Key Findings:

» Managed care execubives mostly value product specific information
related to uodaltes, safely, comparisons to other products in the ici
cafeg;?r}f% pioeline information, and pricing when meeting with Account Man ag ement Visits
rmanufacturers

Managed Care Expectations from

What are the top 3 things you look to achieve by meeting with
manufacturer representatives?
(Open ended)
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Feceive updates on product news/data

{Obtain information on drug safety

Cbtain comparative data

Insight on pipeline

Optimize pricingfrebates/marketshare

Ensure appropriate messaging/utilization/guidelines
Build relationships/partnerships

Learn about value addieducational programs

Insights into promotional activities
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