





Introduction to Pharmaceutical Selling

This handbook is designed to help new representatives comprehend
important information as they begin their career as a pharmaceutical sales
representative.

The handbook offers an introduction to the industry as a whole, providing
an overview of drug development, promotional regulations and the man-
aged care environment to name a few.

In addition Infroduction fo Pharmaceutical Selling looks at the daily responsi-
bilities of the pharmaceutical sales representative, providing an overview of
what you need to know to execute your daily responsibilities as a pharma-
ceutical sales representative. It is here that you will learn more about physi-
cian profiling, types of presentations, the “do’s and don’ts” of calling on a
medical office, and suggestions on how to make your presentation optimally
effective.

Introduction to Pharmaceutical Selling
(eLearning) Book 1 and Book 2

Utilizing TLC’s Serious Game-Based Learning (SGBL)
platform, both Books 1 and 2 of Introduction to Phar-
maceutical Selling come alive within this world-class,
blended-learning solution. SGBL is the first blended-

learning solution to integrate:

m interactive e-modules

m practice games
m final assessments
m learner motivation

m sales representative and management
progress dashboards

m competition areas and opportunities





