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PRESCRIPTION FOR SUCCESS
California-based Watson Pharmaceuticals Inc. takes innovative
steps to prepare its sales force.
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Where to Start
For companies looking to save money while raising the bar
with training efforts, the first step is to have buy-in from
upper management, according to Reggio. “You really have
to listen to what the CEO, president, and VPs, and directors
of marketing and sales are looking for,” he said. “In our case,
the Blackboard platform fits in well with our CEO’s strategy

Results
It all comes down to this question: What is the impact
on business?
Start by looking at the fact that the representatives were
truly engaged, thereby empowering them to sell with confidence. This, of course, led to a high-level of credibility for
the sales representative and confidence when mitigating
any customer concerns and closing for the business.
The proof points: The first week of launch, Gelnique boasted
close to double the amount of prescriptions as a large competing company. And RAPAFLO had a similar success story.
“With our new training system, representatives were arriv-

In our case, the Blackboard platform
fits in well with our CEO’s strategy and
transformational way of thinking and
aligns with our company’s values of
accountability, innovation, collaboration,
commitment and leadership.

ing to the launch good and leaving great,” Lou Candura,

Bill Reggio
Director of Sales Training
& Leadership Development

partner. Plus, there was a huge shift in employee behavior,

manager of sales training & leadership development,
explained. “Sales representatives have told us they’ve never
been trained so well and felt so prepared. They truly were
ecstatic about this technology.”
Overall, the training department gained visibility throughout
the organization and people now come to them looking to
not to mention a substantial cost and time savings and
a boost in sales. What’s more, the sales force gained self
awareness and belief in product. And that’s priceless.
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