
CASE
STUDY
Spaced Learning for Diabetes
Training in a Medical Device
Company: MedTech Innovations



Spaced Learning: Case Study

Case Study: Spaced Learning for Diabetes Training in a Medical Device Company

Background:

MedTech Innovations, a leading medical device company, is on the brink of a significant
breakthrough. They are preparing to launch a revolutionary insulin management solution,
"InsuLife," designed to improve the quality of life for diabetes patients significantly. This
state-of-the-art device is the result of years of research and development and promises to bring
a new level of convenience and control to diabetes management. However, the success of
InsuLife hinges on the ability of MedTech's sales team to communicate its benefits to the
medical community effectively.

Recognizing the importance of this, MedTech's leadership has decided to invest in a
comprehensive training program for its salespeople. The goal is to ensure that every member of
the sales team has a deep understanding of diabetes, its various types, the symptoms, causes,
and effects associated with each type, and how InsuLife can make a difference. This knowledge
will empower the sales team to have meaningful conversations with physicians, confidently
addressing their questions and concerns and persuasively articulating the advantages of
InsuLife.

Stakeholder Request:

MedTech has requested a "diabetes training" program for all its salespeople to be completed
before the product launch in six months.

The training should not only cover the medical and scientific aspects of diabetes but also
provide the salespeople with the necessary vocabulary and communication skills to effectively
engage with physicians.

Potential Business Goals:

The business goals and outcomes for this case study could be as follows:

1. Improved Product Knowledge: The primary goal is to ensure that all salespeople have a
comprehensive understanding of diabetes and the new insulin management solution. This
knowledge will enable them to effectively communicate the benefits of the product to physicians
and other potential customers.



2. Increased Sales:With a thorough understanding of the product and the condition it treats,
the salespeople will be better equipped to sell the product. This could lead to increased sales,
which is a key business outcome.

3. Enhanced Brand Reputation: By demonstrating a deep understanding of diabetes and its
management, the salespeople can enhance the company's reputation in the medical
community. This could lead to increased trust and credibility, which are important for long-term
success in the medical device industry.

4. Customer Satisfaction and Loyalty:Well-informed salespeople can provide better service
to customers, leading to higher customer satisfaction. Satisfied customers are more likely to be
loyal to the brand and recommend the product to others, leading to increased market share.

5. Competitive Advantage: The training could give the company a competitive advantage. If
the salespeople are more knowledgeable and better able to communicate the benefits of the
product than their competitors, physicians and other customers are more likely to choose their
product.

6. Reduced Support Costs: If the salespeople are able to educate physicians and other
customers about the product effectively, this could reduce the number of support calls and
related costs.

7. Regulatory Compliance: In the medical device industry, it's important to ensure that all
claims made about a product are accurate and substantiated. The training will help ensure that
the salespeople make accurate statements about the product, helping to maintain regulatory
compliance.

Audience: The audience for this training program is a diverse group of 100 salespeople.
● They come from different sales experience backgrounds in the medical device field
● They have different levels of understanding of diabetes
● Are tech-savvy, equipped with tablets and up-to-date mobile devices
● Currently working in the field, often on the move, with limited extra time
● Despite their busy schedules, they are committed to learning and are motivated by:

○ The potential impact of InsuLife on the lives of diabetes patients
○ The higher commission potential
○ The chance to make a name for themselves in a new vertical

Your challenge:

Develop a learning reinforcement plan to ensure salespeople hit the ground running and meet
potential business goals.


