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Introduction

Presenter
Presentation Notes
Onboard & train (pharmacy knowledge) staff for the COREreadiness, RXinsider & CORE teamsDevelop content to support organizations in their onboarding in the industry Consult on what types of training is best for organizations Preceptor for 5 pharmacy schools Ingrained in the industry on a local & national level Attend tradeshows 



Why CORE?

● Leading Externship Software
● ~70 Pharmacy Schools

● 15+ years in the pharmacy 
industry 

● Pharmacist-led 



Internal Experience at CORE

● New staff have great role-specific 
experience 
○ Limited/no pharmacy industry 

experience 
● 1-on-1 training (cumbersome)
● Overwhelming (sheer amount)
● May be glossed over 

Presenter
Presentation Notes
Talk about training my team (Rob, Sam, other B2B members)1 on 1 training to get them up to speed on the market Process - sit 1 on 1 Overwhelming, time consuming, resource intensiveLots of subject matter Overwhelming Other training takes priority (interna processes, other tools (CRM)Presently, we use COREreadiness to supprot this training 



Survey Results - Across the Industry

● We surveyed 200 professionals 
● All respondents hire from outside the industry
● None of the respondents are utilizing a pharmacy 

industry training program
○ Most agreed it would be very beneficial

Presenter
Presentation Notes
Other organizations are dealing with this 



Why industry-specific training?

● Pharmacy is a large, 
complex industry 

● Support staff 
● Increase confidence 
● Improve performance 

Presenter
Presentation Notes
Explain why it is needed Need to understand the critical issues, day to day experience that your decision makers are going thorugh How can you market to this group effectively if you don’t understand what makes them tick?How can you consult in appropriate manner if you don’t know what they are doing on a day to day basis? How can you relate and solve their problems if you don’t know what they are? 



What subjects need to be covered? 

● Pharmacy Practice Settings 
● Typical workflow 
● Market topics
● Pharmacy Associations
● Roles in a Pharmacy
● Specific Technologies
● Specific Services 

Presenter
Presentation Notes
As you can see, overwhelming without a structured plan What is the process to fill a prescription? 



WIIFM?

7 ways to educate 
staff on the 

pharmacy industry.

Presenter
Presentation Notes
Here are various ways you can support your professionals training on the actual pharmacy industry - give stories and examples 



#1

Utilize YouTube 
videos.

● Have students do 
the research!

● Create a 
GoogleDoc of 
helpful video links



#2
Attend 

Tradeshow 
Sessions.

● Learn to a deeper 
extent about specific 
topics

Presenter
Presentation Notes
If the team does not have 1 on 1 meetings planned at a specific time, doesn’t have Exhibit hall hours, (many sessions are very early in the morning and in the late afternoon) have your team sit in on these sessions to help learn more. Even just listening to get used to the nomenclature, terminology, or learn to a deeper extent about the specific niche market your organization works in / hot topic you may be dealing with. (Specialty pharmacy ex)



#3
Encourage 

Association 
Membership.

● State pharmacy 
associations encourage 
non-pharmacist 
members to join and 
attend their meetings.

Presenter
Presentation Notes
State associations are always looking for help / contributors Great way to network with decision makers in a meaningful way 



#4

Set-up a Field 
Trip.

● Visit a Client’s 
Pharmacy

● Work in the Pharmacy 
for the day

Presenter
Presentation Notes
When a new employee starts, have them tag along to visit one of your client pharmacies and set up the meeting ahead of time so the employee can go back and actually watch the pharmacy in action / explain the workflow / the software they use / the actual peoples’ roles in the pharmacy �If you can, have them work in the client’s pharmacy for the day �



#5

Sponsor CPhT 
Credentialing.

● Many online programs 
available

● Opens doors for sales 
personnel

Presenter
Presentation Notes
(expensive)



#6
Collect helpful 

Articles/ 
Readings.

● Instruct staff to collect 
helpful self-directed 
readings with the team.



#7

Implement 
COREreadiness.

● Began as a 
GoogleDoc 

● Full blown LMS

Presenter
Presentation Notes
Disclosure - I am the director of this product Great resource for organizations to utilize during the onboarding and training process �Background of CR (We actually had a GoogleDoc of videos that we would share with our staff and decided to use that as the inspiration and build into a full blown LMS We use this as an internal training tool for our staff and our new students �



What is COREreadiness?

Pharmacy-specific 
Learning Management 

System

● Bite-sized, short courses
● Highly-focused learning 
● Engaging, video content

Presenter
Presentation Notes
We developed a pharmacy-specific online learning platform designed to solve this problem �-�Most courses are short and highly focused - 10 minutes on specific subject matter �Courses are typically 10 minutes long on specific subject matter - what is the CMS 5 star ratings? What is 503B? How do these impact pharmacies??? ��“Bite size”, small amounts of learning at a time that they can chip away at during the onboarding phase �Highly-focused, engaging video content with an assessment at the end (not meant to kill them on the assessment questions, just to make sure they understood the topic and have what they need) �340B Course (highly focused (10 minutes)) �TCGRx Course



Pharmacy Experience

“Super Course” 
Covers most topics 

● Example topics: 340B, CMS 
5 Star, 503B, Long-Term 
Care Pharmacy, What does 
a DoP do?

Presenter
Presentation Notes
1-2 hours per day during the onboarding process OR every Friday afternoon for a seasoned employee 



Learning Paths

Customizable Learning 
based off the client 

organization’s needs.

Presenter
Presentation Notes
New hire, versus crosstraining, vs seasoned employee (refresher) 



Example Learning Path 

BestRx Learning Path 
for new staff

Presenter
Presentation Notes
Overall market coverage, associations, partners



Example Learning Path 

Phipps Pharmacy 
Learning Path for new 
staff and student 
interns 

Presenter
Presentation Notes
Professionals, consequences of drug diversion, technologies in the pharmacy, basic terminology 



Johns Hopkins Pharmacy 
Department Learning 
Path for pharmacy 
students and residents 

Example Learning Path 

Presenter
Presentation Notes
Hospital pharmacy - the hospital itself, hot topics, drug diversion, specific technologies 



Recap

● Utilize YouTube videos 
● Attend tradeshow sessions
● Encourage association membership
● Set-up a field trip
● Sponsor CPhT credentialing
● Collect helpful articles/readings
● Implement COREreadiness



Questions?

References
CORE Higher Education Group: https://corehighered.com/
COREreadiness Courses: https://corereadiness.com/
YouTube: https://youtube.com
RXinsider: http://www.rxinsider.com/
LinkedIn: https://www.linkedin.com/
MyCred ePortfolios: https://mycred.com/
CE Search Engine: https://cesearchengine.com/
Shannon Staton MyCred https://mycred.com/p/9843105783
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