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FOR IMMEDIATE RELEASE

Contact:   E. Jane Lorimer  303.388.9224 or Marc Goldberg 508.836.2633


www.lorimerconsulting.com

www.stafftraining.com
RESEARCH SETS INDUSTRY BENCHMARKS ON PHYSICIAN BEHAVIOR AT MEDICAL CONFERENCE EXHIBITS
WESTBORO, Mass July 12, 2005 –Marketech, Inc. and Lorimer Consulting Group released groundbreaking research at the 2005 annual meeting for Health Care Exhibitors Association (HCEA).  The study conducted by Marc Goldberg and E. Jane Lorimer surveyed over 2300 medical professionals who attended 22 different medical conferences (pharmaceutical and device) during the past 18 months.  The goals of the research were to learn why physicians visited specific exhibits during conferences, what they learned from visits and to project the impact on future buying and prescribing.
The top four reasons medical professionals visited exhibits were 1) to obtain product education and information, 2) talk to a sales representative associated with the exhibiting company, 3) to get a giveaway item such as a laser-emblazed pen or food/beverage and 4) the visitor just ‘happened by.’  
The study found on average that 83% of the attendees were familiar with the exhibiting companies’ products prior to the booth visit; 49% learned something new while visiting the exhibit; and 33% were more inclined to recommend or prescribe exhibited products as a result of having visited corporate exhibits.

 “These results clearly tell us physicians and other medical professionals visit exhibits to increase their working knowledge about the various pharmaceutical and medical device offerings and, more importantly, that this increased knowledge has a positive impact on sales.” says Marc Goldberg, principal, Marketech, Inc.   
Over a fourth (26%) of the visitors to exhibits said the most memorable element of the exhibit was the staff interaction; 19% indicated “product information; 16% said booth activity (lab, demo, speaker, etc.); 12% indicated the booth design and 8% said the most memorable element was the giveaway or food at the booth.  “These findings not only point to the value of having a well-trained staff, but also to having a well-designed booth featuring interactive activities.” says E. Jane Lorimer, Marketech’s strategic partner for their measurement efforts.

Marketech and Lorimer Consulting Group plan to release a white paper on these research findings in the near future.  For more information, please contact Marketech, Inc. at 508.836.2633 www.stafftraining.com  or Lorimer Consulting Group www.lorimerconsulting.com  
---more---
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DATA

		Medicial Industry Compiled Data

		26 Shows 2002 - April 2005

		What prompted your visit to the XXX booth today?										% Resp		# Resp		n=2306				# Survey Resp

										Invitation or promotion (rep, pre-event)		20%		453						2306		22 shows		Avg 104 interviews per show

										See a sales rep		18%		406

										See/learn about new products		17%		381

										Happened by or visiting all		9%		216

										Prior advertising		7%		161

										Giveaway/food		6%		136

										Product education/info		3%		70

										Name recognition alone		3%		62

										Already use		3%		58

										Samples/literature		2%		53

										Booth activity (speaker, testing, demo)		1%		32

										Booth appeal		1%		27

										Staff interaction		1%		24

		How likely are you to treat patients with XXX products										% Resp		# Resp		n=257						5 shows		Avg 57 interviews per show

										Very likely		28%		73

										Fairly likely		39%		101

										Somewhat likely		24%		61

										Most likely not		5%		14

										Not at all likely		3%		8

												100%		257

		USE										% Resp		# Resp

										More inclined		33%		606								16 shows

										Less inclined		0%		7

										No more/no less/use about the same		49%		892

										Already use/continue the same		11%		197

										NA		6%		115

												100%		1817

		Familiar with Company/products prior to visiting										% Resp		# Resp		n=713						10 shows

										Yes		83%		591

										No		17%		122

												100%		713

		How greeted at the exhibit?										% Resp		# Resp		n=885						9 shows

										Greeted		79%		700

										Noticed but not greeted		8%		73

										Greeted, but entered for hospitality only		4%		37

										Not acknowledged		8%		75

												100%		885

		Learn something new										% Resp		# Resp		n=761				761		8 shows

										Yes		49%		376

										No		51%		385

												100%		761

		Most memorable element										% Resp		# Resp		n=411

										Staff interaction		26%		108						411		6 shows

										Products/info		19%		80

										Activitiy- product demo, lab, speakers		16%		240

										Booth design/size		12%		51

										Giveawayfood		8%		32
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