
Market Access 
Transparency 
Improves Pharma 
Pull-Through
Even in complex TAs like oncology, access to new 
therapies is never guaranteed. To prevent delays 
and denials, pharma reps need to provide HCPs 
with access information from the outset.

73%
of oncologists, cardiologists and internists 
think coverage details should be a standard 
part of sales visits.

Specialists struggle with a slew of prescribing barriers:

And those assumptions change their 
prescribing behavior:

88%
of specialists say access 
barriers have caused them 
to delay or reconsider a 
prescribing decision.

83%
of specialists have 
chosen an alternative 
therapy due to access 
challenges with their 
first-choice therapy.

Pharma sales reps can stop access
uncertainty in its tracks. 
With MMIT’s FormTrak in Veeva solution, reps can share real-time 
coverage details for a prescriber’s population, along with PA forms and 
documentation to help ease the administrative burden. 
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CONNECT WITH AN EXPERT

When reps don’t address potential hurdles, 
specialists fill in the blanks:

Coverage Denials 82%Prior Authorization 
Delays 90%

Limited Payer 
Coverage for New 
Therapies

61% Site-of-Care 
Restrictions 22%

High Patient 
Out-of-Pocket 
Costs

78%

According to a 
recent MMIT survey,

37%Specialists Assume 
Coverage is Limited 
or Inconsistent

34%Specialists Expect 
PAs and/or Step 
Therapy 

33%Specialists Believe 
the Product Has 
Access Challenges


