
w w w . t l c o n l i n e . c o m  6 0 9 - 8 9 6 - 4 7 3 3  

Compliance and Pharmaceutical Selling Handbook
In today’s increasingly stringent regulatory environment, biopharmaceuti-
cal sales representatives must be up-to-date with the dynamically evolving 
complexities of marketing compliance. Compliance and Pharmaceutical 
Selling is designed to train representatives on the legal and regulatory 
framework for marketing compliance in the pharmaceutical industry, while 
also providing the practical, real-world knowledge they need to engage 
in appropriate interactions in the fi eld.  
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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 Introduction to 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 profi ling, types of presentations, the “do’s and don’ts” of calling on a 
medical offi ce, 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 fi rst blended-
learning solution to integrate:

 ■ interactive e-modules

 ■ practice games

 ■ fi nal assessments

 ■ learner motivation

 ■  sales representative and management 
progress dashboards

 ■ competition areas and opportunities
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Watch video 1.1 and Video 1.2 to listen to
physicians explain the significance of reprints

Video 1.1: Importance of Reprints Video 1.2: Evidence-based medicine
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