


Over the past 10 years, the cost of 

developing a new medicine has approxi-

mately doubled, and the likelihood of

bringing it successfully to market has 

approximately halved. The challenge for

the pharmaceutical industry is not only 

to develop novel medicines to conquer 

unmet needs, but also to make such 

medicines readily available to the patients

who can benefit from them. 

For governments, payers, prescribers and

patients, the major challenge is determining

the value of new products in the real

world; they want to pay for outcomes, not

just pills. Oxford PharmaGenesis™ has a

proven track record in delivering a broad

range of initiatives that target all key stake-

holders and provide compelling arguments

about the value of your brand.

We never lose sight of the fact that getting

a medicine listed on a formulary is not

enough. The ultimate goal for your 

company is to enable the right patients to

benefit from using your medicine. At 

Oxford PharmaGenesis™, we therefore 

prefer to use the term ‘Patient Access’ to

‘Market Access’. The advent of ‘risk-

sharing’ schemes, the increasing difficulty

in securing time to detail physicians, the

growing list of healthcare, economic and

political professionals who can influence

the use of your medicine, and increasing

patient empowerment through e-media

and social networking will make Patient 

Access a key determinant of success in 

the healthcare systems of the future.

At Oxford PharmaGenesis™, our 

exceptional team of consultants has 

proven expertise in marrying advocacy,

marketing, and health economic and 

clinical knowledge to strategic and 

commercial objectives. We ensure that 

the right messages reach the right 

audiences – whether these are MEPs, 

the European Commission or traditional

stakeholders.

To demonstrate what Oxford 

PharmaGenesis™ can do, we have put 

together this summary of some of our 

Patient Access successes with top 

pharmaceutical clients.

Contact us about going beyond Market 

Access to Patient Access, and find out

more about how Oxford PharmaGenesis™

lives up to its strapline ‘Generating Lifetime

Pharmaceutical Value’.

Graham Shelton

Director

graham.shelton@pharmagenesis.com

Driving Patient Access to your brand

Go beyond Market 
Access to Patient Access
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Nurturing the portfolio as it grows

Working with a well-established market leader, Oxford PharmaGenesis™ has helped to 

develop and implement a strategic programme of epidemiology, burden of illness and 

outcomes research, enabling us to build a Market Access platform across our client's current 

and pipeline portfolio. 

• Validated patient-reported outcomes (PRO) instruments have been developed to meet 

the requirements of formularies, guidelines committees and regulatory bodies. 

• In routine clinical practice, PROs are helping to bridge the gap from Market Access 

to Patient Access. 

• Original research and systematic reviews have characterized the target population 

for current and future therapies. 

• Work productivity studies have been used to support cost-effectiveness arguments. 

In the 5 years since its initiation, the programme has delivered multiple consensus 

workshops and original research leading to more than 100 peer-reviewed journal 

publications. Together, these have redefined the clinical landscape and provided a 

strong foundation for Patient Access initiatives.

Our client has developed an innovative medication that provides more reliable disease manage-

ment and a much simpler and more robust treatment algorithm than the current standard of care.

Oxford PharmaGenesis™ has supported a European initiative to raise the profile of the disease. 

• Members of the European Parliament and European Commission were brought together

with hospital pharmacists, health economists, nurses, patients and clinicians from a range 

of disciplines. 

• Patient representatives argued persuasively that their concerns have been largely overlooked

by healthcare professionals. 

• Policy makers were highly motivated by a European league table of quality of care indicators. 

• A detailed report has been endorsed by 16 professional societies and will be launched at the

European Parliament. 

Oxford PharmaGenesis™ has played a key role in raising awareness of an important public health

issue, and our client has built enduring relationships with stakeholders who will influence their

product launch. Similar initiatives in North America, South America and the Far East are 

in development.

Realigning the internal organization
towards value-based selling

Alignment of a company’s internal organization and structure to meet the evolving 

requirements of key external decision-makers is imperative for successful Market and 

Patient Access. Oxford PharmaGenesis™ is currently working with a top 5 pharmaceutical

client to provide strategic communications support and consultancy on a company-wide 

internal realignment programme.

• Change consultancy has facilitated the implementation of new selling models focusing

on payers and decision-makers. 

• Development of a portfolio selling programme has provided payer-focused, value-based

communications as part of an integrated offering.

• Internal communications (e.g. newsletters) have increased global awareness of ongoing 

initiatives and enabled internal best practices in new selling models and commercial -

ization to be shared.

Oxford PharmaGenesis™ continues to coordinate with both client global senior management

and world-renowned external marketing consultants to deliver this initiative.

Making a health technology 
appraisal a positive driver of uptake

The global influence of the UK National Institute for Health and Clinical Excellence (NICE)

means that a positive NICE appraisal can make the difference between success and failure in

achieving international Market and Patient Access. Oxford PharmaGenesis™ recently worked

with a top 10 pharmaceutical client to ensure success in the single technology appraisal for

their first-in-class brand.

• Engagement with a cross-disciplinary expert panel facilitated development of the 

submission dossier and supporting publications.

• Stakeholder communications with patient organizations and disease focus groups 

provided a broad advocacy base for NICE consultation.

• Formal rebuttal of a negative NICE initial assessment report identified errors in 

the NICE model and led to a positive final appraisal determination.

• An innovative ‘Guide to the Guidance’ document was developed with a leading 

UK formulary committee adviser to drive implementation of the NICE guidance.

Patient Access success has been demonstrated by a recent UK National Health Service

study that showed a marked increase in the prescribing of our client’s product since the

NICE appraisal, well in excess of the predicted uptake.

Go beyond Market 
Access to Patient Access

Oxford PharmaGenesis™ Case Studies

Relevant services provided by Oxford PharmaGenesis™ include:

• advocacy and consensus development

• preparation of primary manuscripts, systematic reviews and meta-analyses 

from epidemiological and burden of illness studies

• design of epidemiological and burden of illness studies

• pricing consultancy, including P&R advisory panels and negotiation tools

• regulatory submission and risk management planning.

Relevant services provided by Oxford PharmaGenesis™ include:

• stakeholder mapping

• preparation of a government-level White Paper report

• facilitation of multidisciplinary internal/external workshops and expert panels

• advocacy and consensus development.

Relevant services provided by Oxford PharmaGenesis™ include:

• change consultancy (internal organization and process realignment)

• portfolio development and management strategy

• sales force optimization

• commercialization best practice

• development of new selling models.

Relevant services provided by Oxford PharmaGenesis™ include:

• strategic planning of payer-focused and value-based clinical/HE&OR 

study programmes

• value proposition and value story development

• cross-disciplinary expert panels (e.g. HTA planning, guideline 

consensus development)

• global value dossiers and country-specific P&R and HTA dossiers 

• planning and development of HE&OR publications and HTA implementation tools.

Further information
Please contact richard.white@pharmagenesis.com or 

chris.winchester@pharmagenesis.com

Common, chronic disease of the elderly: an international call to action
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