
In a move to solidify its co m m i t m e nt to multicul-
t u ral and multi-ethnic co m m u n i t i e s, To rre La z u r
Mc Cann He a l t h Ca re Wo rl dwide has cre ated a new
Mu l t i c u l t u ral He a l t h ca re Ma rketing Business unit to
focus on specific needs and va l u e s.The stand-alone
g ro u p,a part of the To rre Lazur Mc Cann co rri d o r,p ro-
vides a range of serv i ces that are unique to emerg-
ing majori ty marke t s. Ac co rding to agency exe c u-
t i ve s, the Mu l t i c u l t u ral He a l t h ca re Ma rketing Gro u p
is the first and only full-serv i ce multicultural health-
ca re marketing agency in the Un i ted St ate s.

“Our addition of the Mu l t i c u l t u ral He a l t h ca re
Marketing Group gives us the opportunity to
assume a leadership position in helping industry
and gove rn m e nt enhance the quality and delive ry

of healthca re among the emerging majori ty,” s ays
Michael Ma c Le od, CEO of To rre La z u r. “The team is
ex pe ri e n ce d, we l l - re s pe cte d, and understands not
only the healthca re industry, but most impo rt a nt l y,
the mindset of multicultural audience s.”

Heading the new division are Sheila Th o rne as
p re s i d e nt and John Doscher as VP both of whom
h ave exte n s i ve ex pe ri e n ce in healthca re marke t i n g.

“Joining To rre Lazur Mc Cann is a significa nt ste p
— we have the co m m i t m e nt, the re s o u rce s, and the
n e two rk to deliver multicultural best pra ct i ces to our
c l i e nt s,” M s. Th o rne says. “ For the phys i c i a n , c u l t u ra l
co m pe te n ce enhances adhere n ce that leads to
i m p roved clinical outco m e s. For the pharm a ce u t i ca l
re p re s e nt at i ve, c u l t u ral co m pe te n ce is key to sales
s u c ce s s. Although our strategies and tactics are dri v-
en by a re t u rn - o n - i nve s t m e nt business impe rat i ve,
we are passionate about making a diffe re n ce in the
l i ves of people who dispro po rt i o n ately suffer fro m
c h ronic disease and pre m at u re deat h .”

M s.Th o rne has been re cog n i zed by Fo r bes Ma g -
azine as one of the nat i o n’s leading ex pe rts in multi-
c u l t u ral healthca re marke t i n g. She has more than 20
years ex pe ri e n ce in designing health education and
p romotional prog rams to reach multicultural co m-
m u n i t i e s. Some of the companies she has prov i d e d
m a rketing ex pe rtise to include:O rtho Mc Ne i l , Gl a xo-
SmithKline, Novartis, Pfizer, Merck, Bristol-Myers
Sq u i b b, Ab bo t t, and Scheri n g - Pl o u g h .

M r. Doscher has more than 15 years of multicul-
t u ral marketing and co m m u n i cations ex pe ri e n ce in
the U.S. and Latin Am e ri ca . His ex pe rtise includes
co m p re h e n s i ve multicultural strate gy and exe c u-
t i o n ,a dve rt i s i n g, public re l at i o n s, I nte rnet strate g i e s,
and We b s i te deve l o p m e nt.

CO N S U LTING s e rv i ce s fo r
Ph a rma and Bi o tech 

Ph a rm a ce u t i cal and biote c h n o l ogy companies that wa nt to tap the
co m m e rcial po te ntial of their prod u cts can turn to Engage Health Inc.

“The pharm a ce u t i cal and biotech industries are teeming with prod u ct
o p po rt u n i t i e s, o ften aimed at niche or spe c i a l ty marke t s,” s ays Patti En g e l ,
p re s i d e nt and CEO of Engage He a l t h .“ By outsourcing va rious co m m e rc i a l
f u n ct i o n s, companies can more quickly and efficiently maximize the co m-
m e rcial po te ntial of prod u ct s, adding significa nt value to share h o l d e r s.

“At Engage He a l t h , we bring years of pharm a ce u t i cal start-up ex pe ri-
e n ce, t a king spe c i a l ty prod u cts from mere ideas to prod u cts that have suc-
cessfully nav i g ated a va ri e ty of re g u l ato ry,d i s t ri b u t i o n ,and po l i cy issues,a n d
h ave ultimately garn e red significa nt market share.”

Be fo re founding Engage He a l t h ,M s.Engel was VP of marketing and sales
at Orphan Me d i cal Inc. , which focuses on developing and co m m e rc i a l i z i n g
p rod u cts for pat i e nts with ra re diseases.

Ma rketing agency provides 
M U LT I C U LT U RAL s o l u t i o n s

To rre Lazur Mc Cann has cre ated a business unit to focus on specific 
needs of multi-ethnic co m m u n i t i e s.

ACQUISITION s t re n g t h e n s P D I ’s pre s e n ce in the hospital marke t
Se e king to shore up its medical dev i ces and

diagnostics division, PDI Inc. has acquired InSe rve
Su p po rt So l u t i o n s.

I n Se rve supplies supplemental field-staffing pro-
g rams for the medical dev i ces and diagnostics
i n d u s t ri e s, o f fe ring hands-on clinical education and
a fter-sales suppo rt. The co m p a ny employs more
than 900 field-based staff, including nurses, m e d i ca l
te c h n i c i a n s, and other clinicians who visit hospitals
and alte rn ate - s i te institutions. Its ro s ter of client s
includes Be cton Di c ki n s o n , Roche Di a g n o s t i c s, a n d
Johnson & Jo h n s o n .

The acquisition of InSe rve acce l e rates the fo rm a-
tion of PDI’s Me d i cal Dev i ces & Diagnostics Di v i s i o n ,
which will allow PDI to expand its reach into bo t h
m e d i cal dev i ce and diagnostics companies and the
hospital marke t. The newly fo rmed unit offers sales
and marketing solutions spe c i f i cally designed for the

m e d i cal dev i ce and diagnostics industry. The global
i n d u s t ry is curre ntly valued at $180 billion, and is
ex pe cted to grow to $250 billion by the end of 2004.

L l oyd Fi s h m a n , a 24-year ve te ran of the medica l
d ev i ce industry, has been named VP and genera l
manager for the unit. M r. Fishman has held senior
positions in sales, m a rke t i n g, and business deve l o p-
m e nt with both small and large co m p a n i e s, i n c l u d-
ing Johnson & Jo h n s o n , w h e re he headed wo rl d-
wide marketing for the vascular access business unit.

“PDI always has been on the leading edge of our
i n d u s t ry in loo king for new ways to grow,” s ays
Chuck Sa l d a rini vice chairman and CEO.“We be l i eve
we can leve rage our industry leading sales and mar-
keting capabilities together with InSe rve’s to prov i d e
another plat fo rm for grow t h .We now have the abili-
ty to access acute - ca re institutions, which will po s i-
t i vely impact all segments of our business.”

Pa rt n e ring with client s, PDI provides prod u ct -
s pecific plans designed to maximize pro f i t a b i l i ty
t h roughout a prod u ct’s life cycle from pre l a u n c h
t h rough mat u ri ty.

Lloyd Fishman heads up 
P D I ’s latest business unit, the Medical

Devices & Diagnostics division.
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Patti Engel — The pharma and 
biotech industries are teeming 
with product opportunities.

Patti Engel — The pharma and 
biotech industries are teeming 
with product opportunities.

W H AT’S NEW
NEW HEALT H C A R E - R E L ATED  
PRODUCTS, SERVICES, AND
C O M PANIES 
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New M O N T H LY PDR DIGEST
b rings drug info rm ation to phys i c i a n s

Me d i cal Economics Inc. , the publishers of Phys i c i a n s’Desk Re fe re n ce have int rod u ced the new PDR Mo nt h-
ly Pre s c ribing Gu i d e, a poc ke t - s i zed digest with abbrev i ate d, F D A - a p p roved drug monog raphs from the Phys i-
c i a n s’Desk Re fe re n ce.

PDR Mo nthly Pre s c ribing Guide gives physicians access to co m p re h e n s i ve drug data at the po i nt - o f - p re-
s c ribing plus cro s s - re fe re n ces to full pre s c ribing info rm ation in the Phys i c i a n s’ Desk Re fe re n ce. The inaugura l
issue will be published in Ja n u a ry 2002.

“ From the be g i n n i n g,we’ve demanded one thing of the prod u cts and serv i ces we cre ate :t h at they be abso-
l u tely essential to healthca re pro fe s s i o n a l s,” s ays Paul Wa l s h , exe c u t i ve V P, d i re cto ry serv i ce s.“PDR Mo nthly Pre-
s c ribing Guide was deve l o ped in re s ponse to re pe ated requests by physicians for a po rtable companion guide
to their annual PDR.”

PDR Mo nthly Pre s c ribing Guide is tailored to the pre s c ribing needs of office-based family phys i c i a n s, g e n-
e ral pra ct i t i o n e r s, i nte rn i s t s, d octors of oste o p at hy, ca rd i o l og i s t s, and re s i d e nt s.The digest will cover more than
2,000 drug fo rm u l ations from the top 1,500 thera peutic cate g o ries pre s c ri bed by pri m a ry - ca re physicians as
d e te rmined from Sco t t - Levin & As s oc i ates Inc.’s pharm a ce u t i cal dat a .

Drug listings, g ro u ped by thera peutic classification and upd ated mont h l y, fe at u re pro m i n e ntly displaye d
wa rnings plus brand and generic name, m a n u f a ct u re r, DEA class, p h a rm a co l ogic cate g o ry, i n d i cat i o n s, d o s a g e,
and administrat i o n , side effe ct s,co nt ra i n d i cat i o n s, i nte ra ct i o n s, p re ca u t i o n s, and how supplied.

I n d i ces of brand and generic names, i n d i cat i o n s,and thera peutic classes provide physicians with quick,e a s y
a c cess to drug dat a . A manufact u rers index co ntains ethical and ove r - t h e - co u nter manufact u rers with co nt a ct
i n fo rm at i o n .

A pharm a ce u t i cal newsmagazine pre cedes the drug listings and re po rts on newly available pharm a ce u t i-
cal prod u cts and impo rt a nt labeling changes to existing dru g s.This section also fe at u res “ D TC Mo n i to r,”m o nt h-

ly upd ates for physicians on the dire ct - to - consumer ads their pat i e nts are view i n g,
a spo t l i g ht on herbal and nutritional supplements with inte ra ction info rm at i o n , a
d rug pipeline re po rt, and other news ite m s.

“ Physicians also will get quick re fe re n ce charts and re l eva nt clinical data fro m
our re po s i to ry of re s pe cted medical info rm at i o n ,”
s ays Ch a ntal Co rco s, d i re ctor of sales,PDR Mo nt h-
ly Pre s c ribing Gu i d e.“ For instance, PDR Mo nt h l y
Pre s c ribing Guide will re po rt news on clinical tri-
als from Ce nte r Watc h , a Thomson He a l t h ca re
co m p a ny, and impo rt a nt data on supple-
m e nts from PDR for nutritional supplement s
and herbal remedies from PDR for He r b a l
Me d i c i n e s.”

PDR Mo nthly Pre s c ribing Guide will be
d i s t ri b u ted to pri m a ry - ca re physicians on a
co m p l i m e nt a ry basis. Su b s c riptions ca n
be ord e red by calling 1-800-432-4570.

E N G AGE HEALTH INC. , Mi n n e a po l i s,

o f fers consulting serv i ce s. For more info r-

m ation co nt a ct Patti Engel at

pe n g e l @ e n g a g e h e a l t h . co m .

H E A LTH!QUEST PR, Me t u c h e n ,N . J . ,o f fe r s

s t rategic healthca re co m m u n i cation ser-

v i ce s. For more info rm at i o n , co nt a ct

Steven Immergut at 732-635-9790.

P D I, Up per Saddle Ri ve r, N . J . ,p rov i d e s

sales and marketing solutions fo r

p h a rm a ce u t i cal co m p a n i e s. For more

i n fo rm at i o n , visit pd i - i n c. co m .

P D R, Mo nt va l e, N . J . , is a business unit of

Me d i cal Economics Co. For more info r-

m ation visit,m e d e c. com or thomson.co m .

TORRE LAZUR MCCANN HEALT H CA R E

WO R L DW I D E, Pa r s i p p a ny, N . J . , is an inte r-

n ational healthca re marketing co m m u n i-

cations org a n i z at i o n .For more

i n fo rm at i o n , visit to rre l a z u r. co m .

Follow up

He a l t h ! Quest 
l a u n c h e sPR UNIT

to serv i ce D&D 
m a rkets 

He a l t h ! Quest Global Co m m u n i cation Pa rt n e r s, t h e
health marketing serv i ces netwo rk , has launched
He a l t h ! Quest Public Re l at i o n s. Behind the leadership
of senior-level specialists Gil Ba s h e, Steven Immerg u t,
M P H , and Michael Co n n o l l y, the firm is providing pub-
l i c - re l ations suppo rt in co rpo rate / m a rketing co m m u-
n i cat i o n s,c risis management,and financial re l ations to
p h a rm a ce u t i ca l -
i n n ovation and med-
i cal dev i ce and diag-
nostic client s.

In addition, the
firm will counsel
early-stage compa-
nies in pre p a ring and
co m m u n i c a t i n g
their business plans
to lending and advo-
ca cy org a n i z at i o n s.

The start-up
agency marks the
re t u rn of Gil Ba s h e,
CEO, Health!Quest
Global Co m m u n i ca-
tion Partners, to a
long-time profes-
sional passion. As
chief strategic office r
for He a l t h ! Quest PR,
he is part n e ring with Mr. I m m e rg u t, who has be e n
named managing partner and dire ctor of client ser-
v i ce s.M r.Co n n o l l y, who previously in his ca reer led the
IPO Adv i s o ry Prog ram at KPMG Pe at Ma rw i c k ,s e rve s
as senior co u n s e l o r, financial re l at i o n s.

The agency’s headquarters are in Me t u c h e n ,N . J . ,
with offices within Bo s ton-based He a l t h ! Quest part-
ner co m p a ny Lehman Millet Inc.This assoc i ation pro-
vides roots within the nat i o n’s pharm a ce u t i cal and
diagnostic client ce nte r s.

“ It’s all about talent focusing on client needs, a n d
He a l t h ! Quest PR is able to step to the plate with to p -
l evel strategic co u n s e l ,c re at i v i ty and serv i ce,”M r.Ba s h e
s ays.“To help clients master the co m pe t i t i ve wo rld we
too must be re a dy to embra ce their challenges.
Steve n’s kn owledge of bra n d - b u i l d i n g, public health
co m m u n i cat i o n s, and pat i e nt advoca cy is a vital asset
to client s. Mi ke’s ex pe ri e n ce in wo rking with equity
g roups and the public markets provides re a l - wo rl d
i n s i g ht. Tog e t h e r, we will provide clients the ex pe rt i s e
n e ce s s a ry to amplify co rpo rate, b ra n d, f ranchise po s i-
tioning and re p u t at i o n .”

“The signs are clear for doing this now — it seems
even the ‘b i g’g e n e ral agencies are ackn owledging the
s h i ft from consumer health marketing campaigns to
m o re targ e ted diagnostics and thera peutics that
i m p a ct smaller pat i e nt po p u l at i o n s,”M r.I m m e rgut says.

Gil Bashe returns to a long-time
professional passion with the
launch of Health!Quest PR.

Chantal Corcos

The new PDR Monthly Prescribing
Guide, a hand-held digest, provides
critical drug reference information, 
including adverse interactions.


