Reality Check: Dermatology: Acne

Coverage

Drugs

A review of market access for
the dermatology-acne class
reveals the differences in
coverage across each major
channel. Commercial
formularies are the least
restrictive by far, while
around seven-eighths of
Medicare Part D lives are

restricted or not covered.
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Payers

Payers implement a variety
of reimbursement
restrictions for dermatology
agents for pharmacy benefit
lives. While step therapies
exist for all products on at
least some formularies, prior
authorizations create a much
more complex landscape
due to their heavily

restrictive nature.
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Trends

Pharmacy Managers Implement Big Data

Recently, we see that a handful of pharmacy benefit managers use big
data to identify opportunities for cost savings in their reimbursement
structure. One examp|e shows that Optume recent|y increased the
amount of restrictions on branded acne products after seeing a spike in

acne spend for their largest plans under UnitedHealth.

Via Bloomberg
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Expanding Generic Influence

Branded dermatological brands face an incredible amount of generic
competition. Recent news around the Australian-based Mayne Pharma
reveals how significant the opportunity for new manufacturer players in
this space is. Mayne recently skyrocketed in the U.S. pharma scene by
taking over a large portfolio of Teva/Allergan generic products but they

also are known for their acne brand, Doryx.

Via FiercePharma
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http://www.bloomberg.com/news/articles/2016-06-27/pharmacy-managers-unleash-big-data
http://www.bloomberg.com/news/articles/2016-06-27/pharmacy-managers-unleash-big-data
http://www.fiercepharma.com/pharma/mayne-scoops-up-42-meds-from-teva-allergan-652m-deal
http://www.fiercepharma.com/pharma/mayne-scoops-up-42-meds-from-teva-allergan-652m-deal
http://fortune.com/2015/09/23/drugs-biggest-price-gains/
http://lab.express-scripts.com/events/from-cholesterol-to-hemophilia-managing-the-spectrum-of-specialty-care-and-costs
http://www.health24.com/Medical/Arthritis/Knee-Pain/can-viscosupplements-alleviate-arthritic-knee-pain-20151211
http://www.businesswire.com/news/home/20150709005612/en/Anika-Therapeutics-Announces-Positive-Results-Follow-up-Study
http://www.prnewswire.com/news-releases/market-access-impact-asthmacopd-us-300199752.html
http://www.firstreportnow.com/articles/dermatology-devices-market-expected-grow-4-billion-2019
http://www.fiercepharma.com/pharma/mayne-scoops-up-42-meds-from-teva-allergan-652m-deal
http://www.bloomberg.com/news/articles/2016-06-27/pharmacy-managers-unleash-big-data
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Key Findings

Characteristics
Omni-Channel Promotion Revolution
Manufacturers deploy a variety of promotional techniques in this
evolving drug landscape. Less than a decade ago, dermatologists Acne

were identified as one of the most receptive group of HCPs to
pharmaceutical sales rep visits. While they still may be more wel-
coming than other specialties, limited access to physicians demands
the utilization of other channels. Non-personal promotion is now

commonp|ace 'FOF branded acne pharmaceutlca|s. Step therapies et Yo areune

17% of pharmacy benefit lives.

When these policies are present,
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comp|ex market access |andscape for the acne market basket. A
significant percentage of top payers implement utilization
management approaches to control costs and manage patient While prior authorization policies

populations. Prior authorizations are specifically strict for branded only exist for about 27% of payer
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restrictive to the FDA-approved

label when they do exist
Market Access Differences Between Channels

Manufacturers face a complicated ecosystem due to the market
access variances across each coverage channel. Medicare Part D
coverage is the most restricted overall, with payers not covering
branded treatments for roughly 70% of payer-controlled U.S. lives.
While commercial formularies feature acne treatments as preferred
products for the greatest percentage of lives, managed medicaid

covers products at some level for over 90% of lives.
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