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Abstract

Purpose - The purpose of this study is to investigate the types and forms of various marketing
activities actually used in pharmaceutical companies and to empirically analyze the impact of these
marketing activities on sales.

Design/methodology/approach - This study categorize five years' worth of marketing activity data
from a foreign pharmaceutical company ‘A’ which operates in South Korea into five categories.
Multiple regression analysis and interaction effects are employed for data analysis.

Findings - First, CRM calls, Detail calls, GP, and Web events have a positive impact on sales, but
SoV does not show significant differences. Second, in the comparison between HQ1 and HQ2 based
on patent ownership, Detail calls and Web events had a stronger impact on sales in HQ2, where the
patent period is still in effect, compared to HQ1. However, SoV showed no difference between HQ1
and HQ2.

Research implications or Originality - First, Detail Calls are more effective for drugs with active
patents, while CRM Calls work better for drugs with expired patents. This emphasizes the need to
customize call strategies based on patent status. Second, the significant impact of Web Events on
sales in HQ2 compared to HQ1 suggests that online information access is crucial, indicating that
customer receptivity varies based on product nature. Third, these insights, derived from data
analysis, call for a shift in pharmaceutical marketing analysis methods away from traditional
approaches. Finally, this study holds significance as one of the first empirical analyses using actual
marketing data from pharmaceutical companies in South Korea.
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1. A&

Aekargde 2 R v} FFH o2 wAE STl gk A ol A7t EdstA I QA
3Tk, AdE oAl 2020d-S V|FEoRE A MA A vlEde dnte]oE(OTCY: Over The
Counter)2 A Q)3 AEJoFZ(ETC2): FEthical The Counter)¥te.& 9,0409 @& ol2w, AHT
7.4%9] =& AFAES Kol ti(Evaluate Pharma World Preview, 2020), o]AL 7o A7l A
AA wEEA ko] o] miE el 4,524 o 2ol o]2& o, Iule] FE 2020 71E T

AoFA e FEE 20.8% Ao vid 5% o]y w2 A 4FES Ho|al TtHIMS Heath Data,
2020),

Aekabd o) miA R ok, AR B A, WY o $AMIE AXHA tﬂi‘rg e
gk, ook WY F4 viAHNA 1A FA wAE R HIELE of7|3iL, B o]Ed]
i3k WA FAet AodEwe] Age Wzel 9 A8 =ML U E879) uwﬂw XVH =7+
7ﬂ HA, =3k Al @42 Off-Line $49] rHAIE oA On-Lineolgle M2 o] £d-8 313}
= AZI7F =tk emg AFGAE olelst Wl t-&ste] ©ed] dgarde] nA(gAhE vhe
g% olelol= thefet nAIRE TS st sk =88 7ol &, HAd gl sl
QzFaA EHoO]'—L Utk =, AHAY A8 FolHARE 43 AFEH Ao ARl tlolH 7Rk
BAAR] ARG FY Fa40] I o= mRuE ZFxE o

Ak A < UHIE’% 2 g9 ofE Addez nmstE o ikl vld] Agtdelgicta
& 5 Slvh AA, AkAle A AR S0 ety HiolE o] N7 ulg- ofHaL, Aleks]Atbe
AL AR ofekE-S i%ﬂ—* AP} ohyzl A A3Re 7H Jatelr, ARe]ekE o] A9 Auleld]

gt AHFIE HHoZ FAEH glof HlolE e £ AL ot EA, AddA= oW Izt
APrrE e EFS AR U}?ﬂgo] =] oz JPALY &5 ALt ol A=
Al tigh BAo] dukde|gltt, & Eof, 1S ¥ 3] wWHder), AFAEHs= 2 H de=vt, AR
AEA G o] E i BT Foa JPrde] B85S Adela, olgfst &5 ARES wiEA
A3} AAEte] A8 Aotk 2y oejgh A WAL AR EE e HAS FAIglEtY JPrd Y
AAEE FAs 5= Qo AR T viAIEEE 0] wiEel dvit FEE rIAEA] getdt = glokes
SHAE Zteth AR, T AFIAEe] B, el riAREEE et ERAES ASE da 4ol

al el E 5 otk 3y AlF3AFEL AESHH AgEe] e EHE oA o)
o MR wad £47) ARJe @AA7E 7Fsd 53 wkg AlFe AulY QoS SAoR AIE
A gke}. olm E37} vk E ookFe Ao FrhEo] 22 HES JIRl Ag ook o] Aat
9 Fu7t Jhsef A=, Aok vlE] AddlH R AR AT ARV o JPatdd A
BAol oJEshE wiAEEE o] AxE Futel gle Aol olEg e SESI A Ak AE 94
Atle] BA 4 AR E SN Bt SheHo| 1 AlE Al A7 2 HHAS B3 vHAIRS AlskaL
A 3] W =8-S 7)ol vk, 2y JPAFE n AT Aol &St niAR ST A
=29 gFoz s dolelY #HAHAdE ob71EaL, AFdA AHE viAIE AF AT Felrt HUc.
o|2 &l AF7HAE 1A 712 Q12 Wslel gk AeFFALe] niAR S F #Ag AF= Tl - &
2t ule =7 Aot

)

=
)\El

1) OTC: ejrte] A4 glol, dA7t 741 2 207k 7hsdh ook

2) ETC: ojrte] o] glofopst &zt 4] 8l &ml7h 7hsdd ooks

3) Le|Ad ooRE: Aok oJoFES AoF, AmAlFRE, A o BRI, F7t Folw 2ok, AnAlEeIoRE, Aol

1 gt} evhr} Aoke] B3)7) wka o] A|ee] A1, tlolid Alokoleta 3k ga AdukEo R QXY ojeRE olela X

20} ck/\}tﬂo]] J2o 2 ‘euAd ooRE olels WYo| EAsiAlE et A WA 2 NIAREE o 2 Ajekx] mAld] Ao
ol 3l

4) A SlekE: AME SlekEe Solrk dael eelAd cloREe] BT 7148 olba) WE How, el Sl FAE, §
F, AR, T, 8- &%) YT oJokEe wRh
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B Ao 22 A AGIAADE B4 doz shgch. of SR WA AR S S
o2 2R AR slo] HlolEls] BAVL A3, I A F2 A £9] 20309

Aol ARIete] AFGA Aol B dE setd 9,1 ™, 53 ol w2 nHAR o] njZ
e FY Ao 7hedt 5SS Zeth 1hY AP "Jsﬂ Aok ntAE & F B AT}
FEE P & ATl s AFAANA E_H e AR vHAR S EES] JFHEF AF
5290w AFoldE AALY] 5L HlolHE BA3he A% ATE sttt 2elete] thdt nHAlE
FEE(CRM Call, Detail Call, GP, SoV, Web-Event)o] mjZdl] u]x|& J3eS B8l nlAES
AN AlEe] 5453 f0)dl wheh 2 o] o9 DetAeA ASshe AL £ A7 53
2 33t

2 olpe] e thent 2ok 1% ARdiE B Aol WA B4, dre] TAd vate] Ak,
FolAE 2 Aol HeE o2 wFe AEY, 3o ATRd ¥ wE 4L A,

Aol wlolEle] £3 W AT gl Baf APAh SPAAE AT D BY B et
AR 2 el AT Aot A, AT BAY L FF AT WP So Bl sl&stad
s,

II. o]23 uj7j

L AlkdA nHAR RS o] A2

7 BEARL AGGA v E s AYv v Al JHAE AYE £ vk HA, F9AE Y

T 52 HYS WEste] gl A This A flolnt, dvbH o g JYAree] A Fte] eS|

£ Calle]g}al sbe=dl Calle Hge] Ygolut Feol ufet AEsste] thg3 Zo] FE37|% gl
(1)’\ TR F8 Wgolv AFY wAUE, AFY Pt 2 5 52 AHE3tE Detail Call, (2)A]<F3]
AbellA FHElE AZAY 9 oME F9o] FPALE ehfsE Information Call, (3)mAe] 217+4 Q]
FAE FABIL AUEE zole #A A 49 CRM Call 5ot}

A, IAET ] HE oo AFerE dPArdEe] o Iz B¢t gk T8 S5 AEA
(GP: Group Presentation) 1th, GP& W] QAIES EAE Aol Hol ApAle] AES A
Wslole. edon QU Grel A9 AU Fesle] WLl sl ASK9)
A AEY 54 2 A g $kX
Wl mHE % 23p8la glonz 7 < /}—itgé‘}—t— T:ﬂoﬂ-E /\]z}xq Eg]ﬂ 517417} oh;]_

olele BA1E FHS} 54 A D Fool LA RoPFR ATl v AP AL LAFY
7V fras Xd—r«]o A £ S sftgon, ddi A 2 A ddrH AEFA
(SGP: Single center Group Presentation), ]2 WA FH& F=8 ¢ thr1d A Y3 (MGP:
Multi center Group Presentation)gil &3k

A, SoV(Share of Voice)= H 713 Q31 npAlg&F o 2 FEuy gt} GP7} AlekgA} 2 o]
A ANA AAF AFE A= A B8, SoVaE AR Aleks|AF A Po] obd oAl dHlof 71
2 zpoldo] k. AFel gt 2] SHECHE AT dAE A AY, 29 dRd = i,

HAAAF AE, FUe] A8 AR 52 AvskE P9loltt. 2 On/Off AEAAe =2 ZdsH, o9
3lo)g FolA AtEel B ofdE RSt st vk HEolth, ARE gt FAVL
TE oAtolAY Al AR et o] wpolng AgEE g o] A, AeFs|AlF A
ARE AR 2 4588 JRitke SHA %7} U A vk, 3 GPe| FEA|w

h—u—r‘

u

F

s aAo] AFsl= A3 (LGP: Lecture Group Presentation)® 2 3 3l= ga] 11740]
A7 ARG ALehe SHM GPHUR= Sovelal & 4 gltk, GPe} 7 A 2 #afshe M9l
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= A o] 420 whe} Single Center LGP, Multi Center LGP 508 FE&7|% 3t} ey o]F
29 A 714 BHE= 2% Off-Lined} On-Line® 2 FE34 ¥$3 On-Line(Web-Event) 2] 8]Zo0|
Azl 51 J& FAolth, (Table 1)& thakst Aok AR S TS ] aokst Ao},

Table 1. Marketing Activities in Pharmaceutical Industry

Marketing .. .
Activities Lecturer Participant Explanation
Medical . -
. Customer Meeting for building trust
CRM Call Reprezentatlv (MD) and human relationships
Call Medical Meeting for the purpose of
_ . . Customer h
(=Customer Detail Call Representativ conveying
. - (MD) N .
interview) e pharmaceutical information
Medical Meeting for the purpose of
. . Customer .
Information Call Representativ (MD) announcing
e the MKT Event
Multi-Center GP Marketer 1 hospital,
Group (=MGP) multiple MD  Product Features
Presentation Sinale-Center GP 2 more and Safety Precautions
(=GP) ing e(zsg]a)er Marketer hospitals ~ Explanation
,multiple MD
Multi-Center LP Customer 1 hospital,
Lecture (=MLP) (MD) multiple MD  Sharing Prescription
Presentation . 2 more Experiences
(=LP) Single-Center LP Customer hospitals, ~ and Explaining Guidelines
(=SLP) (MD) > '
multiple MD
2 more Sharing Prescription
. Customer . .
Symposium (MD) hospitals, Experiences
multiple MD  and Explaining Guidelines
Customer 2 more Conducting Discussions on
Share of Voice Panel Discussion (MD) hospitals, Specific Medical Conditions and
(=SoV) multiple MD  Medications
2 Various Forms of SoV
Customer h m_or;s Depending on
7
IEF Sov (MD) os_p|ta S, Participants, Location, and Scale
multiple MD .
Exist
Web Event (Web-GP, Web-LP, Customer h%)smict)arfs [Be :tl(t:uatlon where SoV, GP,
Web-Symposium) (MD) pitals, T

multiple MD  are conducted online

2. Alepgdel e4wst ¢ ad a

2000 ol Rlekie] Wbel] 714 2 Jake m2 Fo BAWsA ‘eokEel, Y, COVIDIY
2 Qg ‘A 3742 Be S ok, oS oxte] AmaA sl krle] 2 BE Helshel
oAb Amet e, oMb ZAlg Forg waelt omAAE ongt) Wl (2002)2] ATl
olabl Aua A AEe] A B3k @ Aeksale] Wl M 2 oFF 2R A 5o st
okale] A7+ w3 AP EA. 58] AlekEAle] W Aol g A7 okE el Algos st
o)AFe HelelA A SHERS AWeks Aol ohel wrk AFH oz AEd tatd] olslata Bl
Aail ek, BEE Q01D ol A ookl B olxbSo] ofokE A Ashe 2 HwA
Aetalabso] AES o ai nplEe] Fo4e W Fad RrET gt ek BelE
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ZFo] JakE] Aol JFFE v F el B3 AwH AF dde Baud bt ok dudit
ol2|gh Wslel whe} F28 (2004)9] ATellA HEFF S FAFshs AFsAL M= dAALE
oto] elake] Aol that 7k lAE ol Sjatele] B TS WA FAIA7IE vl R EEol
ol MEgE Fasith= AL dAsh= AVIZF Hdttal Akt 2y ol#d Akl #Al
Tale] R EE gulolE o] vlgeH viAR ST 22 ARl Bakge] A7I7E HY= Sl
dl 4 (2011), 24 (2020)9] Aol whaw ofelet Fahg-e ‘euo|E HHA'S nRste] Y

HEA AY 2 FF 5 75 A6 #3 HE) o Ao Qlate] b sx = sk &A
olget st uwhel AlokdA e AH =Homa FAAH AE FF ZRIAAD(CP:
Compliance Program)& §-3te] 2202 T34 13& Ashe 5o AFAS sttt o]l
upz} AorgAle] wAEE HAQl 875 FZIEAME 1A 71A] 212 HshE o|Folujok 3= 73]
2 golats) Ht. = b2 #7wstE4 Hoekstra and Peter (2020), 293 (2020)& 20208 A
AAIZRD =] o] JFFo 2 Off-Line thd #W2o] obd On-Line #ejo] wiAREF] =4S o1 e
A7t AFsta ek

ofg] EAslolx Byl AluAEY FMollE APALES B3 FrAG] M Fa% FHO
2 2=lo] gon, a2 s AlguiARY HAATe APAET BHE ATFEo] FE o|FL
Ak, A7, FEE (2021)] ATl oJstd P A MEshs F9ARES] ZEA] 719E
ZEoll, A A5 Folv 94Tl Fod B(H)e] JFE HAH, G THA] 719t A
G52 AT Fofgt F(+)e dFS AT ez BAEIA F, 7] dhxiZe] dHAr]
742 719k 3wl BEat i gdtel AE A JEE BT @ 4 ok A8, ol Fd(2021)9] el
A= Aloks|AL FA ] wHAIE - P4 - 1B F o] =(MSI: Marketing Sales Interface) 53 o] 2F-9+<
T8 T3 d98Tel dFS vXe wiAETE B8 4 A JGAkde] AZEke MST 58
g 9 JgdHe] TAHCE Fost H(+)o] dFS Btk =3t AkAL JGARd o] A7k
MSI 58& ARNELE wi7fste] JPAT ol FAHOR Fo3 F(+)2 IFS Bvh, EH A=
AFs|AL FAAtA ] QT TS fla MSI 58 ARREeo] FaAS AAEH, AFREEe]
i EA e FEEF AAAt Heleh FAE ARk vie] Faghe BAFIrh 1 Bl A - Frbd
(2013), ¥F&2] (2009), T=3&F - ol (2019), UFA et al, (2019) 52 JHAtde] &=, W&, A
T, 4FEY, UHEE Fol 4737l A= 3ol #gt ATES XAt Parker and Charles
(2005)2] ATolA AFAEL Aoks|Ate] G Lnjap(erhete] el s A3t o]
FA oA FAAEES] ARAY WAjo] dH o R Adshe W2 (Push strategy)ollx] 7o) #A4l&
olgoJf=(Pull strategy) Jejze] dgho] Hasira Hdrgstal Sl

Greene and Kesselheim (2010), Buckley (2004)¢] AFtol|lx= Aek3|Atel 2u|AH(JADHE 719
HZg4A ) gl Aol s AAskgiek. 53] wm frolA AR FF(ETC)o LHAAA 3
(DTCA) #Ae} Aks]Ate] GAArdS AN SBE 7he] B Al diste] 522 28-S 53
Adsfol shvk FAskAL ok, 2y o] B9 HA o= HEFF(ETC)e| Fart &&= ¢k
B2 o] AATE vl e A39S HolFEy, Limbu and Huhmann (2022)2 A 2frlA| € of] A
Hl&E Al Ao ek AASE o Al 1] TS xS, v f3S vRS A7
o] =itoM= AlksAlel AR 2he] fElF BAE AHFAL st A7t ddldem g

Ralph and Dennis (1999)2] QToX= wl= oA AeF3|ate] GPAreo] AlFele= AH|2=E
il elrtel ggatele] =7l 7Ex 9] Q12 Aol BAEITE FdARe] AFshe Al B B
o) AlF, AALE et AFAHEI] Foll dEiME oatet A BT 7HAE A Friska <
zhol7b EAEHA] ek, 2y AAFE 9 71EAF digk A (Detail), AF AT 2L AT A,
Bl AFE AHHERA AT FDA 5l o Aol Fef 5o A9 Jgrtde] 711

rch

]

>

]

R

5) 37N AR T Z2a3: VYol AdAkdAlA Al AN Ae 5 Z2AUCP) 9L A7 AR A
HETo|AEE ¥ A TAAR] A (H134)
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Aol wlal elatel AR} B3k o] ATAFNE dRAAS ] ALEA A e ARE
AT A A7 G Be) AR B A1AE 2T JeS noETh BAH Ug Sl
WEAT ] AS, SN Aol g AEAT] FAH] Jorm T AR gfol7t £
avh,

e
e
-4
2
>
rr
2
-4
lo
=
ox
tlo
=
)
ofl,

g5 o2 oM, 7 npAEEgo] 1 AREe] AFe
o, vAEEE oA F e dEd ddE HeEE CRM
, Information Call®] 7% &<%2 A (Detail) 22 & 4 gl1L
Tegk 9 Aol AFel AL 1Este] CRM Calle 733t AFA 3o 23S At Aks|at
o] Ul A9+ GPE HFE AAS AL, ZAArt A4 Af-dl= Sovel| 2aete] E/atsltt. 2
9] Y o] A3t AlAEFHey o2 Off-Linedte] &34 HAFo] HA| g2 On-Line »}AEE
T2 Web Event® W5 AAstdrt, w&k Aloks|ite] AES 5319 57t Fagh], 5817t AA=Ee
109 7|7F §¢h2 SHHo R AFS 3FE & dou, 537 wEE AFY S g A2l
o] wre orfe] A|Y zlFo] S| uliteltt, 1HEE AFe 531E Ve g 537t visd A%
e EA e AFES TRt E4S APt olF 8 £ £88 Axe 537} viad
2N AES B JAPEFIHQDH 537t v A gke EEWAH dUAES HHse e
2(HQ2)E o= 3ttt o] =928y F3¥ Jd7=E3L (Fig. 1) 2t

W&ol wl A

O
Call#} Detail Callg H4=

%
©
olt
oL
K
by
=

2|

[o X
o
_O|L
2
R

il
i

Fig. 1. Research Model
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2. @7 24
1) Call ¥ GPE S%t DHIEES0| HELXO DXl= S

ABA woEe] EAel Fejet & 5 e e
548 7hnh, 3, Aksl b JAIE sl okl ﬂ%é’} we ﬂl”ﬂ 5 ow @
B AR A7 RAG SN A s Ao
Aol Autalolct, Jetelo] TANA ARAGS FEAOR AP WS @Mgf_; Aok AolA
+ Detail Call2 273t vk, 4, 58 - o154 (2019)l4e FAAHLT ortete] #Al= T3]
ARAYRE BHo S Aol ohet A5 ko] Alw, el vj@ AeH WA, Ak fl B
Ak Ageka, YL DATte] A Be
Hol= Ao BT A2 A7) QRVA mie] 45 ghol Mg Rol/lw shed), ol
web A AR AgRTh Aashe] bAel AHE B AS FAASIE S e Fad RRE
oleba & 4 glek. AlSkIAIAE oleld Al YL FAOR S WEHS CRM Calloleha 2R,
CRM Call®} Detail Calle 49 4wy} 2o EA4S ;%3’_ 9\}01 ?.ﬂ‘jalé‘] ;.‘i'—%—*é‘ = o] 25 =
A, ARl BPska Zzte] B4 7ha Wil Ao} o oI5| Fasl e
¥ Aoz AmEr
e gt Aw, Ul o), AT BF B vl vHE U slshus we Akl Qg
she Callel o) S2e =71 A9 wek Ak PRNE Fag oY WAAE

)
rlo
4

ne @ Jo

N
_l“,
K
tlo
el
o
_?L
rlr

5ol =
A% Wark ot wAe] Yol wEEe WAe] WEs e A4 @] uhelth, A 2lstel
ASFSIARE Al Aol e 2RE £ W 5 sl ReVI AL Qo] 3, A8l
432 GPeRe Y g Fatel PEs) 9ok GPel BAe 3Ae] 4 5 ol B T

O

23] AekFrtol Adstaat s HAIRE AL & v Aol o
CRM Call# Detail Call, 283l GPE= 2% o3 7|7} AlekdANAN EHE A5s < v}
olgfgt AEAQl W2l npAEEFo] LEIVIAE JH3] FasHA A& Aolge

re ATbIES mEeer.

my

Hi-1 GYAHde] CRM Calle A3 ol (+)o] &= mA Aot
H1-2 JHAHAS Detail Call2 AZ ol (o] dFS nld Zolth,
H1-3 GPe A &(He &S v Aol

2) SoV(Share of Voice)E E5t O7E

el opbEe 54 oplel et o Be ARG A AYE /1E Adth T3 B8 ol
ARFHE Bl Aol 23 Qe A Yo BFAE Helsta o] Hlw @k olHd Y=g

slabe] #glo] ohuiel e Bu g A elatels Mol glvh FAAIEe] Al A 2 Aol
a7E FHE) Wl Ags Aol Ol o ¥e 22E 7Hd 5 ook Akl AE Sov A
o, :7e] okAlel thak 7HA] Q1) WshE HExAlE Ba) 4v140z Helge dem FHA
Shlo] vhEAHe) P FeAol Bl Al volel g B8 & Bt ek, ol Wl hee

WNA

A1
=

Ak ol @St @ AR EEe] Sovelet, sovel SAle AnE Adshs AYATL Ak
R

)

H1-4 Sovi AFe &+ g3 vz Aoy
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3) Web-EventZ £&t O7E

Web-Event= 2020 ¢]% sde] &40 2 9l5le] Off-Line A7} AstE AekdA oA Ao &3k
ﬂ}ﬂl‘%%%omv} E%l 1@4 71k & l': AFE H]&3)] %ﬂvﬂwﬁﬂu 2 o] AA EO% Xl %

5_’2'1%1,:_ 1:: Oﬂt Q] 43} “%S{k‘?j On-Line 5174 01]/\14 Symposium, GP, Lecture Oﬂ Z}Z 14 & 0}71]
HAL, Aol FRE AFE FoolFel fle Ao r st 3|8 Hdaste BFE Horlw
gk, ol2lgk ojuell A MY 7|Zbel AARY] wiE sheto] BEEHA| e Zo] Web Evento] AHRIAIE
o rHREE v wAs = Favt ols Ao IE‘r £ A7elMe= thdet On-Line Symposium,
GP, Lecture 59| nAEHE5S Web Eventzgls M2 @dslsle] 783131 Web Event7} vjjZ o
v e GeFol frasithe BR A o ‘?ﬂ‘?ﬂ’é% TE3c

H1-5 Web Event= A& F(+)o] d&Fs v Holrt,

4) HZ S4(S51 D0 ME IHE 20| Xt0|

Lehman (2003), Bourgeron and Geiger (2022) 52 ¢|of

AF Aol Hagk Tl v Az T AAE EAISH] ‘dJ—’— ?ﬂ 9 Qi Aol da
"al 2 5 F Joeng tE A vludte 53] Fasithal AFsitt, AALe] B

ol mEt 270 BRE FASEL itk HQLAA FHF38ke ofAl=
20L47}Ek A, ed AFECIT. 37t wrrEo| QHE AF 54
iz A Age] glo] N2 ARE A9d deAde Hon Ho @
griRle sk Aol mAREE F8 Exolty, whdAd HQ29 Ae&
(Blockbuster) A|F o 24 E3)7} wt5EA] goton] A2 AT 2iESo| Bl
AEAG ] AF vHAREGEAA T8 on)E 7HIth HQ13 HQ2 &5 wiAIE S-S SHlA
WA B8e T8 Fiolu, HQL vls) HQ2e| wiARE-Flx nAze] B Jdntt=
AEAG ] Zdo] v AxEvia & 4 glvk. 2B kA9 53] {5l w nA"EF
zko7h A& Aol #A A o 22 AT ES EE53Th

@
=2
K}
@
i
L)
o
}O{Y
e
2
Rt

1" O_L:
o lo
feu
rlr
o
o =
K
)
It
o Tk
2
ket i
o 1o o T oo 2 o o lo wE
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)
0,
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n
Aim
a
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i = 3o

Kl
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o
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H2-1 Detail Call?] A9 HQ1XETF HQ2oA U &3&d AHo|t},
H2-2 Sove] 7 HQIET} HQ2oA tL addad Ao|t}
H2-3 Web Eventd] 7% HQIET} HQ2dA ©< &#HAA Ho|t},

Iv. "olg 3 3 a7 ¥

1. dlele] 57

AFEAE 98l AMEE HiolEle 22 ALY g AF|ARR] AALERE 20179 19195 H
d 10¢€31971#] ok 5337F X8 ¥ SFE ©'(SFE: Sales Force Effectiveness), ‘mAEER ‘HQ1
HQ2oM i & do|EE 5t ZE vpgld 2 A4 dolHe 3AF Yol 237k B3]
H, 2de] W& HelHe 2R dolHAlE o|x HAs=t] oF B Bex Sdo] AUd FA7etes
T k. Aol o]8-€ HiolHE (Table 2) 9} At} SFE ®oA& 5dTF JPAEESY §4,
¢ Call ¥1=9} 7+ Calle] ¥ AX (Detail Call, Information Call, CRM Call)E, ‘m}AEE R oA =
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537 g vAEEE 5 Sovel AAIFRel 34909 4= ¥ dlold 2 SoV ¥El Y8 (Off-Line,
On-Line, Symposium, Panel discussion, Round table meeting, Etc,)E 33Fvk. 28l HQ13
HQ20lX= Zt7t &&d 1471 de 5|zte] GP Ads]|4e}l ¥ GPo| e FH(Lecture GP,
Multi-center GP, Single-center GP, Web-GP)¢] Ho|H & +H3lyt), Ag# o2 £&M49] Sales
(mMEAH)E v E3te] 594 CRM, Detail, GP, SoV, Web & 5717 niAIR &5 sk & 147
2ol oF sdzke] o]y 5,130749] dHlolHE X5t

Table 2. Data Collection

SFE team Marketing HQ HQ1 HQ2
2017.Jan » Marketing Activity » Marketing Activity » Marketing Activity
~ »Call Frequency data data data data
2018 @ Detail Call @ SoV Frequency + GP Frequency + GP Frequency
Frequency @ Web-Event » Sales data » Sales data
@ CRM Call Frequency Frequency (2017.Jan ~ 2021.0ct)  (2017.Jan ~ 2021.0ct)
2019 @ Information Call % Team-Month specific
Frequency
2020 % 0ld database
~2021.0 * Team-Month-specific (DSales data (2017.Jan ~ 2019.Dec)
ct @Marketing Activity data %Team-Month specific

E3] HQ13 HQ2¢] Sales datax o}#fe] W8S g2 ok,

e 3 7|7k ExE 99 el Sales performance data

o JAAIA Y] 1 W Fejo] e 9 ©d¥ 9le (CRM Call, Detail Call, Information Call)
 AFETRE EHO = 3 Group presentation?] Feld] w2 49, &Y vz (M-GP, S-GP, L-GP)
* AFEHE 5202 3 Share of Voice2] FHjof up2 ¢ & nl% (Symposium, Web-sympo-

sium)

S

2, W Ay

1) Sales

HQLS| 870 | HQ2e| 67} el 8 vh&-g FHW5E Aselrt, Moy BPYe Holx

Qgronz WEel 27 Wge AP g A
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2) CRM Call, Detail Call

FAAEE Wl Aslo] W DAL AushE DAY ~E W rel W Yee /=2

ZE
=olgltt, ol& ZAZ HQI# HQ2¢] ©H, 44 Calle] Wixe} e vlolH& SHUFEA A3

3) GP

SGP$} MGP, 13]al LGPZ 831}, 22y Single-center GP$} Multi-center GP¢] 2 njAE
e ASshE ZHOAE BT onE kAR o, Lecture GPE GPelaE 3sh} A=
o] uMA HJRE Al FuolBm v EF o] HA oM e Sove] stz Holok & Ho]
. wEbA 7 dAFellA= Lecture GPE SoV nHAIREHE 02 #ER{aH91aL, SGPF MGPE §33 GPE
R Ager olZAS HQIF HQ29| 147 ®lo] dHa AAIg GPo| ¢y A 3ol

g SLorr lo
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4) SoV

SoVe] AS+= R, A, Fa Sl wel Off-Line Symposium, On-Line Symposium,
Web-Symposium, Panel discussion, Round table meeting, ABM & t}st |2 8 & 9lon}
Sove] BAAel ojul= mAo] DA FRE Ak Hol7]d BT SoVE Egaete] 248 Axjat
Ack, TG oA GPolA] AWE vhel o] Lecture GPE SoVell AT &, SYHFE 288
Sovi aZje] 1A ARE Hdsh= BE PARE ovjstal, HQL, HQ2 7t o] ddg g
Sove] A 24 dolE ot}

5) 222! DIHEES(Web Event)

On-Lineo g 3gE nE nAEIES Webolgls Eduszg 3l 27 22 7+ go] 99
34 dlojele] AL At

6) 71=SHEN

(Table 3)2 z} wiZ=o] 8t 7)|2EA0lt}, o2 So], WjZe] 1AREYSE 330,446,005 0|11, B
W BEEAE 42 431,082,303905 125,354,458 0]t

Table 3. Summary Statistics

Variable Explanation 1st. Qu Mean Median  3rd. Qu SD
Sales (KRW) Sales data (Team-Month specific) 330,446,905 431,082,303 431,828,480 494,711,130 125,354,458
CRM Call (Frequency) CRM Call + Information Call 0.00 536.94 510.00 937.00 545.71
Detail Call (Frequency) Detail Call 164.50 368.00 291.00 486.50 291.09
GP (Frequency) Single-Center GP + Multi-Center GP 7.00 13.43 12.00 19.00 9.1

Customer-to-Customer Information

SoV (Frequency) Sharing Activities 0.00 4.18 3.00 6.00 499
UEHEE All marketing activities conducted online 0,00 067 0.00 0.00 185
(Frequency)

Note: Team-Month specific data (2017.Jan~2021.0ct)

rle
'
-
=2
R
rir
)
L
)
Lo

d

: HE &% lolE] 598579 A& E R(version 4,3.1) TEIHE AFg3}o]
AAE stlon, A8 B4& g FofrEd a.052 A MEASS alMe eI AR
2 F, HQ1# HQ2 wA¥&Fe] JFHEL vluwsty] $jste] nsza8-S

1 7 1ol digh 237

B 7] M elld = @A AkdAl A 28E= AR ZF S0l miEd nAls JF| Aole
TR HEA S AR AE e, mEe 2D 2ok | 79 tA17]9] wiE Sales7t CRMy,
GPi, SoVi, Webgh oJwdt AAE 2E=A] A8V gt 74 19 T4 7Hd2 S8 A1l BiolMF
Y G55 S3l AR Agol thgk ovl= g5t 2o WA B3 B 9 el AT HES
T vHR S| g vAE 9FE HEh=E Bel 0B F 7 CRM Calle] Wlwrt S7pdsr=
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whEo] F/HRIHE Ag Slvldt, PRbAR f7} 0tk F A9E Detail Calle] WEs} 371845
o] S7FRe Al elvlank fy 6, B At Aokl AFARE dEshe GP, Sov, Web
Brente] Gelg Asks Aol i HI9aE olslel e adlsg $As) AT AEe
wiZol oyt B3, W, e WHE TFUT

5‘2/(:‘51'[ = + ﬁ[ CRM; + ﬁg Detail,-[ + ,B_g GP;;
+ Bs SoVi + Bs Weby; + V Xi + &1 F21(1)

4 A7 3ARYLe FAHeE fosiAl UER e (F=1006, p=0.000), 2& <] A2 80,9%(5
¥ R%= 80.2%)olth. AR 24 A% A3}, CRM(p=0.000), Detail(p=0.001), GP(p=0.000),
Web(p=0.000)2 27 &Aoo tiaf frojg A(+)e] TS vx= 22 vepyth((Table 4) %
%). Z CRM Call, Detail Call, GP, Web Event7} @& PD52 wjZ a2 o] ZolAE= Aoz
ﬁ*ﬂﬂ"‘ 21} SoV(p=0.400) vlEAA ] FFE FA Zale= oz it Aee 2718 Hlast
W, Web Event(7,396,079), GP(716,688), CRM(94,676), Detail(36,531) <=0 & mj&22] o] & JFS
v o2 vehdth, iAo g 7P HI-1, H1-2, H1-3, HI-5+ AR &AL Hl-4+= AR =R ekt

Table 4. Result: Verification of Hypothesis 1

Variable Estimate Standard Error
(Intercept) 211,765,294 ™ 13,031,964
CRM (1) 94,676 9,046
Detail (82) 36,531 10,884
GP (83) 716,688 343,788
SoV (B4) -404686 486,785
Web (85) 7,396,079 " 1,375,937

R? = 809, Adjusted R? = 802

Note: "p<.05, “p<.01, ""p<0.001

d

Jertelel o] vhEol VI JFL olvishes £, 5,8 FAHCE UEH, CRMo] 171 37k

W wlEde 946769 ZvleitlE Ao F, Detail Callo] 17 2716 W& He 36,5319 Z713t=
Aoz Aydct T 7R 2% wjEd 932 ux|3 glo}, AxH oz CRM Calle] Detail Callkch

o s JFS A e & 5 vk B (SoV)7E miZe tigt o] UehtA gL ofEE
F < SoV7l Akl EAst=E T vl LAl AL o] #a] At °*?*°i nzl Aoz
B}, vpAeto 2 On-Line e 9] niAEE5S EX3 55 (Web Event)2] 7%
FIFE FE= Ao Yehdon, B4 o8-8 BE S-S TN 7 A °o 'kﬂ:‘j—% Holx A8
& = k. o] On-linee & AR S FS 25 S o UH%QH of w73k

Holx|uk, Mg oz lste] Off-Line vlAREEo] AYP=7] o2y %—’F?‘i oS weldd

[

2. 7Ma 24 g 4

71 14 AR AFS] B4 wel BRHQR T glo] #4& Adsglont, B dash
Slab) AaliE AFels AEe] S Aold HQ 7he) Wi BAE B3] Z2te] nAHSEl
2 Qs vlws) % Bt gk 24 vjolel] TFE B3 R ES] el v JFE
87] 91814 7H 1 AgelAsh TR GE AR S ettt BE B9 SYusEe
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& 7hA gole] AU} thE Q9le] FFe] oEs= mEAEo] et & QlomE HQIF HQ29
7 WA EEo] il WA 9E MTsaA BEAE'S S Byl westarh 2L £AQ)
o 2ok, ' o] 719 viE Salesi=,

Sales; = a; + £, CRM; + [, Detail; + B3 GP; + B SoV; + Bs Weby

+ a, HQ2; + 4, HQ2;- CRM; + /4> HQ2;* Detail;, + S HQ2;- GP,;

+ /679 HQZ," SOV,-[ + /67]() HQZi'Webif + 7 )(;'r + & —),:)i](Z)

A AR BAHR FofshA Ve o (F=106.2, p=0.000), =¥ o] AEHL 82.7%
T RAFLS 82.0%)0|ch((Table 5)#=x). #2(2)0lr wzztgol sl ZAurd, Bs ~ B
HQ17 HQ29] ztelg ofnjgttt, o] HQ27} 7PHS(Bw )R afd ZE7} BB 20| HQ27} 19]
e 7HA 3, BER 1o 7P (HuER)E 0] "ok oujoltt, 3AAISF FoA HFA B
885 7|7 3 HQ2oA4+= HQ1#= 2] CRM Callo] @A13kA] kgkoma HQ29] CRME £A413}17]
e¥gke}. HQ2e) Detail(p=0.05)- HQ12] Detaild] vlaj frolgh A(+)2] J3& v]2E Ao vehgr,
= Gdrtdol aA(AhT W Al 5371 whsE AFHQD)Q] 4$- duzHo= CRM Calle] H]Fo]
o uhy, 37} SR EHE AEMHOQ2)S] A9 CRM Calle 733514 95AU Detail Calle] H]Zo] =
Ao H7 =AY 1 9ol GP(p=0.610), SoV(p=0.421)x= HQ2¢} HQ1ol|A =}o)7} gl Ao F7}
e}k, mhAEre 2 HQ29] Web-Event(p=0.05)% HQ19] H&] folak H(+)e] oS x| Aoz
velgten, foxrt vehd ®FE 7he] A ZVIE Hlashd, Web Event(23,115,922),
Detail(50,950) 2.2 HQ20l|A Web Event7} HQI1¢) &) mlA|€l&Eo] mj2Zd o] 2 s
A= Aow AFHJY, AyFog 7 H2-1, H2-35 AAEHZL H2-2E AAHA EUrt,

Table 5. Result: Verification of Hypothesis 2

Variable Estimate Standard Error

CRM (HQ1: B1) 94,676™ 9,046

Detail (HQ1: B2) 36,531 10,884

GP (HQ1: B3) 716,688 343,788
SoV (HQ1: B4) -404686 486,785
Web (HQ1: B5) 7,396,079 1,375,937
Detail (HQ2-HQ1: B7) 50,950 23,858

GP (HQ2-HQ1: p8) 369,384 724,281
SoV (HQ2-HQ1: B9) 760,511 946,076
Web (HQ2-HQ1: B10) 23,115,922 2,651,985

R? = 827, Adjusted R? = 820

Note: "p<.05, “"p<.01, "p<0.001

FAHoR Syusel Ay Avuw, va HQ2el YA wire] vzl vl Jo] HQLY
G o] tlZel v R Aokt o 271 ofnlshe Bee) A9, HQ2OIME CRM Callol
ofol MAIEEA) SASkth. ol B37k fAIs: AFES AT HQ2ME Add guel o] gone
#) ¥4 F4e] CRM Callo] Bas 9/t Wg AZe Solg o147} glaw Aoz o4 €,
wH, Boo] A5 HQLo wls) vhEol ther JFeiol o 2182 & 4 AeHB~50,950, p=0.05). ol et
A 37k fAE0] AFl BE AL BUSA ABHE AFES Y HQ2e| FYAILE]
Detail Callel o] Be =2} 7103 22 elulate}. 5, Demilo] 171 7FshA HQ2oIH HQLuTH
5095090 B Z7Hetks Ro A, teb & Ao 4 H21 5, Detal Calle] 29 HQLET
HQ2eIH % &5 Aolehs 7bde AXshsich,
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HQ29| SoV7h HQ19] Sovel vls] Qvhi} o @gele] 27b% vehils Boel A HQ27H HQIo
He) e G g Aow BrhHgo el A8EA Gakrh(BeT60,511, p=0.421).
olelst Aok SbA] 52004 Q1F e vhsk o] A Sovt AlekAlel At Awz sl ve
FUaA AAHT glo] BA Aol Jow m Ao wlrh, wehA B Ae) 74 H2-2, Sovel
A% HQLET HQ2olH ©% &oh4S Zojehs 7pe 712h=giet,

HQ2°] Web=Event} HQLe] Web Evente] vlsl Quhv} o @akeo] 27b2 vkl Bl
HQ27F HQ1el i8] ojv] Q| B8 2 ofakele vehia gl Aew BrhHslek(p,=23,115922,
p=0.05). HQ29| A9 5817} fA50] Hjdow o ge JRAiF =¥, stol=eel 24 $)7}
WS ol Hre] FEWS Yok WASo] Fol@ths ojn2 FAS Web Events 171
RP3FdS W HQ29|A- Web EventZ} &l wx]:= ko] HQIRT} 23,115,922U7HE t] S78h=
Aoz siMect, webd 2 Qie] /b4 H23 2, Web Events] 2% HQLT HQ2eA vlS mbeal
Aoleh= 7hie AXHT HF /b 44 Avs (Table 6)% 2t

Table 6. Summary of Hypothesis Tests

Hypothesis Z| A& p-value
H1-1 FUAFRY CRM Call2 A0 A+ F&2 0] 2ol 22| p=0.000
H1-2 SUARY| Detail Call2 A0 A(+)Q Fk= 0| Zo|ct A2\ p=0.000
H1-3 FUAFHC| CRM Call2 Ao ¥+ &2 0] Zo|ot A 2|1E p=0.05
H1-4 SoV= AA0f A+ FE 0| ol AZE2| %S p=0406
HI-5  Web Events M0 ¥+ 33 0 Zoltt 21218 p=0.000
R? = 809, Adjusted R? = .802
H2-1 Detail Call2] A< HQIECH HQ20|AM G2 &Y 7o\t 22|14 p=0.05
H2-2 SoVe| A< HQTELF HA20M B &atdd Zio|of, AZE2| Fg  p=0421
H2-3 Web Event®] Z< HQ1ECH HQ20|A Gl &3P #o|ct, 22| p=0.000
R? = 827, Adjusted R? = 820
VI A&

AFAA Y viAE-E ook, WA A, W) ‘:-4 ZAHstE AXHA Helks AF3] St
ook WY FAl niAR A A Sl wiAH 2] HIlE ofr1EkAlaL, a]uﬂo]Eq] gk H4
Ak dEhie] Al A ae FE5EHA H? BEHRI nHAI" e AMNE F78H =AU
=3 A /‘1]74] of & JFe & AdY AJL Off-Line F4l2 H}?ﬂ‘%’ o4 On- L1ne°]\‘£]-h ANze A
FeHE Sxlek= AVI7E HAh 28y A S4e nHAREEL 2HolE 5o F2he-g ZEHOV]
SHAaL ofo]l wt o] WHA TrAlE ZdstEo] gt o] FAoA AlekAR ) thek ARELS H A
wA Hol dHE AS A7e vl BEEH, 53] st iR g S0l 2 dFgFgdd tigk 242
a2 F87¢ vjE] FleE TE3taL A7 A A KAt olof £ AFelxE «=A A3}
AXFe] 5 Azte] wiAIY S dHloJEE &-83te] Al MY = vAREFS Detail Call, CRM Call,
Group Presentation, SoV, Web Event®2 EF3la 21Zte] viAg &5 0] vjEa o ojuet JFS
v &4 AF3E At

?i 2y o] A4 A= Detail Call, CRM Call, Group Presentation, Web Event §& Z+7; wj&2

Aol frofst F(+)e FTFS nXE= Flo] Rl o Sove mEAA nxE JEFH FoakE

Holx] Eal= Aoz Yehtt), w3 HQ13 HQ2 7+ v]aollA Detail Call#} Web Event:= HQ20l|A]

o k1
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HQIol 3} vl &2 el mxe gFeio] 4 sow sel=gith. Sovel Z$o= HQIZ HQ2d
A Feld Aol g Mol skt

E A7 A9E gy 28 AAHES 7HRT AA), Detail Calle] AS E87) vha =] L oA 9
shA A o E3Holglx, CRM Calle] % 537} wad epAel vhAgeA o Zidolgone
53] wadl get Calle] FehE 2T Bast e AARL EAl, Web Evente] wj&24ol] e
JFeo] HQ2elM HQIel wls) vi¢ Firhe Aok Web-Evenrh 71ek Alul 2, 2abe] 412
glol On-Lineo2 1Ajo] H&3le] Purke Hshe Jeje] AR EYL 2etd o AFe] S4ol
wel 2ASe] AEe] ARAGe o AFHoldhs AL AXFT} EF On-Line np7E 85 Fofals
a9 FoJlR] ke mA e FRS B 1Y AgS EAS F£r Jong AFE EAI uHES
AFE 2 %P Alghe defo]l e ohe AlAkekaL Qlth. On-Line vHAR &2 w8 At W4
& SHOA oS ZHAER Ak Svd Ao odEn. AR, BedTel Akl AAHe
iAo = Sl Wigolth. AlFA M dntH o g gt Wao] opuE}, o] =it
g e Faho] A viAY 219 WatE slAZ Bart g Aow AlEd, B
# #7uste] HgoA S E AkriAY EHAA o P vs AdHe gAEHS T 5
= A e dHolH #g-of ojd& HoFiL 3l
2 A7 7R A 8 e A7 gk et 7:5‘5} A, AFPA ] Salesell FFE 1A

< e %}% elell =iele] Guidelineolut A= A7 Avpe] 2a %E a8}, o] el
3 ol thate] ohEA] RaYomR Aok} Salese] 2 291G e AFRAE ¥

|

i

[e

0,

KA

o]

1= . FF AFollAE Guidelineo] JFHou A2 AT AH F9 808 FA3
W&o )Xe JFHE B IS AT Faot . A4, AlgdA e vARE TS o

71 YeiAE, AR AFT e nAEEES 24 Faerl ok FHgF e Ao
Eu AFow g zHog guo] AT FHookE o Aok o] Hojuls FA ot} vHAlE ¢
Aoz 7]EH 2 548 Holv 2oz A itk ol#jg A7t =W 15k Ak A
Efo] disigez et dejAA e Ak Al riAIRE Sl tigh olsirt zlox|ar, Aok Aol
£ dolgEaS 53 ortEAe deAs dxEh= AV @ Aoz J|ygic
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