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ZoomRx Tracks Manufacturer Perceptions Among Leaders Across 5

Therapeutic Areas in 6 Dimensions Every Quarter
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EXECUTIVE SUMMARY: PERCEPTION TRACKER

LEADERS

KEY
CHALLENGERS

PERCEPTION

DRIVERS

Pfizer shines in overall HCP perception across five therapeutic areas, contributing to its $100B revenue in 2022.
AbbVie dominates in Immunology, with flagship products Humira, Rinvoq, and Skyrizi driving strong perceptions.

Biogen stands out as the leader in neurological treatments, tackling ALS, Alzheimer's, and MS with innovative
solutions.

AstraZeneca's ranks second among oncologists and cardiologists, boasting a growing pipeline and strategic
acquisitions.

Merck’s robust oncology and vaccine portfolio places it as a notable challenger to Pfizer in these areas.

Novartis excels in neurological treatments, ranking second among neurologists and earning positive cardiologist
perceptions for their CV portfolio.

Janssen with presence across therapeutic areas has a podium finish only in immunology. As a challenger, they have
opportunities to improve their perceptions among the HCPs

Sanofi with a focus on immunology and vaccines space, finishes within the top 5 places in both areas.

Manufacturers offering diverse, innovative, and effective treatments for challenging conditions receive high
perceptions.

Concise, informative, and relevant communication regarding products, clinical trials, and treatment options from
manufacturers are perceived well
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Factors Associated with the Leaders

Oncology

& Pfizer

“Because of the outstanding
products that they have, the way
the medications have helped
oncology patients has made
them a leader, also the support
programs that are offered. ”

AstraZeneca

“You know, honestly, | think all
these companies are really
good, but AstraZeneca I think
strives to achieve excellence
and does provide quite a bit of
breakthrough medications and
things like that, | believe it can
change the landscape of
Oncology. ~

€9 MERCK

“Very responsive
representatives that go out of
their way to help patients and
providers.”

obbvie

“Not only does AbbVie have a
diverse, efficacious product
portfolio, but its business team
ensures widespread access to
its drugs.

obbvie

“This company is at the forefront
of development of immunologic
therapy, biologic therapy. They
are working on hew
medications, have excellent
clinical trials, and they're
certainly one of the biggest
leaders.”

& Pﬁzer

“Robust studies looking at
medications that target specific
inflammatory pathways.”

& Pﬁzer

“Pfizer has some very creative
ads and other materials that
help to increase awareness
about their products and while
they may add valuefor eligible
patients for their therapies.”

U, NOVARTIS

“Novartis has a broad portfolio
of Cardiovascular therapies
covering multiple different
disease states and is also
developing a pipeline of
therapies that may change our
treatment approach to patients
in particular without the risk of
Cardiovascular disease.”

d Bristol Myers Squibb

“New innovations in drug
therapy, including factor 11
inhibitors.”

”Biogen

“They have a wide array of
products for multiple
neurological conditions. They
have excellent sales
representatives, and good
patient support programs. They
are innovative.”

) NOVARTIS

“Novartis has a lot of
Neurological drugs and they
seem to be one of the first or
second to come out with new-
generation drugs for MS as well
as other conditions such as
migraine.”

& Pﬁzer

“Their reps are very professional
and skilled. Do not take up too
much of my time and have been
with their company for a long
time.”

& Pﬁzer

“Pfizer, apart from making
CoVID vaccine (in collaboration
with BionTech), they are also
involvedin coming up with
vaccines for someimportant
infections such as RSV, an
important cause of morbidity
and mortality in young children.”

- v NN

“Multiple vaccines, multiple
researches, multiple guidance
available online and education
through email and liaison.
Preference from the medical
community in the conferences
and leadership groups.”

AR
€9 MERCK

“They have a wide variety of
pediatric vaccines, and do an
excellent job with their detailing
of products, support to
physicians, and innovation for
ongoing new vaccines, such as
Vaxelis.”



Pfizer and AstraZzenecalead perceptionin the Oncology space; Merck and

Novartis follow closely

Portfolio of Best In Class Sales MostInnovative

Focus on Patients’ Best In Class MSL

Leaderin

Oncology oS Rocemioreatn fePsAnd Ads]Norpersens Mg coion

01 & Pfizer 53% 57% 57% —— —— 40% 60% —— — 40%
02 AstrazZeneca 53% —— —— 43% 50% 50% 50% 53%
03 0:0 MERCK 43% 33% 47% 43% — 37% 43%
04 ! NOVARTIS 40% 37% 37% — 27% 37% 40%
05 40% 40% — 30% 33% 37% 33%
06 (M Bristol MyersSquibb  — 27% 37% ————— — 27% 37% ——— = 23% ————— — 30%
07 Janssen 7 V7% e = 23% 47% — 27% 43% - 20%
08 obbvie 10% 7% ———— 13% - 20% —————— 13% R —
09 %z/ 7% ———— 13% 10% 13% 13% 13%

10 AMGEN 10% 7% ——— 13% — 27% 7% 10%

11 ) 0% 10% 7% 7% 7% 7%

% of HCPs (Ranked COMPANY in Top 3)



AbbVie dominates the immunology space with Pfizer, Janssen, Sanofiand

Amgen trailing behind

Leaderin Portfolio of Focus on Patients’ Best In Class Sales Mostlnnovative Best In Class MSL
Innovative Access to Health Reps And Ads [ Non-personadl teractions
Immunology Therapies Interactions Promotions
01 obbvie 0% 78% 70% — — 78% ~ 73% — 7% —
02 & Pfizer 39% 38% 43% — 25% 43% 35%
03 Janssen f — 34% — 32% — 32% 36% ——— — 27% 38% ——
04 SANOFI g 39% — 32% — 27% — 28% 33% ~ 24%
05 AMGEN — 32% — 30% — 27% — 31% — 27% 35%
A
06 €% MERCK [y - 22% — 30% - 22% 37% — 26%
07  UhBristolMyersSquibb  =18% - 24% - 22% — 25% —27% - 24%
08 ) NOVARTIS —24% - 22% - 19% 33% 13% - 24%
09 GSK -18% - 22% -19% -19% 13% —24%
10 , 0% 0% 5% 3% 7% 3%

% of HCPs (Ranked COMPANY in Top 3)
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Pfizer, AstraZeneca top the list across most attributes; Novartis lags

perceptions about portfolio and focus on patient access

Portfolio of Best In Class Sales MostInnovative

Leaderin Focus on Patients’ Best In Class MSL

Innovative Reps And Ads [ Non-personal :
CVS Therapies Access to Health Interactions Promotions Interactions
& Pfizer 63% 43% 60% — — 37% 47% 53%
AstraZeneca —— 40% 43% 40% 40% 43% 40%
U NOVARTIS 53% —— — 30% == 27% 43% = 33% 37%
Ul Bristol Myers Squibb  — 339 — 30% — 27% 40% — 30% 43%
Jjanssen f 13% 37% 43% 47% 40% — 27%
A
€9 MERCK  “y7% 33% — 27% ————— — 30% — 27%———— — 30%
SANOFI g 37% 33% —23%——— 13% 33% —23%
c%y 7% -20%—— VW% —28%——— —28%——— — 23%——————
BAYER! 13% - 20% ———— — 23% 10% 13% 10%

13% 10% 13% % 10% 13%

% of HCPs (Ranked COMPANY in Top 3)
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Biogen and Novartis Lead the Way in Perception Attributes, Outperforming

Competitors

Leaderin Portfoliq of Focus on Patients’ Best In Class Sales MostInnovative Best In Class MSL
Innovative Access to Health Reps And Ads [ Non-personal =~ = ol
Neurolo Therapies Interactions Promotions
’ H o, o, o, o, o, o,
B|0gen 61% 58% 58% 61% 39% 52%
) NOVARTIS 65% 55% 45% 48% 58% —— —— 48%
@ Pfizer 45% 52% 35% 45% 48% — 42%
obbvie -—a% 39% 45% 42% 48% — 39%
SANOFI J —26% —29% 45% — 29% 45% 35%
teva — 29% 35% 39% 39% -19% — 32%
janssen ' 3% 13% 13% -19% -19% 16%
ésa 10% 6% 6% 6% -16% 13%
Oteuke 1B% 10% 3% 3% 6% - 19%
[ DL
13% 3% 10% 6% 0% 3%

% of HCPs (Ranked COMPANY in Top 3)



L 4

o1
02
03
04
05
06
07
08
09
10

Pfizer tops the list, while Sanofi is perceived a vaccine “leader”, it loses to

others across the individual attributes

Leaderin Portfolio of Focus on Patients’ BestIn Class Sales MostInnovative Best In Class MSL
. Innovative Access to Health Reps And Ads [ Non-personal interactions
Vaccines Therapies Interactions Promotions
@ Pﬁzer ———70% e 80% 63% 67% — 53% 60% —
' =d N\ — 47% - 40% 50% 57% 53% 63% ——
-
¢ MERCK 50% —— —— 40% 43% 60% 37% 47%
moderna — 33y 50% 37% — 30% a7% 33%
SANOFI v 50% —— — 23% —————— — 27% 33% 37% 43%
SIONT=CH “17% = 23%—— =23%—— ~20% —— - 11%— — 27%
Janssen )' “17% — = 20% —— — 30% — 13% - 20% 10%
AstraZeneca 7% 7% 10% 13% - 23% 10%
N
' S1Novac  ige 7% 7% 3% 10% 7%
novavax: e, 10% 10% 3% 3% 0%
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% of HCPs (Ranked COMPANY in Top 3)



Get in touch for a
detailed view

o karni.medh@zoomrx.com
manoj.hariharaputhiran@zoomrx.com
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