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Do More  w i th  Less ’ .  That  i s  a  common phrase  heard  a t  every  hea l thcare
company  as  the  industry  cont inues  to  face  unpara l le led  changes  coming  f rom
mul t ip le  sources .  In  the  past  15  years ,  product  p ipe l ines  have  shrunk ,  access
to  HCP has  been l imi ted  and there  has  been a  sh i f t  for  t reatments  and
organ izat ions  to  focus  on  Va lue  Based Care  for  qua l i t y  pat ient  outcomes .  In  the
next  10  years ,  key  areas  o f  sa les  s t ra tegy ,  re imbursement ,  pat ient  and product
support  and creat i ve  ways  to  in teract  w i th  HCPs  w i l l  be  more  important  to
address  and mov ing  forward  hea l thcare  companies  w i l l  have  to  cont inue  to
rev iew the i r  bus iness  models ,  th ink  outs ide  the  box  and modern ize  i t  to  adapt
to  in terna l  and externa l  changes  and demand wi th in  the  marketp lace  as  we l l  as
d i rect i ves  f rom outs ide  par t ies .

Contract  Sa les  Organ izat ions  can  cont inue  to  be  a  s t rong  s t ra teg ic  par tner  as
companies  w i l l  need to  f ind  f lex ib le ,  cost  e f fec t i ve  so lut ions  to  ensure
cont inued growth  and success .

Think outside the box 
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According to Wikipedia, an annual report
is a comprehensive report on a
company's activities throughout the
preceding year. Annual reports are
intended to give shareholders and other
interested people information.

HEALTHCARE INDUSTRY:  IMPACT OF THE LAST 10  YEARS

Beg inn ing  in  the  ear l y  2000 ’s ,  there  have  been severa l  fac tors  that  have
impacted the  way  companies  are  do ing  bus iness  today  main ly  less  sc ient i f i c
break  though ,  newer  regu la t ions  on  phys ic ian  in teract ion ,  a  s t ronger  focus
on re imbursement  and the  sh i f t  o f  t reatment  approach by  the  pat ient .

Change in  Business  Model :  Pharmaceut ica l  and Medica l  Dev ice  Companies
have  seen a  s ign i f i cant  change in  operat ing  model  and footpr in t  over  the
past  coup le  o f  decades .  Severa l  s tud ies  have  c i ted  the  industry ' s  dec l in ing
product i v i t y  cha l lenges ,  the  t rans i t ion ing  o f  commerc ia l  mode ls  and the
growth  o f  emerg ing  markets  as  key  revenue contr ibutors .  The  1990s  and
ear ly  2000s  model  was  that  o f  a  la rge ,  d i vers i f ied  company  w i th  R&D
footpr ints  in  mul t ip le  g loba l  hubs ,  and pr imary  care  bus inesses  dr i v ing  a
large  por t ion  o f  revenues  w i th  min imal  contr ibut ion  f rom the  emerg ing
economies .  The  current  model  i s  now becoming  one that  i s  a  lean ,  focused
company  w i th  a  research  footpr in t  w i th in  key  innovat ion  c lus ters  and a
growing  revenue s t ream f rom spec ia l t y  products  and b io log ics  and emerg ing
markets .  

Limited access  to  HCPs :  The  Phys ic ian  Payments  Sunsh ine  Act  wh ich  was
enacted by  Congress  in  2010 as  par t  o f  the  hea l thcare  re form law in tended
to  make re la t ionsh ips  between cer ta in  pharmaceut ica l  and dev ice
manufacturers  and hea l thcare  prov iders  more  t ransparent ,  by  requ i r ing
appl i cab le  manufacturers  to  report  payments  and other  " t rans fers  o f  va lue"
prov ided to  phys ic ians  and teach ing  hosp i ta ls  to  the  Centers  for  Medicare
and Medica id  Serv ices  (CMS) .  As  a  resu l t  o f  th is  and any  negat i ve  impress ion
on HCP and hea l thcare  organ izat ions ,  o f f i ces  and hea l thcare  centers  s tar ted
implement ing  po l i c ies  to  l im i t  sa les  rep  access .  Accord ing  to  a  report  by
B luenov is  pub l i shed in  May  2018 ,  around 2011 ,  w i th  the  r i se  in  pharma ’s
new in t rus ive  market ing  s t ra teg ies ,  sa les  reps  weren ’ t  so  we lcomed any
more .  The  number  o f  phys ic ians  w i l l ing  to  ta lk  to  a  rep  was  decreas ing
rap id ly .
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to  ta lk  to  a  rep  was  decreas ing  rap id ly .  And ever  s ince  then ,  th ings  have
been get t ing  more  d i f f i cu l t .  Bes ides  the  negat i ve  a t t i tude  towards  sa les
reps ,  there  are  add i t iona l  prob lems for  access  to  HCPs  –  in terna l  po l i c ies
and t ime constra ints .  Wi th  more  pat ients  to  see  every  day  and more
admin is t ra t i ve  work  to  do ,  phys ic ians  jus t  don ’ t  have  t ime for  sa les  reps ,
and the  data  shows i t .  The  rep-access ib le  phys ic ian  has  decreased rap id ly
and cont inues  to  do  so  in  the  current  env i ronment .  Rep-access ib le
phys ic ian  i s  def ined by  that  the  phys ic ian  would  meet  w i th  more  than 70%
of  sa les  reps  who v i s i t  them.  Unfor tunate ly ,  the  number  o f  phys ic ians  l i ke
that  has  been dwind l ing  w i th  each  year .  In  2015 ,  i t  was  reported  that  46% of
HCPs  were  rep-access ib le ,  and the  number  has  shrunk  to  44% in  2017 .
Compar ing  that  to  data  for  2008 which  s ta tes  that  80% of  HCPS were  rep-
access ib le ,  i t  shows a  sharp  dec l ine  and that  in  less  than a  decade ,  the
percentage  was  ha lved ,  w i th  the  expectat ions  that  that  w i l l  cont inue .  (1 )

Shift  to  Value Based Care:  Va lue-based programs were  created to  reward
hea l th  care  prov iders  w i th  incent i ve  payments  based on the  qua l i t y  o f  care
they  gave  to  the i r  pat ients .  Led  by  CMMS,  these  programs are  par t  o f  the
government ’ s  broader  qua l i t y  s t ra tegy  to  re form how hea l th  care  i s
de l i vered and pa id  for  focus ing  on  three-par ts :  1 .  Bet ter  care  for
ind iv idua ls ,  2 .  Bet ter  hea l th  for  populat ions  and 3 .  Lower  cost  for
hea l thcare .  So ,  what  impact  does  that  have  on the  hea l thcare  industry?  Th is
has  created pressures  for  companies  to  rest ructure  and create  new in terna l
departments ,  es tab l i sh  spec ia l i zed  f ie ld  teams and ana lyze  past ,  present
and def ine  future  data  to  ensure  the  h igh  qua l i t y  o f  care  to  pat ients  wh i le
ensur ing  l i t t le  to  no  impact  on  the  hea l thcare  prov iders  and the i r
hea l thcare  sys tems.  (RM to  Expand)
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What does  the Next  5  years  br ing:

Refocus  on  Care  prov ider :  In  the  la te  90 ’ s  there  was  an  est imated 120 ,000 to
130 ,000 pharmaceut ica l  sa les  reps  in  the  f ie ld  ca l l ing  on  phys ic ians .  In  2015 ,
there  i s  approx imate ly  70 ,000 and now more  than ever ,  companies  have  to
have  the  r ight  team in  p lace  in  order  to  ach ieve  immediate  success  f rom
launch .  The  necessary  sk i l l s  requ i red  by  the  current  sa les  rep  i s  in  a  s ta te  o f
t rans i t ion  and constant l y  evo lv ing  in  order  to  keep up .  Fundamenta l
requ i rements  o f  the  ro le  have  sh i f ted  f rom d i rect  sa les  to  leadersh ip ,
teamwork  and h igh  leve l  o f  s t ra teg ic  funct ion ing  wh i le  a t  the  same t ime
prov ing  the i r  va lue  to  the  account  whether  i t  i s  in  product  knowledge ,
expert i se  or  add i t iona l  ins ight  in to  re imbursement .  G iven  today ’ s  c l imate
and the  rest r i c t ions  imposed on the  marketp lace ,  companies  and sa les
teams w i l l  be  tasked to  increase  the i r  share  o f  vo ice ,  be  ag i le  and adaptab le
in  the i r  approach to  hea l thcare  prov iders  –  hav ing  mul t ip le  touchpoints  and
th ink  outs ide  o f  the  box  to  cont inue  to  dr i ve  sa les .

WHAT DOES THE NEXT  5
YEARS BRING

Accord ing  to  two ZS  s tud ies ,  one  based on actua l  phys ic ian  behav ior  ( versus
phys ic ian-s ta ted  pre ferences ) ,  ZS 's  A f f in i t yMoni tor™ examines  how 681 ,000
hea l th  care  prov iders  ac tua l l y  engage  w i th  pharmaceut ica l  and b iotech
manufacturers  across  promot iona l  channe ls  and the  f i rm's  AccessMoni tor™
study  ana lyzes  data  f rom more  than 40 ,000 pharmaceut ica l  sa les  reps  to
examine  how f requent l y  ind iv idua l  phys ic ians  meet  w i th  sa les  reps ,  wh i le
market ing  execut i ves  and doctors  have  not ice  the  increase  in  non-persona l
communicat ions ,  pharma companies  have  not  exper ienced seen a  s ign i f i cant
d i f ference  in  spending .  Companies  cont inue  to  a l locate  most  (88  percent )  o f
the i r  to ta l  sa les  and market ing  budget  to  the  sa les  force  ($12 b i l l ion ) ,  non-
persona l  communicat ions  –  inc lud ing  d ig i ta l  –  compr ise  53  percent  o f
market ing  outreach .  They  es t imate  that  62  percent  o f  the  t ime they  spend
interact ing  w i th  pharmaceut ica l  companies  i s  through non-persona l
channe ls .  I f  hea l thcare  companies  cont inue  to  increase  investment  in
communicat ions  w i thout  cons ider ing  customer  pre ferences ,  phys ic ians  may
fee l  overwhe lmed and eventua l l y  i gnore  them.
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Improved Awareness:  In  the  las t  5  years ,  Pat ient  centr i c i t y  has  rap id ly  gone
from a  f r inge  idea  to  a  fundamenta l  pr inc ip le  across  the  industry  and accord ing
to  a  s tudy  f rom Accenture ,  suggested  that  pharma companies  co l laborat ing
wi th  pat ient  support  and advocacy  groups  cou ld  be  key  to  de l i ver ing  bet ter
exper iences .  The  report  surveyed 4 ,000 pat ients  f rom the  US ,  UK ,  Germany  and
France ,  look ing  in to  the  ro le  that  pat ient  advocacy  groups  and other
organ izat ions  p lay  in  prov id ing  support ,  in format ion  and other  serv ices  to
pat ients  and whether  bet ter  co l laborat ion  w i th  pharma companies  cou ld
improve  the  pat ient  exper ience  and care .  For ty  seven percent  (47%)  o f  the
surveyed pat ients  sa id  that  pharma companies  understand the i r  emot iona l ,
f inanc ia l  and other  needs  re la ted  to  the i r  cond i t ion .  In  that  same report ,  84%
of  the  pat ients  surveyed be l ieve  that  pat ient  organ izat ions  shou ld  be  work ing
together  w i th  pharma companies  to  create  a  more  seamless  exper ience  for
them.  Fur thermore ,  pat ients  sa id  that  to  improve  the i r  exper ience ,  i t  i s  more
important  that  pat ient  groups  work  together  w i th  pharma companies  than w i th
other  hea l thcare  p layers ,  inc lud ing  hea l thcare  prov iders ,  payers  and
pharmac ies .

How wil l ing  would you be to  share detai led information about  the dai ly
impact  of  your  condit ion with each of  the fol lowing organizat ions,  i f  i t
helped you receive better  care?

Doctor/Physician
24.2%

Pharmacy
20.8%

Patient organizaztions
19.1%

Health insurer/payer(Including government)
19.1%

Pharmaceutical companies
16.7%

Base:  Total  respondents  (4000)  USA (1000)  UK France (1000)  Germany (1000) ⓒAccenture  Research ,  2019
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Many companies  approach a l l  the i r  market ing  ac t i v i t ies  to  inc lude the  ent i re
pat ient  exper ience  by  br ing ing  together  a l l  par ts  o f  the  hea l thcare  sys tem to
work  together  to  he lp  improve  pat ient  hea l thcare  outcomes .  There  are  many
benef i t s  to  in  do ing  so ,  among them hav ing  eas ier  access  to  d isease
in format ion  and a  bet ter  understand ing  o f  the  cond i t ions  and t reatments ,
eas ier  access  to  t reatment  and more  persona l i zed  care .  Co l laborat ions
would  a l low pharma companies  to  engage  w i th  pat ients  much ear l ier  in  the
treatment  l i fecyc le  –  ha l f  o f  a l l  pat ients  surveyed sa id  they  engage  w i th
pat ient  organ izat ions  before  the i r  t reatment  began -  g i v ing  them the
opportun i ty  to  ga in  a  deeper  understand ing  o f  a  pat ient ’ s  ind iv idua l  needs
through more  persona l  and f requent  engagement  wh i le  a t  the  same t ime
prov id ing  a  more  seamless  pat ient  exper ience .

Increased Product  and Technical  Support .  The deve lopment  o f  the
internet  has  a l lowed pat ients  to  do  deeper  research  in to  the  d i f ferent
opt ions  for  t reatments ,  the  best  approach for  surg ica l  procedures  and
v isua l i ze  pat ient  outcomes and the  number  o f  peop le  turn ing  to  the  In ternet
to  search  for  a  d iverse  range  o f  hea l th - re la ted  sub jects  cont inues  to  grow.
Accord ing  to  a  s tudy  by  the  Pew Internet  &  Amer ican  L i fe  Pro ject ,  80
percent  o f  In ternet  users ,  or  about  93  mi l l ion  Amer icans ,  have  searched for
a  hea l th - re la ted  top ic  on l ine .  That  was  not iceab le  jump f rom the  2001 when ,
accord ing  to  the  same research  organ izat ion ,  62  percent  o f  in ternet  users
sa id  they  went  on l ine  to  research  hea l th  top ics  in  2001 .
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In  the  s tudy ,  i t  ind icated  that  look ing  for  hea l th  and medica l  in format ion  i s
one o f  the  most  popular  ac t i v i t ies  on l ine  as  pat ients  are  turn ing  to  the
internet  to  t ry  and make bet ter  dec is ions  in  the i r  or  the i r  loved one ’s  l i ves .
For  consumers ,  the  la tes t  e f for ts  come as  federa l  po l i cymakers  and hea l th
profess iona ls  are  t ry ing  to  get  Amer icans  to  become more  knowledgeab le
about  the  qua l i t y  and costs  o f  the i r  hea l th  care .  However ,  a  lo t  o f  peop le
st i l l  a ren ’ t  f ind ing  what  they  need and there in  l ies  the  opportun i ty  for
companies  to  take  the  lead  to  support  bet ter  hea l th  l i teracy  and d isease
and product  educat ion  to  ensure  that  the  most  cred ib le  in format ion  i s
a lways  ava i lab le  to  everyone .

Contract  Sales  Organizat ions:  Your  Strategic  Partner  in  a  changing
environment

History  of  CSOs
For  the  past  30  years ,  Contract  Sa les  Organ izat ions  have  worked a longs ide
the  pharmaceut ica l  and medica l  dev ice  companies  to  s t ra teg ica l l y  grow the i r
bus iness ,  qu ick l y  adapt  to  market  demands  and ut i l i ze  the i r  in terna l
resources  to  opt imize  ROI  and mi t igate  r i sk  assoc ia ted  w i th  growth .
Trad i t iona l l y ,  the  advantage  o f  par tner ing  w i th  a  CSO when look ing  a t  i t
f rom a  cost -per - rep  bas is ,  remains  to  have  the  ab i l i t y  to  d ia l  up  and down
and ad just  the  rep  count ,  based on the  needs  o f  the  c l ient .  In  next  5  years ,
pressures  on  the  industry  w i l l  cont inue  to  esca la te  and companies  w i l l  have
to  adapt  to  s tay  compet i t i ve  so  the  cha l lenge  o f  s t ra teg ic  par tners  w i l l  be  to
cont inue  to  ass is t  in  ach iev ing  the  expectat ions  o f  bus iness  growth  and
th ink ing  outs ide  the  box  to  overcome the  growing  complex i ty  o f  reach ing
and in teract ing  w i th  prescr ibers  to  dr i ve  bus iness .
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What are  companies  looking for

Performance
42%

Speed of Deployment 
26%

Expertise
16%

Risk Mitigation
16%

When po l led ,  industry  representat i ves  ment ioned that  Per formance was  a t
the  top  o f  the i r  l i s t  –  and that  shou ld  not  be  a  surpr ise  g i ven  that  many
th ings  w i l l  depend on the  success  o f  the  launch o f  a  program both  for  the
short  term but  a l so  the  long- term s t ra teg ic  p lans  o f  the  company .  Th is  was
fo l lowed by  Speed of  Dep loyment ,  Exper t i se  o f  the  Team and R isk  Mi t igat ion .
G iven  the  chang ing  landscape ,  c l ients  want  a  so lut ion  that  kn i ts  together
the  range  o f  communicat ion  serv ices  and ta i lors  those  so lut ions  to  the
market  cond i t ions  in  segments  o f  the  hea l thcare  industry ,  both
operat iona l l y  and geograph ica l l y .

SHOW RISK MITIGATION -  $200,000 investment per  rep /  def ining
Human Asset  /  Value Prop
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Patient  and Product  Support  Services :  Create  or  increase  current  e f for ts
by  enhanc ing  Customer  serv ices  and Pat ient  support  p la t forms whether
Face- to-Face  or  through our  Ca l l  Center .  

Sales  Team Support  Services  (Cal l  Center)

Accord ing  to  a  pane l  o f  CSO leaders ,  ca l l  centers  o f fer  the  h ighest  Return  on
Investment  due to  the  f lex ib i l i t y  i t  has  to  address  quest ions  immediate ly ,  o f fer
expert  adv ice  on  products  or  t reatments .  Th is  can  be  seen in  the  substant ia l
growth  o f  company  us ing  ca l l  centers  lead  by  nurse  educators  to  br ing  va lue  to
phys ic ians  and the i r  s ta f f  by  d iscuss ing  spec ia l t y  products  that  are  compl icated
se l f -  or  o f f i ce -admin is tered in jec t ions ,  and then in  turns ,  opens  the  door  for
reps  get t ing  face  t ime in  those  o f f i ces .  

Support ing and Driv ing Key Init iat ives:
Complimenting Sales  Strategies :  Whether  the  goa l  i s  to  bu i ld  a  team,
manage a  team or  create  a  team of  h igh  per forming  reps  to  d i rect  t rans fer
over  to  your  team,  SF I  has  the  exper ience  and expert i se  to  do  that .  For  over
23 years  we have  bu i l t  over  1 ,500 teams in  d i f ferent  sectors  –  hea l thcare ,
f inance ,  energy  and techno logy .  That  a l lows  us  to  implement  d i f ferent  sa les
s t ra teg ies ,  techn iques  and processes  that  has  proven success fu l  in
industr ies  outs ide  o f  hea l thcare  to  dr i ve  success  fas ter .

SFI :  How we can help
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We are  proud to  have  represented the  fo l lowing  hea l thcare  companies  ( to  v iew
the  Fu l l  l i s t ,  p lease  request ) .    We are  focused on your  success .    Bu i ld ing
re la t ionsh ips ,  deve lop ing  long  term customer  re la t ionsh ips  and exceed ing
expectat ions  i s  our  focus  for  a l l  our  c l ients .    The  companies  l i s ted  be low are  an
example  o f  some of  the  organ izat ions  that  have  SF I  has  par tnered w i th ;

2020 EHR
Advanced T issue
Arr ie l lo
A-S  Medicat ion  So lut ions  
CarePAX
DD Med Trans
F i rs t  Hea l thcare
Compl iance
Hebron USA
Key  Medica l  Support  LLC
Mobi le  Hea l th
New Dimens ion  Pharmacy
Nexgen Medica l  
Roya l  Pa lm Pharmacy

Smart  Web Doc
Spec ia l t yRX  Consu l tants
StressPa l
The  Doctors  Answer
RX  Saver
Hor izon Menta l  Hea l th
Management
2nd MD
Af lac  (hea l th  insurance)
C la im Equ i ty  ( cod ing )
DME Consu l t ing  Serv ice
Hea l th  Care  B i l l ing
Module  MD (EHR)
Wel l  Zone
So lut ions
OI  Hea l th
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SALES FOCUS BACKGROUND

Sa les  Focus  has  20  p lus  years ’  exper ience  across  many  industr ies .    Our  sa les
outsourc ing  model  has  a l lowed our  c l ients  to  qu ick l y  launch a  ded icated  sa les
team that  i s  100% focused on the i r  brand ,  and commits  to  targeted cost  o f
acqu is i t ion .    SF I  guarantees  a l l  our  programs ,  based on per formance and
qua l i t y .    SF I  takes  great  pr ide  in  our  commitment  to  sa les  exce l lence  and
per formance .    Our  re la t ionsh ip  w i th  our  c l ients  i s  very  c lose  and we become an
extens ion  o f  our  c l ient ’ s  brand ,  as  every  sa les  person on the  s t reet  i s
spec i f i ca l l y  h i red ,  t ra ined and managed to  represent  a  par t i cu lar  brand.    We
prov ide  our  c l ients  w i th  a  d i rect  and ded icated  sa les  approach .    A l l  our  s ta f f
are  fu l l  t ime employees  o f  Sa les  Focus ,  who are  spec i f i ca l l y  recru i ted  based on
sk i l l  se ts ,  then they  are  t ra ined to  meet  spec i f i c  s tandards ,  and managed da i l y
to  ensure  success .    I f  you  are  care  about  qua l i t y ,  brand protect ion  and sa les
success ,  we  are  the  leaders  in  ded icated  sa les  teams.  

Our  process  i s  what  sets  us  apar t .    Any  s i ze  sa les  team,  anywhere  in  the  wor ld
ready  to  go  in  45  days  or  less .    We have  launched sa les  teams as  large  as  300
people  across  the  g lobe  and as  smal l  as  2  peop le  in  our  sa les  center .    Feet  on
the  s t reet  or  ins ide  sa les ,  we  can  do what  you need w i th  the  qua l i t y  you
demand.    The  SF I  S .O .L .D .™ process  i s  our  key  d i f ferent ia t ion  in  the  market ,
a long  w i th  years  o f  exper ience  and knowledge .    Our  SOLD process  pos i t ions  SF I
as  the  leader  in  the  industry  to  qu ick l y  and e f f i c ient l y  bu i ld  and manage a
ded icated  team of  qua l i f ied  sa les  profess iona ls .    We beg in  the  process  w i th  the
Study  phase  to  fu l l y  understand your  bus iness  and what  makes  you s tand out .  
Understand ing  your  process  and keys  to  success  so  we can  bu i ld  the  team to
meet  your  goa ls  and expectat ions .  Immediate ly  fo l lowing  the  K ickof f  meet ing
and the  Study  phase ,  we  beg in  the  Organ izat ion  phase ,  wh ich  inc ludes  two
para l le l  processes ,  deve lop ing  a  sa les  t ra in ing  document ,  we  ca l l  the  “sa les
too lk i t ”  and beg in  the  recru i t ing  process  to  ident i f y  the  people  who best  f i t  the
qua l i t ies  we demand on our  programs.     
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Al l  the  sa les  peop le  go  through mul t ip le  leve ls  o f  in terv iews ,  background
checks  and drug  tes t ing .    Each  cand idate  se lec ted  must  f i t  the  prof i le  that  w i l l
l ead  to  success .    The  in i t ia l  recru i t ing  s teps  and s tages  are  essent ia l  to  f ind ing
a  team of  profess iona ls  who w i l l  represent  your  brand w i th  the  profess iona l i sm
we demand.    Once  the  team has  been assembled ,  we  w i l l  t ra in  them,  tes t  them
and prov ide  suf f i c ient  ro le  p lay  to  ver i f y  they  understand the  key
d i f ferent ia tors  and your  va lue  propos i t ion .We t rack  the  sa les  agents  every  day
to  ver i f y  qua l i t y  and cons is tency .    S ince  our  sa les  team are  employees  o f  SF I ,
we  can  contro l  the  t ra in ing  and da i l y  ac t i v i t ies .  Un l i ke  a  broker  or  1099 model ,
our  s ta f f  are  W2 employees  o f  SF I .    Every  b i t  o f  data  we capture  in  the  f ie ld
becomes your  data .    Customer ,  compet i t i ve  and market ing  in format ion  i s
prov ided to  you in  our  week ly  program rev iews .    Your  team wi l l  have  d i rect
management  overs ight  f rom SF I ,  w i th  our  HR ,  Operat ions  and Recru i t ing  teams
focused on prov id ing  a  qua l i t y  team,  that  i s  focused on success .

Our  focus  i s  s imple .  Make  you success fu l !  Our goal  is  to
exceed your  goals  and expectat ions!    I f  your  company
cares  about  qua l i t y  and protect ing  your  brand ,  then Sa les
Focus  i s  the  so lut ion  for  you .  No one has  the  leve l  o f
exper ience  in  the  energy  industry  as  we do .  Over  20  years  o f
exper ience  in  many  sectors ,  thousands  o f  contracts  executed
for  our  c l ients ,  and Zero  compla ints .  Ca l l  us  today  to  a  f ree
eva luat ion  and see  what  SF I  can  do for  you .  410-442-5600 or
v is i t  us  a t  www.sa les focus inc .com.
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Ci ted  ar t i c les :
ht tps : / /www.b luenov ius .com/hea l thcare-market ing/pharma-sa les - reps-
s t rugg l ing/# :~ : text=Phys ic ians%20dec l ine%20access%20to%20pharma%20sa les
%20reps&text=Rep%2Daccess ib le%20means%20that%20they ,shrunk%20to%204
4%25%20in%202017.
ht tps : / /www.accenture .com/us-en/ ins ights / l i fe -sc iences/bet ter - together -
pat ient -serv ices -survey
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