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Attune Medical generates one million in sales 
pipeline in three months

Attune Medical is a medical device company that 
provides patient core body temperature management 
via the groundbreaking ensoETM device.

The EnsoETM 
enables physicians 
to quickly warm 
or cool a patient’s 
core temperature 

for improved patient outcomes. Founder, Erik 
Kulstad, M.D., M.S., combined his knowledge as a 
former chemical engineer and auto mechanic with 
his knowledge as a practicing emergency medicine 
physician to develop the device.

Attune Medical was an early-stage company that 
faced the challenge of getting their unknown device 
in front of many hospitals to fuel their growth. They 
successfully partnered with Patty Laushman and 
Revenue Catapult to rapidly increase the number 
of introductory sales calls they were having, which 
created a more predictable and voluminous  
sales pipeline.
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Transformed from 
unpredictable, expensive sales 
and marketing approaches to 
a predictable, scalable and 
data-driven sales system

One million 
dollars in 
sales pipeline 
generated in  
the first 90 days

Results Summary

Background Problem
In the first two years after receiving FDA approval in 
2015, Attune Medical generated about $1 million in 
sales at $660 per device. In late 2017, they secured 
a round of investment which brought pressure for 
increasing revenue rapidly. The challenge was getting 
the ensoETM device in front of the 5,000 hospitals in 
the U.S. they identified as their target market and in 
the hands of end-users as fast as possible.

Dr. Kulstad and his team were using traditional 
approaches like participating in conferences, 
sponsoring booths and hoping to connect with people. 
They were also placing ads in medical journals and 
buying banner ads on websites. The approach was 
expensive and the results were unpredictable. 

Attune Medical needed a system that would enable 
them to cost-effectively secure new customers at a 
faster rate. They already had a good database of 
prospective customers, but they didn’t know how to 
reach them efficiently and effectively in a measurable 
way that could be optimized.

There’s always pressure after you raise 
capital, whether it’s overt pressure from the board 
or from investors or from internal stakeholders or 
just the pressure of doing more. No one’s ever 
going to say, ‘You’re growing too fast.’

“
”

Erik Kulstad, M.D., M.S., Co-Founder 
and Chief Medical Officer, Attune Medical
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Solution
Patty with Revenue Catapult helped Attune Medical 
hypothesize who to target at the ideal hospitals across 
the United States. They knew using the ensoETM 
made the nursing team’s jobs easier, so the initial cold 
outreach efforts heavily targeted chief nursing officers 
(CNO’s) and nursing directors with personalized 
messaging about the job benefits. Patty also had 
Attune Medical target chief medical officers (CMO’s) 
and communicate the benefits the hospitals and 
patients could expect to gain from using the innovative 
new device. 

Patty wrote the sales content and configured a sales 
enablement platform to deliver the right messages to 
the right people while leveraging automation wherever 
possible to maximize efficiency. She also brought 
visibility to what was happening with the campaigns 
and provided data-driven coaching. She trained one 
of Attune Medical’s staff members, Stephanie Slisz, a 
registered nurse, in how to use the system and do cold 
email outreach as a sales development rep (SDR). 
Finally, she created a sales engagement playbook that 
would enable them to function independently. 

Meetings with nursing heads started to trickle in, but 
surprisingly, the data showed that even though chief 
medical officers were not the appropriate person with 
whom to have an initial sales conversation, they were 
much more responsive and willing to refer Attune 
Medical to the head of nursing for a conversation. 
Oftentimes, these nursing leaders had ignored the 
SDR’s direct approach, but once referred by the chief 
medical officer, they were nearly always willing to 
schedule an introductory phone call. 

The ability to test and optimize quickly was a major 
turning point for Attune Medical’s revenue growth. 
More meetings turned into more device demos which 
turned into more sales. Within three short months 
of working with Patty and Revenue Catapult, Attune 
Medical identified $1 million in sales pipeline, much 
of which ended up closing. Best of all, they had 
measurable, repeatable processes they could execute 
themselves that catapulted them to the next phase of 
their business growth. 

Beyond transforming Attune Medical’s revenue 
generation engine, Patty went above and beyond by 
essentially becoming a member of Attune Medical’s 
core team. Patty was there to walk them through 
everything, overseeing the execution of the process 
and providing guidance until they were ready to 
function on their own. In Revenue Catapult, Attune 
Medical found a true partner with whom to  
share success. 

If I could just get them on the phone, I was 
more likely to get a meeting with them than 
not, and the sales development system Patty 
implemented made that easy. I thought her 
program was incredible and could be effective 
even with entry-level sales reps.

It was serendipitous that we got connected to 
Patty, and I’m not sure how I would’ve discovered 
the approach otherwise.

When she sees your company succeed, you 
see the genuine excitement on her face.

“

“

“

”

”

”

Stephanie Slizs, BSN R.N. and Sales 
Development Representative

Erik Kulstad, M.D.

Erik Kulstad, M.D.
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Modernized sales system 
Transformed from unpredictable 
sales and marketing efforts to a 
modern, scalable, data-driven 
and iterative sales system 

Empowerment for success 
Strategy, execution and training 
that enabled them to function 
independently and drive their 

Fast pipeline creation  
One million dollars in new 
potential revenue in the first 
three months

Results

Take Your Company to the Next Level 
with Revenue Catapult  
Does your organization need an 
experienced sales development strategy 
to help you improve the efficiency and 
effectiveness of your sales team?

Sales enablement consultancy Revenue Catapult 
has empowered its B2B clients to access 
hundreds of millions in sales opportunities. 
Contact us for a free consultation.


