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Top 3 IC plan components by team type
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(% IC plans) (% IC plans) (% IC plans)
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Note:

e HCP teams include sales teams primarily detailing HCPs.

e Account teams include all account-focused roles such as Key Account Managers, National Account Managers, Strategic Account Managers, etc.
e Market Access teams include roles focused on market access, such as Managed Care Teams, Payer Access Teams, etc.

Individual goal attainment is the most common |C plan component for
HCP and Account teams. For Market Access teams, management by
objectives (MBO) and team goals are the most prevalent |C plan
components.

e Brand sales history, market sales, and equal allocation are the
most common goal-setting markers for HCP teams.

e Oncology and Rare Disease team goal models most commonly
leverage brand sales history or brand trended sales to set
territory-level goals with limited to no use of market data.

Top 3 goal-setting markers for HCP teams
(% of goal models)
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Note:
e This summary is focused on the top 3 goal-setting markers used in HCP team goal models. Benchmarks on goal models for the Account team are captured in the complete study.

e Goal models for HCP teams typically leverage a historical baseline
period of 6 months or less for brands in the launch or growth
phase of their lifecycle.

e For mature brands, longer historical baseline periods of more than
6 months are more commonly used to set goals.
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Note:
e This graph represents the top 3 goal-setting markers for HCP teams. Goal-setting benchmarks for Account teams are included in the complete study.

e | ife sciences organizations have been aggressive in designing IC
plans to pay top performers for more complex specialties.

e Oncology and Rare Disease IC plans tend to provide a higher
upside earnings potential to top performers, with most teams
having an overall pay cap of 3.bx of target pay or higher.

Primary Care Speciality Oncology Rare Disease
HCP Teams HCP Teams HCP Teams HCP Teams

w R \
Teams with

No Pay Cap 6" 12" 0% 20"

Average Pay >2.5X >2.5X >4 .5x >3.5x
Cap Applied Target Pay Target Pay Target Pay Target Pay

Note:
e This summary is focused on overall pay cap trends across therapy areas for HCP teams. Benchmarks for Account and Market Access teams are available in the complete study.

Across all team types, Meaningful engagement for HCP teams

on average, >95% of IS ~/5%. Account and Market Access

the team Is engaged by teams have higher meaningful engagement
the |C plan (receiving of ~90%.

non-zero earnings).

Note: Meaningful engagement is the percentage of representatives
earning more than or equal to 75% of their IC target.

e HCP teams supporting launch brands showed higher differentiation in |C payouts
for top and bottom performers than teams supporting more mature brands.

IC earnings by portfolio maturity of HCP teams
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Note:
e This summary is focused on IC earnings by portfolio maturity of HCP teams. Benchmarks for Account and Market Access teams are available in the complete study.
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of organizations leverage of the contests months is the Contests are generally
contests to incentivize are based on most common measured on patient starts
their field teams. ranking. contest duration. and total treatments.
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