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This topic has a naming problem

Pros and cons for different names that we encounter for this topic

‘Dynamic Targeting’ ü Broad applicability – all channels need target 
audience

û “A target customer is a target customer – I 
don’t want that list to change all the time” – 
brand marketer

‘Dynamic Call Plans’
‘Dynamic Activity Plans’ ü Very clear what it means û Only for sales teams, and some teams don’t 

have formal call plans

‘Dynamic Segmentation’ ü Broader – can have target segments, 
behavioral etc.

û Preconceived notions among Adv. Analytics 
and Dig. Mktg. that dynamic means quarterly 
or at most monthly.

Pros Cons
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“Dynamic” Call Planning ideal state

WHAT DOES “DYNAMIC” MEAN?

SMART FAST REP INFORMED SMART, FAST & 
Rep Informed

AI-powered, ML-
driven predictive 

analytics for better 
targeting

Frequent updates to 
utilize the latest 

customer insights

Includes local 
intelligences from the 

field;

The ideal state
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Matching Call Planning approaches to selling environments

Selling Environment Patient-Hunting B2B Dynamic Mature & Stable

Example Oncology launch Bill & Buy for a complex 
treatment

Growth brand with new 
indications Older blockbuster in retail

Call planning 
objective

Find doctors with eligible 
patients Account selling Balance Share of Voice with 

faster insights Share of Voice

Call planning 
approach

No call plan: KOL list, patient 
triggers Account plans Dynamic Targeting / 

Dynamic Call Plans Traditional call plans
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Dynamic Call planning addresses needs between the urgent actions 
and slower strategic targeting

Targeting paradigm vs. speed of insights

NBA
(Alerts, Triggers)

Dynamic Call Planning

Traditional Call Plans

Strategic Segments & 
Targeting

Fast (daily) Steady (monthly1) Slow (qtr./yearly)

NBA gets overutilized 
for non-urgent actions

Call plans move too 
slowly to reflect latest 
insights

Segmentation does not 
reflect the current 
environment

Note 1: In some instances, a fortnightly cadence is preferred (vs. monthly).
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Success in Dynamic Call Planning requires both ML algorithms and a 
great rep experience 

Predictive Modeling

Machine 
Learning

Platform / Environment

Rep Experience

Rep Feedback Rep UIRep UIRep FeedbackC360 Data Model

Physician 
Prioritization

Promotion 
Response

HCP Engagement 
Plan

Optimized Terr-
Level

Physician 
Prioritization

Promotion 
Response

Feedback
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What we are trying to achieve

Best Customer

Best Channel

Best Content/Message

Every Day

Orchestration Algorithms
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Lessons learned

One size 
doesn’t fit all

Not just about 
algorithms

Preference for 
simplicity

Senior sponsorship & 
understanding

Ensure transparency; avoid 
black boxes

Consistent with 
brand strategy

Constrained by guardrails & 
business rules

Guide & recommend 
vs. dictate

Rep – an 
indispensable partner



Thank you
ABOUT AXTRIA
Founded in 2010, Axtria is a global provider of cloud software and data analytics to the Life Sciences industry. We help Life 
Sciences companies transform the product commercialization journey to drive sales growth and improve healthcare outcomes for 
patients. We continue to leapfrog competition with platforms that deploy Artificial Intelligence and Machine Learning. Our cloud-
based platforms - Axtria DataMAx™, Axtria SalesIQ™, Axtria InsightsMAx™ and Axtria MarketingIQ™ -enable customers to 
efficiently manage data, leverage data science to deliver insights for sales and marketing planning, and manage end-to-end 
commercial operations. We help customers in the complete journey from Data to Insights to Operations.

For more information, visit www.axtria.com

Follow Axtria on Twitter, Facebook and LinkedIn
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CONTACT US

+1 877 929 8742

www.axtria.com

connect@axtria.com

twitter.com/Axtria

facebook.com/AxtriaInc/

Linkedin.com/company/axtria

http://www.axtria.com/
https://twitter.com/axtria
https://www.facebook.com/AxtriaInc/
https://www.linkedin.com/company/axtria/


Do you have a question for us?


