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Report Overview

Product detailing has seen a tremendous shift in the past few years, as web-based technologies have 
started to replace face-to-face detail sessions. This report analyzes physicians’ experiences with 
electronic, in-person, and live guided telephone detail sessions, comparing volume, time, value, and 
outcomes. Building on data collected two years ago in ISR’s Adoption and Use of eDetailing vs. In-
Person Detailing (2012), this new edition explores physicians’ concerns with eDetailing and the decline 
in face-to-face interaction and provides an updated look at the future of product detailing. 
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Report Structure: 

Methodology: 
ISR conducted 20-minute web-based surveys with 173 U.S.-based, board-certified physicians. 
Respondents have an average of 17 years of experience and see an average of 105 patients per week.

•	 Cardiology prescribers: 30
•	 CNS/Neurology prescribers: 32
•	 Oncology prescribers: 32
•	 Primary Care prescribers: 48 
•	 Respiratory/Pulmonology prescribers: 31 

What you will learn in this report:
•	 Needs and expectations for product detail sessions
•	 The degree to which those needs are met by each detail type
•	 Perspectives on the types of products appropriate for each detail type
•	 The volume of detail sessions physicians actually participate in per week by detail type as well as 

their desired volume of details
•	 The change in number of details as well as in the length of details over the past two years
•	 Overall value of and satisfaction with each detail type
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Introduction

Industry Standard Research released its first report on pharmaceutical detailing two 
years ago� The purpose of this report was to understand the effect of the thousands of 
sales representative layoffs in the pharma industry and how these positions were being 
replaced through the use of technology� In this research, ISR compared physicians’ 
experiences with electronic and in-person detail sessions, finding that, in its early 
stages, electronic detailing seemed more convenient and perhaps exciting as a novel 
way of detailing� The volume of in-person details had declined across specialties and, 
for about half of physicians, was offset by comparable increases in electronic details�  

Unsurprisingly, what was in process of implementation two years ago is still very 
much in motion today, Electronic, web-based product detailing and tablet computers 
are now standard methods of detailing� Though physicians recognize and, for the 
most part, respect these new forms of detailing, they largely do not support them 
as an overall replacement for face-to-face time with sales representatives�  Whether 
electronic detailing will eventually be deemed an acceptable replacement for in-
person visits remains to be seen�

Physicians have two main concerns about the decline in seeing representatives: (1) the 
lack of product samples and (2) being less informed about products, new products 
in particular� Some physicians are so concerned about the above that they report not 
prescribing a product if there is not a sales representative associated with it� 

The focus of this report is comparing and contrasting not only physicians’ experiences 
with electronic and in-person detail sessions but also examining live, guided telephone 
detail sessions� ISR analyzes data across five major medical specialties: Cardiology, 
CNS/ Neurology, Oncology, Primary Care, and Respiratory/ Pulmonology� 

More specifically, Industry Standard Research endeavors to help marketing and sales 
personnel understand the needs and wants of physicians by providing:

• Needs and expectations for product detail sessions

• The degree to which those needs are met by each detail type

• Perspectives on the types of products appropriate for each detail type

• The volume of detail sessions physicians actually participate in per week by detail 
type and as well as their desired volume of details

• The change in number of details as well as in the length of details over the past 
two years

• Overall value of and satisfaction with each detail type

• …and more

Sample Page

www.ISRreports.com
http://www.isrreports.com


www.ISRreports.com ©2014 | Preview of: Pharmaceutical Detailing: In-Person vs. Electronic vs. Phone     7 

act with confidence

act with confidence

Executive Summary

www.ISRreports.com ©2014 | Pharmaceutical Detailing: In-Person vs. Electronic vs. Phone (2014)         14 

 

www.ISRreports.com ©2014| Pharmaceutical Detailing: In-Person vs. Electronic vs. Phone      12  
  

Executive Summary 

Detail Activity 
Physicians report receiving more requests for and participating in more in-person details than 
electronic or phone details. On average, physicians participate in approximately 5 in-person details 
per week compared to 2 electronic details and 1 telephone detail.   
 
However, compared to two years ago, physicians have noted a decrease in the number of in-person 
details while the volume of electronic details has increased.  This finding holds true for each of the 
specialties in this report. Though physicians prefer in-person details, cost and efficiency trade-offs, 
both for physicians and for pharma, are considerable benefits of alternative types of detailing and 
will be major determinants in whether the industry will see a continued decline of in-person details 
and rise in alternative forms of detailing. 
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Detail Activity
Physicians report receiving more requests for and participating in more in-person 
details than electronic or phone details� On average, physicians participate in 
approximately 5 in-person details per week compared to 2 electronic details and 1 
telephone detail�  

However, compared to two years ago, physicians have noted a decrease in the number 
of in-person details while the volume of electronic details has increased�  This finding 
holds true for each of the specialties in this report� Though physicians prefer in-
person details, cost and efficiency trade-offs, both for physicians and for pharma, are 
considerable benefits of alternative types of detailing and will be major determinants 
in whether the industry will see a continued decline of in-person details and rise in 
alternative forms of detailing�
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TA Profiles — Oncology

Summary of Detail Activity

Oncology (N=32)

Average  
Detail Time:

Most Important 
Attributes 
for Product 
Detailing

1� The information 
is backed up 
with sufficient 
supporting data 
from independent 
sources 

2� The information 
includes clinical 
trial data

3� The information is 
patient-focused

In-person  
9�5 minutes

Electronic  
9 minutes

Telephone  
10 minutes
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Average 
Change in 
Detail Volume
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Satisfaction with Details

Comparison of Detail Types for Learning and Information Experience

“Please rate the degree to which you agree or disagree with the following statements:” 
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I trust that the information I receive in product details is fair, 
complete, and reasonably free from bias. 

Product details use sufficient supporting data and journal articles as 
supporting data. 

I receive sufficient local formulary information in a product detail. 

I feel the information I receive from a detail is sufficiently patient-
focused 

Following a detail, I am satisfied that I have had an opportunity to 
have all of my questions answered. 

I feel completely educated about a product following a product 
detail 

In-person details Electronic, web-based, non-interactive details Live-guided, telephone details 

Comparison of Detail Types for Learning and 
Information Experience 
“Please rate the degree to which you agree or disagree with the following statements:” 
(Base = 30) 
 

  

Neutral Agree Strongly 
agree 

Strongly 
disagree 

Disagree 

Cardiology 

Strongly 
disagree

Strongly 
agree

Disagree Agree

I trust that the information I receive in product details is fair, 
complete, and reasonably free from bias. 

Product details use sufficient supporting data and journal articles as 
supporting data. 

I receive sufficient local formulary information in a product detail. 

I feel the information I receive from a detail is sufficiently patient-
focused. 

Following a detail, I am satisfied that I have had an opportunity to 
have all of my questions answered. 

I feel completely educated about a product following a product 
detail. 

In-person details Electronic, web-based, non-interactive details Live-guided, telephone details 

Oncology	
  
	
   	
  

Neutral
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Oncology

www.ISRreports.com ©2014 | Pharmaceutical Detailing: In-Person vs. Electronic vs. Phone (2014)         94 

Satisfaction with Supporting Data and Articles 
within Detail
“Please rate the degree to which you agree or disagree with the following statements:” 
(Base = 32) 

Trusting Information from Detail
“Please rate the degree to which you agree or disagree with the following statements:” 
(Base = 32) 
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To obtain full access to this report, please select one of the following licenses:

To purchase the report with a credit card or invoice, simply click on the desired license above to be taken 
to the report page. If you’d like to inquire about a different payment method or have questions, contact 
us at Sales@ISRreports.com or +1.919.301.0106.

To schedule a call to discuss this report with one of our analysts, please e-mail us at info@ISRreports.com. 

Ordering Information

Single-user License A single-user license allows access to a single individual user. $4,900 USD

Site-wide License A site-wide license allows access to organization employees 
within a particular geographic site/location (i.e. NYC or 
London office).

$6,350 USD

Enterprise-wide 
License

An enterprise-wide license allows access to ALL employees in 
an organization – this is the recommended license if a report 
has widespread relevance throughout an organization.

$9,800 USD

Industry Standard Research (ISR) is the premier, full service market research provider to the pharma and pharma services 
industries.  With over a decade of experience in the industry, ISR delivers an unmatched level of domain expertise.  
 
For more information about our off-the-shelf intelligence and custom research offerings, please visit our Web site at  
www.ISRreports.com, email info@ISRreports.com, or follow us on twitter @ISRreports.
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