GP Presentation/Role Play

As part of the interview process a candidate may be asked to complete a role play of a GP presentation or sales call, usually at second interview stage.  In this situation the candidate takes the part of a GP Representative and the interviewer will take the role of the GP.  A second interviewer may observe the presentation and take notes. You will normally be given notice that this is going to happen.
Preparing for the Role Play:
The candidate will normally receive a Product Detail Piece and one or more clinical studies prior to or during the interview, which should be thoroughly studied.  From this information you should identify the following:

1. Product indications

2. Product contra-indications

3. Dosage

4. Product side effects

5. Main product competitors

6. The sales benefits for the product that you are representing in relation to the competitor products.
The interviewers will not expect you to be a technical expert about the product but will expect you to know the major features and benefits. 

The Role Play:

The role of a GP Representative is to identify a GP’s patient demographics and to determine the needs of this doctor in regard to pharmaceutical medications.  It is not a one-way dialogue of you “educating” the doctor, but a two-way interaction where you find out information which will help you to sell the product. Introduce yourself and your company at the beginning.

Use of open-ended questions (such as “why”, “where”, “how” and “who”) will allow you to elicit from the GP information on the type of patients seen, in terms of what types of medications they are likely to need, their normal prescribing habits (ie products used, preferences and the reasons for these) and any experience he/she may have had with your product.  Once the GP Representative has gathered enough information about the GP’s prescribing habits to accurately determine their needs, they should then use this information to outline the key features and benefits of the product they are representing.   
Using the Detail Piece and any graphs, statistics and clinical evidence provided, demonstrate the reasons why the GP should be prescribing your product. Be sure to include all relevant information on how this product should be prescribed.  

Because this role play is a mock sales call, the interviewer will try to replicate common responses of doctors as they play the part of the GP.  Be prepared for objections to your selling messages and remember an objection is only a request for further information.   Explore the reasons for the objection through further questioning and provide the answers to the questions (using the analytical data), until you feel you have overcome the objections.  

The critical factor in any GP Representatives sales call is to gain agreement from the GP that he/she will trial your product.  Be sure to CLOSE every sales call by gaining a commitment to prescribe or at least gaining the opportunity to come back to talk again or to provide more information. Or you may leave samples so that gives you the opportunity to return at a later date to follow up on the results of these on patients. If you are asked a question you do not know the answer to, say that you will find out the answer and get back to them.  Never pretend to know something. 

At the commitment stage, you can ask a more direct “yes/no” question to see if the doctor is satisfied about using your product. If they are not, you need to go back and uncover what their objections are and overcome those again. Then when you think you have covered these you can try to close the sale again. 
