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By Douglas L. Wicks 
 

Armed with a strategic blend of advanced clinical 
training, an intrigue for data and its role in disease 
management, and a penchant for cultivating and 
advancing scientific dialogue, Medical Science 
Liaisons (MSLs) are in an optimal position to lead 
pharma-sponsored CE planning. MSLs, moreover, 
can provide educational strategy to improve patient 
care by furthering effective medical educational 
activities.  

Unharvested Thought Leader Findings 

New Regulations Create an Opportunity 
“While we must not underplay the regulatory 
environment in which we currently operate,” states 
Bob Reina, MS, MBA, Vice President of the Veritas 
Institute for Medical Education, “it creates increased 
opportunity for MSLs to assume a greater role as 
the educational ‘eyes and ears’ for in-house pharma 
medical education departments, and provide clarity 
in an organization’s understanding for the dynamic 
nature of clinicians’ educational needs and 
practices.”   

“At times,” states Schneider, “regional developments 
and thought leader findings remain unharvested,” 
and lag behind observations in published scientific 
literature. By availing their teams of real-time 
environmental conditions (i.e. medical, demo-
graphic, psychosocial, epidemiological trends), 
MSLs provide feedback at a local level that is 
invaluable in assessing educational strategies and 
new concepts. This feedback is invaluable in the 
allocation of limited annual resources for educational 
programming.   

Reina, along with Sharon Schneider, PsyD, MBA, 
Program Director, Medical Education, Ortho-McNeil 
Pharmaceuticals Inc., recently presented their views 
on the MSL role in the medical education setting at a 
recent Pharmaceutical Educational Associates 
conference entitled “Maximizing the Effectiveness of 
Medical Liaison Team Capabilities.” 

“Adults learn in response to need – if everything is 
‘okay,’ little learning takes place,” affirms Schneider. 
By treating MSLs as extensions of a pharmaceutical 
company’s medical education departments this 
improves an organization’s ability to provide 
educational programming that addresses 
practitioners’ specific educational gaps. It also may 
positively influence MSL career paths and overall 
job satisfaction by fully utilizing their skills and 
integrating them into the educational process. 

Adult Learning 
Creating quality pharma-sponsored educational 
programming requires an ability and responsibility of 
both CME providers and educators to embrace adult 
education as a “science.” This implies, according to 
Dr. Schneider, “fostering balance between 
educational sponsors (pharma) and providers (CE 
accreditors) that allows for operational 
transparencies, yet at the same time, maintains 
regulatory strictures and guidelines.”   

MSLs, in their field roles, may be able to facilitate 
this relationship by offering their in-house medical 
education counterparts feedback regarding clinical 
trends that may predict levels of acceptance and 
translation of new scientific data into clinical practice 
and learning.  

 

Reina furthers the medical education department 
role of MSLs through what he refers to as a “Think 
Globally, Act Locally mindset” (see Figure above). 

Pharma Marketing News    © 2005 VirSci Corporation. All rights reserved                                      Pg. 1 

http://www.pharmamarketingnews.com/


 
In this approach, MSLs act as educational agents in 
the feedback loop in determining the unmet medical 
needs that drive medical education planning and 
enhance the learning that has occurred in the 
educational activity.  
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Lack of Objective Outcomes Evidence 
Despite the millions of dollars spent on medical 
education little is known regarding how health care 
providers use the information obtained from 
continuing education activities in the care of their 
patients.  

Without objective evidence of efficacy in learning 
and improvement in patient care, Reina believes 
there is little incentive for pharma to continue to 
support educational programming at its current level.  

Schneider and Reina assert that MSLs can bridge 
the “communication chasm” and deliver crucial 
information to decision makers each time an 
educational gap analysis is conducted. This allows 
them to develop effective medical education 
strategies.  

In this way, MSLs, become members of the public 
health team and active educators. Schneider and 
Reina feel that this is the role for which MSLs are 
ideally trained, educated, and eager to participate in. 
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