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Case study and patient journey development for a specialty infusion  
technology platform
CHALLENGE
Elevate Health Technologies needed to prove the commercial and clinical value of its OnePulse Connect in-office infusion and dispensing 
program to prospective specialty practices, payers, and pharma partners. Program data, practice revenue, patient outcomes, satisfaction 
scores — lived across separate clinical, billing, and survey systems, and the underlying access workflow (benefits investigation, prior 
authorization, medically integrated dispensing, Buy & Bill reconciliation) was too complex for non-technical stakeholders to grasp in a sales 
or partner conversation. Two deliverables were needed: a defensible, data-backed case study proving the program worked, and a clear 
visual explanation of how it worked.

ACTION
Directed a cross-functional team through data collection, content, and design for both deliverables. Partnered with the CMO on strategic 
priorities and outcome benchmarks, worked with marketing managers on practice and program performance data, and collaborated with 
office nurses and clinical staff to capture patient testimonials and validate workflow accuracy. Directed copywriting in translating clinical and 
operational detail into clear, audience-appropriate language.

Designed “Delivering Results: Integrated In-Office Infusion & Dispensing,” a sourced case study covering revenue growth, dispense volume 
growth, treatment compliance, and a cited outcomes comparison against external infusion, built as a leave-behind for payer, pharma, and 
practice audiences. Directed “Elevating the Patient Journey,” an infographic mapping the full OnePulse Connect workflow, from electronic 
Rx receipt through benefits investigation, prior authorization, medically integrated dispensing, and reconciliation, into one navigable visual 
for HCPs, payers, and internal teams..

RESULTS
Delivered two complementary market access assets built on a shared, cross-functionally validated data set: a sourced case study 
demonstrating +71% revenue growth, +143% dispense volume growth, a 98% infusion appointment completion rate, and 97% patient 
satisfaction, and a process map that gave sales, marketing, and partner-facing teams a single, reusable way to explain a complex access and 
reimbursement workflow.every channel and every audience from day one of launch.

PROJECT
Case study development
Patient journey infographic
Cross-functional content 
direction

SECTOR
Neurology
Specialty infusion
Healthcare technology

STRATEGY
Outcomes storytelling
Process visualization
Payer & pharma-facing proof 
points

SUBJECT MATTER
Market access
Prior authorization
Patient support services
Buy & Bill / reimbursement

AUDIENCE
HCP / Provider
Payer
Pharma manufacturer
Patient

COMMUNICATION
Case study
Data visualization
Process infographic
Patient testimonials

+71% revenue growth and +143% 
dispense volume growth documented in 
a sourced case study

Complex benefits investigation-to-
reimbursement workflow translated into 
one navigable process map

Cross-functional team spanning CMO, 
marketing, clinical staff, and copywriters 
aligned around a single data set

97% patient satisfaction and 951 
completed infusion visits captured as 
proof points for payer and pharma 
conversations
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Full case study spread: “Delivering Results” for OnePulse Connect’s Integrated In-Office Infusion & Dispensing program
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Elevating the Patient JourneyElevating the Patient Journey

Benefits 
Investigation: 

OnePulse Connect begins 
BI process. PAP/Copay 

Assistance Opportunities 
and PA requirements are 

presented.

OnePulse Connect  
team reviews 

PAP/Copay 
Assistance eligibility 

and begins 
enrollment.

PRIOR AUTHORIZATION
NEEDED

PRIOR AUTHORIZATION
NOT NEEDED

Medical 
Benefit:

Patient is treated and 
medication is 

replenished via 
Buy & Bill module in 
OnePulse Connect.

Pharmacy 
Benefit:

Drugs dispensed to 
patient during office 

visit through MID 
module.OnePulse Connect 

Reconciliation 
process.

���������������������������

PM/EHR 
System 

Integrations: 
OnePulse Connect 

receives Rx and patient 
information directly.

ELEVATE HEALTH 
TECHNOLOGIES

ACTION

ELEVATE HEALTH 
TECHNOLOGIES

ACTION Medically 
Integrated 

Dispensing:
OnePulse Connect 

presents eligible 
treatments and MID 
opportunities based 

on benefits.

ELEVATE HEALTH 
TECHNOLOGIES

ACTION

Patient 
Outreach:

Patient outreach via 
SMS/text or phone calls. 

Includes patient 
education and clinical 

assessments.

ELEVATE HEALTH 
TECHNOLOGIES

ACTION

ELEVATE HEALTH 
TECHNOLOGIES

ACTION

Expedited PA 
Process:

HCP completes 
pre-populated PA with 

OnePulse Connect 
team assistance.

ELEVATE HEALTH 
TECHNOLOGIES

ASSISTS

Healthcare 
Provider Sends 
Electronic Rx

STARTS HERE

EHT_OPC_PJ_EXTENDED_V3_101725

OnePulse Connect 
determines if Rx is best 

suited for MID or Buy & Bill 
based on profitability.

OnePulse 
Connect orders 
drug for MID and 

Buy & Bill (IOI)

OnePulse Connect billing 
team bills payer for both 

drug (J-code) and 
administration (CPT)

OnePulse Connect reviews EOB and tracks 
payer payments. Once reimbursement is 

received, we confirm that billing, 
reimbursement and purchasing aligns.

Initial Office Visit and Education
• Patient schedules appointment and 

is seen at Office
• Patient receives potential diagnosis
• Patient receives MID literature and 

options are discussed
• Patient confirms they would like to 

utilize MID

MID Enrollment & Welcome
• Patient confirms participation in MID
• SMS Welcome message to patient 

confirming communication 
preferences 

• Patient receives Financial Assistance 
enrollment information

• Patient provides required Financial 
Assistance details 

In-Office Dispense
• Patient schedules pick-up of 

Medication/ Office visit
• Patient arrives at office for 

medication administration or pick-up
• Patient receives education literature 

on therapy/medication
• Patient completes questionnaire on 

or after dispense day and submits 
feedback

Follow Up & Refill
• Patient receives refill reminders 
• Patient schedules medication refill 

pick up or administration
• Patient arrives for medication 

administration or pick up 
• Patient completes follow-up clinical 

assessment as necessary

OnePulse Connect Clinicians are 
available for inquiries throughout 

the Treatment Journey

���������������������������
���������

A Personalized Treatment Journey

Infographics for OnePulse Connect’s patient access workflow and treatment journey
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Enterprise rebrand and market repositioning for a global  
specialty pharmacy leader
CHALLENGE
AscellaHealth had grown rapidly through acquisition but operated under four separate legacy brand identities, creating market confusion, 
limiting credibility with payer partners, and undermining its ability to attract new specialty pharmacy clients. For a company with global 
ambitions in specialty pharmacy and rare disease, the fragmented brand was actively working against its commercial strategy. A complete 
repositioning was required, not just a new logo, but a coherent story and visual system capable of carrying the brand across every touchpoint, 
audience, and market.

ACTION
Served as Creative Director leading the full enterprise rebrand from discovery through deployment. Partnered with executive leadership 
and external brand consultants to develop a brand architecture that reflected AscellaHealth’s true scale and global ambition. Directed 
the complete identity system, logo family, color palette, typography hierarchy, iconography, photography direction, and modular layout 
principles designed to scale across enterprise, patient-facing, and partner applications. Directed and mentored an internal design and copy 
team through concept development, iteration, and creative review, while managing external design consultants brought in for specialized 
production.

Developed a comprehensive messaging framework and brand voice aligned across payer, patient, and provider audiences. Directed rollout 
across digital platforms, omnichannel campaigns, event and conference presence, executive communications, and partner brand identities 
including Actum Pharma. Established brand governance systems and training materials to ensure consistency across internal teams and 
external vendors from launch.

RESULTS
Repositioned AscellaHealth as a globally recognized specialty pharmacy leader — with a unified brand system that held together across every 
channel and every audience from day one of launch.

PROJECT
Enterprise rebrand
Creative direction
Brand governance

SECTOR
Specialty pharmacy
Rare disease
Oncology
Immunology

STRATEGY
Global brand positioning
Market repositioning
Commercial strategy
Brand stewardship

SUBJECT MATTER
Market access
HCP engagement
Patient support
Payer communications

AUDIENCE
Payer
Provider
Patient
Pharma manufacturer

COMMUNICATION
Visual identity system
Messaging framework

Americas’ Fastest Growing Companies 
— Financial Times

Stevie Award
Best Marketing Group 2023 — 
American Business Awards

Legacy identities consolidated into one 
coherent brand system

Expanded market recognition across 
international specialty pharmacy 
markets
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Redesigned and branded corporate site, US and EU
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A Global Specialty 
Pharmacy & Healthcare 
Services Provider
End-to-End Solutions Serving Patients,  
Life Sciences Manufacturers, Payers,  
and Providers

Customizable Specialty Pharmacy and rare disease solutions for improving 
medication access, optimizing cost savings, and enhancing the patient journey.

• Pre-Commercialization & Market Access

• Distribution, Wholesale, 3PL Services

• International Specialty Pharmacy 
Fulfillment

• Patient Support/ HUB Services

• Copay Assistance Programs

• Unique Pharmaceutical Financial 
Solutions

• Specialty Pharmacy and Medical  
Benefit Management

1055 Westlakes Dr. Suite 200 | Berwyn, PA 19312 | Phone: #1 877 389 9040 | AscellaHealth.com

Digital and print ads

ascellahealth.com

AscellaHealth is proud to be 
Recognized as a 2024 PACT 
Enterprise Award  

Healthcare 
Innovator Finalist
Congratulations to all other finalists!

• Pre-Commercialization & Market Access

•	 Specialty	Pharmacy	Fulfillment

• Distribution, Wholesale, 3PL Services

• Patient Support & HUB Services

A Global Specialty Pharmacy &  
Healthcare Services Provider

Serving Patients, Life Sciences Manufacturers, Payers and Providers

• Pharmaceutical Financial Solutions for  
High-Cost Therapies

• Customizable Copay Assistance Programs

• Specialty Pharmacy & Medical   
Benefit	Management

PHAD324001.TBD

1055 Westlakes Dr. Suite 200 | Berwyn, PA 19312 | Phone: +1 877 389 9040 | ascellahealth.com

Customizable Specialty Pharmacy  
and rare disease solutions for improving 
medication access, optimizing cost savings,
and enhancing the patient journey.

• Pre-Commercialization &  
Market Access

• Distribution, Wholesale,  
3PL Services

• International Specialty 
Pharmacy Fulfillment

• Patient Support/ HUB Services
• Copay Assistance Programs
• Unique Pharmaceutical 

Financial Solutions
• Specialty Pharmacy and 

Medical Benefit Management

A Global Specialty Pharmacy and  
Healthcare Services Provider

Serving Patients, Life Sciences Manufacturers,  
Payers and Providers
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A GLOBAL PARTNER DELIVERING END-TO-END SOLUTIONS 

Streamlined Commercialisation 
of Therapies for Complex,  
Chronic Conditions 

Brochures for capabilities
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eBooks supporting ad boards, specialty pipeline, and global capabilities
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Email and social media campaigns, newsletters 

PharmaConnectPharmaConnect

Tuesday, May 2, 2023
 5:30 pm - 8:30 pm

Encore at Wynn Las Vegas 
Encore Duplex Suite # ______

Please RSVP: 
businessdevelopment@ascellahealth.com

For more 
information 
about 
AscellaHealth  
SCAN THIS  
QR CODE.

1055 Westlakes Dr., Suite 175 
Berwyn, PA 19312 
+1 877 389 9040

ascellahealth.com

An Exclusive Cocktail Reception An Exclusive Cocktail Reception 
and Networking Eventand Networking Event

Your single-source partner for customized  
rare disease and specialty pharmacy solutions- enabling  

enhanced access and outcomes. 

JOIN US FOR:JOIN US FOR:

Navigating the Complex Drug 
Commercialisation Process

Join Industry Expert, Leslie Galloway and 
AscellaHealth for Key Strategies for Success!

We understand the plethora of challenges facing pharmaceutical 
manufacturers trying to launch novel therapies into the UK market. During 

this informative discussion, Leslie Galloway, Chairman EMIG, Co-
founder & Chairman, Tetris Pharma Ltd. will share important speciality 

drug commercialisation challenges and insights to help ensure success             
and speed to market.

Key Discussion Topics:

• Key considerations in bringing a product to market and getting        
it reimbursed

• The changing reimbursement landscape for speciality products

• The benefits of an Early Launch Plan 

Also hear from AscellaHealth leadership team and CEO, Dea Belazi, 
PharmD, MPH on innovative approaches to streamline commercialisation.

ascellahealth.com

Wednesday, 22 May, 2024
14:00 - 17:45

The Garden Room at The Goring
15 Beeston Place, London, SW1W 0JW

Speakers & Panel Members:
Leslie Galloway, Chairman, EMIG, Co-founder & Chairman, Tetris Pharma Ltd.
Dea Belazi, Co-founder & CEO, AscellaHealth
Gillian Molloy, Director of Market Access, AscellaHealth

Networking Reception 
Immediately following the event.

18:00 - 20:00
The Terrace at The Goring

Streamlining the Launch:
Key Insights to Enhance 

Commercialisation Success

PHIN32403.TBD

Payer Spotlight

Infusion Therapy Site of Care Optimization: 
Quality & Economics
SOC Selection and why this is still a big issue

Industry analysts predict a 7.0% year-on-year medical cost trend in 2024 in both Individual and Group markets, a 
notable increase from previous years. The uptick is largely being attributed to the rapidly escalating costs associated 
with specialty drugs which are predicted to continue to grow at double digit rates.  
 
From health plans to self-insured employers and pharmacy benefit managers (PBMs) -- there is increased pressure 
to better address the cost of infusion therapies. The expense of infusion therapy varies depending upon the type 
and dosage of medication, ranging from $200 to $1,000 or higher per treatment with a significant percentage of 
patients requiring ongoing treatments on a weekly or monthly basis.

What is a Biologic or Specialty Product?

Biologic medications and specialty products often involve administration through an intravenous needle or 
catheter, while others are administered via alternate routes of administration, such as intramuscular, epidural 
and self-injectable means. These products include a wide range of treatments such as vaccines, blood and blood 
components, allergenics, somatic cells, gene therapy, tissues and recombinant therapeutic proteins. They are  
derived from natural sources (humans, animals and microorganisms, etc.)  and are created using various 
biotechnological methods. Biological products often represent the cutting-edge of biomedical research and, in time, 
may offer the most effective means to treat a variety of medical illnesses and conditions that presently have no other 
treatments available.

A year’s worth of infusion therapy treatment can range from several thousand to tens of thousands of dollars. For 
example, the annual cost of rheumatoid arthritis (RA) infusion therapy in a hospital setting routinely costs payers 
between $36,000 to $47,000.
 
As payers seek to take back control of their pharmacy and medical spend, Site of Care (SOC) optimization is an 
opportunity to capture savings.

While alternative SOC options were first introduced in the 1980’s, there are increased pressures in 2024 for cost-
containment at every level of healthcare delivery. Coupled with advances in the clinical administration of the 
therapies, new technologies, and increased demand for quality improvements, there are now multiple opportunities 
for SOC optimization. For individuals requiring long-term therapy, inpatient care is not only tremendously expensive 
($6 billion annually nationwide), but also prevents the individual from resuming a normal lifestyle and work activities.

There is a cascade of specialty drug launches expected throughout 2024, adding to the massive market.  SOC 
optimization can unlock greater value by enabling patients to receive specialty infusion medication allowing for more 
responsive care and saving payers on overall costs. 

Working with providers to transition patients from high-cost environments like large hospitals with inpatient and 
outpatient facilities to more economical settings, such as physician’s in-office infusion suites or stand-alone Infusion 
Centers, proves to be an advantageous approach. Alternate sites of care not only offer cost savings but also deliver 
a more comfortable care environment and higher-quality care with flexible scheduling, aligning seamlessly with the 
preferences of both patients and payers.

At AscellaHealth, we put patients at the center of everything we do, and this has led us to emphasize the importance 
of optimizing SOC in our offerings to enhance access to more convenient, quality-focused settings, increase patient 
engagement and compliance rates, improve clinical outcomes and lower costs. For example, our professional team 
has leveraged their extensive industry knowledge and expertise to introduce a proprietary Home Infusion Pharmacy 
Network offering payers and patients a less intrusive and more cost-effective option for infusion therapy. This 
nationally recognized solution is acclaimed for effectively reducing costs without compromising quality of care for the 
administration of specialty medications.

Home infusion therapy has been shown to be highly effective in improving patient outcomes. One study found 
that, compared to medical setting infusion patients, home infusion patients were no more likely to have adverse 
drug events or side effects. What’s more, clinical outcomes were as good if not better. For example, home infusion 
patients with hemophilia have a 40% reduction in the likelihood of hospitalization for bleeding complications. Patients 
also overwhelmingly preferred home infusion and reported greater physical and mental well-being, as well as less 
disruption to daily life and reduction in burden for caregivers. In addition to better patient outcomes, home infusion 
costs were significantly lower than medical setting infusion costs, with savings of between $1,928 and $2,974 per 
treatment course.

Cost Reduction
For payers, it will come as no surprise to learn that the exact same therapies, administered using the same method, 
can be more than two-to-three times more expensive in the hospital setting vs. a stand-alone infusion center. 
Industry sources report that hospital outpatient department (HOPD) infusions cost on average 70% more than a 
physician’s office for the same infusion.

Large payers are growing their SOC Optimization Programs. At Cigna, for example, only one infusible drug was on 
its SOC medical policy at the start of 2017. By 2022, that number grew to 135, including 26 oncology and 109 non-
oncology agents.  

The chart below demonstrates the increasing number of drugs added to Cigna’s SOC medical policy:

Source: National Infusion Center Association. Site of Care Optimization - National Infusion Center Association

Source: Site-of-Care Shock Looms for Infusion Services (specialtypharmacycontinuum.com)

Real-World Cost Savings
See this cost comparison for 
Remicade, a specialty drug which 
targets a specific protein in the 
body’s immune system to help 
control inflammation. Remicade can 
reduce signs and symptoms, induce 
and maintain remission, promote 
intestinal healing and reduce or stop 
the need for steroids.

Benefits of AscellaHealth’s SOC Optimization 
With the overwhelming evidence of success, several health plans, self-insured companies and other payers have 
begun working with AscellaHealth to quickly implement and scale their own SOC Optimization Programs and have 
found significant value in applying a high level of expertise to the management of specialty drugs. 

The AscellaHealth Home Infusion Pharmacy Network reflects:

Expertise in Specialty Conditions & Rare Disease:  
Many specialty products treating patients with chronic, complex conditions have intricate routes of administration. 
AscellaHealth hand-selects each partner as a disease state site of excellence to ensure they meet the specific clinical 
demands, deliver high-quality care and provide patient flexibility and convenience for the best possible outcomes.  

Dedication to Quality of Care: 
Collectively, the care sites contribute to a higher quality of life by improving patient access to care, reducing time 
away from work or school and fostering independence for patients living under otherwise rigid medical parameters.

Efficient Clinical and Commercial Operations:  
On-demand, rapid orchestration – sometimes within 48 hours – is crucial to ensuring timely treatment, given the 
potential disruptions to delivery timelines due to patient-specific issues.

Prioritizing Patient Safety: 
Care sites play a pivotal role in ensuring patient safety during the first 30 days post-infusion as well as for long-term 
monitoring to assess long-term durability of the treatment. AscellaHealth’s patient engagement tools are essential to 
patient safety. Communicating with the care coordination and personalized support teams is easy and convenient 
with comprehensive, innovative and cutting-edge tools, optimizing care management. For example, expert call 
centers can seamlessly engage patients, break down barriers to communication and ensure optimal therapeutic 
outcomes.  Automated workflow ensures accuracy, speed-to-fulfillment and initiation of treatment. Capabilities also 
include mail delivery of products to home, doctor’s office or other location, with safe handling, secure packaging 
and timely delivery; provide side effects management; ensure adherence and refill reminders; provide late-to-refill 
notifications and ensure compliance and adherence to treatment. 

Accreditation Excellence: 
All AscellaHealth’s SOC partners are accredited and licensed in one or multiple states. Furthermore, our network 
Pharmacies are accredited by one of many accrediting organizations (AOs) including The Joint Commission, 
Accreditation Commission for Health Care (ACHC), Utilization Review Accreditation Commission (URAC) and more.
  
For further information, visit www.ascellahealth.com or contact businessdevelopment@ascellahealth.com 

HEADQUARTERS
AscellaHealth, LLC
1055 Westlakes Drive
Suite 200
Berwyn, PA 19312

European Locations
Terebellum Ltd.
Riverside One
Sir John Rogerson’s Quay
Dublin, Ireland, D02 X576

Terebellum UK Limited
C.O. MCCANN FITZGERALD LLP
Company Number: 14206779
TOWER 42, LEVEL 38C, Old Broad St.
LONDON EC2N 1HQ

AscellaHealth
04/25/2024 - 10 min read
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Provider enrollment and patient access guide system  
for a global pharmaceutical leader
CHALLENGE
Bristol Myers Squibb needed clear, compliant, and engaging creative to support provider enrollment and patient access across its BMS 
Access Support® ecosystem — spanning the Value Pack manager guide, the MyBMSCases provider portal, electronic benefits re-verification 
(eBRV) tools, and product-specific reimbursement resources such as OPDIVO®. Healthcare office staff and prescribers needed intuitive, 
step-by-step guidance through complex benefits verification, prior authorization, coding, and co-pay support workflows — all within a tightly 
regulated promotional environment where clarity and compliance had to coexist. Generic or visually inconsistent materials risked under-
utilization of programs designed to improve patient access to critical cardiovascular, hematology, and oncology therapies.

ACTION
Led full creative development across the BMS Access Support suite at Mota9 Creative, working within strict BMS brand and MLR/regulatory 
requirements. Directed a team of designers and UX talent across five concurrent deliverables, running internal reviews and critiques to 
keep design and messaging consistent ahead of each MLR submission. Designed the Value Pack User Guide for Managers as a multi-page 
interactive resource walking managers through uploading files, accessing the Digital Asset Manager (DAM), and navigating the Value Pack 
workflow end to end — built for both digital and print with clear visual hierarchy for busy office staff.

Built the eBRV Patient Electronic Benefits Re-Verification Resource, a step-by-step provider guide covering dashboard navigation, patient list 
management, and the full re-verification request process. Developed the OPDIVO Quick Reference Guide for Reimbursement and Coding, 
summarizing ICD-10-CM and HCPCS codes, dosing schedules, and Select Important Safety Information. Designed the BMS Access Support 
leave-behind folder system for in-office use by Access & Reimbursement Managers, and directed the MyBMSCases Provider Portal User 
Guide, translating enrollment and case-tracking workflows into plain, accessible language.

RESULTS
Delivered a unified, MLR-compliant guide system across five distinct BMS Access Support touchpoints, giving healthcare office staff a 
consistent visual and navigational language whether they were enrolling a patient, re-verifying benefits, checking OPDIVO coding, or 
logging into the provider portal — reducing friction across the entire patient access journey.

PROJECT
Patient support program
Provider portal creative
HCP communications

SECTOR
Cardiology
Hematology
Oncology
Specialty pharmacy

STRATEGY
Access simplification
Patient enrollment strategy
Provider adoption
Brand stewardship

SUBJECT MATTER
Market access
Patient support services
HCP engagement
Payer communications

AUDIENCE
HCP / Provider
Patient
Payer
Office staff

COMMUNICATION
Patient support materials
Provider portal guide
Benefits verification tools
Regulatory-compliant 
creative

Guide systems unified under one BMS 
Access Support visual language

Built for MLR-regulated deployment 
across print and digital

Consistent navigation across provider, 
patient, and payer touchpoints

Delivered across cardiovascular, 
hematology, and oncology therapy 
areas
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Interactive training guide
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Promotion video 
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Coming Soon! 

The new Value Pack will go live in early May!

We are excited to announce that there is a new, one-stop resource 
on the way to help you access critical WW VAP & HEOR information 
across all therapeutic areas. The new Value Pack will centrally store and 
communicate critical and up-to-date WW VAP & HEOR materials to 
support the markets in launches and submissions. 

The new Value Pack unifies and takes the best of both of our two 
previous platforms – the heritage Value Pack and PACE Hub. We have 
improved the user experience in the new Value Pack through greater 
consistency across the portfolio, simplified navigation, and personalized 
updates - and it’s coming your way soon! 

The heritage Value Pack and Pace Hub platforms will be retired once the 
new Value Pack goes live. Critical files will be migrated to the new Value 
Pack and its ease of use will make for a seamless transition.

Be on the lookout for more information on the launch of the new 
Value Pack!

Best,

Alex Marshall

The new Value Pack is now live!

The Value Pack is our central location for critical and up-to-date WW 
VAP & HEOR materials across the portfolio. This platform supports 
markets in their launches, HTA submissions, and payer interactions.  
Its development was supported by the collaborative efforts of more 
than 60 cross-functional team members.

Here are some of the exciting functionalities:

• Consistent structure to streamline user experience

• Drop down menus to simplify navigation

• Bookmark pages to easily access files recently uploaded  
to products, indications, and areas of interest

• Search function to quickly access materials

• Rapid Response Process empowers markets to easily  
submit data requests

Please be sure to bookmark the Value Pack link for future reference!

Please note that we have now decommissioned our heritage Value Pack and 
PACE Hub platforms. If you visit those pages, you will be redirected with a link 
to the new Value Pack.

We hope you enjoy the new and improved Value Pack!

Best,
Value Pack Team

Welcome to 
the Value Pack

Be sure to watch this video of 
your colleagues describing the 
Value Pack and demonstrating its 
exciting features!

Click here to log in to the new Value Pack site  

Internal group emails
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BMS Access Support folder system for HCP offices
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Provider Portal 
User Guide
MyBMSCases

Dear Healthcare Office: 

Thank you for your interest in using MyBMSCases. This web 
portal is designed to help you assist patients with enrolling in  
BMS Access Support® programs and keep track of enrolled 
patients on an ongoing basis. 

Bristol Myers Squibb is committed to helping appropriate  
patients get access to our medications by providing access  
and reimbursement support services. 

If you require additional assistance with the  
MyBMSCases Provider Portal, please call  
BMS Access Support at 1-800-861-0048.

BMS Access Support Provider Portal and User Guide
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1

Please see Important Safety Information for OPDIVO on pages 4-7 and U.S. Full Prescribing Information for OPDIVO.
For reimbursement assistance, call BMS Access Support® at 1-800-861-0048, 8 AM to 8 PM ET, Monday–Friday, or visit www.BMSAccessSupport.com.

OPDIVO® (nivolumab)
Indication
OPDIVO® (nivolumab), as a single agent, is indicated for the adjuvant treatment of patients with urothelial carcinoma (UC) who 
are at high risk of recurrence after undergoing radical resection of UC. 

Approved on: August 20, 2021

A Quick Reference Guide for 
Reimbursement and Coding

Now Approved

Select Important Safety Information
Summary of Warnings and Precautions
OPDIVO is associated with the following Warnings and Precautions: severe and fatal immune-mediated adverse reactions including 
pneumonitis, colitis, hepatitis and hepatotoxicity, endocrinopathies, nephritis with renal dysfunction, dermatologic adverse reactions, 
other immune-mediated adverse reactions; infusion-related reactions; complications of allogeneic hematopoietic stem cell 
transplantation (HSCT); embryo-fetal toxicity; and increased mortality in patients with multiple myeloma when OPDIVO is added to a 
thalidomide analogue and dexamethasone, which is not recommended outside of controlled clinical trials.

Recommended Dosing for OPDIVO for the adjuvant treatment of patients with 
urothelial carcinoma (UC) 
The recommended dose of OPDIVO is 240 mg every 2 weeks or 480 mg every 4 weeks (30-minute intravenous infusion).1

DOSING1

CHOICE OF 2 DOSING OPTIONS
q2w (240 mg) or q4w (480 mg) IV

(until unacceptable toxicity or  
disease recurrence for up to 1 year)

OPDIVO

Your Guide to Completing  

Electronic Benefits 
Re-Verification (eBRV)
For your patients enrolled in BMS Access Support® 

Visit the Portal www.MyBMSCases.com

2022 Bristol Myers Squibb (BMS) Access Support® Patient Electronic Benefits Re-Verification Resource 

Call BMS Access Support at 1-800-861-0048,  
8 AM to 8 PM ET, Monday–Friday, or contact  
your Access & Reimbursement Manager

Questions?

A REFERENCE GUIDE TO  
Reimbursement and Coding
SPRYCEL® (dasatinib)

Please see Important Safety Information on pages 8-12 and US Full Prescribing Information. 

BMS Access Support eGuides for Reimbursement and eBRV
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Call the On Call support program at 1-800-ORENCIA (673-6242)  
8 AM to 8 PM ET, Monday–Friday, or contact your  
BMS Access and Reimbursement Manager

Questions? 

Your Guide to Completing  

Electronic Benefits 
Re-Verification (eBRV)
For your patients enrolled  
in ORENCIA On Call™ 

2022 ORENCIA On Call™ Support Program Patient Electronic Benefits Re-Verification Resource 

Visit the Portal www.ORENCIAportal.com

ORENCIA® (abatacept) Support Program

Please click here for U.S. Full Prescribing Information, including Boxed WARNINGS

Welcome to the  
ELIQUIS 360 Support  
Program
A resource guide for healthcare providers

Working Together for Patient Access to ELIQUIS

The ORENCIA On Call™ support program is focused on helping you assist your intravenous 
(IV) and subcutaneous (SC) patients with access to ORENCIA® (abatacept). Get the program 
enrollment form, billing codes, and other access and reimbursement support information.

ORENCIA® (abatacept) Support Program

©2021 Bristol-Myers Squibb Company. All rights reserved.  
ORENCIA is a registered trademark and ORENCIA On Call and the ORENCIA On Call logo 
are trademarks of Bristol-Myers Squibb Company. 
427-US-2100343  Aug/21

Supporting Your Patients  
Every Step of the Way

Benefits Review & Prior 
Authorization Assistance
Support to help initiate  

and maintain  
access to ORENCIA

Co-Pay &  
Financial Support
Identification of  
patient financial  

assistance services

Secure Provider Portal
ORENCIAportal.com 
allows for real-time 

monitoring of 
ORENCIA On Call™ 

patient cases

BMS Access and  
Reimbursement Managers
Support from managers  

who are available in  
person and by phone

Patient Resources
Information to help  
patients understand  
their coverage and  

access their treatment

Contact Your BMS Access and Reimbursement Manager

Call Your On Call Program Representative at  
1-800-ORENCIA (673-6242) 
8 AM to 8 PM ET, Monday–Friday

Visit www.ORENCIAhcp.com

Three Ways to Get Support

BMS Sell Sheets, Office Support for therapy programs
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BMS sell sheets and office support materials for therapy programs

https://www.ecdirection.com/
https://www.linkedin.com/in/ehcurtis/
mailto:?subject=


elissa curtis ecdirection.com   •   linkedin.com/in/ehcurtis   •   ehcurtis@gmail.com

20

Strategic support and creative solutions for RxAccess Partners
CHALLENGE
As a newly established company entering a crowded pharmaceutical consulting space, RxAccess Partners needed to build credibility and 
brand recognition from the ground up. Its data-driven, 360° payor-to-patient programs were sophisticated, but without a clear visual identity, 
consistent messaging, or a strong presence at the industry summits and expos where pharma partners make decisions, RxAccess Partners 
risked being overlooked in a market where trust and visibility drive new business — including the RFPs that determine which partners get the 
work.

ACTION
Led creative direction and strategic marketing to position RxAccess Partners as a holistic, trusted resource within the pharmaceutical space. 
Built a brand positioning and messaging framework, then extended it across targeted marketing initiatives and an engaged social media 
presence to amplify brand visibility, foster meaningful connections, and drive awareness of the company’s unique offerings among payors, 
patients, HCPs, and industry stakeholders.

Designed impactful booth displays and developed sales support materials tailored for key summits and expos, ensuring RxAccess Partners 
stood out in competitive environments and resonated with potential clients. Directed external production vendors on booth and collateral 
execution, presenting creative concepts directly to RxAccess leadership and prospective pharma partners. Provided RFP support and 
concept development for pharma partners, equipping the business development team with consistent, on-brand materials to compete for 
new business.

RESULTS
Combining creative strategy with a deep understanding of market dynamics, this work continues to elevate RxAccess Partners as a leading 
partner in patient support and market access solutions, with a consistent brand presence across social channels, industry events, and pharma 
partner pitches that drives ongoing new business conversations.

PROJECT
Brand marketing & 
positioning
Booth & event materials
Social media strategy
RFP support
Concept development for 
pharma partners

SECTOR
Market access
Patient support
Pharmaceutical consulting

STRATEGY
Brand positioning
Network marketing
Content & social strategy

SUBJECT MATTER
Market access
Patient support services
Payor-to-patient programs
Brand visibility

AUDIENCE
Payers
Patients
HCPs
Industry stakeholders

COMMUNICATION
Booth displays
Sales support materials
Social media content
Marketing collateral

Brand positioning built for a newly 
established market access consultancy

Sales support materials designed for 
key industry summits and expos

Social media strategy driving engaged, 
growing brand visibility

360° payor-to-patient program 
messaging translated into simple, 
creative concepts
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PARTNERS
ACCESS

Making the complex  
comprehensible.
WHO WE ARE

We are trusted advisors. With our reputation, expertise, 
credibility, empathy, and, most importantly, a high level of 
integrity, RxAccess Partners provides data-driven decisions, 
strategic guidance, and innovative solutions that mitigate risk. 
Our 360 payor-to-patient programs bring complex market 
access and patient support programs to life through simple 
concepts and creative execution.

ACCESS  
STRAGEGY

MARKET ACCESS
MARKETING

FIELD  
SOLUTIONS

MARKET  
ACCESS

TRAINING

PATIENT  
SUPPORT 
SERVICES

TRADE &  
DISTRIBUTION

ACCOUNT  
MANAGEMENT

MARKET RESEARCH  
& AD BOARDS

REIMBERSEMENT 
SUPPORT

rxaccesspartners.com 
linkedin.com/company/rx-access-partners-llcPARTNERS

ACCESS Scan for more information

LAUNCH PLANNING EARLY - MID LIFECYCLE OPTIMIZATION

•	 Conduct access landscape   
assessments

•	 Develop market access launch plan
•	 Create reimbursement collateral materials
•	 Payor value presentations
•	 Manage pricing & contracting
•	 Develop gross-to-net strategies
•	 Target payors
•	 Assess distribution channels
•	 PSP brand & name design
•	 Design & benchmark patient  

support programs
•	 Patient services RFP development  

& execution
•	 Financial modeling for patient support

•	 Provide market access training
•	 PSP vendor management & 

implementation
•	 Create patient adherence campaigns
•	 Analyze patient discontinuation risk
•	 Provide reimbursement training
•	 Develop pull-through tools
•	 Manage & outsource teams
•	 Supply access dashboards & reports
•	 Monitor coverage
•	 Oversee pricing
•	 Negotiate contracts with payors 

•	 Prepare for market changes
•	 Gauge competitive risks
•	 Formulate contracting strategy
•	 Analyze patient financial 

assistance
•	 Evaluate the effectiveness of 

patient support programs
•	 Patient and HCP website design 

& development
•	 Operational rules of engagement
•	 Virtual program management
•	 PSP optimization

A Full Spectrum of Payor to Patient Services

THERAPEUTIC 
DEVELOPMENT

•	 Assess patient payor 
demographics

•	 Review clinical research
•	 Strategize evidence 

generation
•	 Key Opinion Leader (KOL) 

analysis
•	 Reimbursement strategy
•	 Pre-approval information 

exchange
•	 Disease state education
•	 Medical story development
•	 Early access program 

planning

Marketing direction and messaging materials for RxAccess Partners
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Concept development for HCP support website, advertising, and brochure for Trimbow®

https://www.ecdirection.com/
https://www.linkedin.com/in/ehcurtis/
mailto:?subject=


elissa curtis ecdirection.com   •   linkedin.com/in/ehcurtis   •   ehcurtis@gmail.com

23

Concept development for Payer support websites for Trimbow®
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