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Pharmaceutical revenue teams are facing
increasing challenges and struggling to lead
successful engagements with healthcare
providers (HCPs). 
 
The current Pharma landscape is
experiencing a high level of uncertainty
regarding revenue platform providers. This is
leading to complex and risky decisions in the
choice for the best-fit solutions to aid field
teams. 

Additionally, while other sectors like tech and
retail have increased their use of artificial
intelligence more rapidly, Pharma businesses
are more cautious, due to the risk of non-
compliance with government regulations or
data privacy concerns. This slows adoption
of the rapidly evolving AI-powered solutions
created to remove revenue roadblocks. 

The way Pharma revenue teams operate is
long due for an update.  

Reps need fast and personalized support that
reflects the pace and complexity of today’s
market. Revenue Enablement 2.0 offers an
AI-Forward solution through data-driven
coaching, real-time content delivery, and
stronger alignment across teams. 
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Traditional revenue enablement
provides reps with content and
coaching support in the field. In the
past, this has been enough to aid
reps in sharing relevant, compliant
information with HCPs and opening
the door for partnership. 
Here’s why this approach misses the
mark.

Quota Attainment and Ramp Delays 

Expectations are rising, but
performance isn’t keeping pace as
reps struggle to meet their quotas.

 While adding capacity may seem
like the easy solution, according to
Health Tech World, new reps take an
average of 11.2 months to ramp to
productivity — making additional
headcount a slow path to hitting
targets.  

Gaps in Training 

Reps aren’t feeling prepared when
they walk into a meeting. They’re
lacking access to critical
information at the right time.
Without the right training and
access to just-in-time learning that
helps them build momentum, reps
are set up to fail. 

Poor Commercial Team and
Marketing Alignment 

In HubSpot’s 2024 State of Sales
Report, only 30% of leaders said
that sales and marketing were
strongly aligned at their company.
 
When commercial and marketing
teams aren’t aligned, reps don’t
have the accurate, compliant
content they need for successful
HCP meetings. And marketing
doesn’t get critical feedback to
improve future content to boost
effectiveness — all leading to lots
of counter-productive finger
pointing. 

Why Traditional
Revenue Enablement
Leads to Missed
Opportunities 
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Regulatory and Compliance
Complexity 

Consent capture, data privacy,
digital promotions, and required
disclosures are under heightened
scrutiny. It's more important than
ever that reps lead compliant HCP
engagements with resources that
follow country-specific guidelines.
 
Slow Digital Adoption 

Businesses slow to adopt next-
generation solutions to support their
revenue team will fall behind the
competitors that do. 

Capabilities like offline access to
compliance content, sample
management, and deep integrations
to critical backend systems are
common requirements for Pitcher’s
Pharma customers.

Bringing those capabilities together
in a single platform makes field
operations easier and improves the
HCP experience. 
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In times of market instability, choosing the right commercial platform can
mean the difference between success and stalled performance. While many
vendors are still proving their capabilities in Pharma, Pitcher is an established,
trusted partner deeply rooted in the unique demands of Life Sciences field
execution.

Amid market reshuffling and uncertainty, here’s how Pitcher stands out:

Pitcher Vs. Emerging Platforms 

The Sure Option in a Sea of Uncertainty 
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Category Pitcher Competitors

Industry Focus Proven track record in Pharma
New or unproven in Life
Sciences  

Implementation
Speed Fast, reliable onboarding 

Lengthy, growing customer
queues  

Support Access Responsive, dedicated support 
Overextended teams,
delayed responses 

Platform
Maturity Stable, field-tested solution Evolving product  

Risk Profile Low risk, high confidence 
High uncertainty, unclear
timelines 



Here’s how Revenue Enablement
2.0 strengthens performance and
increases revenue for Pitcher’s
Pharma clients. 

Personalized Content Creation
and eDetailing 

Empower reps to deliver focused,
impactful engagements with
personalized pitch decks and
interactive eDetailing. 

By tailoring content to each HCP’s
interests and history, reps make the
most of short meeting windows, while
presenting knowledgeable, valuable,
and engaging insights to the provider.
With customization guardrails set by
marketing and compliance teams, reps
can prepare for meetings efficiently
without risking content compliance. 

An example of simplified content navigation and selection that 
a rep might see within Pitcher. 
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A Closer Look at Platform
Functionality 



Meeting Prep and Next Best Action
Recommendations 

With secure, compliant, AI-powered
meeting roleplays, customer
summaries, and agendas, reps can
quickly understand what matters to
each HCP. 

After the meeting, reps get instant
feedback on their delivery, as well as
Next Best Action recommendations
that move relationships forward and
provide HCPs with the information
they need for confident decision-
making. 

Consent Capture, Compliance, and
Sample Management

Keep compliance front and center by
integrating consent capture,
compliant multichannel messaging,
and controlled sample distribution
into a single platform. 

With offline functionality and field-
ready access, reps can operate
confidently across regions and
regulatory environments without
delays or risk of non-compliance.  

Integrated Feedback and
Engagement Tracking
 
Close the loop between reps and
marketers by tracking HCP
engagement with shared materials
and capturing real-time feedback.
Marketers gain insight into what
content performs best, while reps
receive updated materials that
reflect real-world needs, improving
collaboration and increasing impact. 
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See why clients choose Pitcher to improve rep performance,
ensure compliance, and scale revenue. 

Equip your field team for success. 

Request demo
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Pharma revenue teams are under more pressure than ever. Shorter HCP
engagement windows, longer rep ramp-up times, and rising compliance
demands are making it harder to achieve consistent and scalable results.  

Revenue Enablement 2.0 repaves the way to success by bringing together
data, content, coaching, and compliance into one seamless field rep
experience. For teams navigating uncertainty over which commercial software
options to choose, Pitcher delivers a reliable, proven, and futureproof solution
that turns every rep into a high performer.

Drive better HCP engagement, reduce risk, and accelerate results with
Pitcher. 

Choose Confidence Over Complexity 

https://pitcher.com/request-demo/
https://pitcher.com/request-demo/

