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Marketing campaign

Campaign Design – objectives, targets

The marketing modules have been built to support 

marketing teams design and implement advanced and 

pinpointed campaigns, with full ability of tracking the 

progression of campaign, including all related activities, 

correspondence and knowledge. To create effective 

marketing plan, information such as sales in the region, 

structure of clients, their potential, loyalty, activities and 

other information must be brought together.  

Effective marketing starts with precise targeting. And 

targeting starts with segmentation. Understanding that 

all doctors are not equal, is important. Some have 

greater opportunity to prescribe than others, some are 

more likely to take up new products and some have the 

ability to influence other doctors prescribing. The 

challenge is in intelligent segmentation of doctors. 



Definition of Marketing campaign – First step

Define name, time interval and define detailing information. In 

our case detailing information is embedded inside attached 

presentation.



Definition of Marketing campaign – Second step

Define target group using  atributes like specialisation, 

subspecialisation, institution type etc



Definition of Marketing campaign – Third step

Define objectives for each target, how many visits per 

specialisation, how many repeated visits by VIP doctors etc
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E-Detailing with questionaries 

Dialogue  design for e-detaliling

How well do you know your customers? Are you able to collect 

responses and use information for segmentation purposes? 

Questionnaire in add.PHARMA is in fact a sophisticated survey 

of client’s views. Each question may be individually valued by 

YES-NO answers, or using numeric scale. Each question is 

assigned a certain weight and each answer is assigned a score. 

By evaluating weight and score of each answer clients profile is 

updated with calculated result. Doctors with highest result 

constitute a TOP group of clients. Detailing module allows MR or 

physician to launch a sponsored learning presentation, consisting 

of a series of interactive slides with multi-media information 

about the promoted product, including research evidence, clinical 

practice guidelines, prescribing information and patient advice. 

The doctor ‘walks through’ the screens, usually for an 

honorarium incentive. This system may be on the Internet or on a 

closed . Profiling is used so that individual doctor preferences 

are taken into account during the session. 













History
All answers from different surveys are visible on users 

protal. All information can be used for profiling and 
segmentation purposes



E-Detailing
Marketing department prepares a presentation

Sales rep can use this presentation when visiting or 
presentation itself can be accesible over Web.
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Segmentation, profiling using Data Mining

Effective marketing starts with precise targeting. And targeting 

starts with segmentation. Understanding that all doctors are not 

equal, is important. Some have greater opportunity to prescribe 

than others, some are more likely to take up new products and 

some have the ability to influence other doctors prescribing. The 

challenge is in intelligent segmentation of doctors. 

Data Mining is a process of exploring and analyzing large 

quantities of data to discover useful knowledge (patterns and 

rules) in order to enable intelligent segmentation of data. Data 

mining can provide marketers with valuable information on their 

customers’ needs, attitudes, consuming behavior and propensity 

to buy their products. It can help marketers to refine their 

strategies at designing the most effective campaigns and target 

the best prospects. ADD.PHARMA uses data mining technology 

to select targets for your marketing campaign using behavior 

patterns, acquire new and retain valuable customers, increase 

customer lifetime value, improve customer satisfaction or profile 

customers by filling in missing values by using forecasting 

learning algorithm.



Targeting

Define target group using  atributes like specialisation, 

subspecialisation, institution type etc



Planning procedure
Med Rep can filter clients according to targets defined 

in Marketing campaign




