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SAS® In-Market Revenue Simulation
Quantify the global impact of government-mandated and payer price reductions,
competitor products and currency shocks to make strategic, in-market pricing decisions

What does SAS® In-Market Revenue Simulation do?
SAS In-Market Revenue Simulation helps pharmaceutical companies maximize product
life cycle revenues from global markets by understanding post-launch price erosion and
managing the impact of the international reference price process.

Why is SAS® In-Market Revenue Simulation important?
The complexities of international reference pricing require a centralized framework that
allows for simulations to better understand the impacts of changes and inform strategic
decision making around pricing.

For whom is SAS® In-Market Revenue Simulation designed?
It’s designed for pharmaceutical companies with products in or approaching the
in-market phase.

In the face of product pipeline pressures and
revenue losses due to expiring patents,
pharmaceutical companies are launching
more new products. But government
mandated and payer price reductions,
competitor product entries and currency
exchange shocks can wreak havoc with
launch plans – and ultimately profits and
revenues – throughout the product life cycle.
For example, due to effects of international
reference pricing (IRP), a single country’s
in-market price reduction can have a significant ripple effect on other markets globally.
The complexities of IRP and other pricing
variables can have significant impacts
throughout the product life cycle. What’s
needed is an analytics solution that seamlessly delivers insights throughout the life
cycle so executives can effectively mitigate
those impacts.
Most companies have tried to simulate the
financial impacts of these variables using
Excel spreadsheets and one-off models
developed by disparate departments internally – often using publicly available data
that’s out of date or incomplete. But this
approach leads to inconsistent methods,
lack of governance and inaccurate models
that lead to poor decisions and outcomes.

SAS In-Market Revenue Simulation uses
advanced analytics that empower pricing
experts to model any number of annual
global price changes and forecast amendments related to international reference
pricing. It delivers both global and granular
insights into the evolution of price over time,
helping users visualize and identify the best
strategy to maximize revenue across the life
cycle of a product.

Key Benefits
• Gain insights from in-market simulations
needed to maximize revenue and
reduce global price erosion from postlaunch through the remaining product
life cycle. SAS In-Market Revenue
Simulation uses next-generation simulation analytics to quantify the impact of
pricing changes in the complex IRP landscape, maximizing revenue from postlaunch through the remaining product
life cycle. Users gain a granular understanding of price evolution over time
and the impact of pricing related
changes at a global level.

• Access to the most accurate and up-todate IRP data. SAS has an exclusive partnership with IHS Markit, which gives SAS
customers the option to use best-in-class
IRP data to run their simulation scenarios.
• Realize rapid time to value. Unlike
home-grown Excel tools, SAS In-Market
Revenue Simulation provides a robust
and intuitive framework that supports
quick deployment and execution – and
faster time to simulation-enabled
decision making regarding pricing.

Product Overview
SAS In-Market Revenue Simulation is a
SAS Cloud Analytics offering (or software
as a service) designed for pharmaceutical
companies. Executives can use it to quantify
the global impact of mandated government
or payer price reductions, the entry of
competitor products, and currency
exchange shocks – enabling them to make
strategic, data-driven decisions throughout
the rest of the product life cycle.
The solution’s built-in, high-performance
analytics engine executes complex, global
IRP simulations in seconds. Advanced
business intelligence tools give users the

highest degree of confidence and trust in
the solution and its findings, as well as the
ability to customize and nuance simulations
to meet requirements. For example, they
can execute any number of “what if”
scenarios; create visualizations to share with
business stakeholders; and dig deeper to
understand why certain sequences, pricing
and timing are optimal. Comparison
reporting features make it easy to compare
any two scenarios – including an optimization and a simulation – to identify the pivotal
country or countries responsible for the
majority of a product’s price erosion.

Alternatively, two simulation scenarios may
be compared to investigate different price
assumptions and understand the ripple
effects on revenue.

customers can realize tens to hundreds of
millions in additional revenue by making
optimal pricing decisions across the entire
product life cycle.

When deployed in conjunction with SAS
Launch Revenue Optimization, companies
can seamlessly transition from the launch
phase into the in-market phase – continuously managing pricing across the entire
product life cycle. This can significantly
boost revenues and profits, as they can
systematically understand and mitigate the
effects of pricing variables. For example,

Access to complete, accurate
IRP data
Accurate and up-to-date IRP data is critical
to determining the optimal launch sequence
and timing – but publicly available data is
usually incomplete and out of date. To
address this, SAS has partnered with IHS
Markit, giving customers the option to use
their trusted IRP data for analysis.

Built-in BI tools and greater
transparency to build trust and
confidence
The business intelligence tools included
in SAS In-Market Revenue Simulation allow
users to easily create visualizations to share
with business stakeholders.

Transparency and deeper insights
Competitive solutions are black boxes that
deliver simulations with no ability to investigate
or debate further. In contrast, SAS In-Market
Revenue Simulation is transparent and offers
greater granularity, allowing customers to dig
deeper to understand simulations and to
interrogate findings. For example, users can
compare an optimization against a simulation.
Capture launch plans.

Controlled user access and
tracking

Detailed pricing strategy report.

SAS In-Market Revenue Simulation supports
thorough oversight of who is using built-in
tools by providing role-based permissions,
workflow governance and historical audit
features. For example, each login is tracked
by time/user; each edit of a setting or
upload of data is tracked by time/user; and
users are granted roles to access different
features of the solution. Multiple roles can
be configured, upon initial setup of the
customer area, and users may be assigned
to one of these roles, which access different
features. For example, a role of “super user”
may be the only role that has access to create
a new product in the solution. Also, scenarios
may be assigned to different users for
approval through the workflow.

Key Features
High-performance analytics
• Execute complex, global IRP simulations in seconds.
• Built on trusted SAS advanced analytics.

Advanced tools
Powerful tools allow for greater customization and nuance when
running optimizations. They include:
• SKU decomposition – enables users to use multiple SKUs
for a single product when executing simulation scenarios, as
well as different match rules when referencing SKUs across
countries.
• List and net price levels – can be used to determine both list
and net revenue by including the discount from list to net
price by period for each country and including the reporting
of both list and net prices.
• Currency exchange rate sets – to view prices in the country
currency and assign static rates or create new rate sets.
• Formal/informal referencing – enables a country to reference with informal rules by assigning either a percent
discount or an absolute value to each period of the plan.
• Root cause analysis – using enhanced visualizations and
analysis to explore the reason for price differences in a
country, uncover root causes at a granular level, and easily
determine if a pivotal country is causing the differences for
multiple countries.
• List price or PPP referencing – enables users to reference a
list price or pharmacy purchase price (PPP), where PPP is a
markup of the list price; countries can reference on either
list or PPP, but not both, within the same scenario. PPP is
converted back to list price (and possibly net price) for
reporting purposes.
• Suppress reference events – enable users to suppress any
reference events within a specified period after launch.
• Net present value – for determining the net present value
(NPV) of either list or net prices for each country over time by
including the NPV discount rate; revenue associated with the
NPV prices is also reported.

Built-in business intelligence capabilities
• For a scenario, the results may be examined/viewed as:
• Waterfall chart – grid of country versus date showing price
evolution.
²²User may display either revenue, price or volume in
the grid.
²²Each cell is colored by event type and magnitude.
• Event result details for each or all countries.
²²Table provides rules used to determine price at time
of event, date of event, price of target countries in the
source country reference basket at time of event.
²²Chart provides price over time by country.

• Users interrogate findings by generating a win/loss report
that displays a comparison of the revenue, launch date and
price results from two scenarios.
• The summary table provides a high-level understanding
of the total revenue and average ending price difference.
• The country table provides revenue, launch date and
price differences by country; each country name provides
a link to another table to examine the evolution of price
over time differences for that country.
• The country by country table. This table provides the
details of the reference basket (the price of each target
country in the basket and the rule that determines the
price of the source country) that reveals the country or
countries responsible for price erosion. This view also
provides a network diagram of the source country reference basket and a chart of the price over time.
• The pivotal table is similar to the country by country table
but in reverse. This view displays the target country and
any source countries that were affected by the target
country. The country by country view displays the source
country and the target countries that affect the source
country revenue.
• The last view in the win/loss report are four charts summarizing the difference metrics (results) over time.
²²Average global price over time.
²²Cumulative global revenue over time.
²²Average global revenue over time (per period).
²²Total global revenue over time (per period).

Governance and oversight
Use multiple, built-in features that allow for greater governance
and oversight, including:
• Role-based permissions.
• Workflow governance.
• Historical audit features.

Data management
• Use easy-to-use data management capabilities that make
implementations faster and easier.
• Getting the IRP and launch plan data into the application
is easy using a Microsoft Excel template. Users populate
the template with the IRP rules and the launch price, date
and volume forecasts for all periods and all countries in the
product launch plan. The template is uploaded into the
application with a few clicks of the mouse. A log is provided
to show what information is new or changed since the last
import of the same plan. New plans can be created within
the application or uploaded using a previously created
plan by exporting the previous plan, making the necessary
changes within Excel, then importing the modified plan into
an empty plan.

Key Features (continued)
• Navigation within the application is compatible with workflow – tabs across the top of the user interface follow the
order of the workflow, from left to right, from Products to
Countries to Plans to Scenarios. Filter options are available
on each tab to easily narrow the list of items. The Scenarios
tab features a Tree view to easily navigate down a branch
from the therapeutic area to the product to the plan and
finally to the individual scenarios for the plan. Bookmarks
enable a user to create a link to frequently visited branch
locations.

Flexible deployment
• Use a flexible implementation methodology – including via
the cloud as a SaaS model – for a simplified, fast and easy
deployment.
• The multi-tenant aspect of the application means the
hardware is already built.
• A customer can be granted access to their area of the
application in days.
• Knowledge transfer sessions are provided by expert
consultants.
• Once IRP data is available, the consultants can assist the
customer with loading the information into the Excel
template for faster time to value.
• Alternatively, a customer can license IRP data from IHS
Markit, whose data is already baked into the application.

• Global Hosting and US Professional Services has selfcertified to the US-EU and US-Swiss Safe Harbor Frameworks operating by the US Department of Commerce
with respect to its customer data handling practices and
has committed to adhere to the Safe Harbor principles
of notice, choice, onward transfer, security, data integrity,
access and enforcement.
• Global Hosting and US Professional Services has also
been awarded TRUSTe’s Privacy Seal signifying that its
privacy policy and privacy practices have been reviewed
by TRUSTe for compliance with TRUSTe’s Trusted Cloud
Program Requirements, including transparency, accountability and choice regarding the collection and use of
personal information. TRUSTe’s certification of Global
Hosting and US Professional Services includes ongoing
platform monitoring and multilingual privacy dispute
resolution services for consumers.

Security
• Take advantage of SAS Global Hosting and US Professional
Services, which adheres to multiple certification standards
to ensure data is secure, including SOC 2/3, TRUSTe Privacy
and Safe Harbor. Specifically:
• Global Hosting and US Professional Services complies
with the SSAE 16 Service Organization Control (SOC)
standard reporting framework, which focuses on the evaluation of controls in a service organization. A SOC 2 and
SOC 3 (SysTrust Level II) engagement was performed in
accordance with AT section 101, Attest Engagements,
using the guidance provided in Reporting on Controls
at a Service Organization Relevant to Security Availability,
Processing Integrity, Confidentiality, or Privacy. The certification demonstrates that SAS has the processes and
controls in place to preserve the integrity and confidentiality of our hosted solutions.

Country report.
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To learn more about SAS In-Market Revenue Simulation, please
visit sas.com/lifesciences.

To contact your local SAS office, please visit: sas.com/offices
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