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Rethinking SFE

Understanding the imphcations of an increasingly networked healthcare environment
will help pharmaceutical companies to achieve their sales targets.

ver the |ast few yoars, pharmaceutical
Companias acruss Europe have been going

through thelr sales force effectiveness (SFE)
toolboxes, looking for the rignt device to teat the
comaetition with: reshuffling territories, reszing
the field force, benchmarking activity metrics
ACToss Eumopean subsidianas, twaaking
compensation schemes. Unfortunatel. the
resuihing compehtivie advantage s maostly shor
Inved, as competitors rapidly emlae e
incremental gains generated oy such intiatves

Howeser fundamental forces ane now
reshaping the Eurcpean healthcare market. One
ot the key aspects of this change is the
Increasingly networked nature of the heglthcare
ervirgnment. More pleyers ane actively maolvag
in the actudl prescribing process, and the dograe
of coltabaraton between all stakeholders s on
the increasa

Take patient compliance as &n exarmple Thers
5 currently no clear and integrated
COMEMUrHCATION TO RATErnts on the Inng-tr:.'rr
penefits of compliance Doctors may not be fully
nformed or rained on how 1o communcate the
mportance of compliance; healthcang insurers
anly incorporate complisnce rules in the
reimbursement plans to a limited extent; and
pharmaceutcal companies 1ace nurcles In
effectively educating patlents about their
products. The collaboration of the relevans
stakenolders o develop an Integrated
communication stralesy on the topic of
compliance will be critical in generating the
required patient understending end awisicnec
Cost savings

Another HHH[I!["]|EJ O INcregsend I’IE'?I.I'-.II:."-ILI'IE 15
the estabiishment of Diagnosis Rested Groucs
IDRGS) In various countries ecross the Eurcpean
Lirudn. [N Germany, a8 number of DRG prioss ars
gemonstrating a significant impact on hospilals,
SUCH as an increase n speciaization, the
shortening of nospital stays and Lhe
implementation of process-onentec stardarss.
These develnpments are ariving a morng
integrated web of professional servicas, as
patients are treated by a tghtor network of GPs,
hospitals and pharmacies In one case mn

Conclusion

Pharmacautical companies concemed with the
ef‘ectiveness of their sales forces should now be
carfying the future role of the field force They
shou'd ask themselves which of their current
fearasentatives nave what It takes to becorme
network consultants. What training, tools and
supaort will they need to be effective in thar new
function? What metncs will drive parformandce at
a netwark level? Transforming the sales force to
[tegrate the networked anvironment will drive
true compelitive advantags, not squeezing out
that extra call 8 dav’

Stuttgart, Baden Wuerttemiberg high street
pharmacists are working clesely with the hospital
o estanlish oroper medication dosapes. The
pharmacist can then act as a primary contact
point for patients after thay leave the hospital,
gnswaring questions about the medication ano
regucing the haspital returm rate, The network
enables an improvement in patient care quaiity
gnd an overall reduction of nealthcare cosL

uUnderstanding the network
A increasingly networked environment s an
evoiution that has critical implications for
pharmaceubcal cormpanias Representatives can
NG fONger focus on single customer groups. Thay
need to develop an understanding of the aversll
customer network and visuglize the influence of
an individual customer within that network,
A usatul concept to evaluate this influgnte s 5
icentty the differant, bt often SImultEneous,
roies customers play within the network: thew.can
atvise, educate, diagnose, prescribg and dlm:e. 5
10 name but a few. The more roles & LSt ’
pe-forms, the more influence they asedikefy t
fxirt. A company that identifies theseiolas ¢
he'p customers battar da:ﬂ'rﬂélrpu w ; '
ntwork, The field force prowdes he 8
to collect that proprietary mfnrm&ﬁl
T
Aligning the organization
Once the customer context has been
nnovative solutions that will stmurt
serform thelr different roles better can ﬁE.'

developed. This will require a changein the orofile-
§ i

and actites of the typecal

Representatives will need o mmmhmm

consultants’ as coposed 1o pinmm-hmﬂeﬁ
sprcialists. Hather than sell, they willl
to and identify customer nﬂmm
require the creativity and manaperr ekl
address those nesds, FOr SXampia. fhey
{0 Introguce the patent
|5 Dost swited o the local Realtn
fring in the right specialist lnﬂ'l p
the GRG. Uttimatety, network consulants should §
bvr: finsncial accountability for ther ioeat 4

e '.

Thomas Hennlich 15 amnmr&mﬂnml’me
i5 8 .rnenageratExa-mm tnsight, 5
‘\J ,._,.F

thomas. enm arcEae ]

heaitncare network
ol d
|
-



