Modern and traditiqnal
forms of effective

pharmaceutical marketing
Based on the survey of 350 doctors

Publication date: November 2010  Language: Polish, English

W PMR


http://www.pmrpublications.com

www.pharmapoland.com

—

Word from the authors:

The Regulation passed in December 2008 caused a reduction in the number
of meetings between medical sales representatives and doctors, and forced
pharmaceutical companies to seek new ways to reach medical professionals.
New forms of pharma marketing have been gathering importance, e.g. virtual
trainings or e-detailing, which replace face-to-face contact with physicians. It is
the new methods which our latest report focuses on. It discusses, among other
things, ways to successfully apply these methods and doctors’ opinions on the
new marketing techniques vs. traditional communication practices.

Agnieszka Stawarska, Pharmaceutical Market Analyst
Monika Stefanczyk, Head Pharmaceutical Market Analyst

Report description:

The key source of information for the report was a survey conducted by PMR Research specialists among 350
medical doctors of seven specializations: paediatrics, general practitioner/family medicine, gynaecology, neurology/
psychiatry, cardiology, pneumology and oncology.

The report answers such questions as: what source of information do doctors usually rely on? how do doctors assess
the various forms of communication with pharmaceutical firms? and how, compared with traditional forms of
contact, do they access the new channels used to reach them (e.g. e-detailing). The report thus provides information
to pharmaceutical companies on the most effective forms of communication with medical professionals.
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Key report sections:

B information about pharmaceuticals

information that doctors are most interested in getting from pharmaceutical firms

B assessment of the frequency of use and awareness among doctors of the individual forms of communication
used by pharmaceutical firms to contact them

B estimate of the quantity of instances of communication (including personal contact) with pharmaceutical
companies

B assessment of the new forms of communication (multimedia presentations, e-detailing, virtual training)
relative to traditional forms of contact, from the perspective of quantity, reliability, credibility of the provided
information, convenience, time efficiency, opportunity to ask questions / obtain additional information

B factors which could induce doctors to accept the new forms of pharma marketing
B comparative analysis of doctors by specialisation
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PMR MarketInsight Methodology

This report was prepared using PMR Marketlnsight methodology developed by PMR which
assists in the complex preparation of industry reports.

Read more about PMR MarketInsight »

About PMR

PMR Publications (www.pmrpublications.com) provides reliable market intelligence for
business professionals and analyse the business climate in particular in the construction,
retail, IT, telecommunications and pharmaceutical sectors. PMR Publications offers both free
and paid subscription newsletters, internet news portals, and in-depth reports.

PMR Publications is part of PMR (www.pmrcorporate.com) — a British-American company
providing market information, advice and services to international businesses interested in
Central and Eastern European countries as well as other emerging markets. PMR key areas
of operation include consultancy (through PMR Consulting) and market research (through
PMR Research).

PMR Ltd. Sp. z 0.0., ul. Dekerta 24, 30-703 Krakow, Poland

Questions about ordering? Contact our sales department:

tel./48/ 12618 90 30

fax /48/ 12618 90 08

e-mail: moreinfo@pmrcorporate.com
www.pmrpublications.com
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