m Capital Sales Strategy Playbook

The 10 most important sales strategies ranked for long-cycle, high-stakes capital medical sales.
Includes stakeholder-specific examples.

Ranked Strategy

Capital Sales Application & Example

1. Qualification (Top Priority)

Don’t waste 12 months on a dead deal. Confirm budget, decision-makers, and urgency
Example Question: 'Is this in your capital budget for this fiscal year, and who else will b

2. Needs Discovery

Ask structured questions to uncover motives for each stakeholder.

Surgeon: 'What slows you down most in your procedures today?'

CFO: 'What's your #1 priority in capital investments this year?'

Nurse Manager: 'Where do you see workflow bottlenecks impacting staff most?'

3. Value-Based Presentations

Sell outcomes, not features. Always tie product features to measurable results.
Example: 'This imaging system reduces OR time by 15 minutes, creating capacity for $

Treat objections as buying signals. Loop back into value.
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4. Objection Handling CFO: 'It's too expensive.' - '‘Compared to what? Downtime savings cover cost in under 24 months.'
Deals stretch 12—18 months. Stay visible with surgeons, finance, and admin.
5. Follow-Up Discipline Action: Map a 12-month cadence of value touches: case studies, ROI data, workflow s

6. Creating Urgency

Hospitals stall by default. Frame waiting as risk.
Example: 'Every quarter of delay costs 300 cases and $1.2M in lost revenue.'

7. Rapport & Trust

Become the trusted advisor. Show empathy with staff, authority with surgeons, logic wi
Action: Mirror energy and motivations for each audience.
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. Closing Techniques

In capital sales, closing = micro-commits.
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Example: 'If outcomes meet your standards in the pilot, will you champion this in committee?'

9. Prospecting & Pipeline

Hospital cycles are long — volume of opportunities is your safety net.
Action: Keep 2—3X quota in active pipeline at all times.

10. Mindset & Self-Discipline

Capital sales is a grind. Reset daily with visualization, tracking, and studying objections.

Action: Treat yourself like an athlete — preparation = confidence.

m Master these 10 ranked strategies and you’ll outlast competitors, guide committees with authority,
and close high-value capital deals with confidence.



