
References for Industry Influence on the Practice of Medicine 
 

 2016 Pharmaceutical Sales Salary Report. Available: https://www.medreps.com/medical-sales-
careers/pharmaceutical-sales-salary-report/, Accessed: May 19, 2017. 

 Accreditation Council for Continuing Medical Education. ACCME Annual Report – 2012. 2012; 
Available: http://www.accme.org/news-publications/publications/annual-report-data/accme-
annual-report-2012. 

 Alexander GC, Zhang J, Basu A. Characteristics of patients receiving pharmaceutical samples and 
association between sample receipt and out-of-pocket prescription costs. Medical care. 
2008;46(4):394-402. 

 American Medical Association. 2015 Annual Report. 2015; Available: https://www.ama-
assn.org/sites/default/files/media-browser/public/about-ama/ama-annual-report.pdf, 
Accessed: May 18, 2017. 

 Anonymous. Drug company leader says, end instury support of CME. 2010; Available: 
http://www.thehastingscenter.org/Bioethicsforum/Post.aspx?id=4748&blogid=140. 

 Austad KE, Avorn J, Kesselheim AS. Medical students' exposure to and attitudes about the 
pharmaceutical industry: a systematic review. PLoS Med. 2011;8(5):e1001037. 

 Avorn J, Chen M, Hartley R. Scientific versus commercial sources of influence on the prescribing 
behavior of physicians. Am J Med. 1982;73(1):4-8. 

 Bottiglieri D. 2001; Available: https://www.highbeam.com/doc/1P3-81719371.html. 

 Bowman MA. The impact of drug company funding on the content of continuing medical 
education. J Contin Educ Health Prof. 1986;6(1):66-69. 

 Brax H, Fadlallah R, Al-Khaled L, et al. Association between physicians' interaction with 
pharmaceutical companies and their clinical practices: A systematic review and meta-analysis. 
PLoS One. 2017;12(4):e0175493. 

 Brown JD, Doshi PA, Talbert JC. Utilization of free medication samples in the United States in a 
nationally representative sample: 2009-2013. Research in social & administrative pharmacy : 
RSAP. 2017;13(1):193-200. 

 Burns P. Sales Management: A Sample Plan. 2005; Available: 
http://www.pharmexec.com/sales-management-sample-plan?id=&sk=&date=&pageID=2. 

 Chew LD, O'Young TS, Hazlet TK, Bradley KA, Maynard C, Lessler DS. A physician survey of the 
effect of drug sample availability on physicians' behavior. J Gen Intern Med. 2000;15(7):478-
483. 

 Chimonas S, Brennan TA, Rothman DJ. Physicians and drug representatives: exploring the 
dynamics of the relationship. J Gen Intern Med. 2007;22(2):184-190. 

 Chren MM, Landefeld CS. Physicians' behavior and their interactions with drug companies. A 
controlled study of physicians who requested additions to a hospital drug formulary. JAMA. 
1994;271(9):684-689. 

 Cialdini RB. Influence: The Psychology of Persuasion. New York: HaperBusiness; 2006. 

 Cipher DJ, Hooker RS, Guerra P. Prescribing trends by nurse practitioners and physician 
assistants in the United States. Journal of the American Academy of Nurse Practitioners. 
2006;18(6):291-296. 

 Cornish JK, Leist JC. What constitutes commercial bias compared with the personal opinion of 



experts? J Contin Educ Health Prof. 2006;26(2):161-167. 

 Crigger NJ, Courter L, Hayes K, Shepherd K. Public perceptions of health care professionals' 
participation in pharmaceutical marketing. Nurs Ethics. 2009;16(5):647-658. 

 Cutrona SL, Woolhandler S, Lasser KE, Bor DH, McCormick D, Himmelstein DU. Characteristics of 
recipients of free prescription drug samples: a nationally representative analysis. Am J Public 
Health. 2008;98(2):284-289. 

 DeJong C, Aguilar T, Tseng CW, Lin GA, Boscardin WJ, Dudley RA. Pharmaceutical Industry-
Sponsored Meals and Physician Prescribing Patterns for Medicare Beneficiaries. JAMA internal 
medicine. 2016;176(8):1114-1110. 

 Ellison JA, Hennekens CH, Wang J, Lundberg GD, Sulkes D. Low rates of reporting commercial 
bias by physicians following online continuing medical education activities. Am J Med. 
2009;122(9):875-878. 

 Fauber J, Fiore K. Millions of painkiller prescriptions written by non-doctors. 2014; Available: 
http://archive.jsonline.com/watchdog/watchdogreports/millions-of-painkiller-prescriptions-
written-by-non-doctors-b99210384z1-247700361.html. 

 Ferguson RP, Rhim E, Belizaire W, Egede L, Carter K, Lansdale T. Encounters with 
pharmaceutical sales representatives among practicing internists. Am J Med. 1999;107(2):149-
152. 

 Festinger L. A Theory of Cognitive Dissonance. Stanford, CA: Stanford University Press; 1957. 

 Festinger L, Carlsmith JM. Cognitive Consequences of Forced Compliance. Journal of Abnormal 
and Social Psychology. 1959;58(2):203-210. 

 Fleischman W, Agrawal S, King M, et al. Association between payments from manufacturers of 
pharmaceuticals to physicians and regional prescribing: cross sectional ecological study. BMJ. 
2016;354:i4189. 

 Friedman HH, Rahman A. Gifts-Upon-Entry and Appreciatory Comments: Reciprocity Effects in 
Retailing. Journal of International Marketing Studies. 2011;3(3):161-164. 

 Fugh-Berman A. Prescription tracking and public health. J Gen Intern Med. 2008;23(8):1277-
1280. 

 Fugh-Berman A, Ahari S. Following the script: How drug reps make friends and influence 
doctors. PLoS Medicine. 2007;4(4):e150-0625. 

 Fugh-Berman A, Hogenmiller A. CME stands for commercial medical education: and ACCME still 
won't address the issue. J Med Ethics. 2016;42(3):172-173. 

 Goldfinger SE. A matter of influence. N Engl J Med. 1987;316(22):1408-1409. 

 Goldstein NJ, Martin SJ, Cialdini RB. Yes!: 50 Scientifically Proven Ways to Be Persuasive. New 
York: Free Press; 2008. 

 Grundy Q, Bero L, Malone R. Interactions between non-physician clinicians and industry: A 
systematic review. PLoS Medicine. 2013 Nov;10(11):e1001561. 

 Grundy Q, Bero LA, Malone RE. Marketing and the Most Trusted Profession: The Invisible 
Interactions Between Registered Nurses and Industry. Ann Intern Med. 2016;164(11):733-739. 

 IMS Health. IMS Health Study: U.S. Drug Spending Growth Reaches 8.5 Percent in 2015. 2016; 
Available: https://www.imshealth.com/en/about-us/news/ims-health-study-us-drug-spending-
growth-reaches-8.5-percent-in-2015. 

 Jones RG, Ornstein C. 



 Jones RG, Ornstein C. Matching Industry Payments to Medicare Prescribing Patterns: An 
Analysis. March 2016; Available: https://static.propublica.org/projects/d4d/20160317-
matching-industry-payments.pdf?22. 

 Katz HP, Goldfinger SE, Fletcher SW. Academia-industry collaboration in continuing medical 
education: description of two approaches. J Contin Educ Health Prof. 2002;22(1):43-54. 

 Kelman HC. Attitude Change as a Function of Response Restriction. Human Relations. 
1953;6(3):185-214. 

 Kenrick D, Neuberg SL, Cialdini RB. Social Psychology. Pearson; 2002. 

 King M, Bearman PS. Gifts and influence: Conflict of interest policies and prescribing of 
psychotropic medications in the United States. Soc Sci Med. 2017;172:153-162. 

 Knox RE, Inkster JA. Postdecision Dissonance at Post Time. Journal of Personality and Social 
Psychology. 1968;8(4):319-323. 

 Korn D, Carlat D. Conflicts of interest in medical education: recommendations from the Pew 
task force on medical conflicts of interest. JAMA. 2013;310(22):2397-2398. 

 Lieb K, Scheurich A. Contact between doctors and the pharmaceutical industry, their 
perceptions, and the effects on prescribing habits. PLoS One. 2014;9(10):e110130. 

 Lurie N, Rich EC, Simpson DE, et al. Pharmaceutical representatives in academic medical 
centers: interaction with faculty and housestaff. J Gen Intern Med. 1990;5(3):240-243. 

 Ma J, Stafford RS, Cockburn IM, Finkelstein SN. A statistical analysis of the magnitude and 
composition of drug promotion in the United States in 1998. Clinical therapeutics. 
2003;25(5):1503-1517. 

 Malmendier U, Schmidt KM. You Owe Me. Working Paper. 2011. 

 McCormick BB, Tomlinson G, Brill-Edwards P, Detsky AS. Effect of restricting contact between 
pharmaceutical company representatives and internal medicine residents on posttraining 
attitudes and behavior. JAMA. 2001;286(16):1994-1999. 

 McKinney WP, Schiedermayer DL, Lurie N, Simpson DE, Goodman JL, Rich EC. Attitudes of 
internal medicine faculty and residents toward professional interaction with pharmaceutical 
sales representatives. JAMA. 1990;264(13):1693-1697. 

 Mintzes B, Lexchin J, Sutherland JM, et al. Pharmaceutical sales representatives and patient 
safety: a comparative prospective study of information quality in Canada, France and the 
United States. J Gen Intern Med. 2013 Oct;28(10):1368-1375. 

 Molloy W, Strang D, Guyatt G, et al. Assessing the quality of drug detailing. Journal of clinical 
epidemiology. 2002 Aug;55(8):825-832. 

 Mueller PS, Hook CC, Litin SC. Physician preferences and attitudes regarding industry support of 
CME programs. Am J Med. 2007;120(3):281-285. 

 Orlowski JP, Wateska L. The effects of pharmaceutical firm enticements on physician 
prescribing patterns. There's no such thing as a free lunch. Chest. 1992;102(1):270-273. 

 Ornstein C, Jones RG, Tigas M. Now there's proof: Docs who get company cash tend to 
prescribe more brand-name meds. 2016; Available: 
https://www.propublica.org/article/doctors-who-take-company-cash-tend-to-prescribe-more-
brand-name-drugs. 

 Perlis RH, Perlis CS. Physician Payments from Industry Are Associated with Greater Medicare 
Part D Prescribing Costs. PLoS One. 2016;11(5):e0155474. 



 Pronin E, Gilovich T, Ross L. Objectivity in the Eye of the Beholder: Divergent Perceptions of Bias 
in Self Versus Others. Psychological Review. 2004;111(3):781-799. 

 Pronin E, Lin DY, Ross L. The Bias Blind Sport: Perceptions of Bias in Self Versus Others. 
Personality and Social Psychology Bulletin. 2002;28(3):369-391. 

 Regan DT. Effects of a Favor and Liking on Compliance. Journal of Experimental Social 
Psychology. 1971;7(6):627-639. 

 Rutledge P, Crookes D, McKinstry B, Maxwell SR. Do doctors rely on pharmaceutical industry 
funding to attend conferences and do they perceive that this creates a bias in their drug 
selection? Results from a questionnaire survey. Pharmacoepidemiology and drug safety. 
2003;12(8):663-667. 

 Saavedra K, O'Connor B, Fugh-Berman A. Pharmacist-industry relationships. Int J Pharm Pract. 
2017. 

 Sah S, Loewenstein G. Effect of reminders of personal sacrifice and suggested rationalizations 
on residents' self-reported willingness to accept gifts: a randomized trial. JAMA. 
2010;304(11):1204-1211. 

 Shaughnessy AF, Slawson DC, Bennett JH. Separating the wheat from the chaff: identifying 
fallacies in pharmaceutical promotion. J Gen Intern Med. 1994;9(10):563-568. 

 Shrank WH, Hoang T, Ettner SL, et al. The implications of choice: prescribing generic or 
preferred pharmaceuticals improves medication adherence for chronic conditions. Arch Intern 
Med. 2006;166(3):332-337. 

 Sigworth SK, Nettleman MD, Cohen GM. Pharmaceutical branding of resident physicians. JAMA. 
2001;286(9):1024-1025. 

 Sismondo S. Key opinion leaders and the corruption of medical knowledge: what the Sunshine 
Act will and won't cast light on. J Law Med Ethics. 2013;41(3):635-643. 

 Smolowe J. Contents require immediate attention. 1990; Available: 
http://content.time.com/time/magazine/article/0,9171,971768,00.html. 

 Steinbrook R. For sale: physicians' prescribing data. N Engl J Med. 2006;354(26):2745-2747. 

 USA Today, Kaiser Family Foundation, Harvard School of Public Health. Health Care Costs 
Survey; Available: https://kaiserfamilyfoundation.files.wordpress.com/2013/01/7371.pdf. 

 Washington DC Department of Health. Pharmaceutical Marketing Expenditures in the District of 
Columbia, 2015. 2017; Available: 
https://doh.dc.gov/sites/default/files/dc/sites/doh/publication/attachments/Pharmaceutical%
20Marketing%20Expenditures%202015.pdf. 

 Wazana A. Gifts to physicians from the pharmaceutical industry. JAMA. 2000;283(20):2655-
2658. 

 Wazana A. Physicians and the pharmaceutical industry: is a gift ever just a gift? JAMA. 
2000;283(3):373-380. 

 Yeh JS, Franklin JM, Avorn J, Landon J, Kesselheim AS. Association of Industry Payments to 
Physicians With the Prescribing of Brand-name Statins in Massachusetts. JAMA internal 
medicine. 2016;176(6):763-768. 

 


