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For the first time, the biopharma industry has clear data demonstrating the impact of field medical on clinical 
practice in a launch setting. A new analysis of migraine products shows that disease state education by 
field medical with key opinion leaders (KOLs) before launch is associated with 1.5 times greater treatment 
adoption¹ across that healthcare organization (HCO) over the first six months post-launch. 

Despite this clear connection between scientific engagement and treatment adoption, new data also shows 
most KOLs are underserved by field medical. Veeva Pulse data reveals that 70% of KOLs engage with only 
one biopharma
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Field Medical Has a Significant Impact on Launch Success
Medical science liaison (MSL) engagement with KOLs before product launch, either in person or via video, 
results in 1.5 times greater treatment adoption across the HCO within the first six months of launch, 
compared to HCOs whose KOLs were not engaged.2 This early education by MSLs has a lasting impact,  
as new treatment starts sustain at 1.3 times greater 18 to 24 months after product launch. These results 
show what biopharmas have long understood but were not able to accurately measure.

Despite this impact, Veeva Pulse data shows that investment in medical field force size over the last 12 
months has remained flat. HCPs, meanwhile, are overwhelmingly asking for more interactions – 91% of HCPs 
say visits by medical science liaisons are very effective but underused by biopharma.  

2 U.S.-based analysis of migraine products using data from Veeva Link, Veeva OpenData, Veeva Compass, and Veeva Pulse, March 2019–June 2023.
3 U.S. Veeva Pulse, Veeva Link Key People data, April 2022–April 2023. 

Source: U.S. Veeva Pulse, Veeva Link Key People data, April 2022–April 2023.




