
W H AT’S NEW
NEW HEALT H C A R E - R E L ATED 
PRODUCTS, SERVICES, AND
C O M PANIES 

Do rland Swe e n ey Jones Health Co m m u n i ca-
tions is re a f f i rming its position as a leader in global
health co m m u n i cations and cre ating a power bra n d
by simplifying its name and org a n i z ational stru ct u re.

The agency has re t u rned to its original name,
Do rl a n d.Founded in 1883,Do rland is the third oldest
co ntinually ope rating adve rtising agency in the U.S.,
with offices in Philadelphia and San Fra n c i s co.

“We decided to re t u rn to our original name, Do r-
l a n d, be cause we wa nt a co nte m po ra ry brand name
t h at re f l e cts the nat u re of our agency,” s ays Rita F.
Swe e n ey, p re s i d e nt and chief ope rating office r. “ I n
s h o rt, we wa nt a power bra n d, and Do rl a n d, one of

the first global agencies, h a s
m o re than 100 years of histo ry
spanning three ce nt u ri e s. Th e
changes we are making re a f-
f i rm our position as a leader in
h e a l t h ca re co m m u n i cat i o n s,
and our new logo will visually
re p re s e nt our global ca p a b i l i-
t i e s.”

Along with the new name
and brand mark , Do rland is
i m p l e m e nting org a n i z at i o n a l
changes that align the agen-
cy’s co re strengths into thre e
distinct strategic business
u n i t s. Ri c h a rd T. Mi n o f f, w h o
recently joined Dorland, is
p re s i d e nt of Do rland Ph a rm a .
Kate Ma g u i re,who has been at
the agency more than 20
ye a r s, is pre s i d e nt of Do rl a n d
So l u t i o n s. Na n cy Bacher Lo n g,
an 11-year veteran of the
a g e n cy, is pre s i d e nt of Do rl a n d
Public Re l at i o n s.

The agency co ntinues to
offer integrated services,
including public relations,
marketing communications,
m e d i cal co m m u n i cat i o n s, a n d
strategic consulting. The
updated structure validates
the increasing role of Do r-
land’s senior management,
and the ce nt ra l i zed business
model provides organized
leadership and inte g rated ser-
v i ce s. As client needs evo l ve,
additional services may be
added under the Dorland
u m b rella bra n d, which will be
headed by Ms. Swe e n ey.

M r. Mi n o f f, who has more
than two decades of pharm a-
ceutical marketing experi-
e n ce, is re s ponsible for grow-
ing the pharm a ce u t i cal co m m u n i cations business
with emphasis on strategic planning and medica l
e d u cation serv i ce s. Most re ce nt l y, M r. Minoff wa s
exe c u t i ve VP and dire ctor at Inte rlink He a l t h ca re
Co m m u n i cat i o n s. M s. Ma g u i re manages a wide
range of diagnostic, d ev i ce, b i o te c h n o l ogy, and phar-
m a ce u t i cal client s. M s. Long is re s ponsible for Do r-
l a n d’s global netwo rk affiliation with Public Re l at i o n s
O rg a n i s ation Inte rn at i o n a l , a netwo rk of indepe n-
d e nt agencies across the wo rl d.

S A S a n d Phase Fo rwa rd CO L LA B O RAT I V E
P RO D U C T simplifies C L I N I CA L - T R I A L

D ATA CO L L E C T I O N
The time to market for drug deve l o p m e nt may be shortened by a strategic alliance be tween SAS and Ph a s e

Fo rwa rd. SAS is developing an inte rf a ce for the SAS Drug Deve l o p m e nt biomedical info rm atics plat fo rm to
o pe rate with Phase Fo rwa rd’s clinica l - d ata management sys te m , the Cl i nt rial solution.The combined solution
s t re a m l i n e s, a u to m ate s, and simplifies the process of co l l e ct i n g, c l e a n i n g, and analyzing clinica l - t rial dat a . Th i s
helps shorten the time to market for drug deve l o p m e nt by increasing clinical throughput and reducing deve l-
o p m e nt co s t s.

“ Ph a rm a ce u t i cal companies need to re d u ce the number of disparate, f ra g m e nted sys tems and implement
s t a n d a rd i zed processes with clinical R&D ope rat i o n s,”s ays Steve Sh a h a , CEO of the Institute for Inte g rated Out-

co m e s,a te c h n o l ogy analyst firm that spe c i a l i zes in the pharm a ce u t i cal industry.
“These two challenges remain major ro a d b l ocks to the efficiencies needed to
s u c ceed in the evolving industry. This alliance re p re s e nts a genuine bre a k-
t h rough in enabling pharm a ce u t i cal companies to break out of archaic and
confining sys tems for faste r, m o re co s t - e f fe ct i ve proce s s i n g.”

Ag g re g ating va l i d ated clinica l - t rial data from multiple source s, such as elec-
t ronic dat a - ca p t u re sys te m s, in-house clinical dat a - m a n a g e m e nt sys te m s
( C D M S ) , and labs is difficult and time-co n s u m i n g.

By using the SAS Drug Deve l o p m e nt plat fo rm ,c u s tomers can inte g rate dat a
easily from the Cl i nt rial sys tem and disparate sources into a common info rm a-
tion re po s i to ry,w h e re re s e a rchers can quickly analyze single- or multi-study dat a
to gain gre ater insight into their dru g - d eve l o p m e nt prog ra m .This means that
c u s tomers can more thoroughly analyze data earlier in the re s e a rch process and
s top re s e a rch prog rams faste r, re d i re ct effo rt s, or make the decision to maint a i n
co u r s e.

The joint offe ring also builds in a level of re g u l ato ry co m p l i a n ce that is ty p i-
cally absent or addressed only through time-consuming pape rwo rk .By building
in a defined inte rf a ce for the transmission and mainte n a n ce of elect ro n i c
re co rds be tween the two co m p l i a n ce-enabling solutions the inte g ri ty of the
d ata are auto m at i cally doc u m e nte d.

“This alliance provides the inte g rated te c h n o l ogy for acce l e rating re s e a rch in
the pharm a ce u t i cal industry, s aving companies money and bringing drugs to
m a rket faste r,” s ays Zul Ab b a ny, VP of alliance deve l o p m e nt at SAS. “ Phase Fo r-
wa rd’s CDMS solutions bring the data in from the re s e a rch site s, and SAS bri n g s
it together for analysis and submission.Cu s tomers led the charge for this alliance,
which is a nat u ral fit for both org a n i z ations and the pharm a ce u t i cal industry.”

D O R LAND SWEENEY JONES CHANGES
name and org a n i z ational stru ct u re

Going back to its roo t s, the healthca re agency has re t u rned to its original name, Do rl a n d.
In addition, the agency is aligning its co re strengths into three distinct strategic business units —

Do rland Ph a rm a , Do rland So l u t i o n s, and Do rland Public Re l at i o n s

D o r l a n d ’s three business
units are headed by Rich
Minoff, Dorland Pharma;
Kate Maguire, Dorland
Solutions; and Nancy
Bacher Long, Dorland 
Public Relations.

Zul Abbany, SAS, VP of
alliance development, says
the combination of Phase
F o r w a r d ’s CDMS solutions
with SAS’ platform for
analysis and submission
will help accelerate
research — saving 
companies time and money
in bringing drugs to market.
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S P E C I A LTY PR UNIT
LAU N C H E D i n

re s ponse to global
t rends in the

h e a l t h ca re industry
Chandler Ch i c co Ag e n cy, a healthca re public

re l ations firm , has launched Bi o s e ctor 2 with dual
h e a d q u a rters in New Yo rk and Lo n d o n . Bi o s e ctor 2
focuses on a range of companies specializing in
b i o te c h n o l ogy,d rug discove ry,m e d i cal dev i ce s,d ru g
d e l i ve ry, and healthca re serv i ces as well as on spe-
c i a l ty pharm a ce u t i cal co m p a n i e s. The new unit
o f fers counseling in areas such as inve s tor re l at i o n s,
public po l i cy, m a rke t i n g, and re g u l ato ry affairs.

In establishing Bi o s e ctor 2,Chandler Ch i c co pri n-
cipals say they are fo l l owing the path of innovat i o n
in medicine.

The co m p a ny cites two re ce nt re po rts high-
l i g hting globalization of the biote c h n o l ogy industry
and heralding biote c h n o l ogy as “the next big indus-
t rial thing.”Ac co rding to an Ernst & Young re po rt —
Beyond Bo rd e r s : Global Bi o te c h n o l ogy Re po rt 2002
— globalization is a phenomenon with 1,800 new
f i rms in Eu ro pe versus 1,100 in the U.S. Ad d i t i o n a l l y,
co u nt ries such as Ma l ays i a , Si n g a po re, Ja p a n , a n d
Au s t ralia are making significa nt inve s t m e nts in
b i o te c h n o l ogy.

“The time is ri g ht for Chandler Ch i c co to int ro-
d u ce Bi o s e ctor 2,” s ays Bob Ch a n d l e r, CCA pri n c i p a l .
“We be l i eve these companies have highly spe c i a l-
i zed needs and, to address them, we’re bo rrow i n g
f rom the ex pe ri e n ce we have in the traditional phar-
m a ce u t i cal marke t p l a ce.The dive r s i ty of these co m-
panies provides a significa nt oppo rt u n i ty, but the
co m p l ex i ty of this marke t p l a ce must be re cog n i ze d
and re s pe cte d.

“The challenge is to help the general public
understand the promise of the science, to make the
i nve s t m e nt co m m u n i ty see the value of what’s
being offe re d, and to provide po l i cy makers and
n ews media with the pro per tools to re cog n i ze our
c l i e nt s’ co nt ributions to soc i e ty. This is the key mis-
sion of Bi o s e ctor 2,”he adds.

Ag e n cy principals ex pe ct that Bi o s e ctor 2 fe e s
will reach $1.5 million in its first year and ant i c i p ate
closing 2002 with a staff of 12.

“ Re ce nt mergers among the largest biote c h / I R
f i rms have left a void in our industry,” s ays Gi a n f ra n-
co Ch i c co, CCA pri n c i p a l . “Only a handful of small
s pecialist firms are left, but not one can provide our
l evel of strategic counsel with global big pharm a
ex pe ri e n ce to the most promising new stars in the
h e a l t h ca re industry.”

Bi o s e ctor 2 offers a multitude of serv i ce s, i n c l u d-
ing co rpo rate and prod u ct po s i t i o n i n g, b ra n d i n g,
i nve s tor re l ations/financial co m m u n i cat i o n s, c ri s i s
and issues management, po l i cy and re g u l ato ry re l a-
t i o n s, a dve rt i s i n g, i nte rnal co m m u n i cat i o n s, a n d
s t rategic co u n s e l .

S M A RT PAPER T E C H N O LOGY CO M B I N E S
PAPER WITH EDC to re d u ce 
d ru g - d eve l o p m e nt timeline

Health Decisions Inc. is offe ring Mi - Co’s Mi - Fo rm s
te c h n o l ogy to its pharm a ce u t i cal customers as part
of its solution for rapid clinica l - t rial data co l l e ct i o n ,
p roce s s i n g, and analys i s. The combined offe ri n g,
kn own as Sm a rt Pa pe r, a l l ows re s ponses to be
re co rded simultaneously on paper and elect ro n i ca l-
l y, combining the ease of paper with the speed and
a c c u ra cy of elect ro n i c s.

Co m p a red with paper fo rms that 95% of clinica l
t rials still use,Sm a rt Pa per re d u ces data ent ry time by
6 8 % ,a l l owing be t ter study management.

“ De s p i te re ce nt effo rts at elect ronic data co l l e c-
tion in the industry, an ongoing difficulty co nt i n u e s
to be co l l e cting data in a way that does not inte rfe re
with pat i e nt inte rv i ews,” s ays Michael Ro s e n be rg,
M . D. ,M P H , p re s i d e nt and CEO of Health De c i s i o n s.
“Although te c h n o l ogy is in the fo re f ro nt of drug deve l o p-
m e nt, sometimes doctors pre fer old fashioned methods be ca u s e
it wo rks be t ter for them.”

Ac co rding to Health De c i s i o n s, clinicians often find that EDC is impra ct i-
ca l ,o ften actually hindering their wo rk be cause they are used to the ease of keeping notes on pape r.

“The Mi - Co approach combines the ease of dealing with paper with the ability to immediately process and
t ransmit data as they are co l l e cted from pat i e nt s,”M r. Ro s e n be rg says.“The resulting hy b rid sys tem is co n s i d e r-
ably easier than either paper or elect ronic sys tems and has not been offe red be fo re in this industry.”

Dru g - d eve l o p m e nt costs are estimated at $800 million and 12 years to get a new prod u ct to marke t. Co m-
panies be l i eve that this re f l e cts the degree of difficulty in the deve l o p m e nt proce s s.

“Our re s e a rch indicates that new too l s, e s pecially te c h n o l ogy too l s, m ay be misused be cause they are ove r-
ly co m p l ex ,”s ays Jim Cl a ry, p re s i d e nt of Mi - Co.“Our prod u ct, which is basically a clipbo a rd and a piece of pape r,
easily can be used by eve ryone in the dru g - d eve l o p m e nt industry.”

Health Decisions’ SmartPaper, powered by Mi-Co, is a
paper form that simultaneously provides an electronic
record, thereby combining the ease of use of paper
with the speed and
accuracy of 
e l e c t r o n i c s .

Pa rtnership bri n g s S O P H I S T I CATED MSE
TOOLS to the pharm a ce u t i cal marke t

Pro s ca pe Te c h n o l ogies and Info Logix are part n e ring to inte g rate and cross-sell their marketing and sales
e f fe ct i veness softwa re with mobile wireless dev i ces in the pharm a ce u t i ca l , co n-
sumer packaged good s, and financial serv i ces marke t s. The alliance co m b i n e s
I n fo Log i x’s mobile hardwa re solutions — lapto p s, tablet PCs, poc ket PC dev i ce s, a n d
w i reless LANs and WANs — with Pro s ca pe’s MSE softwa re solution,which inte g rate s
d i s p a rate ente rp rise-wide marketing and sales info rm ation into a single Web env i-
ro n m e nt and manages marketing co nte nt across all selling channels.The co m b i n a-
tion is designed to help re p re s e nt at i ves pre s e nt cri t i cal marketing and sales info r-
m at i o n ,a n a l y ze dat a , and develop more co l l a bo rat i ve re l ationships with custo m e r s.

“With our pen-tablet solutions, combined with Pro s ca pe softwa re, a pharm a ce u-
t i cal salesfo rce can make more impacting visual pre s e nt ations to doctors and ca p-
t u re elect ronic signat u res for physician sampling,” s ays David Gu l i a n ,p re s i d e nt and
co - founder of Info Log i x .“ By making targ e te d, e l e ct ronic sales pre s e nt at i o n s, s a l e s-
people have alre a dy doubled and even tripled their ex po s u re time in fro nt of phys i-
c i a n s.”

In Ju l y, Wa l l a ce Ph a rm a ce u t i ca l s’ 304 sales re p re s e nt at i ves began using
Pro s ca pe’s MSE solution.The co m b i n ation of MSE softwa re and the selection of Fu j i t-
su pen-tablet co m p u ters by Wa l l a ce yields the first mobile te c h n o l ogy-based solu-
tion viable for use by detail re p re s e nt at i ve s.

In a pilot prog ra m , Pro s ca pe’s MSE solution provided Wa l l a ce’s detail re p re s e nt a-
t i ves with a two - fold increase in the amount of time spe nt with phys i c i a n s,u l t i m ate l y
helping them to increase brand awa reness and influence pre s c ribing be h av i o r.

David Gulian, president and
co-founder of InfoLogix, says
targeted electronic sales 
presentations can increase
exposure time with physicians.
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n e rvous sys tem clinical deve l o p m e nt 

p rog rams for the pharm a ce u t i ca l ,

b i o te c h n o l ogy,and medica l - d ev i ce 

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

m e d i ca l t h e ra pe u t i c s. co m .

M I - CO, Re s e a rch Triangle Pa rk ,N . C . ,

p rovides innovat i ve end-to-end 

solutions enabling the wireless ca p t u re,

s to ra g e, and co m m u n i cation of fo rm -

based and fre e - fo rm pe n - o n - p a per dat a

for users of PDAs, handheld co m p u te r s,

and Sm a rt Ph o n e s. For more info rm at i o n ,

visit mi-co rpo rat i o n . co m .

PHASE FORWARD INC.,Wa l t h a m , Ma s s. ,i s

a provider of clinical and safe ty data 

m a n a g e m e nt solutions for drug 

d eve l o p m e nt. For more info rm at i o n ,v i s i t

p h a s e fo rwa rd. co m .

P RO S CAPE T E C H N O LO G I E S, Fo rt Wa s h-

i n g to n , Pa . , is a provider of marketing and

sales effe ct i veness te c h n o l ogy-based 

solutions that bridge the disco n n e ct

be tween sales and marke t i n g, e l evat i n g

the effe ct i veness of all selling effo rt s

t h roughout the org a n i z at i o n . For more

i n fo rm at i o n , visit pro s ca pe. co m .

S A S, Ca ry, N . C . , is a provider of business-

i nte l l i g e n ce softwa re and serv i ce s. Fo r

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

V E R I S PA N, New tow n , Pa . , a healthca re

i n fo rm atics joint ve nt u re of Qu i nt i l e s

Tra n s n ational Co rp. and Mc Kesson Co rp. ,

p rovides pat i e nt - ce nt ri c, longitudinal 

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

ve ri s p a n . co m .

Follow up

CHANDLER CHICCO AG E N C Y,New Yo rk ,

wo rks exc l u s i vely with the pharm a ce u t i ca l /

b i o tech industry offe ring a wide range of

co u n s e l , including marketing 

co m m u n i cat i o n s, i s s u e s,and crisis 

m a n a g e m e nt,risk co m m u n i cat i o n s,

co rpo rate and prod u ct po s i t i o n i n g,

p re - a p p roval and launch ca m p a i g n s,

d i s e a s e - awa reness prog ra m s,co n s t i t u e n cy

re l at i o n s,global public re l at i o n s,a dve rt i s i n g,

n ew media,b ra n d i n g,and co rpo rate 

d oc u m e nt a ry photog ra p hy.For more 

i n fo rm at i o n ,visit cca p r. co m .

D O R LA N D,Ph i l a d e l p h i a , is one of the thre e

oldest indepe n d e nt agencies in U.S.The full-

s e rv i ce healthca re co m m u n i cations agency

re p re s e nts marke ters of high-quality health-

ca re prod u cts and serv i ce s.For more 

i n fo rm at i o n ,visit dorl a n d. co m .

H E A LTH DECISIONS INC.,Ch a pel Hill,N . C . ,

is a provider of wo rl dwide co m p re h e n s i ve

c l i n i cal re s e a rch serv i ces to pharm a ce u t i ca l ,

g ove rn m e nt, and non-profit org a n i z at i o n s.

For more info rm at i o n , visit healthdec. co m .

I N F O LO G I X, Be n s a l e m , Pa . , is a provider of

mobile wireless computing hardwa re and

consulting solutions to the healthca re,

i n d u s t ri a l ,t ra n s po rt at i o n , and supply chain

m a n a g e m e nt marke t s. For more 

i n fo rm at i o n , visit info l og i xs ys. co m .

M E D I CAL T H E RAPEUTICS 

CO N S U LTA N TS LLC, Roc k v i l l e,Md. , is an

i n d e pe n d e nt business unit of Me d i f a ct s

I nte rn at i o n a l ,which manages ca rd i o -

va s c u l a r, re n a l ,p u l m o n a ry, and ce nt ral 

M E D I FAC TS
LAUNCHES 

CO N S U LTING UNIT
to aid earl y - s t a g e

co m p a n i e s
Me d i f a cts Inte rn ational has launched Me d i ca l

Th e ra peutics Co n s u l t a nts LLC , which provides earl y -
s t a g e, value-added clinical and prod u ct deve l o p-

ment consultation to the
p h a rm a ce u t i cal and medi-
cal-device industries. The
n ew business unit acco m-
plishes its mission through a
network of alliances with
p hysician adv i s o r s / c l i n i c i a n s
at major academic institu-
tions as well as ex pe ri e n ce d
i n d u s t ry, l e g a l , and re g u l ato-
ry pro fe s s i o n a l s.

Dr. Doug Cowa rt, exe c u-
t i ve dire ctor and chief ope r-
ating officer of Me d i cal Th e r-
a peutics Co n s u l t a nt s, s ays by
l eve raging the ex pe rtise of a
“think tank”of seasoned dru g
and dev i ce pro fe s s i o n a l s, t h e
n ew co m p a ny is uniquely
positioned to offer a targ e te d
set of te c h n o l ogy and clinica l
d eve l o p m e nt serv i ces to the

p h a rm a ce u t i cal and medica l - d ev i ce industry.
Cu rre ntly the unit’s co n s u l t a nt team consists of

m o re than 25 high-level co n s u l t a nts with cumula-
t i ve ex pe ri e n ce gained from years of deve l o p m e nt
m a n a g e m e nt and re g u l ato ry ove r s i g ht at exe c u t i ve
l evels within the dru g, b i o te c h , and dev i ce are n a s. I n
addition 15 affiliated “a cademic co n s u l t a nt s” w i t h
s u b s t a ntial scientific backg round supplement its 25
i n d u s t ry - ex pe ri e n ced co n s u l t a nt s. Al s o, t h ree ve n-
t u re capital firms and two legal firms are joining in
the new gro u p’s effo rts to improve the quality and
s co pe of serv i ces available to early-stage co m p a n i e s.

D r. Doug Cowart, 
executive director and chief 
operating officer of Medical 
Therapeutics Consultants, is
leveraging a “think tank” of
professionals to position the
new company’s services.

By tapping into Ve ri s p a n’s pat i e nt - ce nt ric dat a b a s e
of pre s c ription and medical tra n s a ct i o n s, Cl i n Vi vo ca n
eva l u ate a wide array of pat i e nt sce n a rios to assess the
po te ntial for a new prod u ct indicat i o n . The decision-
s u p po rt tool is designed to help pharm a ce u t i cal man-
u f a ct u rers identify new markets for branded prod u ct s
and justify post-launch drug deve l o p m e nt.

Cl i n Vi vo re ce ntly was used by a sponsor to inve s t i-
g ate whether its branded horm o n e - re p l a ce m e nt ther-
a py might have uses beyond its approved indicat i o n
for co nt rolling hot flashes.Pre s c ribing physicians re po rt-
ed that the drug seemed to re d u ce the incidence of

f i b rocystic breast disease, but the manufact u rer co u l d
not immediately dedicate funding — nor take the time
— to ve rify that outcome in a clinica l - t rial setting.

The client used Cl i n Vi vo to assess the re l at i ve
o u tcomes for pat i e nts on the target prod u ct ve r s u s
a co m p a rat i ve drug not only for fibrocystic bre a s t
d i s e a s e,but also for a panel of 11 diagnoses and pro-
ce d u res commonly assoc i ated with this pat i e nt
po p u l at i o n .

In establishing a va ri e ty of pat i e nt co h o rt s,Cl i n Vi-
vo acco u nted for prod u ct dosage stre n g t h s, l e n g t h
of thera py, age distri b u t i o n s, and newness to thera-

py.The costs and time needed to run ex p l o rato ry tri-
als in each of these areas for multiple pat i e nt po p u-
l ations would have been ve ry high.

St at i s t i cal analysis of Cl i n Vi vo data re po rted that
fewer diagnoses of fibrocystic breast disease we re
made for pat i e nts on the client’s HRT prod u ct than
for those on the co m peting thera py. The data also
indicated that fewer mammograms were per-
fo rmed on women on the target medicat i o n . Th i s
finding brings with it tremendous co s t - o f - ca re co n-
siderations that the sponsor can leverage for
e n h a n ced prod u ct reve n u e s.
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E - M E D I A
NEW ELECTRONIC AND 
WEB-BASED APPLICATIONS, 
SITES, AND TECHNOLOGIES 

M D c h o i ce. com Inc. has unveiled a new marketing plat fo rm that
a l l ows hospitals, c l i n i c s, and physician groups to offer their own pri vate
l a bel online healthca re info rm ation serv i ce s. The plat fo rm offers health
i n fo rm ation ranging from up-to - t h e - m i n u te health news to a co m p re-
h e n s i ve encyc l o pedia and a number of health risk assessment tools that
can be custo m i zed to the needs of the part i c i p ating hospital or gro u p.

Th rough marketing messages on the MDchoice Ne two rk ,h o s p i t a l s
and other healthca re org a n i z ations are able to target their serv i ce s
l ocally and by illness or medical co n d i t i o n , reaching more than 3.5 mil-
lion health-focused consumers each mont h .

Pat i e nts searching for healthca re info rm ation on one of the co m p a-
ny’s We b s i tes are led to the part i c i p ating hospital’s We b s i te through a
va ri e ty of too l s, including geog ra p h i cally selected links, t raditional ban-
ner adve rt i s i n g, n ews l e t te r s, and inte g rated co nte nt info rm at i o n .

“The link from our national po rtals to our visito r s’ l ocal health
p roviders closes the loop for both our consumer visitors and health-
ca re part n e r s,” s ays Ash Na s h e d, M . D. , founder and CEO of MDchoice.

Se p a rate l y, the co m p a ny has launched MDchoice Ad Ne two rk . Th e
n ew division offers adve rtising sales to pre m i u m - b randed health We b-
s i te s, focusing on building close re l ationships with adve rtisers and We b s i te publishers,c re ating custom marke t i n g
p rog ra m s, such as spo n s o red disease ce nters that can be published across the ent i re MDchoice Ad Ne two rk .H E A LTHINFO LAU N C H E S

Ma rket Re s e a rch and
C U S TOMER 

S AT I S FACTION TO O L

I n - Pu l s e, an Inte rn e t -
based, market research
and customer sat i s f a ct i o n
tool has been launched by
He a l t h I n fo, a division of
He a l t h I n fo Di re ct LLC .

“ I n - Pulse is a powe rf u l
m a rket re s e a rch method
t h at has given our client s
the answers they need in a
timely and co nve n i e nt
m a n n e r,” s ays Mat t h ew
Sto n e, p re s i d e nt of He a l t h-
I n fo. “The Inte rnet is no
longer the wave of the
f u t u re. For 93% of phys i-
cians and more than 165
million Am e ri ca n s,the Inte r-
net is the wave of tod ay.”

I n - Pulse prog ra m s
combine elements of
d i re ct marketing and elec-
t ronic market re s e a rch to

q u i c kly co l l e ct the opinions of custo m e r s, e m p l oye e s,
p hys i c i a n s,or other healthca re pro fe s s i o n a l s.He a l t h I n-
fo clients use In-Pulse prog rams for a va ri e ty of tact i c s,
such as to develop brand po s i t i o n i n g,to spark cre at i ve
i d e a s, and to analyze the opinions and chara cte ri s t i c s
of a curre nt or target audience,to examine the acce p-
t a n ce of pro posed tactics or cre at i ve co n ce p t s,and to
eva l u ate customer or employee sat i s f a ct i o n .

I n - Pulse clients can re ce i ve real-time data re s u l t s
d a i l y, t a b u l ated data within one week after closing,
and an exe c u t i ve summary two weeks after closing.

Qu ovadx has launched QDX Cu s to m e r Focus 4.3,
the latest version of its healthca re re l ationship man-
a g e m e nt sys te m . QDX Cu s to m e r Focus is a single
s o u rce ente rp rise solution dire cted at managing the
health plan’s re l ationship with its key co n s t i t u e n c i e s :
m e m be r s,p rov i d e r s,and employer gro u p s.QDX Cu s-
to m e r Focus doc u m e nt s, and ro u tes to appro p ri ate
d e p a rt m e nt s, all ty pes of inquiri e s, co m p l a i nt s, a n d
business proce s s e s, including the highly re g u l ate d
p rocess of appeals and gri eva n ce management,

Re l ationship Ma n a g e m e nt So l u t i o n I M P ROVES HEALT H
P LAN’S INTERAC T I O N S with Me m be r s, Prov i d e r s, Em p l oye r s

M D c h o i ce He a l t h Co n n e ctions CO N N E C TS POT E N T I A L
PAT I E N TS WITH APPRO P R I ATE PROV I D E R S

Ash Nashed, M.D., founder and CEO 
of MDchoice says patients receive
information that is most relevant to
them, and healthcare providers are
able to reach out to their communities
more cost-effectively than ever before.

CB Te c h n o l ogies Inc. and Co m p l e te So ftwa re
Solutions Inc.h ave teamed up to provide clients with
e Lo a d e r, the CSS data loading tool for Oracle Cl i n i ca l ,
c re ating a seamless path to load
d ata co l l e cted through CB’s Me t a Tri-
al elect ronic data ca p t u re softwa re
i nto Oracle Cl i n i ca l .

This co m b i n ation of softwa re
tools shortens the cycle for data co l-
l e ction and analysis during clinica l
t rials by reducing the time it takes to
t ra n s fer and map data into Ora c l e
Clinical, a leading clinical-trials
d at a b a s e.

C B’s Me t a Trial Hy b rid EDC allows
for online and offline clinica l - t ri a l
d ata ent ry at inve s t i g ator site s.The sys tem funct i o n s
like a Web-based system, operating online by

d e f a u l t.Howeve r,the sys tem allows offline data ent ry
in case Inte rnet access is unava i l a b l e. A synchro n i z a-
tion engine ensures that the data at the local site are

s y n c h ro n i zed auto m at i cally with the
ce nt ral database as soon as an Inte r-
net co n n e ction is established.

O n ce data are in the ce nt ra l
database, eLoader automatically
m oves the data into the clinica l
s t u dy stru ct u re defined in Ora c l e
Cl i n i ca l .e Loader reads the Me t a Tri a l
d at a , maps it to the Oracle Cl i n i ca l
s t u dy design, and loads the data into
the Oracle Cl i n i cal dat a b a s e. Ad d i-
t i o n a l l y,e Loader va l i d ates the inco m-
ing Me t a Trial data against the Ora c l e

Cl i n i cal study design and definitions, i d e nt i f y i n g
p roblems be fo re loading.

O n ce data are 

in the ce nt ra l

d at a b a s e, e Loader 

m oves data into 

the clinical study 

s t ru ct u re defined 

in Oracle Cl i n i ca l .

a l l owing the plan to easily measure, m a n a g e, a n d
i m p rove customer sat i s f a ct i o n , m e m ber re te nt i o n ,
and customer serv i ce re p re s e nt at i ve prod u ct i v i ty.

Version 4.3 includes enhanced features for
improved appeals and grievance processing,
i m p roved ca l l - ce nter re po rt i n g, and enhanced CSR
pe rfo rm a n ce.

“QDX Cu s to m e r Focus is a funct i o n a l i ty - ri c h
p rod u ct that meets specific industry needs,” s ays
Lo rine Swe e n ey, p re s i d e nt and CEO of Qu ova d x .

Pa rtnership Cre ates 
BRIDGE FROM METATRIAL EDC TO ORACLE CLINICA L

The Internet is no longer the wave of
the future. For 93% of physicians and
more than 165 million Americans, the
Internet is the wave of today, says
Matthew Stone, president of HealthInfo.

Matthew Stone


