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ABSTRACT:

The effect of digital revolution on pharmaceutical marketing is examined in this study. An industry stakeholder survey was undertaken to find out how well industry
stakeholders thought digital tools worked for patient outreach and engagement, professional collaboration, patient data access, and overall industry efficiency.

The study investigates how competitiveness, information quality, and the function of medical representatives are affected by digital marketing. It also looks at the
difficulties with legal environments, ROl measurement, training, and combining traditional and digital marketing techniques. Pharmaceutical firms may create
efficient marketing strategies and improve patient outcomes by comprehending the opportunities and difficulties posed by digital transformation.
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Introduction:

Technology breakthroughs and changing patient expectations are causing a significant upheaval in the pharmaceutical sector. Pharmaceutical marketing
is changing as a result of digital technologies, which present hitherto unheard-of chances to engage patients and healthcare professionals (HCPs). But
there are also a lot of important issues with this transition that need to be carefully considered.

The Digital Revolution in Pharma

Historically, the pharmaceutical business has depended on face-to-face contacts with healthcare professionals and patient-centered marketing approaches.
But the emergence of digital technology has upended this paradigm, making it possible to take more focused, individualized, and data-driven methods.
Websites, social media, smartphone applications, email, and other digital channels have become indispensable resources for connecting and interacting
with important stakeholders

Key Drivers of Digital Transformation

» Increasing Patient Expectations: Patients are demanding quick access to information as well as individualized treatment as they
become more knowledgeable and empowered.

»  Technological Advancements: With the widespread use of digital devices and the accessibility of sophisticated analytics tools, new
avenues for marketing and sales have been opened.

»  Regulatory Shifts: Pharma businesses' ability to take use of digital channels is being shaped by changing regulatory environments.

Research Gap

»  Despite the general recognition of the potential advantages of digital transformation in pharmaceutical marketing, there is a lack of
empirical study examining the particular possibilities and problems faced by industry stakeholders. By investigating pharmaceutical
professionals' opinions and experiences about how digital technologies affect several facets of their jobs, this study seeks to close this
gap.
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Research Objectives

This research seeks to:
»  Evaluate how well digital marketing tools connect and engage with patients.
»  Assess how digital platforms might improve interaction and cooperation between HCPs.

»  Look at how digital technologies affect patient data analysis and access. Examine how the digital transition is seen to have affected the overall
efficiency of the industry.

»  Examine the prospects and difficulties related to digital marketing for the pharmaceutical sector.

Review of literature:

1. Hariry and colleagues, 2021; Reinhardt et al., 2021 The sector Pharmaceutical Industry 4.0 is expected to play a significant role in the
development of intelligent automation technologies and enhanced manufacturing applications, including customized medicine, additive
manufacturing, localized 3D printing of therapies, and more.

2. Farajinthe year 2021 Digitalized technology is more crucial than ever in the aftermath of COVID-19 to enable businesses across all industries
to enhance performance through increased industrial productivity, enhanced competitiveness, more precise planning and forecasting, and long-
term financial viability.

3. Onediscipline of pharmaceutical management that focuses on a variety of marketing techniques is called pharmaceutical marketing, or pharma
marketing. It affects regular customers, pharmacists, and physicians equally. A great deal of study has been done in this field, which is why
this paper looks at what is currently known. The Pharmaceutical Marketing Mix, Consumer Behavior Regarding Pharma Products, Green
Marketing Strategies, and Execution of Pharma Marketing Initiatives are the four main topics into which the report's authors have divided
their results. (April 2022)

4.  (https://doi.org/10.31033/ijemr. 12.2.10).

5. According to Rathford et al. (2001), customers may compare items offered by different merchants and obtain product information at a low
cost by using the Internet. They can also quickly and efficiently assess the options to find the greatest deal on a certain good.

6.  The relationship marketing concept is represented in Chaffey's definition, which emphasizes that the company model, not technology, should
drive electronic marketing.

7. (Wnim.com/Arche/lssue2904/eMarketing.htm)

8. 2009, Steltzner with Facebook, blogs, Twitter, YouTube, and LinkedIn ranking at the top of the list of users across the various platforms,
many practitioners now view online marketing as the new medium for market communication.

9. According to IBM (2012), pharmaceutical companies may utilize social media to monitor brand reputation and obtain vital client feedback
for more inventive marketing. As a result, pharmaceutical businesses may improve their patient interactions by using social media. It may be
difficult for the pharmaceutical industry to rely only on marketing, but WHO (1998) has not addressed any issues with advertisements that are
broadcast through electronic media.

Research Methodology:

Data Sources: The majority of the main data used in this study was gathered via questionnaires. A systematic series of questions intended to elicit certain
data from respondents is called a questionnaire. Using this technique allows for the collection of first-hand information on participant attitudes, beliefs,
and actions about the digital revolution of pharmaceutical marketing. The questionnaire's main components include demographic data, familiarity with
digital technologies, usage trends, perceived efficacy, and difficulties encountered. This methodology produces unique data for analysis and permits a
concentrated investigation of the study issue.

Data Usage: The main source of information for this study is primary data, which was gathered only via questionnaires. This strategy guarantees authentic
and primary data, which is necessary for an in-depth examination of the digital revolution in pharmaceutical advertising.

Sample Size: Forty-five pharmaceutical industry professionals, including physicians, medical reps, and pharmacists, made up the study's sample. In order
to achieve the goals of the study, it was decided that this sample size would adequately reflect the target population. The present sample size is thought
to be sufficient for exploratory analysis and the detection of important patterns within the targeted population, even if a bigger sample might provide
more statistical power.
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Data Analysis:

Digital marketing tools have improved my ability to reach and
engage with patients effectively.

4

@

m Strongly Agree = Agree m Neutral = Disagree m Strongly Disagree

Interpretation:

The survey results on the effectiveness of digital marketing tools for reaching and engaging patients reveal a mixed sentiment. Over a third (33.3%) of
respondents strongly agreed, and another 20% agreed that these tools have improved their ability to connect with patients. However, a significant portion
(24.4%) also expressed disagreement, suggesting a need for further exploration of how digital marketing can be optimized for better patient engagement.

Digital marketing has improved the quality of information
available to healthcare professionals.

\

m Strongly Agree m Agree m Neutral = Disagree = Strongly Disagree

Interpretation:

The survey results indicate a strong positive sentiment towards the impact of digital marketing on the quality of information available to healthcare
professionals. Over 82% of the respondents (strongly agree and agree) believe that digital marketing has improved access to information. This suggests
that digital marketing channels are playing a significant role in disseminating valuable information to healthcare professionals.
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There is sufficient training and support available for using digital tools in
the pharmaceutical industry.

¢

m Strongly Agree  m Agree  m Neutral m Disagree = Strongly Disagree

Interpretation:

The survey question about the availability of sufficient training and support for using digital tools in the pharmaceutical industry yielded mixed results.
A significant portion of respondents (27.27%) agreed, indicating that they believe there are adequate resources available. However, a nearly equal
proportion (29.09%) disagreed, suggesting they perceive a lack of training and support. A combined 49.09% of respondents (strongly disagree and
disagree) expressed dissatisfaction with the current situation. This highlights the need for the industry to address potential gaps in training and support
programs to ensure that professionals have the necessary skills and resources to effectively utilize digital tools.

| believe digital tools can help improve patient compliance and
adherence to treatment plans.

= Strongly Agree
= Agree

u Neutral

= Disagree

= Strongly Disagree

Interpretation:

A significant portion of the respondents (80%0) believe that digital tools can be beneficial for patient compliance. More than half (51.1%6) strongly agreed
with the statement, indicating a positive sentiment towards the role of digital tools in improving medication adherence. Only a small minority (11.1%)
disagreed with the statement.

Overall, the survey suggests that there is a positive perception among the healthcare professionals surveyed regarding the potential of digital tools to
improve patient compliance.

— cmwrgry it = orapiea — rmeunion = beupite = SMiipiy g e

Interpretation:

Combined, a substantial majority of respondents (75.56%) strongly agree or agree that the role of medical representatives will undergo significant changes
due to digital transformation. This finding underscores the transformative impact of digital technologies on the pharmaceutical industry and the need for
medical representatives to adapt to new challenges and opportunities.
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The relatively small percentage of respondents who disagree or strongly disagree suggests a general acceptance of the inevitability of digital
transformation within the industry.

Findings
»  Effectiveness of Digital Marketing Tools: Digital marketing tools have shown mixed results in effectively reaching and engaging patients,
with a significant portion of respondents expressing dissatisfaction.
» Impact on Information Quality: Digital marketing has significantly improved the quality of information available to healthcare
professionals, according to the majority of respondents.
»  Training and Support for Digital Tools: There is a notable gap in training and support for digital tools within the pharmaceutical industry,
as evidenced by the high percentage of respondents expressing dissatisfaction.
>  Digital Tools and Patient Compliance: Respondents demonstrate a strong belief in the potential of digital tools to enhance patient compliance
and adherence to treatment plans.
»  Digital Transformation and Medical Representatives: The role of medical representatives is expected to undergo significant changes due
to digital transformation, with a clear majority of respondents agreeing on this point.
Conclusion:

The findings of this study provide valuable insights into the impact of digital transformation on pharmaceutical marketing. The results highlight both
significant opportunities and challenges for the industry.

Opportunities

> Enhanced Patient Engagement: Digital tools offer immense potential to reach and engage patients more effectively, leading to improved
patient satisfaction and loyalty.

»  Improved Information Dissemination: Digital marketing has proven to be an effective channel for delivering high-quality information to
healthcare professionals, fostering better decision-making.

> Data-Driven Decision Making: The ability to access and analyze patient data through digital tools enables pharmaceutical companies to
make more informed and targeted marketing decisions.

> Increased Efficiency: Digital transformation has the potential to streamline marketing processes, leading to increased efficiency and cost
savings.

Challenges

> Training and Support Gap: The lack of adequate training and support for digital tools represents a significant challenge that must be
addressed to maximize the benefits of digital transformation.

»  Complex Regulatory Environment: Navigating the regulatory landscape for digital marketing in pharmaceuticals can be complex and time-
consuming, hindering innovation.

> Measuring ROI: While digital tools offer advanced tracking capabilities, accurately measuring the return on investment for marketing

campaigns remains a challenge.

In conclusion, digital transformation is reshaping the pharmaceutical industry, offering substantial opportunities for growth and innovation. However, to
fully realize these benefits, pharmaceutical companies must invest in employee training, stay abreast of regulatory changes, and develop robust metrics
for evaluating digital marketing performance. By addressing these challenges, the industry can harness the power of digital technologies to improve
patient outcomes and achieve long-term success.
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