
THE APTUS PROPENSITY INDEX™

A Smarter, More Efficient Way to Engage Your Audiences

Odds are that at some level, you’re using data to drive your multichannel targeting strategy. Now is the time to 
take that data-driven approach to the next level so you’re not just reaching your audiences but truly engaging 
them based on defensible, historic data on how individual healthcare professionals (HCPs) interact with—and 
act on—relevant content. 

We can help. After all, we’ve spent a decade assembling a wide array of digital assets, along with a deep 
understanding of your target audiences’ needs, motivations, and behaviors. These data allow us to trace the 
path of a physician along his or her own individual journey—from learning about a medication, to trying it for 
the first time, to ultimately adopting it as a therapeutic option for treating his or her patients. 

Let’s look at how we can apply this data-driven approach to yield results for your brand. 

BUILDING THE MODEL
Understanding how different segments of a population engage with content that you want them to receive 
is key to an efficient use of marketing resources—and a more effective use of physicians’ time. This includes 
knowing which digital channels they prefer, what messages they like and the optimal time to deliver 
that content, and more.

Based on the millions of interactions healthcare professionals have had across different digital channels, we’ve 
developed individualized statistical models that predict how a particular physician will respond to educational 
and promotional stimuli when delivered as part of an integrated program. We call this the physician’s propensity 
to engage, as measured by our proprietary Aptus Propensity Index (API)™.

Each target HCP is assigned a score on the Index, estimated using a statistical model, based on inputs including:

• HCPs’ history of activity across a range of Aptus Health digital channels 

• HCP and/or practice demographics such as age, gender, specialty, location, and more 

• HCP Rx size, market share, and treatment pathway

• Client segmentation models and/or other relevant third party data such as formulary status for your brand

Based on these scores, members of the target audience are further grouped into tiers so that digital tactics and 
messages can be differentiated, and outreach can be better prioritized to help ensure that your customers 
engage with the content that will deliver the results you expect for your brand. 
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The outputs of this model can inform the right mix of communication tools—from the light engagement of a 
clinical alert or hyper-targeted mobile message to the deeper engagement of an interactive, expert-led piece 
of content. In short, we use it to determine the right mix of channels that will increase the likelihood that your 
messaging will be seen, assimilated, and acted upon by the physician to bring about positive results.

DESIGNING A DATA-DRIVEN PROGRAM 
Let’s take a hypothetical example in which we use the API to determine which array of digital marketing 
programs are best suited to a target HCP. Say that five members of this audience have each been assigned a 
score based on the API. This score is a composite of their channel preferences, their value, and the status of your 
brand on the formularies which that physician’s patients use.

A doctor with a relatively high score really only needs some light engagement to make sure the brand remains 
top of mind. 

In contrast, the appropriate design for a doctor who has a lower API is a combination of touches that will help 
him boost his knowledge about the brand and where it can fit into his practice. Meanwhile, we recommend 
that targets whose API indicates that there is little opportunity for the brand to benefit from including them are 
dropped from current campaigns. 

Engagement Propensity reflects members’ API score. The Brand Potential metric is a composite analysis of brand and market attributes 
specific to the program. These may include characteristics such as brand lifecycle, formulary position, competitive landscape, and more. 
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TIER 1

TIER 2

TIER 3

TIER 4

High API, High brand performance: 
This segment represents your ideal 
target audience   

Low API, High brand performance: 
This represents high value opportunities 
that should be engaged according to 
client resources and objectives 

High API, low brand performance: 
Recommend deploying only low-cost, 
highly ef�cient programs to this audience 

Low API, low brand performance: 
Low value in promoting to this audience 
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EVOLVING THE SCORE
Learning and behavior change happen in real time, which is why we closely monitor an audience’s 
engagement and adjust their API accordingly. In our hypothetical example, we might recommend adding or 
adjusting campaign strategies, based on how different doctors are engaging and advancing in their propensity 
to increase use of the brand. 

This approach to evidence-based management—combined with the ability to quickly act on our findings—
is part of what makes an Aptus Health multichannel engagement solution unique in our market. 

A SINGLE, END-TO-END SOLUTION 
By design, we’ve amassed a suite of digital tools designed to engage and drive behavior change. That 
combination of channels can have a powerful cumulative effect on HCPs’ awareness, education, and intent 
rates. In fact, we see that on average, more than 90% of HCPs who interact with an integrated communications 
program engage with both high frequency awareness drivers and deep educational content. 

With all these tools and learnings at our fingertips, we are well-positioned to serve as the comprehensive, 
end-to-end source you can rely on to effectively reach and engage your customers in the digital world. 

When you’re ready to juice the odds of a successful program, give us a call. 
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Contact us at info@aptushealth.com for more information  
on our approach to multichannel engagement solutions. 


