
JOHN P. SMITH  
555 Street  City, State  Zip     Home: (555) 444-4444     Cell: (555) 444-4444      E-mail:  jsmith@itec.com       
            
 
July 10, 2005 
 
Mr.  A iden Wisebarger 
Div is ion Manager,  
Janssen Pharmaceut ica 
13428 NW 72nd St.  
West  Des Moines,  IA  50265 
 
Re: Pharmaceutical Sales Posi t ion 
 
Dear Mr. Wisebarger: 
 
When speaking with my f r iend, Dr.  I saacs, I  expressed an interest  in the pharmaceut ical  indust r y;  
consequent ly,  Dr.  I saacs di rected me to your  company as a potent ia l  employer.  Natural ly,  I  was 
ver y exci ted about the poss ib i l i ty  of  work ing for  Janssen Pharmaceut ica, a company that comes 
h ighly recommended by the phys ic ians i t  ser ves.  
 

Your miss ion s tatement,  "Meet customer needs for high-quality, cost-effect ive healthcare by 
developing, producing and marketing differentiated pharmaceutical products and services that 
improve health outcomes,"  speaks volumes about the k ind of company you are and st r ive to be.  As 
the owner/operator for  an internat ional f ranchise,  I  a imed for  h igh qual i ty,  d i f ferent iated ser v ices, 
as wel l.   As a resul t,  my successes include the fo l lowing: 
 

• Met customer needs for high-quality: Att racted and retained cl ients  through relat ionship 
sel l ing, excel lent  customer ser v ice, and rapid response to customer needs.  
¾ Grew cl ientele base f rom 90 customers the f i r s t  year to over  500 repeat customers by 

th i rd year in bus iness.  
 

• Developed and P roduced differentiated services:  Approached each customer as v i tal  to my 
total  success,  and together  draf ted an indiv idual ized ser v ice package that best  met thei r  
needs.    
¾ Doubled sales year ly  f rom 1999-2005. 

 
• Marketed Differentiated services:  Planned st rategies to target  and develop new accounts.  

¾ Secured new commercial  accounts thru creat ive refer ra l  programs, resu l t ing in 
increased revenues of  approx imately $30,000 to $65,000 each success ive year.  

¾ Recognized by the Nat ional  Corporate Off ice on 20 separate occasions for  increas ing 
sales volume. 

 
As a former middle school teacher and coach, I  learned to present informat ion in a clear, 
concise manner, yet  maintained a h igh degree of enthus iasm in order to “ se l l ”  mysel f  to my 
students,  each day.  I  developed a pos i t ive,  personal re lat ionship with each student.  As a resul t,  I  
had a measurable impact;  my student ’s  educat ional  per formance improved s igni f icant ly !  In 
addit ion,  my large reperto i re of  sales and communicat ion techniques helped me become 
successfu l  in my own bus iness, and I  am conf ident that my exper ience wi l l  enhance Janssen 
Pharmaceut ica ’s  success,  as wel l.  
 
With the cur rent increase in “no-see” c l in ics,  you need a resul ts -dr iven, master  re lat ionship-bui lder  
to gain greater  access and inf luence.  With my educat ion background, sales expert i se,  and 
adminis t rat ion sk i l l s,  I ’m conf ident I  can do that for  you. I  look forward to discuss ing how I  can 
explode market share for  your  company ’s  products when I  meet wi th you on Fr iday,  Ju ly 12.  In the 
inter im, I  may be contacted by phone or  e-mai l,  as l i s ted above.  
 
Best  regards,  

 
John P. Smith 
 
Enclosures: Resume and Reference Page 

Anne
Note
Utilizing the name of a high presciber or the company's pharmaceutical rep will gain the attention of the hiring manager. Just make sure either the doctor or rep are within the territory that is open!

Also, it's a good idea to ask the physician to write a letter of recommendation for you, if he/she feels comfortable doing so and knows you well enough to comment!

Anne
Note
Managers will love the fact that you aligned their goals (outlined in their mission statement) with your accomplishments to prove that you're the best match for the position!

It's unique and creative - exactly what they're looking for.

Anne
Note
Even without a traditional sales job, you can prove your sales experience!

Pharmaceutical Sales is all about selling and educating the prescribers on the features and benefits of your products.

Anne
Note
This shows your knowledge of the pharmaceutical sales profession, plus utilizing the "lingo" of pharmaceutical sales adds to the professionalism.

This also illustrates your focus - it's  on their needs, not yours. You're basically telling the hiring manager that you'll solve his/her problems. By focusing on their needs and not yours, you come across as a team player. Who wouldn't want to hire someone like this?

Anne
Note
A good sales person addresses the needs of the "buyer" and remains positive and confident of his/her solution...exactly what this letter illustrates!
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