Enterprise-Level Multichannel
Sampling for Multiple Brands via

Integrated Multichannel Marketing

A top 5 biopharmaceutical client was looking to implement multichannel sampling for multiple brands across several targeted regions. An
integrated, real-time, coordinated sampling program resulted in improved reach, improved Return on Investment (ROI), incremental
revenue gains, and significant cost reductions.

CLIENT CHALLENGES

e Four regional, multi-brand sampling programs with multimillion dollar budgets

e Only outbound tele-sampling in place

e Variability of regional targeting and customized business rules on brands offered and their quantities (typically focused on
protecting rep access)

e Disparate approach to data management, script handling

SOLUTION - Multiple channels for sampling
- Real-time integration across channels KEY OUTCOMES

- Real-time integration with the SF
e Systematic quality assurance, quality

Situation analysis revealed potential for
efficiency and synergy across brand An integrated enterprise level multichannel
infrastructure and.operations. A . control of data, execution, and billing sampling system was established to enable
consolidated and integrated multichannel integrated into system efficient, and optimized sampling of
approach was applied across the enterprise multiple brands.
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Integrated, Multichannel Sampling
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