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Wer ist Heiko?

• Geboren in Witten, D 1966

• Dipl.-Ing., Univ. Bochum, D 1986-1990

• Ph.D., Bio-Engineering, Michigan, USA 1990-1993

• M.E. Müller Institute, Bern, CH 1994-1996

• SYNTHES: CEO Medivision, EC Member SYNTHES 1996-2003

• MBA, Zürich & New York 2002-2003

• Medtronic: Marketing Dir. Europe, Bus. Dir. Emerging Mkts, 2003-2012

Bus. Dir. DACH, One Medtronic Office, Senior Bus.

Dir. Spine Europe (250mio USD; 300HC)

• VISARTIS Healthcare GmbH 2012-

Interim CEO Elchrom Scientific AG (2013)

Innosuisse Startup Coach (since 2012)

Board: PersonalMedSystems, Berger, Lorange, idiag

Mandates: Coaching, Strategy, Bus. Development, 

Networking MedTech, KMUs uvam VISARTIS Healthcare GmbH



Boards
Teaching

Expert

Projekte 2019 - 2020

CoachingProjects Medtech

Business Development

Startups CH and international
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Netzwerk

• Large Medtech Network in Switzerland and International – Industry partners, 
clinics, chief surgeons, … 

• Contacts to many important suppliers in the Medtech sector (Synthes-Depuy, 
Zimmer, Stryker, Biomet, Mathys, Straumann, Nobel Biocare, Haag-Streit, Ziemer, 
Schaerer, etc) 

• Tight link to many players in the Medtech world, eg Medtech Cluster, Medtech 
Switzerland, World Medtech Forum, FASMED etc. 

• Broad experience in the areas of sales, marketing, KOL management, international 
distribution negotiations, R&D

• Regional know-how and business experience in Europe and Emerging Markets 
(LAT, RSA, Middle East, India)

• Direct market experience with investment goods as well as consumables 
(implants etc.)

• Experience in Medtech, coaching, communication  
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Traditionelle KMU Kanäle

• Aussendienst

• Kundendienst

• Netzwerk, Stammtisch, Sportverein

• Messen

• Kundenbesuche vom Chef

• (Oft eher langweilige) Mailings
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Participating in a 

trade fair is a big 

investment. A good 

preparation is 

worth it. Our trade 

fair workshop 

includes the 

following topics: 

Goals? Preparation

Presentation / Pitch

Marketing / Self-Marketing

Sales-Training

Target Groups

Follow-up

Debriefing
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Workshop Messe-Vorbereitung und -Auftritt
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Wirksam?
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Und plötzlich…



Und was jetzt? Kunden-Kommunikation?

• Website

• Newsletter

• LinkedIn
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Typische KMU Website

• Unsere Qualität ist toll

• Wir sind in der Schweiz (ja, teuer, aber die Qualität…)

• Es gibt uns schon seit … Jahren

• Wir machen …

• Und überhaupt, Schweizer Qualität…
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Es fehlt oft…

• Was habe ich als Kunde davon?

• Warum seid Ihr besser als die Konkurrenz?

• Was tut Ihr, um mich als Kunden abzuholen?

Praxistipp
Nr. 1



Beispiele
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WYON

• Batterien



Was wollen wir sagen?
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Technologie

Produkt

Features

Benefit

Kundennutzen!!!

You are here!

Money is here!

Firma



Medtronic Growth Potential
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Wem wollen wir es sagen?



Wo wollen wir hin?

Product/ service selling

• Understand customer needs 

within context of a specific 

opportunity

• Matches customer needs to 

product or service benefits

Solution/ value selling

• Understand business 

problem behind the 

customer’s stated needs

• Combine services, 

products, capabilities that 

address the customer’s 

business need

Trusted strategic partner

• Understand customer’s 

strategic business challenges 

and situation

• Provide value by advising 

and providing new 

information and insights 

that help the customer
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Website
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Kunden-

Nutzen?

Glaubwürdig?

Resourcen? 



Glaubwürdigkeit

• Expert

• Organizer

• Moderator

• Teacher

• …

19. April 2020 VISARTIS Healthcare GmbH18



Newsletter
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Was gibt es Neues?

Relevant für den Kunden?

Was kommt bald?

Aufforderung zur Tat?

AIDA!

Praxistipp
Nr. 2



LinkedIn
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Photo

Description

Network 

(Connections * 

800) 

Recommendations

Praxistipp
Nr. 3



Bad example

• Absolutely unspecific

• Offering unclear

• Mass email
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Haben wir den Kunden schon mal gefragt?

Implementation & Administration

Customer touchpointsBSelect participantsA

Data reportingCD Escalation/Problem solving/

Account management

Survey

Data

Reports &

Escalation

triggers

• Priming call

• NPS survey (online 

or phone)

• Follow-up

E

Note: Feedback loops implemented throughout the process in order to ensure optimization of 
program efforts, impactful results, and immediate escalation of critical issues
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Medtronic NPS

Clinical Non-clinical
# of
responses

NPS of non-clinical customers 

53ppts lower vs. clinical

NPS:

41%

NPS:

-12%

Improvement areas suggested by non-

clinical customers

“A uniform 'face' to customers.”

“Sales Reps are not so keen to work with the people 

who actually raise the purchase orders and pay the 

bill.”

“Prices of products may be an area for consideration 

given the current climate.”

“A “value” range of products with excellent SampleCo

standards would be a good idea.”

“Listen to what customers are trying to achieve and 

respond in more helpful ways.”
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Sample Co



Mal wieder die Preise anschauen

Was soll es kosten?

• COGS * X

• Konkurrenz

• Share of wallet (zB PlayStation 1 für 399$)

• Value (wie nachgewiesen?)

• Mindest-Bestellmengen

• Express-Zuschlag

• Mengen-Rabatt
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Tücken beim Deckungsbeitrag
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VISARTIS Healthcare GmbH

Herzlichen Dank!

Dr. Heiko Visarius
VISARTIS Healthcare GmbH
Preisegg 19
3415 Hasle bei Burgdorf
Switzerland

Cell: +41 79 1000 600

heiko.visarius@visartis-healthcare.ch

www.visartis-healthcare.ch
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