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Facilitator guide – Day one  
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Day one: Agenda at-a-glance 

Timing Session title 

8:30 am Welcome 

9:10 am Introduction to value selling and high-performing FSAs 

10:00 am Break 

10:15 am Introduction to value selling and high-performing FSAs (continued)  

11:00 am Introduction to strategic territory planning 

11:30 am Lunch 

12:30 pm Territory decision making 

2:00 pm Customer drivers 

2:25 pm Break 

2:40 pm Call planning 

4:10 pm Daily wrap-up 
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Welcome 8:30 am 

Timing Title Description Slide 

5 minutes Welcome  

• Welcome everyone to the class 

• Explain that we have an intensive three-day program planned with a number 
of activities all designed to provide opportunities to be more successful  

 

(continued) Objectives 
• Review the objectives slide (animated) 

• Ask if they have any questions about the objectives 
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Welcome (continued) 8:35 am 

Timing Title Description Slide 

5 minutes Agenda • Review the agenda for the full three-day program (three slides) 
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Welcome (continued) 8:40 am 

Timing Title Description Slide 

5 minutes 
Value Selling 
skills assessment 

• Collect all the completed skills assessments (assigned as pre-work) 

• Make sure you find time to review them on your own at some point 
throughout the program and identify where you agree / disagree with the 
Associate’s rankings 

 

(continued) Housekeeping 
• Review the housekeeping slide  

• Be sure to reinforce the importance of limiting cell phone use  
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Welcome (continued) 8:45 am 

Timing Title Description Slide 

 
Note to 
facilitator!  

• For the next slide, as you review the “team approach”, be sure to take the 
opportunity to encourage group engagement by making it personal 

• Go around the room and highlight how every person in the room has great 
experience and best practices that we want to make sure we are uncovering 
in the class 

• Call on each specific individual and highlight their own unique experiences / 
expertise  

 

(continued) 
The team 
approach 

• Animated slide 

• Review the slide 

• Reinforce that we are a team and that we will be supportive and encourage 
each other 

• Remind participants that there are no “dumb” questions – This should be a 
safe environment where everyone can speak freely 

 

 
Note to 
facilitator!  

• Feel free to customize the next slide to a recognized public figure appropriate 
for your region  
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Welcome (continued) 8:45 am 

Timing Title Description Slide 

5 minutes 
Even the best 
keep learning 

• Review the slide and highlight, no matter how good we become, we can 
always keep growing and learning 

• Recognize that many participants have been in this commitment and have 
been successful for many years 

• Give an example of a celebrity athlete and how despite how skilled and 
talented he / she is, they still need a coach to keep learning and getting better 

 

(continued) 
Action Plan 
workbook 

• Review the slide 

• Distribute copies of the Action Plan 

• Explain that throughout the program, they will have the opportunity to 
complete their full plan  

• Explain that it is important that they keep their completed Action Plans after 
this program as you will be following up with them and working to help them 
implement it and overcome any obstacles.  

 
 

 Bridge  
I’d like to move on now and introduce you to some of the background research that 
went into developing this program.   
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The importance of call planning (continued) 2:40 pm 

Timing Title Description Slide 

 (continued) 
The importance 
of call planning 
(continued) 

Can anyone tell me what the common theme is among these images?  

• As you review the slide, explain what each image is:  

- A shopper and a grocery list 

- A hiker and a map 

- A chef and a cookbook 

- A dancer and her practice 

• Look for responses such as:  

- All of these individuals, across professions, need to effectively plan / 
prepare in order to be successful 

- Can you imagine how successful any one of these people would be if they 
did not plan or prepare?  

- Emphasize that this is equally, if not more, important to the aortic FSA / 
physician interaction 
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