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Dear PPAI member, 

I'm writing to ask for your help. 
It has come to our attention that New York Governor David Paterson is proposing new, tougher prohibitions on pharmaceutical companies. While this is only a proposal, I am asking you to take the time to contact your elected officials now and let them know that you oppose this proposal and its passage could hurt the promotional products industry.

Under Paterson's proposal, pharmaceutical companies and their representatives would be restricted from providing inappropriate gifts or misleading/inaccurate information to doctors to promote utilization of a drug—unfortunately, promotional products are included in this definition. Pharmaceutical companies that violate the law would be fined between $15,000 and $250,000 per violation, and healthcare professionals would be fined between $5,000 and $10,000 per violation. The state Department of Health would be responsible for enforcement, but would rely on complaints to identify violators.

It is important you take action now and let your representatives know that you oppose this proposal. You can access a list of New York lawmakers by visiting www.nysenate.gov. Click here for a letter to mail, fax and e-mail to your legislators.

Thank you for your participation in this important effort.

Best regards,
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Steve Slagle, CAE
PPAI President and CEO 
Sample Letter 
To contact the New York State Senate click here: http://www.nysenate.gov/contact_form. To contact the State Assembly click here http://www.assembly.state.ny.us/mem/:
Dear ,

On behalf of the promotional products industry, I would like to express my concern regarding Governor David Paterson’s recent proposal that New York establish tougher prohibitions on pharmaceutical companies’ marketing efforts.
If Paterson’s proposal is enacted, pharmaceutical companies would be prohibited from distributing promotional products to physicians despite the fact that theses advertising vehicles are not gifts. During this period of economic uncertainty, Paterson’s proposal will cause profound financial harm to the more than 15,000 New Yorkers who make their living in the promotional products industry. 
Promotional products are not gifts.

Despite the clear advertising benefits of promotional products, their tangible nature and intrinsic value encourage some individuals to think of them as gifts. Often it is the focus on the word “gift” that prompts legislators and regulators to scrutinize our industry. 

Logoed items of relatively modest value should not be perceived as gifts that would unduly influence professional behavior. Promotional products are not rebates, nor are they inducements to purchase products.

Promotional products are an advertising medium.

They are tangible forms of advertising that keep the brand name in front of the recipient over time, reinforcing the advertising message with each use. When expressed in those terms, our products are no different from any other element in the marketing mix—except for the high message recall they deliver.

Promotional products are useful.

Doctors and healthcare professionals have let us know that the pens, notepads, etc. provided by pharmaceutical companies, though they may seem like token gifts, are very useful within their practices, and that their decisions to prescribe medications aren’t influenced by a reminder about a drug’s brand name. Not only do doctors use these products throughout the day as part of their interaction with patients in delivering the highest quality care—they also save them money. 

Savings in any form allow them to distribute their resources more effectively and ultimately have a positive impact on patient care.

Promotional products help educate.

Promotional products are an effective medium for educating doctors and patients on the types of drugs available for a specific virus, condition, disease, etc. and the benefits of those medications.  The proposed legislation will put doctors and patients at a disadvantage. At a minimum, promotional products help make doctors more aware so that they can provide the best possible care to their patients.

Promotional products are a cost-effective form of advertising.

Additionally, the medium is the most cost-effective method for smaller businesses to market their products and services. Prohibiting their use results in a hardship for these smaller businesses and limits their ability to reinforce personal relationships with their customers, clients and prospects. Now more than ever, it is more important to provide a personal connection.

Again, I ask that you oppose the Governor’s proposal and welcome the opportunity to work with you to offer guidance on the effective and beneficial uses of promotional products in the healthcare field.

Sincerely,

