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ADVANCING THE PRACTICE OF
MEDICINE THROUGH PLAY

MED DEVICE CASE STUDY

Leveraging virtual device solutions using the
neuroscience of play




CASE STUDY

HOW A MED TECH COMPANY

GREW SALES BY 6%

USING THE NEURGSCIENCE OF PLAY

Virtual Device Solutions accelerate the adoption of new technology with doctors

Tracking Layers

SURFACE

Brainlab, which makes software-driven technology to digitize, automate, and optimize clinical
workflows and serves patients in 6000+ hospitals across 121 countries, was preparing to

launch the seventh generation of one of their flagship systems, the result of years of investment
and innovation. Every aspect of the technology was new—the hardware, the software, and the '
workflows—so there was a window of opportunity to communicate and position the product it
their customers, neur , and healthcare C-suite. ‘

'PATRICK MURPHY,

Virtual Device Solutions
are hyper-realistic,

with high-end graphics

and realistic anatomy,

and there’s definitely a
‘wow factor’ that takes

the interaction beyond
something like watching a
video or reading a PDF and
makes it memorable.

)

Product Director, Brainlab



THE CHALLENGE

- A smaller company up against fierce competition, with less access
to decision makers.

- A unique differentiator that had the potential to wow doctors but that couldn’t
be captured in a sales demo—or even by the human eye. The solution was best
understood through hands-on experience at a site visit, requiring time and resources
to visit a hospital or a training center in the US or Europe.

- A sales team expected to educate customers on a complex technology using only
standard enablement tools like passive slide decks and 2D animations.

VIRTUAL DEVICE SOLUTIONS
RECREARENIRHE SITENIS s

ANYWHERE, ANYTIME

Brainlab worked with Level Ex to create an interactive experience using Virtual Device Solutions
for Sales that allowed their customers to engage, step-by-step with a virtual version of their

system—all available to stream to multiple users across any device. Whether their customers were
on Mlcrosoft Teams or Zoom their sales reps simply pasted a llnk lnto the chat, and the cl|n|<:|an :
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We wanted to immerse our
customers in an experience
that would engage them

in ways that are different
from typical animations
while educating them on
[our system], all without the
need to travel to another
facility. We also wanted
something that people would
enjoy using as opposed to
a dull animation or cliché
VR experience that lacks
meaningful interaction.

)

STEFAN VILSMEIER,

President and CEO, Brainlab




THE SOLUTION

- Virtual Device Solutions allow customers to engage with a virtual version of the
system, including playing with the settings and tools, to simulate a complete workflow.

- The experience can be projected in AR or streamed online across any device to
connect multiple users.

- Video game effects create visualizations that would be impossible to achieve in
real life, improving clinical confidence and comprehension.

SALES INCREASES LEADS,
DOCTORS INCREASE CLINICAL CONFIDENCE
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I haven’t seen a platform
like this that makes you feel
like you are controlling the
system. It allows you to see
the superior benefit of the
technology, especially now
when you can’t go on site.
This is possibly the best
training aid and product
demo Lye eyer seen. No ofle
has taken a demo to this
level to help me understand
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