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Client Name and Identifying Information***

Boehringer Ingelheim Pharmaceuticals, Inc. 
Continuing Medical Education

Valuation Study
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The Consultancy and Sponsor Team

Spica Consulting Group

Client 
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Agenda

•Project Overview
1. Problem Statement
2. Target Population
3. Research Questions
4. Purpose

•Contracting Terms
•Methodology
•Timeline
•Data Analysis Strategy
•Feedback Process
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Overview

• Current organizational restructuring
– Therapeutic based reorganization

• Explore opportunities and challenges in the new 
alignment

• Trying to enhance collaborative possibilities
• Successful integration of CME into new business 

processes
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Problem Statement

How can Boehringer Ingelheim’s CME group best 
meet the needs of its stakeholders?
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Target Population

3 Major Groups
• Internal Medical Affairs Personnel

1.Therapeutic Area Operations Directors/Medical 
Leaders

2.Functional Managers
• External Educators

3. Executive management of:
-Accredited Providers
-Medical Education Communications 

Companies
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Research Questions

1. How effective has BI CME been in demonstrating 
value with its key stakeholders?

2. What can/should BI CME do to better collaborate 
with internal partners?

3. What changes, in both processes and 
responsibilities, should BI CME consider to 
improve the value of supported educational 
activities?
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Purpose

1. Identify needs, expectations and desires of internal 
customers with regards to areas of potential overlap with 
other functions

2. Partner effectively with educators to support valuable 
educational activities

3. Determine how educational success is, can, and should be 
measured  

4. Raise awareness of the department’s commitment to 
demonstrating value through clinical education

5. Enlist support to build new models for collaboration
6. Provide a baseline snapshot for ongoing evaluation in both 

the quantity and quality of interactions the department has 
with its customers
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Contracting Terms

• Six-month service agreement

• Creation of necessary tools and assessments

• Feedback session of findings

• Confidentiality and Proprietary information
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Methodology

1. Interviews
1. External National/Global Opinion Leaders
2. Executive management of:

1. Accredited Providers
2. Medical Education Communications Companies

3. Internal Medical Leaders

2. Focus Groups
• Internal Medical Affairs Therapeutic Area Operations Directors 

and Therapeutic Area Directors

3. Surveys
• Functional managers (Professional Relations, CME, Publications, 

HSS (field-based medical), and Clinical Trials)
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Interviews
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Focus Groups
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Survey
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Timeline
 Activity / Task Aug 1 Sept 8 Oct 1 Oct 21 Nov 15 Dec 20 Jan 15 Feb 1 Feb 16 Mar 2 Mar 25 Apr 15 May 15
 Contact B-I for Initial Meeting

 Initial Meeting w/ Steering Committee

 Develop Contract Proposal 

 Estbablish Contract

 Develop Detailed Project Plan

 Kickoff Meeting with BI & Stakeholders

 Develop Questioning Route for F-Group

 Conduct Focus Groups

 Summarize Data

 Analyze Data

 Develop Interview Guide & Questions

 Interview External Leadership

 Interview Nat'l/Global Opinion Leaders

 Interview Internal Leadership 

 Analyze Data

 Develop Survey Questions

 Create Mailing List

 Pilot Pre-test Survey

 Distribute Survey Notice

 Send out E-Survey 

 Provide Feedback

 Prepare Final Report

 Conduct Final Review of Report

 Submit Final Report
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Data Analysis Strategy

Focus Groups and Interviews

• Data grouped according to respondent category

• All data coded, placed into themes and categories

• Search for identifiable patterns

Surveys

• Statistical analysis to analyze raw data

• Search for identifiable patterns and trends
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Feedback Process

1. Feedback the value-added potential of BI-CME to 
its internal partners

2. Identify key issues discovered as a result of this 
intervention

3. Begin thinking about action planning based on 
agreed upon recommendations
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