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COURSE INTRODUCTION / OVERVIEW:

The global pharmaceutical landscape is undergoing a profound transformation, moving away from traditional sales
models towards a more complex, value-driven ecosystem. Success in this new era requires a sophisticated integration of
high-impact sales techniques and strategic market access capabilities. This intensive training course is meticulously
designed to bridge that gap, providing professionals with the essential skills to navigate the intricate web of payers,
providers, and regulatory bodies. Drawing on foundational concepts from thought leaders like Michael E. Porter on value-
based health care delivery, the program explores how to create and communicate compelling value propositions that
resonate with all key stakeholders. Participants will delve into the practicalities of securing formulary access, negotiating
pricing, and building enduring partnerships. BIG BEN Training Center has developed this curriculum to move beyond
theoretical knowledge, focusing on actionable strategies that drive both commercial success and patient access to vital
therapies, as detailed in many contemporary analyses of the industry. This course equips participants to become strategic
partners in the healthcare system, capable of overcoming access barriers and demonstrating product value in a

competitive and evidence-demanding environment.

TARGET AUDIENCE / THIS TRAINING COURSE IS SUITABLE FOR:

e Pharmaceutical Sales Representatives.

e Specialty Pharmaceutical Representatives.
e Key Account Managers (KAMs).

e Market Access Managers and Associates.

e Product and Brand Managers.

e Regional and National Sales Managers.

e Medical Science Liaisons (MSLs).

e Commercial Operations Professionals.

e Business Development Managers.

e Marketing and Commercial Leads.
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TARGET SECTORS AND INDUSTRIES:

Pharmaceutical Manufacturing.

Biotechnology and Biopharmaceuticals.

Medical Device Companies.

Contract Research Organizations (CROs).

Healthcare Consulting Firms.

Pharmaceutical Wholesalers and Distributors.
Governmental Health Agencies and Regulatory Bodies.

Healthcare Communications and Advertising Agencies.

TARGET ORGANIZATIONS DEPARTMENTS:

Sales and Commercial Operations.

Market Access, Pricing, and Reimbursement.
Marketing and Brand Management.

Medical Affairs.

Business Development and Corporate Strategy.
Key Account Management.

Government Affairs and Public Policy.

Training and Development.
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COURSE OFFERINGS:

By the end of this course, the participants will have able to:

e Analyze the modern healthcare ecosystem and its impact on pharmaceutical access.

Develop and articulate powerful value propositions for diverse stakeholders, including payers and providers.
e Master advanced, value-based selling techniques tailored to the pharmaceutical industry.

o Navigate complex pricing, reimbursement, and formulary access challenges effectively.

e Implement strategic Key Account Management (KAM) plans for long-term partnership building.

e Interpret clinical data and Health Economics and Outcomes Research (HEOR) for commercial application.

e Engage effectively with payers, P&T committees, and Integrated Delivery Networks (IDNs).

e Develop robust strategies for new product launches to maximize market uptake.

o Utilize digital tools and omnichannel strategies to enhance engagement with healthcare professionals.

e Ensure all sales and marketing activities adhere to strict industry compliance and ethical standards.

COURSE METHODOLOGY:

The training methodology at BIG BEN Training Center is designed for deep learning and practical application, ensuring
that participants can immediately implement their new skills. This course employs a dynamic, interactive approach that
blends expert-led instruction with hands-on learning experiences. We move beyond traditional lectures to foster a
collaborative environment through real-world pharmaceutical case studies, allowing participants to analyze market
access challenges and develop viable solutions. Interactive workshops and group breakout sessions encourage peer-to-
peer learning and the exchange of diverse perspectives. A significant portion of the training is dedicated to role-playing
exercises simulating challenging client interactions, payer negotiations, and P&T committee presentations, with
constructive feedback provided. The curriculum incorporates the latest industry data, trends, and regulatory updates to
ensure relevance. Our expert facilitators guide participants through complex topics, ensuring a comprehensive
understanding of both sales' excellence and market access strategy. This immersive and engaging methodology

guarantees a transformative learning experience that builds not just knowledge, but true professional capability.
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COURSE AGENDA (COURSE UNITS):

UNIT ONE THE MODERN PHARMACEUTICAL AND HEALTHCARE LANDSCAPE

The Evolving Roles of Sales, Marketing, and Market Access.

Understanding the Global Healthcare Ecosystem and Key Stakeholders.
Introduction to Health Economics and Outcomes Research (HEOR).

The Patient Journey and Its Impact on Commercial Strategy.

Regulatory Frameworks and Compliance in Pharmaceutical Promotions.
The Structure of Payers, Providers, and Integrated Delivery Networks (IDNs).

Key Terminology in Market Access and Reimbursement.

UNIT TWO HIGH-IMPACT PHARMACEUTICAL SELLING STRATEGIES

Moving from Transactional to Value-Based Selling.

Mastering the Art of Clinical Data Communication.

Advanced Questioning and Active Listening Skills for HCP Engagement.
Handling Objections and Navigating Difficult Conversations.

Territory Management and Strategic Business Planning.

Building and Maintaining Credible Relationships with Healthcare Professionals.

Utilizing CRM Systems for Enhanced Sales Effectiveness.

UNIT THREE MASTERING MARKET ACCESS FUNDAMENTALS

The Payer Landscape: MCOs, PBMs, and Government Payers.
Understanding Formulary Decision-Making and P&T Committees.
The Role of Health Technology Assessment (HTA) in Market Access.
Developing a Compelling Product Value Dossier.

Pricing Strategies and Innovative Contracting Models.

Navigating the Reimbursement Process from Coding to Payment.

The Impact of Real-World Evidence (RWE) on Access Decisions.
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UNIT FOUR STRATEGIC KEY ACCOUNT MANAGEMENT (KAM)

e The Principles of KAM in the Pharmaceutical Industry.

o Differentiating KAM from Traditional Sales Roles.

e Stakeholder Mapping and Influence within Key Accounts.

o Developing and Executing a Strategic Key Account Plan.

e Building C-Suite Relationships and Long-Term Partnerships.

e Cross-Functional Collaboration for Successful Account Management.

e Measuring Success and Demonstrating Value in Key Accounts.

UNIT FIVE FUTURE-PROOFING COMMERCIAL SUCCESS

e Strategic Planning for a Successful Product Launch.

e Leveraging Digital Health and Omnichannel Engagement.

e The Rise of Specialty Pharmaceuticals and Personalized Medicine.
e Engaging with Patient Advocacy Groups Effectively.

e Competitive Intelligence and Market Analysis.

e Negotiation Skills for Payers and Institutional Contracts.

e Synthesizing Sales and Market Access for Sustainable Growth.

FAQ:

QUALIFICATIONS REQUIRED FOR REGISTERING TO THIS COURSE?

There are no requirements.

HoOW LONG IS EACH DAILY SESSION, AND WHAT IS THE TOTAL NUMBER OF TRAINING
HOURS FOR THE COURSE?

This training course spans five days, with daily sessions ranging between 4 to 5 hours, including breaks and interactive

activities, bringing the total duration to 20 - 25 training hours.
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SOMETHING TO THINK ABOUT:

As value-based care models evolve, how must pharmaceutical companies redefine their engagement strategies with

Integrated Delivery Networks (IDNs) to ensure both patient access and commercial success?

WHAT UNIQUE QUALITIES DOES THIS COURSE OFFER COMPARED TO
OTHER COURSES?

This course is distinguished by its holistic and integrated approach, uniquely merging the distinct yet interdependent
disciplines of high-impact sales and strategic market access. Unlike programs that address these topics in isolation, our
curriculum is built on the premise that modern commercial success in the pharmaceutical industry depends on the
seamless collaboration between these functions. We move beyond conventional sales training by embedding deep market
access principles into every module, teaching participants not just how to sell, but how to create and defend a product's
value proposition across the entire healthcare ecosystem. The course emphasizes the development of strategic
partnership skills, preparing professionals to engage in meaningful, value-based conversations with payers, key account
managers, and institutional decision-makers. Our focus on practical application through sophisticated, real-world case
studies and negotiation simulations ensures that participants leave with actionable strategies. This forward-looking
program also addresses emerging trends such as digital engagement and the growing importance of Real-World Evidence

(RWE), equipping attendees with the foresight and capabilities to excel in the future of pharmaceutical commerce.
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