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Fresh thinking for established
brands



Fresh thinking for established brands

Client’'s Challenges

Our client had two two brands within the same therapeutic category, which lacked clear
strategies and positioning, despite being in a dominant position

The client wanted to be challenged and have some fresh thinking as part of the brand
planning process

Final deliverable: Actionable strategic brand plan, including cross functional tactical plans

Our Solution

Access Situational Strategy Tactical
environment analysis Workshop plans
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Audited global Mapped patient, Conducted Drafted Conducted strategy Co-created
plans, available product and review of payer situational workshops to finalise aligned tactical
market research, funding flows environment and analysis the situational plans with
key accounts and patient drop developed and analysis, develop Marketing,
and internal and off delivered an strategic options and  Access and
secondary data access strategy finalise strategic Medical
sources workshop imperatives functions

Outcomes

+ |dentified that long-term growth could be limited by the funding stream and payer
activities to curtail spending in this therapeutic area and developed strategies and tactics
to address this in both the short and long-term

Clearly defined patient segments, customer segments and profiled and prioritised key
accounts and assigned clear strategies

Delivery of arobust and actionable brand plan with clearly defined tactics and
responsibility and accountability for delivery

Client Feedback

“The MASS Team rapidly assimilated all available research, global plans and local data, in
doing so building a robust situational analysis leading to clear identification of opportunities
and threats in the marketplace. Strategy workshops followed a clear and logical process
enabling all team members to understand and input, ultimately delivering fresh thinking and
a robust plan with clear, aligned tactics and account profiles — Excellent work.”

BUD, top 10 rare disease company
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