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Extending its line of thera peutic class
re s e a rc h , NOP Wo rld Health has added

Di a be tes Pat i e nt Ma rket St u dy
to its po rt folio of disease-state
re s e a rc h . The staff of diabe te s
ex pe rts who suppo rt the study,
which has been prod u ced by
NOP Wo rld He a l t h’s sister co m-

p a ny, Ro perASW since 1989, w i l l
be inte g rated into Ma rket Me a-
s u re s / Coz i nt, one of the thre e

h e a l t h ca re re s e a rch leaders that
co m p rise NOP Wo rld He a l t h .

The Di a be tes Pat i e nt Ma rke t
St u dy is the latest addition to Ma r-

ket Me a s u re s / Coz i nt’s line of thera-
peutic class research, conducted

with phys i c i a n s, p at i e nt s, and man-
aged-care executives across more
than 50 disease cate g o ri e s.

“ Ro pe r A S W’s Di a be tes Pat i e nt Ma rket St u dy has
been the industry’s gold standard for understanding
eve ry facet of diabe tes — from pat i e nt attitudes and
d e m og raphics to prod u ct usage and sources of ca re
— for 13 ye a r s,”s ays Elaine Ri d d e l l ,CEO of NOP Wo rl d
He a l t h .“ By bringing it under the NOP Wo rld He a l t h
b a n n e r, we will supplement the Ro perASW diabe te s
g roup with a full team of kn owledge leaders across a
d i verse range of thera peutic cate g o ri e s, enabling us
to expand the study into other major disease are a s.

“Within the ye a r, we will have Pat i e nt Ma rke t
Studies available in both the asthma and the choles-
te ro l - l owe ring classes — providing the same wo rl d-
wide view of pat i e nt pe rce p t i o n s, t re at m e nt pat-
te rns and market trends that the industry has co m e
to depend on in our diabe tes re po rt,” she says.
“Cl i e nts will benefit from an expanding suite of glob-
al pat i e nt studies that helps them strengthen their
co m pe t i t i ve po s i t i o n s, u n cover new oppo rt u n i t i e s,
and strengthen marketing and co m m u n i cat i o n
s t rategies in the cate g o ries most impo rt a nt to their
b u s i n e s s e s.”

The 2002 U.S. Di a be tes Pat i e nt Ma rket St u dy —
co n d u cted from August through Octo ber 2001 — is
based on a nationally re p re s e nt at i ve sample of 2,000
diagnosed pat i e nt s, and covers all ty pes of diabe te s.
Results can be co m p a red with findings from Di a-
be tes Pat i e nt Ma rket Studies in other major re g i o n s
a round the wo rld — including Eu ro pe,Ca n a d a , Lat i n
Am e ri ca ,and the Asia Pacific — for a co m p l e te glob-
al pe r s pe ct i ve.

David Ja co b s o n , Ph . D, VP and dire ctor of the
Ro per Global Di a be tes Prog ra m , s po ke to Ph a r-
m a VOICE about some of the key findings in the
s t u dy.

“The size of the diabe tes po p u l ation in the U.S. i s
10.7 million and is growing at approx i m ately 7.5%
ove rall based on 2001 figure s,” s ays Dr. Ja co b s o n ,
who pulled the study tog e t h e r.“One of the biggest
findings was a dra m atic change in thera py, with the
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Growth in D EVICES TO
O U T PACE DRU G S i n

CHF Ma rke t
The market for medical dev i ces designed to

a d d ress co n g e s t i ve heart failure (CHF) is growing at
an ex p l o s i ve rate in all major healthca re marke t s,
a c co rding to a study from Ka l o rama Info rm at i o n .Th e
d ev i ce sector is expanding at nearly three times the
rate of the pharm a ce u t i cal secto r, which is ex p a n d-
ing at about 10% .

The study — Co n g e s t i ve He a rt Fa i l u re : Wo rl d-
wide Ph a rm a ce u t i cal and Me d i cal Dev i ce Ma rke t s
— pre d i cts that the growing preva l e n ce of this co s t-
ly disease, e s t i m ated to be more than $38 billion in
the U.S alone, and the re m a rkable te c h n o l og i ca l
b re a k t h roughs in dev i ce te c h n o l ogy will only acce l-
e rate this trend for the next few ye a r s.

“With the expanded use of dev i ce s, such as left
ve nt ricular assist dev i ce s, the available market will

i n c rease significa nt l y,” p re d i ct s
Ken Kru h l , Ph . D. , an analyst fo r
Ka l o rama and author of the
s t u dy. “This means more
m o n ey to go aro u n d, and that
at t ra cts co m pe t i t i o n .”

Despite less aggressive
g row t h ,t h o u g h ,p h a rm a ce u t i-
cal tre at m e nts still will acco u nt

for the larger share of the CHF thera peutic market fo r
the fo reseeable future.Fu rt h e rm o re,the pharm a ce u-
t i cal market will co ntinue to be dominated by the
major pharm a ce u t i cal companies alre a dy serv i n g
this cate g o ry. “Th e re appears to be little inte rest in
s t a n d a rd pharm a ce u t i cals for CHF outside big phar-
m a ,”Dr. Kruhl says.

exc l u s i ve use of ora l
t h e ra py rising to 54%
in 2001 from 48% in
2 0 0 0 .”

A troubling find-
i n g, Dr. Ja cobson says,
is the pro po rtion of
U . S . p at i e nts who are
morbidly obe s e. “We
found that 24% of
U . S . d i a be tes pat i e nts are morbidly obe s e, and fo r
co m p a rison purpo s e s, in our 2000 We s te rn Eu ro pe
s t u dy, we found that 9% of the diabe tes po p u l at i o n
was morbidly obe s e,” he ex p l a i n s. “This is a seri o u s
p roblem in the U.S., and it co rre l ate s, u n fo rt u n ate l y,
with a high preva l e n ce of ca rd i ovascular disease
among diabe tes pat i e nt s.”

Obe s i ty is far more common with pat i e nts suf-
fe ring from Ty pe 2 diabe te s,and pat i e nts with Ty pe 1
d i a be tes are more likely to be underwe i g ht than
Ty pe 2 pat i e nt s, Dr. Ja cobson ex p l a i n s. But he adds
t h at only 7% of the diagnosed diabe tes po p u l at i o n
is Ty pe 1.

Companies can choose to purchase the ent i re
s t u dy package or individual sect i o n s.

D r. David Jacobson, VP and 

director of Roper Global Diabetes 

Program, says the U.S. diabetes 

population is growing at about 7.5%.

The size and growth of the ove rall marke t, a s
well as of key tre at m e nt segment s, such as
i n s u l i n ,o ral ant i - d i a betic agents (OA As ) ,d i e t
only and blood glucose self-monito ri n g
Mu l t i - year trending of market expansion and
d i a be tes ca re pat te rn s
Detailed daily thera peutic and monito ri n g
be h av i o r, including ty pes and volume of
insulin used,b rands of OA As, and blood 
g l u cose monito ring fre q u e n cy
Ma n u f a ct u rer and brand co m pe t i t i ve 
po s i t i o n s
Prod u ct / b rand switching be h av i o r
Pat i e nt attitudes towa rd the co nt rol and 
m a n a g e m e nt of diabe te s
So u rces of ca re and condition info rm at i o n
The docto r / p at i e nt re l ationship — including
the exte nt to which pat i e nts influence or 
i n i t i ate changes in ca re
Di a be tes preva l e n ce and pro po rtion of Ty pe 1
and Ty pe 2 pat i e nt s
The re l ationship be tween te s t i n g, m e a l t i m e,
and insulin and/or OAA dosing
Pat i e nt chara cte ri s t i c s, including age when
d i a g n o s e d, body mass index (BMI),
co n co m i t a nt co n d i t i o n s, s ex ,e d u cat i o n ,
e m p l oy m e nt stat u s, m a rital stat u s, i n co m e,
e t h n i c i ty, I nte rnet usage, and insura n ce 
cove rage 

DIABETES PATIENT-MARKET 
S T U DY PROVIDES INSIGHT TO :
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Disease Managers Say
Spending on
Pre s c ription Dru g s
REDUCES IN-PAT I E N T
CO S TS

Di s e a s e - m a n a g e m e nt org a n i z at i o n s, re p re s e nt-
ing more than half of the people in the U.S. p a rt i c i-
pating in disease-management programs, say
i n c reased spending on pre s c ription drugs re d u ce s
hospital in-pat i e nt co s t s, a c co rding to the Tu fts Ce n-
ter for the St u dy of Drug Deve l o p m e nt.

“Since prescription drugs
a c co u nt for less than 10% of to t a l
c u rre nt U.S. h e a l t h ca re spe n d i n g,
while in-pat i e nt ca re acco u nts fo r
3 2 % ,the increased use of appro p ri-
ate pharm a ce u t i cal therapies may
help mod e rate or even re d u ce
g rowth in the costliest co m po n e nt
of the U.S. h e a l t h ca re sys te m ,” s ays

Kenneth I. Ka i t i n ,d i re cto r,Tu fts Ce nte r.
Ac co rding to the Tu fts Ce nter study, 42% of dis-

ease managers surveyed claimed that incre a s e d
p h a rm a ce u t i cal spending leads to net-cost sav i n g s
across cost components. Another 21% said
i n c reased drug spending leads to gre ater to t a l
h e a l t h ca re co s t s, while 37% said increased dru g
s pending has no effe ct on total healthca re spe n d i n g.

Se p a rate l y, 75% of those part i c i p ating in the sur-
vey said increased drug use increases out-pat i e nt
and physician costs while lowe r-
ing in-pat i e nt co s t s.

The Tu fts Ce nter survey cov-
e red 19 of the 25 leading disease-
m a n a g e m e nt org a n i z ations in the
U . S . , re p re s e nting 55% of the 1.5
million people cove red by dis-
e a s e - m a n a g e m e nt prog ra m s.

M r. Kaitin notes that use of
p h a rm a ce u t i cals is likely to grow
in the Me d i ca re prog ra m , w h e re
many beneficiaries suffer from
m u l t i p l e, c h ronic diseases. Me d i-
ca re acco u nts for about 17% of
total U.S. h e a l t h ca re spending and
a bout 60% of total U.S. s pe n d i n g
on chronic ca re.

The Tu fts Ce nter survey, t h e
s e cond in the past two years to focus on disease-
m a n a g e m e nt org a n i z at i o n s, also found that fe e - fo r -
s e rv i ce co nt ra ct s, the least ri s ky co nt ra ct ty pe used
by disease managers, a c co u nt for more than two -
t h i rds (68%) of pay m e nt plans, re f l e cting the indus-
t ry’s move away from ca p i t ated co nt ra ct s.

Disease management, as pra ct i ced in the U.S.,
seeks to manage and improve the health status of a
ca refully defined pat i e nt po p u l ation over the ent i re
course of a disease. It often targets high-ri s k , h i g h -
cost pat i e nts with chronic conditions whose optimal
t re at m e nt depends on appro p ri ate medication use.

Lo n g i t u d i n a l
Pre s c ription Data Gi ve s
Us e r s K EY INSIGHTS
I nto P RODUCT USE

A co m p re h e n s i ve new source of longitudinal
p re s c ription dat a ,available from IMS He a l t h ,p rov i d e s
i n s i g hts into U.S.p hysician pre s c ribing dynamics and
p at i e nt group profiles over time. Revealing detailed
i n fo rm ation about phys i c i a n s’ s w i tching be h av i o r s,
n ew thera py start s, first-line and second-line thera py
d e c i s i o n s, and many other details, I M S’ l o n g i t u d i n a l
d ata help pharm a ce u t i cal companies build more
e f fe ct i ve strategies for reaching target phys i c i a n s.

“ Longitudinal data are an impo rt a nt co m pe t i t i ve
edge for drug co m p a n i e s, helping them understand
not only what is happening with their dru g s,but also
w hy it’s happe n i n g,” s ays Ga ry Noo n ,p re s i d e nt, I M S
U . S .“IMS will leve rage these data to cre ate exc i t i n g,
i n n ovat i ve new solutions that help our client s
a d d ress their most cri t i cal marketing and sales chal-
l e n g e s.”

The data provide some pe r s pe ct i ve on pre s c ri p-
tions that previously was unkn ow n .

“The vast majori ty of new pre s c riptions for most
p rod u cts are simply new re f i l l s,” s ays Bill He n d e r s o n ,
m a rketing group dire ctor at IMS. “ For ex a m p l e, If
t h e re are 100 new pre s c riptions in the pro ton pump
i n h i b i tor (PPI) marke t, 50 may be a pre s c ription re f i l l .
But the other 50 may be ve ry significa nt. In the PPI
m a rket there is a lot of switc h i n g, so data could be

useful to kn ow which of those
p re s c riptions we re switched fro m
one prod u ct to another.

“ Ph a rm a ce u t i cal co m p a n i e s
or physicians using the data also
will be able to find out details
a bout co n co m i t a nt thera py,” M r.
Henderson co nt i n u e s. “ It’s impo r-
t a nt for doctors or drug co m p a-
nies to kn ow whether pat i e nt s
a re on other medicat i o n s, such as
t h e rapies for high-blood pre s s u re
and high choleste ro l . Some co m-
panies are coming up with prod-
u cts that are dual thera py and
using the data available they ca n
see how many pat i e nts are on
two drugs that could be re p l a ce d

with a single tre at m e nt.The data enable co m p a n i e s
to really get be n e ath the surf a ce and see what’s
h a p pening on the pre s c ription-side of the business.”

In addition to fueling new solutions, l o n g i t u d i n a l
d ata are ex pe cted to be inte g rated into many of the
co m p a ny’s leading marketing effe ct i veness and
s a l e s - m a n a g e m e nt solutions, as well as new We b -
based applications and custom consulting pro j e ct s.
The IMS longitudinal data source is based on mil-
lions of de-identified pre s c ription and phys i c i a n
re co rds re ce i ved from retail pharm a cy and pharm a-
cy benefit manager channels. By the end of 2002,

IMS ex pe cts its longitudinal data to cover more than
40% of the U.S. p h a rm a ce u t i cal marke t.

“Our pri m a ry goal is to make this strategic new
i n fo rm ation immediately useful to all of our cus-
to m e r s, re g a rdless of their size,” M r. Henderson says.
“ By infusing longitudinal data into our existing solu-
tions and consulting offe ri n g s, we’re able to offer this
valuable info rm ation in a fo rm at familiar to sales
managers, product managers, and market
re s e a rchers for instant impact.”

Several major pharmaceutical firms began
re ceiving IMS longitudinal data in late 2001, a n d
tod ay the info rm ation is available to clients thro u g h
IMS Global Co n s u l t i n g.

In upcoming mont h s, the data will be inte g rate d
i nto an easy-to - u s e, Web-based query tool for mar-
keting effe ct i veness applications and into po p u l a r
IMS sales optimization serv i ces such as IMS Ea r-
l y Vi ew, which delivers act i o n a b l e, p re s c ri be r - l eve l
i n s i g hts dire ctly to pharm a ce u t i cal field re p re s e nt a-
t i ve s’ l a p to p s.

Se p a rate l y, IMS Health has announced an alliance
with subsidiary firm Cog n i z a nt Te c h n o l ogy So l u t i o n s
— a provider of custom softwa re deve l o p m e nt, i nte-
g ration and application management serv i ces — to
help pharm a ce u t i cal companies be t ter leve ra g e
their te c h n o l ogy and data inve s t m e nts to suppo rt
s a l e s, m a rke t i n g, and clinical act i v i t i e s.

The alliance combines IMS’ pharmaceutical
i n d u s t ry consulting ex pe rtise with Cog n i z a nt’s te c h-
n i cal strengths and manpower to deliver client - t a i-
l o red te c h n o l ogy solutions.

The IMS info rm ation management co n s u l t i n g
team helps pharm a ce u t i cal companies refine and
i m p rove their sales and marketing IT infra s t ru ct u re s,
e n s u ring a strategic alignment be tween their busi-
ness goals and their info rm ation sys tems and pro-
ce s s e s.Th rough the Cog n i z a nt alliance, IMS can offe r
a more co m p l e te range of tailored consulting and
te c h n o l ogy solutions.

Among the solutions are diagnostic assess-
m e nt s, d ata wa re h o u s i n g, i nte g ration of inte rn a l
c l i e nt and sales management sys tems with IMS ser-
v i ce s, and implement ation of co m p l e te softwa re
p a c kages such as SAP, O ra c l e, and Si e be l .

P H A R M AC E U T I CA L
S A L E S : Do u b l e - Di g i t
Growth for Si xth 
Co n s e c u t i ve Year 

N D C He a l t h ,a health info rm ation serv i ces co m p a-
ny, has unveiled its 2001 ye a r - i n - rev i ew data for the
p h a rm a ce u t i cal industry — Ph a rm a Trends 2001,
which offers a co m p re h e n s i ve view of sales and pur-
chasing tre n d s.

The re po rt provides insight into dru g - p u rc h a s i n g
p at te rn s, including the impact of Se p te m ber 11-re l at-
ed te rro rist thre at s. It delivers histo ri cal analyses of
2001 sales against those of previous years and pro-
files the industry’s leading prod u cts and co m p a n i e s,

4 2 % of disease managers
s ay increased pharm ce u t i-
cal spending leads to net-
cost savings across co s t
co m po n e nt s
3 7 % s ay increased dru g
s pending has no effe ct on
total healthca re spe n d i n g
2 1 % of disease manages
s ay increased spe n d i n g
leads to gre ater to t a l
h e a l t h ca re co s t s

DISEASE MANAGERS ON
H E A LT H CARE CO S TS
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as well as launches,d rug approva l s,p ate nt ex p i rat i o n s
and re s e a rch and deve l o p m e nt.The re po rt also cov-
ers merger and acquisitions over the ye a r, a n d
ex p l o res managed ca re.

“ Ph a rm a Trends 2001 pre s e nts co m p re h e n s i ve
sales data impo rt a nt to decision-making in the phar-
m a ce u t i cal manufact u ring and
i nve s t m e nt co m m u n i t i e s,” co m-
m e nts Wa l ter M. Ho f f, p re s i d e nt and
CEO of NDCHe a l t h . “We’re pleased
to deliver Ph a rm a Trends 2001 as a
valuable and timely info rm at i o n
re s o u rce. We think Ph a rm a Tre n d s
will help to dri ve the rapid dissemi-
n ation of kn owledge to the indus-
t ry at larg e. We intend for Ph a rm a-
Trends to be the premier source fo r
leading-edge data on pre s c ri p t i o n
s a l e s, p u rchasing tre n d s, and other
i n d u s t ry-shaping eve nt s.”

In its re s e a rch into the impact of
Se p te m ber 11, the study finds
some increase in ant i - a n x i e ty med-
i cations and sleep aids in the
m o nth fo l l owing the at t a c k s, l eve l-
ing out there a fte r.Use of ant i b i o t i c s
rose in Octo be r, with use of Ci p ro
pe a king during that month be fo re
declining sharp l y.

Among the key market eve nt s,
a c co rding to the re po rt, we re that 2001 saw a sixt h
co n s e c u t i ve year of double-digit grow t h , with to t a l
p h a rm a ce u t i cal sales reaching $207.9 billion, a 17.9%
i n c rease over 2000 sales of $176.4 billion. Other sig-
n i f i ca nt findings we re that promotion spe n d i n g
s l owed – rising just 5.9% to $12.5 billion in 2001 co m-
p a red with a rise of 19.2% to $11.8 billion in 2000 —
Me d i ca re remained at a standstill,Prozac we nt gener-
i c, d ropping sharply from fo u rth place in te rms of
total sales to 10th place. P f i ze r’s Lipito r, m e a n w h i l e,
snagged the No. 1 prod u ct spot from As t ra Ze n e ca’s
Pri l o s e c.

Of the newly launched prod u cts for 2001, Gl a xo-
Sm i t h Kl i n e’s Advair re co rded the highest ye a r - to - d ate
sales of $589 million.

New drug approvals declined,with 24 new molec-
ular entities being approved in 2001 co m p a red with
27 in 2000, and 42 other NDAs in 2001 versus 71 in
2 0 0 0 . Ge n e ric drug approvals also declined, to 234 in
2001 from 244 in 2000.

E - Ma rketing Ef fo rt s
I N C R E A S E
P R E S C R I P T I O N S

Case studies show that e-marketing effo rts lead
to increased new pre s c riptions for the pro m o te d
b ra n d, a c co rding to Lathian Sys tems Inc. , a prov i d e r
of te c h n o l ogy-based sales and marketing solutions
for the life - s c i e n ce industry.

Each of four Lathian client s’ results showed sig-
n i f i ca nt increases in new pre s c riptions for phys i c i a n s

completing at least one virtual detail.Each client had
i m p l e m e nted its e-detailing campaign using the
My Dru g Rep eDetailing Solution from Lat h i a n .

A meta-analysis of the four case studies showe d
va ri ation in the resulting new pre s c ription incre a s e s
be cause of va rying co m pe t i t i ve landsca pes for each

p rod u ct. Howeve r, all four ca s e s
s h owed a significa nt increase in
n ew pre s c ri p t i o n s. The analys i s
also showed that physicians
completing multiple virtual
details increased their new pre-
s c riptions at an acce l e rating rate.

These new case studies sup-
po rt earlier Lathian findings of
p hysician enthusiasm about the
virtual detail experience and
p hysician inte ntion to incre a s e
n ew pre s c riptions of the pro m o t-
ed prod u cts after education fro m
a virtual detail.

On average, Lathian has
found that as many as 50% of
p hysicians completing a virt u a l
detail intend to increase their
new prescriptions. And more
than 80% of physicians co m p l e t-
ing a virtual detail found the
online ex pe ri e n ce to be “ve ry
g ood”or “exce l l e nt.”

One case study by Lathian revealed results fo r
Na ft i n , a Me rz Ph a rm a ce u t i cals prod u ct. In 2001,
Me rz re-aligned its salesfo rce to focus pri m a rily on
d e rm ato l ogy and pod i at ry and chose the My Dru-
g Rep eDetailing Solution to reach a defined gro u p
of target physicians who had high-po te nt i a l , l ow
c u rre nt market share, and who could not be ade-
q u ately cove red via the full-time sales re p re s e nt a-
t i ve fo rce.

I n co rpo rating the My Dru g Rep eDetailing So l u-
t i o n , Me rz re a l i zed increased new pre s c riptions of
51% for physicians completing two Vi rtual De t a i l s
over a co nt rol group who had not co m p l e ted a vir-
tual detail.

This study was pe rfo rmed by an analytics gro u p
at the Wh a rton School of Business at the Un i ve r s i ty
of Pe n n s y l vania and was analyzed at a 95% co n f i-
d e n ce level using a po p u l ation of 180.

“ Ea rly in 2001 we launched a new po s i t i o n i n g
p l at fo rm along with a first-in-class line extension fo r
Na ftin and we needed to ensure delive ry of our
message to our physician targ e t s,” s ays Te rry J. Co n-
ra d, p re s i d e nt and CEO of Me rz Ph a rm a ce u t i cals US.
“Our eDetailing campaign quickly and effe ct i ve l y
d e l i ve red our info rm ation to our targets and wa s
e s pecially helpful in extending our reach to high
po te ntial targ e t s.”

“The Me rz ex pe ri e n ce is another example of e-
detailing proving itself for increasing market share ;
this time to an audience with significa nt co m pe t i-
t i o n ,” s ays V. Brews ter Jo n e s, c h a i rman and CEO of
Lat h i a n .“ I n n ovat i ve companies like Me rz co ntinue to
find ways to inco rpo rate e-marketing into their pro-
motional mix to achieve significa nt increases in new
p re s c ri p t i o n s.”

U . S . LAGS IN HEALT H
I N D E X De s p i te
Spending The Most 
Per Ca p i t a

U . S . h e a l t h ca re ex pe n d i t u re, both per ca p i t a
($4,180) and as a pro po rtion of gross domestic prod-
u ct (13.1%), is the wo rl d’s highest.But the co u nt ry still
only came 17th in a global health index . Ac co rd i n g
to the survey by business inte l l i g e n ce prov i d e r s
Wo rld Ma rkets Re s e a rch Ce nt re, the U.S. s co res are
worse than most other industri a l i zed co u nt ries fo r
eve ry health indicator used in the index , except the
i n c i d e n ce of tube rc u l o s i s.

In other wo rd s, the ave rage Am e ri can has wo r s e
a c cess to a doctor and is more likely to die yo u n g
than their Belgian co u nte rp a rt, d e s p i te spe n d i n g
n e a rly tw i ce as much on healthca re eve ry ye a r. Th e
U . S .’s ra n king in the index suggests that ex pe n d i t u re
is not being targ e ted in the most efficient manner to
i m p rove the po p u l at i o n’s health, i n d i cating that the
U . S .h e a l t h ca re sys tem enco u rages inefficient ex pe n-
d i t u re.

The provision of ca re is essentially pro f i t - d ri ve n .
Si n ce there is more money to be made from using
the costliest dru g s, e q u i p m e nt and in-pat i e nt ca re,
this is the focus of the sys te m . Mo n ey is po u red into
the most ex pe n s i ve fo rms of curat i ve ca re to the
detriment of preventative measures. The U.S.’s
wealth has allowed a culture to appear that views
the at t a i n m e nt of good health as a co m m od i ty that
can be bo u g ht, if enough money is thrown at it.Wi t h
m a ny Am e ri cans living sedent a ry and unhealthy
l i fe s tyles — causing a dra m atic rise in the incidence
of obe s i ty and diabe te s, for example — U.S. h e a l t h-
ca re ex pe n d i t u re is focused on the symptoms and
not the ca u s e.

Pre s c ription drugs co n s t i t u te the faste s t - g row i n g
po rtion of the U.S. h e a l t h ca re spe n d. But there is no
sign of agre e m e nt in Wa s h i n g to n , D. C . , on how this
will be funded in the long te rm , and it is bri n g i n g
minimal improve m e nts to the po p u l at i o n’s ave ra g e
health stat u s. As long as this culture prevails and the
s ys tem remains balanced as it is, it will co ntinue to
a ct as a black hole into which spiraling levels of
ex pe n d i t u re disappe a r, with little pro s pe ct of achiev-
ing Eu ro pean Union standards of health.

“ Le g i s l ators are starting to
f a ce up to the fact that co s t -
s aving measures may be nec-
e s s a ry to curtail ex pe n d i t u re,”
s ays W M RC U.S. h e a l t h ca re
analyst Henry Dummett.
“With the Bush Ad m i n i s t ra-
tion and Co n g ress debat i n g
h ow to make the pre s c ri p-

tion drugs bill more affo rdable and 45 state gove rn-
m e nts struggling to fund their Me d i caid prog ra m s
due to spiraling co s t s, it would be in the long-te rm
i nte rests of the Am e ri can people for legislators to
l ook at where the money is spe nt and why.”
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$207.9 billion in to t a l
p h a rm a ce u t i cal sales in
2 0 0 1 ; the sixth 
co n s e c u t i ve year of dou-
ble-digit grow t h
17.9% i n c rease over 2000
sales of $176.4 billion
$12.5 billion in pro m o-
tional spe n d i n g ; a 5.9%
i n c rease from 2000
Adva i r, m a rke ted by
Gl a xo Sm i t h Kl i n e, re co rd e d
the highest ye a r - to - d ate
of the launched prod u ct s
in 2001, with sales of $ 5 8 9
m i l l i o n

P H A R M AT R E N D S :
A COMPRHENSIVE V I EW OF

SALES AND MARKETING
TRENDS IN 2001



P H A R M A t r a x

Ph a rm a ce u t i ca l
Companies NEED NEW
MODEL TO SUSTA I N
G ROWT H, St u dy Finds 

Ph a rm a ce u t i cal R&D and sales prod u ct i v i ty are
d e c l i n i n g, a c co rding to re s e a rch from Dat a m o n i to r, a
m a rket analysis co m p a ny.The pharma industry’s pre-
fe rred strate gy to maintain growth has been to
i nvest more in curre nt business pra ct i ce s, most dra-
m at i cally via mergers and acquisitions.

Howeve r, Dat a m o n i to r’s analysis of the re l at i o n-
ship be tween co m p a ny size and prod u ct i v i ty shows
t h at there are no significa nt economies of scale in
sales activities — the revenue a pharm a ce u t i ca l
co m p a ny generates is dire ctly pro po rt i o n ate to its
selling and general and administrat i ve spe n d. An d,
e t h i cal revenue is linear to the number of sales re p-
re s e nt at i ve s.

The study — Ne two rked Ph a rm a : I n n ovat i ve
St rategies to Ove rcome Industry Ma rgin De te ri o ra-
tion — finds that there is no, or negligible, s ca l e
e co n o my in R&D inve s t m e nt, s i n ce the quality of a
co m p a ny’s pipeline is pro po rt i o n ate to its R&D
s pe n d.

“ I n c reasing inve s t m e nt in
these cri t i cal ope rations is gen-
e rating pro po rtionally lowe r
re t u rn s,” s ays Je n n i fer Coe,
s t rate gy dire ctor at Dat a m o n i-
to r. “Higher revenue may be
a c h i eved but not gre ater pro f-
i t a b i l i ty.The implications of this
a re clear: co m p a ny size is not

an adva ntage in cre ating value for share h o l d e r s.”
A new strate g i cal approach will need to emerg e

to ensure co ntinued succe s s. To this end, Dat a m o n i-
tor He a l t h ca re pre s e nts a netwo rked pharm a ce u t i ca l
business mod e l : a flex i b l e, ra p i d, and ra d i cal alte rn a-
t i ve strate gy to merger and acquisition or org a n i c
g row t h , in which capabilities and sco pe incre a s e
without exte n s i ve ownership of phys i cal re s o u rce s,
i nte n s i ve post-M&A re s t ru ct u ri n g, or co rpo rate
b u re a u c ra cy.

At one end of the netwo rked spe ct ru m , co m p a-
nies outsource tact i ca l l y, buying-in ca p a c i ty when
re q u i re d. At the oppo s i te ext reme is strategic out-
s o u rcing in which all of the spo n s o r’s delive ra b l e s,
not just ove rh e a d s, a re co nt ra cted out.

This new breed of netwo rked pharma co m p a ny
will be able to grow by dow n s i z i n g, keeping in-
house only the inte l l e ctual capital that is cri t i cal to
its co m pe t i t i ve adva ntage and outsourcing the re s t
in the fo rm of te m po ra ry and long-te rm ,d o m e s t i c
and inte rn at i o n a l ,s t rategic alliances with peers and
ve n d o r s.

“The future of the pharm a ce u t i cal industry will
be about health netwo rks not health co m p a n i e s,”
M s. Coe says.“In 2015, n e two rking will be the indus-
t ry’s pre fe rred co m pe t i t i ve strate gy, with peers wo rk-
ing together to gain market share.”

Networked pharmaceutical companies will
simultaneously enjoy the benefits of being big and
of being small, exploiting prod u ct i v i ty improve-
m e nts by: reducing the risk and the time taken to
a c h i eve prod u ct i v i ty improve m e nt s ; i n c reasing the
range and flex i b i l i ty of prod u ct i v i ty solutions; n e g at-
ing M&A inte g ration costs that partly erode one-off
p rod u ct i v i ty gains;and eliminating the need to coo r-
d i n ate vast global ope rations and employe e s.

WIRELESS 
T E C H N O LOGY Po i s e d
for Ad o p t i o n

De s p i te struggling with tight budgets and co s t -
co nt a i n m e nt initiat i ves that pre s e nt barriers to
i nvesting in new info rm ation te c h n o l ogy, the health-
ca re industry is poised to adopt wireless dev i ces and
a p p l i cations in large numbe r s, a c co rding to a study
by Te c h n o l ogy As s e s s m e nt As s oc i ate s.

A rapidly increasing number of healthca re pro-
fessionals now be l i eve that wireless te c h n o l ogy will
p rovide improved data accura cy, re d u ce erro r s, a n d
result in an ove rall improve m e nt in pat i e nt ca re.Pro-

pelled by the pe rce i ved value of wireless as a way to
i n c rease serv i ce levels while co nt rolling ope rat i n g
co s t s,Te c h n o l ogy As s e s s m e nt’s study finds the num-
ber of wireless dev i ces in healthca re will triple by
2 0 0 5 .

“We are past the
p ro o f - o f - co n ce p t
p h a s e,” s ays Ge o rg e
Pe rro s, m a n a g i n g
d i re cto r, Te c h n o l ogy
As s e s s m e nt . “ Th e
e a rl y - a d o p te r s h ave
weighed in, and the
results clearly indicate
t h at wireless te c h n o l o-
gy in healthca re is effi-
c i e nt , re l i a b l e, a n d
p at i e nt - f ri e n d l y a n d
ca re g i ve r - f ri e n d l y.”

Physician accep-
t a n ce, o n ce thought to be an impe d i m e nt to wire-
less growth in this secto r, is being mitigated by a
wave of new phys i c i a n s, m a ny of whom used wire-
less dev i ces in medical schoo l .

Wi reless-enabled handheld usage by U.S. p hys i-
cians will climb to 55% by 2005, up from the curre nt
1 8 % .
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D ATA M O N I TOR PLC ., with headquarte r s

in London and an office in New Yo rk , is a

business info rm ation co m p a ny spe c i a l i z-

ing in industry analys i s. For more 

i n fo rm at i o n , visit dat a m o n i to r. co m .

IMS HEALT H, Fa i rf i e l d, Co n n . , is a leading

p rovider of info rm ation solutions to the

p h a rm a ce u t i cal and healthca re 

i n d u s t ri e s. For more info rm at i o n ,v i s i t

i m s h e a l t h . co m .

KA LO RAMA INFORMATION LLC, a 

division of Ma rke t Re s e a rc h . com based in 

New Yo rk , supplies market re s e a rch to the

l i fe s c i e n ces industry. For more 

i n fo rm at i o n , visit marke t re s e a rc h . co m .

LATHIAN SYSTEMS INC., Pri n ce to n ,N . J . ,

and New po rt Be a c h , Ca l i f. , is a leading

p rovider of te c h n o l ogy-based sales and

m a rketing solutions. For more 

i n fo rm at i o n , visit lat h i a n . co m .

N D C H E A LT H, At l a nt a , is a leading 

p rovider of health-info rm ation serv i ces 

to pharm a cy, h o s p i t a l ,p hys i c i a n ,

p h a rm a ce u t i ca l , and payer businesses.

For more info rm at i o n , visit 

n d c h e a l t h . co m .

RO P E RA S W, New Yo rk , is a re s e a rch firm

and part of the NOP Wo rld Health 

disease studies. NOP Wo rld He a l t h , a 

supplier of pri m a ry re s e a rch to the 

global healthca re co m m u n i ty is 

the health-focused unit of NOP Wo rl d.

For more info rm at i o n , visit ro pe ra s w. co m .

T E C H N O LOGY ASSESSMENT 

A S S O C I AT E S, Am h e r s t, N . H . , is a marke t-

ing and te c h n o l ogy strate gy co m p a ny.

For more info rm at i o n , visit te c h - a s s e s s-

m e nt. co m .

THE T U F TS CENTER FOR THE STUDY OF

D RUG DEV E LO P M E N T, Bo s to n , is 

a f f i l i ated with Tu fts Un i ve r s i ty, and 

p rovides strategic info rm ation to help

d rug deve l o pe r s, re g u l ato r s, and po l i cy

m a kers improve the quality and efficiency

of pharm a ce u t i cal deve l o p m e nt, rev i ew,

and utilizat i o n . For more info rm at i o n ,v i s i t

t u ft s. e d u / m e d / c s d d.

W M RC, with offices in Lo n d o n , Bo s to n ,

Wa s h i n g ton D. C . , and Hong Ko n g, is a

leading inte rn ational provider of business

i nte l l i g e n ce and co u nt ry - risk analys i s. Fo r

m o re info rm at i o n , visit wmrc. co m .

Follow up

W I R E L E S S - E N A B L E D

HANDHELD USAGE BY 

U . S .P H YSICIANS W I L L

CLIMB TO 55% BY 2005,

UP FROM THE 

CURRENT 18%.

THE NUMBER OF 

WIRELESS DEVICES IN

H E A LT H CARE WILL 

TRIPLE BY 2005.


