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As all pharmaceutical marketers know well, when treating common indications, the prescribing physician is faced with making a choice from a number of possible treatments that are all proven to be effective. To provide a basis for growth, pharmaceutical companies need well-defined and consistently communicated brands which can form the basis of focusing  their marketing efforts and motivating their customers to choose them rather than the competitive alternatives. OBICO has developed a fast, pragmatic and effective process to provide a clear and unique positioning for a pharmaceutical brand, developing the offer it should make to the physician and how that offer should be made with the simple aim of increasing its prescription levels.   
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