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Inﬂuence of the pharmaceutical industry on medication prescribing has been reported by many studies Worldwide (Wazana, 2000; Spurling et.al. 2010; Robertson, Rose, &
Kesselheim, 2012). A concern that the commercial imperative of the industry may conﬂict with physicians’ independence and professional integrity exists. It has also been
admitted that not only substantial ﬁnancial rewards or support, but also small gifts can shape one’s behaviour. In the current study we explore how probability of inﬂuence of
pharmaceutical industry on medication prescribing is perceived by physicians.
We found three types of perceptions. The ﬁrst group is best described as deniers of any inﬂuence on medication prescribing patterns, referring to the academic status, critical
thinking or a rigorous regulation system. The second group of physicians possesses “the illusion of unique invulnerability” (HAI & WHO, 2011). It is conﬁrmed by the studies to be
rather common for individuals not to acknowledge their vulnerability to any inﬂuence. The third group admitted that ﬁnancial beneﬁts (e.g. sponsorship, conference travelling,
small gifts, etc.) provided by the pharmaceutical industry may have an eﬀect on theirs, as well on other physicians’ prescribing behaviour.
Basis for social relationship is not always grounded in self-interest, but may also root in the principle of reciprocity. Consistent with the typology of reciprocity (Sahlins, 1972),
the current study marks out generalized and symmetrical reciprocity traits. Generalized reciprocity refers to the situations, when material side of the transaction is repressed by
the social side, and symmetrical reciprocity is present in situations when balanced change of beneﬁts occurs. The study data also discloses certain characteristics of Exchange
theory (Homans, 1961) – the stimulus proposition provides for parties to engage in similar actions in the future, if they ﬁnd them rewarding. The practices of sponsoring
conferences and events in exchange for receiving opportunity of product promotion are often established on long-term cooperation basis. The aggression – approval proposition
is revealed in situations when individuals feel disadvantaged in terms of distributive justice, e.g. , conference travelling is characterized by the lack of clear criteria for participant
selection – it is often claimed to been set on the basis of personal contacts and subjectivity.
The ideas revealed by the current study provide empirical insights into perceptions of the physicians, marking out both potential relationship bias and also demonstrating
perceived usefulness of mutual cooperation and beneﬁt exchange in the current economic situation.
“My academic prestige... [..]
I cannot compromise
myself in such a
primitive way.”

no inﬂuence

“I do not think
any inﬂuence is
possible today.”

“My colleagues...
If the company pays, they
change their prescription
habits easily.”

other
colleagues,
not me
“I have some
information about GPs...
They get into it and
prescribe what ‘s demanded.”

„This is certainly a
global problem. Inﬂuence
of the industry is impressive –
it inﬂuences for 100%.”

inﬂuence

reciprocity

“In our culture it is common
to make presents. [..]
Is it a corruption? I’d rather
say, it is a kind of gesture.”

generalized

symmetrical

„If the conference is
organized by a company,
it will require return
on their investment.”

“If you cannot buy
something for big money,
you can buy it for bigger
money...[..] Of course!”
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“[..] you get to know the man,
start liking him, understanding him...
He has a family, too...
It’s not just a question of money.”

„We have cooperation –
they sponsor the event,
getting an opportunity to
tell about their products.”

HAI & WHO. (2011). Understanding and Responding to Pharmaceutical Promotion: A Practical Guide, First edition. WHO / HAI.
Homans, G. (1961). Social behaviour: Its Elementary Forms. New York: Harcourt, Brace and World.
Robertson, C., Rose, S., & Kesselheim, A. S. (2012). Eﬀect of Financial Relationships on the Behaviors of Health Care Professionals: A Review of the Evidence. Journal of Law, Medicine & Ethics , 452.
Sahlins, M. (1972). Stone Age Economics. New York: Aldine de Gruyter.
Spurling, G. M. (2010). Information from Pharmaceutical Companies and the Quality, Quantity, and Cost of Physicians' Prescribing: A Systematic Review. PLoS Medicine , 7 (10).
Wazana, A. (2000). Physicians and the pharmaceutical industry: is a gift ever just a gift? Journal of the American Medical Association , 3, 373-380.

ieva.salmanekulikovska@gmail.com

