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Dohmen Life Science Services, a member 
of the Dohmen family of companies, 
provides intelligent outsourcing to 
biopharma and rare disease companies. 
With the broadest suite of services in the 
industry, DLSS has helped more than 600 
companies simplify and strengthen their 
patient relationships while growing their 
business and realizing their vision. Whether 
it’s navigating regulatory requirements 
during development, commercializing 
products, managing daily operations or 
providing patient-centric care for the rare 
disease community, DLSS helps our clients 
advance with speed, scale and certainty. 
For more information, visit www.dlss.com.

U

eration across a standard multiple third-party 
vendor network leads to the absence of stan-
dardized patient support protocols, inconsis-
tent patient education efforts and an increased 
potential for service failure, all contributing 
to an inefficient, ineffective and frustrating 
patient experience. 

A portable service model that wraps around 
the therapy regardless of a patient’s geography 
or his or her insurer empowers healthcare 
providers, caregivers, and patients to manage 
outcomes with care protocols and technolo-
gies tailored to the unique requirements of a 
specific disease and patient community on a 
consistent basis.   

Improvement of Care
Managing the multiple vendors required 

across the typical hub and pharmacy opera-
tion also creates a challenge for continuous 
improvement. Gathering insightful data from 
disparate service providers in order to analyze 
and act upon patient feedback and program 
enhancements can be cumbersome. The DLSS 
wrap-around patient service model focuses on 
reducing the burden of disease and increasing 
therapy adherence through coordinated care, 
patient education and comprehensive support. 

“We advise clients to consider a more ho-
listic, direct-to-patient service model in which 
the outsource partner acts as an agent of the 
manufacturer,” Bemus adds. “The model helps 
connect manufacturers more closely with their 
patients and at the same time, streamlines care 
delivery and support.”

nder the traditional model for drug de-
livery and commercialization, there are 
many opportunities for patients to slip 

through the cracks. In the rare disease sector 
specifically, therapies typically flow through 
a half-dozen disjointed, uncoordinated mid-
dlemen, including wholesalers, distributors, 
hubs, specialty pharmacies, and healthcare 
providers before they get to a patient. It’s no 
wonder then that Global Genes reports that 
adherence in the rare space can vary from 58% 
to 65%, a troubling statistic for our industry 
and most importantly, the patients we serve.

Outsourcing strategies are now evolving to 
better address manufacturer, healthcare pro-
vider, caregiver, and patient needs, spanning 
the development pathway to commercializa-
tion cycle. “Many life science companies, from 
start-ups to established brands, recognize that 
building their own complex commercializa-
tion structure or working with multiple ven-
dors is an unnecessary redundancy that adds 
cost to healthcare delivery and diffuses their 
attention,” says Penny Bemus, Senior VP, 
Business Development, Dohmen Life Science 
Services (DLSS). A simplified, yet comprehen-
sive and measurable, outsourcing model cre-
ates direct alignment with the manufacturer 
while strengthening and simplifying the rela-
tionships with their patients. Taking a deeper 
look, the evolved outsourcing model addresses 
critical areas of concern.

Inflated Cost of Care
In many cases, the price of the therapy is 

marked up at each level, which lacks transpar-
ency and inflates the cost of care with no addi-
tional benefit to the patient. And as we are all 
aware, pricing concerns are impacting the rep-
utation of many manufacturers and drawing 
criticism to the industry as a whole. According 
to Milliman research, commissioned by DLSS, 
payer cost is 17% higher than manufacturer 
cost. It’s estimated that payers are covering 
$19.4 billion in markups in the rare disease 
market alone. A comprehensive business pro-
cess outsourcing solution can reduce hand-offs 
and eliminate mark-ups while providing repu-
tational control to the manufacturer.

Quality of Care
Fragmented hub and delivery operations 

create service gaps and an inconsistent expe-
rience for patients and caregivers. Poor coop-

The consumerism of the healthcare indus-
try has empowered patients who are calling for 
a paradigm shift that delivers simplicity and 
value.  “Our patient care outsourcing model is 
designed to deliver the best outcomes possible 
to patients while meeting the strategic and 
operational goals of the manufacturer. That 
balance is critical as the industry converts from 
a volume-based business to the much-needed 
value-based model,” shares Danny Williams, 
Chief Sales and Marketing Officer, DLSS. As 
consumerism drives change throughout the 
system, a more direct-to-patient model will 
create a more effective, efficient and easy to 
use health experience to benefit manufacturers, 
providers, payers, and patients. 

An Outsourcing Evolution: Why Improving Yesterday’s 
Model ADDRESSES TOMORROW’S NEEDS

photo on server: Williams_Danny.jpg
Photo on server: Bemus_Penny.jpg

46 February 2017  ●  PharmaVOICE

Outsourcing

(c
) P

ha
rm

aL
in

x 
LL

C
. R

ig
ht

s 
do

 n
ot

 in
cl

ud
e 

pr
om

ot
io

na
l u

se
.  

Fo
r d

is
tri

bu
tio

n 
or

 p
rin

tin
g 

rig
ht

s,
 c

on
ta

ct
 m

w
al

sh
@

ph
ar

m
av

oi
ce

.c
om

Com
pli

men
ts 

of 
Pha

rm
aV

OIC
E



There was a time, when a phone was just a phone. Then almost 

overnight it became a camera, computer, flashlight, compass 

and entertainment center. Now, you rely on it for almost anything 

you need. Imagine if this were our industry. Imagine if all your 

outsourced services were under one roof. We did.

EVOLVE

BUSINESS PROCESS OUTSOURCING FOR TODAY.

www.dlss.com/evolve
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