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Redirect the sales force to  
increase key account revenue.

CHALLENGE:

The medical device marketplace was changing in ways 
that required Boston Scientific to look differently at 
how it served strategic customers. A shift was occurring 
where Integrated Delivery Networks (IDNs) were being 
organized and run more and more like Fortune 100 
businesses. Both national and local relationships with 
suppliers were being put under ever-increasing scrutiny. 
Boston Scientific wanted to have more control over its 
destiny with the most important IDNs by organizing a 
new sales management approach called “Focus 1.” The 
company asked Catalyst to help launch an internal  
communications effort for Focus 1 aimed primarily at 
the sales force. 

	 RESULTS

•	� More collaborative, long-term relationships with significant  
IDN accounts were established.

•	� Ultimately, the company was able to implement a more  
organized, comprehensive and accountable IDN account focus.

•	� The company improved sales results within its targeted accounts. 
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