Providing GLOBAL ACCESS

P [sabel Torres, Global Head, Access to Medicines Initiative, Takeda, talks
about the company’s strategy for providing access to its medicines in less

developed healthcare systems.

PV:What is your vision for the Access to
Medicines Initiative?

TORRES: We wanted to expand our already ex-
isting commitment to global health. The idea is
to give eligible patients in evolving healthcare
systems access to our innovative and potential
life-saving medicines, even if they don't have the
ability for paying the full cost of the treatments.We
are implementing our Access to Medicines (AtM)
program with our oncology medicines.We are also
targeting specialty medicines for inflammatory
bowel disease and, of course, our vaccines candi-
dates for dengue and chikungunya.

Takeda has a very strong presence in Southeast
Asia and Latin America. However we didn't have a
presence in Africa. We recently opened an office in
Nairobi, Kenya, making Takeda the first Japanese
pharma company to have a physical presence in
sub-Saharan Africa.

We are taking a not-for-profit approach in
Kenya. This means that any profit we do see will
be re-invested in Africa. We believe that we need
to have a sustainable approach. The way to have
this sustainable approach is, of course, to work
with partners.

We are working with several partners to en-
hance local cancer management capacities. We are
trying to increase access not just to treatments and
to our medicines, but also to diagnosis. To address
this challenge, we have facilitated the creation of
the Kenya Oncology Foundation with the approval
of the MOH that brings together private hospi-
tals, public hospitals, and the University of Y
Nairobi. One problem in Africa is a shortage
of oncologists. To address this problem
we have agreed to support a number of
first year fellowships in oncology, in a pub-
lic-private partnership with the University
of Nairobi.

We have also signed an agreement with
the Elewa Cancer Foundation to train general
practitioners in early cancer screening and
diagnosis.

At the same time, we are also
working on treating diabetes
and hypertension in sub-Sa-
haran Africa.We have signed
an agreement with the Pan
African Health Foundation
to establish a long-term
partnership with selected
counties within Kenya to
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have a mobile clinic where we can screen for and
treat diabetes and hypertension.

In terms of Southeast Asia and Latin America,
we are taking a different approach. We are devel-
oping programs to address other barriers such
as accessibility and availability. For example, in
the Philippines, because of the geography of the
country — it is made up of thousands of small
islands — people don't have access to diagnostics.

In Brazil, we have launched Entyvio for inflam-
matory bowel disorders, which is administered
through infusion. Because price and access to
infused medications are barriers for patients in
Brazil, we created a patient support program in
conjunction with a number of infusion centers as
follow-ups for the patient.

PV:Why is Takeda pursing these initiatives?

TORRES:Takeda believes that the pharma industry
has a critical role to play in increasing access to
medicines. However, of course, we cannot work
alone. Again, we recognize that we have to join
forces. It cannot just be the responsibility of one
pharma company to address all the barriers, or
indeed just our industry.We need to work together
with all the other stakeholders to increase access
to medications for patients.

Our vision is that eligible patients who need
our innovative and potentially life-saving med-
icines should have access to them. This is our
mission. We should try to find innovative and
creative ways to work with government
and other stakeholders, as much as
possible, to do whatever needs to

be done.

Africa is a good example
where we are working with a
range of NGOs, private and pub-
lic hospitals, universities, patient

associations, other pharma compa-
nies, payers, and the government.
Within a category such as oncol-
ogy in less developed coun-
tries, all of the stake-
holders need to come
together to address
patients’ needs.
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PV:How is Takeda ad-
dressing affordability
of medicines?

Takeda’s Access to
Medicines Initiative

In August, Takeda launched a new initiative
aimed at increasing access to its medicines.
The program is focused on countries with
less developed and evolving healthcare
systems in areas such as Latin America,
South East Asia, and Africa.

Takeda's Access to Medicines (AtM)
strategy focuses on increasing access
to medicines in oncology and specialty
gastroenterology, as well as its vaccine
candidates for communicable diseases
such as dengue and chikungunya. Takeda
is also working to improve patient access
to some of its diabetes and hypertension
medicines.

The initiative aims to address multiple
access barriers, including development of
AtM-targeted life-cycle management for its
existing medicines, accelerated
registration of its innovative medicines,
increased participation of local centers in
clinical trials, and establishment of early
access programs.

Two key programs include the Takeda
Initiative, a 10-year program started in
2010 to partner with the Global Fund to
Fight AIDS, tuberculosis, and malaria by
strengthening the capacity of healthcare
workers in Africa; and HERhealth, which
works to address the need for women’s’
health awareness and services.Takeda
has supported the initiative since 2015
and aims to expand the program reach to
women in Ethiopia and Kenya.

TORRES: Eligible patients should have access to
our innovative medicines, even if they don't have
the ability to pay for the full cost of treatment and
Takeda has made a commitment to help provide
access.

In terms of the affordability, we are developing
a number of Patient Assistance Programs, and
Takeda is taking a phased approach to their roll
out.

We will first launch in countries and regions
with areas of urgent unmet medical needs and
where Takeda is currently best equipped. These
are primarily in Southeast Asia, Middle East, Latin
America, and Africa.
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1C NMarket Access

a division of trialcard

Success and growth have led to a dedicated HUB division.

TC Market Access provides patient-centric product support solutions driven by technology
that include reimbursement, affordability, adherence, and clinical services.

Discover how our solutions and
analytics can help your brand:

Scott Dulitz

VP, TC Market Access
scott.dulitz@trialcard.com | 919-415-3232 TC MO r keT ACC e S S

tcmarketaccess.com a division of trialcard
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That’s how it feels
when your brand thrives.
The sky’s the limit when

you have the right kind of nutrition. Which
is what Calcium delivers: nourishing
strategic insights, compelling creative
ideas, and technological initiatives that
stimulate action and drive growth. Is your
brand or business hungry for a positive
change? Get a taste of Calcium. You'll find
our ‘hands on, nonbureaucratic approach
to be refreshingly effective. Let’s build
something strong together. Contact

Steven.Michaelson @ CalciumUSA.com
or 917-612-3290.
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