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Research Overview: Objectives & Methodology

The demand for scientific and medical data is increasing and field-based medical teams need strong
strategies and resources to meet this demand. This study examines issues around field-based medical

team staffing, activity timing, and training.
\ Topics Covered

» Faced with high demand for scientific

and medical data, field-based medical
teams are under pressure to meet the =  Activities:
Research needs of critical thought leaders.
Overview » This benchmarking study is designed to ) ﬁﬁgucit;/;ﬁ STPESIEL WG
produce industry metrics on key aspects
of field-based medical teams (FBMT) = Visit Frequency
including staffing levels, activities, value
and training. » Value of Activities
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\ = Staffing:
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leaders from 19 biopharmaceutical
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Universe Of Learning: 19 Companies Participated in Study

This study engaged 19 leaders with direct experience working in Medical Affairs. Participants represent
19 leading biopharmaceutical companies. Almost 86% of participants are at the level of senior director
or above.
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Study Analyzes Two Main Segments

Benchmark Class
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MSL Teams Should Spend More Time on Valuable Activities

There are three MSL activities that MSL teams should allocate more time on: 1. Congress Support, 2.
Assist for sales force, 3. Present pharmaco-economic data and formulary decisions to managed care.
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MSL Team Size and Budget are the Top Issues for FBMT Leaders

“As the complexity of products increases, we need larger size MSL teams.”
— International Medical Affairs Manager

\
A X
M M an?n\‘ﬁ Correct
ctivities Team Size “Allocation of MSL activities and

budgeting have a major impact on

the success of products” —
Global Medical Affairs Director, Oncology

“Two critical issues that we come
across are: 1. Finding appropriate
size of MSL teams and utilizing MSLs
efficiently/effectively across
therapeutic areas. 2. Because of
compliance restrictions, we have

less opportunity to communicate”
- Executive Director, Medical Affairs

Recoqgnizing
Opportunity to
Communication

Right Budgeting
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FBMT Product Knowledge is Critical for Building KOL Confidence

Companies allocate most training time on four areas annually: 1. New product training, 2. New employee
training, 3. Existing product training, 4. Scientific training. Most of these areas help MSLs to better
communicate with TLs and align with the values associated with MSL activities.

How much time does your Field-Based Medical Team organization dedicate on training per year for the following
areas? (Please assume that one day = 8 hours)

Training Duration: MSLs

month month week da

Business training 0% 15% 55% 30%
Training on presentation skills 0% 19% 62% 19%
ST e 5 O o
Compliance training 5% 41% 55% 0%
Launch tactics & strategy training 10% 38% 33% 19%
Health outcomes training 11% 16% 47% 26%
Scientific training 24% 48% 24% 5%
Existing product training 30% 55% 15% 0%
(New product training 35% -| 40% 20% 5%
I\Niw employee training _41%) _ _'I 41% 18% 0%
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ABOUT BEST PRACTICES
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Learn More About Our Company:

_ABEST PRACTICES

Best Practices is an internationally recognized thought leader in the field of best practice benchmarking. We
are a research, consulting, benchmark database, publishing and advisory firm that conducts work based on
the simple yet profound principle that organizations can chart a course to superior economic performance by
leveraging the best business practices, operating tactics and winning strategies of world-class companies.

6350 Quadrangle Drive, Suite 200
Chapel Hill, NC 27517
(Phone): 919-403-0251
www.best-in-class.com

copyright @ _4BEST PRACTICES Page | 10



