
Working in partnerships with global  
businesses; An insight to how we deliver 
success...

We take a different approach | Delivering better results

Email us at: MedicalSales.Info@prospect-health.com
Call us on: 01423 813 456

Here at Prospect Health we firmly believe that the success of  
any recruitment process is driven by knowledge, partnership,  
communication, process and expertise. Our aim is to work as an  
extension of your business, acting as a brand ambassador and passionately 
delivering your businesses success to the wider medical devices market. 

We do all the hard work, so you don’t have to.

Can you spot our brilliant  
Territory Sales Manager?

Did you spot her? We certainly did - learn 
how we expertly tracked down the best  
Territory Sales Manager for one of our 

clients.

Experience incudes:

99 Driven, dynamic, 
service focussed sales 
professional

99 2 Years theatre sale 
experience

99 Multiple sales awards 
at prior employer

99 Biomedical science 
graduate
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Delivering success with Prospect Health
One of our key relationships in the device market is with Stryker, a global device  
business that is constantly driving forward in the market thanks to innovative products, 
business strategy and having a workforce that can deliver their ambitious goals. 

Stryker facts:

�� Stryker employs over 30, 000 people worldwide

�� Annual sales of over $12 billion

�� Fortune 500 company

�� Times top 100 employer 

�� Has delivered continuous growth for the past 38 years

Stryker rely on us to provide recruitment services in 
the following areas: 

�� All level of sales professionals – Graduate to senior sales 

�� Clinical training specialists

�� Marketing / Product Managers

�� Service Engineers

Recruiting for Stryker:

Some may think that recruiting for such a highly regarded global  
business would be easy but that is not the case.

�� Highly competitive – Only the very best talent join the business

�� 4 stage process with profiling pass/fail exercise at stage 3

�� Internal recruitment team and 4 other preferred  
suppliers

�� Identifying and engaging the Stryker ‘Culture fit’

Our success is achieved by detailed process
We take the time to truly understand our clients business, its culture and vision for what they are striving to 
achieve in a competitive market. This knowledge allows us to identify the best candidates that suit the  
business, share common motivations and are able to deliver. 

Being able to identify candidates that are successful is only the beginning of the process. Understanding and matching culture fit in 
the modern market is vital. Candidates and clients need to have similar approaches to ensure they can deliver success, opposites 
rarely attract and being able to understand these dynamics mean we consistently provide the ‘right’ candidates for our clients. 

Understanding  
the exact dynamics 
of the team, local  

market and what the 
direct manager needs 

from the candidate

Competitor analysis, 
identify future stars 
who can step up in 

their careers

Thorough  
interview process 
with candidate to 
understand their 

ambitions, career ex-
pectations and career  

evolution

Manage  
resignation, counter 

offer counselling  
and support with  
onboarding to the 

business 

Identify the local 
market, who is  

currently performing 
and delivering success 

in the region

Approach and 
engage the market 

via our vast network 
– focussing on the top 

echelon of talent

Introduce to  
the client. Support 

both candidates and 
client through the  

interview processes 
via real feedback

34 placed candidates -  
Averaging 4 Cv’s submissions 
per role

63% of submitted candidates 
had initial face to face  
interview 

25 Offers were made, 24 of 
which resulted in placement - 
that’s 96%!

46% fill rate across 52  
vacancies on an Average time 
to hire of 4-5 Weeks

Our most recent work with Stryker from 
June 2017 - Present

63%

96%

46%

34

87% of the 52 roles we worked 
on resulted in interviews for 
our candidates

87%



<-
 3

0 
m

il
e 

ra
di

us -
>

Knowledge & Experience | Partnership | Passion | Service | Success

Email us at: MedicalSales.Info@prospect-health.com
Call us on: 01423 813 456

How we helped
Stryker find a Territory Sales Manager 
Orthopaedics in Yorkshire.

It took 22 
working days from initial brief to  
placing a suitable candidate...

Over that time we spent a total of 73 hours 
working on the project

52 Candidates screened, interviewed 
and evaluated against our client needs

from an initial 467 on our network within a 30 mile 
radius of the centre of the territory

A total of

87 key targets  
identified

3 High quality candidates were  
introduced to the client, all were  
invited to 1st stage interview 

JA | Regional Sales Manager at Stryker

I have worked with Prospect Health for a number of years. 
They have always been incredibly successful in sourcing 
medical device professionals for our business. David and his 
team understand our ethos, the market and the demands of 
the job really well. They are incredibly diligent and thorough 
and always available. We always receive relevant candidates 
from Prospect and I don’t have to waste time on people who 
don’t fit the required brief.

Centre of territory / 
search for suitable  
candidates

52 candidates engaged  
in Two-way dialogue

All 3 submitted  
candidates selected  
for interview

Our placed high calibre 
Territory Sales Manager

We placed 1 candidate with direct  
sales experience of 2 years with a  
competitor. They were able to hit the ground 
running with existing network and established  
relationships with surgeons /KOL in the territory. 

2 Made it to final interview after a four 
stage client process

100%of candidates  

introduced were  

invited to 1 st stage  

interview

Adam Hurdus| Talent Acquisition Partner at 
Stryker

In my 1st year at Stryker, I have worked almost constantly 
with David as a supplier. David has proved to be a valued 
supplier through consistent performance, collaboration 
and though his honest and down to earth approach. 
It has enabled a strong relationship focused on the 
same objectives. David’s honesty has driven some good 
outcomes, and in more challenging situations has enabled 
us to get to the best possible outcome. He is a high 
performing and highly valued supplier.

The brief
•	 Driven, dynamic, service focussed sales professional

•	 2 Years theatre sale experience

•	 Multiple sales awards at prior employer

•	 Sports science or equivalent graduate


