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02 prmaconsulting about prma

We are an independent, specialist consultancy solving some of the 
most challenging market access issues facing pharmaceutical and 
biotechnology companies today. 

WHAT DO YOU WANT AS A CLIENT?

Sometimes you know what you want, and sometimes it’s easier to 
define what you don’t want. We won’t promise to read your mind but 
we will collaborate with you and ask pertinent questions to help define 
your needs and create pragmatic solutions; we won’t try to force an  
off-the-peg solution on you that doesn’t specifically address your 
needs. We also understand that sometimes the focus can change  
mid-project; we’ll change with you.

• We are one of the most well-informed 
market access consultancies across the 
globe; we are involved in cutting-edge 
projects that are pushing the boundaries 
with HTA agencies and payers.

• We can guide you through the whole 
P&R and market access process; we are 
experts in unravelling complex HEOR 
evidence and HTA requirements in a 
systematic way.

• You will talk directly with the people 
who do the work, who will come to the 
project with a common understanding of 
the issues involved.

• We have the same background 
experience as you – more than  
one-third of our consultancy team  
have a PhD, and many spent years 
working for pharmaceutical companies 
in senior positions before joining  
prma consulting. 

• All our projects are led by members of 
our senior leadership team, who ensure 
that your brief is integral to the work 
being conducted, that we are telling 
you the whole story, and that we are 
providing you with pragmatic and 
insightful solutions.

ABOUT  
PRMA CONSULTING



We work in close partnership with our clients from the earliest stages of 
clinical development, and across oncology portfolios.

We ensure that the solutions we offer are practical and robust yet flexible, 
adapting as the product is developed and the landscape evolves, and that 
they are relevant to global, regional, and affiliate teams. 

As market access in 
oncology becomes 
ever more challenging, 
demonstrating the true 
value of a product in 
patient-focused and 
payer-relevant terms 
requires innovative 
thinking and the technical 
expertise to realize 
actionable solutions.

Two-thirds of our 
consultancy work is  
in oncology, on some  
of the most advanced  
and innovative products 
and combinations in 
development.  

MARKET ACCESS  
IN ONCOLOGY
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Our creative but practical access solutions are based on a detailed 
understanding of the growing complexities of the oncology landscape.

We take an in-depth, holistic view, tackling critical market access 
issues, and our innovative projects are pushing the boundaries with 
HTA agencies and payers.

We have worked across a broad range of solid and hematological 
tumors, and understand the differences and commonalities that can be 
exploited across many different market access scenarios.

OUR CONSULTING 
SERVICES

I want to thank you for the very thorough, 
high-quality, and tremendously useful piece of 
work you have completed. This is what I call 
‘value for money’. Thank you. 

Global Reimbursement Director, Early Oncology, 
at a top-20 pharmaceutical company



STRATEGIC MARKET ACCESS
We excel in understanding  
the interdependency between  
pricing, reimbursement, and  
HTA. We understand your business 
challenges and provide partnership 
to enable informed market access 
trade-offs and strategy.

LANDSCAPE ASSESSMENTS
We assess the current and potential 
future treatment and P&R landscape 
in a target therapy area, identifying 
challenges and opportunities 
for new entrants in terms of 
pricing and access strategies and 
evidence requirements. 

PAYER AND KOL ENGAGEMENT
We have developed and maintain 
strong working relationships with 
more than 500 payers and KOLs, 
and have organized, moderated, 
and facilitated more than 55 payer 
advisory boards, Delphi panels, 
and clinical expert panels in the 
past 3 years. 

VALUE PROPOSITIONS
We develop robust, evidence-based 
value propositions and messages, 
using methods we have developed 
based on payer requirements and 
in-depth understanding of the 
therapy area and unmet needs. 
The value story is connected to the 
evidence, and optimized through 
testing with payers and KOLs. 

GVDS
Our GVDs are evidence-based  
and tailored to your product’s  
key value messages. The evidence 
is mapped to HTA requirements  
in major markets and supported  
by payer objection handlers and 
roll-out materials.

EVIDENCE GENERATION
We offer a wide variety of 
evidence generation projects 
to support your product, 
such as eligible patient 
population studies, ITC/NMA 
feasibility assessments, 
evidence reviews, and patient 
preference and utility studies.

REAL-WORLD EVIDENCE
We conduct quantitative research 
to harness the power of clinician 
and payer experience to delve 
deeper into clinical decision-
making, barriers to access, factors 
driving treatment and selection, 
and quantification and description 
of disease burden.

PRICING STRATEGY
We can help you develop pricing 
strategies that reflect the true 
value of your asset. Our insight 
helps you understand and quantify 
investment trade-offs related 
to trial design, the reimbursable 
population, evidence generation, 
and achievable price.
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INNOVATIVE THINKING 
IN ONCOLOGY

We are constantly engaged in identifying and understanding trends in 
market access for oncology, helping our clients to anticipate and meet 
payers’ future requirements. 

We work closely with our clients across all stages of development, 
orientating them in the current market access landscape and equipping 
them to succeed as the landscape evolves.

Examples of current issues include:

• Accelerated development programs designed to satisfy regulators,  
 which result in high uncertainty for payers (e.g., launching on single-arm  
     Phase 2 trials)

• Differentiation in an increasingly crowded market (e.g., anti-PD1s)

• Pricing and access opportunities for combinations

• Describing and modeling survival where traditional metrics and  
 approaches are inappropriate

• The emergence of biosimilars

•  Pricing and the increasing importance of managed entry and  
 risk-sharing agreements

•  The increasing focus on value frameworks
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As an example, we have been following and analyzing value frameworks. 
The frameworks are growing in currency, with the potential to have 
significant influence on payer and provider decisions, particularly in  
the US. 

We are monitoring the situation as it unfolds and the frameworks 
continue to be developed. We aim to keep our clients informed and 
provide actionable insight to maximize positive scores from value 
frameworks and proactively respond to negative outcomes.

PUBLICATIONS ON VALUE FRAMEWORKS

Methodological differences and the appropriate application of oncology 
value frameworks to assess clinical value
Monnickendam, G., Mortaki, K., and McKendrick, J.
Annals of Oncology (2016) 27 (suppl_6): 1024P

Understanding methodological differences between and the appropriate 
application of oncology value frameworks in healthcare decision-making
Monnickendam, G., Mortaki, K., and McKendrick, J.
Value in Health, Volume 19, Issue 7, A743

Can we satisfactorily measure the clinical value of new oncology agents 
with a single summary measure?
Jones, C., Monnickendam, G., Zhu, M., and McKendrick, J.
Abstract 6066 ASCO Annual Meeting 2017 

Clarity or confusion: the role of value frameworks in oncology 
McKendrick, J., Sykes, D., and Monnickendam, G. PRMA Consulting 
webinar available from www.prmaconsulting.com/webinars



Value frameworks scoring of a new 
oncology treatment and comparators

CLIENT SITUATION

• The client had just completed the Phase 3 pivotal trial for a  
	 high-profile	asset	and	was	moving	forward	to	regulatory	filing		
 and HTA.
•	 They	wanted	to	understand	how	various	value	frameworks	 
	 would	score	the	new	treatment,	in	comparison	with	competitor 
 products,	and	how	this	could	be	leveraged	in	the	value	proposition.

OUR APPROACH
We scored the new treatment and 15 comparators, from the immediate and 
subsequent line of therapy, in ASCO, NCCN, and ESMO value frameworks.
We reviewed published information on the comparator set from MSKCC 
DrugAbacus and provided insights on the comparable strengths and 
weakness of the new treatment within the ICER framework.
We identified key differences between the rankings of the different value 
frameworks and highlighted important areas of uncertainty in scoring.

CASE STUDY

CLIENT VALUE

•  Understood the variation in the new treatment’s position versus the 
comparator set across the different value frameworks.

•  Gained insights into the strengths and weaknesses of the treatment from 
the perspective of each value framework and how to leverage or address 
these within the value frameworks.

•  Gained insights into the key drivers of value framework scores, and the 
potential inconsistencies within and across the framework methodologies.
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Understanding the impact of the  
ESMO value framework and its revisions 
to existing and pipeline oncology assets

CLIENT SITUATION

•	 The	client	wanted	to	understand	how	recent	changes	to	the	 
	 ESMO-MCBS	(incorporating	features	important	for	oncology	 
	 treatments)	would	affect	the	perceived	value	of	their	products	and	 
	 how	these	perceptions	aligned	with	HTA	outcomes.
•	 They	also	wanted	to	establish	how	value	frameworks	 
	 influence	real-world	decision-making.

OUR APPROACH
A range of assets were scored to provide a quantitative and qualitative 
assessment of the impact of the changes to the ESMO-MCBS framework.
Published information on HTA outcomes (in France, Germany, and the UK) 
was reviewed to identify alignment in the perception of value using these 
different approaches.
Published literature on the use of value frameworks, particularly ESMO-
MCBS, at various levels of decision-making, was reviewed to understand 
the influence on decisions relating to oncology medicines.

CASE STUDY

CLIENT VALUE

•  Gained insights into the strengths and weaknesses of the treatments from 
the perspective of the ESMO-MCBS and how to leverage or address these 
when communicating the value of the treatments.

•  A landscape assessment provided valuable insights into the use of the framework 
in a number of aspects of decision-making and in academic publications.

•  Identified opportunities to demonstrate product value through the framework 
and provided evidence to support discussions with key stakeholders at a 
number of levels.
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Pricing and access issues and 
opportunities for PD-1 combinations

CLIENT SITUATION

•	 The	client	was	developing	two	assets	for	the	treatment 
	 of	solid	tumors,	and	was	considering	whether	to	launch	in 
	 combination	with	a	PD-L1	inhibitor.
•	 They	needed	to	identify	the	most	likely	pricing	and	access 
	 opportunities	as	well	as	market	access	hurdles	for	their	asset 
	 in	four	indications,	and	to	understand	the	implications	of 
	 combining	with	an	agent	owned	by	another	manufacturer.

OUR APPROACH
Recent HTAs and P&R assessments of oncology combinations in Canada, 
France, Germany, Japan, and the US were analyzed to understand the 
existing market access pathway for oncology combinations.
Treatment guidelines, HTA/P&R decisions, and clinical trials in each  
scope country for each tumor type were reviewed to map the current  
and future landscape.
The likely pricing evolution of PD-L1 inhibitors at the expected time of 
launch of the combination was projected based on current prices and the 
sequencing of launches of follow-on indications.
Prices were estimated for each development scenario.
We provided insight to support an informed discussion with cinical 
development as to the clinical benefit needed to support pricing and access.

CASE STUDY

CLIENT VALUE

•  Gained insight into P&R opportunity to inform commercial strategy. 
•  Was able to make an informed decision about the priority of indications 

and investment in developing PD-L1 inhibitor combinations.
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CAR-Ts: characterizing the emerging 
landscape, market access challenges, 
and value communication

CLIENT SITUATION

•	 A	large	biotech	was	developing	a	product	for	a	series	of		 	
	 hemato-oncology	indications.
•	 They	wanted	to	understand	how	CAR-Ts	are	likely	to	be			
	 viewed	by	payers	and	the	implications	and	possible	threats	 
 to their product portfolio.

OUR APPROACH

We explored and characterized the changing perceptions of value in 
oncology (US and major five EU markets).
We developed in-depth understanding of the CAR-T manufacturing 
process and administration, evidence base, stakeholder concerns, and 
implications for market access of CAR-Ts.
We delivered a strategy to strengthen the value of the client’s products 
relative to CAR-Ts in payer-relevant terms, and created a framework to 
evaluate access opportunities for future indications.

CASE STUDY

CLIENT VALUE

•  A workshop was held with a cross-functional client team to explain 
CAR-Ts clearly and concisely, providing the basis for informed 
discussion of the market access challenges.

•  Established the strengths and vulnerabilities of the client’s products 
relative to CAR-Ts and how these might change as payers’ value 
frameworks evolve.

•  Recommended actionable evidence generation strategies to support 
and “future proof” the client’s product portfolio. 
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Development and validation of a 
payer-focused value proposition

CLIENT SITUATION

A	medium-sized	biotech	wanted	to	develop	and	test	the	
value	proposition	and	messaging	for	a	targeted	biologic	being	
launched	into	a	crowded	indication,	as	the	basis	for	the	GVD.

OUR APPROACH

A targeted literature review and competitor benchmarking were conducted 
to inform the development of draft value messages, which included 
defining the unmet need and identifying key differentiating clinical and 
economic factors.

A face-to-face cross-functional workshop was held with the client’s 
product team to refine the value story, and to define gaps in the supporting 
evidence and how to bridge those gaps.

The value story was tested with payers and clinicians.

CASE STUDY

CLIENT VALUE

•  Ensured that internal stakeholders were aligned on the value 
proposition and supporting evidence generation required.

•  Developed a coherent, evidence-based global value story that clearly 
differentiated our client’s product from current and future competitors 
and was adaptable to different payer archetypes.

•  Identified the evidence required to support the value proposition 
early, ensuring timely generation of payer-relevant evidence alongside 
and within the trial program.



Strategy for drug–companion 
diagnostic pairings

CLIENT SITUATION

The	client	was	developing	two	unrelated	assets	requiring	
companion	diagnostics	(CDx)	to	identify	the	eligible	patient	
population,	and	was	concerned	that	access	barriers	to	the	CDx	
could	restrict	access	to	the	paired	drugs	in	a	number	of	markets.

OUR APPROACH
We updated previous extensive research on CDx from our report, PRMA 
Insights: Market access success for companion diagnostic-drug pairings in 
oncology, including a review and summary of country-specific regulatory 
and P&R processes and data requirements for CDx market access.
We carefully selected a range of drug–CDx pairs relevant to the client’s 
products and developed case studies to investigate issues at HTA, the role  
of clinical guidelines, test pricing, and test adoption processes.
We analyzed evidence requirements to support market access for both the 
drugs and the CDx.

CASE STUDY

CLIENT VALUE
•  The client’s global team used the project deliverables to: 

•  optimize and rationalize budget allocation 
•  change project prioritization
•  develop recommendations and key questions for discussion and 

alignment with affiliate teams.
•  Highlighted key evidence requirements for discussion and coordination 

with CDx partner. 
•  Provided a framework that could be applied to future drug–CDx pairings.
•  Developed strategies for early adoption of the CDx, and an understanding 

of how it could support the value of the drug overall as well as specifically 
for the client’s assets.
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Keeping pace with a rapidly evolving 
hemato-oncology indication

CLIENT SITUATION

The	client	was	launching	a	new	immunotherapy	for	a	rapidly	
evolving indication and needed to develop an in-depth 
understanding	of	the	latest	payer	thinking	across	global	markets.

OUR APPROACH

The prma tracker™, an interactive platform designed to monitor the 
competitive landscape, was used to provide:
 A cumulative summary of P&R activity
 Critical analysis of HTAs, and insights into the dynamic HTA   
 landscape for the indication and implications for the client’s product
 Actionable recommendations for the client’s evidence generation plan  
  and competitive positioning, discussed in a monthly call. 
The prma tracker™ covered 16 agencies in 8 European countries, Australia, 
and Canada; it alerted the client when HTA/P&R decisions were published, 
and included in-depth analysis of 44 HTA decisions.

CASE STUDY

CLIENT VALUE
•  Improved collaboration and efficiency by keeping everything in one 

place to understand the market access landscape, including clinical and 
economic data packages from competitors, HTA and P&R decisions, and 
critical analysis across all markets, plus timely alerts when new decisions 
were published.

•  Reduced the risk of unforeseen HTA/P&R objections and allowed time to 
develop strategies to mitigate them.

•  Saved time and costs by anticipating evidence needs early on, and 
providing insights which, combined with discussions with the PRMA 
Consulting team, supported focused evidence-development activities.
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prma healthcheck™

CLIENT SITUATION

•	 The	client’s	asset	had	orphan	designation	and	was	being	 
	 launched	with	evidence	from	a	Phase	2	single-arm	trial.

•   The	client	wanted	to	identify	the	key	market	access	challenges		
 for their asset and develop an evidence generation plan to  
	 mitigate	the	risks	of	launching	with	an	immature	data	package.

OUR APPROACH

We used the prma healthcheck™, an interactive web tool designed to assess 
readiness for HTA submission to:

Map existing evidence and planned evidence generation activities 
against HTA/P&R requirements in 8 key markets

Analyze country-specific evidence gaps and developed a comprehensive 
set of strategic insights and recommendations to ensure readiness for 
HTA/P&R submissions.

CASE STUDY

CLIENT VALUE

•  Clear visualization of gap analysis at both the global and affiliate levels.
•  Informed investment prioritization.
•  Developed an evidence generation plan linked to HTA/P&R 

requirements.
•  Provided an essential communication tool for explaining the evidence 

generation strategy and justifying and prioritizing budget requests to a 
wide range of stakeholders, considering the country-specific challenges 
of this launch strategy.
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Your webinars 
are very valuable 

to us

Thank you for a 
very insightful 
webinar today

WEBINARS
THE NEW CDF:  
OPPORTUNITIES AND CHALLENGES

WEBINARS
MARKET ACCESS FOR 
PD-1 INHIBITORS:
WHERE ARE WE NOW?

WEBINARS
KEEPING AHEAD OF THE CURVE:  
USING HTA LEARNINGS TO DRIVE 
MARKET ACCESS STRATEGY

WEBINARS
HEMATO-ONCOLOGY 
MARKET ACCESS UPDATE:
KEY LEARNINGS FROM ASH

Our	webinars	have	true	cross-functional	value	for	multiple	
stakeholders	in	the	pharmaceutical	industry,	from	non-expert	
audiences	through	to	subject-matter	experts.	You	can	sign	up	for	our	
free	webinar	program,	or	contact	us	to	discuss	tailoring	a	webinar	to	
your	audience.

OUR 
WEBINARS



We’re interested in discussing your market access challenges.  
Get in touch to arrange a meeting!

www.prmaconsulting.com/meetwithus

www.linkedin.com/company/
prma-consulting-ltd

www.twitter.com/
prmaconsulting

www.youtube.com/
prmaconsultingVideo

FOLLOW US
• Find out about forthcoming PRMA Consulting events
• Keep up to date with pricing, reimbursement, and market access issues
• Watch our informative industry-related webinars and short vidoes

MEET 
WITH US



Tel	(US):	+1	(415)	655	6798
Tel	(UK):	+44	(0)1252	786284

info@prmaconsulting.com
www.prmaconsulting.com


