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“Unleashing the value of Al”

Bio:

Panl brings 25 years of experience in applying Data Analytics to improve strategic decisions and
business ontcomes. This typically involves working with an organisation’s leadership team to
define their Analytics and Al vision and business case by use case. He then helps build the
related assets that are embedded in operational processes to realise that value.

He has delivered over 50 successful engagements in Health and Life Sciences, including nsing
data to improve Health Care Professional and Patient engagement.  Paul has a BS¢ in
Mathematics and MS¢ in Industrial Mathematics.
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Building new experiences and business models in a world of transformation

EY



I Al provides a unique opportunity for transformation with early adopters particularly in

Life Sciences positioned for long term gains

Leading organisations are at an early stage of adoption

for Al and prioritising investment

Arificial intelligence (A1) | @ ®

Autonomous vehicles or drones ‘

Internet of Things (loT)

Robotic process automation.. '

Physical robotics / automation . .

Industrial Internet of Things.. % *

Cloud computing

15% 20% 25% 30% 35% 40% 45% 50% 55% 60% 65% 70% 75% 80%

Prioritising technology investment (2023)

@ Organisation Outperforming for Shareholder Return

@ Organisation Not Outperforming for Shareholder Return

Early adopters in Pharma are positioned for long

term gains

Global Al in biopharma market size in USS billion

25 % CAGR
(2021 - 2029)

USS1.5B I
JII.IIII

2021 2022 2023 2024 2025 2026 2027 2028 2029

USS$8-9B

Key Drivers Increase in patient
for Life volume and

) complexities
Sciences

investment in

Al - g advancements and
innovations

Technological

Large inflow of
patient health
related data

Growing demand for
personalised medicine

Growing need to reduce
health care costs using
technology

Rising prevalence of
chronic diseases
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I The potential for using Al for value has accelerated with the introduction of Generative Al

Technology appearance

pe s . Artificial Intelligence 0—0
Artificial Intelligence . e —
Al, or artificial intelligence, is a field of computer science that focuses on creating intelligent machines 1943
capable of tasks requiring human intelligence.

Machine Learning 00
Y Y]
. . 1959
Machine Learning
Machine learning is a subfield of artificial intelligence, which is broadly defined as the capability of a
machine to imitate intelligent human behaviour. .
Deep Learning
nommon
Deep Learning 2006
Deep learning is a subset of machine learning, which is essentially a neural network with three or more
layers.
Generative Al Generative Al U
Generative Al is a type of artificial intelligence that can create new content such as images, text, audio, or 2017
video based on the data it has been trained on, using techniques like large language models, transformer
neural networks, and generative adversarial networks.
et
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B The potential benefits are significant

Marketing

Digital & IT

Procurement

45%

increase in targeting accuracy

~30%

Cost Savings

10%

increase in HCP prescribing
and

25%

sales force
reduction

90%

increased efficiency in vendor
selection and

10%

increase in cost
savings

Clinical
Operations

Medical Affairs

Patient Services

Compliance &
Legal

20%

faster clinical trials

20%

increase in HCP engagement

25%-30%

cost savings

44%

task automation

10%-20%

cost savings

15%

improved supply chain
reliability

10%

Increase in product
yield and

15%
Regulatory cost
reduction
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- There is significant opportunity for Al to transform Life Sciences Commercial Operations

SIMPLIFED PROCESS MAP SHOWING POTENTIAL HIGH VALUE USE CASES USE CASES DESCRIPTION
FIELD FORCE ENABLEMENT MARKETING FUNCTION 1 GAl enabled L&D platforms can deliver educational
content, training materials etc.

Al assistants can aid sales representatives with real-time
customer intelligence, sales insights and customer
recommendations

Sales Rep Training & Education Optimise Omnichannel Marketing Deployment 2

Sales Enablement Support 2 Efficient & Effective Marketing Content Creation 2 _ . .
3 Al enabled digital assistant can help field force to draw
field plan for the day, determine NBA/NBO etc.
Virtual Product Demonstrations Content Review and Compliance Approval ) - . )
B Aid personalisation by providing content and solutions

3 across right channels at right time throughout a customer

Digital Assistant for Field Force Social Media Posting & Listening e.g. brand perception journey

6 5 GAl applications can be used for automated content
generation like product catalogue, digital content for
websites, HCP engagement etc.

HCP ENGAGEMENT PATIENT SUPPORT 6 Leverage GAIl for disease mapping, identifying
demographics of people with same diseases, create

Summarise Meeting Notes, Business Reporting Track Population Health to improve Targeting

Personalised Content Generation for Engagement Augment Patient Interactions with Tailored Guides cohorts and improve targeting
7 GAIl enabled applications answer customer queries about

Customer Support /Self-service through Chatbots IL Patient Education B products, services or orders, recording AEs etc.

, ] , , e 10 8 Applying Al on HCP functional (role, geography, etc) and
Brand Bots/Virtual Sales Rep for promoting products Patient Assistance and Remote Monitoring behavioural data to improve segmentation and targeting to

|: drive improved engagement and outcomes
. . 8 .
Al for HCP Segmentation and Targeting Personalised Treatment Plans o GAl enabled chatbots to educate Patients on drug dosage,
disease outcomes and progression

HCPs Knowledge Management Assistants Summarise Patient Condition, Diagnosis and Treatment 10 Virtual Assistants to assist Patients on drug use, dosage

reminders, monitor drug compliance, vital signs and health
indicators etc.

Example deep dives highlighted
on accompanying slides

s
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Il Demo: Customising a campaign for a local market
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https://www.youtube.com/watch?v=HK6y8DAPN_0&list=PPSV
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EY Smart Reviewer is data-driven technology solution leveraging artificial intelligence and natural
language processing to significantly accelerate and optimize the content review lifecycle

Smart Reviewer...

Identifies spelling, grammar, and SmPC pharmaceutical references

Highlights common challenges, e.g., fair balance, brand vs. generic
usage, need for language softening

Learns from standardised examples and becomes more familiar with
client-specific content over time, improving accuracy of findings

Categorised annotations by area of specialty that they are tied to

Smart Reviewer...

Does not change or edit content

Is not a replacement for reviewers

Is not able to read images/screenshots (Al industry challenge)

Is currently not setup to ingest assets in other languages




- Streamline market access operations making them more efficient

Within market access there is continued reliance on manual processes to generate content such as HTA submissions and value dossiers, and to

manipulate data such as economic models. However, Al offers a promising future where these resource-intensive tasks can be streamlined, improving

efficiency and scalability. Beyond that, it amplifies the capacities of market access teams, accelerating complex problem solving, providing

customised content generation, and automating previously manual processes.

Al in Market Access & HEOR

Literature Review and Analytics HEOR Modelling Content Generation
> SLR screening and synthesis automation > Cost benefit and effectiveness model optimisation Dossier creation (HTA dossiers, GVDs)
. R and outcomes prediction . . .
> Payer data analytics and visualisation Objection handling generation
. . > Real-world evidence analysis for pattern
> Comparative effectiveness research identification
> Use of RWE to establish knowledge about disease < PICO analysis support for research questions
burden, efficacy and safety formulation
Value Based Contracting & Outcome; Pricing and Reimbursement Patient Services
based Contracting
> VBC predicative outcomes forecasting > Dynamic price optimisation Patient support program automation and
. . . . . . . personalisation
> VBC scenario planning simulation > Reimbursement customisation for patient and
offices
> Outcomes-based contracting design
> Payer negotiation scenarios and war-gaming
> RWE to support economic value, including for
budget impact and to support claims
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Problem solving

Content generation Process automation

ew); HEOR (health economics and outcomes research); PICO (population, intervention, control and outcomes); HTA (health
(global value dossier); VBC (value-based contracting)
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Jl Understanding the value drivers of an integrated omnichannel customer engagement
ecosystem to drive effective HCP engagement...

New realities in
customer
engagement

1. Explosion in
digitalisation and
content volume

RIGHT
APPROACH

CONTENT

Customised content

understand customer with focus on

preferences/ needs/ relevance for
journey customer

CUSTOMERS

Segmentation to

OMNICHANNEL RIGHT

Z RISIng CompIeXIty Of Data driven insights CUSTOMER CHANNELS
therapy areas and on performance ENGAGEMENT Adopting impactful
. . metrics to enable channels for
Pl pel ine operational ECOSYSTEM dissemination of content
effectiveness
3. Hyper- 0«7@ RIGHT TIME FEISIGIXT .
: : ", Choosing the timing of ()
perSOnallsatIOl’l Of %/, maxirgum irtr_1pactf and Easy to comprehend, \()\QO\'O
1 absorption o i
customer journeys inforr‘r)]ation standardised, C

4. Evolving customer
preferences
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compliant format

Key considerations
for Life Sciences
organisations

1. Scrutinising
relevance of
content

2. Modularising
content structure

3. Unifying customer
experiences across
channels

4. Enabling speed to
market



...and where Al can support

Al ENABLED AND OPTIMISED OMNICHANNEL CUSTOMER ENGAGEMENT ECOSYSTEM

RIGHT
CUSTOMERS

Segmentation to
understand customer
preferences/ needs/
journey

RIGHT
APPROACH

Data driven insights
on performance
metrics to enable
operational
effectiveness

RIGHT TIME

Choosing the timing of
maximum impact and
absorption of
information

» Identify new HCPs earlier in the patient

pathway

» Expand segmentation to consider both

behavioural and role / regional data and
leverage Al to create more refined and
statistically valid groupings

» Assess the effectiveness of HCP Engagement

performance metrics by new segment and
product

» Identify the optimal engagement strategies

per segment and rep

» EY research shows that many HCPs are
“overwhelmed” with medical material

» More refined and dynamic segmentation
and performance monitoring will help
identify when and how often to target each

group
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RIGHT
CONTENT

Customised content
with focus on
relevance for

customer

RIGHT
CHANNELS
Adopting impactful

channels for
dissemination of content

RIGHT
FORMAT

Easy to comprehend,
standardised,
compliant format

Automate across the medical marketing
material value chain

Understand and customise specific material
per segment to increase impact

Understand the evolving HCP channel
preference and maximise the use of digital
and remote where preferred

Customise the interventions to align with the
needs and characteristics of each HCP

» Automate the review process to ensure

consistency and compliance

» Leverage LLMs to simplify wherever possible

EY



Al holds considerable potential to enhance the patient journey and improve patient
outcomes, by addressing many common patient pain points

Screening & Diagnosis

Treatment

Management

Common Pain
Points

Challenging diagnosis

Missed or delayed diagnosis

Long waiting times

Difficulty scheduling appointments

Treatment side effects

Lack of personalised attention
Coordination of care

Mental health support

Management of symptoms
Multi-comorbidity management
Lack of social support

Opportunity

Earlier identification of patients
Enhance diagnostic speed and precision
Support patients with appointment
scheduling

Enable patients to manage side effects at home
Enhance care pathway experience for patients
Digital solutions to support mental health
hygiene

Use of RWE to drive decisions and personalise
treatments

Management of symptoms remotely
Solutions to support medication management
Peer support solutions

Role of Al

Identification of potential patients through
patient records within EHRs

Al based clinical decision support tools
Appointment scheduling apps
Telemedicine

Summarise patient condition, diagnosis and
treatment

Personalised treatment plans

Augment patient interactions with tailored
guides

Al-enabled digital mental health solutions
Care coordination solutions

Analysis of RWE

Remote patient monitoring tools
Medication management solutions
Patient education

Patient Communities and peer support
solutions
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- ProcureGPT | Procurement of the Future

Often more than 60% of work effort in the procurement process is
within Assess & Select and Negotiate Price/Terms.
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The Challenge

Assessing and selecting the right vendor in
the procurement process is the most labour
extensive task as part of the procurement
process and requires organisational
knowledge to be efficient.

Specialist skills which are scarce are key to
making the negotiation of prices and terms
efficient and get the best possible price and
security throughout the rest of the
procurement process.

The Solution

ProcureGPT reads, understands and
summarizes RFP responses.

It develops negotiation strategies for
individual vendors to optimise each offer.

Communications are drafted to execute the
negotiation strategies for each vendor.

ProcureGPT can participate in live
negotiation conversations to reach the
strategic objectives for each negotiation.

EY



- Creating an Enterprise Al Strategy - Developing Strategy and Innovation simultaneously
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Policies and procedures, risk report and governance recommendations .
transformation roadmap
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EY
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I About EY Al Labs; Where innovation leads to real

business outcome

Al Labs is a
multidisciplinary
centre of excellence
for driving innovation
through the
applications of Al
technology, machine
learning and
advanced analytics.

PILLARS
Al and Generative Al Strategy

Revolutionizing customer and employee engagement
with Generative Al technology

Advanced Manufacturing, Quality & Supply
Chain

Supporting internal and external Manufacturing, Quality
and Supply Chains to leverage key analytics and data to
enable visibility & optimization

Customer and Growth
1. Customer focus on Generative Al contact

2. Re-imagining customer engagement and alignment
with cutting edge technologies

Enterprise

Advanced design and solutions across tax, payroll
management, procurement readiness & cost efficiency
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EY @ 0openAl

EXAMPLE AREAS

Al Strategy & Roadmap

Al Use Case Development and Rapid
Prototyping

Al Value realisation

Supply Chain Control Tower

Yield optimisation

Real Time CMO & Supplier analytics
PLANT to PLAN digitization
Predictive Quality

Cell & Gene Therapy Integration

Digital HCP Engagement and
Campaign Management
Commercial Analytics (GtN, etc)
Intelligent Patient Services

Drug Launch Management

Next Generation Market Access

Intelligent Finance and Procurement
Digital Payroll

GBS Control Tower

Al Enabled Marketing Material

EY



Platinum Sponsor:

AXIS Healthcare Consulting were the platinum sponsor at the 2024 Pharma Summit for the second year running. Founded and led by
Brenda Dooley, they are a specialist boutique HTA agency with an in-house expert team with experience in NICE, SMC and NCPE
appraisal processes. AXIS's depth of extensive HTA experience make them the trusted partner for reimbursement success, offering a full
suite of HTA support in UK and Ireland.

Contact them at: https://axishealthcareconsulting.com or email info@axisconsulting.ie

Gold Sponsors:

Hibernian Healthcare’s mission is to provide best in class services, both HCP and Patient focused — delivered in an efficient, flexible and

sustainable manner along with CellAED Defibrillator distribution.

Salutem Insights are a leading Irish health economics consultancy company that provides high-quality health economic research, such as
health technology assessments (HTA), burden of illness reports, systematic literature reviews, and reports on the Irish healthcare system.
They also help companies navigate through the Irish reimbursement system.

As Ireland's leading healthcare provider, United Drug ensure medicinal products get to the right place at the right time through their
operations in distribution, wholesale, community pharmacy and homecare services.

Lunch Sponsor:

Uniphar’s commercial services combine strategic consultancy and market insights with expert brand optimisation to deliver global solutions
for pharma.

Silver Sponsor:

Hanover are an award-winning communications consultancy that advises enterprises, institutions, and individuals on rewiring their strategies
for long-term success.







Pharma Summit ’24 Exhibitors:

S SALUTEM

INSIGHTS

CONSULT

-
TCP Homecare

a PHOENIX company

18th April, 2024
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