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Outsourcing

hat are the top trends/reasons
that have impacted the disci-
pline of medical affairs and its
function within the biophar-
maceutical, medical device,

and diagnostics industries and why is outsourc-
ing of this function so desirable?
The medical affairs function is increas-

ingly playing a more vital role within today’s
pharmaceutical, biotechnology, medical de-
vice, and diagnostic companies. Further-
more, the role of medical affairs activities are
expanding both earlier and later across the
lifecycle of a company’s product. This ex-
panded role is largely a result of practicing
physician’s desire to be and remain more
clinically aware and educated about new
treatment concepts and advances — on the
cutting edge. 
These areas are beyond and outside of the

purview of the commercial teams’ and sales
representatives’ ability and/or responsibility,
which is leading to significant growth in com-
pany’s field medical affairs organizations, i.e.
medical science liaisons, nurse educators, and
drug information call centers. Additional med-
ical affairs growth areas include the health eco-
nomics/outcomes research (HEOR) depart-
ments, medical communications (medical
writing and publication planning), and clinical
operations departments.

Specific Activities the Fully
 engaged Medical Affairs
 Department Is Involved In

Field-based and in-house medical affairs
constituents are able to engage in unbiased,
peer-to-peer, scientifically focused discussions
with a host of healthcare pro-
fessionals. These audiences
can range from top-tier aca-
demic thought leaders re-
quiring high-level, scientific
exchanges specific to their
therapeutic areas of expertise,
to payer audiences requiring
budget impact and burden of
illness economic modeling
presentations that incorpo-
rate clinical outcomes and
quality-of-life issues. As a re-
sult of various healthcare pro-
fessional stakeholder de-
mands for clinically based
information, medical affairs
departments have become in-
volved in a greater number of
critical initiatives that are es-
sential to the successful com-

W
mercialization of a product. Examples are in-
cluded on the chart below.
Regardless of the stakeholder, it is essential

that all medical affairs representatives ensure
their exchanges and dialogues with their
healthcare professional audience are not promo-
tional in nature but rather educating them on
their request for information. As therapeutic
areas continue to become more complex and
physicians continue to demand higher level
communications with company ambassadors,
the medical affairs function and role will con-
tinue to expand. Additionally, as reimburse-
ment policies continue to wield tremendous in-
fluence on prescribing behaviors, companies
will need to prioritize and focus clinical discus-
sions with payer audiences differentiating their
products based on their unique attributes ver-
sus competitors. 

Why Outsource This Function?

Despite the significant expansion and role
that the medical affairs department plays in the
implementation and execution of a company’s
clinical development, KOL development, sci-
entific publications, and medical education ac-
tivities, a top challenge remains insufficient re-
sources, including budget and headcount.
Historically, company medical affairs execu-
tives felt that based on the proprietary nature of
the clinical information inherent to their com-
pany’s pipeline candidates and marketed prod-
ucts and importantly, the respective scientific
strategies in support of those candidates/prod-
ucts, coupled with the stringent requirement
to abide by government and company specific
regulations, all medical affairs personnel should
be an internal asset. Recent trends and bench-
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Medical Affairs Role Throughout the Product Lifecycle

Field-Based Medical Support

    

Advocacy Planning

Congress Activity Planning

Gathering Competitive Intelligence

Medical Educaiton Strategy Development and Program Oversight

KOL Identification and Engagement

Public Strategy Development and Execution

Disease State Education

REMS Program

Early Access Programs

Clinical Trial Support

Medical Information Management

IIT Strategy and Implementation

Phase IV Plan and Execution
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Medical Affairs Role Throughout the Product Lifecycle

The Medical Affairs Company (TMAC) provides
the biopharmaceutical, medical device, and di-
agnostics industries with outsourced field-based
medical (MSLs, NEs, CSs) and medical communi-
cations (medical information call center, phar-
macovigilance and medical writing) services. 
{ For more information, visit
 www.TheMedicalAffairsCompany.com

marking studies conducted by a number of in-
dustry consulting firms have reported that this
is no longer the case, especially in the area of
field-based medical teams, medical informa-
tion call center departments, and medical pub-
lications departments. 
Medical affairs executives have come to rec-

ognize that they can maintain oversight of
these critical functional activities using exter-
nal specialized support while sustaining their
ability to continuously be involved in other
company activities that may require their ac-
tive, day-to-day involvement. Similar to out-
sourcing models and structures within the con-
tract sales and research arenas, medical affairs
outsourced services afford companies with flex-
ible and scalable solutions enabling them to
utilize strategic management and resource
components and critically, specialty degreed,
healthcare personnel resources possessing both
discipline-specific and therapeutic expertise. A
major benefit cited by many medical affairs
company executives is the ability to have these
teams hired and trained very quickly with the
option to modify the headcount across key ini-
tiatives and milestones (e.g. drug approvals or
delays) based on marketplace and company
changing dynamics.  
It’s clear that in order to play the central,

vital role as an informational and educational
resource, medical affairs departments must
make use of all available resources and be flexi-
ble in approach; outsourcing is a very critical
component in this regard. PV
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As the leader in outsourced MSL services, The Medical Affairs Company has seen it all - 
and we’ve guided our clients to success in every market climate.
 
At The Medical Affairs Company, our flexible approach lets you easily scale your team 
up or down, structure a TMAC-managed or Client-managed team or utilize your own or 
TMAC’s reporting tools and processes. But one thing never changes: our careful attention 
to choosing the very best MSLs for your program.

If you’re ready to blow away the competition, visit www.TheMedicalAffairsCompany.com 
to learn more. Or, for a quick response, call Beth Price at 678-581-4445 or email her at
BPrice@TheMedicalAffairsCompany.com.

 
The perfect MSL team. Each member uniquely qualified 

to achieve your goals - and take the market by storm.


