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What’s the plan?
•Understand e-Detailing

•Explore the benefits of e-Detailing

•Adapt traditional approaches for 

virtual delivery

•Tailor materials for online learning

•Share tools and resources for 

implementation



Quick Refresh:
What’s “AD”? 

• Visits last about 20 minutes 

• Incorporates an individualized 
needs assessment

• Features illustrative “detailing 
aids” to share data and 
evidence

• It’s always an interactive 
dialogue, not a lecture!

It’s 1:1 educational 

outreach for clinicians.



So, what’s e-Detailing?
The same thing, just virtual!



Benefits of e-Detailing
Increased Accessibility

• Reaches clinicians in rural areas who may not be 

easily accessible for in-person visits

Greater Flexibility

• Offers scheduling convenience for both detailers 

and clinicians, reducing the need for travel

Cost Effectiveness 

• Saves on travel, printing, and potential 

accommodation costs, making programs more 

sustainable over time

Scalable Delivery

• Enables broader outreach across regions or 

health systems without requiring additional staff



E-Detailing: It’s a Similar Approach!

• Outreach & Scheduling
• Ensure outreach method is clear and easy to 

engage with

• Rescheduling challenges (last-minute 
cancellations/no-shows)

• Materials 

• Format is different, content is the same

• Structure 

• Same order and flow

• Clinician Engagement

• Communication distractions (e-mail, pager, cell 
phone, knock on door)

• Less time available than was scheduled



• Detailer’s body language
• Consider that the clinician is less able to see 

your full body language

• Accentuate facial expressions and use hand 
gestures

• Modulate your voice to emphasize key 
points

• Practice, practice, practice!
• Practice your tone and style by walking 

through some of the steps of a visit with a 
friend or colleague

• Record yourself practicing phrases via audio 
or video to review your modulation, facial 
expressions, and body language

E-Detailing: Adaptations



• Clinician’s body language

• You may not be able to observe a 
clinician’s body language as easily, so it’s 
important to ask extra check-in questions, 
such as:

• “Does this all make sense so far?”

• “Is this what you’ve seen in your 
practice?”

• “Am I going at a good pace? Let me 
know at any time if  you want me to 
speed up or slow down.”

E-Detailing: Adaptations



The  Structure  of  a  1:1  Visit



Structure  of  a  1:1  Visit: CHEAT SHEET

STEP 1: Introduction

STEP 2: Needs Assessment

STEP 3: Delivering a Key Message

STEP 4: Handling Objections

STEP 5: Summary

STEP 6: Commitment & Close

Share who you are 

and what value you bring.

Ask open-ended questions 

to invite the clinician to share 

their experiences.

Suggest a new approach 

for a clinician to try.

Listen and respond 

when a clinician isn’t ready to 

change. Ask more questions!

Review key highlights 

of the visit to ensure mutual 

understanding.

Ask for commitment 

to a specific change. Agree on 

next steps, and secure follow-up.



Introduction
• Considerations & Adaptations

• Small talk and acknowledgement of circumstances that require e-Detailing

• Acknowledging the awkwardness and limitations of technology

• Opportunities

• Customize your background with your name, logo, or program

• Update your display name to include your title, affiliation, and pronouns (if 

comfortable)



Needs Assessment
• Considerations & Adaptations

• It’s even more critical not to lecture in the virtual setting—get clinicians talking about 

themselves by asking open-ended questions

• Asking good needs assessment questions allows for the visit to come to life

• Opportunities

• Use the chatbox to demonstrate active listening

• Invite the clinician to share screen to show any resources they’ve used that they like, 

offering your insights into their preferences and workflow



Key Messages, Features, & Benefits
• Considerations & Adaptations

• Make sure you pause to ensure understanding

• Encourage use of platform tools (e.g. raise hand, chatbox) for clinicians to flag if they have 

questions or concerns

• Opportunities

• Be innovative with your materials (e.g., show a risk calculator and use it in real time, or have 

clinician use it by sharing screen)

• Break your detailing aid into smaller images, isolating different components so there is an 

order to absorbing information



Handling Objections
• Considerations & Adaptations

• You may need to elicit objections, otherwise, this format may create a situation where 

clinicians can nod and smile 

• “Is this something you could see yourself  doing? Why or why not?”

• Opportunities

• Clinicians can share screen to show examples of workflow processes or challenges to 

illustrate a barrier

• Detailers can respond to a barrier by asking the clinician to share a tool that they 

would prefer to use



Summary & Closing
• Considerations & Adaptations

• Summarizing clearly and succinctly is key; too much talking here can lose the clinician 

towards the end of the visit

• Closing and “making the ask” directly and clearly is even more important in the virtual 

format

• Opportunities

• The summary can include a chatbox review of highlights from the discussion

• Detailers can send additional information directly via the chatbox



Adapting Materials
• Work with what you have, or what 

others have made

• Make simple changes—don’t reinvent the 

wheel

• Ask for support from those who are tech-

savvy or have graphic design experience

• Invest in time for tutorials on free graphics 

programs like Piktochart or Canva









Tips & Reminders: Content & Design
• Sharing data: Less is more

• Don’t overwhelm the clinician with too many statistics

• More can always be shared

• Ask yourself: 

• How can I illustrate the issue with the most direct content? 

• How can I encourage interactivity?

• Word economy

• Real estate is precious, but overloading will overwhelm 
with too many words

• Break up the text with images

• Choose compelling images that illustrate your message

• Consider diversity and reality to break stereotypes

• Check royalty information



• Field test with others!

• Colleagues within your program

• Other clinicians/healthcare professionals

• Ask field testers:

• “Is this clear? Why or why not?”

• “Is it engaging? Why or why not?”

• “What’s missing?”

• “What would you change?”

• Practice!

• Do a ‘live’ practice run to see how well-prepared you 
are to toggle between content pieces

• Pause to make notes as you go

• Record and playback

Tips & Reminders: Content & Design



• Have a follow-up e-mail ready to go

• Write the commitment and agreed-upon follow-up time in the e-mail

• Send your e-mail immediately after the visit

• Share attachments of detailing aids & other materials discussed or requested

• Share links via chatbox and e-mail for easy forwarding to clinicians’ 
colleagues

• Include links in your e-mail to scheduling apps or websites that others can 
use to set up a visit with you

Tips & Reminders: Content & Design



Revisiting our example:











WHAT IS PREP?

• PrEP is a once-daily pill that can help prevent HIV transmission 

for people who are HIV negative.

• PrEP is safe. Few adverse effects have been observed.

• Prep was FDA-approved in 2012 as the fixed-dose anti-

retroviral medication Truvada©.

PrEP can reduce the risk of HIV by more than 90%.



Practice is critical to success!

• Poor familiarity with materials can 

undermine your credibility

• Don’t overly rely on materials to tell the 

story

• Practice pausing and asking questions 

early and often

• Be ready to refer to evidence that 

supports each key message

You’ll need to practice more than you would for an in-person visit.



Remember
• It will take time to adapt prior materials

• As with in-person visits, every visit will be different

• Mastery is about being present and being able to pivot vs. knowing all the answers 

• Strong follow-up is even more critical to maintain the relationship and offer support in 
implementing change 

• Clinicians are doing more and more telehealth visits themselves

• Many understand the challenges of conveying information across this medium

• A successful e-Detailing outcome might look different than an in-person visit

• Getting through the material and setting up a follow-up visit is a success

• It may take longer to build the relationship this way—have patience!





Explore  our  technical  assistance  offerings.



We’ll  get  you  ready  for  the  field  in  just  a  few  days.

TRAIN WITH US.



Each  fall,  our  community  comes  together  to  learn  &  grow.



You  don’t  need  to  get  on  a  plane  for  this  one.



You  don’t  have  to  go  it  alone.



TRANSFORMATIVE

TALKS FOR 

HEALTHCARE 

IMPROVEMENT

The “Changing Minds” Podcast:



Thank  you! 

Tell  us  how  we  did.



Thanks  for  joining  us  today.


	Slide 1: Driving Change Through e-Detailing:  Tools, Techniques, & Best Practices
	Slide 2
	Slide 4: What’s the plan?
	Slide 5: Quick Refresh: What’s “AD”? 
	Slide 6: So, what’s e-Detailing?
	Slide 7: Benefits of e-Detailing
	Slide 8: E-Detailing: It’s a Similar Approach!
	Slide 9: E-Detailing: Adaptations
	Slide 10: E-Detailing: Adaptations
	Slide 11
	Slide 12
	Slide 13: Introduction
	Slide 14: Needs Assessment
	Slide 15: Key Messages, Features, & Benefits
	Slide 16: Handling Objections
	Slide 17: Summary & Closing
	Slide 18: Adapting Materials
	Slide 19
	Slide 20
	Slide 21
	Slide 22: Tips & Reminders: Content & Design
	Slide 23: Tips & Reminders: Content & Design
	Slide 24: Tips & Reminders: Content & Design
	Slide 25: Revisiting our example:
	Slide 26
	Slide 27
	Slide 28
	Slide 29
	Slide 30: What is PrEP?
	Slide 31: Practice is critical to success!
	Slide 32: Remember
	Slide 33
	Slide 34: Explore  our  technical  assistance  offerings.
	Slide 35: We’ll  get  you  ready  for  the  field  in  just  a  few  days.
	Slide 36: Each  fall,  our  community  comes  together  to  learn  &  grow.
	Slide 37: You  don’t  need  to  get  on  a  plane  for  this  one.
	Slide 38: You  don’t  have  to  go  it  alone.
	Slide 39: Transformative Talks for  Healthcare Improvement
	Slide 40: Thank  you! 
	Slide 41: Thanks  for  joining  us  today.

