SAMPLE NEW HIRE CATALOG
SAMPLE eLEARNING RESOURCES
FOR NEW HIRE TRAINING

YOUR NOT-FOR-PROFIT, OFF-THE-SHELF TRAINING CONTENT PROVIDER
We partner with clients like you to provide a customized new
hire and on-boarding training program that brings your new
team members up to speed quickly. We have experience with
home study programs, as well as creating learning plans for
learners both before and after in-person training events. This
will help you maximize the time you spend with your new
hires in-person and in reinforcing key take-aways.

TAILORED, BLENDED eLEARNING SOLUTIONS
eModules

Microlearning

Beautifully designed and organized
microlessons; complete one within
20 minutes. Unbiased, off-the-shelf,
always up-to-date.

The embodiment of microlearning quick, just-in-time learning - and
incorporates podcasts as well.

Podcasts

Application Tools

Maximize time on the road by
listening to our podcasts, which
feature industry thought leaders.

Simple and effective ways to keep
learners engaged, through job aids,
interactive tools, self-assessments,
coaching guides and more.

Webinars

Workshops

Live and recorded webinars serve
as a great "real world" knowledge
builder and reinforcement time.

Our interactive workshops allow
participants to practice key skills and
engage in meaningful conversations
with the group and a facilitator.

We are an educational not-for-profit organization, with unbiased learning solutions that are
always up-to-date and relevant to the life sciences industry. Our training solutions are quick,
relevant, beautifully designed, interactive, and always up-to-date. Our 400+ learning
resources are all customizable so you can get great content that’s specific to your needs.

CMR Institute

www.CMRinstitute.org

800-328-2615

solutions@CMRinstitute.org

I ND UST RY E SSE N T I ALS COURSE OBJE CTI VE S
Business Trends Within the Biopharmaceutical Industry
1. Identify the types of alliances and partnerships occurring in the biopharmaceutical industry and
explain the reasons for their implementation.
2. Identify the management trends being implemented in many biopharmaceutical companies.
3. Explain the growing popularity of regional business units (RBUs) in the biopharmaceutical industry.
4. Explain the biopharmaceutical industry's interest in complementary and alternative medicine (CAM).

Classification of Biopharmaceutical Products
1. Define prescription medicines.
2. Define over-the-counter (OTC) medicines and explain the reason for their increased use.
3. Differentiate between drugs (prescription and OTC) and dietary supplements.
4. Differentiate between brand name and generic drugs.
5. Explain the impact of generic drugs on the biopharmaceutical industry and the response of brand name
manufacturers to generic drugs.
6. Define biologics and biosimilars.

The Drug Development Process
1. Describe the stages of drug development that occur before studies can be conducted on human subjects.
2. Differentiate between Phase I, II, and III clinical trials according to their purpose, design, and number and types
of study participants.
3. Describe the NDA approval process.

Anatomy of a Clinical Reprint
1. Differentiate among the various sections of a clinical reprint relative to purpose, general content, and significance.

Follow the Dollar: From Manufacturer to Patient
1. Describe the roles of pharmaceutical companies, wholesale distributors, and different types of pharmacies
in the drug supply chain.
2. Characterize the roles of consumers, health plans, and the government in overall drug spending.
3. Distinguish manufacturer’s invoice price from net price and describe other factors that help determine drug spending.
4. Identify current trends that are impacting drug distribution and spending.

PHARMACOLOGY & HUMAN BODY COURSE OBJECTIVES
An Introduction to the Language of Medicine

Click For Demo

1. Describe points of reference that clinicians use in their communications,
including imaginary planes,
Click For Demo
body cavities, and directional terms.
2. Explain how medical terms are constructed around word roots, suffixes, and prefixes.

Systems of the Body
1. Describe the primary functions and major structures of the various body
systems.

Basic Principles of Drug Actions
1. Define foundational concepts related to how drugs act in the body.
2. Describe how a drug’s action on cells leads to its pharmacologic
effects.
3. Explain common mechanisms by which drugs produce their effects.

Pharmacokinetics
1. Explain drug absorption and the factors that affect it.
2. Explain drug distribution and the factors that affect it.
3. Describe the factors that affect drug metabolism, and define drug half-life.
4. Explain drug excretion and the factors that affect it.
5. Define important concepts related to the metrics used in pharmacokinetics, including drug plasma concentrations,
therapeutic window, and bioequivalence.
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Customer Focus and its Role in Business Strategy
1. Describe healthcare market trends and the primary customers affected by these trends.
2. Characterize how customers might be grouped into segments to help identify needs.
3. Describe the process for identifying, assessing, and reassessing customer needs within healthcare organizations.

Elements of Good Communication

Click For Click
DemoFor Demo

1. Define three philosophies of human interaction and identify which interaction produces synergistic communication.
2. Identify characteristics essential to a win/win approach.
3. Explain how managers can build rapport with their staff through listening and understanding.
4. List ways managers can adapt their communication methods to improve employee listening skills.
5. Describe how an effective manager ensures that his or her message is understood by others.
6. Describe the importance of timing and directness in communication.
7. Explain how the use of emotional intelligence by business leaders can positively impact their ability to manage others.
8. Identify examples of nonverbal communication.
9. Explain how managers can effectively deliver and receive criticism.
10. Describe five methods for dealing with conflict.

Skills for Navigating the Healthcare Industry in 21st Century
1. Describe the skills needed by a healthcare sales professional to build long-term customer relationships.
2. Describe how a team approach to sales can create effective partnerships.

Developing a Business Plan
1. Describe the key steps to developing an effective executive summary.
2. Describe the key elements to be included in a current situation analysis.
3. Describe how to identify strengths, weaknesses, opportunities, and threats (SWOT analysis) in a business plan.
4. Describe how to develop a future situation analysis.
5. Characterize the objectives to be included in a business plan.
6. Identify the types of actions to include in a business plan.
7. Describe the importance of including an evaluation process to assess the relative effectiveness of your actions.

ET HICS & COMPLI AN CE COURSE OBJE CT I VE S
Impact of the HIPAA Privacy Rule
1. Describe the purpose of the HIPAA Privacy Rule and the patients' rights that it protects.
2. Describe the responsibilities of physicians related to protecting patients' rights.
3. Explain important provisions of the HIPAA Omnibus Rule, and state who enforces HIPAA.

Ethics in Interactions with Healthcare Professionals
1. Describe the ethical challenges of financial relationships between manufacturers and healthcare providers,
and legislative responses to them.
2. Explain the ethical issues raised by product sampling, and how the Prescription Drug Marketing Act (PDMA)
addresses them.
3. Describe the different perspectives of ethical codes of life science and healthcare provider associations.

Regulatory and Ethical Compliance in the Life Science Industry
1. Describe the variety of ethical precepts, regulations, and guidelines with which sales professionals must comply.
2. List the fundamental goals of regulatory and ethical mandates.
3. Explain the risks of noncompliance with regulatory and ethical mandates.
4. Describe the strategies employed by life science manufacturers to ensure and document compliance.

Late 20th and 21st Century Legislation
1. Identify the key features of US laws regulating and influencing promotional and other activities of the life science
industry.
2. Characterize trends in federal and state legislation.

FREE NEW HIRE
14-DAY TRIAL
Take a look inside some of our
eLearning modules, including:
- Intro to the language of medicine
- Basic principals of drug actions
- Elements of good communication
- Engaging in a productive dialogue
about drug prices

REGISTER

Related Resources Links
Regulatory & Compliance
Business Planning
Communication Skills
Evidence-Based Selling
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