
More time for more selling

Percent of reps 
using Chatter after 
just one week

Per cent more 
collaboration 
across all te ams

Per cent fewer 
emails. 30% less 
inbox to get through

It’s no coincidence that doctors have 
lobbies called “waiting rooms” and their 
customers are called “patients.” Which is 
why Bayer, the global leader in healthcare 
for over 130 years, turned to Salesforce 
Chatter for a social collaboration tool to 
help its pharma sales group find more time 
to work with doctors as well as new ways 
to connect with medical decision makers.

“Time is of the essence,” explains Alexei 
Marcilio, Bayer’s Manager of CRM. “We sell 
prescription products. Our customers are 
doctors… in the 60s and 70s, you used to 
get a half hour with the. Now they don’t 
have the time.”

With Chatter, Bayer found new ways to get 
doctors the info they wanted and needed. 
“Pharma is going social” adds Marcilio, 
explaining that the ability to invite doctors 
into private, secure Chatter groups has 
allowed reps to connect with doctors in 
ways never imagined before. “Doctors 
want to know about our products when 
they have the time. On their time.”
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Chatter is the leading enterprise social network. It breaks down barriers to doing business by 

giving employees the tools they need to collaborate on projects, share files and ideas, get 

answers instead of emails and more, across company organizations. It’s been proven to help 

businesses respond to customer needs 36% faster, cut meetings down by 27% and drive 39% 

more collaboration. Visit www.salesforce.com/chatter. Or call 1-xxx-xxx-xxxx.

Salesforce Chatter also had powerful side effects on 
sales teams: Reps began to help each across territory 
boundaries and time zones. “We had reps in Montreal 
helping reps in Vancouver, “ Marcilio points out. “That had 
never happened before.”

Combined with Chatter’s mobile capabilities, this meant 
reps were better prepped for sales call, enabling them to 
maximize the time they got with doctors.

An engaging prescription for collaboration
While the benefits of Salesforce Chatter are now 
obvious to Bayer, it wasn’t always so. “Chatter was so 
new to management, it was a tough sell. It’s not email. 
It’s not Facebook,” says Marcilio. To solve for this, Bayer 
accelerated on-boarding with a strong program of 
videos, emails and tips to help users get the most out of 
Chatter, quickly. With in a week of Chatter’s introduction, 
50% of those with access were using it daily.

“It’s massive,” concludes Marcilio. “Pharma is going 
social… and Chatter has been great.”

Cha l l enge

•  Needed to find new ways to  
connect with doctors

•  Sales team required fully  
mobile capabilities

•  Wanted to increase collaboration 
across company 

•  Find ways to save and maximize  
time with doctors

So lut i on

•  Chatter program for 200+ sales reps
•  Use of communities that include 

doctors for collaboration on their terms
•  Aggressive onboarding experience 

to increase Chatter usage; Premier 
Success Plan

•  Mobile ready Chatter to give  
Sales reps access anywhere 

R e Su lt S

•  50% of sales teams using Chatter 
within a week of its introduction

•  Usage quickly spread beyond pharma 
to marketing, HR, research and others

•  Increased collaboration between  
reps regardless of sales territories, 
time, and geography

•  More coordination between  
sales teams

Pharma is going social,  and 
Salesforce keeps us connected.
Ale xei  Marcil io,  Manager of CRM

Chatter helps us work together 
across the company.
Ale xei  Marcil io,  Manager of CRM


