
SUMMARY 

Primary research provided insight into the value of  
additional evidence generation and the potential tensions 
between clinical and payer perspectives on treating a  
functional illness.

Using payer  
perspectives to inform  
evidence generation 
strategies for successful 
market access
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CLIENT SITUATION

A top-10 pharmaceutical client wanted to understand the pricing and reimbursement 
opportunity and feasibility of launching in the EU5, Canada, and Australia. The 
treatment landscape was complex, with non-drug interventions as well as over-
the-counter and off-label medications. Both private and public healthcare systems 
needed to be included.

PRMA CONSULTING SOLUTION

• A total of 70 participants were recruited for primary research: 35 payers with 
knowledge of private and public systems, and 35 key opinion leaders covering 
primary and specialist care.

• Comprehensive interviews explored the current treatment landscape and unmet 
need in target patients.

• The participants were asked to discuss the potential clinical value of the product 
and offer opinions on pricing using van Westendorp and Gabor–Granger 
methodologies.

• Based on analysis of the results – both by country and overall – a comprehensive 
set of strategic insights and recommendations was developed.

CLIENT VALUE

• Payer perceptions, opportunities, and barriers were comprehensively captured.

• The research identified the evidence that needed to be generated to ensure 
success.

• Potential tensions were identified between the clinical and payer perspectives 
on this functional illness, allowing strategies to manage these tensions to be 
developed.

• Insights were provided into potential private payer opportunities.

• An indicative pricing corridor was provided for each country, for the full indication 
and possible subgroups, to inform decision-making on the value of additional 
evidence generation.

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

Global Reimbursement Director, top-10 pharmaceutical company
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