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Sustainable universal access is a
key global healthcare objective

>400m >2 billion

# of people who lack access to essential health services # of people who cannot access the medicines they need

~2 million | 7.35 trillion

# of preventable deaths every year due to Global cost of healthcare (2013):
tuberculosis and malaria Almost double the amount spent in 2000

Source: WHO: Health in 2015; Access to Medicine Index 2015
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Source: eyeforpharma Barcelona 2017, Richard Francis, Division Head and CEO, Sandoz



The global population continues to grow,
and the world is also getting older...

Rapid Aging

+500m .. 60
~ 2030

About 1.4 billion people worldwide are
projected to be 60 or older by the year 2030,
fueling a rise in chronic illness

Sandoz International SANDOZ:)=

Source: eyeforpharma Barcelona 2017, Richard Francis, Division Head and CEO, Sandoz



.. putting healthcare systems under
increasing pressure...

Increasing Healthcare Demand

13T . 2025

If growth trends continue, global
healthcare outlays could rise to
USD 13 trillion by 2025

Sandoz International SAN DO &Cf&voarf“s

Source: eyeforpharma Barcelona 2017, Richard Francis, Division Head and CEO, Sandoz



every MINUTE of every DAY

Google

Source: eyeforpharma Barcelona 2017, RYAN OLOHAN, National Industry Director, Healthcare



142,361,111

EMAILS SENT & RECEIVED

Google Confidential + Proprietary

Source: eyeforpharma Barcelona 2017, RYAN OLOHAN, National Industry Director, Healthcare



400 Hours

OF VIDEOS UPLOADED TO
YOUTUBE

>



50,200

MOBILE APPS DOWNLOADED

GOOgle Confidential + Proprietary

Source: eyeforpharma Barcelona 2017, RYAN OLOHAN, National Industry Director, Healthcare
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HEALTH-RELATED APPS

Google Confidential + Proprietary

Source: eyeforpharma Barcelona 2017, RYAN OLOHAN, National Industry Director, Healthcare



422,000,000

DIABETES

Google Confidential + Proprietary

Source: eyeforpharma Barcelona 2017, RYAN OLOHAN, National Industry Director, Healthcare



84%

Search after a doctor’'s appointment

Google

Source: eyeforpharma Barcelona 2017, RYAN OLOHAN, National Industry Director, Healthcare



SO WHAT CAN WE DO
ABOUT IT?

Source: eyeforpharma Barcelona 2017, RYAN OLOHAN, National Industry Director, Healthcare



The IS
that we aim too and

but that we aim too and

Google

Source: eyeforpharma Barcelona 2017, RYAN OLOHAN, National Industry Director, Healthcare



Game-Changers




o THERE IS NO

. “DIGITAL
STRATEGY”
JUST ST RATEGY
IN A DIGITAL
WORLD




,Digital Health” defined ...

Big Data Tele-Health
Wearables . E-Health

Personalized Medicine Insideables

G ' #
enomics m-Health Tele-Medicine

Digital Health is the Convergence
Health2.0 of the Digital and Genomic Revolutions Wireless
with Health, Healthcare, Living, and Society

Sensing Technology

. . Internet of Things  |ntegrated Circuits
Social Networking

Body Area Networks Cloud Computing Health-IT

Source: eyeforpharma Barcelona 2017, Armin Furtwdngler, Global Senior Medical Director Health Care Innovation, Boehringer Ingelheim



Radboudume
WHERE GOOD HEALTHCARE IN 10 YEARS
WILL BE DELIVERED :

2%

@ Cerpuhere @ Home @ Hospital
\ ,

@ Doctor

dical Director Health Care Innovation, Boehringer Ingelheim
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Source: eyeforpharma Barcelona 2017, Armin Furtwdngler, Global Senior Medical Director Health Care Innovation, Boehringer Ingelheim



In the past, pharma sales model focused on
convincing doctors to prescribe patients a drug

e
QA
QA
\_ 4

Strong local marketing and selling: Physician decides Patient is being treated
Visit as much physicians, on treatment
as often as possible"

‘ Evolution & Future of Commercial Roles MERCK

Source: eyeforpharma Barcelona 2017, Tim Kneen, Executive President — Europe, Merck KGaA






The “current approach” 1s not working as it
used anymore
Reps are the best way but is getting worse: The End of Spray and Pray?

WHY?

* Demographical evolution in GPs
(aging, gender).

» Large group of doctors who have
never met with a Rep and their
likely never will

* In 2012, on average across EU
countries, one-in-three doctor
(33%) was over 55 years of age,
up from one-in-six (17%) in 2000

61%

of physicians
Provide poor access to
Reps

= Good Rep and NPP access = Good Rep and Poor NPP access
= Poor Rep and Good NPP access = Poor Rep and Poor NPP access

Sgrrze: eyeforpharma Barcelona 2017, Gonzalo Rodriguez Arnaiz, Sales Excellence Region Europe, NOVARTIS )
Business Llse Only



Which 1s the 1ssue? Access to doctors
In 7 years accessibility has dropped 30ppts

T ACCESSIBLE PRESCRIBERS, 2008-2015  Driven by
*» Pure access restrictions

47% of physicians are - RRIGERE GO

considered accessible in 2015,

compared to
« 951%in 2014
 55%in 2013

60%

£0%

% of Accessible Prescribers

20%

_‘ *Basad on data for more than 240,000 prescribers
E = Figure 1. Sales rep access to subscribers has fallen steadily for much of the past decade,

Source: eyeforpharma Barcelona 2017, Gonzalo Rodriguez Arnaiz, Sales Excellence Region Europe, NOVARTIS



Which 1s our approach?

Are we really bringing value to customers in an efficient way?

PHARMA

What we offer is what really
matters?

How much we are offering?
What is the
true value

we are

we offer?

bringing to
customers?

CUSTOMERS

What do our customers
really need?

What problems do they
want to solve?

......................................................................

How much the market is
demanding?

----------------------------------------------------------------------

How they want to be
reached?



Why is this happening?

» We keep a Customer Interaction based on “Pushing and
selling”

» Share of Voice is still a key driver

» Change: Focus on partnering with our customers for
patient outcomes

Source: eyeforpharma Barcelona 2017, Gonzalo Rodriguez Arnaiz, Sales Excellence Region Europe, NOVARTIS



...resulting in a significant increase of customer
facing roles

f:"

a

Patients Physician/HCP

Medical Science Multichannel Market Access Government
Liaison Marketing Manager Affairs Manager

h Evolution & Future of Commercial Roles MERCK

Source: eyeforpharma Barcelona 2017, Tim Kneen, Executive President — Europe, Merck KGaA



WHAT'S THE BIG
CAMPAIGN IDEAT

YOUTUBE

FACEBOOK

WERE GOING
DIGITAL

7
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Transforming the world’s unconnected data into
intelligence streams that matter to your business

Digital Libraries
and Archives

Health Care Provider

Networks and e .
Kroidn Catbry Artificial Machine

Intellectual Intelligence Learning

Public Data S
. Digital
Patient Surveys, Sets, Hubs and Media and News

A Social Questionnaires - Feeds Syndicated Data |

e . . Media e e e ———— -
Clinical Trial i D e Geospatial, AIDC, - c==eeeo..__._Providers

Registries "% Sensors and Legislation, Statutes,

Wearables Codes and L
Data Pools, Proceedinggd Government,
Registries and Economic, Health »
Directories and Census Kii Opinion

Reviews, Comments Patient
and Blogs Communities

Ecosystems Abstracts, Indexes
and Public Records

FDA

Approvals, :
Payer Healthcare Denials and Science

Claims Clearances

Source: eyeforpharma Barcelona 2017






8. 8 19 1. 3R 18 s 5 17 18

AT N P SEVIR g on N & . g
A B~ g Ve I R . \
i« v .

?;.; s

3 ," b w
al o Vi

- ———————

IN CASE OF
CYBERATTACK

BREAK GLASS
AND PULL CABLEsS

N\
>
= // i

-~

""‘____\/

Il S’
- I



DON'T WORRY, IT'S ONLY
MARKETERS COLLECTING
OUR PERSONAL DATA

SO THEY CAN CREATE
MORE RELEVANT
ADVERTISING FOR US,
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“We stand on the brink of a
technological revolution that
will fundamentally alter
the way we live, work, and

relate to one another. In its
scale, scope, and complexity, the

transformation will be unlike
anything humankind has
experienced before”

World Economic Forum, 2016




Thanks
for Your attention!

Great thanks to speakers of Barcelona SFE-2017 conference,
for their bright thoughts, which was used in this presentation.



