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According to research from Health

Strategies Group, “[tlhe average
primary care physician interacts with

28 sales representatives each week;
the average specialist interacts with

14.” While this represents a significant

amount of time, 2 hours and 13
minutes a week in 2004 per doctor,

this is 20% less time than in 1999,

DRUG REPS PER PHYSICIAN
Year | Physicians (P)2 | Detailers (D) | Ratio D to P
2000 813,869 74,865 l1to 11
2002 853,187 93,612 1to9
2003 871,535 94,407 1to9
2004 884,974 101,531 1to9

where doctors spent 2 hours and 46
minutes a week meeting with sales reps.c
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For a variety of reasons (e.g.
time, professional concerns
about information quality,
online learning opportunities),
22% of doctors said they see
fewer sales reps than in the
past.d According to the table
above, this does not appear
to be due to a drop in the
number of sales reps. It could
be related to online detailing.
Sixty-five percent of “online
doctors”e participated in
online detailing in 2005.f (See
Figure 2)

Another way of looking at COST OF SALES REP VISITS PER PHYSICIAN
influence is to consider
. . Year | Physicianse | Sales Rep Visit Cost ($)h er Dr.
professional advertising y P ®" | $p
expenditures per physician. The 2000 813,869 5,137,000,000
. $6311.83
table at the right uses the cost
of sales rep visits (excluding 2002 853,187 6,198,000,000 $7264.53
samples) to determine cost of
ples) to de o 2003 | 871,535 6,938,000,000 $7960.67
all sales rep visits per physician. .
2004 | 884,974 7,336,000,000 $8289 51
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