
Selling Into the VA

VA OUTREACH

Specialized inside sales support for healthcare companies pursuing Veterans Affairs opportunities.

The VA healthcare market is lucrative, but it rewards patience and process - not generic outreach. Buying decisions involve
clinicians, purchasing teams, logistics staff, administrators, and field representatives. Rarely a single buyer. Often a long cycle.
CallingWorks helps healthcare companies do the unglamorous work that opens doors in the VA: researching accounts, identifying
the right stakeholders, sustaining outreach over time, and creating the conversations your field sales team needs to close.

The VA Sales Challenge

Multiple stakeholders per opportunity. Clinicians, purchasing,
logistics, and administrators all shape the path forward.

Long cycles, sustained outreach. Opportunities rarely close from
a single call. Success depends on persistence and timing.

Contact discovery is harder than contract mechanics. Most
companies underestimate the work it takes to reach the right
people.

Why CallingWorks
10+ years executing healthcare sales outreach

Experienced with VA-related healthcare sales outreach

Women-owned and operated business

Inside sales model built to complement, not replace, your
field team

Process discipline designed for long institutional cycles

What CallingWorks Does

Account Research
Identifying target facilities,
departments, and contexts
where your solution fits.

Stakeholder Mapping
Finding the right contacts - not
just any contact - across clinical,
purchasing, and logistics roles.

Relationship Outreach
Sustained, healthcare-literate
conversations that increase
visibility inside target accounts.

Field Sales Support
Preparing meetings, scheduling
demos, and keeping accounts
warm so your field team can
focus on closing.

Ready to pursue VA opportunities with a sales process
built for the market?
Schedule a conversation.

CallingWorks
Joanne Wills
joannewills@callingworks.com
781-444-3377
callingworks.com

VA-related healthcare outreach support for product-specific opportunities, stakeholder mapping, relationship development, and field-sales handoff.

c a l l i n g w o r k s . c o m

How an Engagement Looks

01

Discovery
Your product, target facilities,

and ideal stakeholders.

02

Research
Account and contact

intelligence specific to your
opportunity.

03

Outreach
Structured, sustained

conversations that surface real
interest.

04

Handoff
Warm meetings, demos, and

qualified opportunities to your
field team.

05

Close the Sale
Follow-through informed by

experience closing VA
opportunities and

opportunities in other
verticals.


