With CLM Mechanix you can create targeted communications on demand with real time data about current
local market events such as a formulary win. Messages and assets are data driven and generated based upon
pre-approved messages and existing marketing assets.You can target physicians based on multiple criteria
including by plan or payor, formulary status, prescribing history, territory, sales representative or any other
important criterion available in the data
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Is customizable in many ways:

J¥ Managed Care Update Presented tof Dr. Laura Curtis
This Is an example of a customized piece of a callateral that can be used by a rep to educate a
physician on the formulary status of a product or group of products. This can be Used as part of a detail
call or as 2 direct mail piece. It can be completely customized based on a physician's name, practice,
the plan's they accept, product status, field rep information or calls to action such s Specfic point of
contact for any scientific questions or request. You can offer a PURL to the physician or targeted
recipient.

PURL. Each PURL s unique a dedicated landing d for the recipient. It can
reinforce the formulary information, othe product information, as well as provide opportunity for
physician to request more information or provide feedoack on product information, sample request elc.
It can also allow you to offer updated information on upcoming programs and events as well as offer
registrations for such events
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It has been decumented that physicians that feel their reps don't provide them value and why we believe
using CLM Mechanix will create the opportunity 1o change that perception s well as creale a better
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Opens New Communication Channels

Personalizes Welcome Or Other Messages

Delivers Content and Pull-Through
Messaging Based on Real-time Scenarios

Introduce Relevant Marketing Programs,
Register for Events or Order Samples
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The objective of each marketing component generated from _?
CLM Mechanix is to create highly targeted and relevant information

» Personalizes your Field Representative or Other Team Member
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How "Your Company” Can Provide Targeted Pull-Through Messaging That Drives Sales.
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[ 2 NIy PFErErEr {This landing page is an example how you can synchronize a marketing campaign that engages your
- - targeted recipients with information and data specific to their needs or interest. In this instance
 Patient Educal targeted pull-through specific to Formulary status based on plans the health care professional accepts
;} P 5 is displayed. The content and format can vary from recipient to recipient. The ability to add other

P features and navigation allows for a more comprehensive experience as well as the opportunity to get
[  Contact Us ] more data back from the recipient and engage them in a more convenient manner with higher
[ retention. The end result is an enhanced relationship with your customers and prospects while driving
B 1 more effective and relevant communications...
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For More Information Contact
Tim Paeschke

that will provide the receiving health care professional better Director, Sales Enterprise Solutions
information and understanding of your product and it’s status relative Office: 732-379-3954
to the patients they treat and the health plans they accept.The Mobile:973-714-0715

outcome over time will be a more effective and beneficial CRM timothyp@zsl.com
between the brand, field sales and the health care professional www. clm-mechanix.com
generating more access, influence and prescriptions.
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