
 SITUATION     
A new Chronic Obstructive Pulmonary Disease (COPD) therapy launched  
in an already saturated marketplace. Early studies showed significantly  

improved lung function earlier in the course of COPD for patients on the therapy.  

The brand team needed to 
find an effective way to inform 
pulmonologists of:

n  The importance of early  
disease detection 

n  The benefits of using  
the product earlier in the 
disease’s progression   

The team identified the  
3 keys to success:

�  Create share of voice

�  Engage healthcare providers 

�  Increase pull-through 

SOLUTION
Relevate Health Group partnered with the brand team to identify 15 key regional  
markets with targeted healthcare providers who diagnose and treat patients with 

COPD. Using our PracticeShare platform, the team was able to reach a significant 
number of physicians by deploying a multichannel strategy that included a branded 

clinical white paper distributed by the sales team and a series of 3 nonpersonal e-newsletters.
The program consisted of the following 3 strategic components:

�   Templates highlighting the brand’s key messages around the significant improvement  
in lung function earlier in the course of COPD

�   Local data such as COPD prevalence, smoking rates, and patient access for each 
selected market  

�   Insights from 3 to 5 highly respected key opinion leaders (KOLs) within each of the  
selected markets 
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3.3 - 6.5
6.6 - 8.2
8.3 - 9.9
10.0 - 12.1
12.2 - 17.7

Classification: 
Jenks natural breaks

Model-Based COPD Prevalence by County 
United States 2014

Data Sources: CDC. Behavioral Risk Factor Surveillance 
System 2014, Census 2010, ACS 2010-2014.

Adapted from Zhang X et al.  Am J Epidemiol 2014;179 (8):1025-1033 Date: 8/10/2016

  

  




