
In 2019, MEDUCOM celebrates its 25th year as a healthcare communications 
agency in Canada! It is an achievement to reach 25 years in any business, 
and even more so in an ever-evolving pharmaceutical industry that has seen 
many agencies (and pharma companies!) come and go. 

MEDUCOM launched in 1994 with a vision to deliver the best in strategic ideas 
and flawless execution, with an extraordinary standard of professionalism. 
This mantra allowed for early success and growth, and continues to drive 
MEDUCOM’s status as one of the top agencies in Canada. The commitment 
to quality has never wavered and growth, both in sales and employees, has 
always been tempered to ensure no lapse in this promise to clients.
  
Over the years, the business model has diversified to accommodate the 
changing needs of the industry. While some platform-based agencies 
have struggled to continue selling the same product offering for decades, 
MEDUCOM has embraced change and innovated new approaches within 
our core service areas of KOL consultation, brand promotion and medical 
education.  

MEDUCOM’s evolution has been driven by proactively recognizing market 
forces, and using this knowledge to fuel innovation. The result, MEDUCOM 
has achieved countless “firsts” for the company, and often within the 
industry as a whole. These accomplishments signaled a change in how 
MEDUCOM operated and the type of work being done within the industry. 

THIS ARTICLE CELEBRATES 25 YEARS OF  
MEDUCOM WITH 25 EXAMPLES OF MAJOR  
MILESTONES IN OUR PATH TO SUCCESS 

AN EVOLUTION 
OF IDEAS
A CELEBRATION 
OF SUCCESS
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IN THE BEGINNING, WAS A PUBLICATION
1994, MEDUCOM’s very first year, saw the company launch The 
Journal of Pharmacotherapeutic Strategies, a peer-reviewed, 
single-sponsor publication that addressed timely topics of key 
scientific interest. 

STRATEGIC PARTNERSHIPS WERE FORGED
In 1997, as a fledgling agency, MEDUCOM was named  
Agency of Record by a “big pharma” company, responsible for the 
Canadian launch of a major cardiovascular drug. Tactics included 
national & regional advisory boards, conference proceedings 
publications, rep training materials, teaching slide kits, a speaker’s 
bureau, and a motivational launch meeting. This early client was 
appreciated for taking a chance on MEDUCOM!

A BOOST FOR CANADIAN CLINICAL TRIALS
In 1999, a client needed Canadian speakers to launch a new 
cardiovascular product, but there were no Canadian trial sites. 
MEDUCOM organized the first Virtual Investigator Meeting 
where the global Principal Investigator reviewed trial data  
with Canadian KOLs within an agenda that paralleled a  
post-study investigator meeting. The result? Canadian KOLs 
were now experts on the data and ready to advocate for the 
new product. 

INTERNATIONAL SEEDS WERE SOWN
MEDUCOM managed its first international Ambassadors  
Program at the 2000 World Conference on Lung Cancer in Tokyo, 
Japan. The program included an itinerary of assigned sessions for 
ambassadors to attend, and the post-conference meeting sparked 
ideas for rapid dissemination of data to the Canadian community. 

NATIONAL EDUCATIONAL IMPACT IN AN HOUR
MEDUCOM developed and organized one of the early Satellite 
Symposia at the 2002 Annual Meeting of the National Cancer 
Institute of Canada. The program achieved the educational impact 
of 12 months of field-based CME within a 60 minute session.

MEDICAL FORUMS WERE BUILT
In 2003, the first issue of Respiratum was  
published to provide news and treatment  
information to Canadian respiratory specialists. 
There were 17 editions of Respiratum published 
through 2008, and the concept lead to the launch 
of similar publications in other therapeutic  
areas including gastroenterology and nephrology.

POCKET-SIZED INFO, WITH A PUNCH
The first issue of the Quick Guide was developed in 2004 focusing 
on the management of transient ischemic attack. The Quick Guide 
is published in a pocket-sized format and contains information for 
clinicians managing patients. Newer versions have included digital 
options, however the original format remains a highly valued clinic 
tool for HCPs.

ADVANCEMENT OF CANADIAN CLINICAL PRACTICE
Working with the Canadian Association of Gastroenterology 
and the 2004 Guidelines Committee, MEDUCOM facilitated the  
development of the Canadian Consensus Recommendations for 
Managing Patients with Nonvariceal Upper GI Bleeding. The ini-
tiative required MEDUCOM to operate independently from industry 
influence and represent the opinions of therapeutic area leaders.

GLOBAL SCIENCE SERVED UP FOR CANADA
In 2005, MEDUCOM attended the 9th International Conference on 
Primary Therapy of Early Breast Cancer in St. Gallen, Switzerland, 
and produced a Canadian Perspectives Proceeding. This was one 
of many international conference reports that capture the data with 
relevance to Canadian practice.

CORPORATE LEADERSHIP REDEFINED
In 2008, a client preparing to launch in Crohn’s 
and Colitis wanted to develop a corporate 
presence with both HCPs and Patient Associ-
ations. MEDUCOM developed a Scholarship 
Program where patients submitted their story 
to panel of KOLs, who selected winners and 
presented the scholarships at the 2008 CDDW 
meeting. 

SOCIAL MEDIA FOR PHARMA WAS BORN
In 2008, as social media was gaining traction, MEDUCOM was 
asked to find a secure way to connect KOL advisors for ongoing 
discussions between live meetings. AdvisorSpace was developed 
to provide discussion forums, polling, online chat, and web confer-
encing. These features continue to be launched in other therapeutic 
areas for various clients.  

NEW DIRECTIONS FOR FUTURE SUCCESS
2009 heralded the next era for MEDUCOM, bringing new leader-
ship, fresh ideas and innovative approaches to existing pillars of 
service. Engaging workshops and professional moderation became 
the norm for advisory boards, software development moved into the 
cloud, and a complementary offering of sales training at national 
sales meetings was launched, to name just a few of the growth  
areas that year. 

BYTE-SIZED LEARNING MODULES DEBUT
2009 saw MEDUCOM conceive Since You Asked, a web-based, 
Mainpro-C accredited CME program that utilized videos of speak-
ers supported by peer moderators. The program was fully executed 
through a custom portal (from recruitment, to post-reflective activ-
ity and certification) and featured a flexible format that allowed for 
customizing the length of each session. 

CASE DEVELOPMENT IN MINUTES
In 2010, MEDUCOM produced the first accredited 
version of the popular CaseBuilder program. 
Knowing that case-based learning works best when 
cases are relevant to the audience, CaseBuilder 
allows speakers to develop custom cases for each 
session through a simple, step-by-step process that 
automatically produces a fully formatted presentation. 
That year, CaseBuilder won Best Digital Strategy  at the 
Canadian Pharmaceutical Digital Awards.
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ACCREDITED CME STAYS ALIVE AND WELL
In 2017, in anticipation of the New Standard for CME set forth by 
Canada’s CPD stakeholders in January 2018, MEDUCOM partnered 
directly with multiple physician organizations to develop accredited 
CME programs that adhered to the revised requirements for 
funding, development and execution. One of these programs, a 
low-content, placemat-style program with tactile activities for 
participants, drew specific praise from the CPD Director at the 
CFPC: “The placemat concept is really cool!”

BENCHMARKING EDUCATION  
FOR PRACTICE ENHANCEMENT
MEDUCOM developed CANVASS, a 
learning platform that delivers dynamic 
content for live or online programs, and 
employs a flexible, real-time polling sys-
tem where participants use their own 
device to respond, compare answers with 
participants nationally, and interact with other 
learners. To date, all programs on CANVASS have 
been accredited. 

DEEPER DISCUSSIONS, IMMEDIATE INSIGHTS
Advisory boards are sometimes dominated by a few voices in the 
group, skewing the findings. In 2017, MEDUCOM introduced KOL 
Counsel, a one-on-one phone interview prior to or in place of an 
ad board. Thirty minutes of dedicated discussion with each partic-
ipant revealed more insights than the same participant sitting at a 
live meeting for a day, and the results were reported summarizing 
areas of consensus and future debate.

SKY’S THE LIMIT WITH DTC
In 2017, MEDUCOM developed a PAAB approved 
patient website for an uncommon condition, 
and implemented a Search Engine Marketing  
strategy so patients could find physicians certified 
to implement all approved treatments. Site metrics 
demonstrated the success of the campaign, and the 
initiative won the 2018 SKUY Award for Best Patient 
Non-branded Disease Awareness Program. 

HOLISTIC BRAND SUPPORT, BEYOND  
MARKETING AND EDUCATION
The most critical regulatory and market access decisions occur well 
before launch. In 2019, MEDUCOM expands beyond market access 
consultation meetings and advocacy development, to support 
strategic planning sessions (including RFPs for tendered markets 
and Health Canada submissions). We use cross-functional client 
teams and multi-disciplinary HCP representation to challenge 
conventional thinking, modelling cohesive tactical plans that 
balance revenue potential against the reality of success.

A NEW CLIENT BASE, IN AN EVOLVING SPACE 
Around 2011, MEDUCOM began working directly with Specialty 
Physician Associations in cardiology, ophthalmology and gastro-
enterology. Services centered on conducting stakeholder needs 
assessments and knowledge translation of guideline recommen-
dations through digital platforms.

COLLABORATION AMONG COMPETITORS
Also in 2011, MEDUCOM produced CardioSpective 
and CDDW Digest, the official multi-sponsored 
conference reports from the Canadian Cardiovascular 
Conference and the Canadian Digestive Disease 
Week, respectively. The concepts were conceived by 
MEDUCOM, who also sourced industry sponsorship, 
adding benefit for the medical associations. 

MAPPING UNCHARTED TREATMENT
In 2012, MEDUCOM led the development of the first Canadian MDS 
Management Algorithm for the treatment of myelodysplastic 
syndrome. A series of eight meetings across Canada allowed more 
than 80 leading HCPs to contribute to the algorithm, resulting in a 
consensus treatment recommendation that was ultimately made 
into an interactive digital reference tool.

SCOPING OUT PHARMACISTS
In 2014, pharmacists were faced with adopting an Expanded 
Scope of Pharmacy Practice, so MEDUCOM assembled a group 
of leading pharmacists from across Canada and produced two 
CCCEP accredited web-broadcasts reaching a national audi-
ence, with attention to provincial regulations.

RECOGNITION FOR EMPLOYEE ENGAGEMENT
In 2014, an intentional shift in corporate culture to prioritize 
employee recruitment, retention, engagement and 
performance led to MEDUCOM being recognized as 
an Employer of Distinction by the Guelph Human 
Resources Professionals Association. MEDUCOM 
continues to shine as one of Guelph’s best places to 
work with a top tier health benefits plan, profit sharing 
and retirement savings plan, peer recognition programs, 
team building events, community service and more.

NATIONAL SALES MEETINGS, REINVIGORATED
In 2015, MEDUCOM expanded its event services to include 
theme development, logistical planning and onsite execution 
for National Sales Meetings. Working for a client with over 300 
employees, the project complemented an already growing 
expertise in running sales training workshops in specialty medicine 
and primary care.

CONTINUING THE EVOLUTION INTO THE FUTURE
At MEDUCOM, we consider it a privilege to contribute to the wellbeing 
of Canadians via communications to healthcare providers, patients and 
caregivers, promoting the best management of numerous medical condi-
tions. Since 1994, MEDUCOM began an Evolution of Success that has lasted  
25 years and is poised to continue well into the future. 

If you’d like to learn more about MEDUCOM and how we can help  
contribute to your success, contact Darryl Vaz at darryl@meducom.ca 
or 519-767-6644 ext. 2900.

Visit us at www.meducom.ca.
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