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Increased activity of people in various fields along with economic growth, 
it also encourages the increasing variety of health problems in Indonesia. With the 
increase in per capita income, the health problems in the last few years become 
one of the central issues related to the increasing demands of the public welfare. 
Although economic indicators increased, but low to medium income which is the 
largest proportion of the population of Indonesia was still not accessible to 
adequate health care. It is caused by many factors such as the high cost of health 
care, where one of its components is the price of drugs is still relatively high. 

Currently in Indonesia there are about 126 pharmaceutical companies, 
nearly 80 % dominated the domestic company (PMDN) while 20 % are multi 
national company (PMA), as listed in the book MIMS drug quantity of the 
products almost 10 thousand kinds of drugs. These conditions cause a very tight 
competition among producers in selling their products. Given the types of 
prescription drugs can only be sold by prescription from a doctor, the doctor's 
intervention against the drug manufacturers to help sell the medicine becomes a 
necessity. As a result, the  cooperation between physicians with pharmaceutical 
companies raises serious problem, and the result is an expensive treatment costs to 
be borne by the patient, the following facts would be a strong indication of the 
existence of these problems. 

Reports based on BMI (Business Monitor International) in 2013 sales of 
pharmaceutical drugs is 63.81 trillion Indonesian rupiah and predicted to rise by 
8.9 % in 2014 becomes 69.46 trillion rupiah . While the cost of health care 
expenditure rate of Indonesia in 2013 is 248.15 trillion and predicted rising at 
10.5% which became 248.15 trillion rupiah in 2014. Based on reports from the 
Intercontinental Marketing Services (IMS) in Quartal 1 in 2014, total prescription 
drug sales grew 31.99 trillion equivalent of 10.25 % with the market share of 
generic drugs by 14.09 % and the remaining 85.91 % are branded generic and 
patent. 

Doctors in their profession has a variety of binding rules, both in terms of 
professional ethics, government regulations, standard operating procedures as well 
the existence of which must be complied with related to its role as a medic in 
providing services to patients. As a profesional  there is no doubt that doctors as 
individuals also have the motivation that requires recognition of its expertise. On 
the other hand pharmaceutical companies see a doctor is a very powerful medium 
to become a partner in selling products through promotional programs. As a 
result, patients will bear the cost of treatment is expensive because of the 
relationship between doctors and pharmaceutical companies. 



 
 
 

This study has two objectives; 1.) To identify the factors that influence 
doctors in prescribing prescription drugs to patients, 2.) To develope models of 
decision-making in the physician prescribing prescription products related to the 
condition of the patient, the pharmaceutical industry, regulatory and physician 
decision-making. . 
  Research using descriptive analysis methods and Structural Equation 
Model (SEM). The number of respondents for descriptive analysis and SEM were 
160 physicians from various specialties. This research resulted in a new model of 
physician decision making more integrated. 

This study has shown that physician decision making in prescribing drugs 
to patients is a very complex decision, the pattern is very strong linkages between 
variables where each variable have different effects depending on the decision to 
prescribe the drug. In this study the relationship between each of the variables can 
not be seen from each factor alone, because a lot of considerations enumerated by 
a doctor who performed ranging from internal factors such as knowledge and 
personal motivation of a doctor, as well as external factors such as the effect of 
the promotion of pharmaceutical companies and regulatory conditions patients 
economy. The results of this study revealed the relationship between doctors and 
pharmaceutical companies raises a business relationship. Result of diagnose, 
business factors and internal factors negatively affect the decision to prescribe the 
drug. This means that doctors tend to prescribe branded generic or  patents instead 
of generic drugs. 
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