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Industry Context and Challenges

Key Statistics:
e $2.6 billion average development cost per drug.
e 60% of lifetime revenue achieved in the first 6
months post-launch.
e Compressing launch windows from years to months.
Challenges:
e 66% of drugs fail to meet pre-launch sales
projections.
e Average revenue shortfall: 34% compared to
expectations.
e Development costs rising at 7.5% annually.
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Sales Data Analytics as a Solution

What Sales Data Analytics Achieves:
e Predictive modeling with >85% accuracy in
forecasting.
e Real-time data processing of 2.5M data points per
cycle for faster decision-making.
e Field force optimization with Al models resulting
in a 34% efficiency improvement.
Impact Metrics:
e Analytics-driven launches achieve 45% higher
market penetration compared to traditional

methods.
e 23% improvement in launch trajectory within the
critical 18-month window.



Key ‘Performance Metrics

Key Metrics:

e Initial Revenue Window: 60% of lifetime
revenue achieved in the first 6 months post-
launch.

e Market Response Prediction Accuracy: >85%
using advanced analytics.

e Market Penetration: 45% higher for analytics-
driven launches compared to traditional
methods.

 Forecast Variance Reduction: Reduced from
+25% to £8% using ML-based models.




Predictive Modeling Framework

Models Used:
e Physician segmentation analyzing 15,000 data
noints per physician/month.
e Real-time engagement analytics achieving 89%
accuracy.
e ML-enhanced sales forecasting reducing variance
from £25% to £8%.
Technical Approach:
e Machine learning algorithms analyze prescribing
patterns, engagement metrics, and patient data.
e Ensemble modeling ensures stability in predictions
across varying market conditions.
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Case Study: Type 2 Diabetes Drug Launch

Market Landscape:
e $28.4B annual market value.
e 8 major competitors with 92% market share.
Implementation Success:
e Achieved 72% prescriber reach within 3 months (target: 65%).
e New patient starts exceeded target: 14,500 vs. 12,000.
e Prior authorization success rates surpassed industry
benchmarks: 82% (Commercial), 78% (Medicare).
Key Actions Taken:
e Al-driven territory optimization processing 1.2M prescriptions 'w
and 450,000 patient journeys.
e Real-time performance tracking with hourly updates on
prescriber engagement and market access status.




Real-Time Analytics Infrastructure

Technical Specifications:
Cloud Infrastructure:
* Processing capacity: 3.8 petabytes.
 Real-time data streams: 142 with average latency of
47 milliseconds.
Data Processing:
e Pharmacy coverage: 94% of retail pharmacies.
e Claims processed: 1.2M/day with 99.4% validation
accuracy.
Outcomes:

e Market response times reduced to 72 hours.

e 99.8% accuracy achieved in data validation
processes.




Best Practices and Recommendations

Data Integration Excellence:
e Real-time validation processing: 1.2M records/hour with a 99.8% accuracy rate.
e Compliance monitoring across 15 regulatory frameworks.
e Automated data correction resolving 85% of issues instantly.
Analytics Deployment Strategy:
e Pilot implementation in high-potential territories covering 15-20% of the total
market.
e Al models retrained every 72 hours to address dynamic market changes.
Performance Monitoring:
e Daily dashboards tracking 45+ KPIs with automated alerts.
e Weekly strategy sessions for adaptive resource allocation and optimization.



Key Results and Tmpact

Summary of Achievements:

e 45% higher market penetration compared
to traditional methods.

e 23% improved launch trajectory within 18
months.

e Real-time data analytics reduced market
response times to 72 hours.

e Improved prescriber engagement with Al-
driven models achieving 89% accuracy.




Conclusion and Future Outlook

Key Takeaways:

e Sales data analytics drives measurable improvements
in market penetration, prescriber engagement, and
operational efficiency.

e Real-time analytics enables agile decision-making,
essential for navigating competitive pharmaceutical
markets.

e Advanced predictive models provide consistent
accuracy in forecasting and resource optimization.

Future Trends:

e Integration of Al-driven dynamic pricing models for
personalized patient affordability.
Real-time monitoring enhancements for global scalability
and cross-market insights.







