
Master the 
Basics

MANAGE THE SALES PROCESS 

LIKE A CLINICAL PROCESS



What does this 
mean?



Clinical Goals

Safe and Healthy  
Patients

Happy  and 
Content Fam ilies

E x cellent State and 
Federa l Survey s



Sales Goals

Safe and Healthy  
Patients

Happy  and 
Content 
Cus tomers

Ex cellent Census , 
Occupancy  and 
Revenue Res u lts



The Clinical 
Process has 
Four Basics 

Personnel

Quality Controls

Compliance

Communication



The Sales 
Process has 
Four Basics 

Personnel

Quality Controls

Compliance

Communication



Personnel

CL INICA L

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

SA LE S

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

CL INICA L

Quality Measures and Value-based Care

Effective Clinical System
◦ QMS, GCP, SOP, TMF

ETQ- Assure Nurse Practices, Evaluate and 
Train and Implement.

Evaluations based on Clear Expectations 
and Results

SA LE S

Clear Measures based on Revenue Goals

Effective Sales Systems
◦ MAP, Sales Plans, Call Plans, 

Tasks-Sales Metrics, Sales Training, CRM, 
LMS,

Evaluations based on Clear Expectations 
and Results



Compliance

CL INICA L

Corporate Guidelines

State and Federal Regulations

Protocols

Data and Charting

Family and Guest Requests

SA LE S

Corporate Guidelines

Market Code of Practice

Sales Systems

Data and Reporting

Customer Needs and Wants



Communication

CL INICA L

Meetings
◦ Shift- Change 

◦ Charge Nurse

◦ Medicare 

◦ Eagle Room

◦ Family Conference 

Software System(Point Click Care)

Interaction

Department Head

SA LE S

Meetings
◦ Marketing

◦ Sales

◦ Business Development

◦ Product Progress

◦ Customer Management

Software System(Sales Force)

Interaction

Department Head



Truths I’ve Learned

✓Muffin Marketing Does n’t Work .

✓Every one is  not meant to be in Sa les .

✓Where you are now, is  a res u lt of what you did s ix  months  ago .

✓What gets  measured gets  done.

✓The cos t of a bad sales  hire will be devas tating

✓Mos t sales peop le requ ire management.

✓Sales peop le thriv e in a thriv ing cu lture. 



Top Five 
Strategies for 
Revenue Growth 
2022



Be absolutely 100% sure that 
you have the right people in 
the right sales roles.





Be absolutely 100% sure that 
you have an unbelievable 
product to sell.



This Photo by Unknown Author islicensed under CC BY-SA-NC

http://mumsgather.blogspot.com/2011/04/seeing-stars.html
https://creativecommons.org/licenses/by-nc-sa/3.0/


If #1 or #2 are not in 
place, no need to go on.



Put effective quality 
controls in place for the 
sales process.



This Photo by Unknown Author is licensed under CC BY-SA-NC

http://www.mathblog.dk/project-euler-47-distinct-prime-factors/
https://creativecommons.org/licenses/by-nc-sa/3.0/


Create a Connection with 
your Sales Team



Ten Questions to Build a Connection

Where is  your appo intment today? Where are you in the sa les  
cycle?

What do we know about him? What is  your goal for today?

What is  your long-term goal? How many  calls  have you had 
with her?

++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++

Tell me about your sa les  call with Dr. J ones ? What is  your nex t step?

When is  your nex t appo intment? What can I ex pect from this  
cus tomer?

How can I help?



Create sales 
sytems that are 
as dynamic as 
your clinical 
systems.

Thank  You 
!!



Sales Training
Sales Management
Sales Hiring
Social Media Plans
Lead Recovery
Marketing
Branding
Product Design and 
Development
Leadership Development
Coaching
Speaking
Customized Programs

Follow us
• www.facebook .com/ledg ero cks o lution sco ns ulting

Contact US
• www.ledg ero cks o lution s .com

Call Us
• Ron i        717.683.7453
• J ody        717.578.1078
• Morgan    484.860.6005

http://www.facebook.com/ledgerocksolutionsconsulting/
http://www.ledgerocksolutions.com/

