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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.
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Meet Less Frequently with Sales Reps?
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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. PC  DS
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About The Contributors Of This Survey

Market Strategies International is a full-service market research and consult-
ing firm with extensive experience in the communications, energy, financial 
services, healthcare, and technology sectors.  Market Strategies employs more 
than 250 senior consultants, researchers, statisticians, and project manag-
ers and specializes in the areas of customer satisfaction and loyalty, market 
opportunity assessment, market segmentation, message and communications 
testing, usability evaluation, and brand assessment and management. Found-
ed in 1989, Market Strategies is headquartered in Livonia, MI, with regional 
offices in:  Portland, OR; Atlanta, GA; New Providence, NJ; Little Rock, AK; Hong 
Kong, PRC.  Please visit www.marketstrategies.com for more information.
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