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Nathalie, 

Killion, Mark <MKillion@kadian.com> 
Thursday, June 17, 2010 7:53 AM 
Nathalie Leitch 
robin hagy field ride 
Robin Hagy Field Ride 0613-061410.doc 

Attached is the field ride report I sent to Robin Hagy. As you can tell by her numbers things are going well here. She is 
doing a great job. The main reason for the visit is that I hadn't seen her in quite a while (since my initial ride along) and I 
wanted to assess her progress. Based on what I saw she is falling down on my priority list for future visits (especially with 
the new hires I have). Let me know if you ahve any questions. 

Mark 
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Fleld Contact 

Area Man1ager Robin Hagy 
IName 
Regional Director Mark Klllion 
Name 
T·erritory San Francisco, 
Date 06/13-06/14/1 O Field Ride 

Sales R1e.su Its /Busi ne•ss Anal: sis 

mlian 
Current Mon ,11 Overau PCT to, P1an 

•· (B si ess Ana1lysis) Share Observatilo s regarding trends etc. 
+ Robin, your em ory flntshed number one in the regton a d um.be t ree nat1o elliy 

at 1 OB% ·to plan in the fi st trimes er. Co gratulations on a great job. Your April sales 
1growth in dolle·rs and rxt·s was substantially ,ahead of he region and he na ion, up 
2.9¼ and . . 6% respectively. As we discussed your accoun s wit a high Medi-cal 
populallon have been grow ng qulte, a b"t the last · ui;lrter. 

+ You have, do ,ea very good job in limiting e impact of Emb da I your territory. 
last month 1 ere were onl,y 63 total Embeda rx's hict, was do n firom 72 rx's lhe 
pre'lrl'ious month. These numbers are the lo es·t in the region by far. Addi ·onally your 
largest Embeda prescriber wr:o e only 9 rx's last mon h wi · two others having litter, 
a 1n:·s each. 

field Observations 
• Desc ·be o_served se·llin skills, ai,d r\oteworthy behaviors at meet or exceed 

expectations 
• You h · v do e a very good job establishing -era io -ships wi yo~r · ey offices in, a 

very short period of time. This was obvio s ,at many f t e offices we visited sue as 
Dr. Ma!ab.ed and Dr. Che g/Phi11ips' offioes where the sta • Iet you back i to se - th 
key preiscribers even with a busy waiting room · ull of patients. This r,elatiionship 
bui ldT g was very evident as well at Dr. Weil's office he we had a lun.ch tnservice 
or heir staff. Yo did' a great job. discussing Kadian and the co-pay cards wm, the 

s1x doctors and fellows ln · e prac~·ce. More importan ly ho gh was the i teractlon 
you had witn Dr. Well. Whlle a the lunch lnterviewin a potential ew addition to their 
group Dr. Weil1 stopped the interview o ask you speci ic que- ·on - abou Kadia and 
Embeda whic you nailed. It is obvious he re:speets yo and he u-; yo have ent 
at their practice (Which is a lot considering their ,entire gro p has written almost 

200.000 of Kadian yd). 
• You did ave ood ob addl",essing he pa ,en assistance and co-pay ques lone for 

Dr. Jeff Chen ( 1 Kadian prescribe ytd). e asked you about co11erage of Ka~ian 
and then s,pectfically focused in on Medica _ Part D parents. in ttie ~onut hole. Yow 

ere abte to get h m this ·mormation direcUy rom he patien ass is ance hotline 
before we le his office. H was 11 · ry pprecia ive o the info matio you provided 

HIH1=••• H,agy 
111131 g, 
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especially since I offered his pati n s a potential ptio w en hey fall in he donu · 
ole. 

• You made sure to discuss in detail our co-pay card program on all of your calls. his 
program has been we11 received .as could be seen ith cur cal ts to □,I'. 
Grlggsby/Rode's and Dr. Kessle s offices. Even1 hough we were 'table ro see he 
doctors e he offices you were able to speak with their support staff. The nu . es we 
spokie to said they had been passing out the cards r,egul,arty and needed more of 
them wt,icti ma)' e>tplain why their April numb rs were up a bf . You took ~he me o 
with each of •hese nurses to make sure hey understood all of tihe k,ey points with the 
crud . 

Busi1ness, Strate 
• ObseNations made that wm lead to business opport 1nities 
• Robin, I enjoy,ed sitting down with you o discus.s your b siness plan In de ail . You 

have done ai horo gn a alysls of your · erritory and hav a good ph::in ln how yo are 
· tta eking your targets. Using your November da a (which is th . las month of full 
competitive data) rs a reat way to help focus your calls where you have seen 
lncr,easfng tr,ends of Morpnt e S lfate, Avi~ and Op.an a. It also helps you find 
potentia ly large Medi-Cal and Worker's Compensation practice's wher,e Kadi an as 
very good coverage. 

• As e· discussed, looking at the dollars per prescrlptlon written, can also be an 
e,ffecl:ive tool as some pre:scrlbers (e. ·. Dr. Hattori, Dr. Pea,rso · ) who write large 
d,o.Jl'a /rx ca nave a big rm pact on your emtory in both a p001tive o:r n,egative way 
depe ding o- their total rx trends. Con ersely, accounts, r·ke Dr. R hwal er D . 
Klistoff who are low dollars/rn w111 hav lower 1mpac1· whioh may chang your 
business planning . 

• I thin your ideas for co11enng tar northern GA u.e_ Crescent. City, Oregon H.ouse 
make a1 lo of sense. They are high Medi-Cal areas wi.U1 good gro recently . Wi'Ul 
those areas being 7 hour drive and he fa,ct ne accounts harve s-ald they do ·t wan 
to be seen month y i makes sense to spread the call cycle out a lit\1e Ii g r tha your 
iocal accoun s. our loca'I aooounts (SF and Sacramento) am the ones being hit 
weekly, i · not - ore aft n1 by the Embeda and Opana rep • As discussed earlier :your 
morie requent call cyde, with these prtisc.nber:s has really helped u1·1d r,e'lationsntps 
in a :short period and blu t the impact of the competitors. 

• Robi111, please, get me, an ,updated list of doctors INho need to be remo ed rom your 
target Us as well as any doctors a neeci to be moved (e.g. Vici:o L in Santa Cruz 
who you want lo move o Richard's te ritory) by . e EOB June 1 i . 

+ Describe areas a hat need d . vetopment 
• Please stay on t .. · . • · · . . J portant that you s ay up to da ,e 

wi your expen es. 

• De elop ,action plan Witl a ainm:e step . 
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ABM Signature: 

Regional Director Signature: Mark M. Killion, June 16, 2010 
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