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INTRODUCTION

. In Medical Marketing research is conducted on the target groups and what they value is determined. From this a 'Brand position' is devised thus giving clear guidance to those implementing a com-

The goal of commercial marketing is to develop a relationship between the client and the product. This is achieved by creating a brand identity with which the consumer can relate.
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OBJECTIVE

Core message of
product

. To design VISUAL-AID

Primary
promotional tool

. To make a Business-Plan.

VISUAL-AID

Key tool for
detailing
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. Visual-Aid is the primary promotional tool that each Medical-Representative must have for detailing.
It contains the core message of the product.

RATIONALE

. Business Plan describes the product (s), markets, segments and targets for division.

you expect to happen.
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. 'To establish the right steps before a new launch, including what you need to do, what resources will be required, and what
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e i 3 Telmisartan (Arbitel) provides a superior Bf
e i 4 comparison to ACEls (enalapril, ramipril and perindopril)
= i 3 and has fewer drug-related adverse events and better
- i 3 tolerability in hypertensive patients. \
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e i K] > Telmisartan decreases plasma levels of asymmetrical
e i 4 dimethyl-L-arginine and improves lipid and glucose
e i R metabolism and vascular function.
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- -3 o Telmisartan is now the only angiotensin |l type 1 receptor
- ! 3 blocker (ARB) to have proven cardio & vascular protective
- ! Q benefits beyond blood pressure reduction in this high-risk
— ! 2 population.
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