Collaboration between Medical Affairs and MSL, Sales and Marketing

Medical affairs

It is a department responsible for bridging the gap between pharmaceutical products or devices
and the medical community. The primary role of medical affairs is to ensure that healthcare
professionals have access to accurate and up-to-date information about the products, including
their safety, efficacy, and appropriate use.

Key roles of Medical affairs department include:

e Providing medical education and medical information to healthcare professionals and
stakeholders

e Collaborating closely with clinical research and development teams to generate data
supporting safety and efficacy of products

e KOL engagement to gain insights, gather feedback and disseminate scientific information
about product

e Providing medical expertise and data to support regulatory submissions for product
approvals

e Planning the publication of scientific research and clinical trial results

e Health Economics and Outcomes Research (HEOR)

MSL

= MSL stands for Medical Science Liaison. MSLs are highly trained healthcare professionals
typically employed by pharmaceutical or medical device companies which carry out the roles
of medical affairs department.

= MSLs act as a liaison between the medical affairs, clinical development, marketing, and sales
teams to ensure alignment of scientific strategies and gathering market intelligence

= MSLs focus on providing scientific and clinical information, fostering scientific exchange,
and building relationships with KOLs to support medical education and research initiatives.

= Performance metrics for MSLs may include KOL engagement, scientific exchange activities,
and the impact of medical education initiatives on healthcare professional knowledge and
behavior.

Sales

= The sales department is responsible for promoting and selling the company's products to
healthcare professionals, pharmacies, hospitals, and other potential customers.

= Sales representatives, also known as medical representatives or pharmaceutical sales
representatives, typically engage in face-to-face interactions with healthcare professionals to



provide product information, samples, and promotional materials, with the aim of driving
product uptake and sales.

= Sales representatives focus on achieving sales targets, building relationships with customers,
and promoting the company's products to drive revenue and market share.

= Sales representatives are typically evaluated based on sales performance, such as meeting
sales targets, increasing market share, and expanding customer relationships.

Marketing

= The marketing department is responsible for developing and implementing strategies to
promote the company's products, increase brand awareness, and drive demand.

» Including market research, product positioning, development of promotional materials,
advertising campaigns, and other activities aimed at reaching target audiences and
influencing their prescribing or purchasing decisions.

= Marketing activities target a broader audience, including healthcare professionals, patients,
caregivers, and other stakeholders. Marketing strategies aim to influence perceptions,
behaviors, and purchasing decisions.

= Marketing teams focus on developing and implementing strategies to promote products,
differentiate the company's brand, and communicate value propositions to target audiences.

= Marketing effectiveness may be assessed through metrics such as brand awareness, market
share, return on investment (ROI) for marketing campaigns, and customer engagement
metrics

Collaboration between Medical Affairs, Medical Science Liaisons (MSLs), Sales, and
Marketing is essential for the success of a pharmaceutical or healthcare company. Here are
some ways in which these departments collaborate:

Cross-Functional Planning and Strategy Development:

Medical Affairs plays a crucial role in providing scientific expertise and insights to inform the
development of sales and marketing strategies. This collaboration ensures that sales and
marketing efforts are aligned with the scientific evidence and clinical messaging.

MSLs act as a bridge between Medical Affairs and sales/marketing teams, providing feedback
from interactions with healthcare professionals and KOLs. They communicate the needs and
preferences of healthcare professionals to inform sales and marketing strategies.

Content Development and Medical Education:

Medical Affairs works closely with marketing teams to develop scientific content, educational
materials, and resources for healthcare professionals. This collaboration ensures that promotional
materials are accurate, compliant, and aligned with the latest scientific evidence.



MSLs contribute their expertise to the development of educational programs, presentations, and
scientific materials. They may also participate in advisory boards and speaker training sessions
organized by Medical Affairs and marketing teams.

KOL Engagement and Thought Leadership:

Medical Affairs leads KOL engagement efforts, building and maintaining relationships with key
opinion leaders in relevant therapeutic areas. MSLs play a crucial role in identifying and
engaging with KOLs, providing scientific insights, and facilitating collaborations.

Sales and marketing teams leverage the expertise and influence of KOLSs to support promotional
activities, thought leadership initiatives, and advocacy efforts. They may work closely with
Medical Affairs and MSLs to identify KOLs for advisory boards, speaker programs, and other
activities.

Clinical Support and Product Training:

Medical Affairs provides clinical support to sales teams, offering scientific insights, clinical data
interpretation, and product training. This collaboration ensures that sales representatives are
equipped with the knowledge and resources they need to engage with healthcare professionals
effectively.

MSLs play a key role in providing ongoing product training, scientific updates, and clinical
support to sales representatives. They may accompany sales teams on customer visits to provide
scientific expertise and address complex clinical questions.

Market Insights and Customer Feedback:

MSLs gather insights from healthcare professionals, KOLs, and scientific conferences, providing
valuable feedback to Medical Affairs, sales, and marketing teams. This collaboration helps to
identify emerging trends, unmet needs, and opportunities for product differentiation.

Sales representatives serve as a frontline source of customer feedback, sharing insights from
customer interactions and market intelligence with Medical Affairs and marketing teams. This
feedback loop informs strategic decision-making and enhances customer engagement efforts.

Overall, effective collaboration between Medical Affairs, MSLs, sales, and marketing teams
fosters alignment, innovation, and success in bringing products to market and supporting
healthcare professionals in delivering optimal patient care



