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THE CHALLENGE

Today's physicians struggle to balance the increasing
demands of patient loads, electronic health record (EHR)
systems, and time spent on administrative tasks.'

AS A RESULT, PHARMACEUTICAL
REPRESENTATIVES’ ACCESS TO PHYSICIANS
HAS BEEN DECLINING EVEN PRIOR TO THE
COVID-19 PANDEMIC.

Although 80% of healthcare providers (HCPs)
identified as “rep-accessible” in 2008 (that is,
willing to meet with over 70% of the sales reps
who try to approach them), that number had
decreased to 44% in 2017.2 The percentage
of healthcare providers willing to see
pharmaceutical company reps in-person had
declined from 67% in 2018 to 54% in 2019.

Throughout the pandemic, physician access
has become even more of a challenge. A
survey of physicians found that only 20% of
respondents had interacted face-to-face with
pharmaceutical company employees in the
clinic or office in the prior week; for hospital-
based physicians, that number declines to
10%.3 Sales reps’ meetings with physicians
also shifted from 64% in-person prior to the
COVID-19 pandemic to 65% virtual during the
pandemic.*

Physicians are also difficult to reach through
traditional internet marketing. According to
the 2022 Medscape Physician Lifestyle and
Happiness Report, many physicians today

spend less than 10 non-working hours online
weekly as compared to the average U.S.
internet user, who spends nearly 7 hours
online a day.®

Introducing physicians to new care plan
options, including medications, and educating
them about new therapeutic alternatives has
become more challenging.

INCREASING MARKET AWARENESS HAS
ALSO BEEN A CHALLENGE

The medication referenced in this case study is
a prescription medication used, along with diet
and exercise, to lower blood sugar in adults
with type 2 diabetes. This medication is not for
people with type 1 diabetes. The marketing
team supporting this medication wanted to
increase market awareness of this medication,
but the COVID-19 pandemic made that more
challenging versus their normal promotional
marketing mix. The objective for the brand
marketing team was to reach HCPs of interest
at optimal times, if possible, during

their daily workflow.
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Veradigm provides biopharma marketers an opportunity to deliver awareness
messages directly to the HCPs of interest, during their point of care workflow.
HCPs spend significantly less time online than the average American, but they

Try Veradigm

Dlgltal Health spend hours interacting with their EHRs, which is when approved medication

Media for messaging is available to them. Contact us to learn more about Veradigm
High|y Targeted Digital Health Media and how we can help you reach the physicians in

Messages your target market.

veradigm.com/contact veradigm.com
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