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Field Inventory and Sales
Operations Software in RevOps:
A Strategic Advantage for
Medical Device Manufacturers

Revenue Operations (RevOps) has long been a transformative strategy
across industries, aligning sales, marketing, and customer success
functions to optimize the entire revenue cycle. Yet its application in
medical device manufacturing continues to remain underexplored.

By integrating field inventory management and sales operations software
into a RevOps framework, medical device companies can unlock
unprecedented efficiency, compliance, and growth.

This white paper outlines how these tools in particular can accelerate
the ultimate goal of aligning teams, streamlining processes, and driving
measurable outcomes beyond traditional SaaS applications.

RevOps: A Strategic Advantage

RevOps unifies sales, marketing, customer success, and finance under a
shared revenue goal. As a function, RevOps has widespread adoption in
software, eCommerce, manufacturing, and service organizations, among
others. For medical device manufacturers, this alignment is critical for a
variety of reasons, including:
1. Regulatory Complexity: Compliance with HIPAA, FDA, and ISO standards
requires cross-departmental coordination.
2. Supply Chain Dynamics: Real-time inventory visibility ensures timely
delivery of critical life-altering and life-saving devices.
3. Customer-Centricity: Seamless patient/provider experiences depend
on operational synergy across the value chain.

Unlike software or services companies, medical device RevOps address
additional concerns like physical product logistics, stringent compliance
requirements, and complex, multi-channel sales, making inventory
management and distributed field sales operations a key value driver.
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Field Inventory Management: The Backbone
of Operational Efficiency

Modern inventory tools bridge gaps between supply chain, sales, and
service teams, addressing many high-value challenges:

Challenge RevOps Solution Outcome

Stockouts Automated and/or +30% reduction in stockouts,
human-centered tracking for +20% faster replenishment
real-time inventory data

Excess inventory costs Al-driven demand +15% lower carrying costs,
forecasting integrated with +50% reduced waste
inventory systems

Compliance risks Automated audit trails and 99% compliance accuracy,
expiration date alerts minimized penalties,
decreased product waste

Some medical device manufacturers have reported reduced inventory
write-offs by 25% or more using various technologies to track expiration
dates and automate reordering.

Sales Operations Software: Driving
Alighment and Predictability

Sales tools embedded in RevOps enhance collaboration and
decision making:

¢ CRM Integration: Centralized platforms like Salesforce or HubSpot,
combined with inventory management, can unify customer data
and enable sales teams to align with marketing campaigns and
inventory availability.

» Forecasting Accuracy: Revenue and market analysis tools can
overlay historical sales with market trends to predict demand,
reducing overproduction risks.

« Territory Management: Al and predictive data can take real-time
inventory levels and regional demand to deliver insights to sales
and logistics teams, improving overall inventory turns.

ConnectSX 9301 W. 191st Street | Mokena IL 60448 | (708) 406.9865

SEE IT ALL



A CONNECTSX WHITE PAPER

For example, by integrating CRM data with field inventory levels,
companies can shorten sales cycles by ensuring reps promote in-stock
items. As an ancillary benefit, customer satisfaction is improved every
time a stockout is avoided.

Cross-Functional Benefits

1. Compliance Automation
a. Integrated platforms can automate billing accuracy and
regulatory reporting, reducing manual errors by 40% or more. The
benefits include reducing payment delays by ensuring product and
pricing accuracy up front.
2. Enhanced Customer Experience
b. Unified systems can enable 24/7 order tracking for hospitals and
distributors, improving satisfaction scores by 30% or more. Benefits
include significant reductions in lost inventory, as well as an increase
in cost recovery for lost or missing devices.
3. Scalable Growth
c. Research shows manufacturers using RevOps saw 19% faster revenue
growth and 15% higher profitability.

Implementing a Framework: Key Steps

Implementing RevOps can be daunting, but the benefits are well
documented. When integrating additional tools like field inventory and
sales operations, there are a few key steps to consider:

1. Audit Processes: Map workflows to identify bottlenecks in order
fulfillment, logistics management, quality assurance, or compliance.

2. Integrate Tools: Connect inventory management with sales ops
platforms for seamless data flow. If you're using a platform that provides
both field inventory management and field sales operations in a single
tool, consider additional integrations that will magnify the value of your
investment, like CRMs or ERPs.

3. Train Teams: Align KPIs across departments (e.g., sales quotas tied to
inventory turnover rates). Clearly articulate individual and shared
benefits of process adoption.
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Field Inventory and Sales Software in RevOps

Conclusion: Future-Proofing Medical Device
Operations

RevOps as a strategy can deliver significant value to organizations across
industries. Ensuring you're including all of the relevant data and insights
across teams is a critical component of success. For medical device
manufacturers, specifically integrating field inventory and sales tools into
RevOps can deliver:
« Improved inventory turnover by identifying slow-moving devices or low
volume reps and distributors.
* Lower operational costs through workflow automation and data access.
» Reduced capital costs through more effective tracking of inventory age,
product expiration, and demand patterns.
* Regulatory agility in shifting markets through real-time data capture
and controlled data management.
* Increase revenue through tighter alignment between teams.
* Improved team satisfaction by reducing manual workload and
increasing sales-related revenue opportunities.

By adopting this model, medical device companies can transform siloed
operations into a cohesive, patient-centric revenue engine.

Key Takeaway
RevOps in medical devices isn't about software.
[t's about orchestrating people, tools, and processes
to improve operations and drive growth.
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