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Primary care

Specialty

Lunches

Appointments

Drop-ins

Average length (minutes), 1999

Average length (minutes), 2004

Percentage of calls, 2004

11.311.311.3

4.84.84.8

Sample signature
(with discussion)

1999 2004

11.111.111.1

5.25.25.2

Sample signature
(no discussion)

3.93.93.9

Lunch

13.313.313.3

10%10%10%

20.220.220.2

Appointment

4.24.24.2
5%5%5%

10.410.410.4

Drop-in/sample check

1.91.91.9 2.12.12.1

85%85%85%

2.42.42.4

Extended discussion
(more than 5 minutes)

2.52.52.5
1.41.41.4

Lunch meeting
0.50.50.5 0.40.40.4

Dinner meeting

Rep interactions
Physicians’ average number of interactions with representatives per week

Lost time
Number of minutes per week spent discussing products

Short and sweet
Length of detail by type of visit (physician-reported)

Source: Health Strategies Group

Source: Health Strategies Group

Source: Health Strategies Group

20.820.820.8

8.48.48.4

53.253.253.2

64.664.664.6

71.471.471.4

80.880.880.8
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Figure 4

Percentage of reps who reported growth in this category over last year

Current percentage of physicians

Not enough time to interact 
with target physicians

Physicians already decided 
which products to use

Can’t get past front desk

Discussions with other sales
reps wear my customers out

Not enough new or 
persuasive clinical info

Physician confusion  
about my brand

Other

Company provided tools  
not suited to my situation

Samples

Product information

Support for office staff

Information about managed  
care formulary status

Information about disease 
treatment options

Patient education materials

Break from routine/socializing

Opportunity to interact with peers

Assistance with practice 
management

Easy to see
(12+ details/year)

Neutral
(7 to 11 details/year)

Hard to see
(3 to 6 details/year)

No see
(0 to 2 details/year)

Rep challenges
Reps say time with physicians is growing shorter.

What docs want
What value do physicians receive from their interactions with sales reps?

More no-see doctors
Fifty-one percent of reps say the number of  
no-see physicians increased over the last year.

Source: Health Strategies Group

Source: Health Strategies Group

Source: Health Strategies Group
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24%24%24%
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42%42%42%

17%17%17%

10%10%10%

7%7%7%

7%7%7%

7%7%7%

4%4%4%
3%3%3% 2%2%2%

21%21%21%

13%13%13% 14%14%14%

16%16%16%

6%6%6%
7%7%7%

11%11%11%
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Figure 7 

Figure 8 

Making changes
If physicians could change one thing about the sales  
representatives who call on them, what would it be?*

How reps respond
How have you changed your approach to calling  
on physicians in response to decreased access?*

* Numbers have been rounded
Source: Health Strategies Group

* Numbers have been rounded

More disease discussion vs. detailing of their product

Address competitor products objectively vs. negatively

More resources (CME, patient education, dinners, lunches)

26%26%26%

24%24%24%

9%9%9%

Respectful of time constraints (brief, well-timed visits)

Longer representative territory tenure

More educated and knowledgeable

More samples

Less pushy 

Provide new information (less repetition)

No changes needed

9%9%9%

8%8%8%

8%8%8%

19%19%19%

10%10%10%

9%9%9%

8%8%8%

8%8%8%

6%6%6%

4%4%4%

3%3%3%

2%2%2%

7%7%7%

6%6%6%

6%6%6%

6%6%6%

4%4%4%

2%2%2%

Rely on previous relationships

Mailings/memos

Change visit timing

Offer more support resources

Other

Develop quick core message

Bring in new/relevant information

Change visit location

Leave literature

Involve nursing staff/gatekeepers to gain access

Schedule lunches/appointments
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