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INTRODUCTION

In the first half of 2025, pharmaceutical leaders convened at major industry events like the MAPS 2025
EMEA Meeting, Reuters Pharma EU, Pharmageddon USA, and others—to confront a shared challenge: how

to consistently deliver successful product launches in an increasingly dynamic and complex landscape.

These gatherings—bringing together leaders across medical affairs, commercial, and digital strategy—
focused on a pressing challenge: launch excellence is no longer the responsibility of a single function,
but a company-wide imperative. Winning in today’s launch environment requires new levels of agility,

intelligence, and alignment.

This executive summary captures key insights from H1 2025 pharma events, distilling takeaways from
dozens of sessions into a clear framework for achieving launch excellence. Drawing from recurring themes,
peer discussions, and real-world case studies, it provides a forward-looking roadmap for leaders aiming to

future-proof their launch strategies and maximize impact across the product lifecycle.

THE CURRENT LANDSCAPE: WHY LAUNCH EXCELLENCE MATTERS MORE
THAN EVER

The pressure on pharma launch teams has never been greater. Industry leaders described a launch

climate defined by:
Compressed timelines between approval and expected uptake
Increased scrutiny from regulators, payers, and prescribers
Demand for differentiation in saturated therapeutic areas
The need for post-launch adaptability, driven by evolving data and real-world outcomes
While these challenges aren’'t new, what'’s changed is the urgency to act on information faster—and to do

so across functions. Teams that once worked in parallel must now operate in lockstep, guided by a shared

understanding of evolving market dynamics.

“Launch success used to be about preparation.

Today, it’s about preparation and ongoing

orchestration—with data as the conductor.”
- VP, Global Medical Strategy, MAPS 2025
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KEY THEMES FROM H1 2025 PHARMA EVENTS

Across events, four themes emerged as consistent pillars of high-performing launch teams:

1. Cross-functional integration must start before launch—and accelerate post-launch
While many companies have made progress in aligning commercial and medical affairs, true integration
remains aspirational for most. Several presenters emphasized the importance of co-creation, not just

coordination, during launch planning.

Rather than finalizing messaging in silos or building duplicate stakeholder maps, best-in-class teams work

together to:
Define the evidence generation strategy based on both medical insight and commercial opportunity
Align on segmentation and targeting, using combined market intelligence

Set shared KPIs for engagement quality, not just quantity

“When you bring medical and
commercial to the table early, you don’t

just align—you innovate together.”

- Head of Launch Operations, Reuters Pharma

www.within3.com
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2. Real-time intelligence is the foundation of agile launch execution
Nearly every session on launch readiness stressed the need to move beyond static pre-launch research

toward ongoing market sensing. Instead of waiting for lagging indicators, successful launch teams monitor:
Evolving KOL sentiment and its impact on early adopters
Competitor activity, including messaging shifts and rep strategy
Engagement effectiveness, particularly in omnichannel campaigns

Patient and HCP behavior changes across channels

Several teams highlighted their investment in platforms that integrate stakeholder feedback, field insights,

and secondary data into a centralized intelligence hub.

At MAPS, one global team described how they use real-time MSL feedback to adjust their evidence
dissemination strategy on a monthly basis. Meanwhile, commercial counterparts use the same insights to

refine HCP targeting.

“We’ve gone from publishing a
launch plan to running a living

launch strategy—fed by insight loops,
not just static data.”

— Director of Commercial Excellence, Top 20 Pharma

www.within3.com
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3. Understanding and addressing unmet needs is a continuous effort
Mapping unmet needs used to be a pre-launch activity. Now, leading teams revisit and refine that map
continuously throughout the launch phase and beyond. This is especially critical in:

Crowded categories, where nuanced differentiation is key

Evolving treatment paradigms, such as in oncology and autoimmune diseases

Emerging geographies, where local barriers and drivers vary widely

At multiple conferences, speakers discussed how medical insights are being used not just to inform scientific

narratives but to shape real-world value propositions for access and uptake.

One team described their approach to unmet needs mapping in a rare disease launch. Using a blend of
qualitative insights and Al-analyzed advisory board data, they uncovered a previously underappreciated
challenge: patients were disengaging from care due to diagnostic fatigue. This insight led to a new,

patient-centered support initiative that significantly improved early adoption.

“Our understanding of unmet
needs can’t be static. If we're not listening

continuously, we're falling behind.”

— Senior Medical Director, Rare Disease Franchise

www.within3.com
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4. Launch agility is a competitive advantage

Traditional launch frameworks don’t account for the speed at which markets now move. In response,

organizations are redesigning their launch governance to enable:
Faster decision-making through real-time dashboards and agile sprint cycles
Rapid content updates, especially in omnichannel environments

Responsive field strategies, based on early signals from HCPs and patients

At Reuters Pharma, one panelist outlined their new “launch command center’—a weekly cross-functional
forum that uses up-to-date analytics to make in-flight adjustments. The result: higher engagement, lower

cost of execution, and faster uptake.

Agility also means knowing when to pause, pivot, or scale—based on what's working, not just what

was planned.

www.within3.com
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CASE STUDY: LAUNCHING AN AUTOIMMUNE THERAPY WITH
REAL-TIME PRECISION

A top pharma company presented a compelling case at MAPS USA: The global launch of a first-in-class

autoimmune therapy in a highly competitive landscape.

Initial challenges:
1 Multiple entrenched competitors
Diverse prescriber base with varying levels of education

Skepticism about clinical differentiation

Strategic response:
: 2 Joint planning: Medical, commercial, and digital leads built a single global

launch plan with locally tailored rollouts

Unified intelligence: Data from field teams, social media, MSL notes, and

advisory boards fed a central dashboard updated weekly

Dynamic messaging: Real-time feedback showed initial MOA messaging was
too technical; content was simplified and made more emotionally resonant

within 3 weeks

Cross-functional huddles: A weekly “launch war room” brought together

global and regional leads to make real-time decisions

Impact after six months
3 Market share exceeded 20% in key regions

HCP engagement rates doubled vs. prior launches

Competitor counter-detailing was anticipated and neutralized within days

“We didn’t just launch a product—we launched a
learning system that improved every week.”

- VP, Global Product Strategy
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A MODERN FRAMEWORK FOR LAUNCH EXCELLENCE

Based on lessons from across H1 2025 events, a new standard for launch excellence is emerging—one that

goes beyond planning to emphasize adaptability, shared insight, and speed.

The Launch Excellence Framework:

Plan together, not in parallel
Start with a unified vision. Bring commercial, medical, HEOR, and digital teams

into the same planning cycle. Agree on milestones, dependencies, and metrics.

Build an integrated intelligence engine
Centralize field insights, KOL input, digital analytics, and competitive intel. Use Al

tools to surface trends and anomalies—early.

Operationalize agility
Replace static launch plans with adaptive playbooks. Enable weekly decision

cycles, modular content, and omnichannel flexibility.

Continuously track stakeholder needs
Go beyond initial personas. Use qualitative and quantitative data to monitor

how needs evolve across the adoption curve.

Empower execution with shared visibility

Equip every stakeholder—from global HQ to local affiliates—with real-time

visibility into launch KPIs, barriers, and opportunities.

www.within3.com
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'WHERE DO WE GO FROM HERE?

As the pace of innovation accelerates, so does the risk of falling behind. Fragmented insights, slow
execution, or siloed planning can lead to lost market share, regulatory missteps, and damage to HCP trust.

In this environment, the edge goes to organizations that can:
Learn from the market in real time—or risk missing critical shifts in stakeholder expectations
Act on those insights quickly—or lose momentum to faster-moving competitors
Stay aligned across every function and geography—or face inconsistent execution and

compliance risk

H1 2025 events made one thing clear: launch excellence isn't a finish line—it’s a continuous discipline.
Those who master it will not only deliver stronger launches; they’ll lead the field in relevance, trust, and

long-term impact.

Learn how Within3 helps launch teams integrate medical and market intelligence, streamline stakeholder

engagement, and accelerate time to insight—so you can know more, move faster, and drive impact.

ABOUT WITHIN3

As the world leader in insights management, Within3 is solving the life science insight gap. Our insights management
platform gathers, integrates, and analyzes insights better than any other platform on the market, reducing insight
reporting from months to days and eliminating 90% of the workload. Companies use Within3 to drive strategy-impacting
decisions up to 3x faster and ensure the customer’s voice is heard across the enterprise. To learn more about the insights
management platform or to request a demo, visit www.within3.com.
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