
Copyright © 2014 Quantia Inc. All Rights Reserved.

Working the System
4 Trends Driving New Opportunities 
for Engaging Physicians in Organized 
Provider Systems

Key findings from Capgemini Consulting and Quantia study (N=2,996)
October 2014



page 2 of 9Working the System: 4 Trends Driving New Opportunities for Engaging Organized Physicians 

Copyright © 2014 Quantia Inc. All Rights Reserved.

Introduction
Where have all our doctors gone? By now, pharmaceutical companies 
know the answer well—the healthcare industry continues its seismic shift 
of more and more physicians joining Integrated Delivery Networks (IDNs), 
Integrated Health Networks (IHNs), Accountable Care Organizations 
(ACOs), and other organized provider systems. As consolidation of 
healthcare providers continues, pharma’s access to physicians is 
decreasing and the door is quickly closing on some of the industry’s 
longstanding commercial and engagement strategies. 

According to a recent survey of nearly 3,000 physicians conducted by 
Capgemini Consulting and Quantia, the majority of physicians today are 
practicing within an organized health system. Newer physicians (fewer 
than 10 years out of medical school) are almost exclusively joining 
organized systems. Those who are not already part of an organized 
system expect they soon will be, and the outlook from many of the 
physicians surveyed portends what many others already know. When 
asked to predict the impact that joining an organized health system 
would have on their practice, the most popular response was “more 
restrictions on my treatment decisions.”  

Given this outlook, where to go from here? By design, larger organized 
providers aim to reduce healthcare costs and improve the overall 
quality of patient care through more centralized decision-making. Not 
surprisingly, the result is more restrictive policies, increased application  
of standardized treatment protocols, and generally tighter guidance 
around physicians’ practices. 

Trend #1 
As the market consolidates, 

physicians are less accessible than 
ever before

Trend #2 
The policies of organized health 

systems significantly restrict 
physicians’ decision-making

Trend #3 
Despite a building intent, pharma 

is still falling short in what it offers 
to organized physicians

Trend #4 
There’s a lack of communication 

and alignment between organized 
physicians and their executives
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There are a host of key metrics by which these organizations measure 
performance, ultimately leaving less room for individual treatment 
preferences (see Figure 1). For starters, organized health systems heavily 
emphasize the efficiency of their staff, often linking compensation to 
physicians’ patient volume, reducing the available time for continuous 
learning through peer discussions and interactions with professional sales 
representatives. In addition, recent regulatory changes have put pressure 
on Electronic Medical Records (EMRs) to enable “Meaningful Use” reporting 
in physician practices—and it’s no secret that many organizations have 
struggled to effectively implement them. 

As is often said, no door closes without another opening.  Pharma 
companies willing to fundamentally reconsider traditional commercial 
strategies have a huge opportunity to deliver real value to health systems 
at both the physician and executive level, helping to improve efficiency and 
performance to deliver better patient care.  In fact, the vast majority (90%) 
of organized providers surveyed believe pharma partnerships have 
the potential to improve quality of care, yet 40% responded they are 
not currently partnering with pharma on any performance improvement 
initiatives. 

The study identified four trends concerning organized providers and 
potential opportunities for pharma companies that they present.

There is a perfect storm occurring in healthcare as more physicians 
are being employed by health systems and thereby less accessible 
to pharmaceutical reps, more constrained in their prescribing 
behaviors, and increasingly beholden to performance metrics.Yet the 
survey findings indicate that despite this increasingly consolidated 
environment, physicians overwhelmingly believe that pharmaceutical 
companies willing to adapt their physician engagement strategies have 
the potential to add real value to their organized networks.

“

Metrics Tied to HCP 
Compensation

Figure 1

*e.g. HEDIS, readmission rates
**MFU = Meaningful Use Requirements

Patient satisfaction scores

22%

Patient volume/efficiency

25%

Healthcare quality/ 
outcomes measures*

23%

Compliance with MFU**

21%
None of the above

9%

Let’s take a closer look at the survey data and their implications.  

Dan Malloy, Executive Vice President, Quantia

  10%           20%          30%           40%

Organized Providers (N=2,969)
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Opportunity:  The good news is that today, digital media is physicians’ 
preferred source for accessing pharmaceutical information – with 76% of 
organized providers identifying digital media as their top choice over other 
channels such as print media, in-person representatives, and phone links. 
They cite their reasoning as digital’s ability to deliver convenient, relevant, 
and personalized information (these attitudes were revealed in the 2013 
survey results from Capgemini Consulting and Quantia).  

Among newer doctors, this preference for digital media jumps to 83%.  
Digital platforms offer the access—as well as the insights—that pharma 
needs to tailor their messages to different target segments and keep their 
brand top-of-mind. In the context of organizational policies restricting 
access to traditional sales representatives, pharma needs to fully 
understand how physicians leverage digital assets,  and devise strategies 
to engage physicians at different points in their workflow at different times 
during the day or week.

In addition, the scalability of digital media’s reach gives pharma more bang 
for its buck in organized  systems, with the ability to promote information 
and educational programs across the entire network, not just to individual 
physicians. While shifting to digital  will require pharma to internally 
challenge traditional  micro-targeting of physicians and acknowledge the 
driving nature of membership in / employment by an organized provider 
system, the opportunity is in promoting broadly across a health system 
while aligning with its performance objectives.

• The percentage of “no-see” physicians has jumped from 27% to 32%, an 
18% increase over just the past year (see Figure 2); the trend is consistent 
across PCPs and specialists 

• 42% of physicians within organized provider systems reported never 
seeing pharma representatives, compared to 25% of independent 
practitioners; approximately 80% of physicians within organized provider 
systems who do not see sales reps reported that this was due to 
organizational policies

Trend #1:
As the market consolidates, physicians 
are less accessible than ever before 

Frequency of In-Person 
Visits from Pharmaceutical 
Reps

Figure 2

14%

15%

22%

22%

37%

31%

27%

32%

2013 (N=2,966)

2014 (N=2,996)

On a regular basis (more than 
once per day)

On a semi-regular basis (more 
than once per week)

On a limited basis (1-3 times per 
month)

Never

  10%           20%          30%           40%

http://www.quantia-inc.com/news-blog/press-releases/new-research-from-capgemini-consulting-and-quantia-reveals-digital-media-is-now-the-preferred-source-by-physicians-for-accessing-information-from-pharmaceutical-companies/
http://www.quantia-inc.com/news-blog/press-releases/new-research-from-capgemini-consulting-and-quantia-reveals-digital-media-is-now-the-preferred-source-by-physicians-for-accessing-information-from-pharmaceutical-companies/
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• Over 50% of all physicians indicate they are practicing within some type 
of organized health system

-  More than 1/3 of physicians are currently a part of an Integrated 
Delivery Network (IDN) or Integrated Health Network (IHN), the most 
restrictive type of systems

-  More than 7 out of 10 newer physicians (less than 10 years out of 
medical school) are employed by an organized health system

• Over 50% of physicians who work in organized health systems are limited 
to prescribing medications that are either on formulary or require prior 
authorization (see Figure 3)

-  These restrictions are greater for in-patient settings with increased 
prevalence of protocols and care pathways

Opportunity:  Given this changing landscape, it is no longer enough to 
simply ensure the physician believes in a product’s clinical profile. For a 
drug to be prescribed, it must first be on the formulary and available in the 
EMR system—before the physician even sees the patient. Pharma must 
therefore alter its strategy with these customers to gain acceptance and 
formulary access from executive decision makers while facilitating pull-
through at the individual physician level. This requires designing push and 
pull approaches that support the topics that keep these organizations up 
at night—things like Meaningful Use, patient satisfaction, and other key 
metrics identified by our survey respondents (see Figure 1). Positioning 
themselves as a partner in these high-level conversations gives pharma 
a chance to prove its value and establish a strong relationship with these 
important customers.

Trend #2:
The policies of organized health systems significantly 
restrict physicians’ decision-making

Level of Formulary Control

Figure 3

Out-Patient

In-Patient

10%

22%

38%

48%

32%

20%

20%

10%

Can only prescribe drugs 
on formulary

Can choose alternatives from 
formulary with authorization

Formulary is more of a guide 
than a mandate

Limited restrictions on 
prescribing decisions

  10%           20%          30%           40%

Organized Providers (N=2,269)
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• While physicians named “provider and staff education” as the top area 
(41%) for improving quality of care and performance, only 16% believe 
that the pharma industry is currently addressing this area 

• Nearly 40% of physicians say they aren’t partnering with pharma in any 
of the areas that are most important to performance improvement (see 
Figure 4)

• 90% of all physicians believe pharma partnerships have the potential to 
improve quality of care 

Trend #3:
Despite a building intent, pharma is still falling 
short in what it offers to organized physicians

Top Area for Improving 
Performance (Physician-Level) 

Current Partnerships Between 
Organized Providers and Pharma

Top Provider Improvement Needs
Figure 4

16%

16%

12%

9%

8%

39%

41%

18%

24%

9%

8%

Provider/staff education

Patient support services

Care coordination

Clinical protocol/pathway development

Quality improvement programs

None of the above

Opportunity:  A wide range of 
approaches can help pharma 
partner with organized health 
systems at the physician level. 
Such approaches may include 
designing educational programs 
and resources, deploying nurse 
care educators, organizing grand 
rounds presentations, and creating 
patient adherence programs aimed 
at improving key performance 
metrics. Disseminating patient, 
product, and disease state 
educational materials helps boost 
the knowledge of support staff and 
increases awareness among the 
patient base.

Meanwhile, a shift in strategy 
that includes resources designed 
for the executive level can also 
help organized systems perceive 
pharma as a partner in reaching 
their organizational goals. C-suite 
decision makers want to know how 
pharma’s products address overall 
population health management, 
including cost (to the patient and 
the payor) and reimbursement.  
There’s opportunity for pharma 
to also focus on providing Health 
Economics & Outcomes (HEOR) 
data, managed care support and 
adherence programs to executive 
stakeholders to demonstrate the 
ability of their products to reduce 
hospital readmissions and overall 
costs to the system. In addition, 
supporting these executive 
stakeholders to address areas such 
as care transition and value-based 
purchasing are longer-term plays 
with the potential for significant 
payoffs in increasing the value 
pharma brings to these customers. 

  10%           20%          30%           40%  40%           30%          20%           10%

(N=2,152) (N=2,269)
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Physician-Level Executive Level

Top Area for Improving Performance
Figure 5

2%

29%

39%

16%

14%

41%

18%

24%

9%

8%

Provider/staff education

Patient support services

Care coordination

Clinical protocol/pathway development

Quality improvement programs

Opportunity:  Pharma is well-
positioned to help bridge the 
gap between physicians within 
organized systems and their 
executive teams responsible for 
organizational performance, but it 
will require a strategic and tactical 
shift. For example, the micro-
targeting approaches that have 
previously been so successful in 
activating independent physicians 
won’t work in these organizations 
without additional consideration 
of the system itself – its processes, 
protocols and focused areas  
of need.  

The situation calls for a two-
pronged approach:  partnering 
with executive decision makers 
on organizational initiatives (e.g., 
improved care coordination 
and formulary decisions) while 
continuing to engage with and 
support (with the help of digital 
media)  individual physicians 
to facilitate pull-through, build 
ground-level relationships and 
establish a base for support in the 
next rounds of formulary protocol.

• While 41% of physicians cite “Provider and Staff Education” as a top area 
of improving performance, it ranked lowest (at just 2%) among executives, 
who instead cite “Care Coordination” as their top priority  
(see Figure 5)

• Organizational decisions made at the executive level often aren’t 
communicated at the physician level 
-  41% of physicians don’t know who is making executive decisions within 

the organization
-  32% of physicians don’t know their system’s reimbursement model
-  42% of physicians do not receive any information about pharmaceutical 

cost-effectiveness from their organization

Trend #4:
There’s a lack of communication and alignment 
between organized physicians and their executives

  10%           20%          30%           40%  40%           30%          20%           10%

(N=2,152) (N=2,269)
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While the trends associated with an increasingly consolidated market pose some serious challenges, there 
are also huge opportunities for pharma to prove its value and become a trusted and influential partner to 
organized health systems.  While pharma has been historically successful at reaching independent physicians, 
there are a few key factors to consider when engaging organized providers.

Effectively manage accounts
• Develop an effective account management model to facilitate partnerships with executive-

level decision makers 

• Identify the key stakeholders and decision-makers with respect to both quality 
improvement initiatives and formulary access

Leverage appropriate channels and resources
• Enhance digital platforms and content to engage physicians where access through a 

traditional sales force is limited

• Support the field force with resources that supplement basic clinical and market access 
messaging with topics such as protocol selection impact modeling, disease education, care 
coordination, and quality improvement initiatives

Coordinate across organizational levels
• Understand the dynamic between physicians and executive decision makers within an 

organization and identify opportunities to align common interests

• Coordinate appropriate push and pull-through of resources and initiatives to deliver value 
throughout the organization

Methodology

In July of 2014, Capgemini Consulting and Quantia conducted a web-based survey of nearly 3,000 physicians to 
understand the impact of provider consolidation on pharmaceutical engagement. 

The survey was designed to analyze the impact of organized provider networks on the prescribing decisions 
of physicians; understand the preferences of organized provider networks in engaging with pharmaceutical 
companies; and identify the future role for pharma within provider networks. 

Survey respondents included Primary Care and Specialists and responses were analyzed across different 
organizational structures including Integrated Delivery Networks/Integrated Health Networks, Independent 
Practice Associations, Physician Hospital Organizations, and independent/private or group practice. 

Conclusion
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Quantia is on a mission to nurture the wisdom of the physician community 
– and tap into it to deliver better care.  Every day, our community of 
over 225,000 physicians (about 1 in 3 nationwide) visits the web and 
mobile platform QuantiaMD to learn from top experts, seek advice, and 
collaborate on a wide range of topics. Our unique approach to engagement 
science—which blends expert content, social networking, and game 
mechanics—creates an environment physicians want to explore and serves 
up high quality, meaningful interactions that inspire change. Health system 
and life sciences organizations use this platform to boost engagement 
among their target physicians, improving performance and delivering 
higher quality, more consistent care.

Learn more at www.quantia-inc.com
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