
Alamo Pharma Services: 
Becoming Our Own “Best Practices” 

What does it mean to partner with CMR, 
and how can you get the most out of that 
partnership? 

We asked Directors of Training and 
Development who rely on CMR to help 
them succeed. They represent large, 
well-established multi-nationals, and 
smaller and newer specialty firms. They 
face a range of challenges: getting new 
hires up to speed… expanding into new 
therapeutic fields… keeping their seasoned 
people motivated and helping them grow… 
developing new leaders. 

What they share is their ability to find 
creative ways to leverage their CMR 
partnerships.

C M R  PA R T N ER  PR O FI L E S—
O N E  I N  A  SER I E S

CASE STUDY

CMR Institute sets the 
global standard for 
unbiased, expert training 
to help sales teams 
adapt and excel. With 
relevant and always 
up-to-date industry 
information, our content 
increases knowledge 
and understanding of 
the issues affecting 
healthcare today.

CMR Institute’s training 
resources provide 
real-world wisdom and 
relevant knowledge 
because they are 
created with healthcare 
executives, clinicians, and 
thought leaders from the 
nation’s most-respected 
institutions.
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As Executive Director, Training & Development at Alamo Pharma Services (alam-
opharmaservices.com), Denise Fullowan offers her clients a powerful support 
partner. “So I’m perfectly positioned to appreciate the value CMR brings to the 
table as our partner.”

Alamo Pharma Services is a specialized provider of outsourced sales solutions for 
life science companies — offering contract sales trainers, therapeutic and selling 
skill brand workshops, learning modules and tests, as well as maintaining their 
ongoing training. “Most of our clients are start-up and mid-size organizations,” 
Denise explains. “Start-ups often don’t have an infrastructure for training, so we 
can partner with them, providing a full service of training solutions.”

Denise also provides sales training to their largest client team Mission 
Pharmacal’s 250 reps. “The programs we develop, evaluate and refine for Mission 
become our ‘Best Practices’ models for client companies.” 

And just as Denise offers her clients a powerful support partner, she relies on 
her partnership with CMR. For instance, her Leadership Development Program 
provides on-the job activities, which CMR complements with learning materials 
on disease states, managed markets and marketplace access. 

But CMR’s role as partner goes beyond providing course materials. Denise 
described a few ways in which CMR has demonstrated its value as a partner:
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K N OW I N G  T H E I R  N EEDS

“CMR developed Learning Plans for us, based on our competencies, our 
long-term goals and our budget. They also tailored the Learning Plans 
for our different target groups: our ‘emerging leaders’ who want to move 
into the management track have different educational needs and goals 
than do those seasoned reps who want to remain reps but stay on top of 
their marketplace, industry and disease state knowledge.”  

WO R K I N G  W I T H  T H E M

“CMR has been really responsive when I have questions and they take the 
time to understand our training needs and provides us with content that 
is relavant to our teams.”
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Denise Fullowan
Executive Director, Training & Development

Denise brings 19 years of experience in the 
pharmaceutical sales industry, She recently 
joined Alamo Pharma Services in December 2015.  
Previously, Denise spent 13 years at inVentiv Health 
in the role of VP, Learning & Development.  She was 
responsible for the oversight and implementation 
of all product, selling skills and leadership training 
for sales representatives and managers.  Denise 

led a team of seasoned Training Managers with a wealth of therapeutic area 
experience.  Her responsibilities continue to  include the development, delivery 
and management of customized training programs on each assigned project.  
Denise is dedicated to providing superior customer service in the creation and 
delivery of all required training programs.  She is committed to the development 
and performance of the sales teams. Denise’s training experience covers a range 
of therapeutic areas and selling skills programs.  She also led the screening and 
recruiting for outsourced trainers for our external clients.

Denise began her career as an elementary school teacher for 9 years.   She 
started her pharmaceutical career at TAP Pharmaceutical where she was a sales 
representative and product/selling skills trainer for 6 years. 

An honors graduate of Glassboro State College, Denise holds a BA in Elementary 
Education, with a minor in Theatre Arts.  She is a member of the American 
Society for Training and Development (ASTD) and a member of LTEN (formerly 
the Society of Pharmaceutical and Biotech Trainers (SPBT).

Alamo Pharma Ser vices: 
Becoming Our  Own “Best  Prac tices” 

3

H EL PI N G  TO  SEL L  W H AT  T H E Y ’ V E  CR E AT ED  TO G E T H ER

“Everyone is really familiar with CMR. They have a great reputation—that 
made selling the programs internally to Senior Management a lot easier.” 

Of course, key to any “best practices” program is collecting, evaluating 
and incorporating feedback from the field. The feedback Denise has 
gotten from reps includes perhaps the best compliment: “They’ve asked 
for more modules, and the target groups that don’t have CMR content 
are hearing about it and requesting it.” 




