
From push to individual 
communication
- from single to multichannel

Kiev
April 2013

Morten Hjelmsoe



2

Agenda 

• A few lines on Agnitio
• It’s all about relevance
• Two schools of going digital
• How to get going
• Examples
• A little about customer insight and data
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Agnitio -technology to enable individualized 
communication

• 12 years healthcare focus experience
• 50+ country installations 
• 20.000+ end users, and counting…
• Network of over 150+ agencies worldwide
• Global customer support in multiple languages (English, French, 

Spanish, Japanese, Chinese)
• 4 regional offices (EU, NA, SA, Asia) and country locations
• 25% of headcounts in R&D
• Plug-in with 3rd party systems – CRM, CMS, LMS, BI, ERP….
• + 50% annual growth
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Setting the Scene: From product to services

Outcome
oriented

Feature
oriented
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Relevance shift in communication

One-way message 
delivery

Two way – dialogue Co-creation

Communication based on relevance for:

Company Customer
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What’s not working anymore, Shout marketing
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One-way communication

- Reduced Access

- Reduced face Time

- Reduced Impact
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Increase Value = Individualize

Value



The only one who knows what’s 
relevant for you is you…
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Technology  to drive individualization
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Technology to hold more knowledge
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No Time for Nonsense
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Beware of adverse events!
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Profile

Learn

Adapt

Deliver

Making it matter…
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Continued Communication

Face to face

Microsite

smartphone

Webinar

2nd Face to face



How to get going
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How to move from Push to Pull

Face-to-face
(push driven)
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The rep is the best pull 
agent you’ll ever have
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Land – and expand

Articles

Microsites

Phone
apps

Congress 

Training 
resources
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Uniqueness to 
the customer
• Providing services to 

your peers

• Offering content at a 
convenient time

• Being remembered as 
a partner 
understanding the 
customers’ needs

Individual mobility
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Co-create to customers customer…

Create tools Recruiting 
patients

Interaction
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Examples
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If you are having a poor
conversation, you’re not going
to capture rich data

Turning every encounter into a lesson learned



Something about data
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If you dont know where you are
heading, it is hard to tell if you
are on track
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Valuable data?
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Objective detailing
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Designing eDetailers intelligently, enables you to 
capture valuable insights on an individual and market 
level…
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… Based on data captured, clients are able to 
segment its customers on relevant dimensions…
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… Measuring customer specific data allows the field 
force to deliver targeted messages, reflecting 
individual beliefs and needs



Thank you

Morten Hjelmsoe
mh@agnitio.com


