
CREATE A TIMELINE TO SUPPORT THE STRATEGY

MEDICAL SCIENCE LIAISONS: THE PHENOTYPE

BUILDING THE BEST MSL TEAM

The Bowdoin Group is an award-winning retained executive search firm that specializes in C-suite leadership and strategic roles, commercial team 
expansions, and recruitment process outsourcing for a wide range of companies, ranging from venture-backed startups and emerging growth 
companies building out their C-suites to larger organizations sourcing talent for rapid market expansion. With deep expertise in Life Sciences, Digital 
Health, Software & Technology, and FinTech, Bowdoin is uniquely situated to solve recruiting challenges and unmet talent needs more than any other 
search firm across the U.S. due to its cross-functional reach and domain understanding across healthcare and technology. The firm continuously ranks in 
the top 2% of the recruiting industry in the U.S. and Canada for client and candidate satisfaction as measured by ClearlyRated’s annual NPS survey. 
The Bowdoin Group is also active in supporting the local entrepreneurial ecosystem as well as several non-profit organizations.

For more information, visit us at www.bowdoingroup.com 
and connect with us on LinkedIn, Twitter, and Facebook.

Medical Science Liaisons (MSLs) play an integral and specialized role in the growth 
of Life Sciences organizations, and never more so than during the COVID pandemic. 
When preparing to commercialize, MSLs provide a scientific lens into the e�cacy of the 
therapeutic being developed. Here is what you need to know to hire excellent MSLs at 
the most appropriate time.

Working backwards from your PDUFA Date, a successful 
hiring timeline looks something like this:

MSLs are experts in (and often passionate about) the science and cutting-edge technology 
behind the products being developed. These hires are crucial for building key opinion 
leader (KOL) relationships, so communication and relationship-building skills are key. 
Internally and externally, they are thought leaders for your organization, and help drive 
strategy to prepare for your product launch. 

As more Life Sciences companies prepare to bring drugs to market, the race has never 
been more competitive for hiring the best and brightest teams. And while the MSL team 
is not responsible for the commercialization of a drug, their support can make or break a 
drug’s success. 

DISEASE STATE EXPERTISE 
Proven experience in the specific therapeutic space; 
understand endpoints of clinical trials

INDUSTRY EXPERIENCE
Expertise presenting to and partnering with medical 
professionals; understand how providers work and operate

STRATEGIC
Are creative and strategic in their approach to get in front 
of KOLs; willing and excited to come up with new solutions

ARTICULATE
Personable, able to communicate e�ectively cross-
functionally with both internal and external stakeholders; 
able to clearly articulate value proposition of product

MOTIVATED & DRIVEN
Desire to hustle hard in order to excel in the role; willing 
to go the extra mile

SELF-STARTER
Takes initiative; knows how to initiate meetings and 
accomplish goals; creative and flexible with roles and 
responsibilities as company expands

ADVANCED DEGREE
Ideally have an MD, PharmD, or PhD, but not necessary if 
relevant previous work experience is applicable

START EARLY WITH RECRUITING
Be prepared to hire your MSL team 12 months out 
from your PDUFA date.

HIRE THE RIGHT LEADERSHIP
The Head of MSLs is a critical hire as they will help attract 
and train a great team.

HIRING MEDICAL
SCIENCE LIAISONS

Understanding the market when building
your medical a�airs team
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Putting together a shell of a team to build the launch 
strategy, which may include the Chief Commercial 
O�cer, managed care team, and sales operations.

Finalizing hiring ideally just before the launch of the therapeutic, 
coinciding with the hiring of the field team, who either lays 
groundwork for selling or actually start selling.

MEDICAL SCIENCE LIAISONS BY THE NUMBERS

HOW MUCH DOES
AN MSL MAKE?

$185,000
AVERAGE BASE SALARY

$200,000
AVERAGE BASE SALARY

Specializing in oncology, 
hematology, or rare diseases

with 13 years of experience*

LOW

$165K
BRAND

NEW MSL

MEDIAN

$195K
$185-

HIGH

$200
FOR 10+YEARS
EXPERIENCE*1

*Salary ranges for MSLs in the oncology, hematology, 
and rare disease spaces only

WHAT IS THEIR
EDUCATION LEVEL?

WHAT IS THEIR GENDER?

of MSLs have either
a PharmD or a PhD.  75% 

Nearly two-thirds of MSLs are women. 
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62% 
FEMALE

38% 
MALE

1% 
OTHER2

1 The Bowdoin Group’s proprietary compensation data
2 2020 MSL Society & Compensation Survey - USA Results (N = 2,034) 
3 2020 MSL Society & Compensation Survey - USA Results (N = 2,034)

1

2

UNDERSTAND THE GEOGRAPHIC DIFFERENCES
MSLs in one part of the country may require more face-to-face 
interaction with HCPs than those in others, for example. 
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4 CREATE A BLENDED TEAM
Hiring MSLs from di�erent companies with di�erent 
backgrounds and di�erent experiences will lead to success.

Hiring front line managers to set the stage for the expansion 
of the delivery teams (e.g. regional sales managers).

Hiring Medical Science Liaisons to begin disease 
state awareness and creating the ecosystem in 
the medical community.

KEY CHARACTERISTICS
AND SKILLS FOR A
TOP-TIER MSL:

WHAT DO OUR MOST
SUCCESSFUL CLIENTS
DO TO BUILD OUT
THIS CRUCIAL FUNCTION?

https://www.facebook.com/bowdoingroup/
https://twitter.com/bowdoingroup
https://www.linkedin.com/company/the-bowdoin-group/



