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The benefits derived from the ABC Pharma Certificates Program are maximized when participants apply the 
training to their daily business interactions. The questions contained in this document challenge participants 
to reflect on their learning experience and identify meaningful ways in which they can transfer the training to 
their real-world work environment. Questions are allocated to reflect each of the two certificates:

• Foundations of Today’s Life Science Industry
• Expanding Your Understanding of the Life Science Industry

     Implementation Tips

After sales professionals complete either of the certificates, you may use the questions provided, one-on-
one or in a group setting. Your role is to encourage job-related, thoughtful introspection and to offer  
guidance. To fulfill this role, it is important that you familiarize yourself in advance with the modules and  
topics contained in the certificates.

We have included two levels of questions: 
• Comprehensive questions, which are all-encompassing and speak to general Program takeaways. 

They apply equally to both certificates.
• Targeted questions/discussion topics, which reflect the range of subjects addressed in the specific 

certificates. They differ based on the particular topics and modules within each certificate.

Depending on the time available and your individual circumstances, you may decide to use all or some of 
the questions. Select the questions that you believe will most help your sales professionals apply the training 
to their job. Expect responses to vary based on work experience, specific job functions, product focus, and 
personal strengths and weaknesses. 

ABC Pharma
Certificates Program:
Transferring the Training to the Job

If delivered in a group setting, you might consider using 
breakouts in which participants brainstorm in pairs or small 
peer groups before sharing ideas within the larger group.
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Comprehensive Questions
These questions can be used in follow up to both program certificates. They help participants evaluate 
how they can use the knowledge/expertise they gained from the overall training experience to enhance 
their job performance. Guide them toward important takeaways.

Describe two things you will do differently in your job as a result of this training.

     Encourage participants to think through what they were doing in some aspect of their job 
       before the training; then consider how the training influenced them to make changes.

      Probe to uncover particular elements of the training program that influenced them most.

      Facilitate discussion of the results they expect as a consequence of the changes they make. 

In what ways will your sales approach change as a result of this training?

     Urge participants to be specific. Modifications might relate to altering call objectives, 
        interacting with different types of decision makers, using sales aids and programs, 
        establishing product value, collaborating with others within the company, etc. 

      Encourage participants to reflect on a customer or account that has been particularly 
challenging in some way. What did they learn that might help them advance their efforts?

      Facilitate discussion of the results they expect from making these changes in their sales 
approach

In what ways will this training help you increase your value to customers?

     Encourage participants to consider “value” from their customers’ perspectives, needs, and 
       expectations. 

      Reinforce that understanding value on this level requires deep understanding of their  
customers, the healthcare organizations in which they work, and prevailing reimbursement 
models.
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Targeted Questions/Discussion Topics
These questions are categorized according to the general areas addressed in the ABC Pharma certificates. 
Please refer to the questions that align with the certificate at hand.

Targeted Questions for Certificate 1:  
Foundations of Today’s Life Science Industry 
Use the questions and suggestions provided to steer the discussion in ways that will help participants make 
relevant connections between the training content and their day-to-day job responsibilities.
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The Pharmaceutical Industry

     When does the patent expire on the product(s) you promote?

      What impact is brand competition, generic competition, or OTC competition having 
on your product(s) and our market share?

 

The Science of Medicine and Diseases and the Human Body

     Turn the discussion toward the participant’s ability to communicate with customers in their 
       own language about clinical medicine and disease conditions, particularly in the realm of  
       their product applications.  

- How can we help you strengthen your medical vocabulary in pertinent areas of women’s
health and urological conditions?

Clarify the status of the product(s) as needed. For example, explain the date of patent expiration and the 
implications for market share and competition from generics. If the FDA requires a Risk Evaluation and  
Mitigation Strategy (REM), be sure participants understand the related guidelines and implications. 

As appropriate, direct participants toward additional training or resources that will address areas in which 
they express low confidence.




