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communication is the basis of all learning. Many people retain more
of what they see than what they hear. Hence the great value of clinical
demonstrations, closed circuit television, films, slides and photographs
as an aid to undergraduate and postgraduate education. Others, like
myself, set much store on the spoken word and I have found over the
years that medical representatives as a whole make an extremely valuable
contribution to one's knowledge not only of the use and abuse of drugs
but ofmany medical subjects and problems.
Why see them?
No doubt some doctors feel that they are too busy to see medical

representatives or they have an inherited distate of anything which is
connected with a commercial organization, or possibly they feel ill-at-
ease or embarrassed at the possibility of being persuaded to prescribe a

particular manufacturers' product. But is this a realistic attitude? I
do not think so.

Most medical representatives are as much a product of their firm's
image as they are salesmen of drugs. It is naive to compare them with
salesmen of domestic equipment, furniture or encyclopaedias. I person-
ally like to hear what they have to tell me, and if the doctor indicates at
the outset of the interview just how long he can spare.whether it is one
minute or one half-hour.he need not be inconvenienced.

I like to learn about new drugs. After all, next to accurate diagnosis
judicious therapy is the essence of good medical practice. It is helpful to
know what problems may be encountered in the treatment of certain
conditions, the disadvantages and possible dangers as well as the merits
of drugs, what papers of interest have been published and what clinical
trials are taking place.
The medical representative is often a mine of information about other

medical matters like research, the drug industry, medical staff changes in
the practices and hospitals in his territory and I have always found that
if he does not know the answer to a query he will go to great pains to
find out the authorititative view.

How many should we see?
This is purely a question of individual choice. The most sensible answer

is as many as one has time to see. Visits from medical representatives
tend to be seasonal and I think they should be encouraged to call at
certain times on fixed days to avoid unwelcome sandwiching between
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patients during surgery hours. Many representatives stay with the same
firm for years and one develops a personal friendship with them albeit
meetings are brief and infrequent. They get to know one's personal
interests and hobbies and neither bore nor annoy one with a detailed
recital about Product X or Preparation Y when all one really wants to
know is how to cure an intractable rash or unmitigated depression, or
which doctor in the area might be free to do locum work the week after
next or whether the road to the next farm or village is still under water,
snow, or repair.
Literature

These come in eight categories.glossy leaflets, reprints of clinical
trials, printed cards, illustrated booklets, colour film strips, transparencies,
x-ray photographs and programmed reading. All have their role but the
discerning eye can distinguish between the new and informative and the
* old hat' and * gimmicky'. The hand-out from a medical representative
is like a lucky dip and as it is free the doctor can't lose!
Samples
A wide variety of containers with a greater range of products within

them is proferred at most representative's visits. I find many of these
samples extremely useful for carrying in my medical bag for emergencies
and for therapy when pharmacies are closed. Unwanted samples should
be refused or if inadvertently accepted they should be put in the dustbin
after emptying the contents.

Meetings
Lunch-time or evening meetings are often arranged by medical repre¬

sentatives usually to provide information about a new product or an
original approach to a condition frequently encountered in general
practice. These meetings afford an excellent opportunity of discussing
a subject, often controversial, with one's colleagues. Combined with a
cocktail or a meal, no time is wasted.
Gifts
Medical representatives frequently bring with them a variety ofattractive

accoutrement to please the doctor and often his secretary, if he has one.
Thermometers, calendars, pencils, biros, seed packets, windscreen
stickers, soap, to mention a few, are typical of the stock-in-trade. Some
are useful, some are worthless, but at least if they do not always gladden
the heart they indicate some token of appreciation of the value of the
general practitioner's prescribing habits to the drug firms and I think it
would be churlish to refuse them.

Summary
Doctors can learn much from medical representatives. They are a

valuable contribution to postgraduate medical education. It costs
nothing to avail oneself of the opportunities they offer to broaden one's
outlook and keep up to date with new ideas and progressive techniques
in the medical world. We should decide which ones we want to see and
listen to and do so regularly. In this way education and information can
be pleasantly, usefully, and gratuitously obtained with resulting benefit
to ourselves and our patients.


