
The global pharmaceutical market continues to ex-
pand each year, driven by the emergence of new 

drugs and technological advancements that make it pos-
sible to treat previously untreatable conditions. However, 
this progress comes at a cost—pharmaceutical compa-
nies are setting increasingly high prices for their products.

These companies used to allocate substantial budgets 
to research and development (R&D). However, in recent 
years, many have shifted their strategy, reduced in-house 
development while acquired biotech startups through 
M&A. Today, reports indicate that marketing expenses 
have surpassed R&D costs, making them a significant 
contributor to rising drug prices.

Even more concerning, a study suggests that much of 
the money spent on marketing activities in the pharma-
ceutical industry is wasted. This inefficiency directly 

Background of InsighTCROSS Development

Probability – High-Prescription Likelihood Prediction
Why does inefficiency occur in pharmaceutical sales and marketing? The key issue is the inability to accurately iden-
tify true potential users. This feature calculates the prescription probability of each target customer, allowing sales 
teams to focus on high-potential users while avoiding low-conversion prospects. By prioritizing outreach to high-
probability customers, companies can significantly reduce wasted efforts and costs.

Matching – Customer Profiling & Advocacy Group Formation
InsighTCROSS matches customers who are most likely to prefer pharmaceutical products based on their attributes 
and behavioral characteristics. This enables more effective customer grouping and advocacy group formation, cre-
ating a ripple effect that expands reach to non-users. By identifying key advocates, companies can leverage word-
of-mouth influence and strengthen market penetration.

ROI – Marketing Campaign Performance Measurement
Measuring the return on investment (ROI) of individual campaigns is often difficult, making it unclear which initiatives 
contribute most to sales. The ROI function of InsighTCROSS quantifies the impact of marketing activities, helping 
companies identify low-performing campaigns to cut costs and reinvest in high-performing ones. This data-driven 
approach ensures maximum marketing efficiency and cost optimization.

Text Analysis – AI-Powered Sales Report Insights
This feature analyzes daily sales reports from field representatives. AI compiles key trends, pain points, and areas 
for improvement into a one-page summary covering specific time periods (e.g., one or two months). By transforming 
raw data into actionable insights, this feature enhances sales strategy refinement and operational efficiency.

Factoring – Customer Segmentation
This function stratifies customers by attributes and characteristics. By using this function, companies can analyze 
which customer segments their digital marketing efforts have successfully reached. More importantly, it identifies 
untapped customer groups. In addition, it can lead to data that supports decision-making on whether to approach or 
avoid a competitor’s customer base.

– AI-Based Marketing Decision Support System is Now Available 
Reduce Unnecessary Marketing Cost

drives up drug prices, placing a financial burden on healthcare 
systems and patients.

InsighTCROSS, introduced by TCROSS Co., Ltd., was developed 
to solve this problem. By leveraging data science and AI,  
InsighTCROSS eliminates unnecessary spending in pharma-
ceutical digital marketing. Through precise targeting and opti-
mized resource allocation, it helps companies reduce market-
ing costs while maximizing impact, ultimately contributing to 
controlling drug price inflation and enhancing market efficiency.
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Five Functions of “InsighTCROSS”



Optimizing Marketing Efficiency & Cost Reduction
By combining these powerful features, InsighTCROSS enables pharmaceutical companies to prioritize high-impact marketing 
activities, eliminate unnecessary spending, and significantly reduce overall costs. The result is a more efficient, data-driven 
marketing strategy that maximizes return on investment.
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