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TRAINING GUIDE:

How Trainers Can Support  
Risk Contracting

TAKEAWAY FOR TRAINERS

2016 Training Trends:

Is It Time to Refresh Your 
Training? 

As the industry changes, so does your sales team’s training needs. Making 
sure your curriculum is current and relevant can seem like a never-ending 
task. This whitepaper poses some important questions for your training  
team to consider as you assess potential gaps in your program.



Do you empower your sales team 
with resources and tools to help 
them understand their local 
market?

Healthcare is becoming more local as payment reform evolves 
at different paces across the country. Trainers can help their 
sales teams understand how to effectively monitor local market 
trends and uncover a specific provider’s priorities and goals. For 
example, searching CMS’s Center for Medicare and Medicaid 
Innovation (CMMI) website (https://innovation.cms.gov/) can 
reveal which government-sponsored alternative payment models 
an organization is piloting, as well as any grants that the provider 
has received to promote better healthcare delivery.

TIP:  CMR Institute’s Account Management Application Tools 
provide a pathway that helps sales teams research relevant 
aspects of their integrated customers and payers so that they are 
empowered to have applicable conversations that lead to results.
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Does your sales team understand 
the impact of new payment 
models?

Make sure your training addresses shifting payment models. The 
movement towards alternative payment models and risk contracting 
can impact utilization and reimbursement of your products. New 
bundled payment models have been proposed for cardiac care 
as well as extending the existing bundled payment model for hip 
replacements to other joint surgeries. These shifts could have a 
signficant impact on your customers.

TIP: CMR Institute’s engaging eModules on Value-Based Care and 
Risk Contracting can help your sales teams effectively contribute to 
win-win partnerships. 
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Have you updated your 
communications training to 
include relevant examples?

Listening and other communication skills are important to help  
sales professionals understand the priorities of their customers. 
Timely simulations could include a conversation with a surgeon at 
a medical practice that was recently acquired by a hospital group, 
a physician leader in a large medical group that joined a clinically 
integrated network, or a CFO at an integrated delivery network that 
is launching its own health plan. All three of these customers will 
have distinct priorities, which can be uncovered through probing 
questions and balanced communications.

TIP: CMR’s blended learning resources in areas like Managed 
Markets and Communication can help train your sales teams to 
identify and implement partnering opportunities at all levels of 
organizations - from individual providers to the C-Suite.
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Does your sales team understand 
the importance of the patient 
experience? 

Trainers can help sales professionals understand how their product 
affects the patient experience (perhaps by reducing the need 
for lab tests or ongoing monitoring). Trainers also can help sales 
teams understand how their company can provide resources and 
support to assist providers in improving the patient experience, 
which is becoming more important for optimizing payment and 
driving customer loyalty.

TIP:   CMR Institute’s training resources and eModules on Measuring 
the Patienct Experience and Population Health can prrepare your 
sales teams for these essential conversations. 



Do you have adequate content on 
today’s new customers?

Healthcare is increasingly viewed as a continuum of care, with 
multiple patient touchpoints and opportunities to sell your 
company’s products and services. As healthcare continues to 
integrate and providers consolidate, ensure your sales teams are 
prepared to have impactful conversations with diverse stakeholders 
across the healthcare continuum including in-office care, hospital 
care, and post-actue care. 

TIP:  CMR Institute’s blended learning resources are developed 
with today’s unique customers in mind. 
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Can you measure how effective 
your training is?

Measuring the effectiveness of your training efforts is vital. You must 
have mechanisms in place before, during, and after your training 
to ensure that your tools are making a difference in the behaviors 
of your sales teams. Set goals for both direct feedback from your 
learners (subjective ratings), and sales metric changes (objective 
measurements). Utilizing pre-training metrics, mid-training surveys 
(with the learners or with their managers), and post-training 
metrics, you will be able to determine which solutions are the most 
effective for goal achievement. 

TIP: CMR Institute works with our clients to establish goals and 
metrics for their learning solutions. In addition, we measure overall 
and client specific learner feedback about our resources. 

Here’s what our learners said in a recent survey:

• 72% reported that they were better able to increase market 
share and meet sales goals

• 78% said that the training helped them change customer 
decisions regarding a product

• 82% said that CMR Institute helped them establish credible 
relationships with customers

• 85% reported that the training helped them position products 
in today’s value-driven marketplace

• 97% rated our sales training as equal to, or better than, other 
career training
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Are you able to keep your content 
updated and stay on top of the 
latest trends?

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. 
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TAKEAWAY FOR TRAINERS

As healthcare is constantly shifting you need a resource that not 
only keeps content up to date but is producing content on the 
most important topic areas. CMR is currently developing content 
on the topics of risk-contracting, MACRA, and group practices to 
help you stay on top of the latest trends. 

TIP:  Visit www.CMRinstitute.org to learn more and contact CMR 
Institute today.

http://www.CMRinstitute.org
http://www.cmrinstitute.org

