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Dear Sales Training Professional,

We are now in our fourth year of publishing Pharmaceutical Sales Management Professional.  It is our objective to continue with the strategy of helping managers improve their coaching and training skills.  Our newsletter is geared to all pharmaceutical sales management people, first and second line managers as well as sales trainers and sales training managers.  You will notice that there is heavy emphasis on training skills, because we view trainers and district managers as the critical people who touch and make a lasting impact on our sales forces.  We will continue to provide management and training tips to our readers on a quarterly basis, and best of all, it’s free. 

In this newsletter we will cover the following topics: Examples of Training Materials.

We are also pleased to inform you that we will have the Spanish language version of this newsletter available too.

If you have missed any of our previous issues, you can find and download them on our web site at www.salescallplanners.com, on the “newsletters” page, or you can e-mail us at NewWavePh@aol.com
EXAMPLES OF TRAINING MATERIALS

INTRODUCTION

This section provides samples of a variety of training materials including, but not limited to workshop components, self-study guides, job aids and other items.

OBJECTIVES

At the conclusion of this section, you will be able to:

· Describe the recommended formats for different types of training materials

· Describe at least two important features for each of the training materials discussed in this section

TRAINING MATERIALS

The major types of (non-electronic) training materials will be explored, including:

· Self-study guides

· Job aids

· Workshop leader’s guides

· Workshop participant workbooks

· Supporting leader’s guides (PowerPoint slides)

· Observer guides

· Videotapes

The following section contains samples of materials that we will explore.

SELF-STUDY GUIDES

The most effective paper-based, self-study guides have the following features; they:

· Focus on a single subject with sub-components broken down into logical elements.
· Provide information as well as examples and illustrations of how it can be applied.
· Have an element of participation, usually in the form of activities that readers are asked to complete.
· Can be completely freestanding or linked as pre- or post-reviews to a workshop or other form of training.
· Frequently include self-tests so that readers can judge their own performance.
· (When visual information enhances learning) they usually include a considerable amount of it (for example, when helping a Sales Representative learn anatomy and physiology).

JOB AIDS

There are an unlimited number of the types of job aids that can be prepared.  Their primary intent, as their name implies, is to provide quick reviews of information (or aids) that can be accessed easily.

Job aids are often underused and, as a result, represent a unique opportunity for Sales Trainers.

Potential areas in which job aids could be developed are:

· Quick product reviews

· Quick reviews of physicians’ specialties

· Information to be gathered at a hospital

· Information to be checked at a pharmacy

· Competitive product information

· Tips on managing the territory

· Tips on setting account priorities and focusing on top priority accounts

· Tips on handling a new product launch

The following is a sample job aid for closing a sales call.

JOB AID FOR

CLOSING A SALES CALL

After you(the Sales Representative) have explored needs, consequences, payoffs, and options, and have presented a solution, ask for the business in a direct manner.  The following guidelines will help you close a sale effectively:

Summarize the needs, consequences, and payoffs, and tie them to the benefits your solutions can provide.

· Use a direct close.

· Be concise.

· Close with confidence.

· Don’t be afraid of silence.

· Affirm the decision to buy.

If customers don’t buy, find out why.  Handle their sales issues to determine the reasons for not buying.  Next, determine:

If…





Then…

There is a legitimate reason  

- Suggest an action step that keeps

not to move ahead                                   you involved with the customer

There is no longer any reason

- Ask for the business again in a
to delay the decision                               direct manner, or

- Summarize and close, or

- Review the pros and cons and close

WORKSHOPS

This is probably the form of training that trainees are most familiar with (although this of course has changed over the years as technology training became more effective and popular).  You however, may be called upon to conduct workshops, so here are some good tips.

Most workshops have the following components:

- A comprehensive Workshop Leader’s Guide

- A comprehensive Participant Workbook which contains many elements, but at

 least notes and outlines and the various exercises and activities that participant      will complete during the workshop

- A pre-prepared set of visuals, usually PowerPoint slides or sometimes even flip

 charts

- DVD’s, videotapes, or any other visuals that may be needed for the workshop

The following is an excerpt from a workshop Leader’s Guide 

LEADER’S GUIDE PAGE

EXCERPT FROM ANOTHER PROGRAM 

	Lecture & Activity Progression
	Visual Aids

	UNIT 1: The Territory Management Concept

Time: 60 min

1. Welcome everyone and open the workshop by discussing the five areas that will be covered in the workshop.

2. Slide 1: Show the slide that covers

each area.     
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	3. Ask the question, why territory management?  Ask what other problems are occurring these days.

4. Slide 2: Show the slide, list responses on a flip chart. Possible Answers: doctors have less time, aggressive competition, high-energy costs, etc.
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	5. Slide 3:  Show this slide and review each point.
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The following is a sample of a participant workbook activity page

PARTICIPANT WORKBOOK ACTIVITY PAGE

ACTIVTY 5.6, DEVELOPING A CHECKLIST FOR “KNOWING YOUR CUSTOMERS”

Together with the other members of your team, prepare a checklist that lists the critical items that District Managers should really know about their “customers” (Sales Representatives and their territories, product knowledge, etc.).  Try to complete your team’s checklist in 20 minutes.

Checklist for Helping District Managers Know Their “Customers” Better

1. Does the District Manager know the largest and

most important customers in the Sales Representative’s

territory?







Yes
No

2. Does the District Manager know the key opinion 

leaders in the Sales Representative’s territory, and

how to strengthen rapport with them?



Yes
No

Add Your Team’s Items To This Checklist

      3.









Yes
No

      4.









Yes
No

      5.









Yes
No

      6.  








Yes
No

      7.









Yes
No

Here’s a sample of PowerPoint Slide copy

POWERPOINT SLIDE COPY

(FOR THE PARTICIPANT WORKBOOK)

QUESTIONNAIRES

________________________________________________________________________

- Help Identify Training Program Improvements

  

- Provide Subjective Reactions

NOTES

OBSERVER GUIDES

Virtually all Sales Trainers have either seen or developed Observer Guides.  They are typically used in association with role-plays and/or other types of small group activities.

Observer Guides help those watching a training situation focus on essential elements.  They are fairly simple and straightforward to create.

The following is a sample Observer Guide

OBSERVER GUIDE

As you observe the needs analysis interview role play, use the following questions as a guide to providing feedback after the interview has concluded:

1.  How effectively did the interviewer establish rapport at the very beginning of 

    the interview?  Specifically, what did he/she say or do that established 

   rapport?

2.  How effectively did the interviewer provide a brief introduction by explaining 

     the purpose of the interview, how the information will be used, how long the

     interview will take, whether he/she may take notes, etc.?

3.  How effectively did the interviewer use simple questions at the beginning of 

    the interview?

4.  How effectively did the interviewer use questions, both open and closed,

    designed to obtain specific information about the needs of sales people who

   sell PRODUCT X.  Note some of the specific questions that were asked in the 

   space, which follows.

5.  How effectively did the interviewer summarize what was discussed and 

     conclude the interview positively?

6. Other observations:

THE SALES TRAINER’S ROLE IN HELPING PREPARE A VARIETY OF TRAINING PRODUCTS FOR THE COMPANY

From time to time, Sales Trainers may be asked to participate in on task teams dedicated to planning and actually preparing a training program.

The most effective training programs, regardless of their format, are those that have considerable input from field personnel…Sales Representatives, Sales Trainers, District Managers, etc.

The following is just a brief list of the different types of training programs Sales Trainers can prepare or help prepare.

PRODUCT INFORMATION

- Product learning systems

- Product learning system workbooks

- Competitive product worksheets and job aids

- Clinical reprint worksheets

- Disease state backgrounds

- A variety of job aids

SELLING SKILLS

- Product selling role plays and videotapes

- Features and benefit exercises and activities

- Handling objections and/or competitive selling

- Role-plays

- Case studies or simulations

- Job aids

MANAGING TERRITORY AND TIME

- Preparing appropriate coverage plans

- Allocating appropriate time to “top prescribers”

- Planning routes for each day so there is little or limited amount of lost time

- Preparing materials at the beginning of the day so all is ready for each call

- Job aids

OTHER ITEMS COULD INCLUDE

- “How to” guides for using a new process or operation

- How to sell in certain customer environments (pharmacy, hospital, managed 

  care, etc.)

- Pharmaceutical background information

We hope that you have found this newsletter to be informative and useful.  We will be back in three months with more important training information.  In our next issue there will be an extensive section on Preparing Tests and Business Writing Tips.

If you like our newsletter, you may like our books in ‘Products’ page of our website.

Sincerely,

Wayne Smith

Black Dog Publishing Company
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Why Territory Management?

		One third of sales time is spent calling on customers and prospects

		Reduced selling time

		Reduced number of calls

		Sales costs increase as the number of calls decrease



The average cost of a sales call has been doubling every 10 years
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