then no matter how many tmes a rep goes ana
drops a sample, there will not be any uptake on
the product because the payer arrangement is not
in place for that specific drug,” he says.“From a
data perspective, simple things, such as the activi-
ty plan for the prescriber, are going to be critical.”
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roles ana responsioiites witnin eacn customer
group.

“They need to understand how the customer
makes money,” he says.”They need to understand
how the market and the various stakeholders
within a given market have evolved over the past

acLourn l”dlldgel), as uie LUlllpally wain uiei,
includes a multi-year curriculum with interactive
workshops with the company’s customers.

“We actively listen to our customers and we
want to develop more than cookie-cutter approach-
es to a given customer’s issue,” Mr. De Golyer says.






