TRAINING NEEDS SURVEY

Name:

Region/Didtrict:

Date:

Return to Training Department via facamile (000-000-0000)
SALESREPRESENTATIVE TRAINING

Thefdlowingisalist of knowledge and skills that may represent needs for improved
performance anong company sales representatives.

Circlea“1” (High Priority), “2" (Medium Priority), or “3” (Low Priority) next to each
item indicate how important thisareais for developing saes representatives in your
region/district. 'Y ou may add other priority needs at the end of thislist.

Circleanumber for
Each item.

1 =High Priority
2=Medium Priority
3=Low Priority

1. Prospecting SKillS......c.ovnie 1 2 3
2. Pre-call planning sKills............oooiiii 1 2 3
3. Face-to-facesdling Kills..........coooeiiiii i 1 2 3
4, Use of Conaultative salling skills........o.oooviiiiiinn 1 2 3
5. Post-call analySIS.......c.oiviiiii 1 2 3
6. Effective record kegping and follow-up after thecdl........ 1 2 3
7. Time and territory management............ocovveveieieninenannns 1 2 3

8. Effective customer service and customer communications... 1 2 3



10.

11.

12.

13.

14.

15.

16.

17.

18.

19.

20.

21.

22.

Effective use of sdlling tools (promationd literature.
clinicad sudies, etc) duringthesdescdl .....................

Evduating and andyzing the territory for specific
SAling opportUNIties. ...

Evduating individua customer potentid.......................

Evauaing quarterly, monthly, weekly, and daily
PlANNING. .o

Seling to Mgor aCCOUNtS.......c.vvvviriieiie e
Sdling to hospitals.......c.ovvvvie i
Product knowledge-pharmaceuticals.................cocooeeeais

Product knowledge-other.............cccovviiiiiiiiii
Product knowledge-over-the-counter products.................

Knowledge of hedth care ddivery sysems HMO'sand
government/insurance POlICIES. ........ovvieieie e,

Competitive product information..................ccovveieinin
Knowledge of reimbursement systems, where gpplicable. ...

Knowledge of prescription drug laws, regulations
AN PraCtiCeS. .. .u v et eeeeeeeeeeea

Knowledge of the company and who can provide

Circlea Number for
Each Item.

1 =High Priority
2=Medium Priority

3=Low Priority
1 2 3
1 2 3
1 2 3
1 2 3
1 2 3
1 2 3
1 2 3
1 2 3
1 2 3
1 2 3
1 2 3
1 2 3
1 2 3
1 2 3

(continued)



23 Knowledge of company palicies, including personnel

policies, benefits, sales procedures and standards,

good Promotion PractiCes, EfC.........vvvvvieieiienieieienenes
24.  Andyzing and interpreting salesreports..................e.e.e.

25. Knowledge of medica science including terminology,
anatomy and physiology, body systems, €tc.....................

26. Knowledge of physcian specidties, including
prescribing habits...........ocoo v

27.  SAlNGIO GrOUPS. ... e eeee et et e
28.  Sdling through hospitd exhibits and trade sdling............
29.  SAliNgtopharmaCies..........ovvvieiiiece e
30. Selingtokey accounts..........ooooiiiiiiiiii
31. Sdlingtowholesalersand digtributors.........o.ovvvvenenn

32.  Andyzing sdes budgets and identifying
(070070 (1191 1=

ADD ANY OTHER PRIORITY NEEDSHERE:

Circle aNumber for
Each Item.

1 = High Priority

2 = Medium Priority

3 =Low Priority
1 2 3
1 2 3
1 2 3
1 2 3
1 2 3
1 2 3
1 2 3
1 2 3
1 2 3
1 2 3




