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AY E AR-ROU N D TR AI N I N G FOR FOR MORE THAN 35 YEARS, Plarmaceutical Representative magazine

has been the industry’s leading source of ongoing sales insight and
PENNIES PER DAY development. It provides the essential skills
sales representatives need to maximize their
access and value to healthcare providers. It
also enhances the expertise of trainers and
managers so they can support the profession-

al growth of their sales force.

MONTH-TO-MONTH TRAINING AND 1}
DEVELOPMENT - WITHOUT LEAVING T é_
THE FIELD What will you get when you I \\ .

| - Pes:
subscribe to Pharmaceutical Representative? Every A

month, your representatives will benefit from the experience and insight
of seasoned professionals and industry leaders through informative how-
to articles on topics like:

* Medicare Part D

* Ways to partner with physicians

* Effective probing

* Using studies to influence prescribing behavior

* Handling objections

* Defending the value of your products and industry

* Working productively with your sales team

34% of readers say Pharmaceutical Representative 75% of readcre T Or more * Professional development

has increased their script sales.* of the publication each month.* * Selling to nurses and pharmacists
‘ ‘ * And much, much more!

*SURVEY METHODOLOGY The survey sample of 1,000 was selected in a systematic fashion by Superior Fulfillment and Readex Research from Pharmaceutical Representative’s domestic paid, named and group circulations, representing approximately 27,250 recipients (or about 33% of Pharmaceutical
Representative’s 77,390 circulation) at the time of sample selection. Data were collected via mail survey from November 12 to December 15, 2004. The survey was closed for tabulation with 505 usable responses —a 51% response rate. The margin of error for percentages based on 505 usable responses is
+4.3% at the 95% confidence level - that is, 95% of the time we can be confident that percentages in the actual population would not vary by more than this (in either direction).

¢ Pharmaceutical Representative magazine enables our pharmaceutical sales specialists to stay abreast of industry trends. It also provides our people with

new ideas about how to bring greater value to our customers and ultimately our patients.”

Israel A. Gonzalez, Executive Director of Sales Training, AstraZeneca




ACTION-ORIENTED ADVICE FROM

IN ADDITION TO OUR ARTICLES, WE'RE PROUD TO OFFER A VARIETY

OF MONTHLY RESOURCES THAT GIVE REPS AN EDGE AVAILABLE INDUSTRY EXPERTS
NOWHERE ELSE. HERE IS JUST A SAMPLE:

THE CLINICAL SIDE Jane Y. Chin, Ph.D., a former pharmaceutical representative

and medical science liaison, presents an enlightening take on the clinical aspects

of pharmaceutical sales.
p PRACTICAL TIPS Every issue of

Pharmaceutical Representative is
packed with advice that reps can
immediately apply in the field

THE DOCTOR’S WORLD Practicing physician Neil Berliner gives representatives an
insider’s view of the issues doctors encounter in their practices.

CONTINUING EDUCATION Pharmaceutical Representative and the Certified

perSICMNE ARE COMPERS &1

Medical Representatives Institute have partnered to provide a continuing education "‘*Fu.‘-.mn'-*_vft_ EReCha—rey

program that gives representatives the up-to-date knowledge they need to converse . -

confidently with healthcare professionals. Each issue includes one article of a three- T

part series. At the conclusion of each series, reps can complete a self-assessment

quiz and return it to the CMR Institute for evaluation. Eﬁ*ﬂ
Oy e e

THE COMMUNITY We give reps, managers and trainers the recognition they =

deserve by highlighting recent promotions, awards and achievements submitted by
our readers, shining the spotlight on exceptional representatives in Rep Profile and
covering the activities of pharmaceutical representative associations nationwide.

WORDS To support our readers’ professional development, we provide a monthly — = —
review of professional development books relevant to pharmaceutical salespeople,
as well as a selection of motivational and enlightening quotes.

PHARMACEUTICAL REPRESENTATIVE ALSO KEEPS REPS INFORMED FOR
THEIR CONVERSATIONS WITH DOCTORS BY PROVIDING A WEALTH OF
HEALTHCARE NEWS AND TREND ARTICLES, THE LATEST NEW DRUG
APPROVALS AND INDICATIONS, AND THE RESULTS OF RECENT STUDIES
PUBLISHED IN PEER-REVIEWED JOURNALS.

CALL (877) 922-2022 TO START YOUR PRESCRIPTION TODAY!

¢¢ Pharmaceutical Representative magazine provides our sales forces with articles from leading consultants that enhance their competencies of selling skills,

business knowledge and territory management. We have found it a very cost-effective investment.”

John Kuchna, Senior Director, Training and Development, King Pharmaceuticals




REINFORCE SALES SKILLS  CUSTOM NEWS! Piarmaceutical Representative’s

talented staff of editors and designers can work

WITHOUT LEAVI NG TH E with you to create a custom newsletter to mail

35% of readers say Pharmaceutical Representative
has increased their access to physicians.*

FIELD to your representatives with the magazine.

Reinforce recent training, announce promo-
tions, highlight upcoming events — whatever
your message, we can make sure it’s heard
loud and clear.

71% of readers save the entire issue for future
reference or clip/copy articles of interest.*
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[A year’s subscription to Pharmaceutical Representative] buys me and my sales reps: updates on industry news, helpful, ‘sharpening-the-saw’ selling techniques

such as clinical study selling, the history of evidence-based medicine and keeping your emotions in check. These are all issues I regularly coach as a

district manager. I'm also teaching an MBA pharmaceutical marketing course where I will recommend your magazine to my students.

Frank Melfa, District Manager, Wyeth Pharmaceuticals and author of “Pharmaceutical Landing”




PROVEN SALES EFFICACY

PHARMACEUTICAL REPRESENTATIVE IS NOT ONLY A GREAT TOOL FOR

DEVELOPING YOUR TEAMS - WE ALSO PROVIDE CONTENT DEDICATED FOR 35 YEARS
TO HELPING SALES LEADERS PERFORM AT THEIR BEST:

FRONTLINE LEADERSHIP Every month, leadership development veterans Joe

Renda and Matt Moyer provide managers and other leaders with inspiration and

practical advice for making the greatest possible impact on their teams and

organizations.

SPBT NEWS The Society of Pharmaceutical & Biotech Trainers gives a quarterly
report on the organization, its Train-the-Trainer programs and its yearly conference,
as well as thoughtful advice and insight for trainers.

Every April and September, our TRAINING GUIDE and MANAGEMENT GUIDE
feature a selection of articles that help trainers and managers advance their skills
and overcome their unique challenges, whether they're aspiring, new to the job or

old pros.
60% of readers agree that reading Pharmaceutical 69% of readers agree that reading Pharmaceutical
Representative improves their motivation level.* Representative improves their level of professionalism.*

¢ Our sales management team 1s always looking for supplemental resources to bolster the image of our representatives in physician offices. Pharmaceutical

Representative magazine is a very cost-effective method of keeping our sales force up-to-date on the latest industry trends. This resource provides them

the opportunity to add value in a physician’s office, which is obviously a primary goal of any representative in our industry.”’

Mani Chidambaram, Director, Learning and Development, Esprit Pharma




JOIN THE RANKS OF
THE NATION’S MOST
SUCCESSFUL
PHARMACEUTICAL
SALES FORCES

These companies provide Pharmaceutical Representative to their reps:

Abbott Laboratories

Adams RT

Altana Pharma

AstraZeneca LP

Barr Laboratories Inc.

Bausch & Lomb Pharmaceuticals
Berlex Laboratories

Biogen Idec Inc.

Biovail Pharmaceuticals

Biovail Pharmaceuticals Canada
Boehringer Ingelheim Corp.
Braintree Laboratories Inc.

C3i Inc.

Connetics Corp.

Coria Laboratories Ltd.

Daiichi Sankyo Inc.

Dermik Laboratories

Eisai Inc.

Endo Pharmaceuticals

Esprit Pharma Inc.

Ferndale Laboratories
Fournier Pharma Corp.
Fujisawa Healthcare Inc.
GlaxoSmithKline

Icos Corp.

Inspire Pharmaceuticals

King Pharmaceuticals
Lundbeck Australia
Mallinckrodt Pharmaceuticals
Medicis

Merz Pharmaceuticals

Novo Nordisk Pharmaceutical Inc.
Organon

OrthoNeutrogena

P & G Pharmaceuticals

Pfizer Inc.

Pharmaderm

Pharmagistics LLC

Purdue Frederick

Reliant Pharmaceuticals
Roche

Sanofi-Aventis
Schering-Plough Corp.
Schwartz Pharmaceuticals
Sepracor Inc.

Servier Canada

Solvay Pharmaceuticals
Stiefel Laboratories
Synthon Pharmaceuticals
Takeda Pharmaceuticals
TAP Pharmaceuticals
Taro Pharmaceuticals
Ther-RX

UCB Pharma Inc.
Upsher-Smith Laboratories
Ventiv Health US Sales

I was at a meeting with some of my colleagues and we were discussing publications we read to stay current and sharp. Collectively, we agreed that PR

magazine was a publication we always place on the top of our ‘read lists.” It keeps us current, provides competitive insight, offers best practices and broadens

our strategic perspective. Thank you for continuing to ensure that PR magazine is best-in-class for industry professionals.

Joe Renda, Director, Cluster Operations, Pfizer APM
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