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Introduction
Imagine a world where your sales team anticipates market shifts, tailors 

every interaction with healthcare providers (HCPs), and makes decisions 

fueled by data-driven insights. This isn’t science fiction—it’s the power of 

AI in pharmaceutical sales.

In an increasingly competitive and complex market, AI is creating an 

entirely new playing field. Forward-thinking pharma companies are 

harnessing various types of AI—Generative, Predictive, and Prescriptive—

to reimagine HCP engagement, forecast trends, and optimize sales 

strategies.

This e-book explores how AI is revolutionizing sales processes through 

personalized interactions, task automation, improved forecasting, 

enhanced competitive intelligence, and data-driven coaching. 

Importantly, it emphasizes how AI complements rather than replaces 

the irreplaceable human touch in building and maintaining strong HCP 

relationships.

While implementation poses challenges like regulatory complexities 

and data management issues, the benefits are substantial. Companies 

report significant improvements in engagement scores, administrative 

efficiency, and competitive positioning.

Our guide equips pharmaceutical sales leaders with the knowledge 

to navigate the AI landscape, highlighting both potential rewards and 

hurdles. It discusses the importance of leveraging AI while preserving 

the crucial human elements of empathy, trust-building, and nuanced 

communication.

The future of pharmaceutical sales is here, powered by generative AI. 

Those who embrace it thoughtfully, balancing technological innovation 

with human expertise, will be best positioned to lead in this new era. 

AI empowers pharma sales to anticipate 

shifts, personalize HCP engagement, and 

enhance strategy—while keeping the 

human touch.
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Prevalence of AI and its Importance in  
Pharma Sales
Artificial Intelligence (AI) is rapidly becoming a transformative force 

in pharmaceutical sales, marking a new era in how sales strategies 

are developed and implemented. Various forms of AI—Generative, 

Predictive, and Prescriptive—are automating tasks, personalizing customer 

interactions, and providing deep data insights. These AI types can create 

custom content, forecast market trends,  optimize sales operations, and 

even recommend the next best actions. As competition increases and HCP 

availability decreases, AI has become crucial for pharmaceutical companies 

to stay competitive and improve sales outcomes. Its ability to enhance 

efficiency and effectiveness in a challenging market makes it an essential 

tool in modern pharmaceutical sales strategies.

How this Guide Can Help Pharma  
Sales Teams
This guide serves as an essential resource for pharmaceutical sales leaders 

and their teams looking to leverage the advanced capabilities of AI to 

enhance sales performance. It features a comprehensive glossary of AI 

terms, enriching your understanding of key concepts and technologies.

You’ll find valuable insights into the challenges associated with 

implementing various AI models in your sales organization, equipping you 

with the knowledge to assist in the process effectively. By demystifying AI, 

we empower pharmaceutical sales teams to adapt to the evolving digital 

landscape, optimize sales strategies, and build stronger relationships with 

healthcare providers and clients. As you explore this guide, you’ll discover 

how different types of AI are transforming pharmaceutical sales, along 

with the opportunities and challenges they present.

AI Primer
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Understanding AI Types
Generative AI

Generative AI is a powerful tool that creates new content by analyzing large amounts of 

information on which it’s been trained. It works like a creative assistant: you provide a prompt 

or instruction, and the AI responds by generating content such as text, images, videos, or 

music. This technology learns from vast amounts of existing data, allowing it to produce new, 

similar content on demand.

As technology advances, these systems continue to improve, becoming more sophisticated 

and capable of handling increasingly complex tasks. [1]

Predictive AI

Predictive AI uses historical data and statistical algorithms to forecast future outcomes. It 

analyzes patterns in existing data to make predictions about future events or behaviors. In 

essence, Predictive AI answers the question, “What is likely to happen?”

Prescriptive AI

Prescriptive AI goes a step beyond Predictive AI. Not only does it forecast what might 

happen, but it also suggests actions to take advantage of this prediction. Prescriptive AI uses 

complex algorithms to process various data inputs and recommends the best course of action 

to achieve a specific outcome.

AI Primer

Commercial leaders reported 

an average improvement 

of 30% in patient and 

healthcare professional 

(HCP) engagement and 

satisfactionscores when they 

applied Gen AI to insight 

generation and content 

personalization.[2]

—McKinsey & Company and 

QuantumBlack AI by McKinsey

PERFORMANCE
DEVELOPMENT
GROUP

Navigating AI in Pharma Sales—From Implementation to Impact | 5

https://www.dataversity.net/a-brief-history-of-generative-ai/
https://www.mckinsey.com/industries/life-sciences/our-insights/early-adoption-of-generative-AI-in-commercial-life-sciences#/


Personalizing Customer Interactions and 
Enhancing Targeting
Generative AI revolutionizes customer engagement in pharmaceutical 

sales through hyper-personalized interactions with HCPs. By analyzing 

HCP preferences and past interactions, AI can create tailored 

communications that resonate on a deeper level. This advanced 

analysis enables hyper-personalized communications, which can 

produce up to 40% better engagement rates on digital channels like 

emails, web, and banner ads. [3]

AI can automate and customize content creation, enhance face-to-

face meetings with relevant talking points, and generate personalized 

materials aligned with each HCP’s clinical focus. This approach 

significantly improves engagement relevance and effectiveness, 

fostering stronger relationships between sales teams and HCPs.

Predictive AI enhances targeting by analyzing historical data to identify 

HCPs most likely to be interested in specific products or services. It can 

predict which HCPs are most likely to change their prescribing habits, 

allowing sales teams to focus their efforts more effectively.

Prescriptive AI takes this a step further by recommending the best 

approach for each HCP based on their predicted interests and 

AI Applications in  
Pharma Sales

Putting AI into Practice

PROMPT: Create a brief meeting prep document for 

[DOCTOR NAME], a geriatric cardiologist, about [DRUG 

NAME]. Include three key benefits for elderly heart failure 

patients, common side effects and management, a relevant 

recent study, and questions about her patient’s needs. Use 

bullet points. Stick to approved labeling.
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AI Applications in Pharma Sales

behaviors. For example, it might suggest the optimal channel, timing, 

and content for each interaction, maximizing the chances of a positive 

outcome.

Automating Routine Tasks and Workflows 
Generative AI can revolutionize the way pharmaceutical sales 

representatives manage routine tasks and enhance their workflows. 

By automating data compilation, report generation, and even tailoring 

communication to HCPs, sales reps can allocate more time to strategic 

selling and relationship building.

Predictive AI can automate the prioritization of leads and accounts, 

predicting which ones are most likely to convert or require immediate 

attention. This allows sales reps to focus their time and energy where it’s 

most likely to yield results.

Prescriptive AI can go even further by automatically scheduling follow-

ups, suggesting the best times for calls or meetings, and even drafting 

initial correspondence based on predicted preferences and past 

interactions.

AI is helping pharma companies 

increase patient access, improve 

customer experience, drive 

automation, provide predictive 

analytics, and detect potential 

misconduct.[4]

Putting AI into Practice

PROMPT: Based on my sales data and customer interaction 

logs from the past quarter, identify my top 5 most 

promising leads. For each lead, summarize their key 

interests and concerns and suggest three tailored talking 

points for our next meeting. Then, create a prioritized to-do 

list for my next week, including optimal times for follow-ups 

and preparation tasks. Finally, highlight any emerging trends 

in my sales data that could help improve my performance. 

Present all this in a brief, easy-to-read format that I can 

quickly review before sales calls.
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AI Applications in Pharma Sales

Enhancing Pipeline Management and 
Forecasting Accuracy
Pharmaceutical sales teams can enhance pipeline management and 

forecasting by strategically combining different types of AI. Predictive AI 

begins by analyzing historical data, market trends, and healthcare policies 

to forecast sales outcomes and identify patterns. Building on these 

insights, Prescriptive AI can recommend specific strategies for resource 

allocation and account prioritization. Generative AI then transforms 

these complex analyses into clear, actionable reports and presentations, 

helping teams quickly understand and act on the insights. This integrated 

approach not only improves forecasting accuracy but enables more 

strategic decision-making in the fast-paced pharmaceutical industry.

Improving Competitive Intelligence
AI can transform competitive intelligence by converting complex data 

into strategic insights. Predictive AI can analyze competitor activities 

and market trends through analysis of public records and patent 

filings, while Prescriptive AI can convert these insights into actionable 

recommendations for pricing and marketing strategies. Generative AI 

then completes the process by creating clear competitor analysis reports 

and response plans. Together, these AI capabilities help sales teams 

position their products more effectively and stay ahead in this dynamic 

market.

Putting AI into Practice

PROMPT: Based on our historical sales data for the past 

three years, current market trends from [XYZ] report, and 

upcoming product milestones, forecast our sales for the 

next quarter. Highlight any significat factors that could 

impact the forecast.

PROMPT: Based on our sales team’s performance data 

from the last quarter and the territory mapping in our CRM, 

suggest an optimal allocation of our [#] sales reps across 

our five key regions to maximize coverage of high-value 

accounts.

PROMPT: Review recent press releases, published clinical 

trial data, and public financial reports of our top three 

competitors: [LIST COMPETITORS]. Summarize their likely 

strategic focuses for the next year and how they might 

impact our market position.
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Identifying Market Trends and Customer 
Behavior
AI is transforming pharmaceutical sales strategies through powerful 

Predictive analytics. By analyzing diverse data sources, from historical 

sales to social media sentiment, Predictive AI can anticipate market 

shifts, while Prescriptive AI can translate these insights into targeted 

regional strategies and customer sentiment priorities. Generative AI can 

then create clear visualizations and reports of these findings, enabling 

sales teams to make data-driven decisions that capitalize on future 

opportunities and mitigate risks. These are not just tools but a crucial 

advantage in staying ahead of market dynamics and meeting HCP needs 

more effectively.

AI’s Role in Coaching
AI has the potential to revolutionize sales coaching by providing data-

driven insights and personalized coaching strategies. By analyzing vast 

amounts of sales data, Predictive AI can identify patterns in performance, 

allowing sales leaders to focus their coaching efforts more effectively. 

AI Applications in Pharma Sales

Putting AI into Practice

PROMPT: Analyze [DRUG NAME]’s performance using our 

historical sales data, current market share, and the latest 

aggregated prescription trends for the past three months. 

Incorporate insights from recent cardiovascular treatment 

guidelines and public health data on heart disease trends. 

Based on this data, predict potential shifts in prescribing 

patterns for [DRUG NAME] over the next six months. 

Identify factors that might influence these changes (e.g., 

new treatment guidelines, competing drugs, etc.).

AI is not just a tool, but a crucial 

advantage in staying ahead of market 

dynamics and meeting HCP needs 

more effectively.
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Prescriptive AI can create personalized coaching plans tailored to each representative’s 

strengths, weaknesses, and learning style. It can suggest which coaching interventions are 

likely to be most effective for each individual and recommend the optimal timing for these 

interventions. Generative AI can offer real-time feedback on sales interactions. In fact, AI-

powered simulations are being used to provide realistic, dynamic role-play scenarios where 

the AI adjusts the scenario based on what the sales rep says, analyzes their conversation and 

facial expressions, and provides feedback on their communication effectiveness. Generative 

AI can also be used to draft personalized coaching scripts for managers to use. AI is also 

being used to automate routine analyses, freeing up more time for high-value coaching 

activities. By leveraging these capabilities, sales leaders can deliver more targeted, timely, 

and impactful coaching, ultimately leading to more skilled and confident sales teams better 

equipped to navigate the complex landscape of pharmaceutical sales.

Research indicates that players that 

invest in AI are seeing a revenue uplift 

of 3 to 15 percent and a sales ROI uplift 

of 10 to 20 percent.

—McKinsey & Company

AI Applications in Pharma Sales
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While specialized teams handle the technical implementation of 

AI, sales leaders guide the strategic integration to transform team 

performance. Your role is to set direction, align with business goals, 

and drive adoption. 

Here are some key things to consider:

•	 Identify high-impact processes for AI integration, such as lead 

prioritization and sales forecasting. Engage stakeholders early 

to ensure cross-departmental support. Advocate for a phased 

deployment, starting with pilot programs to test and refine solutions 

before full implementation.

•	 Prioritize training and support for your sales team, ensuring the AI 

integration aligns with their needs and workflows. Establish clear 

performance metrics to measure success and drive value. Champion 

ethical considerations and encourage regular audits to maintain 

unbiased decision-making.

•	 View this as an ongoing process, advocating for continuous 

monitoring and adaptation to changing market conditions. Your 

strategic oversight will ensure that AI implementation remains 

effective and valuable for your sales organization in the long term.

Integrating AI— 
A Strategic Approach
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As outlined above, the opportunities presented by AI are numerous; 

however, implementation in pharma sales brings unique challenges 

across Generative, Predictive, and Prescriptive applications. The 

technology’s effectiveness relies heavily on high-quality data and strict 

governance to ensure compliance and prevent misinformation. Sales 

leaders must ensure AI-generated content remains compliant. Teams 

may struggle with incomplete data sets for predictive modeling and may 

resist prescriptive recommendations that seem to contradict their many 

years of field experience and relationship building. Ethical concerns can 

also arise, particularly regarding data privacy and the appropriate use 

of AI-generated content. Smaller pharmaceutical companies may find 

the implementation costs prohibitive, potentially creating a competitive 

disadvantage. Success, therefore, requires building trust in AI-enhanced 

processes while empowering teams to exercise their professional 

judgment, focusing on delivering consistently high-quality, personalized 

experiences that demonstrate value and accuracy. In this section, we 

outline some strategies for overcoming these obstacles.

Implementing AI— 
Considerations
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Implementing AI—Considerations

Ethical Considerations and Human 
Accountability
While AI is a powerful tool for enhancing performance, it cannot 

replace invaluable human expertise, particularly in the highly regulated 

pharmaceutical industry. Generative AI can create unique compliance 

challenges due to its ability to rapidly create content, which may disrupt 

established review processes for customer communications. As a leader, 

your role is to champion ethical AI use, ensuring its strict adherence to 

compliance regulations. This requires implementing robust oversight 

mechanisms, strong leadership, and clear protocols for AI-generated 

content review. By prioritizing human insight and compliance alongside 

AI capabilities, you create a balanced environment where technology 

enhances your team’s effectiveness while maintaining regulatory 

standards. Remember, you’re not merely introducing new technology—

you’re leading a transformation that can significantly elevate your team’s 

performance in a competitive market, driving sustained growth and 

success through the balanced application of AI and human expertise.

Change Management and Adoption
The journey to AI adoption works best as a collaborative effort. To make 

AI integration feel less like a mandate and more like a shared path to 

improvement, sales leaders should encourage open communication, 

allowing team members to share concerns and insights, and use early 

adopters to champion AI by sharing their successes. You should 

guide your team through AI adoption by offering sales-focused 

training, demonstrating value through pilot programs, and employing 

a phased rollout for smoother implementations. Throughout the 

implementation process, it’s important to manage expectations with 

Surveyed life sciences 

companies whose gen AI 

budgets exceed $1 million 

report that the technology’s 

impact is nearly twice (roughly 

1.7 times) that of companies 

with smaller budgets. Only 

28 percent of small biotech 

firms (with revenues less than 

$1 billion) have implemented 

a gen AI strategy, compared 

with 58 percent of large 

pharmaceutical companies.

—Early adoption of generative AI in 

commercial life sciences, May 2024, McKinsey 

& Company
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clear communications. Finally, it’s vital to foster a culture of adaptability 

and address the fear of change, noting that challenges are a natural part 

of innovation and improvement. Your steadfast leadership in change 

management will ultimately drive successful AI adoption.

Managing Implementation Pitfalls
Even if you’re not involved in the technical details, as a sales leader, 

your role in anticipating and addressing challenges can make or break 

a smooth AI implementation. Start by engaging legal and compliance 

teams early to help shape the implementation strategy and identify 

potential regulatory risks. Collaborate with cross-functional teams 

to assess risks and tackle potential integration issues early. Clear 

communication of goals and progress with stakeholders is essential.

As stated earlier, opt for phased rollouts or pilot programs, but make 

sure that they have been vetted by compliance to test and resolve issues 

before full deployment to ensure AI delivers reliable, compliant results. 

Encourage ongoing feedback and establish continuous optimization 

processes, fostering a culture of adaptability.

Implementing AI—Considerations

By focusing on these strategies, you can mitigate risks and maximize AI’s 

potential to drive sales outcomes.

AI In Action
Leading pharmaceutical companies have achieved remarkable results by 

strategically integrating AI into their sales operations. 

•	 Pfizer revolutionized their healthcare provider targeting through AI-

powered predictive analytics, leading to a 10% increase in conversion 

rates. 

•	 Meanwhile, Novartis transformed its territory management with AI-

driven algorithms, boosting sales productivity by 20%. 

•	 In a different approach, Merck focused on reducing administrative 

burden through AI automation, freeing up 30% more time for their 

sales teams to engage with customers. 

These successes demonstrate how AI adoption, when thoughtfully 

implemented, can dramatically enhance pharmaceutical sales 

performance through better targeting, streamlined operations, and 

increased customer engagement. [5]

Responsible AI can empower humans 

and human decision-making, but it is not 

meant to completely substitute for it.

—Dennis Hancock, Pfizer’s Head of Digital Health, 

Medicines and AI

PERFORMANCE
DEVELOPMENT
GROUP

Navigating AI in Pharma Sales—From Implementation to Impact | 14

https://eularis.com/leveraging-ai-to-enhance-sales-rep-effectiveness-for-higher-sales/#:~:text=Case%20Studies&text=One%20such%20case%20is%20Pfizer,representatives%20within%20these%20pharmaceutical%20companies.
https://www.pfizer.com/news/articles/three_principles_of_responsibility_for_artificial_intelligence_ai_in_healthcare#:~:text=Since%202014%2C%20Pfizer%20has%20used,experience%20an%20%E2%80%9Cadverse%20event.%E2%80%9D
https://www.pfizer.com/news/articles/three_principles_of_responsibility_for_artificial_intelligence_ai_in_healthcare#:~:text=Since%202014%2C%20Pfizer%20has%20used,experience%20an%20%E2%80%9Cadverse%20event.%E2%80%9D


For pharma companies seeking an edge, AI offers a significant 

competitive advantage. By combining Generative AI for content 

creation, Predictive AI for market insights, and Prescriptive AI for 

strategy optimization, companies can ensure more meaningful HCP 

interactions. While AI enhances coaching and decision-making 

processes, human interaction remains essential for building trust 

and deepening HCP relationships. The future of pharmaceutical 

sales lies in thoughtfully blending AI efficiency with human empathy, 

enabling companies to drive stronger outcomes in today’s data-driven 

healthcare environment.

Summary
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AI Glossary of Terms
This glossary provides a curated selection of AI terms and concepts, extending beyond those specific to pharmaceutical sales and this e-book. It’s 

designed to broaden your understanding of AI, facilitate communication with specialists, and support informed decision-making during implementation. 

While not exhaustive, this resource serves as your reference guide to navigating the complex AI landscape in business and technology. Refer to it as you 

continue to innovate with AI-driven strategies in pharmaceutical sales.

AI Alignment Problem: The challenge of 

ensuring that artificial intelligence systems 

behave in ways that are aligned with human 

values and intentions.

AI Ethics: This branch of ethics deals with the 

moral implications of creating and using AI 

systems.

AI Governance: The frameworks and 

policies for managing and overseeing the 

development and deployment of AI systems.

Alignment: The process of ensuring that AI 

systems behave in ways that are consistent 

with human values and intentions.

Bias in AI: The phenomenon where AI systems 

exhibit prejudiced outputs due to biases in 

their training data or algorithms.

Continual Learning: The ability of an AI 

system to continually learn and adapt from 

new data without forgetting previously 

learned information.

Appendix

Data Anonymization: A specific form of 

privacy redaction that involves removing or 

altering identifying information from a dataset 

so that individuals remain anonymous.

Data Augmentation: Techniques used to 

increase the diversity of training data by 

applying various transformations to existing 

data.

Data Drift: The phenomenon where the 

statistical properties of the target variable 

change over time, potentially degrading 

model performance.

Data Minimization: The Practice of limiting the 

collection and retention of personal data to 

only what is directly relevant and necessary to 

accomplish a specified purpose.

Data Sanitization: The process of cleansing 

data sets of sensitive information to protect 

privacy while maintaining the data’s utility for 

analysis or model training.

Differential Privacy: A system for publicly 

sharing information about a dataset by 

describing patterns of groups within the 

dataset while withholding information about 

individuals.

Ensemble Learning: A technique that 

combines multiple AI models to improve 

overall performance and robustness.

Explainable AI (XAI): AI systems designed 

to be interpretable and transparent in their 

decision-making processes.

Fine-tuning: The process of further training 

a pre-trained model on a specific dataset to 

adapt it for a particular task.

Generative AI: AI systems capable of creating 

new content, such as text, mages, or audio.

PERFORMANCE
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Guardrails: AI guardrails are mechanisms 

and frameworks designed to ensure that 

generative AI systems operate within ethical, 

legal, and technical boundaries. Layered 

between the LLM and user interface, they 

prevent AI from causing harm, making biased 

decisions, creating hallucinations, data 

leakage, being misused, and others.

Hallucination: When an AI model generates 

content that is plausible but factually incorrect 

or nonsensical.

Inference: The process of using a trained 

model to make predictions or decisions on 

new, unseen data. This is the operational 

phase of a model after it has been trained.

Interpretability: The degree to which an AI 

model’s decision-making process can be 

understood by humans.

LLM (Large Language Model): A type of AI 

model trained on vast amounts of text data to 

understand and generate human-like text.

Model Decay: The gradual decrease in an AI 

model’s performance over time as the data it 

was trained on becomes outdated.

Multimodal AI: AI systems capable of 

processing and generating multiple types of 

data (e.g., text, images, audio) simultaneously.

Natural Language Processing (NLP): A branch 

of AI that focuses on the interaction between 

computers and human language.

Next Best Action (NBA): In AI, NBA refers to 

the most effective action or recommendation 

an AI system suggests, based on real-time 

data and predictive analytics, to achieve 

specific goals or enhance decision-making.

PII (Personally Identifiable Information): Any 

data that could potentially identify a specific 

individual, such as names, social security 

numbers, or biometric records.

Privacy Redaction: The process of removing 

or obscuring sensitive or personally 

identifiable information (PII) from data before 

it’s used to train AI models or when generating 

AI outputs.

Prompt Chaining: A technique where the 

output of one prompt is used as input for 

another, allowing for more complex reasoning 

and task completion.

Prompt Engineering: The Practice of 

designing and refining input prompts to elicit 

desired outputs from language models.

Prompt Injection: A security vulnerability in 

language models where malicious prompts 

can manipulate the model’s behavior.

Responsible AI: The Practice of developing 

and deploying AI systems in a way that is 

ethical, transparent, and accountable.

Robustness: The ability of an AI model 

to perform well under various conditions, 

including noisy or adversarial inputs.

Semantic Search: A search technique that 

uses AI to understand the context and intent 

behind a query rather than just matching 

keywords.

Synthetic Data: Artificially generated data 

used to train machine learning models, often 

created by generative AI systems.

Synthetic Media: Audio, video, images, or text 

generated or manipulated using AI techniques, 

often indistinguishable from authentic media.

Tokenization: The process of breaking down 

text into smaller units (tokens) for processing 

by a language model.

Training: The process of teaching a machine 

learning model to make predictions or 

decisions by exposing it to large amounts of 

data. During training, the model adjusts its 

internal parameters to minimize errors in its 

predictions.

Transfer Learning: A machine learning method 

where a model developed for one task is 

reused as the starting point for a model on a 

second task.

Zero-shot Learning: The ability of a model to 

perform tasks it wasn’t explicitly trained on 

based on its understanding of language and 

context.

Appendix
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Appendix

Additional Reading
Artificial Intelligence in Pharmaceutical Technology and Drug Delivery 

Design, by L.K. Vora et al. (2023)

The AI Revolution Has Arrived: Shaping the Next Generation of Pharma 

Marketing, by Francis Pollaro (2023)

Generative AI in the pharmaceutical industry: Moving from hype to 

reality, McKinsey & Company (2024)

Early adoption of generative AI in commercial life sciences, McKinsey & 

Company (2024)

Companies Innovating with AI 
ACTO

ACTO provides an AI-powered platform to help the life sciences industry 

improve patient outcomes. ACTO’s platform helps sales, marketing, and 

medical teams improve customer engagement and brand performance. 

acto.com 

Allego

Allego is an AI-driven sales enablement platform that combines 

training, coaching, content management, and digital selling to help sales 

professionals succeed. They deliver micro-learning in the moment of 

need and informal, peer-generated information from the front lines of 

customer conversations. allego.com

Axonify

Axonify is a frontline enablement solution that uses artificial intelligence 

(AI) and brain science to help frontline workforces learn, connect, and 

perform better. Axonify delivers content in short, focused bites that 

employees can consume in a few minutes. axonify.com

Quantified

Quantified is a sales training software that delivers specialized AI sales 

simulators to role-play and coach reps to improve the human experience 

and team performance so they can sell more and sell faster. quantified.ai
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Transforming  
Brand Performance
In today’s fast-paced life sciences sector, where brand teams need to 
respond at lightning speed, Performance Development Group (PDG) 
stands as a pivotal ally helping pharmaceutical, biotech, and medical 
device organizations transform their performance. 

We understand that the traditional models of sales training and 
onboarding fall short of meeting today’s demands. Information 
overload, alongside the necessity to engage with well-informed, time-
constrained HCPs, calls for a new approach. We delve deep into the 
core issues of execution gaps, employing proven strategies to instill an 
ethos of accountability and excellence across your organization.

Our solutions span Sales Leadership and Coaching, Competitive 
Selling, Onboarding, and Strategy Execution and Implementation. Our 
solutions are part of a cohesive strategy designed to elevate your 
brand team’s effectiveness. By focusing on behavior change, we aim to 
drive meaningful business transformation.

We speak your language, comprehend your challenges, and possess 
the toolkit necessary for your success. Our strategies are born out of 
real-world application and results.

SCHEDULE A MEETING

PERFORMANCE
DEVELOPMENT
GROUP

http://performdev.com
mailto:mehrler@performdev.com
https://www.linkedin.com/company/performance-development-group/
https://www.youtube.com/@Performdev

