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EMPOWERING FIELD REPS WITH
KNOWLEDGE - PRACTICAL STRATEGIES
FOR DRIVING ENGAGEMENT

In the Indian pharmaceutical landscape, field representatives often face challenges due to limited technical
backgrounds. However, by equipping them with practical, easy-to-understand information, they can effectively
engage with healthcare professionals. Here’s how to empower your field force:

SIMPLIFY SCIENTIFIC MESSAGING

Develop concise training materials that focus on product
benefits and common use cases. Utilize visual aids like
infographics and mobile-friendly content to break down
complex medical information.

"Platforms like EdApp offer microlearning solutions that
can help in creating engaging and simplified training
modules.” (https://www.edapp.com/)

FOCUS ON COMMON
SCENARIOS AND FAQS

Train reps to handle frequently asked questions
confidently. Create scenario-based roleplay sessions
to practice addressing typical doctor queries, such
as primary indications for a drug or recent studies
demonstrating its efficacy.

"The Global Initiative for Asthma (GINA) provides
guidelines that can be summarized for reps to
discuss with physicians." (https://ginasthma.org/)

PROVIDE REGION-SPECIFIC DATA

Equip reps with local patient case studies and efficacy
data. Highlight how products address challenges unique to
the Indian market, such as affordability and compliance.

"The Indian Council of Medical Research (ICMR) offers
region-specific health data that can be utilized to create
relevant case studies.” (https://www.icmr.gov.in/)
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INTRODUCE “COACHING CAPSULES” FOR
REPS

. Implement short, focused training sessions of 5-10
minutes on specific topics. For example, a module on
explaining drug benefits to pediatricians managing
common conditions. Use audio or video formats
accessible on mobile devices to facilitate learning on the

go.

"Tools like WhatsApp for Business can be used to share
quick coaching capsules with the field force."
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REAL-LIFE EXAMPLE:
SIMPLIFIED LEARNING IN ACTION
e
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A mid-sized Indian pharmaceutical company trained its ; , h:\\\

field reps using a simple “3-point message” structure
for a pediatric cough syrup. This approach increased
reps’ confidence during doctor interactions and
boosted product uptake in urban and semi-urban
clinics by 15% over six months.

Here are two published case studies from India on
other methods that have been successfully used -

1.http://bit.ly/3E7iDPd
2.https://bit.ly/4azGVgY

For Field Reps:

e Improved confidence in doctor interactions.

e Enhanced ability to engage with healthcare
professionals through relatable information.

For Doctors:

e Valuable conversations addressing common concerns
without overwhelming technical details.

e Increased trustin reps as reliable sources of practical
information.

For Pharma Brands:

e Stronger relationships with healthcare professionals.

e Improved alignment between field activities and
business outcomes.

TIP Empower through practical knowledge: build trust, boost confidence,
and align outcomes for field reps, doctors, and pharma brands.
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MEASURING SUCCESS

e Doctor Feedback: Conduct post-interaction surveys
to assess the value provided by reps.

e Field Team Metrics: Monitor the number of repeat
visits and the duration of engagements.

e Sales Performance Trends: Analyze sales growth in
regions where these strategies have been
implemented.

Measure impact through doctor feedback, field metrics, and sales trends to
refine engagement strategies effectively.

PRACTICAL IMPLICATIONS

By focusing on simplified, scenario-based knowledge,
Indian pharmaceutical companies can empower their
field reps to engage effectively, even without
extensive technical expertise. This approach ensures
that reps become trusted partners for healthcare
professionals.
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CALL TO ACTION

Begin by developing concise, region-specific materials
and leveraging mobile-friendly tools for quick, impactful
knowledge delivery. Explore resources on effective
pharmaceutical sales strategies and field force
development for further insights.

Empowering field reps with practical knowledge and simplified tools
IN SUM fosters stronger doctor relationships, builds trust, and drives
impactful business outcomes.
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