
CRITICAL RECRUITING
TRENDS IMPACTING
MEDICAL DEVICES IN
2024



At the same time, from a Deloitte research report, employee
values continue to shift, with 72% of staff members
considering leaving a role to pursue a career in a more
"inclusive" environment. 

While the number of vacancies worldwide is falling, skill
shortages are still significant. This year, 77% of employers
reported difficulty filling roles – the highest number in 17
years. The skill sets business leaders need are changing, and
reports suggest by 2030, more than 85 million jobs could go
unfilled due to a lack of skilled candidates. 

All the while, digital transformation continues to influence
the recruitment process. Even without the pandemic-based
restrictions of previous years, 70% of talent professionals
believe "virtual recruiting" will become the new standard. 
Plus, AI influences how business leaders source, validate and
examine candidates. To thrive in this new world, business
leaders must update their recruitment strategy, enhance
their employer value proposition, and take further measures
to attract and retain talent. 

As a leader in your company, it's crucial to understand how
the shifts in the labour market will influence how you hire this
year. 

That's why the team at Advance Recruitment created this
guide to list some of the most important recruiting trends
you'll need to be aware of in 2024. 

Thanks,
The Team at Advance Recruitment
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Employers in the medical sales space have
been dealing with an ever-evolving number
of recruitment challenges for some time. In
2023, more candidates began looking for
new jobs due to the rising cost of living and
economic uncertainty, leading to increased
turnover in established teams.

https://www2.deloitte.com/content/dam/Deloitte/us/Documents/about-deloitte/us-about-deloitte-inclusion-survey.pdf
https://go.manpowergroup.com/talent-shortage
https://www.kornferry.com/insights/this-week-in-leadership/talent-crunch-future-of-work
https://www.linkedin.com/business/talent/blog/talent-strategy/future-of-recruiting
https://www.advancerecruitment.net/
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Summary: As interest in return-to-office mandates grows among
companies, candidates will still likely demand flexible working
opportunities. Be prepared to compromise and get creative when
giving your staff the flexibility they crave. 

In the last few years, flexible working arrangements, ranging from
hybrid and remote work opportunities to "flexi-time" schedules,
have continued to grow in popularity. However, many medical sales
companies are beginning to fight back against new flexible models,
keen to return to a more traditional in-office experience. 

The Flexible Working Landscape
Continues to Evolve

According to one report from Resume Builder, 90% of
business leaders said their companies plan to implement
return-to-office policies by the end of 2024. Another 30%
even said they would "threaten to fire employees" who
don't comply with in-office requirements.
Polls suggest that many business leaders believe the
return to the office will improve communication,
collaboration, and company culture. 

However, a growing desire for in-office employees won't
necessarily change employee preferences. Even as major
companies like Meta and Google implemented return-to-
office mandates in the first half of 2023, the share of
people in the office full-time dropped by 7%. 
Today's medical sales employees still value flexibility and
autonomy and are willing to leave their roles if it means
preserving a flexible schedule. 

Additionally, new mandates are emerging worldwide to
help support the drive for flexible work. In the UK, the
"Flexible Working Bill" received royal assent in July 2023
and will come into force in 2024. This will allow employees
to make at least two flexible work requests in 12 months.
Moreover, they won't have to explain why they need a
flexible schedule.

Medical sales companies prioritising in-office work in
2024 will need to find other, creative ways to give staff the
flexibility they crave. This could mean embracing a four-
day workweek or allowing for more unique scheduling
strategies.

https://www.cipd.org/uk/knowledge/reports/flexible-working-trends/#:~:text=Flexi%2Dtime%20working&text=13.1%25%20of%20workers%20use%20flexi,download%20here%20shows%20more%20detail.
https://www.resumebuilder.com/90-of-companies-will-return-to-office-by-the-end-of-2024/
https://www.resumebuilder.com/90-of-companies-will-return-to-office-by-the-end-of-2024/
https://chiefexecutive.net/remote-hybrid-work-on-the-decline-as-companies-struggle-to-drive-engagement-poll-finds/
https://time.com/6281252/return-to-office-hybrid-work/


Empathetic leadership requires companies to invest in
strategies that protect their team members from
unnecessary stress, discomfort, and burnout. This is
becoming increasingly important in an environment
where employee burnout grows more significant.

One study found that globally, burnout is increasing at
an incredible rate, particularly in the US, where 43% of
middle managers reported experiencing burnout on the
job. 
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Increased Focus on Employee
Wellbeing and Empathy

Demand for empathy and a strong commitment to employee
wellbeing is growing in the medical sales. In 2023, the US Empathy
in Business Survey found that 86% of employees believe
empathetic leadership boosts morale, and 87% feel it improves
company culture.

Summary: Demonstrating empathy and a commitment to
employee wellbeing will be crucial to attracting and retaining
talent but also minimising burnout in 2024. Be ready to invest in
your staff's emotional and physical health. 

of remote workers
feel they need to

prove they are
working hard

86%

Unfortunately, demonstrating empathy and supporting employee wellbeing can be more
complex than today's business leaders think. In 2024, medical sales employers won't be able to
rely exclusively on strategies like installing an in-office gym or offering employees access to
healthy food. 

Business leaders must take a holistic approach to supporting their teams, wherever they are.
One particular problem to overcome will be the rising trend of "Epresenteeism". Remote and
flexible workers feel increased pressure to be "available" and "online" as often as possible.

Studies show that 86% of workers feel they need to prove to their managers that they're
reliable and hardworking, even when operating from home. Unfortunately, this increased
pressure elevates the risk of burnout in your medical sales business. 

Companies must experiment with everything from policies that support better work-life
balance to campaigns that increase feelings of inclusion and wellness among team members.

https://futureforum.com/research/pulse-report-fall-2022-executives-feel-strain-leading-in-new-normal/
https://eur01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.ey.com%2Fen_us%2Fconsulting%2Fauthentic-empathy&data=05%7C01%7CJennifer.Hemmerdinger%40ey.com%7C2174595f67c848ce596108db3f84f02f%7C5b973f9977df4bebb27daa0c70b8482c%7C0%7C0%7C638173612414573204%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C3000%7C%7C%7C&sdata=82KFjRJWi1JMijIET%2BRSCsZlnVWIBj1ZKu8qBtoqZ1w%3D&reserved=0
https://eur01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.ey.com%2Fen_us%2Fconsulting%2Fauthentic-empathy&data=05%7C01%7CJennifer.Hemmerdinger%40ey.com%7C2174595f67c848ce596108db3f84f02f%7C5b973f9977df4bebb27daa0c70b8482c%7C0%7C0%7C638173612414573204%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C3000%7C%7C%7C&sdata=82KFjRJWi1JMijIET%2BRSCsZlnVWIBj1ZKu8qBtoqZ1w%3D&reserved=0
https://www.cityam.com/remote-working-is-causing-employees-to-feel-overworked/
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Workplace diversity, equity, and inclusion were major recruiting
trends throughout 2023, and they will continue to play a role in
hiring strategies in the future. Today's medical sales employees
want to work for companies that embrace talent from all walks of
life. 

Diversity, Equity, and Inclusion
Remain Essential

Not only do talented team members want to see inclusivity for all ages, races, and
gender identities, but they also want to ensure their employer invests in accessibility.
Around 29% of employees in a recent PEW research report say their employer must
address the needs of those with physical disabilities.

Additionally, up to 20% of the population identifies as "neurodiverse", meaning
businesses in the medical sales landscape need to know how to accommodate these
candidates to access a broad talent pool. 

Fortunately, investing in "DEI" initiatives positively benefits business leaders. Studies
show that gender and ethnically diverse teams can increase profitability by 33%. 
Alternatively, companies without the right DEI strategy often struggle with a lack of
innovation and fresh perspectives. Business leaders must take a comprehensive
approach to inclusion in today's recruitment world. 

This could mean using innovative tools that assess unconscious bias in job postings
and descriptions in over 40 languages. Strategies could also include:

Summary: DEI strategies will continue to be crucial in 2024. They'll
help to widen your talent pool, improve company culture, and
reduce turnover. However, you'll need to ensure your DEI initiatives
are embedded into every aspect of your employee experience and
recruitment process. 

Sourcing candidates from various pools of talent with the help of recruiters.

Training managers and business leaders to avoid unconscious bias.

Leveraging relationship-building strategies to strengthen connections between

teams.

Adapting onboarding and engagement strategies to different employee

personas.

https://www.pewresearch.org/social-trends/2023/05/17/diversity-equity-and-inclusion-in-the-workplace/
https://www.ncbi.nlm.nih.gov/pmc/articles/PMC7732033/
https://www.ismartrecruit.com/blog-strategies-for-building-a-diverse-talent-pipeline
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According to PWC, around 80% of CEOs are now concerned
about the lack of digital skills in the workforce. Today's
teams need to be comfortable with cloud-based technology
and an ever-evolving range of software solutions, creating a
growing need for on-the-job training. 
61% of today's employees are concerned they don't have the
skills required to thrive in their industry for the next five
years. Companies must invest more heavily in professional
development opportunities for their team members to
minimise skill gaps and increase employee engagement. 

Evolving Demands for Hard and Soft
Skills

The skills medical sales employers prioritise when looking for new
staff members are also evolving. From a hard (technical skill)
perspective, businesses focus on "digital literacy". The rapid digital
transformation of virtually every industry has led to a new need for
candidates who understand everything from data analysis to new
AI tools. 

Summary: While specific hard skills related to the digital landscape
are becoming more crucial in 2024, there's also a growing focus on
the importance of soft skills. Agility, resiliency, and excellent
collaboration skills will be essential in 2024. 

of employers
believe soft skills
are more crucial

when hiring

97%

Good training strategies will help companies reduce skill gaps, even in a talent-short market,
while strengthening their employee value proposition. 

At the same time, while employers are prioritising digital hard skills, they're also recognising
that these talents can be taught. This has led to an increased focus on soft skills, such as
excellent communication and productivity capabilities. 

Around 97% of employers say that soft skills are just as important or more important than
technical skills today. In particular, medical sales companies focus on finding employees who
demonstrate resilience and agility. 

In tumultuous times, the ability to adapt to changing challenges is something all candidates
need, regardless of industry. This will lead to more recruiting teams and hiring managers
evaluating resilience during the job interview process. 

https://www.pwc.com/m1/en/world-government-summit/documents/wgs-lost-workforce.pdf
https://www.shrm.org/resourcesandtools/hr-topics/employee-relations/humanity-into-hr/pages/covid-19-soft-skills-at-work.aspx
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Summary: AI tools will play more of a role in the recruitment
process in 2024. However, business leaders will need to be cautious
about relying too heavily on AI solutions. Keep the human in the mix
for your recruitment processes. 

Increasingly, business leaders will use AI to help automate the screening process, ensuring
they can shortlist candidates based on crucial skills and experience. Additionally, generative AI
tools will allow companies to create more appealing, personalised job descriptions and career
pages.

AI Continues to Influence The
Recruitment Process

Artificial intelligence has soared into the spotlight throughout 2023,
thanks to the rise of large new language models and generative AI.
Although many medical sales companies have used artificial
intelligence in the recruitment process already, the presence of this
technology will continue to grow as we move into 2024. 

AI tools can even help match candidates with jobs on
LinkedIn by analysing their profiles and previous roles.
Plus, chatbots and virtual assistants can assist in
improving the candidate experience, automatically
sharing updates with applicants consistently.

However, while AI can deliver numerous benefits to
recruitment teams, it has challenges. AI systems can
show evidence of bias, particularly when they're
trained with limited data. Studies show AI can
exacerbate, rather than reduce, unconscious bias,
damaging both the candidate experience and your
employer brand.

To navigate the landscape effectively in 2024, medica
sales teams will need to ensure they're using the right
balance of AI technology and human intuition. AI
won't replace the need for human beings in the
hiring journey, as they're still crucial for building
connections with candidates and reducing the risk of
biased hiring decisions. 

https://www.linkedin.com/business/talent/blog/talent-acquisition/how-ai-will-change-hiring
https://link.springer.com/article/10.1007/s13347-022-00543-1
https://link.springer.com/article/10.1007/s13347-022-00543-1
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At the same time, medical sales business leaders recognise a clear need to "market" their
company to employees with the right employer value propositions. 83% of employers believe a
strong brand helps them to access and retain more talent. 

Crucially, strong employer branding doesn't only mean showcasing your commitment to
paying team members the right remuneration or delivering the right benefits. To create an
effective brand in today's world, companies need to reconsider the values and priorities of their
employees. 

Core areas to focus on include:

In recent years, excellent "branding" strategies have become more
crucial for both medical sales employers and candidates.
Companies are investing in developing the brands of their team
members through social media and other channels to unlock the
benefits of employee advocacy and enhance their reputation. 

Effective Branding Will Remain
Crucial to Success

Company culture: Millennials and Gen Z job seekers care deeply about
company culture. Promoting work-life balance, diversity and inclusion
initiatives, and social impact programs will make you more appealing to
medical sales candidates. 

Growth and career progression: With countless medical sales employees
now worrying about job insecurity, many are searching for clear insights into
their future with your business. Create succession plans and spotlight
opportunities for career progression.

Ethical values: Employees want to work for companies that share their
values. For instance, 1 in 3 staff members would accept a lower salary to work
for a socially responsible company. Ensure you're demonstrating clear ethical
values.

Summary: A strong employer brand will remain crucial to
attracting and retaining candidates in 2024. Ensure you're
highlighting a strong company culture, ethical values, and
opportunities for career progression. 

https://www.talentlyft.com/en/resources/what-is-employer-brand
https://future-business.org/is-sustainability-in-demand-with-prospective-employees/#:~:text=71%25%20of%20job%20seekers%20want,sustainable%20or%20socially%20responsible%20organisations.


Summary: Businesses can't afford to "go it alone" with their hiring
strategies in a complex recruitment landscape. Professional
recruitment teams will be essential for accessing a broader talent
pipeline and reducing talent gaps.
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These teams will help businesses find active candidates in their field and ensure they can
connect with "passive candidates, " which account for around 73% of job seekers. 

Recruitment professionals will leverage their existing networks and expertise to develop a
consistent talent pipeline for your organisation, reducing the risk of talent gaps.

Plus, the right recruitment partner will boost your chances of hiring the right team members
by getting to know your goals and needs on a deeper level. 

They'll help you determine how to present your employer brand in a way that generates
results, highlighting team dynamics, candidate experience, and empathy. 

Even with AI tools and automation changing the recruitment
process for many business leaders, the value of a specialist
recruitment team will remain essential in 2024. Recruitment
companies with a deep understanding of the medical sales
landscape will help businesses attract a wider range of
candidates from different environments. 

Specialist Recruitment Teams will
Be Crucial

https://www.hrcloud.com/blog/8-recruitment-stats-you-need-to-know
https://www.advancerecruitment.net/
https://www.advancerecruitment.net/
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The medical sales recruitment landscape
remains a complex, dynamic, and
unpredictable environment for business
leaders. The evolving talent landscape
forces companies to focus on new priorities
and values when appealing to modern
candidates. 

At the same time, business leaders will need
to continue to adapt to changing trends
around technology, flexible work, and
diversity. 

Working with a specialist recruitment team
to elevate and optimise your recruitment
strategy will be essential moving into 2024.
The right agency will ensure you can adapt
to all the above trends and gain an edge
over your competition. 

Good luck!



The REC is the voice of the recruitment industry, speaking up for great
recruiters.

About Advance Recruitment

Advance Recruitment is a specialist medtech recruitment agency with a focus on filling commercial
positions such as management, sales, marketing and clinical training. 

Founded in 1997, we are the longest established recruitment agency in our sector. 

Based in Manchester, our in depth knowledge of the medtech sector allows us to help our clients attract
the brightest talent and enables our candidates to build exciting and fulfilling careers. 

We work with everyone from large, blue-chip multinational companies to SMEs and start up
organisations.

Memberships

It drive standards and empowers recruitment businesses to build better futures for their candidates and
themselves. They are champions of an industry which is fundamental to the strength of the UK economy.

REC members are recognised for their professionalism and the value they provide to clients and
candidates. If a recruitment agency displays the REC logo, it's a sign of quality. It demonstrates that they
have passed the REC Compliance Test and adhere to their Code of Professional Practice.

Advance Recruitment's values are aligned to that of the REC and you are guaranteed a high standard of
ethical conduct and professional behaviour.

Next Steps
Connect with us on LinkedIn:

Follow our company page
Karen McCurdy - Director
Dave Johnson - Director
Liv Riley-Joyce - Business Manager
Clare Brennan - Resourcer
Jasmin Williams - Talent Partner

Follow us on:

Facebook
X (formerly Twitter)
Instagram

If you are looking to expand your team, please do not hesitate to give us a call to see how we can save
you time on your hiring process.

Call: 0161 969 9700

Email: info@advancerecruitment.net
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https://www.facebook.com/MedicalSalesJob/
https://twitter.com/medicalsalesjob
https://www.instagram.com/advancerecruitment/
http://advancerecruitment.net/


I started dealing with Advance probably 10 years ago, and they have helped
me enormously throughout my journey. Always enjoyed speaking with Dave,
Liv and Karen. Had excellent support and advice throughout, and always felt
Advance were looking out for my interests, not just to get a sale.

I quickly found myself calling Advance first because of the service. As I’ve got
to know key people at Advance, and as they’ve got to know me, it’s created
an excellent working relationship. I feel Advance know the type of candidate I
hire, and also the type of role that would be a great fit for me.

I am 100% willing to recommend to colleagues and they are the first people I
recommend to anyone who mentions medical recruitment.

Sourcing and selecting talent is one of, if not the most important aspect of a
mangers role. To build a highly successful, diverse, collaborative & motivated
team you need the right people with the right skill sets and the desire to
succeed. To help you do this it is imperative that you partner with a
recruitment team that knows you and your business inside out and more
importantly can identify and source the right people for you.

I have been in medical sales for 29 years and worked with many recruitment
teams along the way. Lately I have been working with Advance Recruitment
and Karen McCurdy who have been first class. You are not fed CV’s en masse
but given a select few that they know will suit you, your business and
compliment your team dynamics. Advance Recruitment and Karen are a
very valuable extension of my team! 

Its a 10/10 from me! Liv Riley-Royce managed the recruitment process. She
was extremely professional in her manner, listened (very important), clear in
her communications and overall a pleasure to work with. This was the easiest
recruitment process I’ve been through.

TESTIMONIALS

Spencer Martin, Business Manager, Medtrum

Andy Massey, Sales & Marketing Manager, Bracco

Nick Roberts, Sales Director UK and Ireland, Atos Medical UK


