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E - M E D I A
NEW ELECTRONIC AND 
WEB-BASED APPLICATIONS, 
SITES, AND TECHNOLOGIES 

L i q u e nt Inc.’s next - g e n e ration IDRAC re g u l ato ry
i nte l l i g e n ce database is a one-source destination fo r
u p - to - d ate re g u l ato ry info rm at i o n
spanning drug deve l o p m e nt in 33
co u nt ri e s / re g i o n s. I D RAC re p l a ce s
the tasks of acquiri n g, co m p i l i n g,
indexing, cross-referencing, and
u pd ating re g u l ato ry info rm at i o n
m a n u a l l y.

Eve ry page within the new ve r-
sion of the Web-based dat a b a s e
p rovides an optimized nav i g at i o n
bar that lets users initiate a search from anyw h e re
within IDRAC .The nav i g ation bar also displays dire ct
links to other fe at u res such as Adva n ced Se a rc h ,

The first Web-based sales-rep appo i nt m e nt serv i ce for medical pra ct i ces has
been launched by Me d Meeting Inc. to help physicians and reps co pe with a

m a rketing “a rms ra ce”t h at has tripled pharm a ce u t i cal salesfo rces since 1995.
Su c cessful medical pra ct i ces are now ove rwhelmed by 200 to 500 unex-

pe cted rep visits per mont h .While 91% of physicians descri bed reps as help-
ful in a study by Pri vate Pra ct i ce Su c ce s s, 82% of physicians have be e n
fo rced to re s t ri ct rep visits. Massachusetts Ge n e ral Hospital in Bo s ton has
even barred reps from its pat i e nt and visitor parki n g, a fter at te n d a nt s
co u nted 65 reps parked in hospital gara g e s.

The situation is equally fru s t rating for sales re p s.Even the best reps now
m a ke 15 at te m p ted visits to get just one meeting with a high-pre s c ri b i n g

p hys i c i a n .
“ Drug detailing is a gre at educational serv i ce,but it could be much more

e f f i c i e nt,”s ays Bri s coe Rod g e r s, CEO and founder of Me d Me e t i n g.
When physicians join Me d Me e t i n g, t h ey provide detailed rep scheduling

i n s t ru ctions so that they can avoid unwa nted sales ca l l s.Me d Meeting re l i eve s
the office staff by auto m at i cally organizing group lunches, o n e - o n - o n e

m e e t i n g s, and sign-up sheets. Sales reps then self-schedule appo i nt m e nt s
t h rough the Me d Meeting We b s i te, s u b j e ct to the phys i c i a n s’ i n s t ru ct i o n s. Reps thus
avoid unsuccessful visits, s pend less time wa i t i n g, and see more physicians in a day.

Me d Meeting is offe ring its basic serv i ce free of charge to both medical pra ct i ce s
and re p s. An optional subscription serv i ce helps reps optimize their schedules fo r
maximum efficiency.

Me d Meeting Launches Se rv i ce for P H YS I C I A N S
OV E RWHELMED BY PHARMAC E U T I CAL REPS 

I D RAC Ex p l a n ato ry Text s, Re fe re n ce Text s, New Text s,
Topic Ma p, and Pre fe re n ce s. Upd ated we e kl y, I D RAC

provides users with instant
a n s wers to re g u l ato ry questions
with timely text covering the
entire drug-development life
cyc l e.

IDRAC’s new personalized
s ave - q u e ry fe at u re provides users
with dire ct, one-click access fro m
the homepage to five of their most
commonly co n d u cted searc h e s. I n

a d d i t i o n ,an e-mail alert sys tem auto m at i cally notifies
users when new co nte nt that co n ce rns their pre d e-
fined areas of inte rest is added to the dat a b a s e.

The one-source 

d e s t i n ation for 

u p - to - d ate 

re g u l ato ry 

i n fo rm at i o n .

L i q u e nt Releases Latest Version of 
R E G U LATO RY INTELLIGENCE DATA BA S E

St ratagem He a l t h ca re
REFINES BRAND AND 

W E B S I T E

St ratagem He a l t h ca re
Co m m u n i cations LLC has
launched a new We b s i te
t h at stresses the ad cre-
ation process as well as the
co m p a ny’s role in wo rki n g
with clients to make a wo rk
of art. The brand re f i n e-
m e nt builds upon a key
image that has been part
of Stratagem’s identity
f rom the inception — the
p recious sto n e.

“We thought it was
time to freshen our bra n d
— give it more depth and
b re a d t h ,” s ays Paul Ha rri s,
p ri n c i p a l ,c re at i ve serv i ce s.
“We stress the ad cre at i o n
p rocess and our role in
wo rking with our client s
in a partnership to make a
wo rk of art that meets
their business object i ve s.”

The agency’s brand
re f i n e m e nt positions St ratagem in a more foc u s e d
manner as a medical adve rtising and marke t i n g
co m m u n i cations firm that spe c i a l i zes in pharm a ce u-
t i ca l , diagnostic and dev i ce, and pe r s o n a l - ca re co m-
p a n i e s.The We b s i te has been ove rhauled to include
detailed samples of client campaigns from each of
these cate g o ri e s.

A passwo rd pro te cted ext ranet also has be e n
added to allow clients to view and co m m e nt upo n
wo rks in prog re s s.

According to Paul Harris,
the Website’s new look
is not just about the gem,
but the sweat, work, and
collaborative effort with
the client.

Stephen Mapes, VP, creative
services: Meeting Suite is an
extension of our commitment
to deliver a full-spectrum of
services that include strategic
and creative services,
architecture, and logistics, all
the way through scheduling
and efficiently managing the
entertainment options of
individual sales reps.

Aegis Ente rp rise Sys tem I M P ROVES THE BOTTOM LINE
While Complying with FDA Re g u l at i o n s

Aegis An a l y t i cal Co rp.’s re ce ntly released Di s cove ra nt Gl o b a l Va ntage offers adaptable arc h i te ct u re to meet
b i o te c h n o l ogy and pharm a ce u t i cal manufact u re r s’ p rod u ct i v i ty and co m p l i a n ce needs. Di s cove ra nt Gl o b a l Va n-
tage fe at u res Ae g i s’d ata inte g ration plat fo rm , Di s cove ra nt Nex u s, i n d e pe n d e ntly from its analytical and stat i s t i ca l
s o ftwa re mod u l e s.Gl o b a l Va ntage is the latest version of Ae g i s’m a n u f a ct u ring ente rp rise softwa re prod u ct family.

Di s cove ra nt Gl o b a l Va nt a g e’s co m b i n ation of fe at u res lets manufact u rers inte g rate dat a ,m a i ntain quality
co nt ro l , and save money. By engineering an unbundled prod u ct arc h i te ct u re and upg rading the individual
a p p l i cat i o n s, Aegis has cre ated a new ente rp rise sys tem that can be used with a co m p a ny’s existing softwa re
p rog rams and has the adaptability to grow with the needs of the co m p a ny through modular additions.

“ Having an application that can be scaled to fit the needs of each manufact u rer is crucial in tod ay’s cost co n-
scious and re g u l ato ry inte n s i ve env i ro n m e nt,”s ays John Da rcy, CEO of Ae g i s.“ Di s cove ra nt Gl o b a l Va ntage eases
the cost of te c h n o l ogy implement ation and co m p a ny growth by allowing each manufact u rer to co nt i n u e
using softwa re it alre a dy has acquire d.”
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JZM ROI Too l ,i nt rod u ced by
Jo h n s to n , Za bo r, Mc Manus Inc. ,
p rovides definitive re t u rn on
i nve s t m e nt statistics that give
p h a rm a ce u t i cal exe c u t i ves spe-
cific, objective, and reliable
d i re ction for maximum We b-
s i te-based marketing succe s s.

“ Big pharma org a n i z at i o n s
o ften have hundreds of We b s i te s
but no ability to track actual RO I
for these site s,”s ays J. Do u g l a s
Za bo r,CEO of JZM.“ Ph a rma exe c-
u t i ves wa nt to kn ow the ROI that
can be specially at t ri b u ted to
their We b s i tes and how to
i m p rove their sites to dri ve up
m a rket and mind share. We cre-
ated the JZM ROI Tool to help
these exe c u t i ves measure RO I
s pecific to each of their We b s i te s
by applying an object i ve,re l i a b l e
m e a s u re of the site s’ i m p a ct on
p u rchase and use be h av i o r. J Z M
ROI Tool is designed to adapt to
established co rpo rate reve n u e
and inve s t m e nt ca l c u l ation stan-
d a rd s.”

The tool tracks only incre-
m e ntal revenue stimulated by
an actual site visit, revealing cri t-
i cal distinctions be tween site s
t h at prod u ce additive reve n u e
and sites that play a suppo rt
ro l e.

Using a survey that is pro-
g rammed to appear on the site
at customizable inte rva l s, J Z M
ROI Tool can measure bra n d, d i s-
e a s e / co n d i t i o n , co rpo rate,
p at i e nt / p ro s pe ct i ve pat i e nt, a n d
p hysician suppo rt site s.

JZM ROI Tool is the only
We b s i te measure m e nt tool that
t racks intended and act u a l
be h avior of pat i e nts (and their
refill rate s ) ; p ro s pe ct i ve pat i e nt s,
both new and those switc h i n g
b ra n d s, who are asking fo r, g e t-
t i n g, f i l l i n g, and/or taking a new
p re s c ri p t i o n ; p re s c ribing phys i-
cians who increase their pre-
s c ription rate s ; and phys i c i a n s
who do not routinely pre s c ri be
but who indicate they will start
p re s c ri b i n g.

J Z M’s We b - Based Tool DETERMINES WEBSITE RO IS O LU C I E N T’ S
T RACKING TO O L

Provides Key 
I n - Pat i e nt 

I nte l l i g e n ce 

So l u c i e nt’s AC Tra c ke r, an online
a p p l i cat i o n ,a l l ows pharma co m p a-
nies to quickly and accurate l y
d e te rmine drug use trends across a
hospital setting, p roviding thor-
o u g h , timely marketing dat a . Ho s t-
ed through the So l u c i e nt We b s i te,
the tool largely draws from a
d atabase of 500 hospitals and 10.5
million pat i e nt discharg e s.

“Most pharma marketing too l s
today provide limited sample

s i ze s, lack key data analys i s, and deliver info rm at i o n
six to nine months after data co l l e ct i o n ,” s ays Ma u-
reen Mc La u g h l i n , senior VP and general manager of
So l u c i e nt’s pharm a ce u t i cal unit.

Among the AC Tra c ke r’s ca p a b i l i t i e s, p h a rma co m-
panies can more accurately identify the days and times
a s s oc i ated with the administration of diffe re nt dru g
ty pe s ; i m p rove prod u ct positioning and phys i c i a n
m e s s a g i n g,and inte g rate marketing act i v i t i e s ;m e a s u re
and trend the number of hospital admissions or in-
p at i e nt stays re l ated to specific diagnoses, p roce d u re s,
and drug use; and identify use of prod u cts and co m-
pe t i tor prod u cts by diagnosis and proce d u re.

We created the JZM
ROI Tool to help pharma
executives measure ROI
specific to each of their
Websites by applying an
objective, reliable
measure of the sites’
impact on purchase 
and use behavior, says 
J. Douglas Zabor.

AEGIS ANALYT I CAL CO R P., La f aye t te,

Co l o. ,p rovides manufact u ring 

s o ftwa re and ex pe rtise that helps 

p h a rm a ce u t i cal and biotech co m p a n i e s

i m p rove co m p l i a n ce, i n c rease pro f i t s,

and gain co m pe t i t i ve adva nt a g e.

For more info rm at i o n , visit 

a e g i s co rp. co m .

J O H N S TO N , ZA B O R , MCMANUS INC.,

Re s e a rch Triangle Pa rk ,N . C . , is a 

p h a rm a ce u t i cal business 

re s e a rch agency helping the industry

manage customer equity and bo l s te r

re t u rn on marketing inve s t m e nt 

t h rough innovat i ve re s e a rch and

Web-based too l s. For more info rm at i o n ,

visit jzm.co m .

LATHIAN SYSTEMS INC., Ho r s h a m , Pa . ,

p rovides te c h n o l ogy-based 

m a rketing  solutions to the life - s c i e n ce s

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

l at h i a n . co m .

LIQUENT INC., Fo rt Wa s h i n g to n ,Pa . ,

p rovides co nte nt assembly, p u b l i s h i n g,

and re g u l ato ry and inte l l e ctual pro pe rty 

i n fo rm ation solutions for the life - s c i e n ce s

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

l i q u e nt. co m .

MEDMEETING INC., Bo s to n , is a provider of

s a l e s - rep appo i nt m e nt serv i ces for medica l

g ro u p s. For more info rm at i o n , visit 

m e d - m e e t i n g. co m .

S O LU C I E N T, Eva n s to n , Il l . , is a source of

h e a l t h ca re business inte l l i g e n ce 

t h at provides co m p re h e n s i ve,

re s u l t s - o ri e nted info rm ation to dri ve 

business grow t h , manage co s t s, and 

d e l i ver quality ca re. For more info rm at i o n ,

visit solucient. co m .

S T RATAGEM HEALT H CARE 

CO M M U N I CATIONS LLC, San Fra n c i s co,

is a medical adve rtising agency that 

p rovides clients with large agency 

t h i n king and ex pe ri e n ce along 

with the streamlined processes and 

at te nt i veness offe red by smaller 

a g e n c i e s. For more info rm at i o n , visit 

s t rat a g e m - h c. co m .

Follow up

According to Maureen
McLaughlin, ACTracker 
offers a large sample size,
thorough data analysis, and
delivers information 60 days
after discharge while
providing a user- f r i e n d l y
e x p e r i e n c e .

Lathian Sys tems Prov i d e s
Prod u ct Upg rades for 

B E S T - I N - C LASS E-DETA I L I N G
Lathian Sys tems Inc.’s third major version of Lat h-

ian eDetailing Solution speeds the deve l o p m e nt
time for virtual detail campaign cre at i o n , re d u ces the
time co m m i t m e nt for brand managers, adds addi-
tional inte ra ct i v i ty to each virtual detail, a n d
e n h a n ces the customer serv i ce options for phys i-
c i a n s. Lat h i a n’s solution combines the co m p a ny’s
p ate nt pending te c h n o l ogy with exte n s i ve ex pe ri-
e n ce suppo rting more than 50 bra n d s,100 prog ra m s,
and delive ring more than 100,000 inte ra ct i ve multi-
media virtual details.

The solution is available as either a hosted solution
at myd ru g re p. co m ,or at a pri vate label destinat i o n .Th e
p ri vate label option allows clients to co nt rol all bra n d-
ing elements and to own the physician re l at i o n s h i p s.

Fe at u res added to the Lathian eDetailing So l u-
tion include: an adva n ced co nte nt generation ca p a-
b i l i ty that facilitates info rm ation exchange and
s peeds time to launch; an improved re g u l ato ry sub-
mission proce s s ; n ew prog ram management too l s
t h at allow for quick and easy design,v i ew,and acce s s
to prog ram info rm at i o n ; an upg raded pre s e nt at i o n
ca p a b i l i ty using Flash 6 that increases the inte ra ct i v-
i ty for part i c i p a nt s ; and a new custo m e r - s e rv i ce
a p p l i cation and physician self-serv i ce sys te m .

E- m e d i a


