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Emerging markets



Emerging markets

1Tannoury M. & Attieh Z., Current Therapeutic Research, 2017

• Emerging pharmaceutical markets are a US$350 billion 
opportunity, and now account for 25% of the global market

• Emerging markets have doubled in size in the past five years1

Emerging markets: a growth story

• Longer lifespans, lower incidence of communicable diseases 
and rising wealth are driving growth

• While some basic needs are unmet, there are untapped niches 
for advanced technologies (e.g. rare diseases) 

Convergence with advanced markets

• Market access is a sovereign issue – payers and patients make 
unique decisions in often fragmented marketplaces

• Payers want complex evidence, and decision timelines are long
• An efficient and tailored approach to market access is desirable

A tailored approach



Services



Our network

• Altarnum maintains a roster of over 1,000 
payers and stakeholders in Latin America 
and other emerging regions.

– Subject matter experts are recruited per 
the project needs.

– In some key therapy areas, we maintain a 
permanent KOL roster

• Relationships with payers are managed 
through experienced country affiliates.

– This enables face-to-face interaction, which 
is preferable in some emerging markets

– Affiliates recruit and brief stakeholders and 
help to ensure project timelines are met

– When necessary, we customise research 
materials for each market 

– Deliverables in English are turned around 
rapidly (typically within 72 hours) and we 
offer ‘exit calls’ to provide key local insights

Rapid insights 
delivery

Strategic 
consulting & 

team 
support

Country 
payer & KOL 

rosters

Local 
language 

moderation

Latin America network capabilities



Primary research

• The first step in the research process is to sign the client’s 
standard NDA and understand the project milestones.

• Once agreed, work begins immediately, seamlessly integrated 
with the client team.

Set-up and confidentiality
1

2 • Respondents are screened and incentivised according to the 
client’s specifications and compliance obligations

• Research materials can be customised according to our in-
house knowledge of the subject area

• We can arrange cost-effective translation of the materials.

Screening & materials

• Interview audio is transcribed verbatim, typically into English
• Transcripts are delivered on a rolling basis, often after 

‘pathfinder interviews’ to validate the materials
• Optionally, we can summarise key interview insights to support 

the client team working on the deliverables.

Insights delivery
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Secondary research

• Altarnum provides secondary 
research in English and local 
languages in emerging markets.

• Secondary research insights may 
include:

– Policy trends and insights:

• Regulatory / legislation search

• Personnel and policy impacts

• Time-to-market assessments

– Evidence review:

• Payer evidence requirements

• Local literature search

– Competitor analysis:

• Price / funding status

• Product pipelines

• Case study generation

Illustration: secondary research deliverable

• Chinese

• Japanese

• Korean

• Portuguese

• Russian

• Spanish 

• Turkish

Secondary research language capabilities



Consulting

• Altarnum supports our clients by bringing together 
nationally recognised experts for the technology of interest.

• We have successfully moderated payer summits and 
conducted payer negotiation simulations in-country.

Advisory boards

• Altarnum can also provide cost-effective solutions for online 
discussions via audio and videoconferencing software.

• We offer small payer panels with a rapid turnaround time, to 
provide early insights or feed into global strategies.

Virtual panels

• We offer training to familiarise teams with country systems 
and key topics in market access.

• Drawing on 15 years’ experience, we support client 
deliverables, for example if the team is new to the area.

Team support



Case studies: Asia-Pacific

PRIMARY 
RESEARCH

• Stakeholder research in Japan and China 
for a new option in Progressive 
Supranuclear Palsy

• Landscape and competitive 
analysis, unmet needs and 
willingness to pay (price 
potential) for the product

1
Objectives Outcomes

SECONDARY 
RESEARCH

• Secondary research in vaccines 
procurement and pricing in middle-income 
Asian markets (Thailand, Malaysia, 
Indonesia)

• Published strategic report on 
best practice for evidence 
generation and access 

2
Objectives Outcomes

CONSULTING

• Payer roundtable to develop the value 
story for a novel hyperlipidaemia 
treatment – China, Taiwan, South Korea 
and Thailand

• Report on current clinical 
management, positioning of 
the product in therapy and 
price/access potential

3
Objectives Outcomes



Case studies: Latin America

PRIMARY 
RESEARCH

• Validate TPP for a novel vaccine for a 
tropical disease, surveying 30 market 
access customers in four LATAM countries

• Assess price potential and future 
reimbursement protocol status

• Optimised client’s product 
profile for maximum price

• Aligned value messaging to 
local needs and policy

1
Objectives Outcomes

SECONDARY 
RESEARCH

• Case study generation for a new anti-
infective drug in China, Turkey and Mexico

• Analyse price / funding status and market 
shaping strategy of competitors

• Identified evidence gaps and 
key market access customers

• Developed differentiated 
strategy for the new entrant 

2
Objectives Outcomes

CONSULTING

• Recruit, incentivise and moderate a four-
country payer panel to validate the LATAM 
launch strategy for two orphan drugs

• Held over four days in Miami, USA

• Identified local value drivers
• Developed country-specific 

objection handlers and 
messaging for the products

3
Objectives Outcomes



Case studies: Middle East and Africa

PRIMARY 
RESEARCH

• Understand payer evidence expectations 
and reaction to a target profile of a new 
cystic fibrosis drug – UAE and Saudi Arabia

• Aligned evidence package with 
payer needs

• Plan for navigating non-price 
access barriers 

1
Objectives Outcomes

SECONDARY 
RESEARCH

• Identify and validate the patient journey 
and financial flows in two scenarios, for an 
injectable biologic – Turkey 

• Provided detailed maps with 
patient access hurdles and 
financial flows to develop a 
partner programme

2
Objectives Outcomes

CONSULTING

• Pressure test pricing and market access 
(P&MA) assumptions and determine how 
to best communicate value for three 
biosimilars – Saudi Arabia, Algeria and Iraq

• Validated value messages for 
each product

• Price potential and key 
procurement stakeholders

3
Objectives Outcomes



Cost-effective insights

• Altarnum is a virtual consultancy 
focused on market access agencies.

• By limiting our interaction with industry  
sponsors, our costs are reduced.

• Working remotely, we manage client 
interactions through regular telecons 
and daily email updates.

• We are available during UK business 
hours and as the project requires.

• Based in Southwest UK, we have low 
physical overheads and excellent access 
to national and international places of 
business.

Recruitment Moderation Incentives

Deliverables Materials

Typical project costs



Contact us



ALTARNUM CONSULTING

Altarnum is a privately-held market access
consultancy founded in 2010 and based in
Cornwall, UK.

• Altarnum Consulting Limited                  
Cornwall TR3 6QA                             
United Kingdom

• Fixed line: +44 (0)1872 865 836

• Mobile: +44 (0)7971 853 043

• Skype: emplondon

• www.altarnum.com 

• ben@altarnum.com 

Altarnum capabilities – July 2015

BEN SHANKLAND

Altarnum Director Ben Shankland has a
decade's experience in market access:

• Founder and Head of Emerging Markets
at Double Helix Consulting (now McCann
Health), 2008-2011.

• Fluent in Spanish and Portuguese, with
an extensive personal network in Latin
America and other emerging regions.

• Master’s from Oxford University and 15
years’ experience in emerging markets
access and pricing.

Contact us



Thank you


