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Case Example: Promotional Effectiveness

A biopharmaceutical company was interested in evaluating the promotional effectiveness of
their oncology sales force. Our client was interested in determining the optimal selling time
allocation across their three brands given each product’s sensitivity to promotion.

Trinity performed a detailed analysis of sales force call activity data to determine the optimal
Approach selling time allocation across their three brands. Trinity revised their sales force’s target list and
developed an incentive compensation plan that would ensure the successful implementation of
the newly identified optimal selling time allocation.
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Trinity aligned the company’s sales force target lists and incentive compensation plan with the
company's 2009 selling strategy.




