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Visit planning module uses business rules to enable
MR determine the best visit schedule according to
targets set for current campaign. By planning calls and
activities directly in calendar, planning routes and
inviting medical education event attendees and more,
optimal visiting strategy can be prepared. Type of visits
include individual face to face as well as ‘group’ clinical
meetings. MRs can plan routes using territory
parameters like district/brick/city. But what if one of your
clients is delayed or visit postponed? To locate nearby
institutions or physicians functions like »Doctors or
Institutions Nearby« or »How to get there« can be a
real lifesaver.
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Planning procedure - First step
Medical representative takes into account what the
current objectives are for active marketing campaign
and plans visits accordingly



Planning procedure — Second step
Med rep chooses a day on schedule and opens a list
of customers
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Planning procedure — Third step

A list of contacts appear. They all belong to target

group of current Marketing campaign
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Planning procedure —Fifth step
Planned visits appear on schedule



Sales team is able to follow notes about product
adoption and which products were detailed at each
visit. Competitors activity, doctors suggestions, costs,
promo material, distributed samples, post marketing
activities, potential and loyalty of the doctor, prescribing
behavior towards products, clinical trials can also be
recorded at single visit, at contact or product level. Easy
customization allows you the flexibility to give your team
exactly the information that they need when interacting
with customers and show only relevant tabs for
information entry and can also force input of objectives
for next visits. User is also able to record behavioral
information using questionnaires. At the end of the day,
all this relevant information will be stored in client
dossier, which will allow easier targeting, customized
detailing and segmentation in future campaigns. Sales
forces in the field can communicate with the home
office via wireless carrier through their device.
Information from the field and new information from the
office is readily available.



























Planning
Additional information for every visit appear as a

f tooltip



Route Planning
User can check, where visit will take place - on a
map!
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