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Just like your 
favorite pro athlete, 
training is critical to 
your success
At the peak of his dominance in the NBA, basketball legend Kobe Bryant reportedly still practiced for 4 hours 
a day: this was in addition to working out, film study and playing actual games. Why? Because despite 
being a top performer in his industry, he knew you can always get better with training. This is true for 
any industry, especially one where things change every day and new trends are constantly emerging. 

In order to tell your integrated story, your sales teams must be well-versed in both medical and pharmacy, 
and how they work together to create value and provide better care. If plans are carving out because they 
believe they are getting “expertise” from PBMs, the best way to combat this is to become pharmacy experts 
as well. 

Of course, we have some tools and strategies to help – starting with our robust online pharmacy and 
integration training series. These short, fun, interactive modules cover everything from PBM basics to 
pharmacy solutions, to advanced pricing strategies to developing a consultant engagement strategy. And 
now we are bringing it all together with our latest addition: Dazzle Your Prospects like a Star. This module 
follows our friend Angie as she navigates trying to land a game-changing prospect, while covering RFP best 
practices, new pricing strategies, clinical solutions and revisits past topics from previous sessions. In the 
coming weeks, your Market Development Director will be reaching out to your plan to implement a strategy 
to deliver this module (and any of the other seven) to your sales teams.

While these online trainings are a great tool, they are just a piece of the puzzle. In order to be successful, 
you must build a strategy around these modules to ensure completion and retention of the content, but also 
to keep the conversation going beyond these trainings. Other plans have seen great success by utilizing 
these best practices:

• Appoint a pharmacy training lead within your organization to create accountability.
• Use hard deadlines for the completion of training modules or series.
• Promote the completion of the training within your organization as a true value added development 

tool. 
• Provide incentives, such a raffle, for everyone who has completed the requested training.
• Continue to engage your Market Development Director throughout the process and meet with them 

after the completion of the training series, to create a follow-up training plan that digs deeper in areas 
where your plan needs additional training. 

Success begins with knowledge. As advocates for your plan’s growth, achieving pharmacy expertise across 
your sales organization and go-to-market teams is one of our top priorities. Please engage with Market 
Development, if you have not already done so, to ensure you are doing everything you can to arm your 
teams with this critical knowledge. And be on the lookout for more information on how you access Module 8.

https://corporate-site-labs-prod.s3.us-east-2.amazonaws.com/2021-04/Market%20Development%20-%20Online%20Training%20Modules%20Overview.pdf
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