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The Truth About the Medical
Sales Job Search
If you’ve been looking for a job as a medical sales rep for any length of time, you may
already suspect the truth. If you’re new to the search, consider this your fair warning:
In today’s tough job market, experience isn’t enough. A strong selling technique isn’t
enough. Even “who you know” may not be enough. In order to get a great job as a
medical sales rep, you need all of the above and more. You need to know how to play
the game. And who better to teach you the rules than the recruiters who play it every
day? Through a series of surveys and interviews with top industry recruiters,
MedReps.com has compiled valuable tips and honest advice straight from the very
recruiters you’re hoping to impress. Read on for an inside look at the rules of the
game…
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The Rules:

How to Play and Win
the Medical Sales Job
Search Game

I. Required to Play: Before you start applying to jobs in medical sales, you’re going
to need a solid, results-oriented resume.
II. Strategy: Winning over the recruiter is critical to your job search strategy. Learn
the best techniques – straight from the recruiters themselves.
III. Common Player Mistakes: Recruiters reveal what they perceive to be the
biggest mistakes a would-be medical sales rep can make.
IV. Advice for New and Transitional Players: Can job seekers without experience
land jobs in medical sales? It’s possible – if they heed this advice.
V. Winning the Game: Players who get jobs in medical sales can declare
themselves winners and exit the game.
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I.

Required to Play: A Solid, Results-Oriented
Medical Sales Resume
A medical sales recruiter may receive up to 100 resumes per day, so if yours doesn’t
immediately stand out, it’s highly unlikely you will get a call. So what makes a
medical or pharmaceutical sales resume stand out? Results! Recruiters don’t need
to know what your responsibilities were at your last position – they need to know
your numbers. Did you meet (or better yet – exceed) your sales targets? Did you
win any awards or receive other recognition? Your medical or pharmaceutical
sales resume is your chance to brag, but you don’t need to write a novel about it.
Resumes should be formatted with bullet points and typed in a legible font so that
they may be easily scanned. Recruiters may spend mere seconds glancing over
the individual resumes they receive.

Resumes should contain figures
documenting your sales success.
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“A good
resume should
read like the
back of a
baseball card,
full of stats
and awards.”

Independent medical sales recruiter Stuart McGhee compares a strong resume to
an effective billboard – the important information should jump out at you as you
fly by at 80+ miles per hour. McGhee explains that it’s impossible to carefully read
every medical sales resume he receives, so instead, he quickly scans them for the
information he needs – contact information, chronological job history, and bullet
points that highlight the candidate’s results at each position.
Charles Kreps, a medical sales recruiter with Normyle/Erstling, compares a good
medical sales resume to the back of a baseball card. It should be easy to read with
bullets of stats and awards. Obviously, you need to include (in chronological order)
the name of the company you worked for along with your job title. But it’s safe to
assume that if you previously held a job that is not relevant to the job for which you
are applying, you don’t need to spell out your past responsibilities.
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Recruiters
rarely read
cover letters,
so keep them
short and to
the point.

There are a few other things that you can do to improve the chances of your
medical or pharmaceutical sales resume making it into the short stack. According
to the MedReps.com recruiter poll, one out of three recruiters will stop viewing
resumes as soon as they feel they have enough leads, so the odds of getting
a response are higher if you respond to new job postings quickly. You will also
improve your chances if you include job-specific keywords at the top of your
medical sales resume. That’s because one out of four recruiters uses an electronic
database to search for and extract relevant medical and pharmaceutical sales
resumes.
Chris Schaab, a partner with CWS Medical Consultants, says something as simple
as choosing a logical name for your medical sales resume can give you an
advantage. He suggests using your name and the date to name the file, that way
it can be easily found if he saves it to his computer. He also suggests keeping your
cover letter short and to the point. While a cover letter is necessary, he rarely reads
them so he doesn’t advise spending a lot of time on them. Jan Hero of Hero Sales
Recruiting echoes this advice, claiming she never has time to read cover letters.
Spend your time targeting your medical or pharmaceutical sales resume for the
position you want and think of the cover letter as a simple introduction.
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II.

Strategy: Winning over your opponent
Okay, so the medical or pharmaceutical sales recruiter isn’t exactly your opponent,
but they often act as the gatekeeper to the job you want so it’s smart to know
what you’re up against. If you are mindful of what challenges they face, what
expectations they have, and what motivates them, you are more likely to win them
over.
1.
Seek them out – Don’t assume that a medical sales recruiter will come
looking for you. You need to go where they are – and according to the medical
and pharmaceutical sales recruiter survey, the first places they look for quality job
candidates are industry-specific job sites like MedReps.com. Recruiters also cited
general job boards, employee referrals, and LinkedIn as other methods of finding
candidates.

Are you ready to impress recruiters?
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Only 18% of
recruiters said
they always
acknowledge
receipt of a
resume.

2.
Know their expectations (and perhaps adjust your own) – What recruiters
want from job applicants is hardly a mystery. They are usually very specific about
their requirements in the details of their medical or pharmaceutical sales job
postings. They often go so far as to ask that you do not apply unless you meet the
requirements. What they don’t say, however, is what you should expect in terms
of communication. Will they confirm receipt of your resume? Should you contact
them if you haven’t heard anything in two days? Two weeks?
One of the biggest frustrations medical and pharmaceutical sales job seekers
experience is a lack of communication from medical and pharmaceutical sales
recruiters. When you apply for a job where you meet all of the requirements,
you expect to hear something back, right? But that’s not always the case. In
fact, according to the recruiter survey, it rarely happens. Only 18% of survey
respondents said they always acknowledge receipt of resumes, and 60% said they
“occasionally” confirm receipt. Ignoring applications is certainly rude, but recruiters
insist that the high volume of resumes they receive makes it near impossible to
maintain even this simple courtesy.
As for if and when candidates should follow up – one out of three recruiters said it
was fine to contact them two or three days after submitting a resume, but nearly
half maintain the position of “Don’t call us, we’ll call you!”
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3.
Understand their motivations – Regardless of whether the medical sales
recruiter works for a staffing agency, the hiring company, or works independently,
it is the recruiter’s responsibility to find candidates for specific job openings. Job
seekers can appeal to recruiters by showing them (in a solid, results-oriented
medical sales resume) how they are a good fit for the job that the recruiter is
working to fill. The agency recruiter gets paid by the hiring company when they
present the winning candidate. Likewise, the corporate medical sales recruiter
may get a bonus when they successfully fill a position. Convince the medical or
pharmaceutical sales recruiter that you can help them get paid, and you will find
yourself in the next phase of the process.

Convince the recruiter that yours
will be a mutually beneficial
relationship.
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III.
Mistake #1:
Applying
to positions
when you
are not
qualified.

Avoid These Common Player Mistakes
Mistake #1 – Applying to positions when you are not qualified.
According to the recruiter survey 59% of recruiters believe the biggest mistake
medical sales job seekers make is applying to sales jobs they are not qualified
for. Recruiter and Career Counselor Linda Hertz, former senior partner at Recruit
Buzz and principle owner of the Linda Hertz Group, explains that in this market
medical and pharmaceutical sales candidates must have every single minimum
requirement listed in the job posting. As the market gets more saturated, it
becomes increasingly important to have the “preferred skills” as well. When you
submit your resume to a position that you are not completely qualified for you are
not only wasting the recruiter’s time, you are also wasting your own. Once upon
a time an unqualified candidate may have slipped through the cracks with a
particularly unique and impressive background, but that time is not now.
If you don’t have industry experience, does this mean you have zero chance of
landing a job? No. But it does mean you should focus your efforts on entry-level
pharmaceutical sales jobs or medical sales jobs only.
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Mistake #2 – Thinking the recruiter works for you.

Mistake #2:
Thinking the
recruiter
works for
you.

Several agency and independent recruiters pointed out that medical sales job
seekers don’t always understand how the recruiting process works. Candidates
mistakenly believe that a recruiter will help them find a job, but the reality is
that recruiters aren’t looking for medical or pharmaceutical sales jobs to match
candidates – they are looking for candidates to match jobs! If a medical sales job
seeker isn’t a clear match for any of the recruiter’s current openings, they should
not expect the recruiter to actively try and find them a job.
Hertz advises candidates to become their own advocates, or their own recruiters.
They should approach the medical and pharmaceutical sales job market
aggressively with the understanding that no one is going to go out and find a job
for them. They must do it for themselves.
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Mistake #3 – Not “closing the sale” in an interview.

Mistake #3:
Not “closing
the sale” in
an interview.

Normyle/Erstling recruiter Charles Kreps says too many medical sales job seekers
don’t ask for the job at the end of the interview. He describes the interview as the
“sales call of your life” and goes onto explain that if you don’t ask for the job you’re
not closing the sale. A hiring manager expects you to close the sale by asking for
the job. If you can’t close the sale when you’re selling yourself, why should they
think you can close the sale when you’re selling their products? They won’t. So ask
for the job and close the sale!
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IV.

Advice for New and Transitional Players
Whether you are searching for medical device jobs, medical equipment jobs,
biotech jobs, or pharmaceutical jobs, it feels next to impossible to break into
the field if you don’t have relevant experience. But relevant experience doesn’t
necessarily have to be industry specific. Several recruiters in the MedReps.com
survey said job seekers with a background in copier sales or other business to
business sales can make good candidates for medical device jobs and medical
equipment jobs. Why? Jan Hero of Hero Sales Recruiting explains that selling copiers
is one of the toughest things you can do because most copiers are basically the
same – no matter what the brand. And business managers are rarely receptive
when a copier rep shows up to make a sales pitch. Most medical companies
recognize that if candidates have had documented successes in copier sales jobs,
they are likely to be successful in medical device jobs.

What kind of sales experience is
most relevant to medical sales?
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Candidates
with a B2B sales
background
may have an
easier time
breaking into
medical sales
than one with a
background in
pharma.

Oddly enough, it may be easier for candidates with business to business sales
backgrounds to transition into medical device jobs or medical equipment jobs
than it is for candidates who have backgrounds in pharmaceutical jobs. Why
is that? Candidates in pharmaceutical jobs are rarely able to prove their sales
successes with hard numbers. That’s because their efforts do not create purchase
orders, instead they result in physicians writing prescriptions. Pharmaceutical
companies attempt to track numbers by following how many prescriptions are filled
at pharmacies in a given territory, but it is near impossible to measure the direct
impact of the pharma rep’s actions.
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Some companies may consider candidates with backgrounds in pharmaceutical
sales if they have good relationships with physicians in a specialty that is relevant to
that company’s medical devices. For example, a pharma rep who has sold heart
medication may have relationships with cardiologists that could be useful when
selling medical devices for the heart. The pharma rep will also need to exhibit a
hunger for a more challenging position and not be afraid of a lower base salary in
exchange for the opportunity to make higher commissions.
Recruiter Chris Schaab says another possibility for those hoping to transition from
pharmaceutical jobs is to take a job selling medical disposables or peripherals.
Once you have some hard numbers on your resume you are more likely to be
considered for medical device jobs or medical equipment jobs.
Candidates seeking medical
device sales jobs may have better
luck starting out selling medical
disposables or peripherals.
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V.
The job search
game is likely
to be one that
you play over
and over again
throughout the
course of your
career.

Winning the Game
When you land a great job as a medical sales rep or a pharmaceutical sales rep,
you can consider yourself the winner of the job search game! However, the end of
your job search doesn’t necessarily mean “Game Over.” The job search game is
likely to be one that you play over and over again throughout the course of your
career – at times by your own choice and other times you may be forced to play!
Jobs in medical sales and pharmaceutical sales are anything but stable, so smart
sales reps will never really get out of the job search game. They continue to keep
their fingers on the pulse of the medical sales job market even when they are
happily employed.
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Staying in the job search game means keeping a close watch on which
companies are hiring (a MedReps.com membership can help you with this!),
following mergers and acquisitions in the industry, monitoring new products in the
market, and of course, keeping your resume and brag book up to date with your
most recent successes.
The rules of the job search game are complex, but every medical sales rep and
pharmaceutical sales rep should learn how to play. It’s a tough game to master,
but the rewards of working in the industry make it well worth playing the game!
Become a MedReps.com Member to Get in the Game
Winning doesn’t necessarily mean
“Game Over” for your job search.
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MedReps.com would like
to sincerely thank all of
the recruiters who took
the time to complete the
Medreps.com Recruiter
Survey. We extend a

Jan Hero
Hero Sales Recruiting
janicehero@earthlink.com

Stuart McGhee
McGhee Consulting LLC
slmcghee@gmail.com

Linda Hertz
Linda Hertz Group
http://lindahertz.com

Chris Schaab
CWS Medical Consultants, Inc.
schaab@comcast.net

special thanks to the
following recruiters for
allowing us to interview
them for the ebook:

Charles Kreps
NORMYLE/ERSTLING
Health Search Group
Recruiting Medical Sales Reps exclusively since 1987
jobs@Medpharmsales.com
www.MedPharmSales.com
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