THE HIDDEN COST OF
MISALIGNMENT

Across the pharmaceutical industry, brand teams, legal departments, regulatory affairs, and medical
information groups are working harder than ever yet often speaking different languages. The result? A

cascade of confusion that undermines even the most promising product launches.

Schedule a Consultation



https://calendly.com/abdul-makenibent




THE RIPPLE EFFECT OF INCONSISTENCY

PROMOTIONAL MATERIALS MEDICAL INFORMATION

Marketing messages crafted without early regulatory input face multiple revision Medical affairs teams develop responses to inquiries that may inadvertently

cycles, delaying campaign launches and increasing costs. contradict approved promotional language, creating compliance risk.

SALES TRAINING DIGITAL CONTENT

Representatives receive training materials that don't perfectly align with final Website copy, social media, and patient resources often exist in silos, each telling a

approved messaging, leading to field confusion and potential violations. slightly different version of the brand story.




THE COST IN NUMBERS

6-9 40% $2.5M

AVERAGE MLR REVIEW CYCLES EXTENDED APPROVAL TIMELINES AVERAGE COST OF DELAYS
Without proper alignment, materials ping-pong between ~ Misalignment adds weeks or months to launch schedules, ~ Every week of delay represents lost revenue opportunity
departments, wasting valuable time and delaying critical allowing competitors to capture market share first. and wasted internal resources across multiple teams.
campaigns.

These inefficiencies compound across multiple brands and campaigns, representing millions in lost productivity and market opportunity annually. The frustration is palpable, but

it doesn't have to be this way.



WHAT ALIGNMENT ACTUALLY LOOKS
LIKE

True alignment isn't about making everyone agree on everything. It's about establishing a single source
of truth: a core brand message that flows seamlessly through every touchpoint, adapted appropriately for

each channel and audience while maintaining fundamental consistency.

When legal, regulatory, and medical affairs work from the same strategic foundation from day one,

review cycles collapse, compliance risk decreases, and the brand speaks with one clear, powerful voice.



THE PATH TO UNIFIED MESSAGING

STRATEGIC ALIGNMENT
WORKSHOP

Bring stakeholders together early to establish core
message pillars, claims hierarchy, and compliance

guardrails before content creation begins.

O
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INTEGRATED REVIEW
FRAMEWORK

Implement concurrent review processes where legal,
regulatory, and medical provide input simultaneously

rather than sequentially.

CENTRALIZED CONTENT HUB

Create a single repository of approved claims,
messages, and assets that all teams draw from, ensuring

consistency across channels.



Product / Segment

Shingrix (Shingles)

Arexvy (RSV)
Meningitis Portfolio

International (ex-US)

Q3 Sales (Real Data)
£0.8 Billion
£0.3 Billion

£0.5 Billion

YoY Growth

-7% (US Decline)
-72%

+5%

+ Growth




THE NUMBERS TELL THE STORY

FIRST-PASS APPROVAL RATE REDUCTION IN REVIEW CYCLES TRAFFIC ENGAGEMENT INCREASE

Materials sailed through MLR review boards with From 6-9 typical cycles down to just 3, saving weeks of Consistent messaging across channels drove significantly

minimal revisions, compared to the industry average of time and thousands in agency costs. higher audience engagement and information retention.
40-50%.

O Key Insight: When messaging is aligned from the start, everything downstream becomes faster, cleaner, and more effective. The GSK case demonstrates that alignment

isn't just about avoiding problems. It's about unlocking performance.



WHY THIS MATTERS NOW

REGULATORY SCRUTINY IS INTENSIFYING

FDA and international regulators are paying closer attention to consistency across
g paying y
promotional and non-promotional materials. Misalignment creates compliance

exposure that can result in warning letters, consent decrees, or worse.

DIGITAL AMPLIFIES EVERYTHING

In today's omnichannel environment, inconsistent messages don't just confuse—
they spread instantly across platforms, damaging brand credibility and trust with

healthcare providers and patients.

STAKEHOLDER EXPECTATIONS ARE RISING

Internal teams, agencies, and executives are demanding faster cycles, better results,
and clearer accountability. Misalignment makes all of these goals impossible to

achieve.

COMPETITION DOESN'T WAIT

Every week spent in revision cycles is a week your competitors are building market
presence. Speed to market matters—but only when coupled with compliance and

consistency.




TRANSFORM FRUSTRATION INTO PERFORMANCE

THE CHOICE IS CLEAR

You can continue navigating the chaos of misaligned messaging—enduring endless review cycles, compliance anxiety, and missed market opportunities. Or you can take the GSK

path: align early, move fast, and deliver results that exceed expectations.

The tools, frameworks, and proven methodologies exist today. The question isn't whether alignment is possible—it's whether you're ready to make it a strategic priority for your

organization.

"When brand, legal, regulatory, and medical affairs speak with one voice, everything else falls into place. The GSK results prove that alignment isn't overhead. It's competitive

advantage.”

Schedule Alignment Workshop Download Framework


https://calendly.com/abdul-makenibent
https://docs.google.com/document/d/1el-x2vsqHNTO02aeYDKObjexiaQGYzsyIQ-pgQZeH4Q/edit?usp=sharing

