
Infographic

How are HCPs Engaging with Pharmaceutical 
and Medical Device Manufacturers?
In March of 2020, private practices, physician groups, and hospital systems began 
to significantly reduce (or even eliminate) face-to-face interactions between 
healthcare professionals (HCPs) and representatives from industry manufacturers 
in response to the accelerating spread of COVID-19.  

“The pandemic has reshaped norms and expectations of HCPs 
in their interactions with pharma. It appears that a majority 
of HCPs prefer pharma content tailored to the individual 
HCP and their practice. The delivery of more targeted content 
and information is becoming the expectation of HCPs. 
This is likely to continue, even after the pandemic.”  

—Dr. Stephen Engle, MD1

Seemingly overnight, pharmaceutical and medical device 
companies had to pivot toward engaging with HCPs, and 
delivering educational content, almost exclusively through 
digital outreach channels.

For this infographic, we asked physicians, physicians 
assistants, and nurse practitioners from our industry-leading 
healthcare database to help us understand how their 

interactions with representatives from pharmaceutical 
and medical device manufacturers have evolved over 
the two-plus years since the beginning of COVID-19. 
The following provides insights on how HCPs are currently 
engaging with educational content and opportunities 
from the healthcare industry, and how they expect to do 
so in the future.

WHEN ASKED: 

“Over the past 12 months, how have you engaged with representatives 
from pharmaceutical, medical device, and other healthcare industry 
companies? (Select all that apply)” 

Responses were as follows:

WHEN ASKED: 

“In the next year, do you anticipate an increase in the volume 
and/or frequency of in-person meetings with representatives 
from pharmaceutical, medical device, and other healthcare 
industry companies?” 

Responses were as follows:

WHEN ASKED: 

“Over the past 12 months, have you seen content related 
to prescription drugs, medical devices, or other healthcare 
products/treatments/therapies on any of the following? 
(Select all that apply)”

Responses were as follows:

WHEN ASKED: 

“On which of the following social media platforms have you noticed 
content related to the healthcare industry? (Select all that apply)” 

Responses were as follows:

WHEN ASKED: 

“Has any of the healthcare industry content you’ve seen via email, 
social media, website, in-app, or streaming television prompted 
you to want to learn more about the products, treatments, and/or 
therapies being promoted?” 

Responses were as follows:

WHEN ASKED: 

“In the future, do you expect that educational content from 
healthcare industry manufacturers, delivered through digital 
channels, will have an increased level of  influence on the 
prescribing and product decisions that impact your practice 
and/or HCO?” 

Responses were as follows:
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Bringing the information to the 
consumer is key. If we can bring the 

educational components to our 
staff/patients with just a click, that 

will prove to be very beneficial.”

I believe social media influence 
will increase.”

In-person communication 
with educational meetings 

impacts understanding 
due to interactive discussions.”

More and more people 
are using social media, 

even if not tech savvy, as it 
is part of business nowadays.”

 The level of use via digital 
channels will continue to increase 
and continue to impact practice.”

In the spring of 2021, only 27% of surveyed HCPs reported having 
met in-person with an industry rep during the previous 12 months. 
Today, 67% report doing so.2

Now more than ever, it's important for manufacturers to take an 
omnichannel approach to HCP digital engagement. While programmatic 
and social media advertising continue to grow in popularity and 
effectiveness, email remains a cornerstone of successful campaigns. 

“There is nothing more gratifying than a face-to-face conversation that 
can meander in various directions regarding a product and its benefits 
to a group of patients.”
— U.S.-Based Physician

While HCPs can be found on all major social media platforms, they 
consistently report being most engaged with content on Facebook 
and LinkedIn.3

After engaging with healthcare industry content through digital 
channels, 82% of HCPs report wanting to learn more, at least some 
of the time.82%

80% of surveyed HCPs foresee that engagement with digital content 
from healthcare manufacturers will continue to influence prescribing 
behavior into the future.80%

Several HCPs offered additional context to the above question:

Other

Emails

67%

44%

36%

31%

47%

4%

Text messages

Telephone calls

Video conferencing 
(Facetime, Zoom, etc.)

In-office/face-to-face

Not Applicable

I’m not sure

Yes, I foresee more in-office/
face-to face meetings between 

myself and product reps

No, I’m planning to decrease 
the volume/frequency of these 

in-person meetings

I don’t anticipate a forthcoming 
change in how I interact with 

product reps

51%

22%

2%

16%

9%

Emails to my professional 
and/or personal inbox

Social media (Ex; Facebook, 
Instagram, Twitter, TikTok, etc.)

In-app (ads that appear in free 
smartphone/tablet apps)

Streaming TV (Hulu, Peacock, 
Paramount+, Roku, YouTube, etc.)

Website/banner ads

91%

30%

43%

18%

20%

36%

18%

11%

20%

34%

5%

2%

20%

35%

27%

16%

2%

0%

Other

Snap Chat

LinkedIn

Twitter

TikTok

Instagram

Facebook

Yes, I always want 
to learn more

I usually want 
to learn more

I sometimes want 
to learn more

I rarely want 
to learn more

No, I never want 
to learn more

Not Applicable

44%

36%

9%

11%

Yes, level of influence 
will increase

Not Applicable

No, level of influence
will decrease

Level of influence
will stay the same

https://www.iqvia.com/contact



