing sensitivity around patient needs.
· I have a clear understanding of how to gain access into hospitals and to be strategic in closing business

· I have the ability to immediately convert new business by utilizing current relationships.

· I will be able to sell against the existing way that immediate vascular access is performed. (central line usage) Confident that I will be able to convert how procedures are performed.  Physicians learn IO access in medical school yet there are hesitant to execute in hospital setting.
· I am well-like, trusted and welcomed into all of my current accounts.

· I have a great relationship with (hospital employee) who are at the top with Materials Management at (Hospital)which is (random city) largest hospital system.
· Proven history of taking very successful territories to even higher levels.

· Received awards for top sales performance at other medical device companies.

· I am a aggressive self starter that believes competition is a way to motivate myself

· I am coachable, flexible and I am always willing to take on new innovative ideas that will help me become more successful.
· I have been able to launch new products in numerous areas to become a top performer with previous companies.

· Most of all, I am a team-player and a leader who wants everyone to succeed at Company A and have FUN while doing so!
7 Thank You!
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