
Basics of
Pharmaceutical
Sales Routing



You are a pharmaceutical rep. You’ve learned your product and
disease state and mastered the sales message. You’re given a
target list of your top 150+ providers and territory boundaries,
and you are all set to hit the field and start making calls. Now,
you have to decide where to stop and who to see. How are
you going to analyze the target list to make sure you are seeing
the right provider at the right time? 

Or, maybe you have been in role for a while and know your
territory, but are only able to get to 6 calls a day on providers.
Your numbers are increasing a little bit, but you do not feel like
you are making the dent in your quota that you want.
Imagine being able to make 8 or 9 calls a day. That’s almost an
additional 480 calls in a year, which can be a big differentiator in
your business. 

This routing guide is designed to help new and experienced
pharma reps get the most out of the territory by efficiently
routing. This guide will increase your calls and frequency on key
providers and blow through your quotas. 

Overwhelmed? Skip all the work and let our specialized routing
app do all the planning for you! Check out atlasrx.app for a free
trial!

Why is Routing
important for
Pharma Sales?
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Introduction
Efficient routing is one of the most important aspects of the pharmaceutical sales process.

Routing is all about determining where to go and who to see across a daily, weekly and
quarterly timeframe. Effective routing means making the most of time in field and being

able to make as many calls as possible. We have created this step by step guide to give you
the tools necessary to create efficient and impactful routes so you can crush your goals.

 
Routing in pharma sales has many different factors that contribute to its complexity. It takes

time to master and there is a lot of trial and error. The standard industry expectation is it
takes new reps in territory 6 months to master their routing. You can be great at selling,

but if you can’t see the doctors because they’re busy or in a different location, you’re not
going to maximize your results. 

HOW TO USE THIS GUIDE:

By reading and implementing this guide you will get a better idea of how to effectively route
yourself and get a leg up on the competition. Whether this is your first time in pharma sales,
you moved to a new company or specialty, have a new geography, or are a seasoned expert:
there is something in this guide for you. 

We have created a route template for you and will reference it throughout this document.
You can download the free template by clicking here: Routing Template
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Set Up a Routing
Document

Your routing document is a working document that you can use on a daily
basis to track vital information about a targets. This can be done in many

different formats from advanced CRM systems, excel, google sheets,
word document or even a notes app. 

If you are looking for a template, you can download Atlas Route’s free-to-
use one here. We will reference this document in the rest of the guide. 

You will need: 

 A list of all of your targets: names, address(es),
phone numbers, NPI numbers

1.

 Blank sections for the following (don’t worry
about filling them in yet, the next few sections
will walk you through how to do it!):

2.

 Priority level or ranking a.
 Geographical areasb.
 Office hours or best times to visitc.
 Notes section or next stepsd.

PRACTICAL TIP:

While any document or format will work, the best one is the one that you WILL
USE on a consistent basis. Don’t hesitate to make changes. There is no right or

wrong way to use this, as long as you use it. The goal is to help organize your list
of providers and make your route as efficient as possible.
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Analyze Target List and
Territory
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Once you have created your routing document, it is time to
start adding information about your territory and target list.
Many companies will provide initial data, but it’s up to you to

verify if it’s accurate and if there’s anything missing.

Are the addresses correct and up to date? 
Is the provider at multiple addresses or
offices?
Do you know the best times they are available
or when to not call on them?
Which providers work in the same practices?
Who have you called on before?
Who is a new provider that you haven’t
interacted with?
Are there any providers not in your territory?
Are there any providers not on your list that
should be?

PRACTICAL TIP:

As you learn these insights on your territory, make notes and updates to
your list on your routing document. This will help you keep track of all

you’ve learned in the field. 

Reminder: If you never review or look at your target list, you will likely
miss out on opportunities to grow your business. Use the resources you

have for compounding success. 

Topics for review:
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Identify 
Top Opportunities

Now you’ll want to further refine your targets by identifying
the top opportunity providers.  These top 20% will be who

you want to visit  early and often in order to drive quick and
impactful growth.

Things to Consider: 

Priorities/ranking established by your
company
Prescription volume: ability to write
your product(s)
Current prescribing habits: are they
currently writing your product
Key Opinion Leaders: providers who
have influence over others in your
territory (also those who are regional or
national speakers)

REMINDER

These top priorities may change during the course of the quarter based on
responses. Consistently review this list to identify changes.
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Group Offices into
Smaller Geographies

Example: 

100 providers on your target list.  Create 5
smaller geographies with 20 targets per
geography.  Each week you will aim to see 10
of the 20 targets. The next week you will see
the remaining 10.

Geography names could be: North, South,
East, West, and Central

Next you’ll need to break up your territory into smaller geographies.
Take a look at your territory parameters on a map and then try and

break it into ~5 separate smaller territories. 

Creating these geographies helps to reduce your drive time and
make it simple to establish who you are calling on each day as the

list of potential providers will be smaller. 

Once you have identified your geographies, you’ll need to assign providers to these
geographies so you can easily reference them when building your routes in the next step. 

If you are using the Atlas Routes routing guide, you can use Column F on the route planning
tab.

Now you are ready to start planning your routes! 

HOW TO INCORPORATE
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Plan Your 
Initial Routes
Step 1: Create Weekly Template
List out each day of the week with a row for
geography & multiple rows for providers. Repeat this
so you have two weeks showing. Label them week 1
and week 2. This gives you 10 days to fill out and is a
solid baseline for your routing. 
The Atlas Routes guide already has this template on
the tabs for  “Week 1”, “Week 2”, ect.

Step 2: Assign Geographies to Days
Filter down to  your top opportunities or highest
priority. In the Atlas Routes Guide, use the filters on
the “Enter Target List” tab and filter with the arrow in
row 2, column D. 

Identify the geography that has the most top priority
providers. This will be the geography you will go to on
your first day. For the next day, look for the second
most top provider geography.

Step 3: Fill in Providers for Geography
Once you have a geography assigned for each day,
then you will fill in the providers to visit. Start with
top priority providers in each geography.

With the  guide, move to the “Week 1” tab. This
contains a drop down to select for geography and
prioritization. Then type in targets into the days in
columns G-O. Move to the “Week 2” tab and repeat.
The guide also has an option for Week 3 & 4 if you
would like to build a full month schedule.

Continue this until all the days are filled. You can then
go back  and filter for lower priority and fill in gaps. A
good practice is to aim for 5 to 8 stops per day.
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Use Google Maps or Apple Maps to plot your targets in a
geography on a map. Start by adding the day’s destinations by
clicking “add destination” so you can see all your stops in the
app. From there you can re-order the calls based on the drive
time between each 

A rule of thumb is to try not to back track past an office you
have already visited to see another. 

Many reps like to drive to their furthest office first thing in the
morning and work their way back to their starting location.
Depending on your preference you can start this way or start
close to home and work in a loop ending back home. 

Keep in mind areas that are prone to traffic - it may be worth
your time to avoid these areas during rush hour, so plan your
driving accordingly.

Optimize Your
Drive Time
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Gather Information
from your Offices

You have analyzed your territory and targets, organized by geography and
started getting some routes and appointments with your top

opportunities. As you start meeting with providers, you will be getting a
lot of insights from them: make sure to record it!

Information to Learn:

Best times and days to visit

Additional offices they work at 

Scheduled absences such as surgery times

Key personnel in each office such as who

initiates the prescription or who schedules

lunches

Other office preferences or protocols

PRACTICAL TIP:
Even if a provider is busy when you call on them, use the visit to connect with

the front desk. Often these employees can share useful insights about the
office such as when the provider will be avaliable next. 
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Next Steps &
 Follow Ups

Examples: 

Coming back with samples for patients 
Coming back with marketing materials 
Following up on a provider’s concern,
such as resolving a pharmacy issue with
filling the patient’s prescription
Checking on a patient outcome the
provider had agreed to start your
product on

 As you meet with offices consistently, keep track of the next steps
and follow-ups. This starts with your discussion in office, then having
a set task, follow up, or next step with the provider or office that you
can execute on. This will help you to continue to provide value and
be seen as a resource in the office ensuring that you will be allowed

back. 
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Now that you’re a routing expert, continue to iterate on your
routing guide. As you learn more about providers, analyze and

tweak your routes using this guide to enhance your routing
document. The more you refine the better you will be. 

WHAT’S NEXT?
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Let AtlasRx figure out the routing for you!

Analyze & Organize Target List: Understand who your top providers are to
prioritize them early in your week’s route. Make sure you have accurate
addresses.
Create Mini-Geographies: Break up your territory into smaller areas to
minimize drive time. Try to distribute providers evenly across the territories.
Routing Document: Record and plan your routes. Download our free Route
Planner to shortcut having to make one yourself!
Continually Review Your Routes: As you learn more about your providers,
continue to refine your routes to ensure you’re visiting at the right times.

BASIC PRINCIPLES

More Calls: Get in more offices with efficient routing. 
Less Planning Time: Be more effective during the day and don’t waste time
figuring out where to go on the fly.
Optimal Reach: Ensure you are touching all of your important providers and
not missing any over the course of the quarter. 

THE PAYOFF

ROUTING SUMMARY

Atlas Routes is excited to offer AtlasRx, an
easy-to-use app for iPhone and iPad that
automates the routing process for reps by
factoring in the provider’s availability, recent
visits, and drive time. Reps no longer spend
time planning their route in the field.

 Less time planning = more time selling!
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Visit AtlasRx.app for more
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