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I. OrthoTex Orthopedic Knee Joint Replacements
A. Product
1. product to be sold is orthopedic knee joinl replacements
2. the arlificial joinl is placed inside the patient’s knee
~ allows the patient to move wilhoul pain
~ acls as a single axis system (il pivots back and forth al one point)
3. the doclor actually places the metal equipment into the palieni's knee to
replace the natural joint
~the ceramic pivoling parts have been proven te last 907 longer than the
traditional metal pivoling paris
4. replacement joints are meant to be & permanent fix for the palient’s ailments
5. joint replacements are bought in a compiete sel of sizes: 2 of each size for - g7n/
right, and 2 for each size of lefl. As one is used, another is aulomatically
ordered to take il’s place in the inventory. {they will have 44 sels in all).
~the business buying the product must purchase each ifem to be placed
in their inventory.
—any unused products are the liability of the business, not OrthoTex's
6. all OrthoTex products have a guarenteed for life they will be replaced at
OrthoTex's expense if there are probiems or defects,

B. My company
OrthoTex
Based cut of Minneapolis, MN
27 branch offices nationwide, with 500 employees
[n business lor &5 years
corporate image= high tech, professional, slale—of-the~art products
provides high quality, technologically advanced joint replacements to hospitals
- the company research and development is in the Minneapolis branch
~ extensive testing is done on all new products before they are sent for
national testing.
7. has an overnight delivery guarentee
- if the product isn't recieved in the next working day, the hospital
will recieve the product as soon as possible, plus a 100% refund on
their order.
— this policy applies to special size orders loo
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II. Altru Health Systems. Orthopedic Department
A, The buying lirm
1. Allru Health Systems Orthopedic Department
~ Altru is a large hospital system, including several clinics, rehab facilities
and surgical facilities
- Doclors in orthopedic dept make buying decisions, bul decisions must
be approved by the administration
- buyer= head orthopedic surgeon
a. is in charge of choosing and lesting out surgical parts for the
orthopedic department
b. will actually uge the product
¢. asstmes role of user and influencer in buying decision process
d. has been in this position for 10 years
2. Currently using a knee replacement from Zimmer Trilogy
— Altru has been using this particular product from Zimmer for a year now




- It’s a standard single axis knee replacement, that Allru buys from
Zimmer
- Zimmer's product is comparable to OrthoTex’s (mine), but theirs is a
standard version, whereas OrthoTex's uses the latest technology
~ Altru is considering changing suppliers for knee joint replacements

B. Buver's needs

1. Qualiiy
~ the product needs to be long-lasting (the life of the patient)
- easy Lo use for surgeons
- N¢ excessive training needed for surgical stalf
-~ must meet all safely and testing slandards

2. Convenlence
~ the company that Altru buys from must use EDI to keep inventory

constantly stocked R

- must be easy to order special sizes
~ fast delivery of replacements inventory (overnight is best}

(. What OrthoTex has done so far with the Head Ortho Surgecn and Altru
1. The buying process of joinl replacements al Allru
- first, the seller must present the product to lhe adminisirative slaff
— if the administration likes the product, they will have the head
orlhopedic surgeon meel with the sales rep
- the seller's goal at this meeting is to get the surgeon lo eilher agree to
a test trial of the product, or to straight out buy the product
— if they test trial, the seller will be at the hospital to provide training
and to oversee the surgeries
— if the product is purchased for the hospital, the seller will provide
{raining and be available whenever necessary io provide help to the
surgical staff
2. the seller has not mel with this pariicular surgeon bhefore
~the seller has mel with admin staff. in order to set up this meeting wilh
the head surgeon
a. one month ago. the seller met with the admin. staff
b. a presentation of the product was given- test results, product
omposition, testimonials,
~the head surgeon (buyer) has met with another OrthoTex representative
before, several years ago
3. OrthoTex has done business with Altru before
~ Altru bought knee joint replacements from OrihoTex 6 years ago
— The hospital switched suppliers for price reasons 6 years ago
= They switched to Zimmer Trilogy
4, Other buginess deals belween Allru and OrlhoTex
- Altru uses OrthoTex’s hip ioinl replacements
- They have done this business logether for O years now

. The Buyer's Oplions
A, OrthoTex's Single Axis Total Knee Systems

1. Prices = the 4-picce set for $5000

2. Strenglhs
~fast and efficient ordering system (EDI)
-state-of -the—art products
- high quality
~on site trainipg of surgical stafi, post-sale support

3. Weaknesses
~the product is new, and requires re-training of staff



~high priced product

B. DePuy [uraloc

1. Prices= $4500

2. Strengths
-EDI inventory system
~high quality

3. Weaknesses
-their products are of good quality, bul they aren't stale—of-the-art
—although they use EDI, their inventory control sysiem isn't reliable

C. Zimmer Trilogy

1. Prices= §4800

2. Strenths
-EDI invenlory system
—high qualily
-provides training of surpical staff

3. Weaknesses
~based oul of St. Louis, Missouri, so shipments take longer lo arrive
—produets aren’t as lechnologically advanced as Zimmer's competitors

D. Steroid Injections {Corisene)
1. Prices= $800 every 6 months to one year
2. Stenglhs

- can take place in the doclor's office
- less expensive
3. Weaknesses

~temporary sclution
—may or may nol provide relief

[V. Objectives
A. Primary Goals- to arrange for a set of several lest irialy at Altru

B. Minimum Coals- to meet with the surgeon, and get him/her to accept an information
booklet on the preduct

€. Optimistic Goals— to make a sale on the spot, for an inventory of replacement joints.
(2 of each size of right knee, and 2 of each size of left knee., 44 in all)
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1. vetwm?n;ng the staff 1o use a new product is such a hassle.
“~..2. Zimmer and DePay are both Jess expensive.
3. I haven't heard how the naticnal test trials went.
4, 'm comfortable with the product that we are currently using
5. You're too young to know what you are talking about.
6. You don't have a medical degree. How do I know yeu know what you're talking about.
7. Tdon't iike OrthoTex's producss.
1A\y}ﬁais product doesn't test trial welt at Altru, it will reflect poorly on me.

9. Have you or a friend ever tried this product?

10. This new product hasn't been used long encugh to see how it withstands wear and tear. How do 1 know this is a quality, long
lasting product?

11. Tdon't like you.
12, I don't like OrthoTex.
13. Pm just not interested in trying 2 new product right now.
14. Ineed time to think about it.
15. | don't Eke the sizing system, it isn't the same as our old one.
6. 1 don't like the design.
17. t was looking for a different type of material.
18, This product just doesn't seem durable.
19. 1 need more information
20. Is it true your company Iost money last year?
21. How do [ know you'll be in business next year?
@'Whu does your designing?
23. How do | know you can deliver on time?
24. 1wasn't looking to spend that much money.
25. We always get a special discount
26. I'd like to talk it over with the other surgeens
27. 1want to look around.
28, Just leave me your literature. I'll study it and then let you know what we decide.

29. Tbelieve we might be able to do business if you are willing to start seeing me socially.

éj& 1 wili need to see data on revision rates. (revisioas are done due to failure; a re-do)
31. There is not enough variety in sizes.

32, L dont ke
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33. 1 don't Tike the fay out of the rays/pans. It Jooks as though it could be difficult io work with.
34. I don't like the cost of makntaining inventory.

35. Can OrthoTex carry the inventory so that Altru only has to cover the cost of what is used?
36. 1 don't like the templates.

37. Will this product require changing brands of drills to utilize different drill bits specific for this iter?
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1. Yes, retralning is a hassle to deal with. bul [ assure you, the process isa'l & long one. In
addition, I'll be there every step of the way, to take care of all of the training, and questions
thal the staff may have.

2. 'The higher price accounts for the higher quality of product. The parls are more expensive, but
Lthe ceramic ones will last 90% longer than the traditional parts. It is worth it in the long run.

3. the test trials were actually just published in last month's Medical Journal. OrthoTex passed all
trials with flving colors, and was listed in first place among our compelilors. [l was a quile recent
publication, ils understandable that it isn't commen knowledge at this point.

4. [ understand that you and your staff are used to your current product, however, getling
too comfortable with a producl is a danger. The industry is constantly changing, and it is
important

to keep up with those changes.

5. Yes. | am young, but | see that as an advantage. My lraining is up to date, and { am
enthusiastic.

Pulling 14, 15, 16 hour days is no big deal to me. | am able to keep on top of things and still have
time and energy left over.

8. Although I don't have a medical degree, OrthoTex fully trains us in orthopedics. [ know the in's
and
out's of the procedures and products used.

7. Why is that?? {probe to find cut WHY lhey don'l like the products)

8. | understand your concern. You'd be taking a big risk, frying out a producl you didn't know.
But, T wouldn'l be selling you this product if T thought you'd have problems trialing il.

9. Yes, aclually my sister’s father—in—law just had a knee replaced. They used this exact joint in
him, and he's deing as good as ever.

10. This product has undergone extensive lab lesting, foliowed by human trials. All evidence shows
that it is a qualily product that will withstand wear and lear above and beyond the compeliiion’s
products.

1. I'm sorry to hear that. We've just metf, is there something that | did to make you not like
me?

12. 1 can certainly understand how you feel. You haven't used our products for several years.
Crookston's Meritcare’s ortho department fell the same way before they boughi from us. Bul after
using our knee joints, they found that the quality was actually much better than their previous
joints.

13. T understand that you don’t want to change products right now. Crookston's Meritcare felt the
same way, they were satisfied with their knees. but after a series of lest trials, they found thal both
the staff and palients were happier with our knee joints.

14, s there anything you are specifically worried aboul thal | could clarify? What exactly do you
need



more time {o think about?

15. The system is different, but we believe it i3 better than the old one. Ii does take a few tries to
gel used Lo, but in the long run, it will make not only sizing beller, but it will help with record-
keeping, inventories...and many other aspects.

16, Which feature dont’ you like about it?? Is there a feature that | can tell you about more?

17. Which materials were you referring to? QOur manufacturers make these parts especially for us,
no olher company has the same. They have been tested extensively and have proven to be of
superior quality. Can | show you this chart showing the test results?

18, The material used, has been developed through vears of research and development. I has
proven

lo be a superior material that will withstand wear and tear above and beyond the competition's
products.

1. Is there something specific thal 1 can clarify for you? {probe lo find cul WHAT they need more
info on)

90, Yes, that ig true. Bul neither did J&). Zimmer or DePuy. I'm nol sure of their reasons why,
but we didn’t make money because we invested large sums in a new plant in Chicago.

21, You don't know if we'll slill be in business next year. but why would we spend huge sums
of money on research and development if we were going oul of business?

22, OthoTex has a team of engineers in Minneapoiis that do all of the research and design for the
company.

23 We are hased oul of Minneapolis. and have a distribution center lhere. We guarenlee overnighl
delivery on all of our products. Even special size orders can be filled overnight. [f we don't [ulfill
this gnarentee, we will gel the product to you as quickly as possible, and you will recieve 100% of
your money back on that order.

24. Tt is & lot of money Lo spend, bul this product is an expensive one. The malerials used lo make
ioints are quile pricey, but they are also elite. For a superior quality product, a higher price can
be

justified.

25. We do offer a 25% discount on orders of 20 pieces or more, thal's usually the initial start-up
order. Discounts on everyday orders aren’t ordinary in this line of products for OrthoTex.

26. 1 understand why you'd want te talk it over with the others. This is a decision that will
impact all of you. Bul is there anything that [ can gel for you.. more information on something,
that will help you out? I'd like to set up a time to meel with them, if | could.

27. 1 understand why you'd feel like you should look around. Can ! get you any more information
thal will help you make a decision?

28. When will you let me know? Should I give you a call. in lel's say, 2 days?

29, T am flattered that you say thal, but it is against my company policy. If we could gel back to
my presentalion that would be great.now, about the lest trials at Altru..

30. 1 have that right here in my portfolio..as you can see we are ranked quite high in this
calegory...



31. We have 11 regular sizes, plus we make smaller and larger sizes to special order. This variely of
sizes is standard for OrthoTex lines, and seems to work quile well with our customers.

32 1 understand your concern. This is a new product.made from new components. Our procuct has
undergone extensive lab testing, followed by human trials. All resulls have shown ihal this is a sale,
quality, durable product.

23, The tray set up is slightly different from what you currently use. It may appear to be
confusing,

but after a training session or two, most people LIKE the different set up beiler. They find it to be
more easily accessible during the procedures.

4. The set-up cost of installing the FDI system is covered by OrthoTex. All inventory is ordered
automatically. as parts are needed. Shipping is the only addilional cosl thal would apply to
maintaining the inventory, and that's something that hospitals musl pay regardless of their vendor.

35. Our company pelicy is thal, hospitals keep two of each sel, for both side-left and right- In
stock

at all Limes, unless the hospilal has a policy stating that they need more than that on hand. Only
what is needed is ordered. Anything thal is unused cannot be returned to OrthoTex though,

36. Is there something specific that you don't like about them? | can demonsirate how they are
used, if you would like.

37, Our product requires the same drill and drill bits thal most other brands and models do. We
have found that the standard drill does the job just as well as any other, so we saw no need to
design a new drili for Lhis model of knee.



