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Executive Summary 

 Data-driven decisions are crucial to public health improvement and business 

development for organizations in the healthcare industry. Pharmaceutical industry 

leaders are eager to leverage innovative data analytics to make long-term investments in 

operational efficiency, data-driven drug discovery, and patient centricity. Partnering with 

Prospection empowers patient-level insights to drive business outcomes and promote 

social wellbeing. 
 
 
 

Prospection is a healthcare data analytics company 

that aims to improve health outcomes by enabling 

evidence-based decisions. Prospection use real-

world data to generate actionable patient-centric 

insights, find misdiagnosed or undertreated patients, 

publish evidence in collaboration with therapeutic 

experts, and support business and clinical decision-

making. 

Prospection commissioned Forrester Consulting to 

conduct a Total Economic Impact™ (TEI) study and 

examine the potential return on investment (ROI) 

enterprises may realize by deploying Prospection’s 

data analytics platform.1 The purpose of this study is 

to provide readers with a framework to evaluate the 

potential financial impact of Prospection on their 

organizations.  

To better understand the benefits, costs, and risks 

associated with this investment, Forrester interviewed 

four representatives from global pharmaceutical 

organizations with experience working with 

Prospection across two of Prospection’s core 

markets Japan and Australia. For the purposes of this 

study, Forrester aggregated the interviewees’ 

experiences and combined the results into a single 

composite organization that is an Australian branch 

of a global pharmaceutical organization with an 

annual global sales revenue of $50 billion.  

Prior to using Prospection, these interviewees noted 

how their organizations used market data and patient 

data to support internal decisions, publications, and 

drug listing. However, this yielded limited success, 

leaving them with high manual efforts, time-

consuming processes, and limited patient-level 

insights.  

After the investment in Prospection, the interviewees 

leveraged Prospection insights to support the market 

access process, guide their strategic decisions, and 

enable investment in complicated markets.  

 

Total three-year benefits  

$ 1.47M 

Return on investment (ROI) 

419% 

Net present value (NPV) 

$1.19M 

KEY STATISTICS 

https://www.prospection.com/
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EXECUTIVE SUMMARY 

KEY FINDINGS 

Quantified benefits. Three-year, risk-adjusted 

present value (PV) quantified benefits for the 

composite organization include: 

• Value of exceeding alternative research in 

market access processes worth $291,000. 

Prospection supports the market access process 

by providing key data metrics to prove the value 

of drugs. Prospection uncovers blind spots that 

traditional research approaches cannot provide 

— their robust data insights enable the composite 

organization to defend their propositions in the 

review process.  

• Increased revenue from improved marketing 

and sales activities worth $1.1 million. Insights 

provided by Prospection depicts the market 

structure and market dynamics on a granular 

level, allowing the composite organization to 

learn about the market landscape and find unmet 

needs of patients. A better understanding of the 

market enables the composite to launch 

campaign activities more wisely and bring higher 

business returns. 

• Improved efficiency in making internal 

strategic decisions worth $25,400. Prospection 

platforms provides first-hand data insights to 

support the internal feasibility assessment in 

testing key hypotheses, thus reducing the 

processing time of approval and legal logistics. 

This encourages business cases that promote 

the efficiency of internal decision-making. 

• Efficiency improvement in data processing 

and analysis that worth $10,900. By automating 

the data Extract, Transfer, and Load (ETL) 

workload, integrating AI algorithms, and 

embedding data visualization functions, the 

Prospection platform saves substantial working 

hours of data analytics experts. This reduces 

labor costs and frees their time to focus on more 

strategic work.  

Unquantified benefits. Benefits that provide value 

for the composite organization but are not quantified 

in this study include:  

• More robust business cases. Management 

teams can leverage Prospection data insights to 

build business cases and guide business 

activities (i.e., prioritizing indications that look into 

reimbursement, forecasting market demand, 

planning product supply, and investing in new 

“Prospection has powerful specs 

to manage big data updates on 

the platform and run complex 

programs, which improved 

efficiency for our DA team... We 

can now spend more time on 

deep-diving the dashboard.” 

Senior specialist of integrated 

market access team, 

pharmaceutical 

“Prospection provides more 

granular data for different 

regimens, especially the time on 

treatment data. It is the key 

metric (to measure the value of 

drug) in helping the submission 

for future launches.” 

Senior commercial analytics and 

insights analyst, pharmaceutical 
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markets). Patient-level data insights encourages 

more robust and reliable business cases, so the 

composite would not overlook any growth 

opportunities. 

• Improved patient experience. The composite 

holds a patient-centric mindset and aims at 

improving patient care. Prospection offers 

detailed patient insights at a granular level, which 

helps the composite make more informed patient-

centric decisions, enabling healthcare institutions 

to provide the right treatment to the right patients. 

• Reliable partnership that serves as a bank of 

knowledge. Prospection provides services 

beyond a data-analytics platform. This helps 

maintain a lasting partnership. Prospection’s 

exceptional clinical understanding helps bring 

data to life, which proves Prospection as a 

reliable and consistent bank of knowledge. 

• A new data-driven working norm. 

Prospection’s models-embedded platform is a 

self-service tool. More insights are discovered as 

users devote more time to it. Frequent use of 

Prospection platforms encourages a new data-

driven working norm, which empowers 

employees to drive excellent results by 

themselves. 

• Extension of experience to other markets. The 

experience and knowledge accumulated in the 

models and platforms can be extended to other 

geographies to better support the composite’s 

business development with minimal effort.  

Costs. Three-year, risk-adjusted PV costs for the 

composite organization include:  

• Subscription and project costs of $263,000. 

The composite pays for a packaged solution fee 

on an annual basis, with Prospection products 

and services tailored to its needs. These costs 

may be subject to various factors such as the 

number of markets covered, data source 

accessed, products and granularity purchased, 

country purchased, market complexity, and level 

of customization efforts.  

• Training and ongoing learning costs of 

$21,000. Users need a training series for starters 

to understand the platforms offered by 

Prospection. Following this, they also require a 

few hours each year to learn new features and do 

self-learning. 

The representative interviews and financial analysis 

found that a composite organization experiences 

benefits of $1.47 million over three years versus 

costs of $284,000, adding up to a net present value 

(NPV) of $1.19 million and an ROI of 419%.  

The calculations of the financial model in this study 

are based on the composite organization and facts 

collected from interviews. The numbers do not 

account for unquantified benefits reported during 

interviews. Apart from the benefit categories stated in 

this study, organizations may experience other 

additional benefits during their implementation of 

Prospection, such as evidence generation for 

publications or clinical decision support.  
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“Prospection brings our understanding 
of data to another level… Patient 
persistence findings and patient 
journeys help us make more informed 
patient-centric decisions.” 

— Head of marketing analytics and business intelligence, 
pharmaceutical 

$291.1K

$1.1M

$25.4K

$10.9K

Value of exceeding alternative research
in market access process

Increased revenue from improved
marketing and sales activities

Improved efficiency in making internal
decisions

Improved efficiency in data processing
and analysis

Benefits (Three-Year)

ROI 

419% 

BENEFITS PV 

$1.47M 

NPV 

$1.19M 
PAYBACK 

<6 
months 
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TEI FRAMEWORK AND METHODOLOGY 

From the information provided in the interviews, 

Forrester constructed a Total Economic Impact™ 

framework for those organizations considering an 

investment in Prospection. 

The objective of the framework is to identify the cost, 

benefit, flexibility, and risk factors that affect the 

investment decision. Forrester took a multistep 

approach to evaluate the impact that Prospection can 

have on an organization. 

 

 

DUE DILIGENCE

Interviewed Prospection stakeholders and 

Forrester analysts to gather data relative to 

Prospection. 

 

INTERVIEWS 

Interviewed four representatives at 

organizations using Prospection to obtain data 

with respect to costs, benefits, and risks.  

 

COMPOSITE ORGANIZATION 

Designed a composite organization based on 

characteristics of the interviewees’ 

organizations. 

 

FINANCIAL MODEL FRAMEWORK 

Constructed a financial model representative of 

the interviews using the TEI methodology and 

risk-adjusted the financial model based on 

issues and concerns of the interviewees. 

 

CASE STUDY 

Employed four fundamental elements of TEI in 

modeling the investment impact: benefits, costs, 

flexibility, and risks. Given the increasing 

sophistication of ROI analyses related to IT 

investments, Forrester’s TEI methodology 

provides a complete picture of the total 

economic impact of purchase decisions. Please 

see Appendix A for additional information on the 

TEI methodology. 

DISCLOSURES 

Readers should be aware of the following: 

This study is commissioned by Prospection and delivered 

by Forrester Consulting. It is not meant to be used as a 

competitive analysis. 

Forrester makes no assumptions as to the potential ROI 

that other organizations will receive. Forrester strongly 

advises that readers use their own estimates within the 

framework provided in the study to determine the 

appropriateness of an investment in Prospection. 

Prospection reviewed and provided feedback to 

Forrester, but Forrester maintains editorial control over 

the study and its findings and does not accept changes to 

the study that contradict Forrester’s findings or obscure 

the meaning of the study. 

Prospection provided the customer names for the 

interviews but did not participate in the interviews.  
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The Prospection Customer Journey 

Drivers leading to the Prospection investment 
 
 

 

KEY CHALLENGES 

Prior to implementing Prospection as a decision-

supporting tool, the interviewees’ organizations 

lacked patient data insights. They performed one-

time research studies to answer one-time questions 

with either a third-party research company or in-

house primary studies. Due to limitations in data 

access, data processing capabilities, and clinical 

knowledge, the benefits of data could not be 

maximized, which resulted in significant costs.  

The interviewees noted how their organizations 

struggled with common challenges, including: 

• Shortage of patient data. The interviewees’ 

organizations would mainly leverage sales data 

to guide internal decisions. They struggled to 

understand patient data, which could not be 

leveraged routinely due to lack of data access or 

lack of skills.  

• Lack of interactive and intelligent analytics. 

Prior to Prospection, the interviewee’s 

organizations were using spreadsheets or coding 

tools to process patient data, which made data 

processing extremely time-consuming. AI was 

also not applied in any way. 

• Lack of reliable data findings. The width and 

depth of patient data findings relied heavily on 

the data interpreter, who should be someone with 

both excellent data analytics skills and 

outstanding clinical understanding. Insufficient 

talent led to a lack of reliable findings. 

• Lack of knowledge management. Complex 

data analysis was performed under projects or 

research topics to answer specific questions. The 

experience and results could not be well 

documented, hence lack of consistency in their 

methodology. They were expecting a platform 

that could work as a knowledge hub to embed 

the experience into models and frameworks.  

  

Interviews 

Role Industry Region Global Sales  Key Therapeutic Areas 

Senior commercial analytics 
and insights analyst  

Pharmaceutical Australia  $40 to 60 billion 
Infectious diseases, cardiometabolic 
diseases, oncology 

Head of marketing analytics 
and business intelligence 

Pharmaceutical Australia $10 to 20 billion 
Immunology, oncology, neuroscience. 
virology 

Senior specialist of 
integrated market access 
team 

Pharmaceutical Japan $40 to 60 billion 
Infectious diseases, cardiovascular and 
metabolic diseases, immunology, infectious 
diseases, neuroscience, oncology 

Head of business analytics Pharmaceutical Australia $10 to 20 billion 
Cardiometabolic diseases; central nervous 
system diseases, immunology and 
respiratory, oncology 

 

“Prospection data is much more 

robust and detailed for us to 

answer any questions and help 

us defend our positions in the 

review process.” 

Senior commercial analytics and 

insights analyst, pharmaceutical 
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THE PROSPECTION CUSTOMER JOURNEY 

INVESTMENT OBJECTIVES 

The interviewees’ organizations searched for a 

solution that could: 

• Provide a reliable platform that embeds a 

consistent methodology of patient data analysis 

and ensures a lasting impact on business 

decisions. 

• Provide a comprehensive platform that 

automates the data processing and minimizes 

the amount of customization efforts required by 

the organization. 

• Offer cutting-edge data analytics technologies to 

model patient data and uncover hidden insights. 

• Be a long-term partner to provide professional 

consulting services and answer out-of-the-box 

questions.  

COMPOSITE ORGANIZATION 

Based on the interviews, Forrester constructed a TEI 

framework, a composite company, and an ROI 

analysis that illustrates the areas financially affected. 

The composite organization is representative of the 

four interviewees, and it is used to present the 

aggregate financial analysis in the next section. The 

composite organization has the following 

characteristics:  

Description of composite. The multinational, 50-

billion-dollar organization provides pharmaceutical 

products and services on a global scale, with a 

therapeutic focus on areas for oncology and 

cardiometabolic diseases.  

The composite organization in this study refers to the 

local branch located in Australia. The organization’s 

key vision is to improve patient care and deliver 

remarkable impact on people’s lives, and has been 

expanding its business across regions to bring 

benefits to a wider population.  

  

“It was quite easy to initiate the 

relationship (with Prospection) 

because it was a new data 

source. The dashboard is 

complex, but the team spent time 

coaching us and really helped us 

become more confident.” 

Head of marketing analytics and 

business intelligence, 

pharmaceutical 
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THE PROSPECTION CUSTOMER JOURNEY 

Deployment characteristics. Within Australia, the 

composite organization has a local integrated market 

access team responsible for drug registration, 

reimbursement, and post-market review processes. 

There is also a medical and commercial team mainly 

responsible for scientific and medical education, 

market segmentation, sales forecasting, and 

campaign launching. In addition, there is an 

independent data analytics team that provides data 

analytics support for internal initiatives. The 

organization has been engaging with Prospection to 

empower its data analytics and business teams in 

this local market. 

 

Key Assumptions 

• Australian branch of a 
leading global 
pharmaceutical 
company 

• Focused on oncology 
and cardiometabolic 
diseases 

• Vision to improve 
patient care and make a 
remarkable impact on 
people’s lives 

• Keen to leverage 
patient data to make 
patient-centric 
decisions 



 

THE TOTAL ECONOMIC IMPACT™ OF PROSPECTION  9 

Analysis Of Benefits 

Quantified benefit data as applied to the composite 
 
 
 

 

VALUE OF EXCEEDING ALTERNATIVE 

RESEARCH IN MARKET ACCESS PROCESS 

Evidence and data. Pharmaceutical organizations 

gained access to longitudinal patient data and real-

world evidence from Prospection’s platform to prove 

the value of drugs by demonstrating the comparative 

effectiveness, help with evidence publications, and 

accelerate the market access process.  

• Interviewees shared how Prospection’s data 

source supported the authority registration 

process by providing key metrics such as the 

length of treatment.  

• Prospection’s ability to analyze longitudinal 

patient data helped organizations gain greater 

accuracy and consistency in patient statistics, 

which guided patient journey mapping. 

• Prospection’s research uncovered blind spots 

and facilitated the market access process with 

more solid evidence, offering a smoother 

launching process and expedited sales return 

period. 

• Prospection served as a supplement or 

alternative of current market research, which 

otherwise would have been conducted by a third-

party consultancy or the company itself. 

Furthermore, Prospection outperformed the 

alternatives in providing more valuable insights. 

Modeling and assumptions. For the composite 

organization, Forrester assumes: 

• The organization engages with external market 

research companies to prove the effectiveness of 

drugs and conducts other primary research on its 

own.  

• The price of external market research increases 

at 10% per year.  

• Prospection replaces 50% of external research in 

Year 1, 100% in Year 2, and exceedingly, 150% 

in Year 3. The 150% highlights that Prospection 

will fully replace external market research 

companies and outperform them regarding the 

value of the findings.  

• Fifty percent of the composite organization’s cost 

savings in primary research is attributed to 

Prospection in Year 1, and the number rises to 

60% in Year 2, and 70% in Year 3. 

  

Total Benefits 

Ref. Benefit Year 1 Year 2 Year 3 Total Present Value 

Atr 
Value of exceeding alternative 
research in market access 
process 

$63,000 $117,600 $181,860 $362,460 $291,097 

Btr 
Increased revenue from 
improved marketing and sales 
activities 

$315,000 $462,000 $635,250 $1,412,250 $1,145,455 

Ctr 
Improved efficiency in making 
internal decisions 

$11,025 $10,121 $9,291 $30,437 $25,368 

Dtr 
Improved efficiency in data 
processing and analysis  

$4,725 $4,338 $3,982 $13,044 $10,872 

 Total benefits (risk-adjusted) $393,750 $594,059 $830,383 $1,818,191 $1,472,792 
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ANALYSIS OF BENEFITS 

Risks. Organizations may realize results differ from 

those presented in the financial model due to: 

• Number of market access related projects. 

• Variance in market research needs and efforts. 

• Difference in price charged by external research 

companies. 

• Difference in in-house primary research cost. 

• Utilization of insights provided by Prospection in 

supporting market access activities. 

Results. To account for these risks, Forrester 

adjusted this benefit downward by 30%, yielding a 

three-year, risk-adjusted total PV (discounted at 10%) 

of $291,000. 

 

 

 

 

 

 

 

INCREASED REVENUE FROM IMPROVED 

MARKETING AND SALES ACTIVITIES 

Evidence and data. Prospection’s insights improved 

the efficiency of marketing campaigns. The platform 

helped organizations discover patient journeys, find 

the unmet needs of patients, and locate the most 

relevant demands to improve the outcome of the 

investment. At the same time, patients also benefited 

from the activities.  

• Interviewees noted that their marketing and sales 

teams have been leveraging Prospection’s up to 

date insights to understand market landscape 

Value Of Exceeding Alternative Research In Market Access Process 

Ref. Metric Source Year 1 Year 2 Year 3 

A1 
Number of market access related projects 
per year 

Interviews 3 3 3 

A2 
External market research cost per project 
before Prospection 

Interviews  $40,000  $44,000  $48,400 

A3 
Scale of Prospection replacing other market 
research 

Interviews 50% 100% 150% 

A4 
Prospection value in replacing external 
market research  

A1*A2*A3  $60,000  $132,000  $217,800 

A5 
Primary research cost per project before 
Prospection 

Interviews  $20,000  $20,000  $20,000 

A6 
Primary cost savings attributed to 
Prospection 

Interviews 50% 60% 70% 

A7 
Prospection value in replacing primary 
research 

A1*A5*A6  $30,000  $36,000  $42,000 

At 
Value of exceeding alternative research in 
market access process 

A4+A7 $90,000 $168,000 $259,800 

  Risk adjustment ↓30%       

Atr 
Value of exceeding alternative research in 
market access process (risk-adjusted) 

  $63,000 $117,600 $181,860 

Three-year total: $362,460 Three-year present value: $291,097 

 

20%

three-year 
benefit PV

$291,000

Value of 
exceeding 
alternative 
research in 
market 
access 
process: 20% 
of total 
benefits 
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and capture business opportunities in 

complicated markets.   

• Interviewees mentioned that they were able to 

launch marketing activities more wisely by 

understanding the market on a granular level. 

• Organizations have also utilized Prospection’s 

analytics and market research to influence the 

internal stakeholders by proving the value and 

ROI of launching marketing activities in a certain 

market. 

Modeling and assumptions. For the composite 

organization, Forrester assumes: 

• The composite organization performs three major 

commercial marketing decisions per year that 

leverage advanced patient insights. 

• The size of a major marketing decision increases 

by 10% each year. 

• After using Prospection, marketing activities gain 

improved efficiency of 15% in Year 1.  

• As the marketing and sales team explores more 

features of the platform, improved efficiency rises 

to 20% in Year 2, and 25% in Year 3.  

• Fifty percent of the marketing activities’ increased 

efficiency is attributed to Prospection.   

Risks. Organizations may realize results differ from 

those presented in the financial model due to: 

• Difference in the number of major marketing 

initiatives. 

• Difference in the size of major marketing 

investments. 

• Variance in the output improvement after using 

Prospection. 

Results. To account for these risks, Forrester 

adjusted this benefit downward by 30%, yielding a 

three-year, risk-adjusted total PV of $1.1 million. 

 

 

 

 

 

 

 

 

“We had a promotion activity 

impacting $100 million 

portfolios. The management 

level was hesitant in making the 

investment. With Prospection, 

we proved the outcome to be 

well above the internal hurdle 

rate. The investment was 

launched and has been 

progressing very well.” 

Head of business analytics, 

pharmaceutical 

78%

three-year 
benefit PV

$1.1 million

Increased 
revenue from 
improved 
marketing 
and sales 
activities: 
78% of total 
benefits 
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IMPROVED EFFICIENCY IN MAKING INTERNAL 

DECISIONS 

Evidence and data. Organizations often turned to 

Prospection for real world evidence and insights 

when making internal business decisions, to 

understand the utilization of different drugs in the 

market and make accurate business forecasts. 

• Pharmaceutical organizations saved time and 

energy on feasibility assessments. Prospection’s 

data and insights, combined with clinical trial 

evidence, were used to test key hypotheses and 

speed up internal decision-making processes 

(e.g., approval flow and legal logistics).  

• Prospection’s real-world evidence helped 

demonstrate effectiveness of treatment, and 

provided robust business cases for strategic 

decision-makers.    

Modeling and assumptions. For the composite 

organization, Forrester assumes: 

• The composite organization conducts six internal 

major initiatives per year that includes advanced 

patient data analytics requirements.  

• After using Prospection, the business team 

spends 30 hours on each project compared to 

240 hours before Prospection, and this number 

decreases by 10% each year as they grow more 

familiar with the Prospection platform.  

• The hourly wage of employees in the business 

team is $50 and increases by 2% annually. 

• Fifty percent of the business team’s increased 

productivity is attributed to Prospection.  

• Fifty percent of the time saved is converted to 

productivity.  

Increased Revenue From Improved Marketing And Sales Activities 

Ref. Metric Source Year 1 Year 2 Year 3 

B1 
Number of major marketing initiatives that leverage 
advanced patient insights per year 

Interviews 3 3 3 

B2 Size of a major marketing investment Interviews  $2,000,000  $2,200,000  $2,420,000 

B3 Output improvement after Prospection 
Interviews and 
assumption 

15% 20% 25% 

B4 Attribution ratio to Prospection 
Interviews and 
assumption 

50% 50% 50% 

Bt 
Increased revenue from improved marketing and 
sales activities 

B1*B2*B3*B4 $450,000 $660,000 $907,500 

  Risk adjustment ↓30%       

Btr 
Increased revenue from improved marketing and 
sales activities (risk-adjusted) 

 $315,000 $462,000 $635,250 

Three-year total: $1,412,250 Three-year present value: $1,145,455 

 

“By understanding the market 

better, you therefore make more 

informed commercial decisions 

and patient centric decisions.” 

Head of marketing analytics and 

business intelligence, 

pharmaceutical 
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Risks. Organizations may realize results differ from 

those presented in the financial model due to: 

• Difference in the workload and productivity of 

business teams.  

• Variance in employee salary.  

• The ability to utilize Prospection to help with 

internal decision-making processes.  

Results. To account for these risks, Forrester 

adjusted this benefit downward by 30%, yielding a 

three-year, risk-adjusted total PV of $25,400. 

 

 

 

IMPROVED EFFICIENCY IN DATA PROCESSING 

AND ANALYSIS 

Evidence and data. Organizations experienced 

automated data extract, transform and load (ETL) 

processes with the help of Prospection. The platform 

integrated longitudinal patient records across 

geographies, and performed advanced analysis over 

therapy areas, treatment journeys, and medication 

stages. 

• Organizations benefited from the subpopulation 

patient cohort analysis that revealed key 

characteristics of patients and their treatment 

journeys, as well as prescriber analysis reports 

that illustrated prescriber behavior and their 

brand loyalty of different products.  

• With Prospection’s embedded AI algorithms and 

dashboards, pharmaceutical organizations no 

Improved Efficiency In Making Internal Decisions 

Ref. Metric Source Year 1 Year 2 Year 3 

C1 
Internal major initiatives per year that includes data analytics 
requirements 

Interviews 6 6 6 

C2 The time cost of business team per initiative before Prospection (hours) Interviews 240 216 194 

C3 The time cost of business team initiatives after Prospection (hours) Interviews 30 27 24 

C4 Total hours saved with Prospection C1*(C2-C3)  $1,260  $1,134   $1,021  

C5 Salary of employee per hour  
Assumption 
YoY: 2% 

 $50  $51  $52  

C6 Attribution ratio to Prospection Assumption 50% 50% 50% 

C7 Productivity conversion Assumption 50% 50% 50% 

Ct Improved efficiency in making internal decisions C4*C5*C6*C7 $15,750 $14,459 $13,273 

  Risk adjustment ↓30%       

Ctr Improved efficiency in making internal decisions (risk-adjusted)   $11,025 $10,121 $9,291 

Three-year total: $30,437 Three-year present value: $25,368 

 

1%

three-year 
benefit PV

$25,400

Improved 
efficiency in 
making 
internal 
decisions:  
1% of total 
benefits 
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longer needed to build their own models or 

visualizations. 

• It was also easier to derive information that was 

readily available on Prospection’s platforms and 

distribute it across teams, as the dashboards 

exported insights to decks in an automated 

manner.  

Modeling and assumptions. For the composite 

organization, Forrester assumes: 

• The composite organization conducts six major 

data analytics projects that leverage advanced 

patient data analysis each year.  

• The organization becomes 50% more efficient in 

data analytics after using Prospection.  

• The employee’s hourly wage is $50 and 

increases 2% annually.  

• Fifty percent of the data analytics team’s 

increased productivity is attributed to 

Prospection.   

• Seventy percent of the time saved is converted to 

productivity.  

Risks. Organizations may realize results differ from 

those presented in the financial model due to: 

• Difference in need for data analytics.  

• Variance in employee salary.  

• The level of customization of Prospection’s 

services that contribute to data analytics.  

Results. To account for these risks, Forrester 

adjusted this benefit downward by 10%, yielding a 

three-year, risk-adjusted total PV of $10,900. 

 

 

 

 

 

 

Improved Efficiency In Data Processing And Analysis 

Ref. Metric Source Year 1 Year 2 Year 3 

D1 
Major data analytics projects that leverage advanced patient analysis 
per year 

Interviews 6 6 6 

D2 The time cost of data analytics per project before Prospection (hours) Interviews 100 90 81 

D3 The time cost of data analytics per project after Prospection (hours) 
Interviews and 
assumption 

50 45 41 

D4 Hours saved with Prospection D1*(D2-D3) 300 270 243 

D5 Salary of employee per hour  
Assumption 
YoY: 2% 

 $50  $51  $52 

D6 Attribution ratio to Prospection Assumption 50% 50% 50% 

D7 Productivity conversion Assumption 70% 70% 70% 

Dt Improved efficiency in data processing and analysis D4*D5*D6*D7 $5,250 $4,820 $4,424 

  Risk adjustment ↓10%       

Dtr Improved efficiency in data processing and analysis (risk-adjusted)   $4,725 $4,338 $3,982 

Three-year total: $13,044  Three-year present value: $10,872  

 

1%

three-year 
benefit PV

$10,900

Improved 
efficiency in 
data 
processing 
and analysis: 
1% of total 
benefits 
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ANALYSIS OF BENEFITS 

 

UNQUANTIFIED BENEFITS 

Interviewees mentioned the following additional 

benefits that their organizations experienced but were 

not able to quantify:  

• More robust business cases. Prospection’s 

patient level insights provided solid cases for 

decision-makers. Organizations leveraged real 

world evidence to support the drug 

reimbursement and pricing processes, and guide 

the commercial business strategy and investment 

decisions due to more accurate market 

understanding, quantification, and modelling. 

Pharmaceutical organizations would thus not let 

go of any valuable growth opportunity within the 

risk tolerance level. 

• Improved patient care. By analyzing the patient 

data at a granular level, patient demand can be 

spotlighted and the right treatments can be 

provided. Prospection guided the drug research 

and development process, pre-launch and launch 

activities, and ultimately patient support 

programs. 

Prospection also provided the status of patients’ 

drug treatments across time, and predicted the 

next best treatment for each single patient based 

on their characteristics and past experience. This 

capability helped healthcare organizations work 

towards a future of precision medicine.  

FLEXIBILITY 

The value of flexibility is unique to each customer. 

There are multiple scenarios in which a customer 

might implement Prospection and later realize 

additional uses and business opportunities, including:  

• Reliable partnership that serves as a bank of 

knowledge. Organizations benefited from long-

term partnerships as Prospection offered a 

professional knowledge base for consistent, up-

to-date, and comprehensive information. 

• A new data-driven working norm. As 

organizations grew accustomed to the 

Prospection tools that highlighted self-service, 

users became more conscious of the value of 

data, and gradually developed an evidence-

based working culture that is driven by data and 

analytics. 

• Extension of experience to other markets. 

Prospection’s integrated datasets provided wide 

geographical coverage. The experience of 

processing and analyzing patient data was also 

accumulated as models and dashboards that can 

be easily implemented in other markets, so that 

the unique and consistent patient data analysis 

methodology can also be duplicated across 

“Overtime, it contributes in a 

significant manner, so we keep 

subscribing for Prospection. 

They are our long-term partner.” 

Head of business analytics, 

pharmaceutical 

“Prospection's real world 

evidence works so well in our 

local markets, that we are 

considering expanding similar 

initiatives to other regions.” 

Senior commercial analytics and 

insights analyst, pharmaceutical 
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ANALYSIS OF BENEFITS 

regions. This enabled large, multinational 

pharmaceutical organizations to collect and apply 

insights throughout their global operations and 

business development.  

Flexibility would also be quantified when evaluated as 

part of a specific project (described in more detail in 

Appendix A). 
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Analysis Of Costs 

Quantified cost data as applied to the composite 
 
 

 

SUBSCRIPTION AND PROJECT COSTS 

Evidence and data. Organizations were charged 

with a subscription cost for access to therapeutic 

area market monitors, and project costs to address 

ad-hoc business projects upon request. 

• According to a senior commercial analytics and 

insights analyst in pharmaceuticals, their 

company’s subscription of Prospection covered 

two to four therapeutic areas. 

• Additionally, interviewees also mentioned that 

they may turn to Prospection for ad hoc research 

requests or to answer novel questions. Projects 

were charged on a daily rate based on estimated 

work duration and seniority of staff. 

Modeling and assumptions. For the composite 

organization, Forrester assumes:  

• The implementation and customization costs of 

the composite organization are categorized as 

“project cost.”  

• The composite organization’s initial subscription 

and project cost is $45,000 and remains at 

$70,000 in the following three years2. 

Risks. Organizations may realize results differ from 

those presented in the financial model due to:  

• Difference in subscribed areas, data accessed, 

markets accessed and other variations leading to 

different subscription costs. 

• Difference in level of customization leading to 

different project costs. 

• Pricing may vary based on organizations’ needs. 

Contact Prospection for more details. 

Results. To account for these risks, Forrester 

adjusted this cost upward by 20%, yielding a three-

year, risk-adjusted total PV (discounted at 10%) of 

$263,000. 

 

 

 

 

 

 

 

 

  

Total Costs 

Ref. Cost Initial Year 1 Year 2 Year 3 Total Present Value 

Etr 
Subscription and 
project costs 

$54,000 $84,000 $84,000 $84,000 $306,000 $262,896 

Ftr 
Training and ongoing 
learning costs 

$8,160 $4,980 $5,080 $5,181 $23,401 $20,778 

 Total costs (risk-
adjusted) 

$62,160 $88,980 $89,080 $89,181 $329,401 $283,674 

 

93%

three-year 
cost PV

$263,000

Subscription 
and project 
costs: 93% of 
total costs 
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TRAINING AND ONGOING LEARNING COSTS 

Evidence and data. Prospection spent hours of 

training when launching the platform at the initial 

stage and when new features were deployed. Users 

also spent hours on self-learning to get familiar with 

the platform.  

• Interviewees mentioned that their team spent 

around 2 hours of training with Prospection's 

coaching and guidance at the initial stage.  

• Employees in data analytics teams usually spent 

hours in self-learning to deep dive into the 

features and findings. 

Modeling and assumptions. For the composite 

organization, Forrester assumes: 

• There are three users from the data analytics 

team, referred to as “super users” from hereon, 

and the number remains consistent over three 

years.  

• There are 20 users from the brand team which 

comprises of the medical, market access, and 

commercial (i.e., sales and marketing) team, 

hereon referred to as “business users”, and the 

number remains consistent over three years.  

• Each user spends 2 hours on initial training, 

followed by another 1 hour per year to stay 

updated with new features. 

• The “super users” spend 30 hours on self-

learning at the initial stage and another 20 hours 

per year as their work is more reliant on the 

Prospection platform. Their hours are self-

initiated learnings to deep dive the dashboard to 

maximize the values of the patient data. 

• The hourly wage of each user is $50 and 

increases by 2% annually. 

  

Subscription And Project Costs 

Ref. Metric Source Initial Year 1 Year 2 Year 3 

Et Subscription and project costs 
Interviews and 
assumption 

 $45,000  $70,000  $70,000  $70,000 

  Risk adjustment ↑20%         

Etr 
Subscription and project costs 
(risk-adjusted) 

  $54,000 $84,000 $84,000 $84,000 

Three-year total: $306,000 Three-year present value: $262,896 

 

Training and 
ongoing 
learning 
costs: 7% of 
total costs 

7%

three-year 
cost PV

$21,000
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Risks. Organizations may realize results differ from 

those presented in the financial model due to: 

• Number and types of users. 

• Subscription needs and market complexity. 

• Variance in employee salary. 

• Variance in actual training hours.  

• Variance in self-learning hours. 

Results. To account for these risks, Forrester 

adjusted this cost upward by 20%, yielding a three-

year, risk-adjusted total PV of $21,000. 

 

 
 

Training And Ongoing Learning Costs 

Ref. Metric Source Initial Year 1 Year 2 Year 3 

F1 Training hours per user Interviews 2 1 1 1 

F2 Number of super users Interviews 3 3 3 3 

F3 Number of business users Interviews 20 20 20 20 

F4 Training hours in total F1*(F2+F3) 46 23 23 23 

F5 
Self-learning hours per super 
user 

Interviews  30 20 20 20 

F6 Self-learning hours in total F2*F5 90 60 60 60 

F7 Salary per hour 
Assumption 
YoY: 2% 

$50 $50 $51 $52 

Ft 
Training and ongoing learning 
costs 

(F4+F6)*F7 $6,800 $4,150 $4,233 $4,318 

  Risk adjustment ↑20%         

Ftr 
Training and ongoing learning 
costs (risk-adjusted) 

  $8,160 $4,980 $5,080 $5,181 

Three-year total: $23,401 Three-year present value: $20,778 
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Financial Summary 

 

CONSOLIDATED THREE-YEAR RISK-ADJUSTED METRICS 
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Cash Flow Chart (Risk-Adjusted)

Total costs Total benefits Cumulative net benefits

These risk-adjusted ROI, 
NPV, and payback period 
values are determined by 
applying risk-adjustment 
factors to the unadjusted 
results in each Benefit and 
Cost section. 

 

The financial results calculated in the 

Benefits and Costs sections can be 

used to determine the ROI, NPV, and 

payback period for the composite 

organization’s investment. Forrester 

assumes a yearly discount rate of 10% 

for this analysis. 

 

 Cash Flow Analysis (Risk-Adjusted Estimates) 

  Initial Year 1 Year 2 Year 3 Total 
Present 

Value 

Total costs ($62,160) ($88,980) ($89,080) ($89,181) ($329,401) ($283,674) 

Total benefits $0 $393,750 $594,059 $830,383 $1,818,191 $1,472,792 

Net benefits ($62,160) $304,770 $504,979 $741,202 $1,488,791 $1,189,118 

ROI           419% 

Payback period 
(months)  

          <6 
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Appendix A: Total Economic 
Impact 

Total Economic Impact is a methodology developed 

by Forrester Research that enhances a company’s 

technology decision-making processes and assists 

vendors in communicating the value proposition of 

their products and services to clients. The TEI 

methodology helps companies demonstrate, justify, 

and realize the tangible value of IT initiatives to both 

senior management and other key business 

stakeholders. 

TOTAL ECONOMIC IMPACT APPROACH 

Benefits represent the value delivered to the 

business by the product. The TEI methodology 

places equal weight on the measure of benefits and 

the measure of costs, allowing for a full examination 

of the effect of the technology on the entire 

organization.  

Costs consider all expenses necessary to deliver the 

proposed value, or benefits, of the product. The cost 

category within TEI captures incremental costs over 

the existing environment for ongoing costs 

associated with the solution.  

Flexibility represents the strategic value that can be 

obtained for some future additional investment 

building on top of the initial investment already made. 

Having the ability to capture that benefit has a PV 

that can be estimated.  

Risks measure the uncertainty of benefit and cost 

estimates given: 1) the likelihood that estimates will 

meet original projections and 2) the likelihood that 

estimates will be tracked over time. TEI risk factors 

are based on “triangular distribution.”  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

The initial investment column contains costs incurred at “time 

0” or at the beginning of Year 1 that are not discounted. All 

other cash flows are discounted using the discount rate at the 

end of the year. PV calculations are calculated for each total 

cost and benefit estimate. NPV calculations in the summary 

tables are the sum of the initial investment and the 

discounted cash flows in each year. Sums and present value 

calculations of the Total Benefits, Total Costs, and Cash Flow 

tables may not exactly add up, as some rounding may occur. 

 

PRESENT VALUE (PV) 

The present or current value of 

(discounted) cost and benefit estimates 

given at an interest rate (the discount 

rate). The PV of costs and benefits feed 

into the total NPV of cash flows.  

 

NET PRESENT VALUE (NPV) 

The present or current value of 

(discounted) future net cash flows given 

an interest rate (the discount rate). A 

positive project NPV normally indicates 

that the investment should be made 

unless other projects have higher NPVs.  

 

RETURN ON INVESTMENT (ROI) 

A project’s expected return in 

percentage terms. ROI is calculated by 

dividing net benefits (benefits less costs) 

by costs.  

 

DISCOUNT RATE 

The interest rate used in cash flow 

analysis to take into account the  

time value of money. Organizations 

typically use discount rates between  

8% and 16%.  

 

PAYBACK PERIOD 

The breakeven point for an investment. 

This is the point in time at which net 

benefits (benefits minus costs) equal 

initial investment or cost. 
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Appendix B: Endnotes 

 
1 Total Economic Impact is a methodology developed by Forrester Research that enhances a company’s  

technology decision-making processes and assists vendors in communicating the value proposition of their 

products and services to clients. The TEI methodology helps companies demonstrate, justify, and realize the 

tangible value of IT initiatives to both senior management and other key business stakeholders. 

2 The price listed is estimated upon the composite organization profile. Cost may vary for different organizations 

and countries depending on the purchase requirements (e.g., data source accessed, number of therapy areas, 

products and granularity purchased, country purchased, market complexity and level of customization efforts). 

Contact Prospection for more details. 
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