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The MEA region typically requires localized strategic support 

Pre Clinical / Phase I

0201 03 04

Phase I / Phase II Pre Launch Post Launch

Understand unmet needs 
and market sizing

Testing product profiles, 
assess commercial potential, 

gather forecast input data

Clearly define value 
proposition, prepare 
localized stakeholder 

material

Track early launch trajectory, 
understand local objections

All Projects will be tailored to your specific needs

Our key focus is on supporting life sciences firms on localized strategies for the MEA region, which typically occurs in 
later stages of a candidate’s development journey 
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We work with our clients to gain access to data 
where there are limitations in existing data assets 
that are available publically or are purchased via 

other sources

We support clients in understanding what 
evolutions to expect and how to manage change 

based on local market insights 

We support in navigating through the breadth of 
information that is available across the regulatory 
spectrum for the Middle East and Africa region, 

and creating coherent strategies to support 
regulatory goals and timelines

Our core focus is on the MEA region, and solving the challenges that come with 
doing business locally
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Limited Data 
Availability

Evolving Market 
Dynamics 

Limited 
Regulatory 

Transparency



We offer consulting and advisory services in 4 niche segments within the life 
sciences space 

Market Sizing & 
Launch Strategy

Communication & 
Marketing 
Strategy

Pricing and 
Market Access 

Strategies
Contracting & 

Access Schemes
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Our work is data driven and we undertake frequent primary research to support 
our clients 

In depth 
stakeholder 
interviews 

Ad Hoc Research

Focus groups and 
advisory boards 

 Medical writing

Regular Trackers

Pre/post launch 
trackers

Patient perception 

Competitor insights

Market Research 
&

Trackers
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We have a robust network of stakeholders that we can access globally 

Physicians, payers, hospital 
pharmacists, patients 

consumers and caregivers

10,000+ 
Physician Specialties 

500+ 
Chief Hospital 
Pharmacists  

200+ 
Payers (Including Ministry 

of Health & Insurance 
Providers)

GCC Middle East Africa

Iraq

Lebanon

Algeria 

Egypt

Morocco

Nigeria

South 

Africa

Relationships based on trust  
We have worked with our stakeholders 

continuously, we abide by localized customs and 
face to face interactions. We engage our 

stakeholders through respecting their time with 
compensation in line with local fair market values 
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Bahrain

Kuwait

Oman

Qatar

Saudi

Arabia

U.A.E.



We identify and use the most appropriate sources to ensure our data is valid

Start Now

Public database 
& information

Semi public 
database & 
proprietary 
information

Information from 
anonymous 

external 
interviews 
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• Extensive desk research
• Regional, federal and international public databases:

o Regional: Health Authority Abu Dhabi, Dubai Health Authority, Dubai Statistics Center, 
etc.

o Federal: UAE Ministry of Health, National Bureau of Statistics, etc.

o International: WorldBank, OECD, WHO, etc.

Anonymous proprietary information from past projects 
• Analysis of internal data (internal, purchased case studies, business plans and operational 

models etc.) 
• Semi-Public Databases we have access to include:

o Zawya
o DataMonitor

• Confidential external interviews and workshops with stakeholders and key opinion 
leaders

o Hospitals & Authorities

o Local Authorities

o Physicians

o Pharmacists

o Payers (Insurance Co.)

o Patients & Consumers
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We have in depth experience across a number of different therapy areas 

Start Now Surgery

Oncology
Blood 

Disorders

Orphan 

Diseases

Neurological 

Diseases

Inflammatory 

Diseases

Diabetes
Cardiovascular 

Diseases
Antibiotics

Many more…
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What our clients say about us
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Start Now

“I reached out to Pharma BP to explore a market access challenge in Saudi Arabia. Pharma 

BP helped to source appropriate expertise and ensure these local issues were fully 

assessed. I was very impressed with the team’s professionalism throughout the 

engagement; the research outputs were robust and they also went the extra mile by 

helping to clarify additional questions using their local insights.” 

 Amy, Global Pricing & Market Access Manager, UK

“We were very impressed by the quality of work undertaken by the Pharma BP team.  

Discussion feedback was excellent, the team demonstrated a thorough understanding of 

what we wanted to achieve. We were also grateful for the team's additional insights that 

gave context to what we heard in discussions.”  

Claire, EMEA Market Access Director, UK 

“The team at Pharma BP have become a highly valued extension to our own in-house 

expertise. Over the last 12 months, Pharma BP has conducted a number of in-depth 

projects in challenging therapeutic indications across diverse geographies. We continue to 

be impressed by their depth in-country knowledge and expertise and the speed at which 

they get the research off the ground and completed – essential for us to meet our tight 

deadlines. Pharma BP are just so easy to work with – professional, flexible, responsive and 

diligent – a great team that is always willing to help!”  

Amanda, Principal Consultant, Market Access, UK 
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Case Study 1 -  Conjoint analysis assessment for payor & physician pricing and 
access decision making drivers in immunology

Our client has an immunology portfolio and wanted to understand the subconscious drivers behind decision making for biologic drugs. Our 
client also wanted to understand how these factors impact the price tipping point. 

Client Situation

Extensive secondary research into core markets and operating mechanisms
● Primary research consisting of qualitative and quantitative discussions
● Conjoint analysis survey to quantitatively assess the product and pricing attributes of greatest importance to payers in access decisions and 

physicians in prescription decisions

Pharma BP Solution

Client Value

Start Now

● Identified decision making criteria for biologics to boost access 
● Identification of ‘tipping point’ for understanding at which price point the outcome was favourable towards the client product vs. competitor 

products 

Markets

13



Case Study 2 - Understanding the patient journey for a gene therapy within 
hemophilia 

Our client was looking to launch a gene therapy in Saudi Arabia and was looking to understand the challenges that would be faced 
throughout the patient journey for genetic testing 

Client Situation

Primary research with hematologists, hematopathologists and pathologists in Saudi Arabia to understand the patient journey and potential testing challenges

• Primary research consisting of qualitative discussions

• Understanding the patient journey and key areas of delays

• Understanding where genetic testing would take place

• Understanding knowledge gaps of hematologists in Saudi Arabia pertaining to gene therapies 

Pharma BP Solution

Client Value

Start Now

• Understood typical patient journey and identified where genetic testing is likely to take place 

• Understood pathologist perception on genetic testing and sampling journey, highlighting key drawbacks and delay areas – recommended 
improvements to client testing plan to align with local expectations

• Enabled client to deliver localised haematologist education campaigns through identification of local knowledge gaps

Markets

14



Case Study 3 - Understanding feasibility of innovative contracting in Kuwait, India 
and Nigeria

Out client was aiming to understand how to boost the positioning of their inflammatory disease portfolio by understanding the feasibility of 
innovative contracting options across key markets 

Client Situation

Extensive inflammatory disease landscape analysis and secondary research

• Two advisory boards and 1:1 interviews with key payers and rheumatologists and NGOs in reimbursed and out of pocket markets

• Synthesis of findings to deliver recommendations on optimal contract option and prevention of cannibalization 

Pharma BP Solution

Client Value

Start Now

• Revision of communication strategy to drive value by payer archetype identified to differentiate products

• Enabled our client to understand the most valuable contract option by delivering recommendations based on tender driven markets

Markets
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Case Study 4 - Developed public sector risk assessment for MERS during Hajj 
season in Saudi Arabia 

To develop a framework quantifying the risk for MERS during Hajj season in order to secure internal funding for public health 
awareness campaign

Client Situation

Leveraged internal KSA MoH data assets and hospital data to quantify the extent of the MERS epidemic in KSA during Hajj 
season
● Consolidated various data sources and assets to understand volume of patients contracting MERS during Hajj season
● Triangulated disparate data sources to ensure exhaustive and complete data calculations 

Pharma BP Solution

Client Value

Start Now

● Enabled our client to successfully quantify the number of patients contracting MERS in previous years to better project future 
numbers and thus appropriately forecast total cost and mortality rates 

● Recommended public health campaign based on cost of campaign vs. cost to the healthcare system of given number of patients

Markets
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Case Study 5 - Assessing oncology portfolio offering feasibility in the MEA region

Our client has a breadth of innovative and generic oncology drugs and was looking to understand how to leverage their portfolio and get 
greater uptake through a portfolio contracting approach 

Client Situation

Extensive secondary research into core markets and operating mechanisms

• Primary research consisting of qualitative discussions with payers and oncologists

• Identification of strategies based on the analysis carried out

Pharma BP Solution

Client Value

Start Now

● Facilitated client understanding of  key innovative contracts in oncology through in-depth strategic analysis of Egypt, Saudi Arabia, Morocco 
and UAE markets

● Prioritization of products to be placed in oncology portfolio deal

Markets
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Case Study 6 - Stakeholder engagement planning for a novel breast cancer 
product

Our client was launching an innovative product within breast cancer and wanted to ensure affiliate markets were aligned on best practices 
for stakeholder engagement throughout the launch phase of their product 

Client Situation

Conducted local workshops with all internal client teams, including country managers, market access, medical and commercial teams

• Understanding of all challenges faced by the product through launches in the EU and US

• Understanding challenges most relevant to MEA markets and identifying optimal communication channels and evidence requirements 

Pharma BP Solution

Client Value

Start Now

● Delivered an engagement plan roadmap with associated timelines for all pre-launch activities to be undertaken with payers, physicians, 
patient advocacy groups and pharmacists 

Markets
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Location

+971 (0) 4 453 9269

Phone

contact@pharmabp.com

Email

LocationJumeirah Bay X2 Tower, 
Office 1201, Jumeirah 
Lake Towers, Cluster X, 
Dubai,  Dubai, UAE

http://pharmabp.com/

Website



Lavni Varyani

Founder & Principal Consultant

M: +971 55 946 5499

E: lvaryani@pharmabp.com
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