
PHASE  1

ROADMAP
FOR NEW HIRES

A LEARNING JOURNEY CMR Institute partnered with a client to integrate our resources into their home study and onboarding plan 
using a phased approach. This is an overview of the client’s overall training program and provides a picture 
of how CMR resources can be used to support and strengthen a traditional new hire program. 

To begin, learners complete CMR content which covers a wide range of topics to help the new 
salespeople gain familiarity with the pharmaceutical industry, including hospital and managed 
care formularies, evidence-based medicine, and an introduction to the language of medicine. 

They also take several courses to improve their business etiquette, selling and soft skills. 

Learners engage in selling 
simulations with sales 

leaders where they receive 
vital feedback to improve 

sales presentations. 

Learners complete 
detailed product 

training.

Learners apply what they 
have learned through 

activities, simulations, role 
plays, and discussions 
with product experts.

As phase 1 is complete, 
learners are placed with a 

more experienced account 
manager for ongoing 

mentoring and coaching 

Home Study
(1  week)

Live Training
(1 week)

Home Study
(2  weeks)

Live Training
(10 days)

Mentoring
(ongoing)



PHASE  2 

ROADMAP
FOR NEW HIRES

A LEARNING JOURNEY CMR Institute partnered with a client to integrate our resources into their home study and onboarding plan 
using a phased approach. This is an overview of the client’s overall training program and provides a picture 
of how CMR resources can be used to support and strengthen a traditional new hire program. 

CMR courses cover a spectrum of clinical and 
business topics, such as the drug development 

process, business planning, project management, 
and customer engagement.

Home Study Live Training

In phase 2 (3-4 months after joining program and being out in the field), 
learners are given access to CMR content designed to advance industry 

knowledge and improve performance in the field. 

Phase 2 then integrates 
advanced role-plays and 

simulations.



Route Selector:  Study vs. Live Training

ROADMAP
FOR NEW HIRES

A LEARNING JOURNEY CMR Institute partnered with a client to integrate our resources into their home study and onboarding plan 
using a phased approach. This is an overview of the client’s overall training program and provides a picture 
of how CMR resources can be used to support and strengthen a traditional new hire program. 

How did our client decide what was best for home and live training? 
Use the quick cheat sheet below for some helpful tips: 

Pro Tip:  Provide learners with a clear picture of your training roadmap.  Show them how all the pieces fit together 
and how knowledge they learn during home study will be applied and practiced through live/virtual training. 

Route 1 –Home Study Route 2 – Live Training

Background “need to know” 
info/knowledge.

Skill practice and 
feedback.

Self-paced eLearning 
courses that include 

opportunities for 
knowledge checks, content 

review and remediation. 

Scenarios, role plays, 
and simulations that 

provide the learner with
opportunities for practice 
and meaningful feedback 

from leaders before 
engaging with customers.

Great for

Content 
design

Great for

Content 
design



ROADMAP
FOR NEW HIRES

A LEARNING JOURNEY

For more information on how this partnership helped our client recruit new talent into the organization 
and build their bench through an innovative New Hire Program, read the full Case Study.

Creating or updating your organization’s new hire onboarding journey can be a daunting task. 
Check out this New Hire Training Worksheet for some ideas and inspiration. 

If you would like more information on how CMR may be able to help you strengthen or supplement your 
current onboarding plan, or even create a new onboarding plan from scratch, we would love to chat. 

Looking for more information?

(800) 328-2615 solutions@CMRinstitute.org CMRinstitute.org

https://www.cmrinstitute.org/case-study-new-hire-program/
mailto:solutions@CMRinstitiute.org
mailto:solutions@CMRinstitiute.org
https://www.cmrinstitute.org/

