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ORGANIZATIONS

4 INTRODUCTION
.

The orphan drug market is predicted to generate $217 billion by 2024, which is 18% of
(3 ‘ the overall prescription sales. The orphan drug market is historically dominated by the
@ N (S massive pharmaceutical company or biotech corporations; however, Small-Medium
n J ’c Businesses (SMBs) also attempt to form their presence felt.

¢ With approximately 7000 rare diseases and only about 10% having effective
treatments, Orphan drugs for rare diseases gift pharmaceutical corporations with the
[ vast chance to handle the unmet medical wants. Several US patients are tormented by
these rare diseases (around 25-30 million people).

The Orphan Drug Act giving the regulatory incentives, has conjointly acted as a
catalyst and created the pharmaceutical companies to respond with targeted R&D
efforts to bring new orphan medicine to the market. However, the model with
success launch and commercialize orphan drugs aren't identical to non-rare diseases,
requiring pharmaceutical companies to assume and act otherwise. In many ways, the
commercialization of the orphan drugs represents a selected case of the industry's
shift to specialty medicines and how pharmaceutical company corporations should
respond otherwise to those new challenges.

This illustration details how Axtria helped an SMB pharma client develop a commercial
data platform for a new product launch and commercial success.
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BUSINESS SCENARIO

The client was launching their first product, an orphan drug in the AED market

They desired a commercial data platform to support the pre-launch and launch of the
product

Axtria was the chosen partner based on end-end capabilities in Life-sciences
commercial data and analytics

Robust & scalable reporting solution to track product launch for Field & Home Office
Reporting daily

AXTRIA'S APPROACH

Axtria followed a multi-steps approach:

G Engaged continuously with patient services and commercial teams to map the
complete patient onboarding journey , identify specific data points critical for
insights and to enable a system that tracks (anonymized) patient level insights

G Collaborated to develop a specialty pharmacy data strategy

e HIPAA compliant lead management database to collect data from social and
email marketing channels and match patient/caregiver data

o Commercial Data Platform on Axtria DataMAx™ established Data
warehousing and Business Intelligence capabilities

e Axtria MarketinglQ™ based campaign management system set up for
unbranded and branded websites

e High engagement with crucial business stakeholders from Field & 'C’ level
executives to design interactive & actionable reporting solutions using Tableau

Solution overview and use-cases addressed

DATA SOURCES Bl Outputs Business Use Cases Addressed

Alignment
Hierarchy
Segmentation
CRM

3PL

Specialty
Pharmacy

Patient HUB
Prescriber-Payer

Non-Personal
Promotions

e Consulting support to ensure available of key attributes

Data Intake ip Data i o Aggregation of SP Data
1. Patient on-boarding ggregation | standardized data model scalable to additional SPs
2. Geography Performance e Integration of Patient data across REMS, Patient Hu, SP
DQ Checks 3. Physician Overview ) and Co-pay data
4. Physician Details Patient ® Ability to track patient through the entire fulfillment
5' Market Perf Tracking joumey
Business - Market Performance e Proactive tracking of patient behavior to identify
Rule improvement opportunities in adherence and persistence

e Comprehensive DQ checks across data sources

1. Executive Dashboard gs‘tjas(ll’uallty e Complex business rules-based checks to ensure

2. Brand Performance Performance integrity of data and accurate insights

3. Tactic Analyzer monitoring e SP Performance monitoring to help identify

4. Patient Services improvement opportunities

5. Payer Performance Performance, | ® Launch tracking through Home Office/Executive

6. Operational Performance guts'tqtmer and gaShbojfg;l s Pationt Phveic S Provid

7. Patient Behavior ctivity ® fFocuse s for Patient, Physicians and Providers
tracking e Self Serve analytics for deep-dive analytics
Marketi e |ead data based to enable engagement of caregivers

1. Physician360 A:';I eti::r;g during pre-launch and launch phase

2' P ty 1360 Y e Tracking customer engagement

. Patien
3. Geography360 Forecasting ¢ Comprehensive set of accurate metrics readily for

monthly forecasting update
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KEY TAKEAWAYS

Axtria enabled the client with several reporting and insights helping them make
informed decisions. Please see some illustrative reports & insights with the key
takeaways.

FIELD REPORT — DAILY TRACKER

e Provides daily of Patients and Physicians progress in the system
e Actionable insight by identifying any bottleneck in patients or physician process

e Helps sales rep in achieving their goal for Patient and Physician REMS
enrollment

e Enables Sales directors to manage the progress of their territories
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FIELD REPORT — PHYSICIAN OVERVIEW

e Provides key details of all physicians in each territory or region.

e Helps in prioritizing the targeted physicians based on their segment and
practice type

TETRIA Data M Physician Overview
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HOME OFFICE - PATIENT TRACKER

e 360 view of Patient data across REMS, Patient Hub, SP

e Ability to track patient through the entire fulfillment journey

e Ability to drill down on any stage and identify the patients in that stage

e Enables teams to take quick action on patients appearing in Risk or Bottleneck

TCATRIA De Dally Pathent Tracker
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CLIENT BENEFITS

Axtria was able to achieve the following:

-
» \S e Robust commercial planning which was continuously refined based on evolving
\S \S business needs
, 8\ \) e Reporting solutions for all user type — Sales Reps, Home Office, Patient Services &
P 4

’ ) Marketing
e Daily tracking of patient onboarding and journey using Reporting solution
e Proactive identification of risks/bottlenecks that can cause patient drop-out

, * e HIPAA Compliant Patient/Caregiver Lead database

e All critical system capabilities enabled and ready-to-go two months before
commercial launch

CONCLUSION

A well-planned go-to-market commercial data platform should follow an integrated
approach from developing a winning commercialization strategy to execution

and should be able to address the following challenges that SMB life sciences
organizations face:

e |ack of centralized data management
e | ack of metadata and search

e Data quality (inconsistent data formats) and standardization challenges (higher
data cleansing efforts)

e Onboarding and integrating the syndicated data at a faster pace
e Higher turnaround time for the data to analytics consumption

With Axtria DataMAX™, Axtria can help SMB life sciences organizations achieve
commercial success and address the above challenges, which is based on the five
underlying pillars:

1. Business outcome driven, with deep therapy areas expertise and experiences
with all life sciences relevant analytics use cases

Self-service oriented with analytics workbench
An end-to-end connected platform, delivering Data-as-a-Service
An extensible environment with cloud-based data virtualization and integration

SR

Strong service management, driven by the outcome-based SLAs
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Founded in 2010, Axtria is a global provider of cloud software and data analytics to the Life Sciences industry. We help Life Sciences companies
transform the product commercialization journey to drive sales growth and improve healthcare outcomes for patients. We continue to leapfrog
competition with platforms that deploy Artificial Intelligence and Machine Learning. Our cloud-based platforms - Axtria DataMAx™, Axtria SaleslQ™,
Axtria InsightsMAx™ and Axtria MarketinglQ™ - enable customers to efficiently manage data, leverage data science to deliver insights for sales and
marketing planning, and manage end-to-end commercial operations. We help customers in the complete journey from Data to Insights to Operations.
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