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FPC Course Content/Outcome Guide (CCOG)

PROFESSIONAL
PRACTICE
SOLUTIONS
SINCE 1961

Program/Department: Practice Development Specialists Development Program

Course Title: FPC Business Model Training

Prerequisites: Active Field Sales Representative FPC, Sof* Selling Graduate

Themes: Professionalism, Confidence, Efficacy, Self Direction, Productivity

Issues and Concepts

Skills

Issues:

Relaxed presentation

Client trust and rapport
Agility to respond effectively
Solution sell

Concepts:

Language
Presentation
Business Model
Control

tee for Service
Steps to sale
Funding
Treatment Acceptance
Profit center
Bottom line

Peak performance
Outsourcing

Develop personal style of
discussing FPC service
solution (Personal voice).
Adapt product language to
any sales situation

Create confidence in self
and in potential prospect.
Describe clearly and
concisely the FPC service
solution.

Solve problems and build
value using the FPC
service solution language.
Train and mentor others in
the FPC service solution.

Assessment Tasks

Procedure: Demonstrate in a
role-play, ability to confidently
articulate all of the product
attributes of the FPC service
solution.

Intended Outcome(s)

Presentation: Present to the
group as a whole, two areas
of the FPC service solution in
a format chosen by the sales
person. Can be a dialogue, a
question and answer session,
a presentation, or a sales
interview.

Sales person will confidently
and professionally present
and discuss all facets of the
FPC solution in any given
circumstance. Situations will
include

» all steps to the sale

* resale situations & ongoing
problem solving in clients

* in event situations both large
and small

Sales person will gain self
efficacy and improve self
direction of activities leading
to improved production.




