Medicare Part D Price Negotiation

1 Negotiation discount

Significant price reductions
are expected
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51%-60%

41%-50%

21%-30%

31%-40%

2 Impact on non-selected drugs

Negotiated maximum fair-price
will significantly impact
same-category brands

73% 18% 9%
Very much Moderate Notatall
or extremely or slight

What industry executives believe the impact will be

3 Expected areas of impact

Oncology and diabetes
will be hit hardest

22% Immunology

9% Anticoagulants

2%, Asthma, COPD

Over half believe discounts will
exceed 31%. (N=73)

Source: ICON webinar survey responses

Atiendee Roles
siatistics represented

91% believe that same-category drugs will
be at least moderately impacted. (N=84)
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Oncology, diabetes, and immunology
categories are expected to be the areas
most likely impacted. (N=82)
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4 Key takeaways

BOTTOM-LINE REALITY:
Price reductions are likely to
have a significant impact on
manufacturer profitability

WIDESPREAD IMPACT:

Pricing for drugs in the same class
as a negotiated drug is likely to

be affected

AN ONGOING CONCERN:

The process will continue with
additional drug selections in
future years

A SHORT TIME FRAME:

Companies will have just one month
after the selection of their drugs to
prepare their price justifications

ACT NOW:

Advance preparation should play
an important role in managing
the impact

with the experience and skills to leverage it into actions. Our team at ICON Market Access understands
nces for tailored strategies. Our expertise in healthcare decision-maker engagement, our proprietary
akeholders, and our experience and suite of solutions 1o facilitate both digital and in-
nteractions and their resonance.

\ i oring how we can support you. For additional information on our team and customizable
visit ICONpIc comlaccess or contact us at ICONplc.com/contact
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