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ABOUT THE ACADEMY OF MEDICAL SALES 

  
 
Guiding Principles 
 
The Academy of Medical Sales awards a diploma in Medical Sales. This notable diploma 
indicates that the student received state-of-the-art knowledge and skills to be successful in the 
fulfilling career of medical device sales. The Academy of Medical Sales is a trade name of Max 2 
Holdings, LLC, a limited liability company formed under the laws of the State of Florida. Michael 
Maxwell, President of Max 2 Holdings, LLC, is the sole owner and officer of the company. The 
Academy of Medical Sales is licensed by the Florida Department of Education, Commission for 
Independent Education (License # 10259). 
 
We achieve our Mission by accomplishing our Purpose: 

• To enable dynamic student learning by providing essential knowledge, expertise,  
 and real-world experience and to promote their use in the field of medical device 

sales 
• To offer up-to-date job strategies for new and existing sales representatives in the 

medical device field 
• To guide students how to utilize their sales approach with doctors and the 

challenges of selling products to hospitals 
• To interact with instructors who bring years of experience and accomplishment   
• To use the latest in instructional methods and programs in the classroom for a 

dynamic learning experience 
• To monitor the student’s academic progress based on the curriculum and 

instructional materials. Students will constantly be supported by way of 
encouragement, counseling, and any form of academic provision. 

• To be a for-profit institution and produce the financial resources required to support 
The Academy’s mission and to fulfill its stakeholders 

  
  
  
  
  



  

   THE ACADEMY OF MEDICAL SALES     2022 Student Handbook & Course Catalog                    4 
 

 

 
 
Integrity 

Our students and graduates strive to hold themselves to the highest standard of 
customer service to all participants in the medical sales industry:  medical device 
manufacturers, patients, surgeon customers, and hiring managers. 

 
Professionalism 

Our students and graduates demonstrate excellence in leadership by being willing to 
serve others and build positive relationships with surgeon, organization staff, and 
patients as we engage in open and direct communication to facilitate smooth 
operations. 

 
Discipline 

Our students and our graduates take initiative to exceed expectations as we challenge 
ourselves through adversity through our commitment to pursue knowledge and on-
going training.   

 
Teamwork 

Our students and our graduates remain engaged in the medical sales industry, 
collaborating with surgical teams to solve problems and making decisions that are 
always best for patient outcome.  

 
Flexibility 

Our students and our graduates adapt to changes in the innovative and ever-changing 
medical device industry with new devices, methods, challenges, and opportunities.   
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INTRODUCTION 
 
 
This Student Handbook and Course Catalog provides students with information about The 
Academy’s policies and expectations. The policies and practices described do not represent a 
contractual agreement between The Academy and students because it provides reference and 
is not a legal document. Students bear responsibility for becoming fully acquainted and 
complying with the rules, policies, and requirements of The Academy of Medical Sales.   
 
Class Hours on Campus 

Monday – Friday   7AM – 4PM * Subject to change  
 
Each class meeting will include two 15-minute breaks and a one-hour lunch break.  

 
The Academy of Medical Sales Corporate Business Hours 

Monday – Friday   8AM – 5PM 
 
Academy/Office Holidays 
No classes will be held on the following holidays: 

• New Year’s Day 
• Memorial Day 
• Independence Day (4th of July) 
• Labor Day 

• Thanksgiving Day 
• Friday After Thanksgiving Day 
• Christmas Eve 
• Christmas Day 

 
If the holiday falls on a weekend, The Academy may observe the Friday before or the Monday 
after the actual holiday. Students should refer to each course syllabus to see any varying dates.    
 
Facilities, Educational Tools, and Equipment 
The Academy provides the training tools and facilities designed to promote real-life 
environments related to sales, operating rooms, and labs. Supplemental training beyond the 
classroom may include the following: 

• PowerPoint Presentations 
• Internet Research Exercises 
• Skeletal Models 
• Surgical Instrumentation and Equipment 
• Surgical Techniques 

 
Rules of Admission 
Upon acceptance, all Academy of Medical Sales students agree to complete and participate in 
all assignments with academic honesty. Disruptive and inappropriate behavior will not be 
tolerated and may result in a student’s termination from the program. 
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FACULTY 

 
Mike Yusko   
Lead Instructor Orthopaedic Reconstruction, Trauma, and Orthobiologics 

BS – Education in Health and Physical Education – Chowan University 
MS – Administration and Management of Educational Programs – Nova Southeastern 
Orthopaedic Reconstruction, Trauma and Orthobiologics 17 years 
Educator in Florida Public School System 10 years 

 
Kurt Besch   
Director of Admissions – Instructor Anatomy and Physiology 

MD – Internal Medicine – Indiana University 
Private Practice 25 years 

 
Phyllis Wilburn 
OR Protocol, Sterile Processing 

AS – Nursing – Fayetteville Technology  
Hospital Based Nursing 25+ Years 
SPD Management 15 years 

 
Sue Maxwell 
Career Preparation  

BS – Management – University of South Florida 
Territory Development & Sales – 20+ years 

 
Y. Kim 
Career Preparation 
 MFA – Creative Writing – University of Florida 
 BA – English – University of Florida 
 College Professor – over 15+ years 
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STUDENT CODE OF CONDUCT 
 
 
Student Conduct Policy 
A safe and productive learning environment is essential at The Academy. Any student conduct 
that is offensive, disruptive, unfavorable, or hostile to others will not be tolerated. Cheating, 
stealing, falsifying documents, fighting, threatening, sleeping or the appearance of sleeping, or 
sexual conduct will lead to student dismissal from The Academy. 
 
Attendance Policy 
Regular and punctual attendance for all classes is mandatory and will be recorded.  Students 
should inform their instructor in advance if they plan on being absent, tardy, or need to leave 
early.  Each course requires a minimum number of hours of participation and completion for 
diploma. Excessive absences due to a medically documented personal or family illness, other 
personal emergencies, or religious observances may be completed depending on instructor and 
facility availability and will be decided case-by-case. 
 
Leave of Absence 
Students who require a leave of absence must submit their written request that should include 
their reason and their tentative return date. The request will be decided case-by-case, 
depending on the reason for the request, previous attendance record, previous leave requests, 
and the impact the extended absence will have on the class. 
 
Dress Code Policy 
Students wear blue scrubs (provided) and closed-toe shoes each day.  
 
Drug, Alcohol, and Tobacco Policies 
Drugs, alcohol, and smoking are strictly prohibited on campus. No alcohol will be stored or 
consumed on site at any school facility. The Academy has a no-smoking/tobacco policy inside 
the classrooms, office, and office building. The use of cigarettes, e-cigarettes and/or smokeless 
tobacco is allowed within the designated areas only outside the office building.  
 
Students who are involved in the unlawful use, sale, manufacturing, dispensing, or possession 
of controlled substances, illicit drugs, or alcohol on The Academy premises will be subject to 
disciplinary action up to and including dismissal from class and referral for prosecution. 
 
Safety Policy 
The Academy will make every effort to keep the equipment in excellent condition to ensure 
that all devices are working properly. All accidents during classroom environment should be 
reported immediately to the instructor. The instructor will inform the necessary staff at The 
Academy to be sure that prompt medical attention is provided. 
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Security Policy 

Firearms are prohibited on The Academy property, and applicable charges will be filed against 
the student/visitor for such a violation. 
 
The Academy reserves the right to monitor and record its classrooms and labs for training 
purposes as well as for the safety and security our students, staff, and property. 
 
Sexual Harassment Policy 
The Academy has a zero-tolerance policy for harassment or assault. The US Equal Employment 
Opportunity Commission (EEOC) defines sexual harassment as unwelcome sexual advances, 
requests for sexual favors, and other verbal or physical harassment of a sexual nature explicitly 
or implicitly whereupon submission or rejection of harassment may influence employment or 
educational decisions or where such actions are intimidating, hostile, or offensive. All sexual 
harassment complaints should be reported immediately to President who will investigate any 
allegations and advise The Academy’s legal counsel. 
 
Phone & Electronics Policy 
Personal laptop computers are required for each course day. The Academy will provide access 
to a secure student network. The use of cell phones during class time is not permitted.  Cell 
phone use is permitted during breaks and lunch breaks. Copyright infringement, viewing illegal 
or pornographic websites, and torrenting are strictly prohibited and will lead to disciplinary 
action, up to and including expulsion from The Academy. 
 
 

 
 *Photo depicts various types of surgical instruments  
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 2022 ACADEMIC CALENDAR       
 
 
Our academic schedule is subject to change due to corporate and market demands.  
Please visit www.theacademyofmedicalsales.com for the most current program dates. 
 
 

START DATE PROGRAM GRADUATION DATE 

TBD 

 

 

8-Week Selling Orthopaedic 
Reconstruction, Trauma and 
Orthobiologic Medical Devices  

   
 
 
 
 
 
 
 

 
 
*Photo depicts various types of surgical instruments 
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ADMISSIONS 
 
 
Applying to The Academy of Medical Sales (The Academy) 
The Academy of Medical Sales offers the student the educational opportunity to succeed in the 
field of medical device sales. The student’s admission is determined by his or her professional 
experience and success including but not limited to academics, sales, business, and relevant 
fields. The student will have an initial phone interview to help determine his or her sales 
abilities and comprehension. Afterwards, the student will be notified in a timely manner of his 
or her admission. 
 
Applicants, students, and the medical sales industry can directly impact each other. Successful 
graduates of The Academy make an immediate impact in the company that they work for with 
their improved educational and professional skills. Many of those same companies will look to 
The Academy for excellent salespeople. Our graduates will continue to impact future students 
based on first-hand testimony. Thus, the beneficial cycle continues. Our talented students will 
make a significant impact on the medical device industry for years to come.  
 
The Academy of Medical Sales does not guarantee the transferability of student’s credits to or 
from any other institution, barring a written agreement with that institution. Credit 
transferability is at the discretion of the accepting institution, and it is the student’s 
responsibility to confirm whether credits will be accepted by another institution of the 
student’s choice. Currently, The Academy has no written articulation agreements with other 
institutions. Should such an agreement be made with an institution, a list of those institutions 
may be provided to students, along with any conditions or limitations on the amount or kind of 
credit that will be accepted. Such agreement must be valid and in effect at the time the 
information is disclosed to the student. The agreements will be kept on file and available for 
inspection by the Commission representatives or students. Any change or termination of the 
agreements shall be disclosed promptly to all affected students.  
 
The Academy does not make the representation that its credits can be transferred to another 
specific institution unless there is a valid articulation agreement on file. Units or credits applied 
toward the award of a credential/diploma may be derived from a combination of any of the 
following: 

1. Units or credits earned at and transferred from other postsecondary institutions, 
when congruent and applicable to the receiving institution’s programs and when 
validated and confirmed by the receiving institution. 

2. Successful completion of challenge examinations or standardized tests 
demonstrating learning at the credential level in specific subject matter areas. 

3. Prior learning, as validated, evaluated, and confirmed by qualified instructors at the 
receiving institution. 

 
If the student has applicable education related to the medical sales industry, the program may 
be adjusted appropriately. 
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Current law prohibits any school from guaranteeing job placement as an inducement to enroll 
students. 
 
Admission Requirements 
To be considered a candidate for The Academy of Medical Sales, applicants must be at least 18 
years of age with documented completion of one of the following: 

• Associate degree 
• Bachelor’s degree 
• Trade/Technical Degree/Certificate  
• Documented outside sales experience 
• Clinical knowledge related to the medical field (i.e., surgical technologist) 
• Students may apply from anywhere in the United States 

 
Ideal Applicants for The Academy of Medical Sales 
There is no one set of principles that set students apart when considering applying at The 
Academy of Medical Sales. What individuals have experienced up to this point in their career, 
education, and/or real-world experiences plays an instrumental part in the selection process.  
 
The Admissions Process 

 

PHASE 1 

Submit 
Application

•Applicant submits admissions 
application, including current 
resume/CV for evaluation.

PHASE 2

Phone 
Interview

•Applicant & Admission 
Officer(s) conducts a phone 
interview.

PHASE 3

Admissions 
Committee 
Evaluations

•Admissions committee evaluates 
applicant's potential for The 
Academy and the industry.

PHASE 4

State Licenced 
Agent 

Contact

•A state licensed agent from 
The Academy contacts the 
applicant about acceptance 
into the program.
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TUITION & COSTS 

 
    Program Tuition Total Cost 

8-Week  
Selling Orthopaedic Reconstruction,  
Trauma and Orthobiologic Medical Devices 
 

$ 10,000 $ 10,000 

 

Nonrefundable Application Fee 
 

$50.00 $50.00 

 
 
Associated Costs & Fees 
 
In addition to tuition and fees paid to The Academy, students will be responsible for these 
additional costs:   

• transportation to and from the campus  
• lodging   
• meals  
• local transportation during their stay  
• financial aid is currently not available 

 
In addition, the following is required by all students: 

• Blue scrubs to be worn to every face-to-face course, provided by the Academy.  
• Formal business interview attire for graduation photo 
• A computer, laptop, or tablet to bring to each class and to complete research and 

assignments. 
 
Mandatory updated industry health immunizations: 

1. MMR 
2. TB 
3. Hepatitis B 
4. Varicella or proof of chickenpox 
5. Current seasonal flu vaccine 
6. Covid 19 Vaccine * Face masks will be worn when social distancing not possible 
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SCHOOL POLICIES & PROCEDURES 
 
The Academy of Medical Sales Responsibilities 
The Academy’s goal is to educate and train those who want a career in specialized medical 
device sales. The Academy will provide hands-on experience and direct exposure to practical 
sales training related to surgical procedures that use various medical devices. The Academy will 
instruct students on the medical terminology and industry terms as we offer direct exposure 
and a familiarity to surgical and sales environments.   
 
The Academy will provide, ensure, and maintain access for all students to the information 
resources and services to support the program and courses through the following methods: 

• instructors’ phone numbers and email addresses,  
• weekly reminders from instructors about assignment and test due dates,  
• weekly binders with printed curriculum materials,  
• lab instrument availability during lab hours, 
• career development and support services upon and near completion of program. 

 
Student Responsibilities 
Students are expected to behave responsibly and with consideration to others by actively 
engaging in the learning process and responsibilities related to how to become successful in the 
medical device sales field. The related responsibilities include the following: 

• Punctual attendance 
• Class participation 
• Work submission set deadlines 
• Mastery-level (passing test grades) understanding of subject matter 

 
If students neglect their academic obligations, The Academy reserves the right to terminate 
their course for the following reasons: 

• Failure to complete essential assignments  
• Failure to pass required tests on subject matter 
• Violation of the Student Code of Conduct  
• Disruptive classroom behavior  

 
Mitigating Circumstances 
Students who wish to postpone their start date for a course due to mitigating circumstances 
should sign a letter that includes the reasons for postponement and an agreed upon new start 
date. See Cancel/Refund Policy for further details. 
 
 
Late Enrollment Period & Policy 
Late enrollment period is defined as one week (7 days) past the start date of the course. 
Students who missed the original enrollment deadline may enroll during the late registration 
period. There is a $100 late-registration fee.  



  

   THE ACADEMY OF MEDICAL SALES     2022 Student Handbook & Course Catalog                    14 
 

APPLICANT’S RIGHT TO CANCEL/REFUND POLICY 
 
*Cancellation/refund requests cannot be made by email, telephone, or fax. 
 
All cancellations or withdrawals must be made in writing to The Academy and given in person 
or by certified mail. Certified cancellation or withdrawal letters should be mailed to: 

The Academy of Medical Sales  
4511 N Himes Ave #125 
Tampa, FL 33614 

 
Cancellation, Withdrawal, Termination and Refund Policy 

Should a student’s enrollment be terminated or cancelled for any reason, all refunds will be 
made according to the following refund schedule: 

1. Cancellation can be made in person, by electronic mail, by Certified Mail or by termination. 
 

2. All monies will be refunded if the school does not accept the applicant or if the student 
cancels within three (3) business days after signing the enrollment agreement and making 
initial payment. 

 
3. Cancellation after the third (3rd) Business Day, but before the first class, results in a refund 

of all monies paid, with the exception of the registration fee (not to exceed $125.00).  
 
4. Cancellation after attendance has begun, through 40% completion of the program, will 

result in a Pro Rata refund computed on the number of hours completed to the total 
program hours. 

 
5. Cancellation after completing more than 40% of the program will result in no refund. 

 
6. Termination Date: In calculating the refund due to a student, the last date of actual 

attendance by the student is used in the calculation unless earlier written notice is 
received. 
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ASSUMPTION OF RISK BY STUDENTS 
 
 
Students will be using power tools (surgical drills and saws) throughout the duration of the 
program.  Upon acceptance to The Academy, students agree to assume the risk involved with 
using these power tools and hereby release The Academy and its instructors, employees, and 
staff from any liability or injury that may arise. Additionally, The Academy will not be liable for 
any actions or occurrences that may occur outside of The Academy’s classrooms while students 
attend the program. Students agree to assume all risks in any activity outside The Academy, 
which include participation in sport, entertainment, or social functions. 
 
Personal Release Agreements 
All students of The Academy of Medical Sales grant permission to the following personal 
release agreements: 

• consent to the use of their image, name, and graduation/employment information in 
photographs, video, or other digital media in any publications, including print or web-
based publications without compensation.   

• waive the right to inspect or approve versions of their image used for publication or 
the written copy that may be used in connection with the images.   

• grant permission to use their statements during course evaluations or interview 
about their experiences at The Academy for the purpose of advertising and publicity 
without restriction and compensation.  

• agree to provide their contact information to prospective students who have 
requested additional information about The Academy. 

 
Confidentiality Agreement 
The curriculum, teaching tools, and all publication material and handouts by The Academy are 
protected, proprietary in nature, and confidential only to attending students. Students will not 
disclose information, share any materials, copy, redistribute, audio record, rebroadcast, or 
otherwise reproduce or share any of The Academy’s training material to anyone who has not 
completed the program.  Should this agreement be broken, The Academy will be entitled 
through legal action to recuperate attorney fees. 
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Formal Complaint and Grievance Process 
 
Most issues can be resolved through open and honest communication between the involved 
parties.  Students should first attempt to resolve grievances with the opposing party before 
filing a formal letter of complaint to the admissions office. If grievances cannot be resolved, 
students should include evidence and documentation in their letter within five (5) working days 
of the incident. 
 
Complaints must be based on a violation of a school policy concerning services, staff, or other 
students that has not been resolved through normal communications.  
 
If the grievance is school-related, students are encouraged to schedule a conference with the 
instructor and/or The Academy director. If a resolution cannot be met after the conference, 
students can file a formal written complaint to The Academy Director whose responsibility is to 
investigate the complaint, take appropriate action, and provide a written response within 10 
working business days after receiving the formal complaint.   
 
Notification of Complaint to the Florida Department of Higher Education 
Students can file a complaint with the Florida Department of Higher Education Division of 
Private Occupational Schools within two (2) years after the last date of attendance at The 
Academy. Licensed by the Commission for Independent Education, Florida Department of 
Education additional information regarding The Academy of Medical Sales may also be 
obtained by the Commission for Independent Education.   
 

Commission for Independent Education 
325 West Gaines Street 
Suite 1414 
Tallahassee, Fl 32399-0400 
888-224-6684 
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ACADEMIC STANDARDS 
  
 
In order to maintain the highest level of academic and professional standards, The Academy of 
Medical Sales will evaluate student progress: 

• to guide students during their pursuit of knowledge of medical device sales, 
• to clearly define student academic expectations, 
• to identify areas needed for improvement for students and faculty, 
• and to maintain academic integrity. 

 
Grading Scale 
The grading system The Academy of Medical Sales uses is the same as the standard American 
college 4.0 scale, where the top grade is an “A.” Students will also earn a “W” for withdrawal or 
an “I” for incomplete. 
 

To convert GPA to a 4.0 scale:  
 

Letter 
Grade 

Percent 
Grade 

4.0 
Scale 

A+ 97-100 4.0 

A 93-96 4.0 

A- 90-92 3.7 

B+ 87-89 3.3 

B 83-86 3.0 

B- 80-82 2.7 

C+ 77-79 2.3 

C 73-76 2.0 

C- 70-72 1.7 

D+ 67-69 1.3 

D 65-66 1.0 

F Below 65 0.0 

 
Academic Probation – below 70% cumulative score 
If students are earning below cumulative 70% cumulative, then these students will be receiving 
a notification of academic probation and must improve their academic performance. 



  

   THE ACADEMY OF MEDICAL SALES     2022 Student Handbook & Course Catalog                    18 
 

 
Dismissal  
If there are no improvements after two weeks of students receiving their academic probation 
notification, students will be asked to leave the program and will not be eligible to reinstate.   
 
Student Grade Reporting 
Students will be evaluated on the following: 
 

1. Weekly Competencies of lab skills  20% 
2. Surgical Techniques   20% 
3. Product Demonstrations  20% 
4. Final Exam    40% 

 
The assigned grades the students earn may not be changed after the instructor records the 
grade as part of the permanent electronic file maintained by The Academy, except in cases of 
computational error or for removal of an incomplete grade. 
 
Students may not perform additional work, revise a paper, repeat an exam, or complete other 
assignments after the instructor reports the final grade in order to receive a change of grade. 
 
The student must be enrolled in the course for the entire length of the course to receive a 
grade. Grades can only be issued for work completed during that time. Student grades are 
posted weekly and final grades provided at completion of the program or course. 
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GRADUATION POLICIES 
 
 
The Academy of Medical Sales maintains requirements in concordance with the nationally 
recognized expectations of academic performance standards. 
 
Students will receive a Diploma of Completion (Diploma) from The Academy of Medical Sales 
upon satisfactorily completing course requirements, earn a passing GPA, and be engaged in 
class participation in order for students to enter the field of medical device sales.   
 
The curriculum for each course is designed to prepare students for a medical sales career.  
 
Successful students will have met the following requirements upon graduation:  
 

1. completed the minimum number of hours designed for each course,   
2. completed assignments on time and with a passing score, 
3. earned a minimum cumulative score of 70%, 
4. displayed a mastery of medical sales aptitude, concepts, and medical industry 

terminology, 
5. communicated clearly and persuasively in speech and in writing,  
6. led groups independently and collaborated with peers, 
7. developed and employed critical & analytical thinking and broad medical sales 

knowledge, 
8. mastered current information and technology literacy in surgery & medical devices, 
9. integrated problem-solving methods for future real-world situations, 
10. and met soft skills requirements for future hiring managers in medical sales 

industry. 
 
     
The Academy does not guarantee that its credits will be transferable to any other institution 
unless there is written agreement with another institution. 
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CAREER DEVELOPMENT SERVICES 
 
 
With students’ drive and determination, The Academy’s Career Development Services can help 
students develop the skills and abilities needed after graduation. The Academy of Medical Sales 
trains its students to have a competitive advantage with specific industry information, 
suggestions for how to network on their own, as well as resume editing services. The Academy 
of Medical Sales helps students create innovative recruiting strategies that connect students to 
medical corporations and, thus, elevating student profiles within the application files. 
 
Employment Process  
The Academy works closely with its students and companies and private practices to assist 
graduates to find employment in a medical sales career within the first 12 months upon 
completing the program. Current law prohibits any school from guaranteeing job placement as 
an incentive to enroll students. 
 
The Academy’s Career Preparation Services continue to be in contact with hiring managers in 
order to assist graduates with the best employment opportunities possible to make employee-
employer matches based on geography, skills, training, and hiring managers’ preferences.  After 
the most qualified candidates have been identified, recruiters gather information (i.e., resumes, 
biographical information, and performance at The Academy of Medical Sales) that is forwarded 
to the hiring managers for their review. 
 
Due to the nature of the orthopedic industry’s hiring protocol, new or replacement positions 
are often not publicly posted. Companies often seek new candidates in order to fill positions 
without disrupting the current business. Therefore, new candidate searches are handled with 
discretion and strictest confidence, so the available position may not be made public; for this 
reason, hiring managers find The Academy’s candidate database of qualified graduates an ideal 
starting point.   
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COURSES  
 
 
8-WEEK SELLING ORTHOPAEDIC RECONSTRUCTION, TRAUMA AND 
ORTHOBIOLOGIC MEDICAL DEVICES 
Total Hours: 340 Clock Hours: A clock hour is 60 minutes with a minimum of 50 minutes of 
presentation by an instructor. 
Upon successful completion of this program, the student will receive a Diploma of Completion 
in Selling Orthopaedic Reconstruction, Trauma and Orthobiologic Medical Devices. 
 
Course Objectives 
The student will 

• train in the necessary skill sets to obtain an entry-level or higher position within medical 
device sales industry.  

• become proficient in basic anatomy, medical terminology, and pathology common to 
knee, hip, shoulder reconstruction as well as trauma procedures and devices.  

• become knowledgeable in basic bone biology and biologic products. 
• learn about specific sales scenarios that medical device representatives frequently 

encounter. 
• experience hands-on sawbone exercises and surgical education.  
• master the industry guidelines in HIPAA, AdvaMed, O.R. etiquette, and protocol. 
• complete weekly review of assigned work. 
• participate in open discussions of the assignments. 

 
Ø Week 1:  ORP 101 (Operating Room Protocol)     

 
Ø Week 2:  SRA 201 (Sales Roles and Anatomy)    

 
Ø Week 3:  TKR 301 (Total Knee Revision)           

 
Ø Week 4:  THR 401 (Total Hip Revision)            

 
Ø Week 5:  TSR 501 (Total Shoulder Revision)  

 
Ø Week 6:  TRM 601 (Trauma & Fractures)              

 
Ø Week 7:  ORB 701 (Orthobiologics)              

 
Ø Week 8: CPS 801 (Career Preparation and Selling) 

 
After the initial 8-week course is completed, courses will change to reference the class number 
in sequential order.  For example, ORP 101 will become ORP 102 to signify the 1st week of the 
2nd class to be enrolled.   
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8-WEEK SELLING ORTHOPAEDIC RECONSTRUCTION,  
TRAUMA, AND ORTHOBIOLIC MEDICAL DEVICES CURRICULUM 

 
WEEK 1:  ORP 101 
Operating Room Protocol and Certifications  
 
All The Academy students must learn and comply with industry requirements to provide a safe 
experience for not only the patient but also the entire OR team. All listed requirements must be 
fulfilled before any student enters the surgical setting. These benchmarks are requirements for 
the program, hiring managers, and medical-related companies.   

 
1. Introduction to the OR 
2. Sterile Processing 
3. Fire Safety 
4. Radiation 
5. Surgical Field 
6. OR Protocol 
7. HIPAA 
8. AdvaMed 
9. Off-label Use of Equipment 
10. Aseptic Technique 
11. Bloodborne Pathogens 
12. Sterile Technique 
13. Expectations of Rep in the OR 
14. Infection Control 
15. FDA Regulations 
16. Medical Device Clearance 
17. X-ray Templating 
18. X-ray Identifying 
19. Compliance 
20. Sunshine Act 
21. Vendor Credentialing 
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8-WEEK SELLING ORTHOPAEDIC RECONSTRUCTION,  
TRAUMA, AND ORTHOBIOLIC MEDICAL DEVICES CURRICULUM 

 
WEEK 2:  SRA 201 
Sales Representative Roles and Anatomy 
 
It is imperative that students understand the role and responsibilities that are expected of an 
attendee during a surgical procedure. All students will be expected to be proficient in the 
human skeletal system as well as bony landmarks. Upon completion of Week 2, students will be 
able to identify different bone types and how they relate to one another. 
 

1. Roles and Responsibilities of the Sales Rep 
2. Arguments for Rep-assisted vs. Rep-less Surgery 
3. Projected Growth of Orthopaedic Sales: A Current & Future Analysis 
4. Full Line vs. Associate vs. Specialty Representatives 
5. Direct Employees vs. 1099 
6. The Role of a Distributor 
7. Knee Anatomy 
8. Hip Anatomy 
9. Shoulder Anatomy 
10. Long Bones:  Diaphysis/Epiphysis//Epiphyseal Plate 
11. Short Bones 
12. Flat Bones 
13. Irregular Bones 
14. Cortical Bone 
15. Cancellous Bone 
16. Bone Marrow 
17. Articular Cartilage 
18. Periosteum 
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8-WEEK SELLING ORTHOPAEDIC RECONSTRUCTION,  
TRAUMA, AND ORTHOBIOLIC MEDICAL DEVICES CURRICULUM 

 
 
WEEK 3:  TKR 301 
Total Knee, Unicondylar Knee, and Revision Knee 
 
Students will gain an understanding of different types of knee replacement surgeries, including 
indications and contraindications for each procedure, pros and cons of unicondylar vs. total 
knee surgeries, and indications for conversions and/or revision surgeries. Students will learn the 
differences in metals and polyethylene and learn the different knee systems from various 
companies. Students must possess a comprehensive understanding of knee replacements at 
the conclusion of Week 3.   
 

1. Introduction To Knee Surgery 
2. Knee Anatomy Review 
3. Soft Tissue Balancing 
4. Knee Terminology 
5. Indications vs. Contraindications for Knee Replacement 
6. Osteoarthritis vs. Knee Trauma vs. Destructive Diseases of Joint 
7. Medial Unicondylar Knee Replacement 
8. Lateral Unicondylar Knee Replacement 
9. Patellofemoral Knee Replacement 
10. Total Knee Replacement 
11. Annealing vs. Remelting of Polyethylene 
12. Cross Linking 
13. Fixed Bearing vs. Mobile Bearing 
14. Conversion From Uni to Total Knee 
15. Knee Revision 
16. Indications for Knee Revision 
17. Type Of Knee Revisions 
18. Hinge Knee/ DFR 
19. Knee Retractors and Instruments 
20. Knee Labs and Saw Bones 
21. Instructional Videos on Knee Replacements 
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8-WEEK SELLING ORTHOPAEDIC RECONSTRUCTION,  
TRAUMA, AND ORTHOBIOLIC MEDICAL DEVICES CURRICULUM 

 
 
WEEK 4:  THR 401 
Total Hip/ Uni Polar Hip/ Bipolar hip/ Revision Hip/ Resurfacing 
 
The understanding of different types of hip procedures is essential to each student. Hip 
procedures have the highest satisfaction rate of any elective surgery; for this reason, it is 
imperative that students have the necessary comprehension of what makes a procedure 
successful.   

 
1. Introduction to Hip Surgery 
2. Review Hip Anatomy 
3. Indications for Hip Surgery 
4. Partial Hip Replacement vs. Total Hip 
5. Surgical Approaches to Direct Anterior vs. Lateral: Benefits and Risks 
6. Surgical Instruments and Retractors 
7. Metals Used 
8. Metal Vs Ceramic 
9. Conversion of Hemi to Total 
10. Incision Sites 
11. Types Of Implants 
12. Stem Coatings 
13. Cemented vs. Press Fit 
14. Hana Table-Direct Anterior 
15. Dual Mobility 
16. Hip Resurfacing 
17. Hip Revisions 
18. Control Cables 
19. Acetabular Augmentation 
20. Modular Stems 
21. Hip Extraction 
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8-WEEK SELLING ORTHOPAEDIC RECONSTRUCTION,  
TRAUMA, AND ORTHOBIOLIC MEDICAL DEVICES CURRICULUM 

 
 
WEEK 5:  TSR 501 
Total Shoulder/ Reverse Shoulder/ Hemi Shoulder/Shoulder Cap  
 
Shoulder procedures are highly specialized and complex surgeries. The students will be able to 
demonstrate the anatomy, positioning of the patient, and indications vs. contraindications for 
each procedure. 
 

1. Introduction to Shoulder Surgery 
2. Review Shoulder Anatomy 
3. Shoulder Instruments and Retractors 
4. Indications for Shoulder Surgery 
5. Hemiarthroplasty and Components 
6. Cuff Tear Arthropathy 
7. Glenoid Exposure and Resurfacing 
8. Arthritis on the Glenoid Fossa 
9. Types of Glenoid Fixation Pegged vs. Keeled 
10. Converting a Hemi to a Total: Identifying Indications 
11. Glenoid Version 
12. Reverse Shoulder 
13. Benefits of Reverse vs. Total 
14. Rationale for Offset vs. Neutral Options 
15. Absence of Rotator Cuff 
16. Shoulder CAP 
17. Resurfacing of Humeral Head 
18. MIS Option in Younger Patients 
19. Conversion of Total to Reverse 
20. Shoulder Revision and Options 
21. Cemented vs. Press Fit Options 
22. Shoulder Extraction 
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8-WEEK SELLING ORTHOPAEDIC RECONSTRUCTION,  
TRAUMA, AND ORTHOBIOLIC MEDICAL DEVICES CURRICULUM 

 
 
WEEK 6:  TRM 601 
Trauma & Fractures 
 
During Week 6, students will become familiar with the procedures available for traumatic bone 
injuries. Students will learn the various types of procedures to aid in bone healing because of a 
traumatic fracture. 
 

1. Introduction to Fractures 
2. Types of Fractures 
3. Identifying Fractures 
4. Common Fracture Types and Options to Repair 
5. Titanium vs. Stainless Steel 
6. Antegrade vs. Retrograde Nailing 
7. Size of Fractures: Mini, Small, and Large 
8. Clavicle Fracture 
9. Distal Radius Fracture 
10. Fracture of Hand/Finger 
11. Radial Head Replacement 
12. Humeral Fractures 
13. Humeral Head Repairs 
14. Inter Troch Fractures 
15. Sub Troch Fractures 
16. Femur Fractures 
17. Distal Femur and Midshaft Fractures 
18. Tibial Plateau Fractures 
19. Midshaft Tibial Fractures 
20. Distal Tibia Fractures 
21. Ankle Fractures 
22. Bi Mal vs. Tri Mal 
23. Calcaneal Fractures 
24. Fractures of the Foot 
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8-WEEK SELLING ORTHOPAEDIC RECONSTRUCTION,  
TRAUMA, AND ORTHOBIOLIC MEDICAL DEVICES CURRICULUM 

 
 
WEEK 7:  ORB 701 
Orthobiologics 
 
Students will gain a comprehensive understanding of how substances naturally found in the 
body have the ability to heal bones, joints, muscles, and tendons. They will be able to 
differentiate what is available on the market and know the features and benefits of each 
category.  
 

1. Bone Formation 
2. Bone Healing 
3. Autografts 
4. DBM 
5. Stem Cell Therapy 
6. PRP 
7. Amniotic Membranes 
8. Soft Tissue Allografts 
9. Human Dermal Tissue 
10. Synthetic Biologics 
11. Cartilage And Joint Preservation 
12. Wounds 
13. Tissue Banking 
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8-WEEK SELLING ORTHOPAEDIC RECONSTRUCTION,  
TRAUMA, AND ORTHOBIOLIC MEDICAL DEVICES CURRICULUM 

 
 
WEEK 8:  CPS 801 
Career Prep/Interviewing/Networking/Surgeon Profiling/Selling 
 
This week students will take all previous lessons learned and combine them in presentations as 
they would in a real-world job setting. Students will learn how to make the best use of their 
time when they are in front of a physician. They will learn how to research companies and how 
to network themselves. They will learn how to utilize the tools available in the medical arena as 
well as social media to build a following within the medical device community.    

 
1. Product Research 
2. Product Presentations 
3. Company Research 
4. Company Presentations 
5. Selling 
6. Value in Product 
7. Value in Yourself 
8. Keyword Selling 
9. Resumé Writing 
10. Networking 
11. White Paper Presentations 
12. Interviewing 
13. Job Profiles 
14. LinkedIn 
15. Role Play 
16. Problem Solving 

 


