






Data for campaign awareness, message retention and analyses based on detailing 
activity and advertising levels can be used to set specifi c objectives in the market-
ing plan. Tracking actual campaign response and comparing them to their class 
norms can then help marketing manage campaigns for success.

What is the signifi cance of this data?

In today’s market with companies downsizing sales forces, cost-effective support 
exposures will help reinforce the remaining sales force effort. The cost per expo-
sure for advertising averages a mere $1.50, while the cost of a detail is $150-200 
per exposure.* It is therefore extremely cost-effective to add several advertising 
(support) exposures to every detail knowing that the combination of detailing and 
advertising signifi cantly raises message retention, share of market and drives ROI. 
This is especially true in light of the information that journals remain one of, if not 
the single most, important source of information to physicians.

When it is worth detailing, it’s worth advertising.

*Kantar Media
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