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OVERVIEW AND FLETCHER’S PARTICIPATION  

This year’s Pharma CI US conference marked a long-awaited return to live engagement. This 

energetic, three-day event was primed for reconnections, invigorated sessions, and the pursuit of 

new collaborations. For over twenty years, Fletcher/CSI, Inc. has been a key conference contributor. 

Our session presentation: Insights to Optimize Global Pharmaceutical and Medical Device Field 

Force Strategy, explored how pharmaceutical and medical device field forces evolved in the 

backdrop of the pandemic. Further, tools and techniques were shared as it relates to automating and 

empowering these shifting commercial human resource structures.   

KEY TOPICS AND TRENDS 

From our purview, the more enthusiastic topics ranged from investments in digital tools and 

platforms, the need for and value derived by CI across a wide array of applications, as well as 

optimizing vendor-client relationships.  

Investments in digital – the strong, steady rise of CI technology platforms:  

▪ Attended by hundreds, the keynote speaker highlighted the acceleration of data deals and new 

partnership models, such as Oracle and Cerner, and United Healthcare and Change. These 

deal models aim to harness the power of monetizing healthcare data. 

▪ Fletcher/CSI highlighted several investments in digital technology and sales force automation, 

such as omnichannel marketing, telemedicine, gamification, virtual booths, chat bots, and 

podcasts/simulcasts 

▪ Many tech platform providers also showcased benefits of integrating and harmonizing 

with AI engines; a topic of keen interest across multiple sessions and touched upon in many 

sidebar discussions 

CI across all aspects of the pharmaceutical industry:  

▪ The value of and need for CI was further affirmed, and in some instances, redefined across all 

aspects of the pharmaceutical value chain: from early-stage development and commercial 

alliance/partnership management, to market share preservation and life cycle management 

initiatives 

Focus on vendor-client relationships:  

▪ Several topics explored how to maximize the value of client-vendor relationships; GSK, AbbVie, 

Eisai, Horizon, among others, all contributed best practices in their highly interactive sessions. A 

lively, poll driven exchange of ideas took place in one session, and participates brainstormed on 
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how to set the stage for a successful collaboration and partnership. Transformed into a word 

cloud visual, the top attribute cited most often by the audience polling was trust. Also discussed 

were setting clear expectations, improving background and context to understand how 

information will be utilized, and succinct delivery of salient insights (i.e., less words, more 

implications—Why is this important to our business?)  

 

MARKET IMPACT(S) 

Given the consistent demand, CI practitioners are exploring the latest innovations in search of the 

most valuable and effective solutions. For those looking to establish CI within their organization, the 

Pharma CI conference enables access to peers who are following a similar journey, and/or 

organizational reference models for those already having achieved that objective of embedded CI 

programs. 

DATA = POWER PHARMATECH CI IS CRITICAL 
HUMAN INSIGHTS 

STILL NEEDED 

        

Access to data will 

improve CI impact 

Technology is 
gaining momentum 

in Pharma 

CI is required to 

optimize strategy 

Primary human 

intelligence will tie it 

all together 
▪ Major healthcare deals 

centered on data will 

allow large players to 

house, package, and sell 

their data 

▪ Options exist for all CI 

practitioners to leverage 

the latest secondary data 

in near real-time 

▪ Apps, bots, omni-channel 

marketing, and digital/ 

virtual solutions are 

mainstream tools 

▪ CI can be used to 

eliminate surprises 

▪ CI is a cycle: plan, 

gather, analyze, and 

disseminate 

 

 

▪ Despite the plethora of 

secondary CI tools, real-

time primary research will 

ensure that insights are 

accurate, trustworthy, 

and up to date 

CONCLUSION 

The 2022 Pharma CI US venue enabled both service vendors and industry alike, to share the latest 

techniques, trends, and innovative tools. Collectively, these solutions and resources ensure CI as a 

highly relied upon source, contributing to many high-level strategic deliberations, and informing on 

the most critical decisions. Fletcher/CSI remains poised to address the inflection points across the 

dynamic global healthcare ecosystem, delivering on simple, powerful, and insightful intelligence. We 

are committed to world class service to our pharmaceutical, medical device, diagnostics, and 

healthcare technology partners.  
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