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TRAINING GUIDE:

How Trainers Can Support  
Risk Contracting

TAKEAWAY FOR TRAINERS

TRAINING TAKEAWAY:

How L&D Teams Can 
Support Account Managers

Learning and development teams need to provide training and support for 
account managers so that they are able to leverage several strategies to 
enhance partnerships with key accounts.

In a recent webinar discussion, Anthony Slonim, MD, DrPH, CPE, FACPE, 
president and CEO, Renown Health, and chair of CMR Institute’s Board 
of Directors, shared the following with many Institute learners and client 
partners, “Knowing how to communicate effectively with your accounts and 
adding value to those you serve is what account management is all about.” 

In the following short paper, industry insiders share their insight with trainers 
about how to support the account management role. As a trainer, you can 
reinforce the success of your company’s account team by implementing 
these key takeaways.
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How do you help account managers 
create relationships with customers?

IMPROVE BUSINESS ACUMEN AND CUSTOMER INSIGHT

“Account managers that understand my priorities and can 
appropriately identify a business case for doing something 
innovative together are the people who get my business,” says 
Anthony Slonim, MD, DrPH, CPE, FACPE, president and CEO, 
Renown Health, and chair of CMR Institute’s Board of Directors.

Slonim says account managers should be able to answer the 
following questions:

• How do I identify a customer’s expectation?

• How can I close the gap between my company’s expectation 
and my customer’s expectation?

• What resources does my team need to help close that gap?

“Focusing on the customers’ needs helps them achieve outcomes 
that they can appreciate and value,” Slonim says. “The entire 
account team should be organized around the customers’ goals.”
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What leadership skills need special 
emphasis?

ENHANCE PLANNING AND PROJECT MANAGEMENT SKILLS

Matt Portch, vice president of managed markets, Sunovion 
Pharmaceuticals, says critical thinking and business planning—two 
characteristics of strong leaders—are essential skills for today’s 
account managers. “Account managers need to not only build their 
own business plan, but ideally, they also need to develop a project 
plan or mission plan with their customer to create alignment on 
common goals,” Portch says. 

While Portch was in a previous role as vice president of commercial 
model innovation, his team built out its project management 
training so account managers would be better prepared to meet 
customer needs.

How are new account managers 
best prepared?         dk

ENSURE NEW HIRES ARE READY TO HIT THE GROUND RUNNING

Portch shares that their new account managers spend three to four 
months in training, followed by time shadowing a more seasoned 
account manager. 

Slonim believes new account managers need to demonstrate 
effective leadership, teamwork, and good listening skills 
immediately.
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TAKEAWAY FOR TRAINERS

LEVERAGE EXPERTISE OUTSIDE OF THE TRAINING DEPARTMENT

“You may not have the subject matter expertise inside your training 
department to deliver the kind of training that is needed for account 
managers,” Portch says. “Your training team may have been built 
for the old model of account management, and you may not have 
someone who has expertise in critical thinking processes or customer 
planning. We had to go out and find that expertise elsewhere.”

About CMR Institute

CMR Institute is the strategic sales solutions provider of choice for training organizations in leading life science 
companies. Our learning solutions increase market share by improving the performance and effectiveness of 
commercial sales teams. Over the past 50+ years, the company has provided leadership, sales, market trends and 
other training for more than 150,000 biopharmaceutical, medical device, and other life science professionals. The 
training resources are created in partnership with industry experts, assuring the content is relevant and actionable. 
CMR Institute is known for its customer support and its flexible delivery solutions. The company’s not-for-profit 
status allows it to continually re-invest its resources into its educational content. 

Do you have the right skills on your 
team to develop this role?

CMR Institute resources improve relationships, revenue, and 
market share. To learn more about resources for effective 
account management and improving market access, visit  
http://www.cmrinstitute.org/catalog/.


