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Summary of Initiative
The FIS Sales Academy is a program developed by FIS to hire, develop and promote 
the best and brightest college graduates over the course of a six-month period. The 
program grows and develops entry-level employees, equipping them with the skills 
and knowledge to develop client management and negotiation skills to drive new 
business development.

The Need
FIS recognized the importance of attracting millennial talent that could contribute to 
the bottom line quickly and efficiently. This required an effort to not only hire but 
also retain and grow talent organically. FIS’ goal was to find and develop future top 
performers and leaders, while providing a return on investment (ROI) to the company 
during the training process. This was a unique challenge because few recent graduates 
are prepared with the specific industry skill set necessary to move directly into a sales 
role of such magnitude. Additionally, the demographic has a higher likelihood of 
changing jobs more frequently. 

The Solution
FIS introduced a sales training program in 2011 to attract entry-level talent. The six-
month, intensive training program consists of three modules: 

1. The Financial Industry: Coursework centered around the CFA Investment 
Foundations Certificate combined with presentations from FIS subject matter 
experts.

2. Sales Skills: Sales theory training, prospecting, sales campaign management, 
deal analysis and on-the-job experience.

3. FIS Knowledge: Introductions to FIS departments including strategy, sales, 
professional services and operations from leaders across the company in 
conjunction with product training. 

Addressing employees’ desire to have immediate impact in a role, the program is 
structured to engage in revenue-generating activities as early as the first month of 
training. This is achieved through sales prospecting and participating in activities such 
as RFP/RFI completion, campaign planning and ad-hoc projects. Not only does this give 
an immediate ROI to FIS, but it also allows for knowledge transfer from seasoned sales 
reps to each FIS Sales Academy class. Collaborating with our sales teams allows the 
candidates to apply their learning and gain real-life scenario training.

Partnerships and Enabling Public Policies
The program is headquartered out of New York City, London and Singapore, allowing 
the FIS Sales Academy to engage with a multitude of local universities seeking out 
career opportunities for future (and recent) graduates. 

Outcomes/Benefits
To date, the Sales Academy has trained 130 candidates who have assumed roles in 
six verticals throughout the company. During the training program, these candidates 
executed prospecting campaigns generating 3,391 new sales opportunities resulting 
in 200 closed deals for a total value of $46,037,037. Several candidates achieved 
President’s Club status in their first, second and/or third year with FIS and have even 
been asked to speak about their journey at a companywide leadership forum. Here are 
insights from past candidates of the FIS Sales Academy:

Intro to FIS and sales: https://app.getacclaim.com/share/med_
gPNXjdKSWzeHQHMZWY5MpN 

Gary Norcross
President and CEO
FIS 

“Our Sales Academy is delivering 
success on two fronts — 
developing skills that drive value 
to our bottom line and providing 
a highly engaging career path 
that aligns with the goals of  
our workforce.” 

https://www.fisglobal.com
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