
THE OPPORTUNITY
A client with a rare disease product with hepatologic and neurologic indicati ons received EU 
Marketi ng Authorisati on aft er a competi tor with a similar product. Whilst the competi tor had 
taken advantage of their fi rst to market positi on there was sti ll the opportunity to have both 
products in the markets and also to enter some of the smaller EU markets as the fi rst product to 
be launched. A previous strong presence (over 20 years) across the EU as an unlicensed medicine 
meant the prescribers were familiar with the product and therefore likely to use again.

THE CHALLENGE
Abacus Medicine Pharma Services (AMPS) needed to analyse the landscape of all 
EU countries to create a plan which would deliver the following:

• Navigate and manage the country specifi c pricing and reimbursement systems 
to launch the product

• Engage with Key Opinion Leaders (KOL) to raise awareness and drive sales

• Provide an effi  cient and eff ecti ve distributi on network for next day deliveries to all markets

• Conti nually monitor the market landscapes to create custom-made country strategies to 
maximise and maintain market penetrati on

• To achieve all of the above without the need for the client to produce any new market specifi c 
packs or handle any Falsifi ed Medicines Directi ve (FMD) acti viti es for the new markets

• For the client to deliver product only to our centrally located European Distributi on Hub

Multi  market EU launch, 
promoti on and distributi on
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THE AMPS SOLUTION
Following a detailed EU wide market landscape feasibility assessment including competi tor analysis, 
local pricing and reimbursement systems and regulatory requirements, AMPS produced a prioriti zed 
market access strategy to launch the rare disease product in 10 EU countries. This strategy was 
strengthened by a Medical Engagement plan using our own Medical Science Liaison Team and by 
uti lizing the existi ng packing and distributi on infrastructure within the Abacus Medicine Group.

+44 020 3630 1688
AMPS-customerservices@abacusmedicine.com
www.abacusmedicinepharmaservices.com
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THE RESULTS
•  A strong partnership with the pharmaceuti cal company to work together on the provision 

of the initi al soluti on and the ongoing strategy and tacti cs

•  KOL relati onships established across the EU with 60 specialists with successful hosti ng of 
advisory boards, webinars alongside other medical events and one2one meeti ngs

•  Over 500 HCPs engaged throughout the program lifespan 

•  P&R agreement, launch, awareness and sustained sales into 10 EU countries

•  Accumulated sales in these 10 “smaller countries” in year 3 of over 1000 packs of this 
rare disease medicine

THE BENEFITS
With the AMPS soluti on, a choice was given to prescribers who previously only had one opti on 
and value was provided to the healthcare economies by having a competi ti ve environment. 
Furthermore, appropriate medicati on was provided to pati ents to sati sfy unmet needs. 
Ulti mately, the soluti on has provided bett er access and bett er healthcare to the 10 countries.
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