Job Title: Account Specialist Req 1125-21

LOCATION: Valencia, CA

POSITION SUMMARY:

This inside sales member is an integral part of the sales team and works in partnership with field sales
personnel and internal Client Management Associates (CMA) to define and secure potential revenue. In
this role, the Account Specialist fosters strong relationships with prospective leads, healthcare providers
and sales representatives via defined lead lists or marketing efforts as a source of workflows to secure
potential business. Accepts full ownership of all pre-sales activities initiated by field personnel, consumers
and trained referral sources.

SPECIFIC DUTIES AND RESPONSIBILITIES:

e Turns calls into revenue enhancing opportunities through identification of customers' needs and
using proactive sales coordination with the external Bioness Team.

¢ Makes outbound calls to current and potential customers as instructed, promoting current
marketing campaigns.

e Serves as a customer liaison, specializing in sales support for incoming referrals. The primary
focus is on maximizing revenue by identifying and meeting the customer needs and building trust.

o Educates customers on available products and their use.

o Interfaces with insurance carriers, patients, and healthcare professionals in resolving conflicts
and/or the completion of information needed to secure shipment of our products.

¢ Interfaces with patients demonstrating knowledge of healthcare regulations and system related
topics.

e Generates new sales by making sales calls to aggressively seek customers, develops leads,
recruits new physicians, and qualifies prospects.

o Develops relationships with customers to secure recorded information that includes, but is not
limited to; customer contact details, call outcomes, sales staging, and sales potential.

e Pursues assigned sales opportunities as generated through numerous marketing channels,
partnering with field personnel to achieve revenue quotas, including, but not limited to; alternative
funding sources, facility referrals, print advertisements, website inquiries, phone calls and e-mails.

e Maintains current product knowledge, operation of the products, benefits of therapies, including
new products or product changes, changes in the acquisition process and financial terms.
Maintains the ability to fluently explain the possible benefits received by using our technologies to
a non-technical audience.

e Promotes the generation of revenue for Bioness’ scope of services with all customer contacts.
Uses sales skills across our business product lines to meet and exceed target revenue goals and
acts as a liaison between the customer, referral, and the company.

e May perform other duties directed by management not outlined in this description.

Accountabilities

¢ Implements strategies and may function as a team lead to accomplish objectives.

e Solid knowledge of all products sold in the market segment and recommends products for a given
customer’s situation.

e Secures potential order assignments within 24 hours of receipt, by contacting customers, field
representatives or providers in order to schedule evaluation for new clients.

e Meets quota’s for conversion of leads to opportunities. Minimum of 4 calls within a two week
period to follow-up on schedules to identify next step actions.

o |dentifies delivery and/or referral issues; providing documentation regarding department issues
relating to refusal of services, delivery disputes, service issues, or referral complaints.

¢ Documents and communicates daily, new business, referral outcomes and client requests.

e Contacts referred customers for delivery coordination within 15-20 minutes of the referral
communication during business hours.

¢ Reviews and establishes accurate reporting for sales activity and incoming referrals.

e Researches and communicates daily issues relating to delivery or referral coordination with
customer service and dispatch.



e Reports lost revenue activities, based on referrals, cancelled orders, payer or scope of business.
e Stays attentive to competitor's product and merchandizing practices and informs Manager.

EDUCATIONAL REQUIREMENTS:
Bachelor’s degree or an equivalent combination of education and experience.

EXPERIENCE:
Two years’ experience in sales/inside sales, preferably medical device.

KNOWLEDGE, SKILLS AND ABILITIES:

Excellent interpersonal, oral and written communication skills.

Must demonstrate an enthusiastic, competitive, energetic, professional attitude.

Strong organizational, problem solving, customer service and planning skills.

Thorough knowledge of plan benefits and functionality of department operations.

Solid knowledge of MS Word and Excel software.

Previous experience and demonstrated success working in a high paced, goal driven, and results

orientated environment.

Time management skills are critical to success.

o Easily identifies reasons for problems and utilizes strong decision making skills with effective
solutions.

e Strong and effective consultative selling skills using effective negotiating abilities.

WORKING ENVIRONMENT / PHYSICAL DEMANDS:

The work environment characteristics and physical demands are representative of those an employee
encounters while performing the essential functions of this Position. Reasonable accommodations may
be made to enable individuals with disabilities to perform the essential functions. Must be able to use a
computer (hand, eye, finger dexterity) and may be seated at least 75% of time. While performing the
duties of this job, the employee is regularly required to talk, hear and input data into a computer. Ability to
use a headset and operate a telephone as the majority of the time will be spent on the telephone.

Contact: Submit resume to careers@bioness.com.

Bioness Inc. ™ offers a competitive compensation package, excellent benefits and growth
opportunities. We are an equal opportunity employer, committed to hiring a diverse
workforce, EOE/Minorities/Females/Vet/Disability
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