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Different perspectives on challenges and opportunities for 
using RWE, HEOR, and Market Access throughout the 
product lifecycle

VP, Value and Outcomes Research

COMPASS Pathways

Industry Perspective

Lucinda Orsini, MD, MPH

VP, Real-World Evidence & Data Analytics

Lumen Value & Access

Real-World Evidence

Kathy Belk

Research Scientist, HE Modeling & Analytics

Lumen Value & Access

Health Economic Modeling

Koen Degeling, PhD, MSc

Sr Director, Head of Global Access, Value & Pricing 

Lumen Value & Access

Market Access and Pricing

Ramiro Gilardino, MD, MSc
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Discussion with Speakers and Audience
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Real World Evidence Crosses the 

Product Life Cycle and Value 

Paradigm

RWD and Value 
Proposition “Life Cycle” 

• Develop an understanding of:

– the disease, available treatment, burden, 

patient population, and reimbursement

• Informs:

– Clinical trials including endpoints and 

design, economic models, and place in 

therapy and VALUE PROPOSITION

• Start with the end in mind

– What do you want to say

– When do you want to say it

– Who do you want to say it to?
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Compass® template.

Value Stakeholders
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*https://ismpp-newsletter.com/2017/03/14/heor-why-it-is-changing-the-world-of-medical-publications/

*
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Providing REAL understanding of the disease, the landscape, 
and the innovation

4

Phase 2Phase 1 Phase 3 Registration Post-market / ReimbursementProduct 

Launch
Increased Competition
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Treatment 

patterns

Sub populations & 

New indications

Optimizing 

clinical trialsBurden of illness 

& Unmet need

Target 

population Natural 

disease 

course

Treatment 

landscape

External 

controls

Real-world 

outcomes

Surveillance

RWE bridges the knowledge gap 

between RCT and what happens in 

everyday practice to strengthen the 

overall value story.

Comparative 

effectiveness

Landscape assessment

Clinical trial design

Support value story post-launch



Confidential property: Not to be used without written authorization from Healthcare Consultancy Group

Early health economic modeling for effective and efficient 
product placement and evidence generation
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Phase 2Phase 1 Phase 3 Registration Post-market / ReimbursementProduct 

Launch
Increased Competition
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Headroom 

analysis

Evidence 

generation
Optimal 

trial design

Full health 

economic analysis

Value of further 

studies

Product 

positioning

Budget 

impact

Real-world health and 

economic outcomes

Cost-effectiveness 

in subpopulations Health economic analysis 

incl new competitors

Well-conceptualized early 

models are cost-effective as 

they evolve with new evidence 

throughout the lifecycle
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Timely market access strategies to ensure consistent 
messaging and establish evidence requirements
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Phase 2Phase 1 Phase 3 Registration Post-market / ReimbursementProduct 

Launch

Dossier

submission

Increased Competition
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Landscape

assessment

Early 

PR + MA environment 

scan

Comparative 

Pricing 

assessment

HTA 

Horizon 

Scanning

Stakeholder 

engagement

Full global or local market PR + MA 

environment scan

Pre

launchh 

Pricing 

and 

Access 

strategy

Value Platform

Payer dialogues

HTA submissions

New indication assessment

Life cycle 

management studies

(RWE)

Pricing dialogues

Strategic Access Solution at Launch & Life Cycle 

management

HTA, Health Technology Assessment; MA, Market Access; OTC, Over the counter; P&R, Pricing & reimbursement; PR, Pricing.
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Discussion

Utilizing RWE and HEOR throughout 

the product lifecycle: from product 

positioning to market access and 

reimbursement
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Real-World Evidence

Kathy Belk

Health Economic Modeling

Koen Degeling

Market Access & Pricing

Ramiro Gilardino

Industry Perspective

Lucinda Orsini
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Thank You!

Come and meet the Lumen Value & 

Access team at Booth 202!


