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The critical questlons we faced were first how to fund and how ‘to d:l.strlbute
the programs. that,wev could develop. ‘Three alternat;ves were considered.

The first was for us to raise capltal, develop programs at bouJir own' expense, - -
and sell coﬁlpleted programs to phySici_ans‘ in practice. We rejected this
alternative because our studies indicated _physicians ’would not fpay for the '
programs, ‘and vfe hacl no system of distribution. Second, we considered .
proposals to approprlate Federal Government agenc1es. We rejected thié

idea because of restrictions in Federal health care spendlng, the tJme
‘involved in getting proposals wrltten and approved, and most inmportantly,
-the inability of the Federal Government to provide adequate distribution.
The approach we settled on was to utilize the resources of industry.

They have the financial resources, the responsibility to good medical
practice, and the distribution outlets to 'inoure awareness ‘and usage 'of

. completed programs.

Why ‘would i_ndustry‘ use these reséukdes to support ‘édllCétional programs;
for'phﬁl/sicians? The answer is that pharmaceutical manufacturers develop
excellent products that undergo extensive testihg before being sold to the -
public. These products are differentiated by scientifically pr‘ovent
benefits as well as side effects.: Each product becomes ~a,potential tool
in the physician's annanentarlmn The problem is how to properly and
accurately communicate-the benefits, side ,effecté , and therapeutic role .
each ‘product hés in“the diagnosis. and treatment -of ‘a patient. In‘
marketing 'products, -industry does not sell products to a doctor, but
rather fulfills needs that a doctor has in the compreheﬁsive care of his
patients. Accepting this statement as dogma, it is an absolute neceésity
to provide adequate and accurate information which allows the physiciah e
to make informed lde’cisions in selecting methods of diagnosis and treatment
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