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MORSE Consulting offers ongoing strategic advice to optimize 

the prospect of reimbursement success throughout the Canadian 

pharmaceutical lifecycle. 

Case Study
Manufacturer uncertain of how to approach the 
pan-Canadian Pharmaceutical Alliance (pCPA) for 
an oral oncology product after a positive Health 
Technology Assessment (HTA) recommendation 
and sought advice on navigating pCPA process 
within the relevant payer landscape.  

MORSE’s Solution  

Conducted interactive session to discuss client’s 
draft pCPA strategy and provided advice to improve 
possibility of a successful negotiation. Reviewed 
client’s presentation material to ensure messaging 
was clear, concise and reduced any anticipated 
payer concerns and uncertainty. Continued support 
throughout the negotiation process to interpret 
responses from lead jurisdiction and provided 
advice on subsequent offers or responses.

Value to Client  

Provided critical assessment of client’s pCPA 
strategy from a credible third party with payer 
and pCPA experience. Assessed feasibility, 
opportunities, and challenges of approach, and 
identif ied other potential options for consideration.  
Provided tangible advice and developed action plan 
to strengthen likelihood of successful outcome.



MORSE Consulting delivers training sessions on the 
Canadian pharmaceutical reimbursement environment 
that can be customized for various target audiences.
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MORSE Consulting offers ongoing strategic advice 
to optimize the prospect of reimbursement success 
throughout the Canadian pharmaceutical lifecycle. 

MORSE Consulting develops tailored reimbursement 
assessments and analyses to meet a client’s evolving 
needs – from comprehensive reimbursement landscape 
assessments to detailed time-to-listing analyses. 

MORSE Consulting organizes, facilitates, and participates 
in numerous types of advisory boards. This includes 
negotiation simulation sessions which help clients gauge 
payer reaction to a range of proposals.


