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The Challenge:Success Story

A well-known, international 
pharmaceutical company

Aim to increase products 
share among patients by 
identifying how it and its 
competitors are perceived 
by HCPs
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The Client:



Our Approach
A holistic approach with qualitative and quantitative blended methodology 
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Market Landscape
Current Perceived Patient Type of all Products 
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We first asked HCPs to unaidedly 
describe their typical patient 
types for each of the products

Then HCPs rate across various 
attributes the severity of 
symptom each product garners



Situational Choice Exercise
Ideal Patient Types for all products tested
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We were able to identify Product A’s 
ideal patient type through our 
analysis of the situational choice 
model

Additionally, we found their 
competitors’ (Product B & C) ideal 
patient types to find where Product 
A could steal share



Static Patient Profile Assessment
Customized patient type assessment
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Client specific patient types were 
also evaluated to tease out more 
findings



Actionable Insights

• Identified opportunity 
areas/patient types to help 
steal share from competitors 

• Provided insight into which 
specific patient types can help 
to grow the overall share of the 
market

• Identified specific tactics to use 
for non-call plan HCPs who 
don’t benefit from personal 
promotion efforts
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