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How One Pharma Rep Uses eRAG

to Transform Patient Outcomes
and Boost Revenue Streams

Jason Alvarez had always loved his job as a pharmaceutical sales representative. He enjoyed the
challenge, the science, and especially the opportunity to help providers offer better treatments to their
patients. But lately, things had been harder.

It wasn't the competition—he knew his company had solid medications in the market. The real problem
was information. Or rather, the lack of it when it mattered most.

The Day That Changed Everything

It was a rainy Tuesday morning when Jason walked into Dr. Simmons' clinic for a routine check-in. As they
discussed a new medication for hypertension, the doctor hesitated. “I'd love to try it,” Dr. Simmons said,
“but my patient is on three other meds. I'm worried about interactions.”

Normally, Jason would scribble down the details and promise to follow up. He'd send a request to his
medical team, wait 48 hours, and hope the doctor still remembered the conversation. But that day was
different—Jason had just been trained on eRAG.He pulled out his tablet and typed in plain English:
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Does [Drug A] interact with [Drug B], [Drug C], or [Drug D]? 7
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Within seconds, eRAG cross-referenced clinical data, patient safety records, and FDA alerts across his
company’s systems. “That’s exactly what | needed. Let's try [Drug A2].Thanks for being on top of it.”

It wasn't just a win for Jason’s quota. It may have prevented a dangerous drug interaction. And for the first
time in a long time, he felt like more than just a salesperson—he felt like a real part of the patient’s care
team.

Making Medications Affordable (and Profitable)

A week later, Jason met with a small-town pharmacist who voiced a common concern: “Patients are
skipping doses because they can't afford the branded meds.”

Jason pulled up eRAG again and typed:

What generics are bioequivalent to [Branded Drug X] with good adherence
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eRAG replied instantly with two generic alternatives, their comparative efficacy data, average wholesale
price, and real-world adherence statistics.

One of them had a 20% higher refill rate and was in stock at the local distributor.

Even better, it offered a better margin for the pharmacy and was part of a cross-sell program Jason hadn't
considered. The pharmacist lit up.

“If we can save patients money and improve adherence? That's a no-brainer.”
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Why It Matters

Before eRAG, Jason spent hours chasing down data—sifting through emails, waiting
on med info teams, digging through PDFs. Opportunities were lost, conversations
stalled, and decisions delayed.

Now, with real-time access to safety alerts, patient history trends, medication
comparisons, and sales analytics, he can:

Answer critical questions on the Catch cross-sell and upsell

spot opportunities in real time
Support physicians in choosing Identify high-margin alternatives
safer, more effective treatments that improve profitability

And maybe most importantly, he can do it without being a data scientist—just by
asking questions in natural language.
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Final Thought

Jason isn't unigue. Thousands of pharma reps face the same daily grind: not enough data, not enough
time, and too many missed chances to make a difference. But with eRAG, those limitations disappear.
Reps become trusted advisors. Conversations become conversions. And patients—real people with real
lives—get better care.

If you're ready to give your sales teams the power to be more than messengers, let them experience what
Jason did. See what eRAG can do in a live demo tailored to your data.
Because when your reps have answers, they deliver more than medications—they deliver outcomes.
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