Assessing the evolving landscape of digital engagement between healthcare decision makers and biopharma companies
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Background Results
- The exchange of scientific information between healthcare - A total of 25 HCDMs responded to the survey. As seen in Table 1, the organization type with  Figure 2. Impact of COVID-19 on work environment for HCDMs (N=25)° - FDA-approved product dossiers were noted as being always/frequently used or Figure 5. Top 5 product characteristics that increase the likelihood of HCDMs seeking out
decision makers (HCDMs) and biopharma companies the largest participation was health plans followed by PBMs. occasionally used by HCDMs reviewing approved products (Figure 3). The most pre-approval materials (N=25)°
through digital channels has increased over the years, reviewed section of the approved product dossier was the clinical evidence (72%; |
especially during the peak of the COVID-19 pandemic. Table 1. Survey participant demographics (N=25) N=25). High cost
- Demand for pre-approval information has also increased Integratea - Overall review time for an approved product dossier depended on the drug approval
J . The timing in which . .. . Health plan PBM delivery - . .
and continues to grow. The timing in which to provide Organization type, n (%) T category. Nearly half of HCDMs (48%; N=21) reported that drugs with a new active Rare disease
HCDMs with pertinent information to inform their formulary 18 (73) 5 (20) 2 (7) ingredient took more than S hours to review, while 90% reported that drugs with o
and coverage decisions is of utmost iImportance to ensure - . . change in dosage form, strength, or route of administration took less than 2 hours to
that batient access is not delaved.? Pharmacy Clinical Medical Contracting Othere , (Fi 4) st oinoclass 449
P yed. Primary role, n (%) director pharmacist director manager review Figure &) °
- HCDMs have reported that digital resources are an integral 3 (32) 3 (32) 4 (16) 2 (8) 3 (12)
oart of guiding pharmacy and therapeutic (P&T) committee Figure 4. Length of time for HCDMs to review an approved product dossier based on Orohan druc desianat a0,
. . . =21)ab rohan dr nation 6
decisions, and 80% of HCDMs prefer to access information Involvement in formulary Very involved Moderately involved S%TSY/V:C?J[ drug approval category (N=21) PHEN CTHS FEsignG
digitally.** Previous market research has also found that evaluations,® n (%)
HCDMs spend more than 3 hours a day looking through - " . ot Highly efficacious top-line data
digital resources- oot o oreay et e e T Pre-COVID-19 Peck COVID-19 Current U9 With ainew active ingrecter from eary clnical tial phases
* HOW@V@I’, deSIOite INcreases Iin d'gltC” eﬂgOgemeﬂt, there is Key: PBM — pharmacy benefit manager. pdndemlc pomdemlc: @ Q: Which of the following product characteristics, if any, increases the likelihood that your organization will seek out pre-approval
o ' - - ' _ : materials?
limited information available related to HCDM perceptions . According 1o 88% (N=25) of the HCDMs surveyed, clinical pharmacists were the most likely min-person ®mHybrid ®Remote Drug with a new indication Note: Other answer choices included breakthrough therapy designation, fast track designation, accelerated approval designation,

of digital resources and the influence they have on
formulary evaluations.

priority review designation, improved patient experience, and other (ie, no product characteristic could increase the likelihood of the

°Q: What type of work structure has your organization followed during the following time periods? organization seeking out pre-approval materials)

individuals to prepare the scientific-/medical-related information for formulary evaluations.

- The top 3 ways in which HCDMs access scientific-/medical-related information were - Knowing the types of materials HCDMs are most interested in could provide biopharma

. o ni . . Prodrug of an existing drug Limitations
Obiective through pockog.e inserts (90%; N=10), manufacturer websites (80%), and drug reference companies with insights as they develop their digital engagement strategy on which types
j sources (80/0) (Flgure 1) Of V|tO| ihformdtiOﬂ to pI’OVide to HCDMS Figure 3 ShOWS the MOSt cCommon mOte”OlS thdt N Respondents were recruited through the FOrmulgryDecisionS Network or MOnOged COre
- To gain a better understanding of HCDM digital HCDMs review for pre-approval and FDA-approved products. New combination drug product Network, so the results may not reflect the opinions of the general HCDM population.

communication resource utilization trends when using digital
tools to assist in the formulary decision making process.

- Additionally, HCDMs that chose to take the survey described here may be more interested in
digital resources or utilizing digital resources more than the general HCDM population, which
may have led to responder bias.

Figure 1. Resources HCDMs access for scientific-/medical-related information for formulary

) Figure 3. Materials that HCDMs review for pre-approval and FDA-approved products
evaluations (N=10)°*

Drug with a change in dosage form,

Top 6 materials reviewed for Top 6 materials reviewed for strength, or route of administration . .
Methods Package insert ore-approval products (N=20)° FDA-approved products (N=25)° | mall sample size
m>5hours ®m2-5hours m<2hours = Category not reviewed
A double—blinded, web-based, 25—question SUrvey was Treatment Treatment o @ Q: How long, on average, does it take for you to review an approved product dossier for the following drug approval categories? C I o
fielded to HCDM users of FormuloryDecisions® Network Manufacturer website guidelines guidelines 100% Select the option that best applies to each of the following drug approval categories. onciusions
°Only HCDMs who indicated having reviewed approved product dossiers answered this question, leading to a lower number of
and Xcenda's Managed Care Network from June 23, 2023, respondents.

- HCDMs are spending more time accessing materials through digital channels. COVID-19 has led
to the shift to a remote working environment. This shift emphasizes the importance of biopharma
companies in developing a digital engagement strategy to provide HCDMs with the resources
they need to guide formulary decisions.

Clinical trial data Clinical trial data

to July 5, 2023.

— Participation in this survey was voluntary and a modest
honorarium was paid by Xcenda to participants who | S
In-person interaction with a manufacturer
completed the survey. representative

Utilization of a drug reference source

- The top 3 changes to the Academy of Managed Care Pharmacy (AMCP) dossier that
HCDMs indicated they would like to see included more real-world evidence (86%),

having the dossier be more interactive and multimedia in design (67%), and to be
shortened in length (57%). - The dossier remains an essential resource for HCDMs to make formulary decisions. HCDMs seek

an interactive, multimedia design for dossiers, which should encourage biopharma companies to
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— Respondents were from health plans, integrated Pricing information® Pricing information

- There has also been an increased interest among HCDMs in obtaining pre-approval

delivery networks, and pharmacy benefit managers Digital medium® 40% materials. Among HCDMs surveyed (N=25). 56% stated that the value of having invest in creating more digital experiences through their dossiers to increase HCDM engagement.
(PBMs). Approval timing Peg%ﬁgigt‘fc’)erg access to pre-approval materials was somewhat or very important; 36% rated » Pre-approval information is increasingly being considered by HCDMs during formulary
* Quantitative analysis was used to summarize multiple- Only HODs wihs respondied s personlly prepating metenals or formulory evaluations anawered this question, leading to a lower access to pre-approval materials as being of neutral importance. decision making. As seen from this survey, HCDMs are reviewing pre-approval products most
choice and Likert-scale responses. : LEJ)rigki?tzrl ﬂéﬁffﬁ?ﬁﬁﬂfes email/video call with a manufacturer representative; emailing manufacturers’ medical information/department; Economic models 70% 30% Approved 82?52%% * Factors that influence when HCDMs may seek out pre-approval materials included commonly 3 to 12 months before the PDUFA date. Providing information for up to 1year ahead of

. | | expected approval will allow HCDMs to make more informed formulary and coverage decisions.
digital platform; and webinars/podcasts.

key product characteristics (eg, high-cost, rare disease, first-in-class) (Figure 5) and

. . . . imi i it » This survey has provided insight into the increasing utilization of digital resources among HCDMs
- Irrespective of the work environment and COVID-19 impact, HCDMs (N=25) spent over double ® Always,/Frequently use® m Occasionally use = Never use timing with the Prescription Drug User Fee Act (PDUFA) date. o ti P AN gih o J f | 19 gy . S )
: : : . . : . 0 : : : : 3 and WNat types o materidis they use most orten In rormulary reviews. nowever, turtner resedrc
S QR Cod the time reviewing dIgItCﬂ resources compored to ﬂOﬂ—dIgltC” resources (le: average 2.3 hours @ Q: During the product review of pre-approval products, please indicate the extent to which your organization uses each of the items listed below. Over half (56/") of the HCDMs Surveyed stated that their Ol’gOﬂIZOtIOﬂ reviews pre i« needed to identifv the tvbes of characteristics HCDMs look for in digital resources and how
can ode oer doy vs 0.7 hours oer doy). Due to COVID-19 HCDMs reported their use of digitCﬂ resources °Qx Durmg the prodqct review of FDA-approved products, please indicate the extent to which your organization uses each of’;he items listed below. Oppl’OVCﬂ materials 3 to 12 months prior to the PDUFA date. AdditiOﬂG”y, a gquarter of Y yP 9
t - digital f thi terl ’ ° For pricing information related to pre-approval products, HCDMs are often referring to analysts who have published proxy estimates based on o . . . biophormo componies are |m|oI ementing these chan ges
O view a digital copy of this poster! had either stayed the same (70%; N=10) or increased (30%) but did not decrease. other products or the anticipated product price. respondents (24%) reviewed these materials up to 3 months prior to the PDUFA date. '
4 Answer choices: "Always use” and “Frequently use” were combined into one category: “Always/Frequently use.” . o : : : :
- Over the course of the COVID-19 pandemic, there was a shift from a mostly in-person (56% Note: Other materials reviewed for pre-approval products that were not in the top é answers shown above: pre-approval information exchange The remaining 20% of HCDMs responded that their organizations do not review any . | | , o
: . . , . materials, value assessment framework, healthcare economic information, unapproved product dossiers, payer value proposition, and competitor sort of pre—opprovol materials ACk"OWInggme“ts- The authors would like to.qcknowledge Tina Chiang, PharmD, MBA and Sarah Dunlap for reviewing the
Pre-pdad ndemic; N:25) to a hybrld/remote work environment (100% POSt-pa ndemlc) (Flgure 2). utilization data. Other materials reviewed for FDA-approved products that were not in the top 6 answers shown above: comparative effectiveness ' survey questions; Janet Hughes for programming the survey; Jill MacManis for fielding the survey; Amy Pearson for visualizing the
studies, indirect treatment comparison, economic models, healthcare economic information, value assessment frameworks, patient access data; Christina Schnell for copyediting the poster content; and Richard Jordan for graphically designing the poster layout.

programs, formulary kits, payer value proposition, guidelines, and systematic literature reviews.
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