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Luxurious Cosmetic Surgery – Call 2 
Background 
You are a Comcast Spotlight Account Executive. Last week, you had a meeting with Dr. Alex 
Vidal, CEO for Luxurious Cosmetic Surgery. You thought it went pretty well. You felt like you 
were able to gather enough information about the center’s current situation so you can come back to 
present Dr. Vidal with a proposal from Comcast Spotlight.  

After talking with Dr. Vidal, you also got ‘hooked’ on the Operation Smile organization and 
decided to become a donor. What a great cause! Operation Smile's family of medical volunteers, 
donors and staff are committed to not only reaching patients but breaking down obstacles to 
cosmetic surgery through education, training, medical diplomacy and advocacy. The organization 
does that by working together with government agencies, local health systems, non-profit 
organizations and any like-minded partners to deliver care. All patients deserve comprehensive 
health care and a chance for greater well-being. Dr. Vidal mentioned that LCS is also about 
changing lives in a similar fashion. 
 
Preparing for the Sales Call 
You met with your sales manager and coach to discuss the best approach for ensuring that you are 
prepared for this next meeting with Dr. Vidal. You know that if it goes well, you will be able to call 
on similar centers in other parts of South Florida. Here are the steps that your sales manager 
suggested you follow: 

1. Select the targeted geographic zone 

2. Select the right networks  

3. Determine the best investment 

4. Reach agreement with the company on the right investment  

5. Develop a marketing plan and timeline for implementation 

The Sales Call 
Dr. Vidal agreed to meet with you for 20 minutes. This gives you enough time to verify LCS’ needs 
and present a customized solution.  You goal is to get a verbal or preferably a written commitment 
to move to the implementation of a marketing plan.  

 


