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Report Overview

The Sunshine Act has been finalized. The data have been (and are being) collected. The figures are being
tallied. The key question for pharma is, and may be for some time, "How significant is this impact?”

In this report, ISR asks physicians across five specialties (Cardiology, CNS / Neurology, Oncology, Primary
Care, Respiratory / Pulmonology) to assess the impact that the Sunshine Act has had on their practice
now that it has been implemented. Building on data collected two years ago in ISR’s The Sunshine Act:
Pharma Impact — Changes in US Physician Behavior, this new edition explores physicians’ evolving
concerns with the Sunshine Act.

2 6 O Report Structure:
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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

e CNS/Neurology prescribers: 32

e Oncology prescribers: 32

e Primary Care prescribers: 48

e Respiratory/Pulmonology prescribers: 31

What you will learn in this report:

« How participation in various interactions with pharma has changed since implementation of the
Sunshine Act

+ Rationale for why the Sunshine Act is negatively impacting some practices

¢ The most valuable and effective channels of information

e Preferred delivery methods for different types of information

*  Which pharmaceutical companies have the most effective sales teams and which have the best
online / e-Detailing presentations
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Definition of the Sunshine Act

All physicians were shown the below definition of the Physician Payment Sunshine Act:

The Physician Payment Sunshine provision (“Sunshine Act”) is a section of the Patient
Protection and Affordable Care Act of 2010 requiring pharmaceutical and medical
device companies to report to the Federal government certain payments they make.
The reportable period began in August 2013.

These payments to physicians will be made publically available on a searchable (by
practice) government website. Only payments that total over $100 in a calendar year
must be reported.

These transactions include transfers/reimbursements made to physicians for
contracted services such as:

Consulting fees

» Compensation for services other than consulting

« Compensation for serving as faculty or as a speaker for CME program
» Honoraria

* Gifts

» Entertainment

e Food

» Travel

Education

Research

Charitable contributions

Royalty or license fees

Current or prospective ownership or investment interests
» Grants

» Any other categories of information regarding the payment or other transfer of
value
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Change in Interactions with
Pharma

To set the stage for how interactions with pharma have changed since implementation
of the Sunshine Act, it is first important to understand the effectiveness of various
methods of learning about medications and treatments.

Three of the top five most effective information channels involve personal, live
interaction with pharmaceutical companies: one-on-one sales rep details, group
information sessions with sales reps, and pharma-sponsored CME seminars.

“Which [three/one] of the following do you find the most effective in terms of
learning about medications and treatments?” (Base=173) Responses with <2%
of Top mentions shown in "Across Therapeutic Areas” section.

Most Effective Learning Methods

Peer-based, professional publications m 40%

In-person one-on-one detailing by sales °
representatives 50%

.
Conferences | — 517,

o
In-person group information sessions by sales reps m 17%

Pharma-sponsored in-person CME seminars m 20%

Web-based electronic, non-interactive detail m
14%

sessions
Drug-specific websites m 14%
o BTop1l
Pharma-sponsored dinner meetings ° 9% mTop3
General medical websites, such as WebMD, %
Medscape, etc. 9%
Accepting free samples % 14%
; 2%
Consulting engagements T
0% 20% 40% 60% 80% 100%

% of physicans
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( It has limited
exposure of
providers
to in-person
meetings with
pharma staff that
provide education
about certain
products.”

Most Effective
Sales Teams

1. AstraZeneca

2. Pfizer

3.BMS

4. Boehringer
Ingelheim /
Sanofi /

Eli Lilly

Expecting
Notice of
Benefit Value

“Would you expect

to be notified by the
pharma company

of the value of a
particular service

or benefit prior to it
being offered to you?"

HYes
ENo

Sample Therapeutic Area Profile

Impact of Sunshine Act on Practice

B Significantly positive impact M Somewhat positive impact ' No impact atall ®Somewhat negative impact B Significantly negative impact

57%

0% 10% 20% 30% 40% 50%

% of physicians

60% 70% 80% 90% 100%

Most Valuable Information Channels for Medications/Treatments

Somewhat valuable ®Not at all valuable
37% 47% 3% 2

W \Very valuable ®Moderately valuable

Accepting free samples 40% 33% 23%

Attending conferences

Reading peer-based, professional publications 33% 43% 17%
In-person one-on-one detailing by sales ” o o [
representatives o A% 2
Attending pharma-sponsored in-person CME ” o,
seminars 27% 30% 43%
0% 20% 40% 60% 80% 100%
% of physicians

Channels with Biggest Decrease Since Sunshine Act Implementation

“Since the enactment of the Physician Payment Sunshine Act (PPSA) in April 2013 and the start
of data collection in August 2013, how has your participation level changed in the following
interactions with the pharmaceutical industry?”

M Substantially more participation
No change in participation level
B Substantially less participation

Somewhat more participation
= Somewhat less participation

In-person one-on-one detailing by sales o
representatives z L0 cis Sale LUz

Attending pharma-sponsored in-person CME o
seminars 7% 55% 24% 14%

Attending pharma-sponsored dinner meetings 10% 52% 7% 31%

Being a principal investigator on clinical research 14% 50% 23% 14%
studies ° = e e

In-person group information sessions by sales pg o
representatives * Gk 252 I3

0% 20% 40% 60% 80% 100%

% of physicians
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Value: Information Channels

Most Valuable Information Channels for
Medications/Treatments

“How valuable is each of the following in terms of learning about medications and
treatments?” (Base=32)

®Very valuable ™ Moderately valuable Somewhat valuable  ®Not at all valuable
Accepting free samples 25%
Attending conferences 28% 50% 16%
Attending pharma-sponsored dinner meetings 47%
Attending pharma-sponsored in-person CME |
seminars

Being a principal investigator on clinical research |
studies

Conducting research paid for from grants from I
pharmaceutical companies

Consulting engagements |
In-person group information sessions by sales |

representatives
In-person one-on-one detailing by sales I
representatives . .
Participating in call center detailing (no materials | Data available in full report
to review on the call)
Participating in live, guided, telephone detail |
sessions
Participating in pharma-sponsored web-based l
CME seminars

Participating in web-based electronic, non- |
interactive detail sessions

Reading medical society websites and publications |
(e.g. American Society of Hematology)

Reading peer-based, professional publications |

Receiving mailed, paper literature about specific |
drugs/ products/ therapies

Visiting drug-specific websites |

Visiting general medical websites, such as WebMD, |
Medscape, etc.

Visiting pharmaceutical company websites |
0% 20% 40% 60% 80% 100%

% of physicians
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Ordering Information

To obtain full access to this report, please select one of the following licenses:

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

Site-wide License A site-wide license allows access to organization employees  $6,350 USD
within a particular geographic site/location (i.e. NYC or
London office).

Enterprise-wide An enterprise-wide license allows access to ALL employees in  $9,800 USD
License an organization — this is the recommended license if a report
has widespread relevance throughout an organization.

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.

Save on this,

or any ISR Register now

report, by + Receive a $250 instant credit towards any ISR report
creating a free e Earn 10% credit towards all future purchases
account ¢ Receive advanced notifications on ISR’s latest reports and free resources

About Industry Standard Research

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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