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President, Board of Directors
Policy:
ETSU Physicians and Associates appreciate the role sales/drug representatives play in the educational and patient care activities of the Practice.  Samples provided from drug companies have allowed us to provide patients with samples when a new medication has been prescribed, as well as allowing us to provide samples for those unable to afford prescription medications.  We also appreciate the relevant clinical information and advice regarding pharmaceuticals that is provided by the sales/drug representatives in addition to the contributions made toward the educational activities of the James H. Quillen College of Medicine and the Practice.

 In order to ensure that we may focus on providing our patients with our complete attention during their appointments and to comply with HIPAA privacy regulations, the Practice has adopted the following policy and procedures for visits by Sales/Drug Representatives. 
Procedure:

1. Sales/drug representatives are not allowed in patient care areas of the Practice without an escort.

2. Sales/drug representatives should check in with the front desk receptionist upon arrival at the clinic. They will be escorted to an area designed by each clinic to leave all samples and to wait for a signature from a provider.  Representatives must wait in the designated area for signatures.

3. Any comments or discussion for physicians should be kept to a minimum, as this usually occurs during patient care hours. 

4. Sales/drug representatives may schedule luncheons to discuss product information, new drugs available and to meet with the physicians for an extended amount of time.  Luncheons or meetings with physicians will be scheduled by contacting the designated individual within each clinic.

5.  Literature or any type of advertising may not be left in the lobby without permission.  The office manager or clinic coordinator must approve all information displayed.  

CPM 067 A  Sales / Drug Representatives

   Page 2 of 2

