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Navigator365TM advanced uses
September 16th, 2021
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Ground rules
• This webinar will take around 40 minutes, followed by questions
• You can submit questions at any time via the “Questions” box 

• Please give us your feedback!
• Right after the webinar a short satisfaction survey will be launched. We would love to 

know your opinion!

• The webinar will be recorded and made available after the 
session. We will send you an email with the details 
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Question for you…

Did EU biopharma staff satisfaction with their digital investments evolve in 
2021 vs 2020? (satisfaction = satisfied + very satisfied)

1. ‘21 satisfaction went up vs ‘20, and ‘20 was higher than ‘19
2. ‘21 satisfaction levels were similar to ‘20
3. ‘21 satisfaction levels were down vs ‘20
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While biopharma digital budgets increased, satisfaction levels 
(particularly biopharma’s) didn’t follow…
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with digital
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with digital

Digital budget

Evolution since 2015 of digital budget and internal/external satisfaction with digital

Source: Across Health                                         - 2021
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The answer to C19 certainly was/is not “pump up the digital volume”

“Doctors disappointed 
in pharma's digital 
pandemic efforts”

February 1, 2021
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GREATLY EXAGGERATED!

The new mix will rely more on digital, but the role of F2F/field will remain important 
– and personalized approaches will gain traction

Communication preferences: 
US endocrinologists (Q3 2021)

Source: Navigator365™ Core Endo US Q3 2021

WARNING: G
REATLY 

EXAGGERATED!
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What’s needed?

MULTICHANNEL OMNICHANNEL
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Chronic pain points for OCE success need to be addressed…
and Across Health can support you!

Source:Maturometer 2021
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Multiyear strategy for 
digital transformation

2021 Maturity level (= fully agree + somewhat agree)

Robust process 
for channel mix

Staff well-trained in digital

Tracking

Good view of HCP 
channel acceptance

Integrated customer Db 
across channels
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A time-tested companion on your omnichannel journey: Navigator365™
Industry-leading actionable insights guiding your way to superior customer engagement
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Uniquely actionable research for omnichannel customer engagement 
& resource optimization in the post-COVID era

10+ THERAPEUTIC AREAS 

50+ CHANNELS (OWNED/PAID/EARNED)

60m+ DATA POINTS FOR IN-DEPTH 
ANALYSIS

60+ COMPANIES USE IT 
FOR MIX DECISIONS

60K+ HCPs – ALSO PATIENT & PAYER!

15+ GEOGRAPHIC MARKETS

of clients find Navigator365™ (much) better than competition*83%
* Maturometer 2020
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Navigator365™
A quick introduction

Cloud-based

Company-wide access

> 60 active clients
(+4K users)

Global coverage

Integrated ecosystem
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Navigator365™
An integrated product suite

HCP Insights

OCE Planning

Campaign impact tracking

1

2

3
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Navigator365™ Core
HCP actionable insights

Up to 200 pages of highly 
actionable insights in PDF 

and PPT format

Individual specialty and 
market level

But there is 
much more 

to Navigator365™!



16/09/2021Proprietary and Confidential Information© Across Health 14

Get the most out of your Navigator365™
subscription

Introducing new features and offerings

&
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The Navigator365™ PowerTools
Making the data come alive

Combine data from 
multiple specialties 

and/or markets

Gain 3rd-party 
media insights

Compare between 
countries and/or 

specialties

Assess your position 
versus the 

competition

Filter on 
demographics & 

patient types 

View trends and 
changes over time
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The Navigator365™ PowerTools
Coming October 1st

Combine data from 
multiple specialties 

and/or markets

Gain 3rd-party 
media insights

Compare between 
countries and/or 

specialties

Assess your position 
versus the 

competition

Filter on 
demographics & 

patient types 

View trends and 
changes over time
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Benchmarking
Channel level competitor benchmarking

Select your reference 
company

Relative ‘distance’ between 
competitors

Source: Navigator365™ Core Q3 2021 – N=100

The benchmarking PowerTool will 
be upgraded as per October 1st –
and contain all insights from the 

full Navigator365™ reports.
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TimeTrends
Visualizing trends over time

Select from any two data 
point as of 2019 

(based on availability)

Combine countries and/or 
HCP specialties

Platinum level Navigator365™ subscriptions will gain access to any historic data*
from 2019 onwards (on the condition that the data was harvested)

* Subscription level is determined per data set (country + specialty)
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TimeTrends
An example: Q4 2019 – Q2 2020 |  COVID short term impact

Rep and local scientific meeting 
reach dropped dramatically 

between Q4 2019 and Q2 2020.

Rep visits were perceived more 
impactful (“scarcity effect”)

Remote rep did not move –
technology/content/training 

hurdles

Partly compensated through 
rep email and pharma 

webcast
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TimeTrends
An example: Q4 2019 – Q3 2021 | Digital satisfaction up

Growing satisfaction
levels for pharma digital
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NEW: Segmentation
Truly dive into the data

Filter any data within 
your subscription based 

on demographics and/or 
patient conditions
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From averages to segments



16/09/2021Proprietary and Confidential Information© Across Health 23

NEW: Segmentation
Truly dive into the data

Filter any data within 
your subscription based 

on demographics and/or 
patient conditions
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NEW: Segmentation
Filter based on % of HCP time spent on patient condition

“Oncologists who spend at least X% 
of their patient facing time on 

breast cancer patients”
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As mentioned before, averages can deceive…
let’s zoom in on 2 “extreme” markets (SP & DE)

Q4 2020 Q4 2019
% Important % Satisfied % Important % Satisfied

FR 49% 41% 46% 39%
DE 51% 34% 43% 22%
IT 69% 42% 69% 44%
SP 74% 51% 78% 41%
UK 64% 43% 56% 36%
US 51% 41% 45% 43%

Navigator365™ Specialists EU5 & US 2019 Q4, N = 5112
Navigator365™ Specialists EU5 & US 2020 Q4, N = 3779
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Let’s take archetype segmentation as an example…how do relationship 
seekers in ES & DE want to engage?
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Let’s zoom in on relationship seekers DE+ES (Q4 21) onco (n = 33)
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…and then dive a bit deeper on the impact of 3 key channels
(impact is measured on a 0-10 scale)

Segment Rep impact Pharma website 
impact

Online journal impact

ES+DE oncologists 6.8 6.1 8

ES + DE relationship s 8.7 7.3 8.4

ES relationship s 8.6 7.7 8.3

DE relationship s 8.8 6.8 8.5

2

1

3

4
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From averages to segments…to individuals

PLC stage
Journey stage
Execution quality

…
Content quality

ALL HCPs (sub)segments N = 1
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Navigator365™ suite
Planner & Tracker: both FREE with every Navigator365™ Core subscription

30

HCP Insights

OCE Planning

Campaign impact tracking

1

2

3
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Navigator365™ Planner
Rebuilt for the future – aligned with our proven strategic approach

New: define your 
campaign key 

messages/topics

Vastly increased 
performance

Support for regional plans

Define, assign and filter 
your plans based on key 

campaign topics

Consolidated reports

Powered by 
Navigator365™ Core
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Navigator365™ Tracker
Track your campaign performance – out of the box 

Detailed and dummy 
proof campaign data 

entry

Out of the box 
performance dashboards

High level KPI’s

MCQ evolution

Channel level 
dashboards
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Navigator365™ suite
Planner & Tracker: both FREE with every Navigator365™ Core subscription

33

HCP Insights

OCE Planning

Campaign impact tracking

1

2

3
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A quick recap

• Benchmarking, Time Trends and Segmentation all part of the Platinum level

• Upgrades from current levels possible

• Planner & Tracker free with any Navigator365™ Core subscription

• For more info, contact your AM, visit our website or send an email to 
customercare@a-cross.com

mailto:customercare@a-cross.com
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Thank you!

Questions?
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Want to know more? Visit our website, sign up for our upcoming webinar, or have a 
look at the on-demand versions!

1. 2019-2020: Blip or shift? Key trends in the HCP mix Feb. 25th 16h CET 

2. The power of marketing & sales collaboration for Omnichannel engagement Mar. 25th16h CET

3. Omnichannel upskilling: transforming customer-facing teams into OCE experts Apr. 20th 16h CET

4. Measuring ROI in life sciences? Not a black & white story May 11th 16h CET

5. Maturometer 2021 June 24th 16h CET

6. Navigator365™ advanced uses Sep. 16th 16h CET

7. Omnichannel Launch Excellence in the Never Normal Oct. 21st 16h CET

www.across.health/2021-webinars

http://www.across.health/2021-webinars

