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Service Review 
Tips for Improving Small Pharma’s Sales 
No Additional Sales People Needed! 
By John Mack  

When smaller companies are forced to compete 
with large, multinational corporations, these David 
vs. Goliath scenarios usually end differently than 
they did in the Bible. However, over the past five 
years the smaller, specialty pharmaceuticals sector 
has more than held its own against such industry 
titans as Bristol-Myers Squibb, Eli Lilly, Merck, and 
Pfizer. 

According to a 2006 Fortune magazine article, the 
lion’s share of medical innovation has shifted to 
small and midsized drug companies and biotechs. 
Some of the drug sector's most exciting new 
medicines have been developed by Small Pharma, 
and nearly 40% of new medicines unveiled by Big 
Pharma in the past five years originated in small 
and midsized companies. 

Big Innovation, Small Sales Force 
While Small Pharma can boast of several 
prominent breakthroughs in the research lab, Big 
Pharma still maintains an inevitable advantage in 
sales. However, Small Pharma companies have 
leveled the playing field here as well by adopting 
the sales techniques of their larger counterparts, 
particularly those that take advantage of business 
intelligence (BI) technology.  

“Typically, smaller sales organizations lack the 
analytical ability in house to really unlock the 
information from the data that they are gathering,” 
says Steven Schneider, President of 
OnDemandIQ, a company that provides business 
intelligence services. 

It is all about unlocking the information contained 
in the data these companies already have, and 
getting that information to the person on the front 
line that can change their behavior or take action. 
All too often BI implementations give analysts the 
capabilities to dig into the data, but something 
becomes lost on the way to the person that does 
something with it. 

Five Tips to Better Sales – and a Better Sales 
Team 
Smaller companies that cannot hire additional 
salespeople must seek other means to increase 
productivity with their existing sales team. 
OnDemandIQ has come up with the following five 
tips to help Small Pharma focus and prioritize their 

sales teams on their most important goals—
improving efficiency and boosting sales.  

TIP #1. Use Report Cards 

Report cards provide a sales team with the chance 
to investigate what is impacting their performance, 
so they can make adjustments or corrections as 
needed. The use or report cards, combined with 
dashboard charts, can make a sales team more 
productive and provide them with information that 
will motivate them to greater success. There may 
be no quicker or easier way to help them be more 
responsive to their account base.  

TIP #2. Keep it Simple 

Report cards can effectively communicate complex 
information to individuals at all levels of the 
organization. The challenge is to make them 
relevant so your reps actually use them. Simplicity 
is a critical success factor. Report cards should be 
one page, tailored to a specific role, and highlight 
key metrics. Always track the same metrics even if 
the underlying data changes. By remaining 
consistent, it will help the sales team avoid having 
to reinterpret data each time a report is updated. 

TIP #3. Choose the Right Metrics 

When determining which metrics to display on a 
report card, keep in mind who will be reading them. 
Framing one or two role-specific questions will 
clarify which metrics to track.  

Generally, sales reps are more concerned with 
operational metrics, which may include 
daily/weekly call activity or sales volume within an 
account or territory. A dashboard is an effective 
way to display these metrics, as the information is 
more easily communicated through graphics. 
Managers will be more interested in activities 
metrics, which may include how individual reps are 
performing compared to sales targets, and market 
share of products within districts. 

TIP #4. Don’t Forget Rankings 

A report card should always include rankings, as 
they add a competitive element that contributes to 
motivation. When a rep sees their ranking relative 
to others, they are more inclined to work harder 
and more efficiently to improve their standing. 

Continues…
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Dashboard View of Metrics Dashboard View of Metrics TIP #5. Choose the Right Business Intelligence 

Provider 
TIP #5. Choose the Right Business Intelligence 
Provider 

The right business intelligence (BI) provider can 
help companies meet the challenge of identifying 
their specific requirements, and meeting 
performance goals. “Business intelligence only 
works when integrated with the company’s data in 
a customized manner,” Schneider explained. 
“Many traditional BI software vendors just sell 
toolkits and leave it to a Pharma company’s IT 
department to create a solution.  
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OnDemandIQ offers every level of a pharma 
company a dashboard that reflects their most 
important metrics. Representatives have 
personalized scorecards that reflect their 
compensation metrics so they can track their 
progress and spot opportunities. Management can 
access their own customized dashboards that 
highlight their reps’ performance and provide the 
relevant information they need to help manage 
their team more effectively. Executives receive 
daily, monthly, and quarterly high-level reports on 
the performance of their sales team, presenting 
early feedback on the impact of new sales 
strategies, thereby allowing for midstream course 
adjustments. 
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A BI provider should offer a scalable, cost-effective 
system that provides relevant, real-time data that is 
quickly accessible by all decision-makers. It should 
provide a dashboard for every level of the 
organization that reflects their most important 
metrics. Representatives should have personalized 
scorecards that reflect their compensation metrics 
so they can track their progress and spot 
opportunities.  
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OnDemandIQ’s Business Intelligence Service OnDemandIQ’s Business Intelligence Service 
“With OnDemandIQ’s business intelligence 
service, pharma companies can obtain the sales 
and data reports they need in real time, rather than 
running a report in an Enterprise Resource 
Planning (ERP) system, a chore that can be an 
Excel nightmare,” according to Schneider.  
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In the past, the cost of quality BI has prevented 
Small Pharma from taking advantage of its 
benefits. Today, companies like OnDemandIQ 
have brought BI within the budget of even the 
smallest operations.  
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“The Software-as-a-service (SaaS) model changes 
everything,” Schneider said. “There’s no expensive 
business intelligence software to purchase, install 
and learn. It is web-hosted so there’s no need to 
turn an IT system upside-down. Our application 
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Continues…
OnDemandIQ’s business intelligence service 
delivers information in a customizable and easy-to-
read format that allows Pharma companies to track 
the metrics that are of greatest value to their 
success. “We provide many of the high-value BI 
capabilities that small and midsized Pharma 
companies need—ad-hoc reporting, dashboards, 
and simple analytics,” Schneider said.  
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the metrics that are of greatest value to their 
success. “We provide many of the high-value BI 
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and simple analytics,” Schneider said.  

Figure 1: OnDemandIQ Insights dashboard offers relevant, 
actionable information 

As a result, a sales team can easily retrieve 
actionable information, instead of hunting through 
different systems that each provides only one 
piece of the complicated sales puzzle. In addition 
to sales rep access, management can also 
determine the return generated by various types of 
sales activity.  
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“We started as a consulting company to the life 
sciences industry,” Schneider said. “What we saw 
were sales representatives who were overwhelmed 
with data from different systems. The Small 
Pharma industry was facing the same challenges, 
so we saw an opportunity to distill data from 
multiple places into actionable information that 
sales representatives could actually use.” 
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Pharma industry was facing the same challenges, 
so we saw an opportunity to distill data from 
multiple places into actionable information that 
sales representatives could actually use.” 
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also has a low cost of entry – with per-user pricing 
and base subscriptions starting at just a few 
hundred dollars a month. This allows organizations 
to start small before making substantial 
investments.” 

Whether they work for a Fortune 500 company or a 
small independent lab, sales representatives in the 
pharmaceutical industry are driven by what is most 
important to them – their incentive compensation. 
Unfortunately, all too often salespeople don’t 
understand how they are evaluated or how they 
are performing relative to their goals or peers. By 
working smart, and leveraging new technology to 
move information efficiently through an 
organization, Small Pharma companies can 
maximize their sales potential and further reduce 
the advantage of their Big Pharma rivals. 
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Recent Podcast 

Before You Take that Pill 
A conversation with J. Douglas Bremner, M.D., 
author of the book "Before You Take that Pill: Why 
the Drug Industry May Be Bad for Your Health."  

Listen online here! 

Upcoming Podcast 
 
Universal Rx Discount Coupons 
A conversation with Rex Bowden Jr., Executive 
Director of YourRxCard,a free Rx drug card 
program designed to help Americans cut their 
medication costs. 

April 8, 2008 * 2 PM Eastern 
Click here for more information. 

 
To listen to these and other podcasts online, 

please visit  
www.talk.pharma-mkting.com 
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Social Media Marketing 
Damned If You Do, Damned If You Don't! 

 

This collection of Pharma Marketing News articles, 
blog posts, and survey results provides you with 
an excellent introduction to the many issues 
involved in social media pharma marketing. 

More details, including Table of Contents 

Order and pay for this Special Supplement now 
online using your credit card 

ONLY $29.95 
PDF file delivered to you by email (usually within 
minutes of placing your order):  

 
If you wish to pay by check or credit card off-line, 
please use: Printable Order Form  

 

LISTING OPTIONS 

ENHANCED: Large, bold color font for name; 
Up to 125-word description; Active (clickable) 
Web and email links; Logo; PLUS...Your 
company name appears prominently NEAR the 
TOP of the page in the "Recommended 
Vendors" menu in bold text. $74.95 per Year 

PREFERRED: Same as Enhanced, BUT up to 
250-word description;  PLUS...Your company 
name AND small logo appear prominently AT 
the TOP of the page in the "Preferred Vendors" 
menu in bold text. $149.95 per Year 

SPONSOR: Same as Preferred, BUT 
includes banner ad at top of page. 
$295.00 per Year 

DETAILS AND ORDER ONLINE HERE 
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Experts Consulted Experts Consulted 
The following experts were consulted in the preparation of articles for this issue. 

• Bruce Grant, SVP, Business Strategy, Digitas Health, 215-399-3223 

• Richard Meyer, World of DTC Marketing (http://www.worldofdtcmarketing.com/), rmeyer52@mac.com  

• Steven Schneider, President, OnDemandIQ, sschneid@ondemandiq.com, 310-866-5011  

• David Wigder, SVP, Business Strategy & Analytics, Digitas Health 

• Members of the Pharma Marketing Roundtable, JOIN HERE!  

 

Resources 
See articles for citations. 
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Pharma Marketing News is an independent, 
free monthly electronic newsletter focused on 
issues of importance to pharmaceutical 
marketing executives. It is a service of the 
Pharma Marketing Network – The First 
Forum for Pharmaceutical Marketing Experts 
– which brings together pharmaceutical 
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communications companies, and marketing 
service providers for wide ranging discussions 
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topics. 
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