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Healthcare Equity Investment Firm Poster  latt

Business = A healthcare equity investment firm wanted to assess KOL & payer receptivity to
Situati new emerging therapies for Spinal Muscular Atrophy (SMA); The client had rights to
ltuation global sales for a in-line brand for SMA and wanted to understand the future market

landscape, specifically the impact of gene therapy

Approach & = Development of all qualitative research materials, recruitment, and fielding, as
Methodology well as summation of all key stakeholder findings and create a supporting
epidemiology-based forecast

= Specific KOL objectives included current drivers and barriers to treatment,
perspectives on new SMA therapies, particularly the impact of gene therapy, the
evolution of treatment algorithm as new treatments become available and
adoption of new therapies

= Specific payer objectives included management of new gene therapies (e.g.
restrictions, reimbursement eligibility), willingness to pay, and contracting
expectations for SMA treatments

Deliverables & Business Outcomes

= Designed & developed an intuitive epidemiology-based forecast model with robust scenarios
to illustrate the potential impact of new product launches on the in-line SMA brand of interest
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KOLs perceived Product A to be an effective treatment for SMA & appropriate
for Type 1, 2 and 3 patients
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= Initial authorization was perceived to be more te: KOL #2 had more adult SMA patients, including Type 4
ho were not eligible for Product A treatment
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Product A Eligible Patients PN tion of Product A-Treated Patients
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