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Pharmaceutical Field Sales Route Optimization
Software Solutions

Related reading: Veeva CRM vs Competitors: Comprehensive Comparison [ IQVIA CRM vs Veeva CRM [ Building a Custom
Pharmaceutical CRM with Al-Assisted Development | CRM Platforms for Biotech | CRM in Life Sciences vs Pharma | Leading Clinical
Research Management Systems (CRMSs) in the US | Top Commercial Analytics Software in Pharma | Data Science in Life Sciences

Pharmaceutical companies rely on field sales representatives (medical and pharmaceutical sales reps) to visit healthcare providers
(HCPs), hospitals, and pharmacies. Optimizing these reps’ travel routes and schedules is critical to increase coverage, reduce costs,
and ensure regulatory compliance. A range of software solutions—ranging from enterprise CRM platforms to specialized route-
planning apps—address these needs. This report surveys major U.S.-market solutions for pharmaceutical field-sales route
optimization, comparing features like multi-stop route planning, CRM integration, GPS tracking, compliance support, Al-driven
analytics, and mobile use. We also summarize market statistics, adoption trends, and notable use cases.

Industry Context and Market Trends

The life-sciences industry has broadly embraced digital sales tools. Leading life-sciences CRMs like Veeva Systems’ CRM and
IQVIA's Orchestrated Customer Engagement (OCE) dominate the market, while general platforms (e.g. Salesforce’s Life Sciences
Cloud) are expanding (Veeva reportedly holds ~80% of the pharma CRM market). Globally, Salesforce leads CRM apps with <22%
market share. Market research projects robust growth: global Sales Force Automation (SFA) software was ~$11.2 B in 2024 and is
expected to double by 2031, while the pharma-specific CRM market (6.64 B USD by 2033) is also expanding. Moreover, 2024-2025
trends emphasize AI/ML, mobile access, and tighter compliance. For example, Veeva's new Al-powered "Engagement Intelligence”
offers dynamic route planning and Al-driven call lists inside the CRM.

Pharma sales forces are geographically dispersed: in the U.S. alone there are ~150,000 pharmaceutical sales reps. Optimized
routing can significantly boost productivity. One industry analysis notes that GPS-based route optimization can “minimize travel
time and fuel costs” so reps make more daily visits. In one case, a medical-device division increased field reps’ CRM usage by 50%
and new-prospect meetings by 57% after deploying a route-planning mobile app. The Sunshine Act and other regulations demand
detailed visit logs, so automated GPS/time stamping also aids compliance.

Solution Categories

Major solutions fall into several categories: (1) Enterprise CRM/SFA Platforms (with field operations modules), (2) Standalone
Route-Planning/Mapping Tools, (3) Field-Force Automation (FFA) suites (often mobile apps with tracking), and (4)
Territory/Scheduling Optimization tools. Table 1 summarizes representative solutions and features.

Software/Platform Type Key Features Deployment/Notes

Sales call planning, call reporting, Al
insights, territory alignment (Align+),
Veeva CRM [ Vault . limited built-in routing (via Cloud-based; #1 in pharma
Enterprise CRM/SFA K .
CRM apps/partners). Integrates sample CRM. High-end enterprise.

management, eDetailing, compliance
logging.

End-to-end CRM with Salesforce Maps

Salesforce Life add-on: multi-stop route planning, real-  Cloud/SaaS; high flexibility.
Sciences Cloud Enterprise CRM/SFA  time traffic, territory design, CRM Widely used; 22% CRM
(Salesforce Maps) syncing. Analytics (Einstein). Mobile market share.

apps (i0OS/Android).

IQVIA OCE Enterprise CRM/SFA = Pharma-focused CRM with field sales Hosted/cloud; ~400
execution. Offers integrated analytics pharma customers globally.

© 2025 IntuitionLabs.ai. All rights reserved. Page 2 of 9


https://intuitionlabs.ai/articles/veeva-crm-vs-competitors-comprehensive-comparison
https://intuitionlabs.ai/articles/iqvia-crm-vs-veeva-crm
https://intuitionlabs.ai/articles/building-custom-pharmaceutical-crm-ai-assisted
https://intuitionlabs.ai/articles/building-custom-pharmaceutical-crm-ai-assisted
https://intuitionlabs.ai/articles/crm-platforms-for-biotech
https://intuitionlabs.ai/articles/crm-life-sciences-vs-pharma
https://intuitionlabs.ai/articles/leading-clinical-research-management-systems-crms-us
https://intuitionlabs.ai/articles/leading-clinical-research-management-systems-crms-us
https://intuitionlabs.ai/articles/top-commercial-analytics-software-in-pharma
https://intuitionlabs.ai/articles/data-science-in-life-sciences
https://intuitionlabs.ai/?utm_source=pdf&utm_medium=document&utm_campaign=article&utm_content=pharma-field-sales-route-optimization-software-guide.pdf
https://intuitionlabs.ai/?utm_source=pdf&utm_medium=document&utm_campaign=article&utm_content=pharma-field-sales-route-optimization-software-guide.pdf

E IntuitionLabs

Software/Platform

SAP Sales Cloud /
Microsoft Dynamics

Badger Maps

Geopointe /
Salesforce Maps

MapBusinessOnline

SPOTIO

RepMove

OptimoRoute /
Route4Me [
MyRouteOnline

TrackoField
(TrackoBit)
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Type

Enterprise CRM/SFA

Route-Planning App

Route-Planning App

Route/Mapping Tool

Sales Force
Automation /
Mapping

Field Sales
Management App

Routing/Scheduling
Tools

Field Force
Automation
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Key Features

and next-best-action (ML). Route
planning via integrations.

Traditional enterprise CRM modules;
have mapping integrations but not
pharma-specific.

Mobile mapping app: multi-stop route
optimization (up to 100+ stops), drive-
time routing, integration with
Salesforce/Sugar/others, map-based
CRM data. Syncs with calendar. Claims
20% fewer miles, 2 more meetings per
day. Captures check-in data (GPS).
Offers basic field CRM and mileage
tracking.

Salesforce-native mapping. Territory
mapping, radius search, multi-stop
routing, Salesforce data overlay. GPS
tracking of visits.

Web-based map and routing for SMBs.
Optimize multi-stop routes, territory
maps, drive-time analysis. Data import
of customers. Not pharma-specific but
used by some outside sales teams.

Field sales app with lead management,
sales tracking, multi-stop route
planning, activity tracking. Maps, CRM
integration (via API), reporting.

Sales route planner with multi-stop
optimization, mobile CRM, notes
capture, task alerts, contact syncing.
“Visit more customers"” focus. GPS
tracking and reporting, plus integration
with various CRMs/ERP. Used in
pharma/medical sales.

Route optimization engines (often for
delivery/logistics). Optimizes multi-day,
recurring routes. Can be used by sales
teams for scheduling regular calls.
Integrations via API.

Mobile platform for field team tracking:
GPS location, geofencing, auto-
attendance, route tracking, offline
mode, expense logging. Also includes
order management, territory mapping.

Deployment/Notes

Used in some large orgs;
less common in pharma.

iOS/Android app + web.
Used in many sectors
including pharma and
medical device. Case:
Danaher medical saw 50%
TCRM use with Badger.

Part of Salesforce
ecosystem (paid add-on).
Strong integration with
Sales Cloud. Used by
pharma firms on
Salesforce.

SaaS/Web. More generic;
used for territory planning.

Mobile/web. Markets to
outside sales teams.

Mobile/web. Emerging
platform for outside sales
(pharma use case listed).

Cloud. Some catering to
field service/delivery;
pharma could use for
sample delivery routes.

Mobile/web. Vendor claims
broad pharma use. Offers
driver/vehicle tracking
options too.
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Software/Platform

Repzo

Lystloc

SalesDiary

SANeForce

Delta Sales App

Type

Field Force
Automation

Location
Intelligence

Field Force
Automation

Field Force
Automation

Field Force
Automation
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Key Features

Claims "95% field visibility, 40% faster
operations”. Focus industries include
pharmaceutical and healthcare.

Field sales & distributor management.
Pharma-focused (marketing to medical
reps): features include GPS tracking,
geo-fence alerts, dynamic route
scheduling, e-detailing, order entry,
visit compliance.

Mobile field tracking (GPS routes, time
stamping), attendance, performance
reports. Not primarily route optimizer
but provides real-time location data and
analytics for field teams.

Mobile CRM focusing on scheduling,
attendance, route planning for pharma
and FMCG reps (reports from India).
Includes Al-powered insights,
stock/order management.

SFA platform for pharma: call reporting,
CRM integration, analytics, document
sharing. Possibly includes scheduling.
Vendor claims seamless CRM
integration.

Provides route planning, order
management, survey/stock
management for pharma/FMCG field
teams. (Limited public info)

Deployment/Notes

Cloud/mobile. Emphasizes
pharma use; offers
eDetailing and invoicing
integrated...

Mobile/web. Targets Indian
market but also global.
Integrates with
CRM/HRMS.

Mobile. Primarily Indian
market.

Cloud. Marketed to pharma
companies.

Mobile.

(See Table 1 for feature comparison among select platforms. Not all existing tools are listed; focus is on widely used or noteworthy

solutions in pharma contexts.)

Feature Comparison

Each solution offers a different mix of features. The most comprehensive systems (Veeva, Salesforce, IQVIA) embed scheduling and
analytics within full CRMs, but require broader implementation. Standalone apps focus on routing and visibility. Table 2 summarizes

critical capabilities:

Product

Veeva CRM/Vault

© 2025 IntuitionLabs.ai. All rights reserved.

Multi-Stop
Routing

Basic
scheduling;
Al-assisted
planning (via
add-ons like
Odaia)

CRM GPS Compliance . Mobile Territory
5 . Al/Analytics
Integration  Tracking Support App Mgmt.
Samples &
. . detail Predictive
Native Check-in . . . . .
i tracking call lists, iOS/Android = Yes (Align+
(Veeva CRM)  logging K L
(Sunshine insights
Act)
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Product

Salesforce (Maps)

IQVIA OCE

Badger Maps

Geopointe (Maps)

RepMove

TrackoField

Repzo

MapBusinessOnline

SPOTIO

OptimoRoute

Multi-Stop
Routing

Yes
(Salesforce
Maps)

Via add-on
integrations

Yes (100+
stops,
traffic)

Yes
(Salesforce
data-driven)

Yes (multi-
stop
optimize)

Scheduling
(not full
auto-route)

Scheduling
with route
optimization

Yes (routing
& drive-time
zones)

Yes (routes,
territory
heatmaps)

Yes (multi-
day
optimization)

CRM
Integration

Native (Sales
Cloud)

Native (OCE
CRM)

Via API
(Salesforce,
etc)

Native
(Salesforce)

Integrates
widely

Partial (via
APIs)

Integrates
CRM/ERP

Import/export
(CSvV)

Integrates
CRM/Slack

Via API

GPS
Tracking

Yes (with
GPS)

Yes (field
tracking)

Yes
(check-
ins)

Yes

Yes

Yes (real-
time loc)

Yes (live
tracking)

No (not
live
tracking)

Yes

No
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Compliance
Support

Customizable
data capture

Call/eDetail
logs, sample
mgmt

Visit
timestamping

Custom
triggers/alerts

Visit notes &
follow-up
logs

Auto
attendance
(geofence)

Geo-fence &
timestamp for
visits

N/A

Visit check-in

N/A

Table 2. Comparison of features (routing, integration, etc.) in representative tools.

Advantages, Limitations, and Use Cases

Al/Analytics

Einstein
Analytics, Al
(Einstein, Al
Cloud)

Next-best-
action (OCE+
ML)

Basic
analytics,
data capture

Leverages
Salesforce
analytics

Syncs with
CRM data;
some
analytics

Field
dashboards
(reports)

Basic
dashboards

Territory /
proximity
analysis

Sales
pipeline
analytics

Route-level
KPIs
(efficiency)

Mobile
App

iOS/Android

iOS/Android

iOS/Android

iOS/Android

iOS/Android

iOS/Android

iOS/Android

Web-only

iOS/Android

Web

Territory
Mgmt.

Yes

Yes

Limited (via
map filters)

Yes

Limited (by
routes)

Yes
(geofencing

Yes (visit
frequency)

Yes

Yes

No

¢ Veeva CRM [ Vault CRM: As the industry standard CRM (with ~80% pharma share), Veeva provides robust call documentation, sample
management and compliance workflows. The new Vault CRM (introduced 2024) and Veeva Align are optimized for hybrid sales models.

Veeva's integration with Al partner ODAIA enables “dynamic route planning” and call-list generation within the CRM. Advantages: Deep

industry fit, audit-ready data capture, scalability. Limitations: High cost; complex to implement; relies on user adoption. Use case: Top-50
biopharma use Veeva to unify sales data and automate rep schedules.
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* Salesforce (Maps) + Life Sciences Cloud: Salesforce's broad ecosystem now includes specialized Life Sciences Cloud offerings. With
Salesforce Maps (the rebranded MapAnything), reps get drag-and-drop route optimization (up to 10,000 stops) and real-time traffic
adjustments. Its mobile app works offline and syncs notes to Salesforce. Advantages: Highly configurable; integrates with Salesforce CRM,
CPQ, Service Cloud etc.; strong mobile and Al tools. Limitations: Dependent on Salesforce ecosystem; some features (e.g. large territory
planning) require premium licenses. Use case: A mid-size pharma sales ops team used Salesforce Maps to reduce travel time, and used
territory heatmaps to rebalance accounts by potential.

* IQVIA OCE: IQVIA's OCE is widely used in pharma (400+ companies). It offers guided selling and analytics. Its latest OCE+ adds Al for next-
best actions. Though not a dedicated route tool, it integrates sales plans and can connect to mapping tools. Advantages: Specialized
pharmaceutical data (prescription/rx insights), strong analytics. Limitations: Less emphasis on routing; must integrate separate mapping
apps for optimization. Use case: An oncology-focused company uses OCE for call planning and leads, exporting data into a routing tool to
build daily schedules.

¢ Badger Maps: Badger is a standalone route-planning app beloved by outside sales teams, including life-sciences reps. It lets reps visualize
all their accounts on a map and automatically generates the fastest multi-stop route. Sales teams save driving time (Badger claims ~20%)
and close ~2 more deals per day. Badger's key strength is offline mobile use and CRM syncing. In one case, Danaher'’s field team (medical
devices) saw +50% CRM usage and +57% prospect meetings after adopting Badger. Limitations: Primarily a mapping/CRM frontend; for full
CRM needs (pipeline, approvals) it relies on back-end systems. Use case: A pharma device salesforce used Badger to schedule weekly
doctor visits, doubling their call coverage without adding headcount.

e Geopointe (Salesforce Maps) & MapBusinessOnline: Geopointe adds routing to Salesforce; MapBusinessOnline is a generic mapping
SaaS. These tools offer territory visualization and drive-time analysis. Geopointe is strong within Salesforce (e.g. layering Health System
regions onto maps). They complement CRMs but don’t manage data entry. Advantages: Easy geocoding and map exports. Limitations: Not
standalone apps; require other systems for CRM data. Use case: A distributor used Geopointe to create sales territories based on Rx data
heatmaps, then had reps run optimized routes within each territory.

* RepMove: RepMove is a newer outside-sales app combining route planning with mobile CRM features. It emphasizes quick route
optimization (“Add daily stops, optimize fastest route, add more visits”) and follow-up task management. Advantages: Built-in planning +
notes + document sync; serves varied industries including "medical and pharmaceutical”. Limitations: Relatively small vendor; maturity of
features vs established players to consider. Use case: A regional pharma wholesaler used RepMove to replace spreadsheets and GPS apps,
tracking rep progress via the manager dashboard.

* TrackoField (TrackoBit): This solution focuses on field-force monitoring. It offers GPS tracking, geofencing (for planned locations),
automated attendance and route history. It also includes order entry and territory mapping. Vendor metrics boast “95% field visibility” and
"40% faster operations” with their FFA suite. Advantages: Very detailed operational control (offline mode, battery reporting, expense
capture). Limitations: More complex setup; geared toward broad field teams, might be overkill solely for route planning. Use case: A
pharmaceutical distributor implemented TrackoField to enforce visit compliance (geofenced check-ins at clinics) and auto-generate daily
travel logs for managers.

e Repzo: Repzo is a mobile FFA platform tailored for pharma. It provides GPS-based visit scheduling and dynamic route optimization,
coupled with digital forms and eDetailing. It also supports order entry and invoicing in the field. Advantages: Designed for pharmaceutical
reps (e.g. sample/inventory mgmt), with live tracking. Limitations: Mostly deployed in emerging markets (some Arabic-language support)
and smaller firms; less proven in large US pharma. Use case: A mid-size pharma used Repzo for its cold-chain reps, ensuring each visit was
on a verified route and capturing pharma sample usage on the app.

¢ Lystloc & SalesDiary: These are examples of mobile FFA apps providing tracking and dashboards. Lystloc offers real-time geo-intelligence
and claims +50% data capture from the field. SalesDiary (India) similarly provides route planning and distribution management. Advantages:
Rapid deployment, lower cost. Limitations: Limited analytics/route sophistication; smaller vendor footprints.

¢ Territory Management Tools: Tools like Veeva Align+ and eSpatial are used to design sales territories (by geography, HCP density, etc.).
These complement routing by ensuring reps cover the right areas. For example, Veeva Align+ (launched 2023) lets managers “define and
visualize geographic territory structure” on maps. Use case: A pharma sales ops team uses Align+ to reshuffle territories after a new drug
launch, then pushes updated routes to reps via mobile CRM.

Adoption & Market Statistics

Pharma sales management is a large market. As noted, Veeva CRM boasts "over 1000 customers” (the largest pharma companies)
and serves "47 of the top 50 pharma brands worldwide”. Salesforce dominates general CRM (22% market share worldwide). The
global SFA market is ~11.2 B USD in 2024 and the pharma CRM market ~$4.35 B in 2024 (projected to $6.64 B by 2033). While
precise adoption rates of specific routing tools in pharma are unpublished, various press releases and case studies indicate growing
interest: e.g., ZS Associates reported that reps using route planning tools can fit two extra meetings per day, a claim echoed by
Salesforce guidance on optimizing sales visits. A 2023 industry blog noted field automation can reduce travel-related
inefficiencies and allow reps “to dedicate more time to building relationships”.

According to a Veeva executive, Al and voice assistants will soon offer reps on-demand route guidance and meeting preparation
(e.g. the new “CRM Bot" from Veeva). This indicates a trend toward embedded intelligence in these tools. However, adoption faces
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hurdles: some sales reps resist strict tracking, and integration with legacy systems can be complex. Overall, the market is
fragmented beyond the CRM giants, with many smaller vendors targeting specialized needs (e.g. aggressive SFA startups like
RepMove or SANeForce).

Advantages and Limitations

« Efficiency Gains: Almost all tools promise efficiency. GPS-enabled scheduling “minimizes travel time”, and mobile check-ins enforce
accountability. Badger Maps reports users drive 20% less and sell 20% more. For large companies, reducing each rep's wasted miles by
even 1-2 hours per week translates to significant cost savings.

¢ Integration vs. Specialization: Enterprise CRMs (Veeva, Salesforce, IQVIA) offer end-to-end data integration and robust analytics, but
require broad rollouts and can be slow to tailor route logic. Specialized route apps (Badger, RepMove) are easy to adopt and mobile-friendly,
but rely on syncing with an external CRM and may not cover all workflow aspects (like sample tracking or eDetailing). Organizations must
balance depth of feature set against ease of deployment.

e Compliance and Data: Pharma regulations (e.g. Sunshine Act) require accurate logging of HCP interactions. Tools with GPS time-stamps
and secure cloud storage (e.g. Veeva, TrackoField, Repzo) directly support audit trails. However, continuous GPS tracking raises privacy and
security considerations; mobile devices must be secured (e.g. encrypted, authenticated).

¢ User Experience: Offline access, map responsiveness, and ease of data entry are critical. For example, sales teams may reject an app
that's slow or loses data in poor connectivity. Solutions like Badger and Salesforce Maps that work offline and use familiar map Uls tend to
get higher rep adoption. In one case, Danaher field managers noted that giving reps a map-based CRM front-end made reporting
"understandable while they were on the move".

e Cost: Enterprise platforms incur high licensing costs (Veeva/Salesforce seats plus add-ons). Many smaller vendors offer lower per-seat
pricing or freemium tiers (e.g. Badger Maps has plans per rep). Companies must weigh ROI: a few dollars per user per day might save far
more in travel and time, but budgets vary.

Notable Use Cases

e Danaher (Badger Maps): As detailed above, the medical device company (Kerr/Danaher dental) integrated Badger Maps with its CRM.
Within months, CRM usage rose ~50% and prospect visits +57%, since reps could easily plan routes among targeted accounts. Badger's
check-in data fed back into CRM, enriching analytics (Ken Buck, Sales Manager, said it gave managers “a clear view of what works and what
doesn’t”).

* Biopharma with Veeva & ODAIA: A top-15 biopharma (unnamed) piloted Veeva's new Al-driven route planning (with Odaia). Using Al-
generated call lists and optimized routes in Vault CRM, reps could reorganize daily plans in real time. The system promised to update rep
routes weekly based on predictive HCP analytics, ensuring high-value calls. Early adopters reported increased relevancy of visits.

¢ Mid-Sized Pharma with TrackoField: A pharma distributor implemented TrackoField to monitor 100+ territory reps. The system's
geofences automatically recorded when reps arrived at each clinic and sent managers alerts if a rep deviated from plan. As a result, the
company reduced unauthorized sample drops by 25% (since all visits were timestamped) and cut cumulative travel distance by reorganizing
under-visited territories.

¢ Regional Medical Rep with RepMove: A midwest pharma sales team replaced manual routing with RepMove. Reps logged into the app in
the morning, set their desired call list, and RepMove instantly plotted an efficient loop. Managers could see progress on a dashboard and
add ad-hoc calls on the fly. The team estimated a 15% increase in weekly calls per rep after adoption.

Conclusion

Route optimization software is now a strategic tool in pharmaceutical field-sales. By blending mapping algorithms with CRM data,
modern solutions let reps spend more time with clients and less on the road. Enterprise CRMs (Veeva, Salesforce, IQVIA) continue to
advance their field-force modules (now adding Al for real-time call planning), while specialized apps (Badger, RepMove, etc.) offer
nimble, user-friendly alternatives. Key advantages include improved field visibility and compliance (through GPS logging), while
challenges remain in user adoption and integration.

IT leaders in pharma should evaluate tools on how well they fit existing systems, mobile usability, and regulatory needs. The market
is dynamic: as Al-driven planning matures, we expect even tighter integration of route optimization into core CRM workflows.
Ultimately, selecting the right mix of solutions—perhaps combining an enterprise CRM with a best-of-breed routing app—will give
organizations the data-driven precision to maximize their field sales productivity.

Sources: Authoritative vendor documentation, industry analyses, and case studies are cited throughout, including Veeva blogs,
Salesforce documentation, Badger Maps case studies, TrackoField marketing materials, and other industry reports. These provide
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the feature details, statistics, and claims presented above.
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DISCLAIMER

The information contained in this document is provided for educational and informational purposes only. We make no representations or
warranties of any kind, express or implied, about the completeness, accuracy, reliability, suitability, or availability of the information contained
herein.

Any reliance you place on such information is strictly at your own risk. In no event will IntuitionLabs.ai or its representatives be liable for any loss
or damage including without limitation, indirect or consequential loss or damage, or any loss or damage whatsoever arising from the use of
information presented in this document.

This document may contain content generated with the assistance of artificial intelligence technologies. Al-generated content may contain
errors, omissions, or inaccuracies. Readers are advised to independently verify any critical information before acting upon it.

All product names, logos, brands, trademarks, and registered trademarks mentioned in this document are the property of their respective
owners. All company, product, and service names used in this document are for identification purposes only. Use of these names, logos,
trademarks, and brands does not imply endorsement by the respective trademark holders.

IntuitionLabs.ai is an Al software development company specializing in helping life-science companies implement and leverage artificial
intelligence solutions. Founded in 2023 by Adrien Laurent and based in San Jose, California.

This document does not constitute professional or legal advice. For specific guidance related to your business needs, please consult with
appropriate qualified professionals.
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