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Prerequisites Workshops Capstone Assessment Tasks

1)  Professional use of Soft
Selling.

2) Empower, inspire, man-
age self, and communi-
cate with positive intent.

3)  Develop clear language
to describe FPC and our
role in the clients practice
and dental industry.

4)  Build and manage a
profitable region using all
of the tools and tech-
niques available from
FPC.

5)  Seek learning opportuni-
ties to further profession-
alism and knowledge in
FPC products and the
dental industry.

6)  Manage all relationships
with honesty, integrity,
courtesy, and respect.

•   FPC corporate history
and overview

•   Dental Industry trends
and competition

•   Dental office business
management

•   FPC business model
training

•   FPC territory planning
and management

•   FPC software training
•   FPC funding training
•   FPC department

training
•   FPC communication

tools training
•   Soft Sell Training

Role play with VP Sales or
Sr. VP Marketing/Sales the
sales process from prospect-
ing through the authorization
of the sales agreement
where the senior manager
will play the part of a poten-
tial dentist.

Describe in detail the role of
each department in FPC and
how these departments
provide service to the client.
Be ready to answer ques-
tions.

Create and present to review
team a complete territory
development plan and
discuss strategies, tactics,
problems to be solved, and
the decision making process
to complete.

1)  4 years selling com-
plex solutions

2)  4 years managing a
region

3)  4 year college degree
4)  Excellent communica-

tion skills
5)  Ability to put client,

team, and company
first

6)  Computer literate
7)  Understand business

Intended Outcomes
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Role:
Practice Solutions

Specialists

FPC Program Map of Sales Training after Outcomes Planning

6
Manage all relationships with
honesty, integrity, courtesy,
and respect.

5
Seek learning opportunities to further
professionalism and knowledge in FPC
products and the dental industry.

1
Professional use of Soft
Selling.

2
Empower, inspire, manage self, and
communicate with positive intent.

3
Develop clear language to
describe FPC and our role in
the clients practice and dental
industry.

4
Build and manage a profitable
region using all of the tools
and techniques available from
FPC.

Capstone

•   Role play the
sales process
from prospecting
through agree-
ment

•   Describe role of
each department
in FPC

•   Create & present
territory develop-
ment plan

•   Answer questions
to clarify under-
standing

FPC
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FPC business model training

Professional Development
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& planning

FPC depart-
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 FPC communi-
cation tools

FPC corporate
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overview

FPC funding
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FPC software
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