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We offer online education programs designed to provide the workforce skills necessary to enter a new field or advance your current career. Our Online Career Training Programs in the Allied Health, Computer-Internet, Business, Technical and Construction industries provide the most effective online training.
The amount of time to complete our programs varies from student to student.  Students are assigned a Career Counselor who assists the students with setting an achievable study/completion schedule, within the given 3 to 12 month completion window (per program).
To earn a certificate in GES106 Certified National Pharmaceutical Representative, students must complete 90 hours of training.  
Student Name:	Click here to enter text.
Start Date:	Click here to enter a date.
End Date:	Click here to enter a date.
Program Fee:	$1795
Training Status:	Choose a Training Status.
POC Name:             Jerry Spencer
Phone Number:     931-221-1030
Email:                      spencerj@apsu.edu
Address:                Austin Peay State University
                                Continuing Education
   McReynolds Building 	 
                                P.O. Box 4678
		   Clarksville, TN 37044


Certified National Pharmaceutical Representative
I. SO YOU WANT TO BE IN PHARMACEUTICAL SALES
A. A REWARDING CAREER
B. ENORMOUS IMPACT
C. THE INDUSTRY
D. HEALTHCARE DEMAND
E. FOOD AND DRUG ADMINISTRATION
F. COMPENSATION
G. BONUS COMMISSION
H. MARKET SHARE
I. SELLING FOR VOLUME
II. [bookmark: _GoBack]A DAY IN THE LIFE OF A PHARMACEUTICAL SALES REPRESENTATIVE
A. MARKETING PRODUCTS
B. THE DISTRICT SALES MANAGER
C. WHAT MAKES A SUCCESSFUL REP
D. SETTING OBJECTIVES
E. SALES PROCESS
F. STAYING CURRENT
G. WINNING CONFIDENCE
H. PRODUCT SAMPLES
I. ORGANIZATION
J. THE PHYSICIAN
K. PHYSICIAN ATTITUDE
L. CHALLENGES
III. NEW MEDICINES MEAN STRENGTH FOR U.S. ECONOMY
A. TERMINOLOGY
B. RESEARCH-BASED
C. MAJOR ACTIVITIES
D. LARGE NUMBER OF NEW DRUGS
E. NEW MEDICINES IN DEVELOPMENT
F. RESEARCH AND DEVELOPMENT BOOST THE U.S. ECONOMY
G. POLICY IMPLICATIONS
IV. THE ANATOMY AND CLINICAL PHARMACOLOGY
A. TERMS AND ABBREVIATIONS
B. THE FOUNDATION
C. WHAT IS A DRUG?
D. THE ACTIVE PHARMACEUTICAL INGREDIENT
E. MECHANISM OF ACTION
F. FORMULATION
G. EXCIPIENT CLASSES
H. PHARMACOKINETICS AND PHARMACODYNAMICS
I. THE CELL
J. CLASSES OF NUTRIENTS
K. BASIC CLINICAL PHARMACOLOGY
L. DRUG ADMINISTRATION AND DELIVERY
V. DRUG DISTRIBUTION: THE SUPPLY CHAIN
A. TERMINOLOGY
B. LICENSING
C. WHOLESALERS
D. DISTRIBUTORS
VI. PACKAGE INSERT INFORMATION
A. THE PURPOSE
B. SECTIONS
VII. DRUG PATENTS
A. TERMS AND ABBREVIATIONS
B. PATENT: DEFINITION, DURATION
C. MARKETING EXCLUSIVITY
D. GENERIC DRUGS
E. FDA'S CRITERIA FOR EQUIVALENCE
F. FDA'S ORANGE BOOK
G. SINGLE-AND MULTI-SOURCE DRUG PRODUCTS
H. HATCH-WAXMAN ACT
VIII. DRUG SAMPLING
A. DRUG SAMPLE STORAGE TECHNIQUES
B. FEDERAL REGULATIONS
C. STORAGE OF PHARMACEUTICAL PRODUCTS
D. RECALLS ON DRUG PRODUCTS
IX. THE RESEARCH AND DEVELOPMENT PROCESS
A. REGULATIONS
B. HIGHER RESEARCH AND DEVELOPMENT & COSTS
C. POLICY IMPLICATIONS
D. DYNAMIC GROWTH
E. RESEARCH SPENDING
F. GOVERNMENT PARTNERSHIPS
G. SCIENTIFIC OPPORTUNITIES
X. DRUG DEVELOPMENT AND PRECLINICAL STUDIES
A. PHARMACODYNAMICS
B. ADMINISTERING A DRUG
C. TRANSPORT MECHANISMS
D. PASSIVE DIFFUSION
E. FACILITATIVE DIFFUSION
F. ACTIVE TRANSPORT
G. PINOCYTOSIS
H. ABSORPTION
I. BUCCAL AND SUBLINGUAL
J. SUBCUTANEOUS AND INTERMUSCULAR ADMINISTRATION
K. BLOOD-BRAIN BARRIER
L. TOXICOLOGY
M. CARCINOGENICITY
N. ANIMAL TESTS
O. CLINICAL TRIALS
i. ETHICAL CONSIDERATIONS
ii. REGULATORY REQUIREMENTS
iii. CLINICAL PAPERS
iv. ENHANCE YOUR PRESENTATION
a. ANTICIPATE QUESTIONS
b. HANDLE OBJECTIONS
c. SELL WHAT'S MEANINGFUL
P. DRUG DISCOVERY: LARGE MOLECULE DRUGS
i. VACCINES
ii. TOXOIDS
iii. ADJUVANTS
iv. HUMAN IMMUNE SYSTEM
v. GENE THERAPY
vi. STEM CELLS
vii. BONE MARROW TRANSPLANT
Q. MANAGED CARE
i. FORMULARY BASICS
ii. RESTRICTIVE STRATEGIES
iii. UNDERSTANDING COST
iv. PHARMACY DEPARTMENT
v. MEDICAL EDUCATION
R. BRAND MEDICINE
i. PHARMACEUTICAL BRANDING
ii. BRAND MEDICINE
iii. BUILDING BRANDS
iv. BRAND POSITIONING
v. DTC ADVERTISING
vi. THE LANGUAGE BARRIER
vii. ROLE OF RESEARCH
viii. TYPES OF NAMES
S. CLINICAL DEVELOPMENT AND PHARMACEUTICAL MARKETING
i. ENVIRONMENT AND TRENDS
ii. DTC BRANDING
iii. OTC AVAILABILITY
iv. AIDS EPIDEMIC
v. NEW MILLENNIUM
vi. PATIENT COMMUNICATION
T. ETHICAL REGULATORY GUIDELINES
i. AMA GUIDELINES
ii. PHRMA CODE
U. PHARMACEUTICAL SALES SKILLS
i. RELATIONSHIPS
ii. SALES SUPERSTARS
iii. SEEING THE PHYSICIAN
iv. DRUG FORMULARY
v. SALES FORCE
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