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内容 

• 中国制药行业的发展现状趋势以及对业务
能力发展的需求  

• 将培训转化成商业结果  

– 思路设计  

– 系统配套  

– 有效执行  

– 评估衡量  

• 商业结果是检验培训是否有效的重要标准  

 



前瞻: 市场基本面保持强劲势头，尽管价格压力导致低
的复合年增长率 （CAGR） 

3 

Historical 

Forecast 

+18% 

+7% 

2015 至 2019 医院市场展望 *  

* China over-took Japan in 2014 as the 2nd largest pharma-market world-wide 
* For Total Market (Hospital + Retail + 3rd Terminal): CAGR (15~19) = 7.7%  
* Constant exchange rate (2015); Ex-Factory Price; 

关键驱动因素 

 全国医保目录的更新 

 伴随城镇化建设而增加对医疗保健和公共设施
的建设 

 巩固和扩大基本医疗方案来覆盖大病治疗 

 快速增长的慢病以及强调慢病管理 

 本土药企的发展和兼并 

可以预知的风险 

 扩大医院成本控制措施 

 招标系统中增加定价压力和新的省级招标计划 

 对处方药更趋保守的态度 

 注册程序的延后 

($ billion) 

Source: IMS China Market Prognosis, 2015 Sep Update; China Hospital  Market (100+ Bed-size); 

*中国在2014年超越日本成
为全球第二大医药市场 
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Market Size MNC Growth Local Growth Total Growth

YTD Dec 2015  

Growth 

Local 

MNC 

Total 

5.1% 

4.5% 

5.0% 

中国市场滚动季度（连续三个月）销售和增长趋势 

26 Bn USD 

21 Bn USD 

2012.10 

Price-cuts 

Oncology, Immuno-

regulative & 

Hematological drugs 
(95 products, -17% cut) 

2013.02 

Price-cuts 

Respiratory, Analgesic 

& Antipyretic drugs 

(400 products, -15%cut) 

2012.08 

AB Restrain 

policy 

finalization 

Broader 
implementation on AB 
policy 

Anti-bribery 
Investigation due to 
GSK’s scandal 

Source: IMS CHPA 

* Roll out of county public hospital reform and implementation of metro public hospital in 100 pilot cities 

Biding/price impact 

2015 bidding started in 
several provinces 

 
Increased enforcement of rational drug 
use policies  
to meet hospital budget targets ( including 
TCM, Antibiotics, oncology and other 
products ) 
 

Slowdown of Patient Flow Growth 

Marked slowdown since 2nd half of 
2014 

综合因素导致中国处方药市场增速变缓:  至2015年
12月年度累计(YTD)增速为5.0%   



世界级的学习组织看起来像……? 



1-2-3 模型 

1 思维方式 

• How to Turn 
Training and 
Development 
into Business 
Results 

2 行为表现  

• Positive & 
Proactive 

• Professional 
& innovation  

3 结果评估 

• Recognized 
by internal 
client? 

• Satisfied  by 
ourselves? 

• Value-add to 
business 
target 
achievement? 



通过商业学习业务伙伴（CLBP），为业务部门提供
有针对性的学习解决方案 

LBU 

WHBU 
DBU 

Commercial Operation 
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Enhance New Sales’ 
Competence of 

products knowledge & 
PSR Presentation skill 

Consolidate LPM’s 
Competence of  

regional strategy P.I.E 
align with CM 

• SM will be able to lead young 
sales team effectively to speed 
up business in competitive 
market 
• NSM will  grow up quickly to 
meet job requirements 

• LPM will be able to cooperate 
closely  with RSM to plan 
regional brand strategy  align 
with CM 
• LPM will be able to implement 
regional strategy plan effectively 

• New hire sales will grow up 
quickly to meet job requirements 
• PSR will be able to increase 
market share in competitive 
market by professional 
presentation and promotion 

 Coaching , leadership &  
people development skill 

Business plan & performance 
management skill 

Product presentation skill 

Customer interaction & 
“Seven Call" skill 

Product related knowledge & 
strategy implement capability 

 Customer & market insight 

Communication skill 

Band strategy plan, implement, 
evaluate skill 

1. Quarterly FLSM Salon focus 
on coaching & leadership  

2. DSM  follow up coach 
quality & quantity in system 

3. SLSL follow up “New DSM 
navigation ”project by 
system, coaching the coach 

1. In hospital seminar presentation 
skill WSP & “The voice of youth” 
competition 

2. “New Hire Onboarding 
Excellence” follow up 180 days 

3. Quarterly brand product strategy 
implement WSP & Enhanced 
“seven call” skill WSP 

4. Mentoring &“Jincai” projects 

1. “LPM harmonization 
project”,including  
enhanced communication    
& KPI tracking skills WSP 

2. Quarterly review regional 
brand product strategy plan 

3. Quarterly in region 
speaking &  communication 
tour 



常见的商业学习解决方案 

课堂学习 

当地人才发
展学习项目 

实地辅导一线经理 

与品牌策略落地相关
的区域学习研讨会 
(Workshop)  



商业学习业务伙伴工作流程 

Regional / 
Marketing Learning 

Strategy  

Working Plan base 
on specific behavior 

identification 

 Evaluation report 
focus on behavior 

change  

Monthly 
Regional/Marketing 
Learning Executive 

Report  

At the end of the year, 
Hub /Function leader  
work closely with 
RGM/Marketing Director 
to develop the 
Regional/Marketing 
Learning Strategy base 
on key business role 
competency 
development needs 
analysis align with 
Regional/Marketing 
business development 
strategy as well as CL 
priority focus  

At the beginning of each 
quarter, Training 
Manager  develop the 
Working Plan through 
working closely with 
RSM to identify the 
specific behavior they 
want key business role 
to demonstrate in the 
field align with 
Regional/Marketing 
Learning Strategy & 
RGM/Marketing Director 
focus   

 

According to the 
working plan, Training 
Manager conduct the 
multiple learning 
solutions for key 
business role to develop 
their competency focus 
on behavior change. 
Then TM provide the 
evaluation report to 
participants’ line Mgr. to 
clarify/summarize the 
behavior changing 
circumstances 

   
共访评估反馈报告（With FLSM）                

    

共访时间：                年             月              日 

FLSM 概况 

姓名  QTD 完成率  

员工发展目标（与

RSM 澄清明确） 

 

共访辖区、人员

概况 

医院名称  该医院业务策略重点  
 

负责代表  
 

代表的员工发展目标  
 

针对该发展目标，代

表的准备程度  
 不能/不愿 可能  能够 

期望的行为 行为表现评估 

共访前 

1. 一天拜访开始前沟通   需改进   合格   出色 

2. 单次拜访前辅导   需改进   合格   出色 

共访中 观察和支持销售拜访   需改进   合格   出色 

共访后 

1. 单次访后辅导   需改进   合格   出色 

2. 全天共访后总结辅导   需改进   合格   出色 

专业知识和产品

策略 

1. FLSM 专业知识掌握情况   需改进   合格   出色 

2. FLSM 辅导代表策略执行   需改进   合格   出色 

     

                                医院客户拜访情况 

共访科室: A 类客户总计： B 类客户总计： 其他客户总计： 

（                           ）科 A： B：  

（                           ）科 A： B：  

（                           ）科 A： B：  

（                           ）科 A： B：  

主要反馈与建议： 

建议保持的方面 行动计划 责任人 时间期限 

1.    

2.    

3.    

建议改善的方面 行动计划 责任人 时间期限 

1.    

2.    

3.    

 

At the beginning of each 
month, Hub /Function 
leaders get the feedback 
from TMs on working 
plan implementation 
focus on participants’ 
behavior change. The 5th 
of each month, Hub / 
Function leader submit 
the Regional/Marketing 
monthly Executive  
Report to 
RGM/Marketing Director 



数量和质量的评估 



商业结果是检验培训是否有效的重要标准 



谢谢！ 


