
“ I’m a firm  

believer in the 

Konica Minolta  

Healthcare MFP 

connected by 

Kno2. I feel that 

if our healthcare division positions 

the product as the only MFP on the 

market that comes with HIPAA-

compliant, secure exchange of 

patient documents, we’ll never 

lose a deal.” 

– John Petersen, Sales Representative

When a truly relevant product with a powerful business proposition exists that provides 
businesses with the only secure exchange of healthcare information that effectively 
addresses strict federal regulations, it takes a well-disciplined sales approach to 
successfully sell it. The Konica Minolta Healthcare multifunction printer, connected by 
Kno2, provides Konica Minolta with a true competitive advantage in the healthcare 
arena. Healthcare specialist John Petersen is enjoying considerable success in the  
Las Vegas area, selling to more than 10 healthcare entities – most of which are net-new –  
in a very short amount of time.

SUCCESS FACTORS: His achievements with the Konica Minolta Healthcare MFP are built on 
the success factors identified under the guidance of Rich Piper, vice president of sales for Kno2:

Engaged Sales Leadership – Rich noted that branch manager Tom Reed has been intimately 
involved in the sales of the Konica Minolta Healthcare MFP. Tom has personally invested his time 
by joining a weekly call that Rich holds with John so that he, too, can learn more about what Kno2 
solves within the healthcare market.

“I told John straight out that he’s not to sell just MFPs. He’s selling the Konica Minolta Healthcare 
MFP connected by Kno2 and the real problems that it solves,” Tom said. “His approach is to help 
each practice transfer patient information securely via Direct messaging and begin the process 
of completely eliminating the need for fax throughout the Las Vegas healthcare continuum. John 
only sells ‘healthcare-enabled devices.’”

Sales Representative’s Aptitude – John has a strong desire to learn. 
Because of this, he quickly understood that the Konica Minolta 
Healthcare MFP solves real problems in healthcare. It enabled him to 
plan and execute a strategic sales approach, which has allowed him to 
establish a solid footprint of customers in the  
Las Vegas area. 

SALES APPROACH: “Hi, I’m John and I connect the community  
of care.”

With that opening line – used for cold-calling activities and face-to-face 
meetings – John immediately sets the tone and lets the prospect know 
his intention. He then introduces the Konica Minolta Healthcare MFP 
and informs the customer that “by simply acquiring the Kno2-enabled 
device, you get connected to the community of care, driving better 
outcomes and ultimately improving patient care.”
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John said, “My sales presentation is well received by both customers and prospects. It centers 
on ‘connecting the community of care.’ I share with customers that we’re helping organizations 
like them ‘get connected’ on the Nevada Healthcare Network to exchange patient documents 
electronically and securely with hospitals and other care providers in their community.

“The Konica Minolta Healthcare MFP is a game-changer!” John said. “Konica Minolta is the only 
MFP manufacturer with the capability to send a Direct message right from the device.” 

According to Rich Piper, one of the pitfalls that Konica Minolta sales representatives face is 
choosing hospitals as their first target audience. The Las Vegas branch understands that 
hospitals represent only a small percentage of the total healthcare continuum. John counts  
any healthcare customer that exchanges patient health information (PHI) – whether it’s a 
physician, a clinic, behavioral health facility or assisted living facility – as a viable prospect.  
Rich noted that there’s less competition and true healthcare relevance by targeting these types  
of organizations.

According to John, the biggest challenge for him selling the Konica Minolta Healthcare MFP 
is customer perception. “People see Konica Minolta as a copier company and, if you go in just 
speaking hardware and not the real problems that we solve, you’re going to face an uphill battle. 
I’m hoping that the rest of the country catches on quickly so that we can maintain exclusivity.”

RESULTS: By connecting the community of care, Rich noted that “John Petersen sets the 
tone and gets the customer to ask, ‘What do you mean by that?’ This approach drives engaging 
conversation and helps John Petersen win … he has yet to lose a deal in healthcare.”

BIG WIN: John said that his proudest win thus far was with an organization that opened five 
healthcare-related businesses, from behavioral health to medical billing. Since then, he has 
added more clients, including an existing customer for a 10-machine refresh to Konica Minolta 
Healthcare MFPs, along with additional Kno2 cloud application subscription revenue.

NEXT STEPS: John will bridge off from this client pool who exchange patient documents with 
dozens of other healthcare providers in the community. His plan is to grow his pipeline and results 
by engaging those providers who exchange with his current customers. And then he’ll branch out 
from there, and so on, greatly expanding his Konica Minolta footprint. In short,  
John is capturing the Las Vegas healthcare market.

SUMMARY: “I’m a firm believer in the Konica Minolta Healthcare MFP 
connected by Kno2. I feel that if our healthcare division positions the product 
as the only MFP on the market that comes with HIPAA-compliant, secure 
exchange of patient documents, we’ll never lose a deal,” John said. “More 
importantly, though, we’ll be connecting the community of care and enhancing 
care for all patients.”

CALL TO ACTION: If you desire to implement this winning strategy to 
dominate your market, please reach out to your Regional Healthcare Manager 
and/or Dealer Sales Manager to coordinate next steps.

“ John Petersen 

sets the tone 

and gets the 

customer to 

ask, ‘What 

do you mean 

by that?’ This approach drives 

engaging conversation and 

helps John Petersen win … 

he has yet to lose a deal in 

healthcare.”
– Rich Piper, Vice President of Sales, 

Kno2

KONICA MINOLTA HEALTHCARE MFP


