Successfully Marketing Clinical Trial

Results

Winning in the Healthcare Business

SUCCESSFULLY Giinter Umbach
MARKETING
CLINICAL TRIAL December 2006 297 x 210 mm

RESULTS 220 pages A4 Hardback
978-0-566-08643-4 £99.00

VUQW

o
O
=
m
o

Winning i the Healshoore Bueanes

In the US alone, pharmaceutical companies spend around $7 billion a year on clinical trials for drugs; all this in a global
market where increasing competition and pressure on healthcare financing are both impacting on margins and profitability.

One solution for pharmaceutical companies lies within the clinical trials themselves. If only you can communicate the trial
findings to the right people, in the right way, you can benefit from this huge investment and add significant value to your
product range and your brand.

Successfully Marketing Clinical Trials Results is a comprehensive guide for every marketing professional faced with the
challenge of using marketing to convert scientific data into sales. The book offers you practical knowledge on how to use
medical research data to maximise the revenue from your products.

There are sections explaining how to:

identify your market and devise your strategy;

develop your content and translate data into a message that has impact;
use language, layout and illustrations to best effect;

communicate internally as well as externally;

make best use of the resources available;

align your sales force and the external agencies with whom you work;
lead the people in the project team;

co-operate with the medical researchers, external experts and the press.

In this book are answers for everything from how to handle class-effect questions to developing a shared brand
vocabulary. There are plenty of vivid examples and real-life applications to reinforce the ideas. Cases studies illustrate
solutions to problems; checklists and tips will help to implement the suggestions and recommendations.

Gunter Umbach has distilled the essence both of 25 years' experience in the healthcare market and of his highly
successful seminar series on marketing clinical trials into the professional advice given in this book.

The text is accompanied by a CD ROM containing detailed Powerpoint slides supporting each of the (over 300)
techniques that you can use in your marketing team meetings to develop great ideas of your own.

Contents

Introduction; Personal goals and objectives; Analyzing the market and devising a strategy; Developing your content;
Winning Attention; Making Best Use of Language; Design: Choosing Style and Layout; Designing diagrams and charts;
Devising direct mail that gets good responses; Using images and illustrations; Creating emotional impact; Improving your
branding skills; Adapting to a professional role; Becoming more resourceful; Marketing internally; Communicating
externally; Maximizing your impact; Mobilizing external support; Developing the project strategy; Implementing the project;
Becoming a project leader; Action; Suggested further reading.

About the Author

Dr Gunter Umbach's company 'Healthcare Marketing Dr Umbach & Partner' provides training and consulting services to
marketing professionals in healthcare companies. He has worked as product manager, medical director and marketing
director in the pharmaceutical industry. When he became the international team leader for a billion-Euro brand, the team
achieved the highest sales in the history of the product. Clients benefit from his insights as research fellow at a major
American university, as board-certified gynaecologist and as member of several medical and scientific societies. He has
experience as a lecturer at two German universities, a faculty member at a European management centre and an
instructor in advanced courses on marketing. Visit Dr Umbach's web site at www.umbachpartner.com
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