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Intro Page and Disclaimers

• Rachel Bunting, Compliance Director, Publicis Health
o 14 years industry experience 
o 50+ clients & 60+ sales/services/clinical teams supported
o rachel.bunting@publicishealth.com

• Dan Koerner, Director, Potomac River Partners
o 20 years industry experience
o 10 years pharmaceutical compliance experience
o Monitoring experience includes speaker programs, ride-alongs, speaker 

trainings, retrospective audits
o dkoerner@potomacriverpartners.com
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Presentation Overview

Questions for discussion:
• How can Compliance add value to Commercial/Business from 

monitoring and auditing?
• What has worked well at your companies?

Let’s work together to:
• Identify key topic areas to share insights
• Examine how sharing information with the Business gains 

acceptance of monitoring
• Implement realistic, practical solutions

• Support compliance 
• Enhance the business
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When the business hears you plan on conducting 
live monitoring!

Thoughts on Compliance Monitoring/Auditing
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When the field hears you are working with them..

Thoughts on Compliance Monitoring/Auditing
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Thoughts on Compliance Monitoring/Auditing
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Let’s Work on Changing that Perception

Usually our focus is on Compliance, but what about 
providing useful information back to the business?

• Would you gain more acceptance/credibility?

• Can you help with commercial objectives?

• Will you modify your compliance program?

• Can you find business friendly solutions that are still 
compliant?
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Business Observations from Compliance Monitoring

• Representatives have a job to do… and typically want to be 
compliant

• Restrictions sometimes make their job more difficult
• We tend to focus solely on compliance
• Sometimes we need to step back and….

..understand the business need!

Compliance 
should be a not a 
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Speaker Programs: Overview of Observations

Venue
• Location
• Seating arrangements
• Service
• Steakhouse again?

Food
• Dietary restrictions
• Food quality
• Quantity of food
• Variety

Logistics & Planning
• Start/end times
• Attendees
• Speed of presentation
• Late location change
• Difficulty getting 

signatures

Other Items
• Speaker Quality
• Sign-in sheets
• External meetings (e.g., 

Nursing)
• Poorly arranged slides
• iPad issues



Speaker Program Examples

Example Issue Business 
Recommendation

Slides were cluttered
Attendees comment that 

they were unable to follow 
along

Modify the slides because the 
content was too hard to 

follow and present

MOA videos not playing in 
the presentation

Difficulties (e.g., poor Wi-Fi, 
not compatible, etc.) 

playing videos

Troubleshoot and find 
alternatives

Meals for the audience 
were not appropriate

Meals were not meeting the 
dietary restrictions of the 

attendees

Diversify meals (e.g., vegan, 
gluten-free) based on  
audience and religious 

holidays

Presentation start times 
exceeding 60 minutes

Attendees complained and 
could not stay for entire 

presentation

Recommendation to look at 
start times that are 

acceptable by location

Sign in sheets were 
cumbersome 

Complaints from attendees 
and hosts

Potentially move to an iPad 
approach
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Field Rides & In-Office Meals: Overview of Observations

• Adjusting call plans (e.g., adding/removing 
targets) 

• Difficulty seeing HCPs 
• Institutional restrictions
• Busy schedules

• Length of calls
• Call frequency
• Messaging and use of materials 
• Difficulty using iPad (e.g., WiFi in rural areas)

Field Rides
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Field Rides & In-Office Meals: Overview of Observations

• Ordering too many meals
• Sign-in sheet issues
• Prescribers not showing up
• HCPs taking meals before the rep arrives
• Double-booked meals
• Breakfast vs. lunch vs. snack

In-Office Meals



Ride-Along and In-Office Meal Examples

Example Issue Business 
Recommendation

Adding/Deleting targets to 
a call plan

Reps complained that the 
process took too long and 

was problematic

Review and look at different 
options

Logging calls vs. details
(minimum calls)

How do reps log calls if the 
office won’t see or just 

delivering 
materials/samples

Determine and define calls, 
visits, or details

What works better: 
breakfast or lunch?

Multiple reps have 
complained to us that 

prescribers won’t come in 
during lunches due to 

patient backlog

Recommended to reps that 
they could try to do 

breakfasts for some of the 
busier offices

Difficulty presenting from 
the iPad

iPads could not access 
detailing information due to 

WiFi

Recommendation to provide 
hard copy options
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Data Audits and Dashboard Monitoring

• Data/Retrospective Audits
o Sign-in sheet issues
o Incorrect specialties
o One person signing for 

multiple individuals
o Issues with receipts

• Dashboards
o Overuse of speakers
o Meal spend by venue/region
o Canceled programs/paid fees
o Overuse of venues
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Case Study: Sample Signature Auditing

•Decrease in 
negative audit 
responses  by 50%

•Expansion of 
Compliance 
Ambassadors

• Improved the 
relationship 
between business 
and compliance

Result•Sample signature 
audit

•Negative audit 
responses from a 
random sample 
of HCPs 
nationwide.  

•The Business 
requested a 
corrective action.

Problem

Compliance proposed a 
Compliance Ambassadors
program. 

Members: 
•National Business Directors 
•District Managers
•Compliance

Agenda: 
•Design & implement 
Corrective Action Plan 
Engage Ambassadors in 

retraining of field team

Action Business Approval



16

Case Study: Call Activity Review

Determined:
•Definition of a call not clearly 

defined as part of training 
materials 
•Training for entering information 

was not adequate

Direction for these items was only 
provided verbally, and differed 

across Regions.

Compliance proposed: 
Revamp of new hire and existing 

training 
Business buy-in

Action
•Retrospective 

audits and live 
monitoring 
identified 
potential call 
falsification. 

•The majority of 
identified cases 
were determined 
to be 
documentation 
errors. 

Problem

•Compliance 
conducted 
retrospective audit 
of call activity over 
next quarter 

•60% decrease in 
potential call 
concerns

Result
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Examples
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How Do We Share Information?

Ongoing 
Conversations

Discuss with Reps 
during field monitoring

Monthly Brand 
Updates

Quarterly Executive 
Leadership Updates

Empowering 
Field Leadership

Compliance 
Ambassadors

Business-oriented 
Onboarding

Pilot changes with 
Field Leadership
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Summary 

Business value
Providing the business with helpful information can provide the 
business with a different prospective. 
• Information may help you understand their difficulties
• Give the business assurance that you understand their 

difficulties 
• Become partners to align the business strategy with 

compliance

Gaining Acceptance
Compliance monitoring doesn’t need to be scary.
• Approach each activity as a place for you to learn from each 

other
• Allows the representative to look at you as a colleague instead 

of the “police”
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And in closing
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And in closing


