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Reaching 80% Eligible Patients

Reassessing pricing strategies of a global pharmaceutical company to
achieve increased market penetration

Objective Our Solution

Client had a strategic objective of reaching 80% of « Indegene approached this objective in the

the world'’s prevalent population with one or more following 3 ways:

of its products by 2020. —  Price reduction as a driver of product volume where only
branded product prices are considered

One of the approaches for potential maximization Tiered price reductions to reach lower income groups

is to reassess the pricing strategy that will help in Disruptive marketing, where price reductions are
considered on par with generic prices

arriving at an optimal pricing structure to achieve

the highest returns in terms of sales and profit.
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Reaching 80% Eligible Patients

~ Methodology: Price-Volume Sensitivity /_—
Overall Approaches to Revenue/Volume Maximisation

Identified list of analogs (Products with
decrease in price)

+

Approaches suggested by Indegene

Analog Selection Parameters
The analog will be selected if their following
atnibutes maiched those of the Merck product
+ Competing molecule class
¥ Brandeddng

Search for analog within the same
therapeutic area
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Approach followed by Client List ofidenified analogs

Regression Analysis run on multiple
analogs using their respective Incremental
SU (%) and Price-Decrease (%)

m‘ Country A (Product X) Market Attractiveness Product X — Sales and Volume

The graph shows the range of incremental SU
analysis The table shows the expected sales and volume for product X after price.drop.
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- Optimal_Price drop is tha point where the price-volume olasticity curve gives the maximum fevenues in the next 5 yoars
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Outcome

The dedicated FTEs catered to multiple stakeholders and worked across therapy areas. The engagement was
extended to forecasting the launch of an oncology product by integrating epidemiology and supply chain data.
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