Why SDR
Hiring in
HealthTech

Is Tricky

(And How to Solve It)

The HealthTech industry is growing rapidly, with global market projections exceeding $660 billion by 2025.
However, hiring the right Sales Development Representatives (SDRs) remains a significant challenge for
startups and scale-ups in this sector. The average tenure of an SDRis just 1.5 years, and turnover rates
exceed 34% annually making it even harder for companies to build stable sales teams.

The HealthTech and Medtech industries are experiencing unprecedented growth, driven by advancements in
technology, increased demand for digital health solutions, and the need for innovative approaches to
healthcare delivery. According to a report by Grand View Research, the global HealthTech market is projected
to grow at a compound annual growth rate/CAGR) 0f25.3% from 2023 to 2030, reaching a staggering $1.4
trillion. This explosive growth hasereated anjinsatiableidemand for skilled sales professionals who can
navigate the complexities of selling into healthcare ecosystems.

At Hirelf, we specialize in recruiting top-tier sales'talent for HealthTech companies. We understand the
complexities of hiring in a heavily regulated industrywhere technical expertise, compliance awareness, and
relationship-building skills are equally critical.'Inthis playbook, weoutline the major challenges, ideal SDR
profiles, sourcing strategies, interview techniques, and onboarding best practices to help HealthTech startups
scale efficiently.

e Ourteam of 15+ dedicated recruitment experts brings deep expertise in sales processes, ensuring we
match candidates with the right skills to drivelrevenue growth.

¢ To date, we have successfully serviced over 100+ clients , ranging from startups to Fortune 500
companies, helping them build high-performing sales teams.

¢ We maintain a 95% client satisfaction rate , reflecting our commitment to delivering exceptional
results and long-term value.



With access to a curated network of 50,000+ sales professionals , we provide tailored solutions to
meet even the most niche hiring needs.

Our data-driven approach ensures a 70% faster time-to-hire compared to industry averages, enabling
businesses to scale their teams quickly and efficiently.
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Meet the Team

At Hirelf, our team brings a wealth of experience and expertise to the table. Each
member is dedicated to driving success and innovation in our projects. Here's a
closer look at the key players making a difference at Hirelf:

1] Madhur Moudgil (Founder)

Madhur has over 13 years of sales experience in BED and
revenue growth. Alumnus of one of the world's top 10 B-
School. He has held key roles at VATIT Group, Trilogy Inc., Aon
Group, and Infosys across Ecommerce, IT, and Fintech.

2 | Dr. Sanskriti Swami (Co-Founder)

& PhD holder in Biotechnology, Dr. Swami specializes in
oncology and is passionate about advancing research in

cancer treatment. Her expertise spans cancer biology to drug
delivery, and her published works contribute significantly to
the field, including studies on biomarkers in breast cancer.

Our Commitment to Innovation

At Hirelf, our team shares a vision of progress, striving to push
technological boundaries and create innovative solutions that
benefit our industry and beyond.

To succeed in HealthTech sales, S st have a un‘blelﬁ skills:

Trait Why It Matter
Regulatory Awareness | Avoids compli and en s ethical selling.




Technical Aptitude Communicates product value effectively.

Resilience Navigates long sales cycles without losing motivation.

Relationship Builder Gains trust with multiple stakeholders.

Data-Driven Uses CRM insights for targeted prospecting.

70%

Hiring sales for VC-backed Our data-driven recruitment
startups needs a specialized strategy speeds up hiring
approach to find talent. faster than industry

averages.

&

Hirelf candidates
consistently outperform
peers, showcasing our
effective recruitment

process.

@ 35%

Startups should build sales teams during client satisfaction rate showcases our
peak recruitment for best results. commitment to delivering exceptional results
in sales hiring.

100+ HOk+

Clients have successfully partnered with us, Sales professionals in our curated netwark

ranging from dynamic startups to well- provide tailored solutions to meet diverse
established Fortune 500 companies. hiring needs effectively.




Challenges in HealthTech SDR Hiring

Hiring SDRs in the Healthtech and Medtech sectors presents several unique challenges that set it apart from
other industries. These challenges stem from the highly regulated nature of healthcare, the technical
complexity of products, and the extended sales cycles typical of the industry.

Healthcare Industry
Compliance Insights

Requlatory Focus

78% of healthcare execs prioritize regulatory compliance in tech
assessments, underscoring its industry importance.

HIPAA Awareness

In the U.S., understanding HIPAA regulations is crucial, with 70%
of healthcare professionals admitting they need more training on
compliance.

GDPR Compliance

With the introduction of GDPR in Europe, around 65% of
healthcare organizations are still working to fully comply with its
requirements.

Regional Regulations

Over 50% of healthcare firms face challenges with compliance
due to varying regional regulations.

Technology Evaluation

85% of healthcare execs say compliance is key in influencing
their tech adoption decisions.

1. Regulatory Knowledge
The healthcare industry is one of the most heavily regulated sectors globally. Sales professionals must
understand regulations such as HIPAA (Health Insurance Portability and Accountability Act) in the U.S.,
GDPR (General Data Protection Regulation) in Europe, and other region-specific compliance
requirements. A survey by McKinsey & Company found that 78% of healthcare executives consider
regulatory compliance a top priority when evaluating new technologies.



¢ Challenge : Candidates without prior healthcare experience often struggle to grasp the nuances
of compliance, which can lead to costly mistakes.

e Impact: Non-compliance can result in fines, reputational damage, and even legal action,
making it critical to hire candidates with a solid understanding of regulatory frameworks.

2. Technical Expertise
Healthtech products often involve cutting-edge technologies like Al-driven diagnostics, telemedicine
platforms, wearable devices, and electronic health records (EHR). For example, CB Insights reports that
Al in healthcare is expected to reach $67 billion by 2027. Selling these solutions requires a deep
understanding of both the technology itself and its application in clinical settings.

e Challenge : Finding candidates who possess both technical acumen and sales skills is difficult,
as these skill sets rarely overla
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4. High-Stakes Environment
In Healthtech, the stakes are incredibly high—products directly impact patient outcomes and quality of
care. A study by Deloitte revealed that 92% of healthcare providers prioritize solutions that improve
patient safety and clinical outcomes.

e Challenge : SDRs must demonstrate empathy, credibility, and a genuine commitment to
improving healthcare.

e Impact: Candidates lacking these qualities may fail to build trust with decision-makers,
jeopardizing deals.

Sourcing Strategies: Finding HealthTech SDRs

Finding qualified SDRs requires a combination of traditional and modern hiring techniques:



Explore Niche Job Boards and Platforms

Utilize dedicated platforms like AngelList for startup-focused SDRs
or MedReps for HealthTech roles. These specialized boards
connect you with candidates who are primed for your industry

needs.

Leverage LinkedIn for Talent Acquisition

Employ Boolean searches to target skilled SDRs in the HealthTech
sector. Focus on candidates with backgrounds in Medtech or
Pharma to ensure they fit your company’s mission and culture.

Engage in Industry Events and Conferences

Attend top-tier events like HIMSS Global Health Conference to
network and connect with potential SDR hires. Conferences are
excellent for sourcing candidates who are passionate about
innovation in healthcare.

1. Specialized Job Boards & Platforms
e AngellList & Wellfound (for startup-specific SDRs)
o MedReps (for HealthTech & medical device sales roles)

e BioSpace (biotech & pharma sales professionals)

2. LinkedIn Talent Sourcing

o Use Boolean searches: ("SDR" OR "Sales Development Representative") AND ("HealthTech " OR
"Healthcare SaaS")

o Target SDRs with experience in Medtech, Telehealth, or Pharma SaaS.
3. Industry Events & Conferences

e HIMSS Global Health Conference (top-tier HealthTech networking)

e HLTH Conference (startup-focused HealthTech hiring)

o Digital Health Summit (emerging tech in healthcare)



Interview Questions: Assessing HealthTech SDRs
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) Interview Questions: Assessing Healthtech Sdrs

Wondering how to evaluate candidates for HealthTech SDR roles? Understanding their approach
to compliance and product knowledge is crucial for your team's SUCCRSS.

Azsess knowledge of HIPAA end GDPR 1o Candidates should convey a clear
ensure candidates priortize data securify understanding of EHR systems, breaking
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1. Regulatory & Compliance Knowledge

¢ "How would you handle a prospect who asks about HIPAA compliance?"

¢ "What do you know about GDPR in relation to HealthTech sales?"
2. Technical Product Understanding

e "Explain how an EHR system works in simple terms."

e "Canyou describe a time when you had to quickly learn a complex product?"
3. Sales Process & Objection Handling

e "How would you handle a doctor who says they already have a solution?"

o "What steps do you take to nurture long-cycle prospects?"



Onboarding Best Practices: Training HealthTech SDRs for Success

1. Compliance & Industry Training
¢ Mandatory HIPAA, GDPR, and FDA sales training
e Role-playing scenarios involving compliance-related objections

2. Product & CRM Training
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Results We Deliver:
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