SHADOWING A MEDICAL SALES REPRESENTATIVE

-Report Form-
NAME OF REPRESENTATIVE

COMPANY

TYPE OF COMPANY

TYPE OF REPRESENTATIVE

DATE OF FIELD VISIT

LOCATION OF FIELD VISIT

TERRITORY

DAILY PLAN
Does the rep have a daily plan?

Is there an obvious structure to his/her day?

CALL RATE
What is his/her target call rate?

Does he/she achieve it?

PRESSURE
Is the rep under pressure during the day?

How does he/she handle it?

APPROACHING A SURGERY/RETAIL PHARMACY/HOSPITAL/CLINIC
Does the rep have a clear idea who he/she wants to see?

Does he/she treat ancillary staff well?

How does he/she open the call?

Does he/she follow a set sales call routine?

Does she/he build rapport with the customer?

Does he/she have a good relationship with the customer?

Does the customer buy the product?

Does the rep sell the product?

Does the rep close well and ask for the business?

POST SALE ANALYSIS – UPDATING ETMS
Does the rep analyse the sales call?

Do they plan what they are going to say next time they call?

What follow up activities do they plan?

Have they updated ETMS before the next call?

YOUR IMPRESSIONS
What did you like?

What did you dislike?

What would you do differently?

Has your notion of Medical Sales changed in any way?

ANY OTHER NOTES
