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Mastering Revenue, Pricing, and Compliance
for Emerging Life Sciences Companies
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The life sciences industry is expanding at an unprecedented pace — and
hopefully, so are you. However, for emerging companies, the stakes are
higher than ever. With increasing regulatory scrutiny, the growing demand for
pricing transparency, and an intensely competitive landscape, precision,
agility, and speed are no longer optional — they are critical.

The journey to commercialization offers immense opportunities, but it also
brings a host of complex and ever-changing challenges. Success requires
more than an innovative pipeline of drugs or devices. It hinges on mastering
three pivotal areas: revenue management, pricing strategy, and compliance,
all while adapting to shifting payer expectations and evolving regulatory
mandates. Missteps in any of these domains can result in significant
penalties, market access barriers, and reputational damage that can take
years to repair.

When done right, the rewards are transformative. Strong revenue
management fosters financial stability, paving the way for sustained growth
and innovation. Well-executed revenue management practices and pricing
strategies balance profitability with accessibility, delivering value to both
patients and payers. Meanwhile, a robust compliance framework builds trust
with stakeholders and accelerates market entry, ensuring long-term success.
In addition, a well-supported sales organization is crucial to effectively
bringing your product to market.

The Challenge: How can emerging life sciences companies scale quickly and
efficiently while maintaining precision and compliance in a high-stakes
environment? Is your infrastructure equipped to support this growth?

The Solution: The answer lies in building a cohesive, integrated foundation
that enables your organization to navigate complexity and thrive in this

dynamic landscape.

Let's explore how to build that foundation.




Understanding the Revenue Management Lifecycle

Revenue management is the cornerstone of financial success for any
emerging life sciences company. It provides a structured framework to
forecast, manage, and optimize income while mitigating risks such as
market volatility, payer dynamics, and operational inefficiencies.

For companies aiming to scale rapidly, effective revenue management
ensures financial health while balancing ambitious growth strategies with
compliance and fiscal responsibility. It also serves as a strategic lever,
enabling companies to allocate resources effectively and make informed,
data-driven decisions in a competitive and highly regulated industry.

Principles of Revenue Management

Revenue management is about more than balancing the books—it’s a
proactive approach to anticipating challenges, capitalizing on
opportunities, and driving sustainable profitability. As the foundation of
strategic planning, it empowers life sciences companies to stay ahead in a
dynamic environment. Let’s break down its essential components.

Key Stages of the Revenue Management Lifecycle

1. Forecasting and Planning
The first stage in revenue management is understanding accounts
receivable best practices, future demand, pricing scenarios, and market
conditions. Accurate accounts receivable management and forecasting
allow companies to set realistic goals and align resources with anticipated
needs. For example, companies preparing for product launches must
factor in the challenges associated with accounts receivable deductions,
competitive landscapes, reimbursement expectations, and patient demand
to develop robust revenue projections. This stage also includes creating
contingency plans to address uncertainties such as regulatory changes or
supply chain disruptions.




2. Execution and Monitoring

Translating plans into action involves operationalizing accounts receivable
management, pricing strategies, managing contracts, and monitoring
revenue flow and reporting. Execution requires seamless coordination
across departments to ensure adherence to pricing models and
compliance guidelines. Real-time validations of contracted accounts
receivable deductions and monitoring of revenue data enable companies
to detect discrepancies, identify underperforming areas and revenue
leakage, and address potential issues promptly. In this phase, tools for
automated tracking and analytics are invaluable for maintaining accuracy
and efficiency.

3. Analysis and Optimization
Finally, companies must focus on validating contracted deductions and
contract performance to identify trends, evaluate the success of
strategies, mitigate risk to realize revenue, and refine processes. Examine
metrics such as revenue per contract, contract compliance, and
reimbursement timelines, to make better-informed adjustments to
improve outcomes and maximize revenue potential. Optimization might
involve renegotiating payer contracts, fine-tuning pricing models, or
reallocating resources to high-performing areas. This stage ensures the
revenue management cycle remains efficient, dynamic, and responsive to
both internal and external changes.




Revenue Management Checklist

To keep your revenue management strategy robust and
adaptable, here’s a checklist of essential practices.

Conduct consistent and frequent contracted fee/price concession
l“i validations, accounts receivable reconciliations, and revenue
forecasting.

Develop a flexible pricing model adaptable to commercial, state,
and federal market conditions.

Automate revenue tracking and reporting to minimize errors,
improve efficiency, and maximize revenue.

Ensure cross-functional alignment between finance, sales, and
operations teams.

Evaluate and renegotiate payer contracts regularly.

Monitor and comply with contract terms, conditions to rebates,
and fee calculations across different geographies.

Use data analytics to identify trends and make strategic
adjustments.

Build contingency plans for unexpected regulatory or market
shifts.
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How RLDatix Life Sciences Solutions Help
Revenue Management

RLDatix Life Sciences offers a comprehensive suite of tools and services
tailored to meet the unique challenges of revenue management in the life
sciences sector. Our solutions are designed to streamline revenue tracking,
enhance forecasting accuracy, and optimize financial performance through
data-driven insights.

Key offerings include:

e Dynamic Revenue Management Tools: Our Revenue Management
Solutions address every facet of commercial and regulatory
compliance, helping life science companies comply with all pricing and
reporting requirements established by the Commercial sector,
Medicaid Drug Rebate Program, Medicare Program, and the Federal
Supply Schedule.

e Submission and Audit Support: Easily perform gross-to-net and
government pricing calculations with the infrastructure to support
internal and external audits.

e Chargeback Support: Effortlessly navigate chargeback validation,
accounts receivable reconciliations, and processing — mitigating
revenue leakage, and reducing administrative burdens.

e Rebate and Fee Support: Effortlessly navigate wholesaler deductions
and rebate payment obligations — avoiding lost revenue, increasing
revenue recognition transparency, and improving operational
efficiencies.




e Class of Trade Support: Our Class of Trade assignment tool eradicates
the guesswork in customer classification and customer management—
saving time, enhancing accuracy, reducing duplicate discounts, and
ensuring compliance.

e Gross-to-Net Insights to Drive Decision-Making: Our trio of modules
help to maximize revenue, refine financial processes, and improve
contract performance transparency. Use them together or
independently to accelerate month-end closures and expand analytical
capabilities for daily and monthly accrual reporting based on sales,
validated price concessions, payment history, pricing, price
concessions and fee structures. Inventory management and
forecasting.

e Professional Services: Partnering with your team to provide hands-on
subject matter expert support for revenue optimization and strategy
execution.

With RLDatix Life Sciences as your partner, you can confidently navigate
the complexities of revenue management, ensuring a solid foundation for
growth and innovation in a highly regulated industry.



Pricing Strategies for Life Sciences

Pricing strategies are the linchpin of any successful commercialization
plan, but they are especially key in the life sciences industry, where
balancing profitability, contract term validations, market access, and
regulatory compliance is critical. Emerging companies often face the dual
challenge of trying to capture market share while navigating the
complexities of fee and rebate validations, payer obligations, and pricing
regulations, so effective pricing strategies must account for diverse
distribution and payer models, geographic variability, and patient
affordability.

Principles of Pricing in Life Sciences

This is a high-stakes balancing act. On one side are the financial
imperatives to maximize patient reach and generate revenue for future
innovation; on the other are the societal obligations to ensure affordability
and access.

Principles that guide effective pricing include:

e Contract Strategy and Patient Population Optimization: Effective
contracting strategy and contract management, validating contracted
obligations while simultaneously maximizing patient population.
Understanding how your contract strategy and terms impact revenue
and compliance is critical and requires consistency and robust tools.

e Market and Value Alignment: Pricing strategies must reflect the
perceived value of the product in the eyes of payers, providers, and
patients. Demonstrating clinical efficacy, economic benefits, and real-
world outcomes is critical.




e Regulatory Adherence: Compliance with government pricing
regulations, state reporting, and revenue recognition is non-negotiable.
Non-compliance can result in penalties, exclusion from federal
programs, or reputational damage.

e Geographic and Payer-Specific Adaptability: Pricing models must
account for contracted price concessions and fees, regional payer
dynamics, and dynamic distribution models. A one-size-fits-all
approach is rarely effective.

These principles underscore the need for a nuanced, data-driven approach
to a successful contracting strategy and pricing that anticipates
stakeholder needs and market conditions.

Developing a 50-State (and Beyond) Pricing Strategy

The fragmented nature of the U.S. healthcare system poses unique
challenges for emerging life sciences companies. A 50-state pricing
strategy requires addressing variables in distribution channel demands,
price concession requirements, revenue recognition transparency,
reimbursement challenges, patient population spread, state price
reporting compliance, Federal program requirements, and patient
assistance needs across states.

Key considerations include:
e Contract and Customer Management: Effectively managing customers
and contract terms is vital to establishing a compliant and profitable
foundation for your company.




Distribution Channel Management: Maximizing patient reach while and
drug availability while mitigating the risk of ongoing revenue leakage
associated with wholesaler and specialty distributor deductions and
price concession obligations. Maximizing patient access and the future
growth of your organization.

Revenue Recognition and Reporting: Utilizing sophisticated and robust
tools to validate contracted fees and price concessions in a timely
manner to effectuate accurate and transparent revenue management
while limiting the ongoing administrative burden.

Commercial Payer Negotiations: Establishing contracts with private
insurers that align formulary placement and reimbursement rates with
company goals while remaining competitive in the market.

Federal Program Compliance: Ensuring compliance with Federal
programs such as Medicare, Medicaid, and the Federal Supply Schedule
while efficiently managing pricing and reporting requirements.

State Price Transparency: Staying ahead of individual state reporting
obligations, ensuring product launches and price changes are planned
appropriately and reported in a timely manner to avoid costly and
unnecessary civil monetary penalties.

Patient Access Programs: Designing and managing copay assistance,
free drug programs, and other affordability initiatives that support
patient access while maintaining compliance.

A well-rounded strategy prepares companies to scale nationally while
laying the groundwork for international expansion.




Government Pricing: Challenges and Strategies

Government pricing regulations are a significant consideration for life
sciences companies, particularly those entering the U.S. market. These
regulations govern reporting obligations and pricing for programs such as
Medicaid, Medicare, and the VA, requiring companies to carefully manage.

e Best Price Calculations: Ensuring accuracy in Best Price calculations,
monitoring, and reporting to commercial customers and ensuring you
are aware of how your best price impacts your federal government
pricing calculations and reporting obligations.

* Rebates and Discounts: Accurately validating, managing, and reporting
rebates and discounts to avoid non-compliance penalties.

e Contractual Obligations: Navigating the complexities of contracts with
federal agencies, which often include stringent pricing and reporting
requirements.

Pricing Checklist: To establish systems for tracking, calculating,
and reporting government pricing metrics to maintain compliance
(while avoiding risk), you can begin with the checklist below:

l« Conduct market research to understand payer, provider, and

patient dynamics

A Develop a pricing model that aligns with the product’s clinical and
D economic value while maximizing patient access.




Establish a framework for monitoring and complying with
government and state pricing regulations.

Create patient affordability programs to support access while
maintaining compliance with commercial and federal requirements.

Audit contracts and regularly validate fees/price concessions with
wholesalers, specialty distributors, pharmacies, commercial entities,
and federal programs to ensure compliance and mitigate ongoing
revenue leakage.

Monitor competitor pricing to maximize revenue without undercutting
value and negatively impacting patient access or public perception.

Leverage advanced analytics to model pricing scenarios, understand
future state and federal pricing and reporting obligations, and assess
risk.
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RLDatix Life Sciences Solutions Help Pricing
Strategy

RLDatix Life Sciences offers a range of tools and services designed to
simplify and enhance pricing strategy development and execution for
emerging life sciences companies across all 50 States.

Look for:

e Compliance Calendar: A built-in calendar ensures your pricing
strategies are fully compliant with both current and upcoming
regulations

e Drug Price Modeling: Leverage detailed analyses of your products and
prices across states to understand how pricing decisions affect your
reporting and pricing obligations and ensure compliance.




e Simplified Reporting: Create, track, and submit your reports on time
and with confidence, supported by our expert team and intuitive
technology

e Professional Advisory Services: RLDatix subject matter experts
partner with your team to navigate complex pricing regulations and
develop customized strategies across all states and jurisdictions.

With RLDatix Life Sciences, companies gain the tools and insights needed
to develop competitive, compliant pricing strategies that support both
patient access and long-term growth.

Navigating Compliance and Regulatory Challenges

Compliance is always one of the most complex and critical aspects of
commercializing — but that’s especially true in life sciences, where the
stakes are high, and so are the penalties. Navigating this maze effectively
can protect against lost revenue, safeguard your growing reputation, and
ensure smoother market entry.

Understanding Spend Transparency and Reporting

Transparency is a core requirement here. Regulations like the Sunshine Act
and similar global standards demand detailed reporting on expenditures
related to healthcare professionals (HCPs) and organizations. Non-
compliance can lead to fines and reputational damage.

Emerging life sciences companies should focus on:
e Setting up systems to capture data on HCP interactions and payments.
e Establishing policies related to HCP engagement and training teams to
understand spend transparency rules by region.
e |everaging automation to minimize manual reporting errors.




Common Compliance Challenges and
How to Avoid Them

Emerging companies face unique hurdles, often juggling limited resources
with ever-changing regulations. Here are some of the most common
compliance challenges — and how to tackle them:

* Inconsistent Record-Keeping: Develop processes to ensure data
integrity across departments and systems. Inconsistencies can lead to
costly audits.

e Vague Policies: Clearly document policies for all compliance-related
activities, from HCP engagement to contract terms.

e Global Expansion Risks: If expanding internationally, understand
regional differences in reporting requirements and enforcement.

Proactive planning and integrated systems can eliminate many of these
risks before they become costly issues.

Regulatory Landscape Overview

The regulatory environment constantly evolves, with organizations like the
FDA, EMA, and others frequently updating guidelines. Be sure your
company stays informed about:

e FDA Requirements: Covering everything from product approvals to
post-market surveillance.

e EU Medical Device Regulation (MDR): Impacts companies
commercializing combination products or devices in Europe.




* Privacy Standards: Including HIPAA and GDPR, which govern data
handling.

Staying ahead of these requirements demands a flexible and future-
focused compliance strategy.

Pro Tip: Consider subscribing to RLDatix Life
Sciences Porzio Compliance Digest
= immediately to stay informed about
regulatory changes and updates.

Best Practices for Maintaining Compliance

e Regularly audit compliance processes and data systems.

e Create a cross-functional compliance committee to monitor
changes in regulations.

e Build a culture of accountability where compliance is integrated
into everyday workflows.

e |nvest in ongoing training to keep teams aligned with regulatory
expectations.

Compliance Checklist

l | Confirm all HCP interactions are recorded and reported
appropriately.

l“i Validate systems for accurate spend tracking and reporting.




Review contracts for compliance with regional and global
regulations.

V Audit data for completeness before submissions to regulators.
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Use technology to automate and streamline manual processes.

RLDatix Life Sciences Solutions for

Regulatory Compliance

RLDatix Life Sciences provides compliance tools and advisory services
tailored to the unique needs of emerging life sciences companies. Our
solutions include:

e Compliance Digest. Stay up-to-date with changes in worldwide Life
Sciences regulations with the Porzio Compliance Digest — an expansive
database covering global, state, and local-level regulations and over
70,000 regulatory data points. We help you stay informed in real-time.

e Spend Transparency and Reporting Tools: Automate data capture,
reporting, and submissions to meet global transparency standards.

e HCP Engagement Compliance: Ensure compliant interactions with
healthcare providers by tracking and managing transfers of value,
engagement activities, and reporting requirements across jurisdictions.

e Advisory Services: Partner with our experts to manage daily
compliance operations, develop compliance programs, conduct audits,
and train.




RLDatix Life Sciences equips companies with the tools and expertise they
need to simplify compliance, freeing teams to focus on innovation and
growth while staying ahead of evolving regulations.

Tapping into Professional Services

As emerging life sciences companies grow, they often face a dilemma:
which tasks should be handled internally, and which are better left to
expert partners? Professional services can fill the gaps, offering
specialized knowledge, scalability, and efficiency, especially in areas
where the stakes are high—like compliance, pricing strategy, and global
expansion.

Implementing professional services that are tailored to your unique needs
can allow your team to focus on core business objectives while leaving
complex or resource-intensive tasks to experienced specialists.

DIY vs. DIFM: What to Delegate

The decision between "Do It Yourself" (DIY) and "Do It For Me" (DIFM)
comes down to evaluating internal resources, expertise, and risk
tolerance. Here’s a guide to help decide:

e DIY: Tasks like internal team training, operational implementation of
pre-set strategies, and data collection can often be managed in-house,
provided the right tools and processes are in place.

e DIFM: Areas requiring deep expertise or significant time investment—
like navigating global regulatory landscapes, managing payer
contracts, or ensuring spend transparency—are best handled by
professionals who can streamline processes and mitigate risks.




What to Look for in a Growth Partner

Not all professional service providers are created equal. Look for
partners who:

e Have proven experience in the life sciences sector and understand
the unique regulatory and operational challenges.

o Offer scalable solutions that grow alongside your organization.

e Provide proactive, personalized guidance instead of one-size-fits-all
approaches.

RLDatix Life Sciences Professional Services

RLDatix Life Sciences offers end-to-end support designed specifically
for emerging pharma and med tech companies. Our professional
services team can help you with DIY or step in and shoulder your DIFM
workload. We work alongside and for your organization — handling the
most complex challenges and ensuring compliance and efficiency at
every stage of commercialization, maximizing your organization's growth
potential and patient reach.

Key offerings include:
e Compliance Advisory: Our experts guide you through regulatory
requirements, from Sunshine Act reporting to global standards for
engaging HCPs, ensuring you stay ahead of potential risks.




e Pricing and Contract Management: RLDatix helps you develop
compliant pricing models, manage payer contracts, and navigate
government pricing complexities with ease.

e Spend Transparency and Reporting: Automate and streamline
processes with our tools while receiving hands-on support to
prepare accurate, audit-ready submissions.

e DIY of DIFM: Whatever the level of assistance you’re looking for, our
team of seasoned experts can help support you as you grow. We
seamlessly integrate with your existing tools and processes,
ensuring minimal disruption while maximizing results.

e Global Expansion Support: Our team provides insights that help you
adapt to regional regulations and avoid common pitfalls.

Choosing a solid partner with deep expertise empowers your
organization to focus on what it does best and scale more quickly.

Building an Effective Life Sciences Sales Culture

A high-performing sales culture is also vital for life sciences companies,
especially as you transition from an R&D mindset to commercialization.
Sales teams must balance persuasion with precision, ensuring every
interaction aligns with compliance requirements while building trust
with healthcare professionals (HCPs).




For life sciences companies, the sales team is more than just the face of
the organization—it’s a critical driver of success during
commercialization. Building a sales culture that prioritizes compliance,
education, and strategic engagement is essential for fostering trust with
healthcare professionals (HCPs), payers, and patients alike.

The Role of Education and Compliance in
Sales Processes

An effective sales culture isn’t just about hitting targets; it’s about
positioning the team as trusted advisors. This requires integrating
compliance and education into every interaction. Sales representatives
need to understand not only the benefits of the product but also the
broader healthcare landscape, including regulatory guidelines,
reimbursement structures, and patient access considerations.

Here are some key principles:

e Educate Before Selling: Empower sales reps with in-depth
knowledge of product efficacy, safety, and cost-effectiveness.

e Ensure Compliance: Equip teams with tools to document HCP
interactions accurately and transparently, reducing risks while
maintaining credibility.

e Adapt to Market Needs: Tailor messaging and engagement
strategies to reflect regional payer dynamics and cultural
expectations.




Why Choose RLDatix Life Sciences and iCoach?

The iCoach integrated sales coaching platform helps companies build a
compliant, motivated, and results-driven salesforce. By centralizing
coaching, training, and performance tracking and analytics, iCoach
enables managers to foster continuous improvement, reinforce
compliance, and develop skills alighed with company objectives.

Built specifically for the demanding life sciences sector, iCoach
integrates coaching, training, and development into a single, mobile-first
platform.

Key features include:
e Real-Time Feedback: Foster dynamic, two-way coaching interactions
with tools like Quick Feedback and collaborative annotations.

e Integrated Learning: Seamlessly link coaching reports to LMS
systems or external training resources for targeted skill development.

e Skills Development and Validation: Benchmark skills, uncover gaps
and build actionable development plans aligned with market-specific
needs. Conduct live or post-training certifications to ensure your
salesforce stays current with best practices.

e Analytics and Insights: Gain a holistic view of team performance with
integrations to platforms like PowerBl, which enable more data-
driven coaching strategies.

e Coach-the-Coach Programs: Support first- and second-line managers
with structured development tools that enhance their coaching
abilities, ensuring a stronger, more aligned salesforce.




With RLDatix Life Sciences, you can transform your sales culture into a
strategic advantage, equipping your team with the skills and confidence
to excel in a competitive and regulated marketplace.

Preparing for Global Market Expansion

Expanding into international markets is a major milestone for any life
sciences company. While the opportunities are vast, so are the
challenges, including navigating diverse regulatory frameworks, payer
systems, and cultural differences. Success requires careful planning,
strategic investments, and a focus on building local expertise.

Challenges to Overcome

e Regulatory Complexity: Each country has unique requirements for
product approvals, marketing practices, and post-market
surveillance. Understanding and meeting these expectations is
critical to avoid delays or penalties.

e Payer and Reimbursement Models: Global markets operate under
varying payer structures, from private insurance to single-payer
systems. Companies must adapt their pricing and access strategies to
align with local norms.

e Cultural and Operational Nuances: Missteps in messaging or market
entry can harm credibility. Localization efforts must account for
language, cultural preferences, and healthcare practices.




Global Market Entry Checklist

e Develop Market-Specific Strategies: Tailor approaches for pricing,
reimbursement, and marketing to align with regional dynamics.

* Invest in Expertise: Partner with industry experts to navigate
regulations and understand the complexity of each market.

e Leverage Technology: Use platforms like iCoach to train and develop
sales teams on the specific challenges of entering a new market.

RLDatix Life Sciences: Your Partner in
Global Expansion

Global expansion is a significant step for any life sciences company.
RLDatix Life Sciences offers an ecosystem of solutions tailored to meet
these diverse challenges, empowering your organization to navigate new
markets with confidence and precision.

e Revenue Management: Optimize financial performance with dynamic
tools that provide forecasting, tracking, and analysis.

* Pricing and Compliance: Navigate complex national and global
pricing frameworks with ease.

e Compliance Digest: Stay updated with the latest regulatory
developments worldwide.

e Spend Transparency: Meet state, national, and international
transparency requirements.




e HCP Engagement: Build stronger, compliant relationships with
healthcare providers across markets.

e jCoach Sales Coaching: Equip your salesforce with the tools they
need to thrive across all markets.

e Professional Services: Enlist experts to work alongside your team to
master global commercialization.

RLDatix Life Sciences is a strategic partner dedicated to helping you
achieve success on a global scale. With our comprehensive suite of
products and services, your organization will be well-equipped to
navigate the intricacies of international markets, ensuring compliance,
efficiency, and growth.

Next Steps To Commercialization

Commercializing in the life sciences sector is a journey filled with
challenges and opportunities. By focusing on the essentials—revenue
management, pricing strategies, compliance, sales culture, and global
expansion—you can lay the groundwork for long-term success.

Key Takeaways:
e A strong revenue and pricing strategy minimizes risks while
maximizing growth.
e Compliance is foundational.
e Building an engaged, compliant salesforce is essential for
commercialization success.
e Global expansion requires careful planning, local expertise, and
adaptable teams.




Learn More about Our World-Class Integrated
Solutions for Revenue Management,
Compliance, and Sales Coaching

Contact us at info@RLDatixLifeSciences.com

() RLDATIX

Life Sciences

Let’s build your commercialization roadmap together.

Premier technology solutions and professional services for Life
Sciences spanning Compliance, Revenue Management & Government
Pricing, and Sales Coaching

www.RLDatixLifeSciences.com




