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Abstract: Medical representatives are vital in bridging pharmaceutical innovation and clinical practice, but their effectiveness
is often limited by time-consuming preparation, regulatory constraints, and the complexity of tailoring interactions to diverse
healthcare providers (HCPs). Predictive analytics has historically supported reps with forecasts and territory plans; today,
generative artificial intelligence (GenAl) amplifies this support by delivering actionable, real-time insights. This paper explores
how GenAl enhances daily workflows for field and medical reps—from pre-call preparation to in-call engagement and post-call
follow-up—using real-world examples and emerging case studies. We argue that GenAl transforms forecasts into field impact,
shifting reps from information deliverers to strategic, insight-driven advisors.
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I INTRODUCTION Patel’s prescribing history for oncology therapies, recent
clinical trial interests, and likely objections to our CAR-T
Field representatives, whether commercial sales reps or data.” Within seconds, the Al generates a structured,
medical science liaisons (MSLs), face increasing demands: compliant briefing.
more complex drugs (biologics, gene therapies), larger e Tailored Scientific Content: GenAl assembles a “content
scientific datasets, and more digitally savvy HCPs. Traditional pack” customized to the HCP, pulling from approved slide
predictive analytics offers trend reports, prescribing forecasts, decks and publications. For example, a cardiovascular rep
and churn risk models, but these are static and often generic. preparing for a cardiologist might receive a 2-slide visual on
new ESC guideline updates, emphasizing how their therapy
GenAl extends predictive analytics into actionable daily fits in.
workflows, providing personalized insights, real-time support,

and automation of routine tasks. The impact is visible across
three stages of field activity: pre-call preparation, in-call
engagement, and post-call follow-up.

1. HOW GENAI ENHANCES DAILY
WORKFLOWS

A. Pre-Call Preparation

» Challenge

Reps spend hours researching HCPs, analyzing
prescribing history, reviewing formulary restrictions, and
preparing compliant messaging.

» Al-Enabled Solution:
o Dynamic HCP Briefings: Instead of sifting through multiple
systems, reps can query a GenAl assistant: “Summarize Dr.
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» Real-World Example:

A large oncology sales team piloted a GenAl-enabled
CRM copilot in 2024. Reps reported a 70% reduction in prep
time, enabling them to increase average daily calls from 5.3 to
8.1 per day without sacrificing quality.

B. In-Call Engagement

> Challenge

HCPs often ask unpredictable, highly technical questions.
Reps traditionally rely on memory, static slide decks, or delayed
medical information requests.

> Al-Enabled Solution:
e Real-Time Q&A: During an HCP discussion, a rep can type
or voice a query: “What are the latest head-to-head data
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comparing our biologic to Dupilumab?” The GenAl
assistant instantly retrieves and reformats approved content.

o Predictive Conversation Guidance: Tools like SalesRLAgent
provide reps with real-time probability indicators (e.g.,
likelihood of conversion if the rep pivots to efficacy data vs.
safety profile).

o Role-Play Simulation: Before a meeting, reps can simulate
conversations: “If Dr. Kim asks about long-term safety,
what is the best compliant response?” The Al role-plays as
Dr. Kim, preparing the rep for real-world objections.

» Real-World Example:

In a pilot with a dermatology field team, a GenAl copilot
embedded in Microsoft Dynamics provided real-time,
compliant answers to HCP queries. Result: 25% fewer “T’11 get
back to you later” responses and higher HCP satisfaction
SCores.
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C. Post-Call Follow-Up

» Challenge

Reps often spend 20—30 minutes per call typing notes into
CRMs, crafting follow-up emails, and ensuring compliance—
all reducing time available for HCP engagement.

> Al-Enabled Solution:

e Automated Call Summaries: Al transcribes conversations
and produces structured notes (e.g., “Dr. Lopez expressed
interest in patient support programs, requested efficacy data
in >65 patients, mentioned payer restrictions.”).

e Next-Best-Action Recommendations: Predictive models
identify when to re-engage and what material to provide;
GenAl then drafts the follow-up message.

e Omnichannel Integration: The Al suggests whether the next
step should be an in-person visit, a webinar invite or sending
real-world evidence data.

» Real-World Example:

At a European launch of a rare-disease therapy, GenAl
auto-summarization tools reduced CRM entry time from ~25
minutes per call to ~5 minutes. Over a quarter, this gave each
rep an additional 7.5 hours per week to spend with HCPs—
equivalent to 1 extra day in the field.

Pre-Call Preparation

- GenAl-curated HCP brief
- Tailored content packs

- Objection simulation

Al-Enhanced Workflow for Pharmaceutical Field Representatives

In-Call Engagement

- Real-time compliant Q&A
- Al-guided conversation pivots

- Role-play scenarios

Post-Call Follow-Up

- Automated call summaries
- Next-best-action insights

- Al-crafted follow-ups

Fig 1 Al Enhanced Workflow for Pharmaceutical field Representatives
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Table 1 Quantitative Impacts

Workflow Stage || Traditional Burden | GenAl Solution Example || Measured Impact
Pre-call research || 2-3 hrs/HCP | GenAl-curated brief in <10 mins || 70% time saved
In-call QA | Delaysor deferrals || Real-time compliant answers

Objection handling || Rep skill-dependent ||

Al role-play simulation

|| Increased confidence & consistency

Post-call reporting || 20-30 mins manual entry || Al auto-summary synced to CRM ||

80% reduction in admin

Follow-up messaging || Generic templates

|| Personalized Al-crafted outreach ||

|
|
|| 25% fewer “follow-up later” |
|
|
|

2x email open rates in pilots

I1. BARRIERS TO ADOPTION

» Regulatory Compliance [1].
Every Al output must adhere to approved product
messaging. For example, an Al-generated summary cannot [2].
imply off-label use.
[3].
» Data Privacy
Rep workflows involve sensitive HCP and patient-level
data; secure governance is essential. [4].
» Trust & Training
Reps need training to use Al as a support tool, not a [5].
substitute for clinical knowledge or relationship-building.
[6].
V. SYSTEM INTEGRATION
[71.

GenAl is most powerful when embedded into existing
CRM/EREP tools, not as stand-alone apps.

V. FUTURE OUTLOOK

In the next 2-3 years:

e Voice-First Copilots: Hands-free Al assistants providing
whisper coaching during live HCP meetings.

e Prescriptive Al: Systems not just forecasting but
recommending exact actions: “Schedule a follow-up call
with Dr. Nguyen next Tuesday afternoon with payer study
data.”

e Multimodal Al: Integration of voice, text, and visual tools
for richer HCP engagement.

VI CONCLUSION

For decades, predictive analytics has informed what reps
should do. Generative Al now transforms how they do it,
embedding intelligence into daily workflows. From pre-call
preparation to post-call reporting, Al enables reps to spend less
time on administration and more time building meaningful,
evidence-based relationships with HCPs. The result: improved
productivity, higher engagement quality, and greater field
impact.
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