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Joe’s unique skills in breaking down   barriers with key stakeholders and customers led to many Iroko wins. Moreover, his solid foundation of relationships within the pharmaceutical industry was instrumental in capitalizing on new business opportunities for Iroko.  


                – Johnny Im, Director of Commercial Operations


�








With a nominal 9 person sales force, Iroko faced many challenges during their attempt to achieve formulary placement for Indocin® Oral Suspension & Suppositories.  In need of processes and systems for pricing and reimbursement in key managed care plans, as well as a high level hospice plan, Joe was recruited for the strategic development and implementation that would take Iroko to the next level.  


A contracting strategy was developed for access and 2nd tier formulary positioning to meet the needs of the customer and clients.  Meetings were set to deliver and propose the contract for formulary positioning and reimbursement.


We were able to secure formulary on a national plan and many more wins as a result of our efforts.   These systems, developed by Joe Buser, enabled Iroko to meet their targeted sales goals for 2009.





Johnny Im on Joe Buser’s top Qualities:





“Motivated, personable, high integrity and great results.” 





Client/Project:		Iroko Pharmaceuticals


Service:	Consultant - Access & Formulary management


Term of Contract:	3/2009 – 10/2009


Location:		Philadelphia


Status of Contract:	Concluded








Iroko Pharmaceuticals Managed Markets Access





In March, 2009, Joe Buser was contacted by Iroko Pharmaceuticals to design and implement a strategic proposal to address the following issues:


Development of Account Access Plan


Contract Negotiations 


Formulary Access Strategy and Systems in Key Markets


Implementation of Top Down Communication Plan


Development of Account Manager Resources such as Business Plans & Templates
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