=9 P

Strate erformance
Life Sciences. Mar et Reality. Measurable Impact

SCIENCE
10O MARKE
IMPACT.

Turning deep insight into 0 \

greater patient value and ?K- ~

sustainable business performancé\
i

ne B ™

¥ .'I' _— »

: .I\ \ 7 )
N i A
PHARMA & BIOTECH Bah T Yy o ’
.- I ; N
ot & 1 . v*: ‘
. ¢ . . »




——

Great science alone
does not create
market success.

Between innovation and impact lies a complex reality
that many organizations underestimate.
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Unclear customer perception | '*L
\
Insufficient differentiation 1 \ \
a
Evidence gaps and misfit
HCP engagement challenges
Market access hurdles

Suboptimal launch execution

Resource misallocation

Same asset. Different reality.
The question is: Do you see the full picture?



We connect what
organizations often
manage separately.

An integrated view. One consistent strategy. Measurable impact.

STRATEGY
Asset « Portfolio « Life Cycle
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f MEDICAL & CME
INTELLIGENCE % Scientific Value»
/ Market » Customers = HCP Education - '

Competitors

- o . oy Compliance

7 MARKET ACCESS\

Evidence + Value Dossiers +
Pricing + Reimbursement ;
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Go-to-Market +
Field Force Excellence -
Omnichannel

- CUSTO

HCP - Patient - Payer -
Hidden Decision Drivers



Medical, CME & Field Force.
Science. Engagement. Compliance. Impact.

We turn scientific value into meaningful customer engagement —
fully compliant and commercially relevant.
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CME & A Field Force Excellence
Medical Education_ | B
r » Right customer

» Right message

» Right channel

» Relevant scientific content
» Accredited formats
« HCP value and trust

Right resource

Compliant Execution Not more

* REG, country and local corﬁpiiance “ aCtiVity.

e Medical-Legal-Commercial alignment More
* Omnichannel integration

 Continuous quality management PI'OdUCtiVE
activity.



iccBA” * #8
SEE WHAT MANAGEMENT |
CANNOT SEE.

Objective reality
does not tell the whole story.
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Customer perception
reveals the hidden drivers.

ICCBAZ® turns both into
clear priorities for action.

OBJECTIVE CUSTOMER
REALITY PERCEPTION
Clinical data HCP beliefs & behavior
Market data Unmet needs
Competitive landscape - Barriers & misconceptions

Internal assumptions Emotional & contextual drivers

ICCBA”

Intelligent Customer & Brand Analysis

'_ Hidden Decision Drivers

A clearer view.
Better decisions.
Greater impact.

Strategic Priorities

Management

/ Action



From Pre-Launch

to Sustainable Performance.

We enter where value is at risk — and create momentum.

SUSTAINABLE

PERFORMANCE

Life cycle peak profit
- Real world impact
SRR | Portfolio value
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® GROWTH ~
\ Market expansion
. Life cycle management

? LAUNCH |-
Execution - HCP engagement ¢
Access - Omnichannels

@® PRE-LAUNCH

Insights - Positioning
Evidence - Readiness

© ASSET
STRATEGY

Portfolio prioritization |
Indication selection 5§
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_® UNDERPERFORMANCE
Diagnosis - Repositioning
“» N . Turnaround

Different challenges. One integrated approach.
Always with a focus on measurable value.



From insight to action —
and measurable value.

We help you allocate resources where they create
. real impact for patients, customers and your business.

EVIDENCE

Scientific & real-world
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~. Focus people, budget
- and channels

RETURN

HCP VALUE

Better informed
Greater trust = D
Stronger engagement * . =
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Sharper Stronger Better HCP Reduced Sustainable

Decisions Positioning  Engagement  Launch Risk Market
Performance




Strategy & Performance

Life Sciences. Market Reality. Measurable Impact.

LET’S TALK ABOUT
YOUR NEXT VALUE
INFLECTION POIN

Dr. Horst Mertens
MD, MBA

Managing Director e =

S&P Health Care Consulting =~ ==

Partners GmbH o e

Biskamp 16 S A

23683 Scharbeutz "

Germany X vl Vo
horst.mertens@shccp.de / j

+49 (0) 171 851 7831 AL LA
O o =y 7 "‘“' i
www.shcep.de . }"?ﬂiﬁ”
,#_.-_..;_ 4 # \‘-\;\a
o '-"../_'ﬂ'. L‘ :
E@'ﬁ@ For more details, ) = 2
' re please visit our website - SAME SCIENCE.

PR
OfP: £

A CLEARER VIEW.
@ (AT XY | A\ STRONGER TOMORROW.

——

a
-
£l
&



	Foliennummer 1
	Foliennummer 2
	Foliennummer 3
	Foliennummer 4
	Foliennummer 5
	Foliennummer 6
	Foliennummer 7
	Foliennummer 8

