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health care claims data, we

the patient has during his

Analytics — The Secret Sauce

that Makes Data Big

“If we build it, they will come.”

Most biopharmaceutical companies have spent
the last few years focused on a Big Data strategy
targeted at reducing costs and increasing effective-
ness. Big Data platforms have been built — but
did they, “they” being the patients and physicians
with whom we need to engage, come? The impact
has been mixed.

Today, beyond select departments, the ap-
proach to addressing core business questions has not
changed despite investments in Big Data. Patient
journey and physician segmentation approaches re-
main largely unchanged at the core. How do we use
the data we have now amassed on specific profiles of
customers and their attitudes and behaviors, to allow
biopharmaceutical companies to deliver effective,
personalized, multichannel communications to indi-
vidual stakeholders? How do we resource differently
based on physician treatment patterns? How do we
engage differently with physicians and patients to
support appropriate diagnosis?

Big Analytics are the answer. Analytics provides
actual insights and strategies, not just data. Artificial
intelligence (AI) platforms offer high-value, cost-ef-
fective solutions that maximize the commercial
potential of therapeutic innovation by revealing
patterns, trends, and associations, especially those
relating to human behavior and interactions. Big
Analytics that leverage machine learning can take
a broad range of claims data and be used to fun-
damentally change how we approach our two core
customer groups — patients and physicians — in a
more nuanced and impactful way.

Where Are Our Patients?

The biopharma industry strives to help cli-
nicians recognize and diagnose diseases earlier to
expedite the diffusion of therapeutic innovations to
improve patient outcomes. Biopharma companies
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have started to embrace Big Analytics, including Al
and predictive analytics, to address these challenges.

Analytics can help accelerate the process of
getting the right therapies to the right patients by
using Al-based algorithms that harness the power of
patient-centric datasets to produce actionable results.
Patient-finding solutions employ predictive analyt-
ics and Al-based algorithms to examine real-world
data to identify patients with difficult-to-diagnose
diseases, facilitating earlier treatment by clinicians.
Patient-finding solutions that enable patients to
be mapped to actual clinician practices where they
are currently being managed for other conditions
increase the actionability of the results considerably.
The ability to find undiagnosed patients along their
disease journey, as well as understand the HCPs who
are currently treating them, has the potential to dra-
matically change how we engage with patients and
treating physicians.

Which Physicians Should We Target?

Certain clinicians impact the decision-making
of others in the health care community, and net-
work mapping analytics not only identifies those
highly influential clinicians, but also the strength
and breadth of their impact. These are the clinicians
who will be imperative to the success of your brand.
Understanding the existing relationships among
HCPs not only optimizes your ability to connect
with them, it also maximizes the impact of market-
ing communications in achieving the desired clinical
behavior change.

Targeting influential clinicians dramatically im-
pacts prescribing rates among peers within their
network. A study that quantified the impact of
social interactions and peer effects in the context of
prescription choices by physicians showed that the
recommendation of an influential peer was more
than 100 times greater than the impact of sales rep
interactions with physicians.'

The most influential
clinicians within a network
are leveraged to achieve
the desired clinical
behavior change among
your targets.
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Big Analytics can identify those clinicians who
drive behavior change. This core group of experts
has the unique ability to impact the cate of patients
well beyond their own practices. As leaders within
their networks, these highly regarded and influential
leaders measurably impact the clinical behavior of
peers within their networks and thus have the power
to facilitate the adoption of therapeutic approaches
to optimize patient outcomes. With a keen under-
standing of the power of scientific leadership within
a network, Al-based network mapping in combina-
tion with natural language processing can identify
national key opinion leaders and local clinical lead-
ers. These physicians have the greatest measurable
ability to impact clinical behavior. Collectively,
these solutions help optimize patient care by facili-
tating the diffusion of therapeutic innovations.

It is clear that companies with data-driven
cultures do more with less. They're able to turn
data-driven insights into action, which allows them
to deliver products and services efficiently and effec-
tively to exceed customer expectations and achieve
operational excellence. However, Big Analytics of-
fers much more. Data analytics allows companies
to create a strategic roadmap for innovation and
engagement. Analytics does not just provide infor-
mation, it guides action.

“Without data, you're just another person with
an opinion,” noted W. Edwards Deming, a leader
within the quality improvement movement. Today,
every company has access to Big Data. Without an-
alytics, you are just another company with data.

Editor’s Note:
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81qd, an advanced health care data
analytics company, provides life-
sciences organizations with customized,
cost-effective solutions designed to
maximize their brands’ commercial
potential through all stages of product
development and commercialization.
For more information, visit 8lgd.com
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81qd advanced network analytics let you harness the
power of artificial intelligence and real-world data

to enable network-based marketing that gives your
commercial strategies an essential boost.
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