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[bookmark: _Toc529516105]What are competencies? 
Bioventus looks at competencies as the measurable or observable knowledge, skills, abilities and behaviors critical to successful job performance.  
[bookmark: _Toc529516106]What is a competency library? 
A competency library is a collection of competencies that together define successful performance in Bioventus’ work setting. This library is the foundation for important responsibilities (e.g., recruitment, training, development, career planning and performance management) because it will specify what is essential to select for or to train and develop. 
[bookmark: _Toc529516107][bookmark: _Toc213566743][bookmark: Building_Trusting_Relationships][bookmark: DomainDefinitions]Job Category Competency Profiles
Bioventus has developed specific competency profiles per job category to ensure only those competencies most critical to successful job performance are used. Bioventus has developed a competency profile for the job categories noted below and your manager will meet with you to share the profile for your role. 
· People Leaders
· Sr. Individual Contributor
· Individual Contributor
· Sales Professional – All countries

[bookmark: _Toc529516108]Organization competency profile
The following table shows all competencies belonging to the different job lcategories: 
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On the following pages, the detailed competency definitions and key behaviors are explained per job categorie 


[bookmark: _Toc529516109]People Leader Profile – Competency Profile

Achieving Results
Setting high goals for personal and group accomplishment; using measurement methods to monitor progress toward goals; tenaciously working to meet or exceed goals while deriving satisfaction from that achievement and continuous improvement.

Key Actions
· Set ambitious goals with concrete measurements
· Discuss results openly and turn them into actions
· Remain focused, set clear priorities
· Take rational risks in an ethical way
· Celebrate success and praise achievements

Business and Financial Acumen
Utilizing industry/market/functional/financial trends and data to diagnose business strengths and weaknesses and identify the implications for potential strategies

Key Actions
· Think strategically and tactically
· Focus on key business challenges and objectives
· Use financial data to diagnose business/function/team performance
· Be a financial steward

Coaching & Developing Others
Providing feedback, instruction, and development guidance to help others excel in their current or future job responsibilities

Key Actions
· Be available 
· Delegate by giving responsibility and growth to your teams 
· Praise effort and coach for success
· Give empowering and timely feedback
· Be direct and straight to the point 
· Unlock people’s potential to maximize their performance


Creating an Inclusive Environment
Making decisions and initiating action to ensure that business unit policies and practices leverage the capabilities and insights of individuals with diverse backgrounds, cultures, styles, abilities, and motivation.  

Key Actions
· Be adaptive and have an open mindset to appreciate differences
· Champion diversity
· Treat everyone with respect
· Confront inappropriate and unethical behavior
· Expand mind-set and consider and value other perspectives

Decision Making (Leadership)
Identifying and understanding problems and opportunities ; choosing the best course of action by establishing clear decision criteria, making timely decisions; taking action and communicate effectively

Key Actions
· Identify and resolve problems and opportunities
· Communicate to engage others
· Translate initiatives into action
Measure progress and end results

Driving Innovation
Creating an environment where others are inspired to come with novel solutions with measurable value for existing and potential customers (internal or external); experimenting with new ways to solve work problems and seize opportunities that result in unique and differentiated solutions.

Key Actions
· Seeks to understand existing perspectives and coaches others to do the same - Asks provocative questions to understand current practices and the customer’s experience before moving to problem solving; seeks to understand and experience the full array of stakeholders’ (e.g., internal partners, suppliers, customers) behavior, needs, concerns, and desires to unlock new opportunities for innovation.
· Challenges current thinking and encourages others to do the same - Explores alternative ways to view and solve problems and achieve results; leverages innovation tools, creative processes, and diverse cross-functional experts to generate ideas; combines ideas in unique ways; makes times to incubate ideas; thoughtfully evaluates alternatives, and then selects the best ideas for experimentation.
· Experiments to learn – Help others to try unique ways of doing things and tests promising ideas; supports others to take advantage of opportunities to try out new solutions without close supervision; coaches others on how to take risks in the interest of finding a better way; learning from mistakes and to refine their ideas.
· Promote an environment that helps others take action on ideas - Communicates potential benefits of new ideas to stakeholders; identifies resources and support needed; commits to an action plan to implement new ideas.

Leading with Emotional Intelligence 
Establishing and sustaining trusting relationships by accurately perceiving and interpreting own and others’ emotions and behavior; leveraging insights to effectively manage own responses so that one’s behavior matches one’s values and delivers intended results.

Key Actions
· Be self-aware and maintain self-control
· Build self-awareness with others
· Actively listen and respond with empathy
· Provide support without removing responsibilities

Leading Change
Driving organizational and cultural changes needed to achieve short and long-term goals

Key Actions
· Influence what people think and feel is possible 
· Think flexible, be adaptive and have an open mindset
· Create a safe, confidential environment where people are encouraged to bring new ideas
· Focus on continuous improving and maximizing team productivity

Leading with Mission and Values 
Aligning leadership actions, decisions, and leadership style with the core mission, vision, and values of Bioventus. This competency is essential for building trust, fostering a strong team culture, and ensuring long-term success.

Key Actions:
· Mission Alignment- Clearly communicates and champions our mission and values, ensuring that strategic decisions and daily operations reflect the mission.
· Integrity and Ethics- Acts consistently with our values, even under pressure, demonstrating honesty and ethical behavior.
· Inspiration- Inspires others by modeling commitment to our mission, encouraging staff to find purpose in their work.
· Cultural Stewardship- Promotes a culture reflecting our values; recognizes and rewards behaviors that align with the mission.
· Accountability to Values- Holds oneself and others accountable for upholding our code of conduct, based on our culture principles, addressing behaviors that conflict with the mission or values.
· Vision- Makes decisions that support sustainable success aligned with our mission and balances short-term needs with long-term purpose.

Stakeholder Management (Building Trusting Relationships)
Effectively identifying, engaging, influencing, and maintaining positive relationships with individuals or groups who have an interest in or are affected by decisions, projects, or organizational plans. 

Key Actions
· Identification and Analysis: Recognizing who are the stakeholders, internal (e.g., employees, teams) and external (e.g., customers, partners, vendors), and understanding their interest, influence, and expectations; this helps determine the level of engagement needed.
· Planning: Developing a strategy to engage stakeholders, involving creating a plan which outlines how and when to interact with each group.
· Engagement (Relationship Building & Trust): Implementing the plan by actively communicating, addressing concerns, and keeping stakeholders updated about changes, builds trust and solidifies relationships.
· Monitoring: Continuously monitoring stakeholder sentiment and feedback, adapting strategies and actions when needed to ensure ongoing adoption.

Leading through Vision, Integrity and Culture Principles
Keeping the organization's vision and culture principles at the forefront of daily actions 

Key Actions
· Models the vision and Culture Principles - takes action, makes decisions and shapes priorities to reflect the organization's vision and Culture Principles; Uses the organization's vision and Culture Principles as guideposts for conducting own day-to-day activities.
· Operate with integrity in all you do and all your interactions with colleagues, leaders and customers. 
· Develop yourself – promote continuous learning and development of yourself to be your best. Drive Professional and Personal development to maximize your impact on our company and society. 
· Achieve Goals – communicate and a collaborate across functions to understand, align and your actions towards achieving business goals
· Value Others – build success by appreciating differences in thought, opinion, background, skill and perspective.
[bookmark: _Toc529516112]
Sr. Individual Contributor Competency Profile
[bookmark: _Toc213566756]
Adaptability 

Maintaining effectiveness when experiencing major changes in work responsibilities or environment (e.g., people, processes, structure, or culture); adjusting effectively to change by exploring the benefits, trying new approaches, and collaborating with others to make the change successful.

Key Actions
· Tries to understand changes - Actively seeks information (from coworkers, leaders, customers, competition, technologies, and regulations) to understand the rationale and implications for changes.
· Approaches change with a positive mind-set - Treats new situations as opportunities for learning or growth; actively seeks to identify and communicate the benefits of changes; collaborates with others to implement changes.
· Adjusts behavior - Quickly modifies daily behavior and tries new approaches to deal effectively with changes; does not persist with ineffective methods; leverages available resources to ease transition.
[bookmark: _Toc213566773]
Business and Financial Awareness

Utilizing industry/market/functional/financial trends and data to diagnose business strengths and weaknesses and identify the implications for potential strategies

Key Actions
· Think strategically and tactically
· Focus on key business challenges and objectives
· Use financial data to diagnose business performance
· Be a financial steward

Communication skills (Active Listening)

Effective communication refers to the knowledge of effective and appropriate communication patterns and the ability to use and adapt that knowledge in various contexts. Active listening is critical for effective communication at all levels, as it helps to build trust with stakeholders, customers, peers and colleagues to provide personalized solutions that meet their unique needs. Effective communication skills are essential for building relationships, resolving conflicts, and achieving personal and professional goals
Key Actions
· Active listening – Pay full attention to the speaker, maintain eye contact and ask clarifying questions to ensure understanding
· Clear expression – Communicate thoughts and ideas concisely and respectfully avoiding jargon and unnecessary details
· Nonverbal communication – Be aware of body language, facial expressions and tone of voice; as these can convey significant meaning.
· Empathy – Understand and acknowledge others emotions and perspectives to build rapport and trust
· Practice Mindfulness – Engage fully in conversations and be present in the moment.
· Adapt to different styles – Be flexible in your communication approach to suit different audiences and contexts

Continuous Improvement 

Originating action to improve existing conditions and processes; identifying improvement opportunities, generating ideas, and implementing solutions.

Key Actions
· Identifies opportunities - Reviews processes to determine any gaps between current outputs and expected requirements. 
· Determines causes - Identifies conditions that contribute to gaps or key variances; explores relationships between conditions and outcomes; distinguishes causes from symptoms and identifies primary causes.
· Targets improvement ideas - Generates ideas for solutions; analyzes the potential effect or impact of each solution; selects appropriate solutions.
· Implements improvements - Tests solutions; gathers feedback on effectiveness; reviews impact on baseline measures; modifies solutions as appropriate to ensure effectiveness.

Decision Making

Identifying and understanding problems and opportunities by gathering, analyzing, and interpreting quantitative and qualitative information; choosing the best course of action by establishing clear decision criteria, generating and evaluating alternatives, and making timely decisions; taking action that is consistent with available facts and constraints and optimizes probable consequences.

Key Actions
· Identifies problems and opportunities - Recognizes problems and opportunities and determines whether action is needed.
· Gathers information - Recognizes the need for and collects information to better understand problems and opportunities.
· Interprets information - Integrates information from a variety of sources to detect trends, associations, and cause-effect relationships.
· Generates alternatives - Creates relevant options for addressing problems and opportunities that will achieve desired outcomes.
· Evaluates alternatives and risks - Assesses options against clear decision criteria while considering implications and consequences.
· Chooses an effective option - Selects the most viable option from a set of alternatives. 
· Commits to action - Implements decisions or initiates action with appropriate urgency.
· Considers others’ perspectives - Involves others throughout the decision-making process to obtain better information, generate alternatives, and ensure buy-in to the resulting decisions; builds consensus when appropriate.
[bookmark: _Toc213566817]
Innovation

Creating novel solutions with measurable value for existing and potential customers (internal or external); experimenting with new ways to solve work problems and seize opportunities that result in unique and differentiated solutions.

Key Actions
· Seeks to understand existing perspectives - Asks provocative questions to understand current practices and the customer’s experience before moving to problem solving; seeks to understand and experience the full array of stakeholders’ (e.g., internal partners, suppliers, customers) behavior, needs, concerns, and desires to unlock new opportunities for innovation.
· Challenges current thinking - Explores alternative ways to view and solve problems and achieve results; leverages innovation tools, creative processes, and diverse cross-functional experts to generate ideas; combines ideas in unique ways; makes times to incubate ideas; thoughtfully evaluates alternatives, and then selects the best ideas for experimentation.
· Experiments to learn - Tries unique ways of doing things and tests promising ideas; takes advantage of opportunities to try out new solutions without close supervision; takes risks in the interest of finding a better way; learns from mistakes to refine ideas.
· Takes action on ideas - Communicates potential benefits of new ideas to stakeholders; identifies resources and support needed; commits to an action plan to implement new ideas.

Leading through Vision, Integrity and Culture Principles

Keeping the organization's vision and culture principles at the forefront of daily actions 

Key Actions
· Models the vision and Culture Principles - takes action, makes decisions and shapes priorities to reflect the organization's vision and Culture Principles; Uses the organization's vision and Culture Principles as guideposts for conducting own day-to-day activities.
· Operate with integrity in all you do and all your interactions with colleagues, leaders and customers. 
· Develop yourself – promote continuous learning and development of yourself to be your best. Drive Professional and Personal development to maximize your impact on our company and society. 
· Achieve Goals – communicate and a collaborate across functions to understand, align and your actions towards achieving business goals
· Value Others – build success by appreciating differences in thought, opinion, background, skill and perspective.

Managing Work 

Effectively managing one’s time and resources to ensure that work is completed efficiently. 

Key Actions
· Prioritizes - Identifies more critical and less critical activities and tasks; adjusts priorities when appropriate.
· Makes preparations - Ensures that required equipment and/or materials are in appropriate locations so that own and others’ work can be done effectively. 
· Schedules - Effectively allocates own time to complete work; coordinates own and others’ schedules to avoid conflicts.
· Leverages resources - Takes advantage of available resources (individuals, processes, departments, and tools) to complete work efficiently.
· Stays focused - Uses time effectively and prevents irrelevant issues or distractions from interfering with work completion; follows up promptly on action items.

Stakeholder Management (Building Trusting Relationships)

Effectively identifying, engaging, influencing, and maintaining positive relationships with individuals or groups who have an interest in or are affected by decisions, projects, or organizational plans. 

Key Actions
· Identification and Analysis: Recognizing who are the stakeholders, internal (e.g., employees, teams) and external (e.g., customers, partners, vendors), and understanding their interest, influence, and expectations; this helps determine the level of engagement needed.
· Planning: Developing a strategy to engage stakeholders, involving creating a plan which outlines how and when to interact with each group.
· Engagement (Relationship Building & Trust): Implementing the plan by actively communicating, addressing concerns, and keeping stakeholders updated about changes, builds trust and solidifies relationships.
· Monitoring: Continuously monitoring stakeholder sentiment and feedback, adapting strategies and actions when needed to ensure ongoing adoption.






Technical/Professional Knowledge and Skills

Having achieved a satisfactory level of technical, functional, and/or professional skill or knowledge in position-related areas; keeping up with current developments and trends in areas of expertise; leveraging expert knowledge to accomplish results.

Key Actions
· Understands technical terminology and developments - Comprehends and is able to explain technical terminology and recent advances in the field.
· Knows how to apply a technical skill or procedure - Appropriately uses one’s technical knowledge and skills to complete tasks effectively and efficiently.
· Knows when to apply a technical skill or procedure - Chooses the correct situation and timing to apply technical knowledge and skills.
· Performs complex tasks in area of expertise - Leverages one’s technical expertise to take advantage of new opportunities, solve difficult work problems, and accomplish challenging goals.
· Seeks learning opportunities - Shows inquisitiveness and eagerness to gain sales- or business-related knowledge; scans the environment for formal and informal experiences that can provide new skills, behaviors, and/or knowledge; proactively makes time for these experiences.
· Welcomes feedback - Seeks and readily accepts feedback on own performance; uses feedback constructively to improve knowledge, skills, and behaviors.


Valuing Differences

Working effectively with individuals of diverse cultures, interpersonal styles, abilities, motivations, or backgrounds; seeks out and uses unique abilities, insights, and ideas from diverse individuals. 

Key Actions
· Seeks understanding – Establishes relationships with people from other cultures and backgrounds to learn more about them.
· Conveys respect – Uses language and behavior that consistently reflect and enhance the dignity of diverse customers, partners, and employees; takes actions that show consideration for cultural concerns and expectations; continually examines own biases and behaviors to avoid stereotypical responses.
· Uses diversity as an advantage – Seeks out and uses ideas, opinions, and insights from diverse sources and individuals.




[bookmark: _Toc529516113]Individual Contributor Competency Profile

Achieving Results

Setting high goals for personal and group accomplishment; using measurement methods to monitor progress toward goals; tenaciously working to meet or exceed goals while deriving satisfaction from that achievement and continuous improvement.

Key Actions
· Set ambitious goals with concrete measurements
· Discuss results openly and turn them into actions
· Remain focused, set clear priorities
· Take rational risks in an ethical way
· Celebrate success and praise achievements

Adaptability 

Maintaining effectiveness when experiencing major changes in work responsibilities or environment (e.g., people, processes, structure, or culture); adjusting effectively to change by exploring the benefits, trying new approaches, and collaborating with others to make the change successful.

Key Actions
· Tries to understand changes - Actively seeks information (from coworkers, leaders, customers, competition, technologies, and regulations) to understand the rationale and implications for changes.
· Approaches change with a positive mind-set - Treats new situations as opportunities for learning or growth; actively seeks to identify and communicate the benefits of changes; collaborates with others to implement changes.
· Adjusts behavior - Quickly modifies daily behavior and tries new approaches to deal effectively with changes; does not persist with ineffective methods; leverages available resources to ease transition.
[bookmark: Collaborating]
Communication skills (Active Listening)

Effective communication refers to the knowledge of effective and appropriate communication patterns and the ability to use and adapt that knowledge in various contexts. Active listening is critical for effective communication at all levels, as it helps to build trust with stakeholders, customers, peers and colleagues to provide personalized solutions that meet their unique needs. Effective communication skills are essential for building relationships, resolving conflicts, and achieving personal and professional goals
Key Actions
Active listening – Pay full attention to the speaker, maintain eye contact and ask clarifying questions to ensure understanding
· Clear expression – Communicate thoughts and ideas concisely and respectfully avoiding jargon and unnecessary details
· Nonverbal communication – Be aware of body language, facial expressions and tone of voice; as these can convey significant meaning.
· Empathy – Understand and acknowledge others emotions and perspectives to build rapport and trust
· Practice Mindfulness – Engage fully in conversations and be present in the moment.
· Adapt to different styles – Be flexible in your communication approach to suit different audiences and contexts

Continuous Improvement 

Originating action to improve existing conditions and processes; identifying improvement opportunities, generating ideas, and implementing solutions.

Key Actions
· Identifies opportunities - Reviews processes to determine any gaps between current outputs and expected requirements. 
· Determines causes - Identifies conditions that contribute to gaps or key variances; explores relationships between conditions and outcomes; distinguishes causes from symptoms and identifies primary causes.
· Targets improvement ideas - Generates ideas for solutions; analyzes the potential effect or impact of each solution; selects appropriate solutions.
· Implements improvements - Tests solutions; gathers feedback on effectiveness; reviews impact on baseline measures; modifies solutions as appropriate to ensure effectiveness.

Leading through Vision, Integrity and Culture Principles

Keeping the organization's vision and culture principles at the forefront of daily actions 

Key Actions
· Models the vision and Culture Principles - takes action, makes decisions and shapes priorities to reflect the organization's vision and Culture Principles; Uses the organization's vision and Culture Principles as guideposts for conducting own day-to-day activities.
· Operate with integrity in all you do and all your interactions with colleagues, leaders and customers. 
· Develop yourself – promote continuous learning and development of yourself to be your best. Drive Professional and Personal development to maximize your impact on our company and society. 
· Achieve Goals – communicate and a collaborate across functions to understand, align and your actions towards achieving business goals
· Value Others – build success by appreciating differences in thought, opinion, background, skill and perspective.

[bookmark: ManagingWork]Managing Work 

Effectively managing one’s time and resources to ensure that work is completed efficiently. 

Key Actions
· Prioritizes - Identifies more critical and less critical activities and tasks; adjusts priorities when appropriate.
· Makes preparations - Ensures that required equipment and/or materials are in appropriate locations so that own and others’ work can be done effectively. 
· Schedules - Effectively allocates own time to complete work; coordinates own and others’ schedules to avoid conflicts.
· Leverages resources - Takes advantage of available resources (individuals, processes, departments, and tools) to complete work efficiently.
· Stays focused - Uses time effectively and prevents irrelevant issues or distractions from interfering with work completion; follows up promptly on action items.


Technical/Professional Knowledge and Skills

Having achieved a satisfactory level of technical, functional, and/or professional skill or knowledge in position-related areas; keeping up with current developments and trends in areas of expertise; leveraging expert knowledge to accomplish results.

Key Actions
· Understands technical terminology and developments - Comprehends and is able to explain technical terminology and recent advances in the field.
· Knows how to apply a technical skill or procedure - Appropriately uses one’s technical knowledge and skills to complete tasks effectively and efficiently.
· Knows when to apply a technical skill or procedure - Chooses the correct situation and timing to apply technical knowledge and skills.
· Performs complex tasks in area of expertise - Leverages one’s technical expertise to take advantage of new opportunities, solve difficult work problems, and accomplish challenging goals.
· Seeks learning opportunities - Shows inquisitiveness and eagerness to gain sales- or business-related knowledge; scans the environment for formal and informal experiences that can provide new skills, behaviors, and/or knowledge; proactively makes time for these experiences.
· Welcomes feedback - Seeks and readily accepts feedback on own performance; uses feedback constructively to improve knowledge, skills, and behaviors.


Valuing Differences

Working effectively with individuals of diverse cultures, interpersonal styles, abilities, motivations, or backgrounds; seeks out and uses unique abilities, insights, and ideas from diverse individuals. 

Key Actions
· Seeks understanding – Establishes relationships with people from other cultures and backgrounds to learn more about them.
· Conveys respect – Uses language and behavior that consistently reflect and enhance the dignity of diverse customers, partners, and employees; takes actions that show consideration for cultural concerns and expectations; continually examines own biases and behaviors to avoid stereotypical responses.
· Uses diversity as an advantage – Seeks out and uses ideas, opinions, and insights from diverse sources and individuals.




[bookmark: _Toc529516114]Sales Professional Competency Profile 

Account Planning

Establishing a plan to achieve the sales objectives of an account, taking into consideration overall opportunities, customer business priorities and anticipated business changes, regional issues, past sales results, and available resources; taking action specified in the account plan, reviewing progress, and adjusting the plan as needed.  Having clear, specific written goals of the things you would like to accomplish helps you stay focused and be more efficient in your daily activities.

Key Actions
· Prioritizes sales opportunities - Systematically identifies and evaluates sales opportunities within the account and targets those with the greatest potential for producing positive results; prioritizes sales opportunities based on a firm understanding of the customer’s business priorities and anticipated business changes, decision-making processes, and buying history.
· Creates account plan - Creates activities and methods for realizing sales objectives by considering the customer’s business priorities and anticipated business changes, own organization’s direction, unique product/service capabilities, market position, past successes, and available resources. 
· Executes account plan - Proactively initiates activities and methods identified in the plan to ensure forward momentum in the sales cycle.  
· Monitors and adjusts plan - Collects and reviews data regularly to monitor progress and determine the best course of action; adjusts the plan to adapt to changing circumstances and opportunities.
· Analysis – Use business tools and resources to analyze customer/territory performance and potential. 


Active Listening (Advancing Sales Discussions)
Active listening is critical for all sales professionals, as it helps to build trust with stakeholders, customers, peers and colleagues to provide personalized solutions that meet their unique needs. 
Leading discussions with influential decision makers that progress the sale by effectively clarifying information, offering insights, addressing objections, and gaining agreement to move to the next step in the buying process.
Key Actions
· Active listening – Pay full attention to the speaker, maintain eye contact and ask clarifying questions to ensure understanding
· Clear expression – Communicate thoughts and ideas concisely and respectfully avoiding jargon and unnecessary details
· Nonverbal communication – Be aware of body language, facial expressions and tone of voice; as these can convey significant meaning.
· Empathy – Understand and acknowledge others emotions and perspectives to build rapport and trust
· Practice Mindfulness – Engage fully in conversations and be present in the moment.
· Develops meeting plan and sets expectations - Plans specific customer communications to maintain momentum and enhance decision makers’ interest in proposed solutions 
· Deepens understanding - Enhances decision makers’ understanding and own credibility by clarifying information gaps and areas that might be confusing
· Anticipates objections - Proactively addresses concerns and removes barriers to taking action; tactfully defers price or scope discussions until value is fully established.
· Advances the sale - Builds agreement on outcomes and actions to move to the next step in the buying process; assertively requests meetings with others who can influence buying decisions; persists in requesting the desired outcome, where appropriate; closes the sale at a well-suited time.

Adaptability

[bookmark: _Toc485712091][bookmark: _Toc529516115]Maintaining effectiveness when experiencing major changes in work responsibilities or environment (e.g., people, processes, structure, or culture); adjusting effectively to change by exploring the benefits, trying new approaches, and collaborating with others to make the change successful.

Key Actions
· Tries to understand changes - Actively seeks information (from coworkers, leaders, customers, competition, technologies, and regulations) to understand the rationale and implications for changes.
· Approaches change with a positive mind-set - Treats new situations as opportunities for learning or growth; actively seeks to identify and communicate the benefits of changes; collaborates with others to implement changes.
· Adjusts behavior - Quickly modifies daily behavior and tries new approaches to deal effectively with changes; does not persist with ineffective methods; leverages available resources to ease transition.


Building Influential Partnerships

[bookmark: _Toc485712092][bookmark: _Toc529516116]Leveraging relationships with internal and external partners to persuade key stakeholders to take action that will address customers’ needs and advance sales.

Key Actions 
· Seeks partnership opportunities - Proactively builds long-term relationships with partners inside and outside the organization who can advance sales results and other shared goals of the organization, partners, key stakeholders, and customers. 
· Seeks to understand - Asks questions to explore issues, needs, and goals of partners; checks for understanding.
· Makes a compelling case - Presents credible recommendations and rationale that are clearly linked to the needs of the business, customers, and partners.
· Gains commitment - Adjusts influence strategy based on stakeholders’ perspectives; leverages own experience with customers to create win-win solutions and to convince others to take action; handles objections; asks for agreement.
· Demonstrates interpersonal sensitivity - Builds partnerships during the influence process by demonstrating sensitivity to others’ needs, maintaining self-esteem, showing empathy, involving others, and offering support.
[bookmark: AssignmentManagement]

Driving for Results / Sales Drive

Setting high goals for personal and group accomplishment; using measurement methods to monitor progress toward goals; tenaciously working to meet or exceed goals while deriving satisfaction from that achievement and continuous improvement.  Consistently maintaining high levels of activity or productivity; operating with vigor, effectiveness, and determination over extended periods of time. Sales drive is essential for sales professionals, as it enables them to stay focused and motivated to achieve goals and stretch targets. With a strong sales drive, sales representatives can build and maintain strong customer relationships and ultimately achieve long-term career success.

Key Actions
· Targets opportunities - Systematically evaluates and analyzes business opportunities, targeting those with the greatest potential for producing positive business results.
· Establishes stretch goals - Establishes challenging goals for self and others that are designed to achieve exceptional business results.
· Achieves goals - Works tenaciously to overcome obstacles and to meet or exceed goals; derives satisfaction from achieving “stretch” goals.
· Stays focused - Remains self-disciplined; measures progress and evaluates results; reprioritizes as appropriate; prevents irrelevant issues or distractions from interfering with timely completion of important tasks.
· Maintains stamina - Keeps a strong work pace over time; exhibits intensity in completing work responsibilities and objectives.
· Maintains effectiveness - Performs demanding work effectively; retains the capacity for effective action or accomplishment over long periods of time.






Leading through Vision, Integrity and Culture Principles

Keeping the organization's vision and culture principles at the forefront of daily actions 

Key Actions
· Models the vision and Culture Principles - takes action, makes decisions and shapes priorities to reflect the organization's vision and Culture Principles; Uses the organization's vision and Culture Principles as guideposts for conducting own day-to-day activities.
· Operate with integrity in all you do and all your interactions with colleagues, leaders and customers. 
· Develop yourself – promote continuous learning and development of yourself to be your best. Drive Professional and Personal development to maximize your impact on our company and society. 
· Achieve Goals – communicate and a collaborate across functions to understand, align and your actions towards achieving business goals
· Value Others – build success by appreciating differences in thought, opinion, background, skill and perspective.

Portfolio Management 

[bookmark: _Toc485712093][bookmark: _Toc529516117]Optimizing selling time and results by effectively managing one’s portfolio assets.

Key Actions
· Optimizes portfolio - Assesses sales opportunities across assignments to identify strengths; plans and implements strategies to acquire and/or grow portfolio assets; optimizes time invested by regularly evaluating results and making adjustments to sustain the right buyers’ interests and to withdraw from less desirable opportunities. 
· Balances sales funnel - Regularly compares the sales funnel’s status to sales objectives to discern current and potential gaps; tracks progress toward each sales objective and revitalizes those that are lagging; identifies the need for new sales prospects; pursues additional opportunities through cold calls, marketing events, networking, and other methods.
· Manages time - Allocates appropriate amounts of time for completing work; juggles multiple activities and commitments efficiently; avoids scheduling conflicts; establishes milestones and timelines for sales activities and results.
[bookmark: TargetingSalesOpportunities]

Technical/Professional Knowledge and Skills – Selling  
Learning and leveraging Integrity Selling® skills to have sales conversations that strengthen customer relations, influence decisions and drive sales results. Focusing on bringing value to every conversation.  Understanding the unique needs of all key stakeholders.  Showing respect for everyone’s time by being prepared.  Developing a champion that sits on the value analysis/new products committee.

Key Actions
· Understanding and utilizing the six step Integrity Selling® AID, Inc. process.  
· Approach – planning sales calls and gaining rapport in the approach (adapting to customer’s behavioral style)
· Interview - identifying wants, needs, challenges, and goals.
· Demonstrate for Differentiation- showing how our products/services are differentiated.
· Validate - causing people to trust you and believe information shared.
· Negotiate – identifying and working through objections and concerns that keep customers from using or recommending our products or services.
· Close – A successful close is asking for a commitment that leads to a decision to use or recommend our products.
· Seeks learning opportunities—Shows inquisitiveness and eagerness to gain sales- or business-related knowledge; scans the environment for formal and informal experiences that can provide new skills, behaviors, and/or knowledge; proactively makes time for these experiences.
· Welcomes feedback - Seeks and readily accepts feedback on own performance; uses feedback constructively to improve knowledge, skills, and behaviors.

Valuing Differences

Working effectively with individuals of diverse cultures, interpersonal styles, abilities, motivations, or backgrounds; seeks out and uses unique abilities, insights, and ideas from diverse individuals. 

Key Actions
· Seeks understanding – Establishes relationships with people from other cultures and backgrounds to learn more about them.
· Conveys respect – Uses language and behavior that consistently reflect and enhance the dignity of diverse customers, partners, and employees; takes actions that show consideration for cultural concerns and expectations; continually examines own biases and behaviors to avoid stereotypical responses.
· Uses diversity as an advantage – Seeks out and uses ideas, opinions, and insights from diverse sources and individuals.





Additional Competency Profile’s

[bookmark: _Toc213566796]Building Partnerships

Developing and leveraging relationships within and across work groups to achieve results.

Key Actions
· Seeks opportunities to build relationships - Proactively builds effective working relationships with those who have the knowledge, experience, resources, or influence to advance work goals.
· Clarifies shared goals - Exchanges information about the situation/task to determine mutually beneficial goals and outcomes; identifies issues and concerns; summarizes to check understanding.
· Develops others’ and own ideas - Contributes own ideas and expands on others’ ideas.
· Facilitates agreement - Gains commitment from partners to support ideas or take action; uses sound rationale to explain value of actions; confirms agreements, next steps (who will do what by when), needed resources and support, and how to track progress.
· Supports partners - Offers valuable information, resources, and/or time to accomplish win-win outcomes; places higher priority on group goals than on own goals.
· Involves others - Asks others for their opinions and ideas to gain their support when clarifying the situation, developing solutions, exploring needed resources, and committing to action.

Collaboration

Working cooperatively with others to help a team or work group achieve its goals.

Key Actions
· Contributes to goal accomplishment - Makes suggestions, volunteers assistance, offers resources, or removes obstacles to help the group achieve its goals.
· Asks for help and encourages involvement - Leverages others’ skills and gains their support by asking for their ideas, opinions, and participation when solving problems, making decisions, and carrying out plans.
· Informs others on team - Shares important or relevant information and rationale with others; summarizes to check understanding.
· Models commitment - Adheres to the work group’s expectations and guidelines; fulfills team or work group responsibilities; demonstrates personal commitment to group goals.

[bookmark: _Toc213566801]Continuous Learning

Actively identifying new areas for learning; regularly creating and taking advantage of learning opportunities; using newly gained knowledge and skill on the job and learning through their application.

Key Actions
· Targets learning needs - Seeks and uses feedback and other sources of information to identify appropriate areas for learning.
· Seeks learning opportunities - Identifies and participates in appropriate learning activities (e.g., courses, reading, self-study, coaching, experiential learning) that help fulfill learning needs.
· Maximizes learning - Actively participates in learning activities in a way that makes the most of the learning experience (e.g., takes notes, asks questions, critically analyzes information, keeps on-the-job application in mind, does required tasks).
· Applies knowledge or skill - Puts new knowledge, understanding, or skill to practical use on the job; furthers learning through practice and ongoing feedback. 
· Takes risks in learning - Puts self in unfamiliar or uncomfortable situations in order to learn; asks questions at the risk of appearing foolish; takes on challenging or unfamiliar assignments.

Emotional Intelligence 

Establishing and sustaining trusting relationships by accurately perceiving and interpreting own and others’ emotions and behavior; leveraging insights to effectively manage own responses so that one’s behavior matches one’s Culture Principles and delivers intended results.

Key Actions
· Builds self-awareness - Demonstrates an understanding of own emotional triggers, strengths, and development needs as well as the impact of own behavior on others.
· Maintains self-control - Modifies behavior based on self-awareness to improve impact and build relationships.
· Maintains or enhances self-esteem (to build social bonds) - Helps others feel respected and appreciated by sincerely and specifically acknowledging their ideas, contributions, and achievements; offers positive feedback; focuses on facts and intentions to maintain another’s self-esteem when things don’t go well.
· Listens and responds with empathy - Demonstrates an understanding of the other person’s situation by acknowledging both the facts and the feelings (positive or negative) he or she is expressing.
· Asks for help and encourages involvement (to enhance collaboration) - Asks for others’ opinions and ideas to gain their commitment and encourage responsibility; unleashes ideas through questioning.
· Shares thoughts, feelings, and rationale (to build trust) - Appropriately and honestly discloses feelings and insights to build trust; ensures own ideas supplement, not replace, others’ ideas; shares the “why” behind decisions, ideas, or changes.
· Provides support without removing responsibility (to build ownership) - Offers help while building the other person’s sense of task ownership; resists taking over; boosts confidence that the other person can successfully complete the task.
· Facilitates discussions - Conducts productive and efficient discussions by clarifying the situation, discussing and developing ideas, and agreeing on next steps (i.e., uses the Interaction Guidelines: Open, Clarify, Develop, Agree, and Close).

Entrepreneurship  

Using own understanding of key market drivers to create and seize business opportunities, expand into new markets, and launch new products, services, and/or profitable endeavors. 

Key Actions
· Identifies key market drivers - Continually scans the market and shows understanding of the key market drivers and emerging trends (e.g., technology, competition, pricing, customer needs).
· Energetically pursues profitable business ventures - Aggressively develops new business opportunities with the greatest potential for competitive advantage, market penetration, revenue generation, and financial viability; targets business opportunities that align with organizational priorities and resource realities.
· Takes calculated risks - Offers fresh ideas and/or novel approaches to create greater market value and brand differentiation. 


Product & Clinical Knowledge 

Seeking and leveraging opportunities to gain new knowledge and experiences; quickly assimilating and applying new information and skills to enhance sales results.

Key Actions 
· Seeks learning opportunities – shows inquisitiveness and eagerness to gain product and clinical related knowledge; scans the environment and informal experiences that can provide new knowledge; proactively makes time for these experiences.
· Assimilates information quickly – Readily absorbs and comprehends new information from formal and informal learning experiences; quickly sizes up new situations or information and isolates the most important elements.
· Welcomes feedback – Seeks and readily accepts feedback on own performance; uses feedback to constructively to improve knowledge and behaviors.
· Applies knowledge or experiences – Puts new knowledge and understanding to practical use on the job; furthers learning through practice and ongoing feedback.

Targeting Sales Opportunities

Identifying the most promising new sales opportunities by uncovering emerging business and market issues, and then identifying potential customer organizations and their influential decision makers who would be interested in improving business results.

Key Actions
· Identifies key market issues - Through networking, research, and use of social media, discovers emerging market/business issues and opportunities that one’s products and services could uniquely address.
· Identifies high-value targets - Pinpoints organizations and their decision-makers/influencers that might want to address identified business issues by purchasing one’s products and services; focuses only on those prospects where own offerings will have a competitive edge in providing customer value. 
· Creates access plan - Identifies methods to contact, create compelling agendas, and secure time with influential decision makers in prospect organizations.


Revised July 2025
1-5
FOR INTERNAL USE ONLY
image1.jpeg
@ bioventus




image2.png
Talent Acquisition - Biov

Competency level’s

People Leaders

Achieving Results

Business and Financial Acumen
(Leadership)

Coaching and Developing Others

Creating an Inclusive Envirnoment

Decision Making (Leadership)

Driving Innovation

Leading Change

Leading with Emotional Intelligence

Leading with Mission and Values

Leading through Vision, Integrity, and
Culture Principles

Stakeholder Management (Building
Trusting Relationships)

Sr. Individual Contributor

Adaptability

Business and Financial awareness
Communication (Active Listening)

Continuous Improvement

Decision Making

Innovation

Leading through Vision, Integrity, and
Culture Principles

Managing work

Stakeholder Management (Building
Trusting Relationships)

Technical/Professional Knowledge and

Skills

Valuing Differences

Individual Contributor

Achieving Results

Adaptability
Communication (Active Listening)

Continuous Improvement

Leading through Vision, Integrity, and
Culture Principles

Managing Work

Technical/Professioal Knowledge and
Skills

Valuing Differences

Sales competencies

Account planning (Targeting sales opportunities,
territory management)

Active Listening (Advancing Sales Discussions)
Adaptability

Building Influential Partnerships
Driving for results / Sales Drive
Leading through Vision, Integrity, and Culture

Principles

Portfolio Management

Technical/Professional Knowledge Skills

Valuing Differences




