To:  Classmates of  ENGL315-40
From:  Melanie Gervaise
Date:  1-28-2013

Subject:  Cardiovascular Application Specialist
Cardiac Application Specialist is an interesting job that provides diversity every day. I work with a sales team to promote Philips Cardiovascular Echo equipment to hospitals. Imagine that you get to meet different people all the time and are always learning something new. To me that is extremely exciting. I never know what my day will entail, no matter how well I organize my calendar.

Almost all application specialist positions require a good deal of knowledge of technology of some sort of specialty. You would not want someone to go into your operating room to demonstrate a piece of equipment that they have never used, would you?  
For those of you who have never had an echocardiogram, this is a specialized medical ultrasound of your heart.  A qualified technician uses a machine to take live video of your heart beating. The technician checks your chambers for leaking valves as well as any other abnormalities.  With these test results, a cardiovascular physician can plan the correct action of course for a patient.
My job entails:

· Keeping up with multiple clients

· Providing demonstrations of our equipment

· Traveling to different hospital and clinic facilities to train staff
Keeping up with multiple clients
My territory goes from Amarillo, Texas, all the way down to Laredo, Texas. If you look at a map below in Figure 1, you will see it is a great deal of territory to cover. You can imagine by looking at the map that I would come across a lot of hospitals and clinics.  Not everyone is a client of ours but most are. The red arrows in Figure 1 show you where our main clients are.
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                                                                             Figure 1 The red arrows show where my territory lies within Texas.
In order to keep up with the clients, having my technology by my side at all times is key.  My iPhone keeps all my contacts at my fingertips. As you can see in Figure 2 below, I use my iPad to make it simple to have my clients sign the necessary paperwork digitally so that I can keep track of it easily and quickly email it to where it needs to go. These tools help me keep organized, which is a huge part of the job.  
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Figure 2 A customer acknowledgement form on my iPad.
Providing demonstrations of our equipment

When a hospital or clinic is contemplating on purchasing a piece of equipment, they realize there are multiple choices, prices and different styles of equipment.  It is like going into a jewelry store to pick out an engagement ring and realizing there are multiple styles, designers and prices. How do you choose? As the Cardiac Application Specialist, it is my job to pave the way for the client to choose our brand of cardiac equipment as you can see below in Figure 3.



Figure 3 Illustration of a Philips ie33 

Would you just look at one car and purchase it without looking at all the other options?  I know I would not. In the process of a hospital or clinic purchasing a piece of equipment, they also would like to test-drive the equipment.  I team up with my sales man and we bring the equipment to them.  I show them what it can do and let them handle the equipment as well.  
A couple of weeks ago my account manager and I had a demonstration at a local hospital in San Antonio. We were the first to demonstrate our equipment, so instead of scanning just anybody, I suggested to the client that there be one person who could be scanned by all of the different vendors so the client could see the true comparison. This tactic is a great one since it makes the playing field all the same. 
During the demonstration, I scanned the model first.  I then let the client scan the model and get a feel for the equipment.  By the end of the week, we got a call saying the client would like to purchase from us.  That is how we let our clients test drive our equipment.  We show them how to start the car and parallel park and then let them try it themselves so they can see how easy it is. 

Traveling to different hospital and clinic facilities to train

After the hospital or clinic has decided to purchase our equipment I come back to do the official training.  Since I have a clinical background in the same field as the technologists who are going to be using the equipment, this makes the training easier. The reason I say this is that we are on the same page. I know what they need to get to provide images for the cardiologist because I was once the technician myself.  
I also train them on how to operate the equipment and customize it to the facilities liking.  It is like purchasing a new computer from Best Buy and the Geek Squad sets the computer you purchase up the way you want them to.  They download all of your applications from the previous laptop onto the new one.  They also may add software to the new laptop that you did not have before but would like on your new one.  In short, think of me as the geek squad for the new cardiac equipment.

In the end, the tools that I described above help me complete my training. The iPad has applications that I can use to have the client sign off that I was there and completed my duties for them. Then it is off to the next client.

All in all my main point is that as a Cardiac Application Specialist, I travel, meet new people and train them on equipment that I help them choose.  It is a job that I enjoy and that requires me to have a thorough knowledge of my field of choice of cardiology. Having technology to assist me only makes my job easier and that way I have more time to concentrate on the clients and their needs.
Sincerely,

Melanie Gervaise
Philips Application Specialist

