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Go To Market Options & Strategies: Cultivating Relationships Between
Medical Device Manufacturers and Doctors - Dr. Moody’s Method

I had breakfast at a vascular surgeon's office
last Thursday morning. There were four
doctors in the practice. They were absolutely
blown away by the AR (augmented reality)
product I had, they just couldn't believe it. I
want these small companies with really, really
cool technology.
- Thomas M Moody

Thomas M Moody is the founder and distributor of The Moody
Organization, an organization that looks for small to micro cap size
companies that have very niche and interesting products. His goal is
to place these cutting-edge medical technologies into the hands of
surgeons throughout Northwest Ohio and Southern Michigan. The
company has sold across the surgical specialties including
Orthopedic, General, Plastic, and Regenerative Medicine. Their
main objectives are centered around successful patient outcomes and
bringing value to the surgeons.

Moody’s aim when meeting with doctors
is to understand their practice and
provide them products that will fill a
need for them. He goes into these
meetings with many products and with
the flexibility to work with their goals
and constraints: “Whether I'm selling on
price, or some type of new innovation,
or something completely separately,
there's going to be a pathway that I'm
going to take with a doc. If they're
strictly concerned about price, I will
provide them with a cost effective
solution. If they're looking for some
type of clinical results, I will provide
them
that
solution
with
the
manufacturer.” For Moody, it’s more
about breadth than depth – he would
like to find even one product that a
specific doctor will need, rather than
find doctors that will use all of the
products he has.

He says, “I think I have the coolest job
on the planet, to take this new type of
medical technology and plug it into
these doctors and hospital systems.”
Moody will even go into the operating
rooms with the doctors in order to be
available for answering questions about
their usage of the product. Building this
support system for these doctors allows
for the relationship to go both ways – in
some cases doctors will come to Moody
with a very specific patient case which
he can then consult manufacturers in
his network for possible products that
would help the doctor in this procedure.
He can then also turn that procedure
into a case study that can be
distributed to the entire Salesforce.

In the age of COVID, he is finding that
access to doctors is restricted. Many
offices in the geographic region he
serves are still shut down and are not
seeing any device representatives.
However, when Moody was explaining
how the pandemic was affecting the US
market and his job as distributor, he
emphasized the communication and
relationship building effort for solid
partnership between doctors and
manufacturers: “Having relationships in
the hospital and really being able to tell
a good story about a new product or
service will get you in there“.

As a distributor is the middle man that
drives revenue between doctors and
manufacturers, Moody spends as much
time talking to manufacturers as he
does with doctors. He says, “There isn't
a week that goes by where I'm not
communicating with them, updating
them on what's going on, what are my
struggles, and asking them how they
can help me to sell more.” Since the
relationship between distributors and
manufacturers is a partnership, their
successes go hand in hand.

Moody places the greatest
importance on keeping his
manufacturers in the loop
with his conversations
with doctors in order to
cultivate trust and
credibility

The Moody Organization is always
looking to find new manufacturers that
create strong tech based products
that help surgeons, so they are a great
resource for market expansion. While
the majority of manufacturers they
work with have FDA clearance and are
on GPO, some of the companies they
represent are in the startup sphere and
are pre-FDA approved if they see its
long term potential. They understand
that every manufacturer is different
and see the potential in new and
innovative solutions. Additionally, if a
manufacturer also wants somebody
that does a lot of cases and has many
experiences promoting products, a
partnership with this distributor can be
helpful as well since they do try to
produce KOLs with their current
manufacturers.

The Moody Organization places the
utmost importance in cultivating a long
term relationship where they produce
revenue, keeping the manufacturers
happy, even if they are already selling
a competing product. The company
starts with a small piece of territory,
proves their value with results, and
then goes back to the manufacturer for
more territory, rather than jumping in
headfirst and risking their credibility.
This allows for the relationship to
progress step-by-step, and if one of the
parties is not happy with the outcome
the partnership can end at any time, as
there is no exclusivity contract.

-Content by Shannon Lindahl, Global Business and
Marketing Associate at BDMT Global
If you are interested in connecting with Thomas M
Moody or in working with The Moody Organization
please send an email to sim@bdmtglobal.com

