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SECTOR



Pursue your passions: Evaluating your career goals and values ensures you can
focus on actively pursuing medical sales work that’s meaningful to you. Around 9
out of 10 employees, today say finding meaning in their work is more important
than earning a huge salary. If you’re passionate about what you do, you’re more
likely to be happy at work. 

Leverage your strengths: Studies from Gallup show people who tap into their
strengths at work are 6 times more likely to feel engaged. With career planning,
you can identify your strengths and weaknesses, and ensure you’re pursuing
medical sales roles that leverage your abilities. This can lead to greater workplace
satisfaction. 

Guide your decisions: In a skills-short marketplace, medical sales employees are
likely to face numerous job offers and counteroffers. Without a clear career plan, it
can be difficult to decide what your next move should be. Your vision of your
future will help you to make decisions that make sense for you as a professional. 

Build your confidence: Having a clear vision of the future significantly improves
your confidence and self-esteem. It gives you a way to validate your decisions and
rest assured you’re always moving in the right direction. You can be more
intentional with your work strategies, your training, and your job decisions. 

The Value of Medical Sales Career
Planning

Successful career planning gives you a compass to work with, whether you’re trying to decide
whether to move into a new job or sub-sector of medical sales or looking for ways to develop
your skillset. 

With the right career plan, you can ensure you:

A career plan is a dynamic strategy that evolves with you as you
move through your life as a medical sales professional. While your
goals and priorities might change over time, having a
comprehensive career plan can help you to retain your focus and
accomplish more in the professional world. 

https://hbr.org/2018/11/9-out-of-10-people-are-willing-to-earn-less-money-to-do-more-meaningful-work
https://www.gallupstrengthscenter.com/Home/en-US/CliftonStrengths-For-Individuals


A medical sales career plan is essentially a map from where you are
now, to where you’d like to be in the future. This means successful
career planning often begins with evaluating your current situation.
Take a moment to reflect on the current role you’re in. 

What are the skills, capabilities, and responsibilities included with this position? On a day-to-
day basis, how often do you use your strengths and skills to thrive in your medical sales role?
What are your priorities, and the priorities of your managers and employers? 

Once you’ve gathered as much information as you can about your current role, conduct a
career assessment to identify exactly what you want from your future. 

There are a few key assessments you’ll need to think about here, such as:

The First Step in Career Planning:
Defining Your Path

Value
Assessments

These assessments look at the value you place on your
work, by considering factors like salary level and benefits,
but also your contribution to the medical sales industry,
and the meaning you find in your role. 

Interest
Assessments

Here, you’ll look at your interests, and passions. Ask
yourself what you enjoy most about your current job,
what you’d like to do more of, and what you dislike. If you
could change everything about your role, what would you
alter?

Personality
Evaluations

In a personality evaluation, you look at how your job aligns
with your personality. There are various online surveys,
such as the Myers-Briggs Type Indicator, that can help
you to define your best career path based on whether
you’re an introvert, extrovert, or something in between. 



Aptitude
Assessments

Consider your abilities and strengths. Ask yourself where
you think you thrive in your current role, and where you
might need additional training. Do your responsibilities
align with your capabilities, or do you constantly find
yourself struggling to reach your goals?

Opportunity
Assessments

What kind of opportunities exist in your industry for
someone with your skills and knowledge? What kind of
roles appeal to you, based on the responsibilities you’ll
have, and the tasks you’ll need to complete? 

The First Step in Career Planning:
Defining Your Path

Based on your assessment of your current role, and your values, interests, personality, and
aptitudes, you should be able to define whether you’re moving in the right direction. 

Ask yourself what benefits you’re getting from this medical sales position, and whether they
adhere to your specific needs. Beyond salary and remuneration, are you developing new skills,
expanding your network, and moving closer to your targets, or do you feel you’re sitting
stagnant?



Setting Goals for Your Medical Sales
Career

At this stage, you should have an idea
of where you are in your current
career path, and where you might
want to go. The next step is setting
clear, concise goals for your future. In
Positive Psychology  Studies show
that setting goals doesn’t just
motivate us, it also improves our
chances of success.

In your career plan, you’re likely to have a number of
both short-term and long-term goals. Your long-
term objectives will be more ambitious, giving you
major milestones to work towards in your industry.
For instance, you may decide that you want to move
to a managerial position in your current company, or
that you want to switch career paths to pursue new
priorities, like flexible work.

Your short-term goals will help to move you in the
right direction in your medical sales position, so you
can reach your long-term objectives.

For instance, the chances are that if you want to
move into a managerial position in your business,
you’ll first need to gain more experience, volunteer
for projects where you can hone your leadership
skills and learn new abilities. 

Plot out a realistic progression path that defines the
medical sales jobs you want to do, and the things
you’ll need to accomplish before you can reach your
target. 

https://positivepsychology.com/benefits-goal-setting/


Be detailed about what your goal is. Don’t just say you want a higher paying
medical sales job. Define what that role is, and what your salary requirements
are. 

Specfiic

Choose goals you can quantify. For instance, if you want to move into a
leadership role, you might first need to earn three years of experience in a
lower-level position, working on a certain number of leadership projects. 

Measurable

Attainable

Set goals you can reasonably achieve. If you’re just getting started in an entry-
level medical sales position, it’s probably not realistic to set the goal of getting
a manager job offer within the next 3 months. 

Optimising Your Medical Sales
Career Goals

Pursuing your desired career path can take a number of years and
require many different steps. To effectively monitor and guide your
progress, you need to ensure your goals are precise and insightful.
Setting SMART goals will help you to achieve the right results. This
means ensuring every goal you set (both long-term and short-
term), is:

Relevant

Think about how each smaller or “sub-goal” on the path to your larger goals
contributes to your success. Setting a goal to work extra overtime in your
current position may not be relevant if your long-term goal is to move to
another company.

Deadlines can help to keep us motivated and focused. Don’t just say you’re
going to get a medical sales certification to improve your chances of a new
job. Decide exactly when you’re going to start training, and when your
education should be complete

Time-based



It’s also worth thinking about how you can align
your goals with organisational objectives, both
with the medical sales company you’re working
with now, and any businesses you want to work
with in the future. Aligning your own personal
goals with the needs of the business can make
you more valuable to current and future
employers. 

To ensure your goals align with organisational
objectives, start by learning as much as you can
about the priorities and values of your company.
For instance, if the main goal of your current
employer is to increase revenue and productivity,
you could invest in personal development
strategies that will help you to become more
efficient and valuable in your role. 

Identifying areas of alignment between your
goals and the needs of your medical sales
business is a great way to ensure your employer
will support you on your development path. If
you can show your employer or manager that
your goals benefit the business, they’ll be more
likely to assist you in reaching them. Some may
even offer workplace training to help you.



Identifying Skill Gaps: The First Step
in Development

Often, progressing towards your medical sales career goals means
investing in developing new skills and capabilities that will prepare
you for different positions. Much of a successful career plan revolves
around constant learning and development. However, before you
can start building new skills, you first need to identify the gaps in
your current abilities. 

Start by:

First, you need an in-depth knowledge of your current skills, and how they align with your
specific medical sales career and goals. Look at your CV and ask yourself what kind of
certifications you’ve already earned, what experience you have, and where your strengths lie. 

Think about your past achievements and accomplishments, and which skills or capabilities
have helped you to reach your targets over the years. If you’re struggling to define your most
important skills or traits, asking for feedback from friends and colleagues can be helpful. 

Your team members, as well as other people who know you well, will be able to help you see
both the soft and hard skills you can offer employers in the medical sales industry. 

Defining your core skills

Examine job descriptions for positions you want

Once you have a clear idea of your current skills and abilities, it’s time to look at the job
descriptions for the positions you want to pursue. Look at job listings for your dream role, and
ask yourself what skills, attributes, and experience are required. 

Pay attention to both soft skills and hard (technical) skills listed by medical sales companies.
Keep in mind, the exact requirements of different organisations might vary. It’s worth paying
close attention to the requirements listed by the companies you’re most interested in working
for. 

If you’re struggling to find useful job descriptions, you can speak to a medical sales
recruitment agency. They should be able to give you a basic idea of the skills you’ll need for a
specific role. 



Creating a Professional
Development Plan

It’s also worth thinking about the experience you’ll need to cultivate before you can start
applying for higher-level jobs in your industry. 

Some companies require leadership-level employees to have a number of years of experience
working in complementary roles before they move into a managerial position. 

When creating your professional development plan, you’ll likely need to focus on two specific
areas: soft skills, and hard skills. 

With your current resume/CV and a job description for the medical
sales role you want side by side, start defining the gaps you’ll need
to fill to reach your goals. Pay attention to everything from specific
competencies required by employers, such as conflict
management and negotiation. 

Defining Relevant Medical Sales Soft Skills

Soft skills are the interpersonal and people-focused skills that help you to thrive in virtually any
medical sales job. They’re the non-technical skills that determine how well you work as part of
a team, collaborate with others, and even lead colleagues to victory. 

The chances are you’ll have some relevant soft skills already, but you may need to cultivate
additional abilities to make yourself more appealing to future employers. Some of the most
valuable soft skills you may need to work on include:

Written and verbal communication

Time management and organisation

Conflict resolution and problem solving

Leadership skills

Adaptability

Creativity and innovation

Negotiation and persuasion 



Defining Crucial Medical Sales Hard Skills

Hard skills, or technical skills are the more quantifiable, teachable skills employers require you
to have in specific roles. They include technical abilities and expertise that will influence your
ability to complete day-to-day tasks in your medical sales position. 

Examples of hard skills can include everything from accounting and financial knowledge to
data analysis, computer programming or software knowledge, and foreign language fluency.
 
Many of these skills will be obtained through educational programs when you’re pursuing
degrees or certifications in your industry. However, some employers will be willing to provide
training on specific hard skills to employees when they join the team too. 



Pursue an industry degree: 

A degree from a reputable
educational facility is one of the best
ways to validate your technical skills
in the medical sales space. Ask
yourself what kind of degrees and
qualifications are listed on the job
descriptions you’ve looked at, to
decide what sort of education might
be right for you.
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Courses and training programs

Alongside traditional degrees, you
could also consider earning
certifications from both online and
offline training programs. These
resources can help you to develop
both technical skills and soft skills.
For instance, you might take a
leadership course to help you
become a more effective manager. 
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Here are just some of the best ways to start working on your skillset:

How to Develop Your Skill Set

There are various ways you can build both soft and hard skills
relevant to the medical sales role you want to pursue. Options
range from traditional learning opportunities to more collaborative
solutions like mentorship and buddy programs. 



Educational resources:

In the digital world, there are
plenty of amazing educational
resources available online, from
webinars and online courses to
eBooks and guides. Even following
an industry podcast or reading
blogs from a thought leader can
help you to build your knowledge
of the medical sales industry.
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Mentorship:

Finding a medical sales industry
mentor is an excellent way to
improve both your hard and soft
skills at the same time. You can
choose to request mentorship from
someone in your existing business
or look for a professional outside of
your organisation. A professional
mentor will be able to provide
guidance and feedback throughout
your career. 
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Company training:

Some organisations in the medical
sales industry provide access to
specific training resources and
educational tools for their
employees. Finding out whether
your company holds any workshops
or courses can be a great way to
expand your skillset. Plus, it shows
your employer you’re committed to
becoming a more valuable asset. 

03



As mentioned above, successfully achieving your career goals
requires constant effort and focus. Often, people spend years
gradually working towards their professional targets. With this in
mind, it’s worth ensuring you’re pursuing your career plan with the
right attitude. 

Committing to Continuous
Learning and Growth

Start by assessing your mindset. Switching from a “fixed” mindset to a growth mindset can
help you to accomplish a lot more in your role. With a growth mindset, you believe that you
can constantly develop and evolve your knowledge and skills. You don’t see failures as a
problem but as an opportunity to improve. 

A growth mindset encourages you to constantly seek out new opportunities for development,
whether it’s enrolling in an online course, or reading industry publications. This approach will
ensure you’re constantly moving in the right direction. 

You can develop a growth mindset by restructuring how you think about your skills, abilities,
and future. Whenever you think you’re not capable of something, ask yourself what you might
be able to do to change that. Other ways to ensure consistent development and growth
include:

Challenging yourself with new projects: Seek out challenges that really put your
skills to the test. Volunteer for projects above your pay grade if it means you’ll be
able to learn new skills and hone your abilities. Consider telling your boss about
your personal career goals and asking them whether there are any projects you
can take part in which might help you to reach those targets. 

Be adaptable: Change can be challenging for anyone, but it’s a natural part of life.
Focusing on being as adaptable as possible in your medical sales position will
ensure you can pivot effectively when faced with new challenges. Try to look at
the positive side of change whenever you encounter it. For instance, if your
business starts using a new software system, see this as an opportunity to expand
your technical knowledge. 

Build your network: Your network in the medical sales industry doesn’t just open
the door to new employment opportunities. It can also be an excellent source of
knowledge and information. Interacting with other people in your industry will
help you to learn from them and look at concepts from different perspectives.
Consider attending industry events, joining medical sales forums, and taking part
in online groups on LinkedIn.

https://hbr.org/2016/01/what-having-a-growth-mindset-actually-means
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Pursue Your Career Path With The Support
of a Medical Sales Recruitment Company

One of the best ways to ensure you’re
constantly moving in the right direction
towards your medical sales career goals, is
to access the help of a professional
recruitment company. A recruitment
agency is one of the most valuable
resources a candidate has in today’s
marketplace. 

The right agency will help you to identify
your skills and abilities and define what kind
of roles are most appealing to you, based on
your specific values and priorities. They’ll
provide insights into the skills and
capabilities you need to develop before
applying for new roles. 

Plus, they’ll help you to determine which
companies are suitable for you, based not
just on remuneration and benefits, but also
on company culture. 

Most importantly, when you’re ready to take
steps towards your career goals, a medical
sales recruitment company will help you to
find the right opportunities. 

They’ll introduce you to companies that
need your specific skills and can even
provide advice on how to handle the
interview and application process.
Recruitment companies can work with you
through the whole life of your career,
providing constant support. 



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

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

Facebook
Twitter
Instagram

Connect with us on LinkedIn:

Follow us on:

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

https://www.linkedin.com/company/advance-recruitment
https://www.linkedin.com/in/karenmccurdy-advance-recruitment/
https://www.linkedin.com/in/dave-johnson-advance-recruitment-1b4a4211/
https://www.linkedin.com/in/liv-riley-joyce-medical-device-recruitment-expert-87379871/
https://www.linkedin.com/in/clarelbrennan/
https://www.linkedin.com/in/jasminimogenwilliams/
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


