
Higher stakes, more risk-aversion
Regulatory and quality challenges demand
stronger evidence.

Hospitals under intense cost pressure
Rising labor and operating costs are outpacing
reimbursement, forcing scrutiny on device spend.

Fewer, bigger decision-makers
Consolidated IDNs have more bargaining power
and centralized purchasing.

Lagging shift from price to value
Most tenders still favor lowest price, even as
systems try to account for outcomes.
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The Evolving Landscape of Medical Device Sales
Why value-driven selling is now a necessity

How Integrity-Based Training Changes the Conversation

As a result of the evolving MedTech landscape, sales teams are struggling to connect value and
price to clear economic and clinical outcomes while navigating increasingly complex buying
groups. At the same time, limited in-person access, longer cycles, and heightened price pressure
are eroding trust and making it harder to sell effectively in a predominantly virtual environment.

Equip your med device sales team to thrive in a value-based world.
Integrity-based performance solutions turn reps into trusted partners for today’s health systems.

Integrity-based sales performance solutions, including sales, coaching, and service training,
empower MedTech sales teams to confidently navigate complex stakeholder environments, lead
ethical and patient-centered conversations, and consistently translate clinical and economic
value into trusted, sustainable growth.

https://www.integritysolutions.com/training-programs?utm_source=infographic&utm_medium=content&utm_campaign=medtech-abm

