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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
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The cost and number of volunteers increases with each phase

Clinical trial stage  Average cost per patient  Number of patients needed

Phase | $5500  (healthy volunteers) 20-100
Phase Il $6,500 100-500
Phase lll $7,600 1,000-5,000

‘Source: Datamonitor and wiw.eyeforpharma.col
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‘Source: Datamonitor and www.eyeforpharma.cof

Figure 2: Summary of procedures in patient recruitment via three
different channels
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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 DMHC2398
© Datamonitor (May 2008) Page 27
This report is a licensed product and is not to be photocopied

“..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...”

eHealthInsight Series: Online Patient Recruitment Strategies
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Datamonitor: Your total information solution

Nothing speaks louder than our clients

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

Source:

Datamonitor Customer Research
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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

Other reports available in this series

Drug Repositioning Strategies — Serendipity by Design
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