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Strategic Purpose & Context

What does it really take to win a shopper’s consideration in a world of
endless options?

In the healthcare landscape, pharmaceutical organizations face unprecedented
complexity and opportunity. The Route to Shopper® Framework represents a
paradigm shift, moving beyond traditional product marketing to embrace
ecosystem-driven, patient-centric growth strategies that deliver both commercial
success and improved health outcomes.

The pharmaceutical industry stands at a critical inflection point. Empowered
patients now actively research treatment options and influence prescribing
decisions. Purchase behaviours have fragmented across physical and digital
channels, creating complex omnichannel journeys. Regulatory environments
continue to evolve with heightened compliance requirements. Meanwhile, data-
driven personalization is transforming expectations across pharmacy and
provider ecosystems.

Success in this new environment demands a fundamental realignment. The
historical separation between commercial, medical, regulatory, and access
functions creates organizational silos that impede innovation and limit patient-
centred approaches. The Route to Shopper® Framework bridges these divides,
creating integrated capabilities that enable pharmaceutical organizations to win
in the health-retail landscape while maintaining the highest standards of
regulatory compliance and clinical excellence.

By applying a shopper-based value creation lens to pharmaceutical strategy,
organizations can transform how they develop, distribute, and support therapies.
This approach places the patient-shopper journey at the centre of commercial
models while strengthening healthcare provider relationships and retail
partnerships.

3

Commercial Excellence Academy

Optimizing Route to Shopper® Capability for Winning in Retail

©Asbiverse Group 2025

by GO Asbiverse Group

www.commercialexcellence.academy



GUIDE — PATHS™ Frameworks for Pharmaceuticals

The Route to Shopper® Framework consists of two complementary systems:
GUIDE for pharmaceutical manufacturers and brand owners, and PATHS for
healthcare retailers and providers. Together, they create a comprehensive
approach to patient-centred healthcare commerce.

GUIDE Framework (For Pharmaceutical Manufacturers and
Brand Owners)

Route to Shopper”®
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Phar ical M s and Brand Owners Driven
Pharmaceuticals Industry

G: Grow the Patient/Shopper Base

Beyond traditional prescriber targeting, pharmaceutical organizations must
expand reach across therapeutic segments and underserved populations. This
pillar develops systematic approaches for mapping healthcare ecosystem
participants, generating actionable insights, optimizing market access, managing
distribution networks, and creating structured engagement frameworks that
enhance therapy adoption while respecting regulatory boundaries.

U: Unlock Broader Health Solutions

The future of pharmaceutical value creation extends beyond single products to
comprehensive condition management. This pillar creates methodologies for
therapeutic category development, decision driver understanding, health
marketing optimization, care pathway integration, and provider relationship
management that transform isolated treatments into integrated health solutions
spanning the patient journey.
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I: Increase Treatment Adherence and Repurchase

Initiating therapy represents only the beginning of successful treatment. This
pillar builds capabilities for analysing medication usage patterns, developing
integrated health communications, designing effective adherence programs,
creating meaningful patient experiences, and forming advanced provider
partnerships that foster continuity in care and loyalty through sophisticated
support systems.

D: Drive Sustainable Value in Healthcare

Long-term impact requires balancing innovation with healthcare system
sustainability. This pillar establishes frameworks for portfolio optimization,
advanced category management, value-based engagement, healthcare
efficiency, and strategic negotiation that deliver measurable health economic
outcomes while ensuring appropriate therapy utilization and market access.

E: Enable Cross-functional Excellence in Pharma

Patient-centred pharmaceutical strategies require unprecedented cross-
functional alignment. This pillar develops capabilities for integrating health
economics, medical affairs, supply chain, team development, and analytics that
break down traditional silos and create unified approaches spanning research,
clinical, regulatory, manufacturing, and commercial functions.

PATHS Framework (For Healthcare Retailers and Providers)

Route to Shopper®
The PATHS Model

Digital

Developed Markets
Emerging Markets

Physical
Route to Shopper’
The PATHS Model

Healthcare Retailers and Providers Driven
Pharmaceuticals Industry
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P: Presentation Excellence in Health Retail

Effective therapy utilization begins with clear, accessible, and trustworthy
product communication. This pillar creates systematic approaches for pharmacy
design, layout implementation, planogram development, visual merchandising,
digital experience, and health communication that enhance therapy
understanding and appropriate selection across physical and digital touchpoints.

A: Assortment Optimization for Patient Needs

Patient populations require tailored product portfolios reflecting condition
complexity, treatment protocols, and affordability considerations. This pillar
develops methodologies for therapeutic category strategy, performance
management, range architecture, space allocation, and local health need
adaptation that ensure comprehensive condition coverage while optimizing
inventory investment.

T: Team Engagement in Healthcare Retail

Frontline healthcare staff represent critical influencers in treatment selection
and adherence. This pillar builds capabilities for service philosophy
development, clinical knowledge enhancement, operational excellence,
technology utilization, and performance management that empower pharmacists
and healthcare teams to provide informed guidance that improves therapy
outcomes.

H: Holistic Healthcare Supplier Integration

Seamless collaboration between manufacturers and care providers creates
superior patient experiences. This pillar establishes frameworks for supplier
segmentation, relationship management, outcome improvement, therapeutic
category development, data sharing, and value partnership models that align
healthcare ecosystem participants around shared patient objectives.

S: Shopper/Patient Insight Application

Data-driven personalization requires sophisticated patient understanding. This
pillar creates approaches for healthcare behaviour research, decision journey
mapping, patient analytics, personalization strategy, and intervention testing
that transform behavioural, demographic, and treatment insights into tailored
engagement improving both commercial performance and health outcomes.

Together, the GUIDE and PATHS frameworks create a comprehensive system
for pharmaceutical excellence. GUIDE provides the strategic growth model for
pharmaceutical organizations, while PATHS establishes the executional system
enabling provider and pharmacy success. This creates aligned capabilities
across the healthcare ecosystem.
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Ilustrative Hypothetical Examples

Example 1: Chronic Disease Therapies

Challenge:

A pharmaceutical organization specializing in metabolic disorders faced
challenges with therapy initiation and long-term adherence. Simultaneously, a
major pharmacy chain sought to strengthen its diabetes care positioning while
improving category performance.

Approach:
The pharmaceutical manufacturer applied the GUIDE framework to transform
their market approach:

o They developed a sophisticated ecosystem mapping system (G)
identifying previously overlooked influencers in the patient journey
beyond specialist physicians, including nurse educators, dietitians, and
digital health platforms.

o They expanded beyond medication to create a comprehensive diabetes
management ecosystem (U) incorporating therapy, monitoring tools,
nutrition guidance, and lifestyle support through both proprietary
programs and strategic partnerships.

o They implemented an advanced adherence program (I) using behavioural
economics principles and predictive analytics to identify and address
specific adherence barriers with personalized interventions.

o They developed sophisticated health economic models (D) demonstrating
therapy value through reduced hospitalization and complication rates,
strengthening market access positioning.

« They created a cross-functional diabetes centre of excellence (E) aligning
medical affairs, commercial, market access, and digital teams around
integrated patient-centric strategies.

Simultaneously, the pharmacy retailer implemented the PATHS framework to
enhance their diabetes care delivery:

o They redesigned their store layout (P) creating a comprehensive diabetes
care centre integrating prescriptions, devices, nutrition, and education
resources with enhanced navigation and consultation spaces.

o They optimized their diabetes assortment (A) through comprehensive
range development covering the complete management journey from
prevention through advanced therapy, including specialized needs for
paediatric and geriatric populations.
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« They implemented an extensive diabetes care training program (T)
providing pharmacists with advanced certification and consultation
protocols that transformed transactional interactions into ongoing care
relationships.

o They developed strategic partnerships (H) with key diabetes therapy
manufacturers, creating integrated patient support programs with shared
outcome objectives and coordinated implementation.

« They built sophisticated analytics capabilities (S) combining anonymized
prescription data, purchasing patterns, and opt-in patient-reported
outcomes to create personalized diabetes management recommendations.

Expected Outcome (Hypothetical):

The integrated approach drove significant improvements across clinical and
commercial metrics. Therapy initiation rates increased by 37% through more
effective ecosystem engagement. Medication adherence improved by 42%
through targeted interventions. Category sales grew by 28% through expanded
solution-based merchandising. Most importantly, key clinical indicators showed
meaningful improvement, with more patients achieving target control metrics
and fewer experiencing complications requiring hospitalization.

Example 2: OTC and Preventive Health

Challenge:

An OTC pharmaceutical manufacturer struggled with category growth and
brand differentiation in respiratory care. A pharmacy retailer faced challenges
with seasonal inventory management and inconsistent staff recommendations in
this category.

Approach:
The OTC manufacturer leveraged the GUIDE framework to transform their
approach:

« They expanded their shopper base (G) through sophisticated
segmentation identifying five distinct respiratory consumer types with
different symptom patterns, treatment preferences, and information
needs.

o They developed a comprehensive respiratory care portfolio (U) spanning
prevention, symptom management, and recovery with clear navigation
supporting appropriate product selection for specific needs.

o They created innovative repurchase programs (I) including seasonal
preparation kits, bundled solutions, and digital reminder systems that
drove regimen continuity beyond single episodes.
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o They implemented value-based category development (D) demonstrating
how appropriate self-care could reduce unnecessary healthcare utilization
while improving quality of life.

o They established cross-functional excellence (E) through integrated
seasonal planning connecting supply chain, marketing, sales, and digital
teams around coordinated respiratory care activation.

The pharmacy retailer implemented the PATHS framework to enhance
category execution:

o They redesigned respiratory care merchandising (P) with intuitive
navigation based on symptom type and severity, enhanced educational
messaging, and clear therapy progression guidance.

« They optimized their respiratory assortment (A) through sophisticated
portfolio development balancing national brands, private label options,
natural alternatives, and evidence-based complementary approaches.

o They developed comprehensive staff training (T) on respiratory condition
assessment, appropriate product recommendation, and red-flag
identification requiring professional referral.

o They created collaborative supplier programs (H) with key respiratory
care manufacturers, implementing joint category development initiatives
and coordinated seasonal planning.

« They implemented advanced analytics (S) tracking respiratory condition
patterns, product performance, and intervention effectiveness to
continuously optimize category strategy.

Expected Outcome (Hypothetical):

The integrated approach transformed category performance across both
organizations. The manufacturer achieved 24% growth in their respiratory
portfolio through expanded household penetration and increased purchase
frequency. The retailer saw a 31% increase in category sales with significant
improvements in margin performance through optimized assortment and
inventory management. Consumer satisfaction scores rose dramatically, with
72% reporting improved product selection confidence and 68% experiencing
better symptom relief through appropriate recommendations.
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Potential Outcomes from Route to Shopper® in
Pharmaceuticals

Implementing the Route to Shopper® Framework in pharmaceutical
organizations can drive substantial impact across multiple dimensions:

Greater Patient reach across Segments and Stages of Illness

« Expanded therapy penetration into traditionally underserved populations

« Enhanced early diagnosis and treatment initiation

« Improved management across the complete disease progression

« More effective engagement with diverse demographic groups

« Broader channel reach spanning traditional and emerging healthcare
touchpoints

Improved Treatment adherence through Insight-led Intervention

« Higher therapy persistence rates through personalized support

« Reduced gaps in medication coverage

« More successful transitions between treatment protocols

« Enhanced self-management behaviors through effective education
« Greater involvement of care partners in treatment support

Enhanced Basket Size and Solution-based Selling

« Increased per-patient commercial value through comprehensive care

« Higher attachment rates between core therapies and supportive products
o More effective cross-selling of complementary health solutions

« Improved category productivity through intentional adjacencies

« Stronger brand loyalty through expanded solution ecosystems

Stronger Pharmacy Partnerships and Better Frontline Capability

o More productive manufacturer-retailer relationships through aligned
objectives

« Enhanced pharmacy staff confidence in therapy recommendation

« Improved implementation of manufacturer programs at retail

« More effective coordination between brand and store-level execution

« Stronger healthcare positioning for retail pharmacy partners
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More Effective Use of Behavioural and Purchase Data in Engagement

« Sophisticated application of predictive modelling to anticipate patient
needs

« Enhanced personalization of both messaging and intervention

o More precise targeting reducing waste in promotional investment

« Better measurement of program effectiveness and ROI

« Stronger evidence generation supporting value demonstration

Al Enablement in Pharmaceutical Engagement

The Route to Shopper® Framework establishes systematic capabilities that
position pharmaceutical organizations to excel in an Al-facilitated health
commerce environment:

Al-driven Medication Recommendation and Adherence Support

« Sophisticated algorithms predicting non-adherence risk before it occurs

« Personalized intervention recommendation based on individual barrier
patterns

« Dynamic content optimization addressing specific patient concerns and
questions

« Conversational interfaces providing in-the-moment medication guidance

« Proactive refill planning through behavioural pattern recognition

Image-based Symptom Search and Over-the-counter Pairing

« Visual recognition systems helping patients identify conditions and
treatments

« Augmented reality solutions guiding appropriate product selection

« Computer vision applications ensuring proper medication identification

o Al-driven comparison tools simplifying therapeutic option evaluation

« Symptom-based recommendation engines enhancing self-care confidence

Predictive Analytics for Refill Timing and Personalized Offers

« Anticipatory supply chain optimization ensuring product availability

« Personalized incentive calibration based on individual motivation patterns

« Optimal timing algorithms for maximum intervention effectiveness

« Dynamic pricing models balancing affordability and sustainability

« Predictive life event recognition identifying periods of adherence
vulnerability
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Al-Assisted Segmentation of Patients for Targeted Health Education

« Sophisticated pattern recognition identifying distinct patient archetypes

o Personalized information delivery matching learning preferences and
health literacy

o Predictive content sequencing building understanding progressively

« Automated simplification enhancing complex medical concept
comprehension

« Dynamic feedback loops continuously optimizing educational
effectiveness

Dynamic Content Optimization in pharmacy and Digital HCP Platforms

« Real-time message adaptation based on behavioural signals

« Personalized interface organization reflecting individual usage patterns
« Computational creativity generating tailored health communications

« Next-best-action recommendation enhancing decision support

« Continuous experience optimization through machine learning

By systematically developing these Al-enabled capabilities, pharmaceutical
organizations can transform patient engagement, healthcare provider support,
and retail execution. This approach creates personalized experiences at scale
while maintaining regulatory compliance and ethical standards.

Role of Commercial Excellence Academy

The Commercial Excellence Academy serves as the strategic partner to
pharmaceutical organizations seeking to build differentiated shopper-patient-
centric capabilities. With deep expertise spanning both healthcare and
commercial domains, the Academy provides specialized guidance for
navigating complex, regulated environments while unlocking meaningful
outcomes through data, behaviour, and partnership.

The Academy's pharmaceutical practice brings together experts from across the
healthcare ecosystem, including clinical leadership, regulatory specialists,
market access strategists, and commercial innovators, to deliver tailored
capability development aligned with each organization's unique challenges and
opportunities.
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Through the Route to Shopper® Framework, the Academy equips
pharmaceutical organizations to:

« Transform siloed operations into integrated customer-centric models

« Develop sophisticated patient journey understanding spanning clinical
and commercial dimensions

« Build advanced pharmacy and provider engagement capabilities driving
mutual value

« Create data-driven personalization approaches within appropriate
regulatory boundaries

« Establish measurement systems quantifying both health impact and
commercial performance

The Academy's partnership model extends beyond traditional consulting,
focusing on sustainable capability building that enables long-term
organizational transformation. Through collaborative workshops, capability
assessments, strategic planning, implementation support, and ongoing coaching,
the Academy helps pharmaceutical organizations develop the internal expertise
required for continued excellence in healthcare landscape.

Call to Explore

The future of pharmaceutical excellence lies at the intersection of clinical
science, behavioural understanding, and commercial innovation. We invite you
to:

Reimagine pharmaceutical growth through the lens of the patient-shopper
journey

Move beyond traditional marketing approaches to develop holistic engagement
strategies addressing the complete treatment experience from awareness through
ongoing management.

Collaborate across functions and with providers to build value-based
engagement

Break down historical silos between commercial, medical, regulatory, and
access teams while establishing new partnership models with healthcare
providers and retailers.

Explore how Route to Shopper® can power your next leap in commercial
and health impact

Discover how systematic capability development across the GUIDE and
PATHS frameworks can transform your organization's approach to patient
engagement, provider partnerships, and retail execution.
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The healthcare landscape demands new approaches balancing innovation,
access, and sustainability. Through the Route to Shopper® Framework,
pharmaceutical organizations can develop the capabilities required to navigate
this complexity while delivering meaningful value to patients, providers, and
healthcare systems.

Contact

To begin a strategic dialogue on implementing the Route to Shopper®
Framework in your organization, please contact:

Strategic Partnerships Team

Commercial Excellence Academy

www.commercialexcellence.academy

info@commercialexcellence.academy

Route to Shopper® is a registered trademark of The Asbiverse Group
representing decades of specialized expertise in healthcare commerce and
patient-centred strategy. The examples contained in this document are
hypothetical and intended solely for illustrative purposes.
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