
 

© 200

 
Field 
Solution

Busine

Progra

09, Frogkick Inc

Sales M
n at a Glance

 

H

 

ss Need 

O
k
fr
n

In
c
e

m Goal 

S

•

•

•

 

c. All rights re

anagem
e 

INDUST

Healthcare/Pharm

 

 

Our client m
knowledge 
ramework w

necessary to

n our view,
urriculum, r

external dev

Success req

 Align the
with an e
specialty

 Address
managem

 Provide 
on-going

served.         

ment Curr

RY 

maceuticals 

P

made a strat
and skills o
within whi

o do so. 

, the challen
rather than
velopmenta

quired that

e strategy a
emphasis o

y 

s the needs 
ment, field 

 a foundatio
g growth an

             

riculum 

BUSINESS NE

Organization
Developme

Process Improv

Sales Effective

tegic busine
of their field
ich to provi

nge require
n taking the
al programs

t we design

across comm
on unique a

of varied au
 sales mana

on for the in
nd best pra

 

Design

EED LEA

nal 
ent 

Ne

vement P

eness 

ess commit
d sales man
ide the train

ed a formal
 approach o
s. 

n tools tha

mercial ope
application 

udiences, in
agers and th

nitiative em
ctice sharin

ARNING DESIGN 

eeds Analysis 

Performance 
Consulting 

Workshop 

tment to sha
nagers and 
ning and re

 culturally 
of offering 

at: 

erations, 
for each the

ncluding se
he sales rep

mphasizing
ng 

arpen the 
needed a 

esources 

tailored 
independen

erapeutic 

enior sales 
presentative

  

 

nt 

es 



 Field Sales Management Curriculum Design 

 Page 2 of 2 

The Solution 

To meet the needs of different professional perspectives, we initially 
organized the content into four phases: 

• Basics 
to benchmark performance and introduce core time-sensitive 
business knowledge and skills 

• Intermediate 
to further hone business knowledge and skills and build team 
leadership capabilities 

• Experienced 
to disseminate best practices, sharpen strategic decision-making 
proficiency, and further advance leadership skills 

• Advanced 
to contribute towards and disseminate best practices and polish 
knowledge and skills commanded of senior sales leadership 

In recognition of varied participant learning styles and their 
distributed geography, we crafted a curriculum that included 
multiple channels, such as: 

• Case Studies 

• Self-Study/Distance Learning 

• Workshops 

• Participation in Panel Discussion or Serving as Course Leader 

Prior to participation in each phase of the curriculum, performance 
was evaluated via a 360 survey.  The results of the 360 were carried 
over into a personalized development plan which linked to self-
development resources to be completed outside of the four phases of 
the curriculum noted above. 


