Partnering in the medical sales process.

Case Study Focus  Return on Investment

What is the ROI of an inside sales organization

Value Proposition

Deliver New Accounts Grow and Protect Business
Convert New Products Deliver Value Added Services
Drive Contract Commitment Manage Open Territories

Combined ROl Annual $1M revenue growth for $100k investment vs. External Rep ROI

il m

Mumbar Costs
of People [thousands)
Sales VP k $ 375
Area Directors 3 875
Regional Managers 14 3,360
Territory Managers 70 14,600
Clinical Specialists ~ — 28 12,800
Inside Sales — — 0 500
Tetal Pecple n 5 24210 126 5 23,310
Sales (thousands) 5 215,600 5226,600

S5F Cost % 11.2% 9.8%
cremental Sal ; 5 11,000

1,900
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SOURCE: ZS Associates, Designing a High-Performance Medical Device Sales Model

Call 888-432-0699 or visit www.sagamoresales.com for more details



