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Introduction

With the rising costs, length and complexity of clinical trials, drug development is

subject to huge delays, translating into delays in getting a drug to market and

millions of dollars in lost sales. Optimizing the recruitment process through web-

based technologies can cut delays in clinical trials and can also be used to

maintain relationships with patients to improve the clinical trial process. 

About 90 per cent of delays in clinical trials are attributed to patient recruitment problems, thus

representing a significant challenge for the industry. In order to optimize enrolment for clinical

trials, online strategies are becoming increasingly popular as they offer a more targeted

approach at a lower cost. Patient recruitment should also be carried out by targeting physicians,

as enrolment through doctors is still the most effective method.

Key findings and highlights

• With rising internet penetration, online recruitment offers increased geographical reach and

can provide huge cost savings as there is no costs for staffing or expensive advertising. A

significant advantage of the internet over the other more traditional media, is that it offers an

educational platform as more information can be given to patients.

• Although about half a billion dollars are spent annually on mass media patient recruitment

advertising and promotion, only a minority of the public has a basic understanding of the

clinical research process. Poor perception was seen as the biggest hurdle in patient

recruitment. 

• Once the potential volunteers have been targeted, it is important to convert them into

participants. The key to successfully attracting and recruiting patients, is to work closely with

patients and investigators, with efficient feedback mechanisms and a cohesive strategic plan

in order to achieve a ”patient-centric” approach for enrolment.

Reasons to buy

• Explore how patient recruitment for clinical trials can be maximized through web-based

tools

• Understand the process of online patient recruitment

• Gain insight into how patient relationship management affects patient recruitment and the

clinical trial process

BSatter
Text Box
For more information, 
please call Maureen Croce at 800/639-0515 Fax: 781/639-0529
email: mcroce@hcpro.com



Sample pages from the report

Introduction to clinical trials 

eHealthInsight Series: Online Patient Recruitment Strategies DMHC2398 

© Datamonitor (May 2008) Page 14

This report is a licensed product and is not to be photocopied 

Table 1: The cost and number of volunteers increases with each phase

Clinical trial stage Average cost per patient Number of patients needed 

Phase I $5,500  (healthy volunteers) 20–100

Phase II $6,500 100–500

Phase III $7,600 1,000–5,000

Source: Datamonitor and www.eyeforpharma.com D A T A M O N I T O R

Figure 1: Average delays for each phase of the clinical trial process 

Source: Datamonitor and www.eyeforpharma.com D A T A M O N I T O R

Patient recruitment remains a major challenge for pharma 

Generally, patient recruitment takes up 30% of the duration of the trial process, 

longer than any other step of the trial (Hess, J). Because of this, pharmaceutical 

companies are seeking strategies that decrease clinical trial times. The rising

costs of R&D are predominantly a result of the increasing number of procedures

in trial protocols, which have risen by 6% a year over the last 10 years 

(csdd.tufts.edu). It has been shown that the growing complexity of clinical trial 

protocol has resulted in patient recruitment rates dropping from 75% in 1999–

2002 to 59% in 2002–06, while volunteer retention rates fell from 69% to 48% 

(csdd.tufts.edu). The complexity of clinical trial protocols is likely to increase in the

future, coupled with the need to have larger sample sizes and studies of longer 

duration.  

With the increasing number and size of trials, recruitment of patients remains a

challenge for the industry and it is an issue that must be tackled in order to

decrease time-to-market and maximize sales of a potential therapy. In today’s 

competitive environment, an increasing number of pharmaceutical companies and 
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Figure 2: Summary of procedures in patient recruitment via three 

different channels 

Source: Datamonitor D A T A M O N I T O R

Recruitment via physicians is the traditional method  

The standard way of recruiting patients is through physicians. This is also the 

most effective way owing to the trust and rapport physicians have with their 

patients. In cases where all therapeutic options have been exhausted, the doctor 

may suggest participation in a clinical trial so the patient gets exposure to a new 

therapy. In this case, the physician will provide the relevant information about the

study, the medication and the risks and benefits of participating. If the patient 

agrees, a questionnaire will be completed.  

It is therefore beneficial to target physicians and encourage them to enroll patients 

in clinical trials. As physicians can help patients select the most appropriate trials

and assist with the questionnaire, it is possible to recruit more suitable 

candidates. More importantly, doctors have a care-giving role, and can have

influence over their patients’ decisions, so they are well placed to target patients

for trials and increase enrollment numbers.   

The online patient recruitment process 
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advertising in the US is strong and is an effective way of targeting US patients.

Although the majority of Japanese patients are recruited through the Internet, they 

remain the least likely to participate in clinical trials (Datamonitor, eHealth During the

Clinical Trial Process, 2005, BFHC0709).

As shown in Figure 6 the main driver for patients to participate in clinical trials is to 

find a better treatment and to help advance science. 

Figure 6: Drivers for patient participation in clinical trials 

Source: Datamonitor and CenterWatch research brief 2006 D A T A M O N I T O R

Research has shown that patients are becoming increasingly proactive in searching 

for treatment options. The majority of consumers in the US (84%), Europe (81%), and

Japan (85%) have looked at health information in the last six months. Of these, the

vast majority of consumers searched for health information for themselves.

Furthermore, there is a greater need for transparency and public access to clinical

trial results, especially among US and European patients (Datamonitor, eHealth 

During the Clinical Trial Process, 2005, BFHC0709). This is where clinical trial 

websites are the perfect platform to provide clear information to the potential

volunteer, and to be used as a patient recruitment tool as well as aiding in building a 

rapport and relationships with patients. Patients and physicians who were happy with

eHealthInsight Series: Online Patient Recruitment Strategies

“...We are working diligently to do a better job of designing protocols that incorporate
the patient experience in clinical trials…We also need to always consider the patient's

perspective in order to improve patient outcomes. It’s all in the planning...”
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EXECUTIVE SUMMARY

• Scope of the report

• Key findings

INTRODUCTION TO CLINICAL TRIALS

• The ongoing problem of recruiting patients for

clinical trials

- Patient recruitment remains a major challenge for

pharma

• Patient recruitment options

- Recruitment via physicians is the traditional

method

- Recruitment through media is the most expensive

method

- Online patient recruitment is set to increase due to

rising internet penetration

• Use of technology in clinical trials and recruitment

- Electronic data capture (eDC) increases efficiency

over a paper-based system

- Electronic patient diaries facilitate data capture

- eSubmissions are replacing paper-based

applications

- Online communities are becoming increasingly

popular and influential with patients

- Clinical trial websites and online patient

recruitment capture a highly motivated and self-

selected patient population

THE ONLINE PATIENT RECRUITMENT PROCESS

• Key steps in the online patient recruitment process

• Online recruitment offers a more targeted

approach at a lower cost

- Advantages of online recruitment

- Disadvantages and barriers to online patient

recruitment

- Unmet needs in online patient recruitment and its

impact on patient relationship management

• The beginning of patient enrollment: attraction and

recruitment

- Cast a wide net

- The rise of the "patient-centric" approach to clinical

trial recruitment

• Screening - selecting the right patients

• Retaining patients until the end of the study

- Online compliance programs can aid patient

retention

- Maintain close contact and build relationships with

patients

- Patients need to be kept motivated throughout the

clinical trial process

- Ethical considerations during clinical trial

recruitment and retention

• Patient feedback can improve the clinical trial

process

- Patient feedback and enhanced communication

with the patient can also be used to improve the

treatment once the drug is approved

- The importance of patient feedback for improving

clinical trial protocols and treatments depends on

disease characteristics

KEY PLAYERS IN ONLINE PATIENT RECRUITMENT

• Pharma companies list their studies on their own

branded websites or on www.clinicaltrials.gov

• Contract research organizations (CROs) are being

increasingly employed to optimize clinical trials

and recruitment

• Third-party websites provide comprehensive

information and databases

• Patient advocacy groups (PAGs) attract a lot of

traffic thus presenting as an ideal target for

partnership with pharma companies

• Clinical trial registries are becoming increasingly

popular as now Pharma companies must list their

studies

• Case studies of Internet patient-facing clinical trial

recruitment websites

- The breadth and depth of information on websites

is variable

- Eli Lilly / clinicaltrials.gov

- Roche

- CenterWatch

- National Cancer Institute (NCI)
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“...Online recruitment enhances the physician-patient and physician-sponsor
relationship. This translates in increased brand loyalty. Establishing a long-lasting
relationship is key in ensuring doctors and patients return to the same sponsor...”

PATIENT ATTRACTION AND RETENTION THROUGH

PHYSICIANS

• Recruitment via physicians is the most common

way of enrolling patients due to their trusted

relationship

• The benefits of participation must be highlighted to

the physicians

• The internet can enhance communication with

physicians and provide large databases for

recruitment

- Clinical Trial Network - an example of an

investigator recruitment website

- Online investigator recruitment is an underused

strategy
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“...89% of our clients use Datamonitor research
to develop competitive intelligence...”

Datamonitor: Your total information solution

Datamonitor is a premium business information company helping 5,000 of the world's leading

companies across the Automotive, Consumer Markets, Energy, Financial Services, Healthcare

and Technology sectors.

Our products and services are specifically designed to support our clients’ key business

processes – from corporate strategy to competitive intelligence. We provide an independent and

trustworthy source of data, analysis and forecasts to improve these processes and ultimately, to

help grow your business.

Corporate Strategy

and Business Planning

Product Development

and Commercialization

Targeting and 

Influencing the Market

Market and 

Competitive Intelligence

Quality

Data

Expert

Analysis

Future

Forecasts

HELPING

TO GROW

YOUR

BUSINESS

Make more effective strategic
and business decisions

Accelerate delivery 
of commercial success

Assess and influence your
commercial and market

environment

Maintain or obtain critical
competitive advantage

Nothing speaks louder than our clients
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Interested in this topic?

Datamonitor’s 21st Century Insight portfolio provides access to detailed research

and analysis on a comprehensive range of strategic issues within the global

pharmaceutical industry, with actionable recommendations to support your

strategic decision-making.

– Sales and Marketing 

– R&D and Licensing 

– Pricing and Pharmacoeconomics 

– Business Development
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This report provides an overview of drug repositioning and the motivations driving it, in addition

to the methods used by the key players. Several examples of drugs which have either been or

are being repositioned are described.
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This report explores the challenges facing Pharma's communication models and assesses

current online strategies as well as novel strategies that could be adopted to convey messages

to doctors and patients through emerging digital media channels.
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Patient Recruitment Online: Accelerating the Clinical Trial Recruitment Process

Discussion of the challenges of the current clinical trial recruitment process and the potential

role of eRecruitment
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