
Trade & Channel 
 Strategies 

  IN-PERSON: 
DECEMBER 13-14, 2021  
HILTON PHILADELPHIA  
AT PENN’S LANDING  
PHILADELPHIA, PA 
 

  VIRTUAL: 
DECEMBER 16-17, 2021 

Innovative Pharmacy and Distribution Models 
Driven By Market Dynamics, Product Type, 
Site of Care and Reimbursement

Educational Sponsor:

HYBRID EVENT

INFORMACONNECT.COM/TRADE-CHANNEL

POST-CONFERENCE REPORT
BENCHMARKING DATA RESULTS

http://informaconnect.com/trade-channel


INFORMACONNECT.COM/TRADE-CHANNEL 2

BENCHMARKING REPORT

How would you categorize your company?

 Small/emerging life science company that is pre-commercial   .  .  .  .  4 .00%

 Small life science company that is newly commercial/recent launch  .  .  .  .  4 .00%

 Mid-size pharma/ biotech company   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  32 .00%

 Large pharma/biotech company   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  32 .00%

 Solution Provider   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  10 .00%

 Wholesaler   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  4 .00%

 Specialty Pharmacy   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  10 .00%

 Health System  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  2 .00%

 Other   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  2 .00%

0% 10% 20% 30% 40% 50%
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 1-5   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  38 .00%

 6-10   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  26 .00%

 11-15   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  14 .00%

 16 or more  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  22 .00%

0% 10% 20% 30% 40% 50%

How big is your Trade and Channel team?

 Yes   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  54 .00%

 No   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  22 .00%

 Not yet, but in the process  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  24 .00%

0% 10% 20% 30% 40% 50%

Have you updated/revised your channel strategy to collaborate with innovative and emerging healthcare 
delivery start-ups to streamline patient access?
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What are the top issues facing you and your team right now? (select all that apply)

 Pricing pressures   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  52 .00%

 Contracting with Stakeholders  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  62 .00%

 Increasing cold chain costs   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  14 .00%

 Industry integration and consolidation  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  28 .00%

 Wholesaler fees  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  46 .00%

 Reimbursement models   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  38 .00%

 Compliance risks and partnering with legal   .  .  .  .  .  .  .  .  .  .  .  .  16 .00%

 Political and policy uncertainty   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  34 .00%

 Novel therapies  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  20 .00%

 Payer hurdles .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  44 .00%

 Data  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  32 .00%

 Other   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  4 .00%

0% 10% 20% 30% 40% 50% 60% 
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 Yes, I am interested in this content  .  .  .  .  .  .  .  .  .  .  .  .  .  74 .00%

 Yes, I am responsible for this at my company  .  .  .  .  .  .  4 .00%

 No, I am not interested in this content .  .  .  .  .  .  .  .  .  .  .  22 .00%

0% 10% 20% 30% 40% 50% 60% 70% 

 Yes   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 14 .00%

 No   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 62 .00%

 Not yet, but in the process  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 22 .00%

0% 10% 20% 30% 40% 50% 60% 70% 
 

Are you currently shifting distribution models and moving from volume discounts to more value-based or 
therapy-based discounts?

Are you responsible or are you interested in specialty product data strategies and ways to 
leverage this for actionable insights and an improved patient journey?



INFORMACONNECT.COM/TRADE-CHANNEL 6

BENCHMARKING REPORT

 Yes  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  55 .10%

 No  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  6 .12%

 Possibly, would like to learn more  .  .  .  .  .  .  .  .  .  .  .  .  .  .  38 .78%

0% 10% 20% 30% 40% 50% 60% 70% 

Which type of network do you currently utilize? (select all that apply)

Are you looking for new solutions and services to streamline and optimize trade and channel operations?

 Limited   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  65 .31%

 Open  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  51 .02%

 Exclusive   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  24 .49%

 Other   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  18 .37%

0% 10% 20% 30% 40% 50% 60% 70% 
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When it comes to contracting, what is your biggest contracting challenge? (select all that apply)

 Contracting with payers  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  12 .24%

 Contracting with SPs  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  8 .16%

 Contracting with SDs   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  2 .04%

 Contracting with IDNs  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  4 .08%

 Contracting with Hubs  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  2 .04%

 Contracting with wholesalers   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  18 .37%

 Contracting with PBMs  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  12 .24%

 Contracting with GPOs  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  4 .08%

 Managing volume of contracts  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  10 .20%

 Contract language, FMV, KPIs, scorecarding   .  .  .  .  .  .  .  .  .  .  .  20 .41%

 Ensuring execution of contracted terms  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  2 .04%

 Other   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  4 .08%

0% 10% 20% 30% 40% 50% 60% 
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 Yes  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  60 .00%

 No  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  26 .00%

 Not yet, but will do so in 2022  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  14 .00%

0% 10% 20% 30% 40% 50% 60% 70% 

Are you currently partnering with IDNs?

 Yes   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  56 .00%

 No   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  44 .00%

0% 10% 20% 30% 40% 50% 60% 70% 
 

Are you currently working on an emerging therapy? 


