P P P b P P b P P P &b & d
Odd 4 & 4 & ¢ 4 ¢ & ¢ 4 »

dodal) 8 5¢a¥) &by

S
<@

JLikad Llig

T ) Aaly ) 5 Lo

P 2P P P P ab @b b P P e @
®H 48 4 4 4 4 4 ¢ ¢ ¢
Ve @ @ @ @ @ @ @ <
P ©p Tp Tp Tp Tp Tp Tp Tp Tp ® ¢

PP Q 9 9@ @ @ @ @ @ @
2 B ®p Tp Tp Tp Tp Gp, Tp, Gp, Tp, Bp ® @



P P P b P P b P P P &b & d

Tod 6§ § € 6§ 6§ 6§ @ & & &’
G@ (?b
% fahll 3 3¢aY) b 9 (e i b alad 2 g
m‘!) <l 941 98 34 a3 paddil) sa dgdal) 5 jgaY) adly (?‘)
@@ ccilabal) g i) 5 () g paall g Loy Lgaddinn (il (yb
@ e (A ) Lgdaatins (Al 3 3gaY) Gan g LS &
GQ) BigaYL B 48 ma ) adll) 138 gliag agiauay 4 liall (yg
% il gl AT b Gadd JS 35y ia Ayl Ny
m‘!) Al i) A8y (?‘)
G bl Al il 55ga¥) ake o Byt @ O
% e o8 pedd diay 388 A rliag Lee Alley g il g)
m@ Jicﬁ)d\jﬁjicﬂ\w@jtﬁjiceﬂ‘wwg (y‘)
G@ e o) caijlse o o jada S gl Bl uadl (bl Slga @Q
@ Al i g1 el e ol Ada ol g g ¢ LAWY gLaSI 7))
G@ Aaallh 4lall e selud (,@
@ &
& )
(l@ (?(Q
£#99 @ @ @ @ @ @ @ @ @ P

e CpTp Tp T O Op Tp Tp B ® ¢



P P P b P P b P P P &b & d

‘2@@@@@@@@@@@@@:
@2 e 08 PRt By oy Al 3300wl sl O @
$ @ Aablaall g ALSSS A0S Gy Al g9 Ay By (@ ®
% i e g LaS  aa JSAy 44y Ja5 9 Adlaii g 4le g)
N ¥ G aliall Jlgad) LA e anaeluy g ¢l 30 © &
® .‘%#H‘ g ?33.4 o))
& g , L &
m‘!) Cra 8L 5 ¢ sadal) Ja13 3 Y qui i Ul adll) algy (?‘)
| JS e 3392 9o plARELY) Clalalt o 5 (Al g dabs L &
@ D s i diagasd clall i s s O @
9 GaE o 0o el B sl Sy il O
% L LY e g (A Aaliia 48y yhay cilaial g’
@2 Sl 48 jral G guilad) jlga dhall 3 3¢aY) adly adiiy T &
Qg s g s3gals sl ua) Jgag cipallly @ ©
@ )
& ®
@2 e
#9999 8 @ @ § @ 9 @ @ @ @Pa

e CpTp Tp T O Op Tp Tp B ® ¢



P P P b P P b P P P &b & d

‘2@@@@@@@@@@@@@:
@@ Jomaall dudal) 3 3gaY) adual Al ClS i) aa Jual i 38 g (y‘)
S 536 G Al ol g Syal claiial e g ©
@ , ‘ ‘ &
G@ (BB g o)) gmay Lisal dpadal) 8 3l adly (158 O g (yb
@ G 8 N ¢ 1388 Y ¢l aa Jalail) B Liukal g )
G@ O 8 A agilile 3) 81 aa) ¢ gaelay ol a0 (yb
% o2 b dagual) ciliaall (ya £ 93¢0 5 o) iaY) 5 pLaILY) g’
L\ digal) ®
@ ' &
@@ cila jlieal 9 3 3gaY) alia & Akl 8 3gal) Al Jary @9
% o o) gl Cilaal) aud Al S AN B g cdgdal) g’
m‘!) (Oa yaall g o llal) aa ¢y glaty B g (dlamadiall (i jlal) (?‘)
4 ® Aoaall Lle ) ails g ccbidiuall g ccldaval) g . )
% 20l LY cAagall (geall (0o Adal) 8562 Y) aily ddga 223 g)
a2 Aliall gl galing (A 35400 e Jpaad) o gl @ o
N © .
£99 W @ 9 @ @ @ @ @ @ WP

e CpTp Tp T O Op Tp Tp B ® ¢



P P P b P P b P P P &b & d

‘20@@@@@@@@@@@&5
SN P PRI WO P JORPIC I - POCIPT P\
% L slieY) g daal) daglia Jo solui 43 6fga g g)
@ @ @ )
& )
L) ®
@ )
& ] .. o )
L) 4 plady) dadlly GUisl) )R La ®
@ ‘ )
4 Do you know, my son, who a medical &
L) ®
@ ?equipment salesperson is &
& )
@ @ A medical equipment salesperson is someone @ &
g ) who sells devices and tools used by doctors, ® e
@ nurses, hospitals, and clinics. They also sell &
& )
@ L) some devices that people use at home for ® &
4 their health. This salesperson needs a good )
@ @ @ o))
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@ 9 understanding of medical equipment to help @ &
4 ) each person choose the right device for their o &
% .needs g)
@ @ When a customer enters a medical equipment @ &
g )] store, the salesperson greets them politely and ® S
% asks what they need. A person might be g)
a2 looking for a blood pressure monitor, a blood ® s
& ® glucose meter, a digital scale, a thermometer, . )
@ a wheelchair, crutches, a nebulizer, a medical &
L ) pillow, or other tools that help with health o ®
% .care g)
@ @ The medical equipment salesperson explains @ &
g Q@ how to use each device in a simple and clear o e
% way, showing how to operate, maintain, clean, g)
L) ®
@ )
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@ and store it correctly. They also answer &
L ) customers’ questions and help them choose o &
% the right device according to their needs, g)
N L) without providing diagnoses; that is the job @ &
4 of a doctor. The salesperson also takes care ™)
@ v of arranging the equipment within the store, 4 &
& @ ensuring it is in good working order and ® ®
% clean, and that instructions for use are g)
¥ included with each device. They also monitor @
@ )
& the store's inventory, order new equipment &
@ AL when stocks run low, and ensure that ® &
4 @ products are displayed in an organized ® )
% .manner for easy viewing by customers g)
@ @ @ )
4 )
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Medical equipment salespeople use
computers to track prices and quantities, as
well as invoicing systems and electronic
payment devices. They may also contact
medical equipment manufacturers to obtain
new products or to order spare parts for
.certain devices
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Medical equipment salespeople must be
honest, patient, accurate, and courteous in
their interactions with people, as many
customers may be patients or caring for a
family member. Therefore, good listening
skills, respect, and a calm demeanor are
.essential qualities in this profession
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@ Medical equipment salespeople work in )
L ) medical device and supply stores, companies o &
% that sell medical equipment, or at specialized g)
N L) exhibitions. They may also collaborate with @ &
4 doctors, nurses, pharmacies, hospitals, and ™)
@ v healthcare companies. The profession of N4 &
& @ medical equipment salesperson is an ® ®
% important one, because it helps people obtain g)
L) the equipment they need to take care of their @
% health, facilitates the work of those working g)
@ AL in the medical field, and contributes to ® &
4 @ iImproving the quality of life by providing safe ® )
% and reliable medical tools that help in g)
® ) .monitoring and taking care of health o &
< ® . )
@ )
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