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Solution Overview

Pharmalytics powered by
QlikView improves pharmaceutical
contracting and negotiation

“Pharmalytics Reporting, powered by QlikView, eliminates redundancy

and allows us to use our reports as the sole source of truth. Now, we

spend our time talking about how to run the business instead of how to

run the numbers.”

-Edward McAdam, Senior Director of Contracting, Pricing, and Analytics,

PharmaMetrics

PharmaMetrics, a software and solutions
specialist providing managed markets
expertise to the pharmaceutical industry, is
dedicated to enabling companies to negotiate
more profitable deals with managed care
organizations. The company provides
analytics solutions enabled by robust
technology and greater transparency into
data.

Typically, companies that utilize
PharmaMetrics’ solutions to analyze their
contracts are able to optimize their discounts
with managed care organizations and make
substantial improvements in deal
profitability. One of the principle ways this

is achieved is through the use of
PharmalLytics, a web-based analytics and
decision support software package that
quantifies the potential value of managed
care entities, calculates a “recommended

discount” for each account and projects the
impact of the deal out over time. The impact
of the Prioritization and Rational Pricing
model contained within the company’s
PharmaLytics software can be dramatic. In
one instance, a client’s average discount
across all accounts was reduced by more
than 4 percent (points) over a 3 year period
with no loss in market share.

Daiichi-Sankvo. Inc.

Companies have chosen PharmaMetrics
over competing tools because they see it as
the most viable, comprehensive solution
available. PharmaLytics also goes beyond
deal analysis by offering a reporting
module powered by QlikView, which
delivers insights across disparate data
sources by producing reports based on
business questions rather than data sets.
Examples include “What is my
performance by geography?” or “What is
my performance by account executive?”

“With PharmaLytics, we have the
ability to efficiently and
comprehensively aggregate and
analyze our data where we
previously did not. This access
opens the door for our
organization to negotiate more
profitable deals and ultimately,
improve both our customers’ and
our own businesses in the
process,” said Edward McAdam,
Senior Director of Contracting,
Pricing, and Analytics, Daiichi-
Sankyo, Inc.

Companies often choose and deploy the
PharmalLytics solution in order to
maximize profit in contract negotiations,
quickly ascertain discount exposure,
margins and product performance, but also
to decrease time spent aggregating data
across 3" party and internal sources.

Implementation of PharmalLytics
Organizations that have implemented
PharmaLytics have found their users are

Typical Client Profile

Large and mid-sized pharmaceutical and
biotech companies who are actively engaged
in commercial contracting activities for
branded pharmaceuticals and biologics.

Industry
Pharmaceuticals and specialty biologics

Installed Base

Pharmalytics has been installed at a diverse
set of clients ranging from multiple top 10
pharmaceutical companies to those still
working to break into the top 50.

Typical Use

The primary use of Pharmalytics is to
understand the impact of discount levels and
formulary restrictions on deal profitability and
product performance during the contract
negotiation process between drug
manufacturers and Managed Care
Organizations.

Other uses include the measurement of
performance vs. expectations (i.e. Post Deal
Analysis), expression of gross-to-net,
aggregation of 3" party and processed claims
data using a single customer and product
bridge across sources, and business question
driven reporting.

Typical Benefits

* Maximize profit in contract negotiations

with data driven discount recommendations

* Quickly ascertain discount exposure,
margins and product performance

* Decrease time spent aggregating data across

sources

e Predict financial outcomes of numerous
contracting scenarios prior to contract
signatures

¢ Enhanced modeling to improve deal
profitability and targeting

® Reduced risk of error and reduced
production costs from manually
intensive reporting

Mechanisms of Delivery

Pharmalytics can be installed onsite on client
servers, hosted on PharmaMetrics servers at a
secure data center, or clients can make use of
PharmaMetrics enhanced Saa$ offering
inclusive of hosting and all data management
activities (i.e. bridging across data sources).

Data Use
Pharmalytics can store and map data across
numerous data sources including:

¢ IMS Exponent PlanTrak

* Wolters-Kluwer Dynamic Claims

¢ Any source of formulary (such as Fingertip
Formulary or MediMedia)

e Internal Processed Claims (be it from iMany,
Model-N, or internal systems)
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instantly receptive to the solution, and the
viability and flexibility of the tool has proven
crucial in deployment and execution. Users
have experienced immediate changes and
powerful results upon implementing
PharmaLytics thanks to QlikView’s user-
driven Business Discovery capabilities.

“One of the reasons PharmaLytics delivers
value so quickly is because the software is
set up to answer very specific business
questions irrespective of data source. The net
result is a user community that is no longer
searching for data sets but answers to
business questions.” said John Still,
President of PharmaMetrics. “That can be a
quantum shift in how an organization does
business.”

Users are able to filter, manipulate and
customize data reporting in a variety of ways
so they can view information as needed,
streamlining the negotiation process and
helping improve contracting processes.
Users no longer need to export data to the
same degree, which speeds up reporting and
provides access to all the data required
during contract analysis.

Pharmaceutical companies that have
deployed PharmaLytics have seen a higher
accuracy in reporting, which is consistent
across various departments within the
organization. With the added efficiency,
companies have gained more transparency
into their data, and have the opportunity to
negotiate better and more profitable deals
with managed care providers using an
enhanced business model.

As a result, customer satisfaction is
extremely high within the organizations that
have deployed PharmaLytics and those
businesses have experienced material
increases in contract profitability.

Further, companies’ confidence in the
credibility and viability of its reports and
reporting processes has grown substantially.

“With Pharmalytics, we have the ability to efficiently and comprehensively aggregate and analyze our data

where we previously did not,” said McAdam. “This access opens the door for our organization to negotiate more

profitable deals and ultimately, improve both our customers’ and our own businesses in the process.”

-Edward McAdam, Senior Director of Contracting, Pricing and Analytics, Daiichi-Sankyo, Inc.

About PharmaMetrics

PharmaMetrics is a leading provider of pharmaceutical contract management software, outsourced contract processing and managed
markets consulting services. For over 13 years, PharmaMetrics has been helping clients negotiate more profitable deals, automate existing
contracting processes, and track contract performance. The net result is improved contract revenues and reduced operating costs.
PharmaMetrics’ unique approach to pre-deal analytics, post-deal analytics, and formulary compliance provides a recommended discount

level across a portfolio of accounts in a format that is easy to use. www.pharmametricsinc.com
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