
Helping 
Life Sciences 
rethink value.

inbeeo.com

Tailored solutions for today’s toughest market 
access challenges, helping you to prepare for 
tomorrow’s value-based healthcare.



Our vision is a world where the value  
of health technologies is fully realised. 

Let’s close the value gap.

Life Science industry leaders are 
struggling to realise the true value of 
their products and services.
Inbeeo is here to help fully realise the 
value that can be gained from health 
technologies for patients, payers, 
physicians and healthcare systems, in a 
holistic and innovative way.
At Inbeeo we believe that alongside 
scientific challenges, careful planning 
for, realisation of and demonstration of 
value is a key challenge for life science 
companies. 
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Who we are

with our partners to solve the toughest 
challenges within pricing, reimbursement 
and market access, whilst also helping you to 
prepare for tomorrow’s value-based healthcare.

We are on a mission to help you to create 
superior value and optimize healthcare 
worldwide.

We are an independent 
company co-creating 
solutions...

Our expertise across a wide 
range of therapeutic areas, 
including...
oncology, orphan and specialty products, has 
helped us to develop structured methods and 
approaches to generate solutions for even the 
toughest pricing and market access challenges.  

You will get the best open and honest strategic 
advice as well as practical operational execution 
from a team that is globally networked with 
specific expertise across key markets within 
Europe, USA, Canada, China, and Japan.
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We will provide you with a tailored personal 
service – not a cookie cutter approach. Each 
Market Access journey is unique and should 
be treated as such

We genuinely care about each project we   
undertake and hold ourselves accountable to 
meet  our partners needs and goals

Each phase of your project is carefully 
thought  through, planned and designed 
to ensure the best  approach is selected to 
achieve impactful results

We will give you a clear and transparent price 
for  your project

The people that you meet are the people 
that do  the work

We will get it right first time, on time and   
on budget

Dedication – We commit ourselves to 
delivering  your project to the highest 
standards

Innovation – We strive to provide you with 
new  and creative solutions to your individual 
challenges 

Integrity – We never compromise on doing 
 the right thing for our team, partners  and 
wider society

Open-mindedness - We strive to think 
 ‘outside-the-box’, approaching our 
partnerships  and projects with fresh eyes 
and an open mindset 

Passion – We are motivated and inspired 
by  working with you to contribute to the   
improvement of healthcare worldwide

Growth – We grow as individuals and as one 
team  and we are aligned with our partners 
on achieving  growth for their business and 
for ours.

Our commitments to you

Our core values
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Our mission

With our vision in mind, we have aligned 
our services and products to four key 
mission areas: 

All health technologies should be 
priced according to the value they bring 
to patients, healthcare systems and 
society. We have tools and methods to 
help you to solve that equation.

Maximising the value of health 
technologies requires making the right 
decisions at the right time. We apply 
best-in-class strategy development 
methods tailored to your needs.

Understanding inevitably starts with 
data. We help you collect data and 
translate this information into insight 
and action.

Even the best strategies will fail without 
proper execution. We partner with you 
to translate your asset value and pricing 
strategy into an operational reality.
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Help you to price right

Help you to define 
 the strategy

Help you to  
understand the data

Help you to 
operationalise  
the value
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Price right

All health technologies should be priced 
according to the value they bring to patients, 
healthcare systems and society.  Our pricing 
solutions can help you to address a wide 
range of complex needs, including - 

Realising a price for your innovative asset based on 
its true value

Fully understanding payers’ monetary thresholds 
to support Value-Based Pricing decisions

Understanding the potential pricing zone and 
access barriers, and how to overcome or  minimize 
these

How different clinical and HTA scenarios can 
 impact the probability of achieving your target 
 price for your asset

Performing agile portfolio evaluations, comparing 
assets across your portfolio based on their 
likelihood of pricing and market access success

Gathering primary and secondary pricing insight
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PRICING & REIMBURSEMENT, RESEARCH, 
INTELLIGENCE & SCENARIO PLANNING:

Landscape assessment of asset needs within   
therapy area/indications

Gap analysis and implications for asset  including 
implications of current and future  landscape on 
asset access strategy

Value drivers of therapy area/indication and   
payers’ sentiments

Pricing analogue studies

Pricing scenarios at geography level to assess   
short-, medium- & long-term outcomes and   
impact on assets

Pricing implications of target assets and  indication 
choices/prioritization strategy

Pricing potential of assets in countries of  interest 
to support investment decisions

Pricing strategy and policy document 
development

Price calculators to estimate maximum  
achievable price

Interactive pricing dashboards

NET PRICE CALCULATOR FOR ASSET 
COMPARISON

VALUE NARRATIVE ASSESSMENT, 
REFRAMING AND RETESTING TO POSITIVELY 
IMPACT ON PRICING ESTIMATES

Creation of your assets target product profile 
and value proposition and identify supporting 
evidence generation requirements

Example tools and services we 
utilise to support you  to price 
right include:
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Generation of custom 
value frameworks 
tailored to 
demonstrating the full 
value of your assets.

We work with you to 
identify your assets 
key value drivers, 
quantify their benefit 
and distil these into 
intuitive value metrics 
and an associated 
value-based price.



Gain the deepest 
 understanding of the data

Understanding inevitably starts with data. 
We help you collect data and translate this 
information into meaningful insight and 
action to help you - 
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Understand the evidence requirements for 
 access for your asset / indication / therapy area 
 across geographies

Identify and recommend actions to support   
your evidence generation, pricing and 
 reimbursement plans

Obtain payer insights to inform the future 
 evidence generation strategy

Pressure-test your Target Product Profile and 
Value  Proposition, including the evidence base 
required  to support this

Identify key value drivers to develop data 
 generation strategies to maximize your asset’s 
 value performance

Gain an in-depth understanding of value from 
the  eyes of the relevant decision-makers



DATA ANALYSIS & ACTIONABLE INSIGHT 
RECOMMENDATIONS

In depth qualitative research

Claims data analysis

HEOR data analysis from heterogenous 
sources  to support Pricing, Market Access   
and Reimbursement

Country level surveys

Interactive pricing dashboards

MODELLING TO SUPPORT MARKET 
ACCESS  & PRICING

Budget Impact Modelling

Health Economic models for pricing

Price-Volume modeling

Value-based pricing

Value-frameworks

Critical review and appraisal of health  
economic  models including 
recommendations to strengthen  models  
and submissions to HTA agencies

Example tools and services 
we utilise to support you to 
understand the data include:
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Define the right  
value strategies 

Maximizing the value of health 
technologies requires making the right 
decisions at the right time. We apply best-
in-class strategy development methods 
tailored to your needs to -
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Gain early payer / regulatory / competitor 
landscape and pricing estimates in target 
countries of interest

Evolve your market access strategy and 
operational plans, considering environmental 
changes and likely challenges 

Rate the value of your asset relative to analogues 
or comparators to support decision stage gates, 
portfolio management or pricing

Establish the potential value drivers and the 
impact that value improvement in this domain 
can have on access and pricing



LANDSCAPE ASSESSMENTS, ANALYSIS  
& PLANNING

PRODUCT AND PAYER VALUE 
PROPOSITION DEVELOPMENT, TESTING 
& COMMUNICATION

PRE-LAUNCH MARKET ACCESS 
ANALYSIS, PLANNING & 
RECOMMENDATIONS

PAYER PERCEPTION RESEARCH ACROSS 
GEOGRAPHICAL LOCATIONS

INDICATION SELECTION & EXPANSION

PAYER STRATEGY & INSIGHT TO INFORM 
FUTURE CLINICAL STUDY DESIGN

Example tools and services we 
utilise to support you to define the 
right value strategies include:
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Create a Target Product Profile and Value 
Proposition, including the evidence base 
required to support this

Provide a ‘deep dive’ value framework 
assessment and identify key value drivers 
relevant to your asset, therapy area, clinician, 
patient and payer perspectives within the 
country of interest

Develop product and payer value propositions 
and test effectiveness of communication 
messages

Operationalize the value

Even the best strategies will fail without 
proper execution. We partner with you 
to translate your asset value and pricing 
strategy into an operational reality,  
enabling you to -



PAYER TOOLKIT DEVELOPMENT

Payer agreements development

Payer engagement strategies including 
recommended approaches and implementation 
support

Payer negotiation tools, objection handlers, 
guidance documents and mock negotiation 
support/negotiation readiness assessment

OPERATIONALISE YOUR PRICING STRATEGY

Pricing simulation tool to account for multiple 
options e.g. dosing, geography, comparators

Workshops with local affiliates to pressure test 
assumptions with the pricing simulation tool

Country needs assessment to support budget 
and resource allocation ahead of product launch

Dissemination of final recommendations/
communication/workshops to internal and 
external audiences

ASSET OPTIMISATION

Product line pricing optimization and 
rationalization support

Example tools and services 
we utilise to support you to 
operationalise the value include:
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At Inbeeo we truly believe that the adoption 
of value-based healthcare is fast becoming 
a necessity. There is a need to address the 
increasing challenge healthcare systems are 
facing in being able to provide access to new 
and innovative technologies while adhering 
to budget and resource constraints.

What is i-vbp®

The future of  value-based 
pricing
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What is i-vbp®

it is vital to encapsulate all the attributes of 
value that a new product brings into a single 
value framework. Being prepared for the wider 
use of value frameworks is essential to ensure 
the future success of your assets.

through an easy-to-use application combined 
with dedicated Inbeeo support. I-vbp® is a 
multi-platform application, compatible with 
mobile devices and hosted on secure servers 
so it is always accessible, always up-to-date 
and always safe.

tailored to demonstrate the full value of your 
assets. We work with you to identify your 
assets key value drivers, quantify their benefit 
and distil these into intuitive value metrics and 
associated value-based prices.

To achieve a truly  
value-based system...

i-vbp® puts the power of Multi-
Criteria Decision Analysis 
(MCDA) value frameworks in 
your hands...

Inbeeos’ i-vbp® is a tool that 
enables the generation of 
custom value frameworks...

i-vbp®  
Technology 
Our bespoke 
framework 

application and set 
of custom designed 

pricing methods.

Together we can successfully 
demonstrate the full value of your assets

+

Inbeeo 
Partnership 
Our best-in-

class methods 
for gathering 

value and 
pricing insights.
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We work with you from the very 
beginning to define the right framework 
for your needs. Value frameworks are 
completely transparent and can be 
dynamically modified to reflect different 
locations and stakeholder perspectives so 
that results are easy to communicate with 
key stakeholders. 

Why i-vbp®

Navigating current value frameworks can be 
a tricky and confusing process due to their 
varying methodologies, focus on specific 
therapy areas, and differing perspectives. 
Because of this we designed and built i-vbp® 

with simplicity and transparency in mind. 
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Why i-vbp®

i-vbp® is embedded into a number of our 
service offerings, playing a pivotal role in 
helping Inbeeo solve your toughest market 
access challenges:

Triangulate your assets’ 
value-based price

i-vbp® bespoke value 
frameworks ensure you 
capture value that is relevant 
to your asset, the therapy area 
and your key stakeholders 
providing you with a true 
value-based price

Assess how your assets 
perform on established value 
frameworks

i-vbp® is able to apply the 
methodology from existing 
value frameworks including 
ASCO and ESMO oncology 
frameworks

Identify data generation 
strategies to maximize the 
value of your asset

Using i-vbp® with your pipeline 
assets will highlight key value 
drivers, domains and the 
dimensions of value that may 
currently be under supported 
with your current clinical 
development package

Benchmarking your assets 
value against current 
standard of care

i-vbp® enables you to generate 
a quantifiable pricing estimate 
for your assets based on the 
current pricing landscape and 
your assets value premium

Objectively evaluate your 
portfolio and pipeline 
products

i-vbp® allows agile and 
quantifiable comparisons 
between assets within and 
across portfolios, giving you a 
view of your products current 
and maximum potential value
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Price right case study

How a fast, agile and robust price 
triangulation across multiple rare blood 
disorders supported an asset indication 
prioritization strategy.
IMPACT 
Inbeeo adopted an agile and robust approach to the research to ensure that the project 
was completed in 2 working weeks - in time for the client’s portfolio review.

The pricing calculator developed for the client was used to inform their indication 
prioritization strategy.

HOW WE APPROACHED THE CHALLENGE 
Inbeeo developed a price calculator for IVIG 
treatments in major markets based on:

A re-analysis of the initial claims’ dataset

A small number of targeted expert interviews

List prices of the main IVIG brands

Insights on hospital rebates

INBEEO’S CLIENT 
A large biotech company, was developing a 
novel monoclonal antibody in the treatment 
of multiple rare blood disorders. To inform 
their strategy, they needed a price estimate 
of their main comparator, intravenous 
immunoglobulins (IVIG)

THE CHALLENGE 
Treatment regimens with IVIG are 
complex and diverse and involve hospital 
stays, often making the assessment of 
their total costs challenging

Inbeeo Pricing Dasboard
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Understanding the data case study

How combining qualitative insights with 
survey outputs enabled deep understanding 
of payers’ preferences of the value a phase 
3b multiple comparator study will bring in 
drug-resistant epilepsy.
IMPACT 
The value and pricing outputs from the DELPHI panel, and accompanying advisory board 
were key elements informing the internal decision-making framework surrounding the 
Phase 3b multiple comparator study.

HOW WE APPROACHED THE CHALLENGE 
We used an adapted DELPHI approach, which 
enabled the establishment of consensus  
through agreement or disagreement to a series 
of carefully selected statements, over two 
rounds of survey. Key study outcome scenarios 
were tested in terms of their likely impact on 
reimbursement, pricing and their placement.

The results of the DELPHI survey were  
combined with qualitative insights generated 
through an advisory board held with US Payers.  
This allowed for a deep unbiased  
understanding of payers’ preferences on  
multiple aspects of the potential Phase 3b study.

INBEEO’S CLIENT 
Wishes to understand payers’ perspectives 
on the added value of performing a Phase 
3b multiple comparator study of their asset 
in drug-resistant epilepsy (DRE)

THE CHALLENGE 
The DRE landscape is highly competitive, 
and it is critical to understand factors 
which can differentiate a new drug from 
its competitors. An active-comparitor 
trial requires significant investment 
and carries potential risks, and so the 
potential added value from a 3b study 
must be compelling.

“There is sufficient evidence to support the use 
of Product X in the treatment of DRE” 

consensus       %               1             2               3               4                 5

Yes           79%

Region            %               1             2               3               4                 5

US            56%

EU             65%

Strongly diagree

Disagree

Neutral

Agree

Strongly agree

2.1

3.1

1.9

Median score 

Key

Case study
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Define the strategy case study

How developing an early payer value 
story and value messages supported a 
differentiated offer within neurology, 
covering multiple possible scenarios at 
global and regional levels.
IMPACT

HOW WE APPROACHED  
THE CHALLENGE 
Inbeeo suggested a multi-step 
approach from identifying the 
potential product value within 
Unmet Needs and current SoC 
across scenarios, to include 
engagements with internal 
stakeholders (global & regional) 
for alignment on product vision 
and regional adaptation.

INBEEO’S CLIENT 
Our client, a mid-size biopharmaceutical 
company partnered with Inbeeo to develop 
a payer value story that can consider 
different clinical outcomes and be adapted 
to payers across targeted geographies.

THE CHALLENGE 
The asset has a new MoA in the neurology area with 
high unmet needs but in an over-crowded market with 
many low-cost therapies. Still pending of Phase II results, 
internal stakeholders need to understand the assets 
potential value to payers within both best and worst 
case scenarios as well as different (broader vs narrower) 
indications and make plans for the development of 
market access materials that can reflect the product 
value across geographies.

Inbeeo produced a value story that is dynamic, flexible and considers common and 
differentiated value messages across multiple clinical scenarios. 
The material allowed the client to understand the product opportunities and discuss 
strategies that can cover all possible scenarios at global and regional level. 
The material can also leverage payer engagement and product positioning in a 
challenging market.

Case study
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Operationalize the value case study

How focusing on the operational elements 
of pricing strategy supported in-country 
teams to strengthen their approach to 
pricing incremental innovation.

HOW WE APPROACHED THE CHALLENGE 
Given the limited space to manoeuvre with 
the pricing strategy, we focused our efforts on 
the operational aspects of pricing, in a 2-step 
approach.

INBEEO’S CLIENT 
A global speciality company, was actively 
preparing for the launch of a Long-Acting 
Injectible form of their block-buster short-
acting oral equivalent. Inbeeo was tasked in 
helping them to operationalize their pricing 
strategy in Europe.

THE CHALLENGE 
Payers usually poorly reward 
incremental innovation and the 
equivalence between long-acting and 
short-acting therapies is complex.

IMPACT
The operational outputs of the project allowed the in-country teams to fine-tune and 
strengthen their pricing assumptions for their asset’s incremental innovation. 
A country-needs assessment was added to the final report to aid the global team in the 
budget and resource allocation leading up to launch.

The development of a Pricing  
Simulation tool. 
A series of workshops with affiliates teams  
to use the tool with a view to pressure-test 
their assumptions.
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