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Outcomes

One of our client, a major Neuromodulation company, wanted to create a Social Media (SM) marketing
strategy which would enable them to educate their target audience about the disease condition and at the
same time meet all the regulatory guidelines

Orbees Medical investigated
the existing SM landscape
pertaining to healthcare
industry

Identified various regulatory
requirements to be met by
companies while engaging
with patients on SM

¢ Orbees Medical conducted a

Primary Research among
patients, physicians, SM experts,
and regulatory experts to get
first hand understanding of SM
from the stakeholders.

* Orbees Medical analyzed the

SM activities of various
healthcare companies and
distilled important lessons from
the SM activities of these
companies.

Identified various SM channels,
topics, in house SM team, and
external vendors relevant for
executing client’s SM campaign

The client was able to streamline their efforts while engaging into SM activities.

The client was able to prioritize various activities to be done in order to finalize and implement an effective

SM strategy




Orbees Deliverables

SM Landscape

Presence and activities of various
Healthcare companies in SM

Executive Summary - Infroduction

Social media is a tool that allows interaction notonly between company and users

but also among the users visiting the Social Media channels

= Social Medis (SM) genarslly comprises of channels such as blogs, You Tube, and several Social Networking Sites
'such as facebook, twitter, efc.

= The grestest advantage and use of Social Media {including Social Networking Sites, blogs, You Tube, etc.jto

businessesis that the platform ble in the to with in s “frendly
i " often where oth view their on. thus izing the on to s cerain extent
- The i jeverage Social ing Sites (SNS) by:
I. Engaging into d discussions with the patients snd connect with them emotionally.

Il. Onoe the company builds a trustworthy relationship with its audience. it could easily direct them to its other
Socisl Media channels.
= Blogs and You Tube channels are efficiant aslong asthere is s healthy ratio batween numberaf vistors and unique
visitors. These channels by themselves are not capable of meintaining the ratio. However, SNS have the capabilty of
bringing in the sudence. The rstio can be mai if all the channels sre inter snd mensged

The Social Media Landscape .
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Execufive Summary — Lessons distilled from the current Social Media Pracfices

Mayo Clinic, Johns Hopkins, and J&J have managed their Social Media channels in
the most effective way as compared to any other company in the Health care
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Mayo Clinic, Johns Hopkins. and
J&Jhave s lerge numberaf Outstending

2 followers primarily because they Social Media
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Regulatory requirements to be fulfilled
while engaging with patients on SM

Various channels and features of the SM
Marketing strategy

Incidence of Adverse Event reporfing in Social Medis

According to the FDA, companies should report adverse events (AE) only
when they have knowledge of all four basic elements ofan AE

An adue

Aspecific medical product . RS ———_

Identfisble ved in the event
Identifisble Reporter I —
Patient reporting

Summary of the Social Media Strategy

Proposed SM strategy- Blogs and RAP should play a central role in
engagement and communication whereas Facebook, Twitter and other
SNS channels should be used to pull audience to the central platform

Awidget prepared by
faron Orbees Medical to deal
s with online AE

reporting

AYou Tube powered
video channal in the blog
will complement the
infermation given in the
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