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Sales Representatives and the Community Oncologist:
The DOC’[OI‘ IS In. . .SomEtimes By Peter Carlin and Don Stark

OBR/MSI MARKET RESEARCH SURVEY

Much has been written regarding the restrictions placed on sales rep-
resentative access and the physicians they are hired to call upon. Most
of these studies have examined the growing number of restrictions
within primary care, hospital-based, and academic practices, but have
rarely focused on community-based oncologists.

Market Strategies International, in conjunction with Oncology Business
Review, conducted a survey of 50 community-based oncologists in

Value Of Information Provided By Reps
Mean = 4.5
40%

January and February 2008 to determine how widespread these access
restrictions are in community-based oncology practices. The survey
also attempts to assess how the relationship between oncologists and
representatives is changing and what it is that physicians perceive
their needs are from sales representatives and from companies. The
oncologists who participated in this survey were primarily in single
specialty group practices, typically with five or more oncologists. Ap-
proximately 30% classified themselves as medical oncologists and the
remainder considered themselves hem/oncs.
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More valuable because...
 Reps provide information on new products and
indications (n=18)

« Information on reimbursement and assistance
programs is useful (n=7)

e Clinical reprints and trial data helpful (n=7)
« Provide patient education materials (n=5)

Less valuable because...

« The information they provide is biased and marketing
focused (n=10)

« The information they present is not always
new (n=13)

« The value of information varies by the rep (n=2)
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Physician Rating

Value of Information Provided by Sales Representatives

It is clear from these figures that the role of the sales representative is not obsolete. As shown, most oncologists (76%) perceive the information they receive
as at least somewhat valuable. Information about new products and new indications are the primary reasons why physicians value the information sales repre-
sentatives provide. But it is also clear that a small minority feel that the information provided is less valuable either because it is biased or dated.
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Number of Sales Rep Visits Per Week
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Office Staff Who Meet With Sales Reps
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Nursing staff 76%
Office/practice manager 58%
Patient financial advisor 20%

Social worker

Pharmacist @ 2%
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Meetings with Sales Representatives

In the practices surveyed, sales representatives meet with nearly all commu-
nity-based oncologists. They also frequently meet with nursing and practice
management staff in these practices. On average, oncologists are meeting
with 3 sales representatives/week (32%), although 40% are meeting with 2 or
fewer representatives. Of particular interest is the time spent with represen-
tatives: on average about 47 minutes/week or about 15 minutes per sales
representative call. In reality, this is probably a high estimate since the statis-
tical mode for the time spent with representatives is less than 30 minutes per
week or 10 minutes per sales representative visit.

Formal Guidelines Restricting Sales Rep Access

No 80% Yes 20%

Restrictions on Sales Representative Access

Nearly all community-based oncology practices have implemented some
restrictions on sales representative access. Most practices either limit sales
representative visits to specific times or days of the week and/or require
appointments for all meetings. However, most of the practices have not
formalized these guidelines with a written document, so how well they are
enforced is not clear (although anecdotal evidence suggests that they are
usually enforced). cont. on pg 42
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Staff Subject to Practice Guidelines on Rep Access
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Why Practices Restrict Sales Rep Access

My experience in a hospital setting
It was an internally-driven decision
based on the needs of my practice

Concern for the impression it makes
on my patients

We realized that other practices
were doing so

Recent media attention to the issue
of sales rep access

Other (please specify)

Reasons Why Practices Restrict Sales Representative Access

92%

82%

16%

6%

4%

10%

20%  40%  60%  80% 100%
% of Respondents

Appointments Required

26%

36%

0% 20%  30%  40%
% of Respondents

Access Restrictions for
Practice Staff

Access restrictions are not being
limited to physicians only, but are
commonly applied to all office staff.
For example, appointments are be-
ing required even for sales represen-
tative meetings with office staff in
one-fourth of the practices.

Why Practices Restrict Access Breakout

Minimize distractions and interruptions
Maximize time for patient care

Time constraints

Reps are bothersome

Increase productivity

Other
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Community-based oncologists see some of their patients in the hospital setting, and as such, observe the restrictions those institutions have in place regard-
ing sales rep access. These restrictions have, in turn, influenced instituting restrictions in their own practices. In addition, the internal demands of their
practice, such as the need to see more patients to offset the changing financial environment, have driven the decision to limit company representative access.
Over 80% of the physicians adopted access policies because they perceived sales representative meetings as distracting or reducing time with patients.
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Industry Staff Subject to Practice Guidelines
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Most Compliant Reps
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Novartis ! 6% Pfizer
Celgene { 6% Millennium
Millennium 1% ImClone
Bayer/Onyx j 1% GlaxoSmithKline
Wyeth ) 2% Genentech
Roche { 2% Bristol-Myers Squibb
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Industry Staff Subjected to Restrictions

Access restrictions were originally targeted to sales
representatives. However, as companies put more staff in
the field with very specialized functions in an effort to gain
greater access to community-based oncologists and their
office staff, the access restrictions are being applied to all
company personnel.

Least Compliant Reps
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Amgen and Genentech, two companies with a strong oncology presence and typically ranked as the leaders among oncology sales forces, finish first and second
among companies perceived as complying with access policies. Since least compliant ratings are so well distributed across many companies, that assessment
is probably driven by individual personnel rather than corporate practice.
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Meet Less Frequently with Sales Reps?

No
48%

Yes
52%

Receive More Information Since
Implementing Restrictions on Access

No
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Benefits Resulting From Fewer Encounters with Reps

Fewer interuptions 29%

Meetings with reps

are more efficient 2%
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| have more time

for myself 14%

Time is not wasted 10%

Better patient care 10%
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Have Received More Information Via...

Email 63%
Mailings 52%
Internet 33%
Fax 11%
Podcasts 11%
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Impact on Frequency
of Representative
Visits

Since implementing ac-
cess restrictions, a slight
majority of the practices
are meeting less frequently
with sales representatives.
The benefits accrued from
less frequent visits are
that the scheduled meet-
ings are more efficient and
less distracting to

the practice.

Industry Adapting to
New Restrictions
Roughly half the respon-
dents have observed that
since they have imple-
mented access restric-
tions, they have been
receiving an increased
quantity of emails, direct
mailings, and other promo-
tional initiatives, perhaps
to offset their reduced
physician visits.



SURVEY SUMMARY

While oncologists may not be restricting company representative ac-
cess as quickly as primary care physicians or institutions, it is clear
that the interactions between oncology sales representatives and
community-based oncologists are changing. Community-based on-
cologists are meeting with representatives less frequently, primarily
to limit practice interruptions and improve the efficiency of the meet-
ings they have with representatives. Most have implemented a variety
of different access restrictions, but these restrictions are generally not
reduced to a formal written policy that is distributed to company per-
sonnel. Instead, the access restrictions are communicated verbally to
the representatives.

In addition, the access restrictions are being applied to all company
personnel, not just sales representatives. Community-based oncolo-
gists, however, perceive that these access restrictions have had little
or, perhaps, a slightly positive impact on the level of support and in-
formation they receive from the pharmaceutical companies. In fact,
community-based oncologists believe that the restrictions in sales
representative access have been offset by greater communication
from the companies via email, the Internet, and direct mail. [J8 NN
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Kong, PRC. Please visit www.marketstrategies.com for more information.
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