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 Nobody makes purely 

“rational” decisions

 Some disease states 

carry stronger 

emotional 

components than 

others

Stating the Obvious



HCV Background: The Day to Day

 HCV = “Invisible Pariah”

 Diagnosis is 

serendipitous

 Risk-benefit ratio of 

current treatment 

disempowers physician 

as a healer



Emotion Based Decision Making is Profound

Cured

 Many PCPs refer 

indiscriminately

 Most HCV treaters are 

procedure oriented

 Most patients are not ready, 

willing or able to initiate 

therapy currently

 MD-patient dialogue 

discourages treatment

 HCV is asymptomatic and

stigmatized

 Many PCPs lack familiarity

with HCV

Undiagnosed

Diagnosed

Referred

 Naïve patients have 

less than 40% chance 

of a cure

 Many patients become 

IFN averse

Treated



Engagement Goals: How can VRTX facilitate better care?
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# of HCV patients

 Understand current 

practices with respect to 

diagnosis and treatment

 Understand the “why” of 

their current practices

 Understand what types of 

support/information would 

allow them to comfortably 

change their practices



3D Market Research: Engagement Approach

BOTH VIEWS ARE PROCESSED BY THE BRAIN 

TO YIELD A SINGLE COMPLETE IMAGE 

EmotionalRational



3D Market Research: Methodology and Research Design

 Conducted focus groups across stakeholders in the 

treatment chain in multiple cities 

 Groups co-moderated by cultural anthropologist and 

commercially focused moderator

PCP
Treating 

Physician
Treatment OutcomePatient

NP/PA



3D Market Research: What We Were Trying to Learn

How physicians see themselves, their values

How physicians see their external world, their jobs

What needs motivate them

What unconscious emotional associations they have

How this relates to the diagnosis, treatment, and management of HCV

Emotional-Based Moderator

Mr. B

Consumer background

Cultural anthropologist

People focused

Services orientation

Rational Moderator

Mr. K

Pharmaceutical background

Experienced marketer

Industry focused

Financial orientation



3D Market Research: Discussion Focus

PCP

Treater

NP/PA

Physician
view of self

Clinical
efficacy of 

therapy

Time and 
desire to  
manage  
patients

ROI on 
treating 

HCV patient

Emotional

Rational

Some Areas of Discussion



3D Market Research: Successful Integration

 Jointly developed 

discussion guide

 Established how 

two moderators 

would be 

introduced and 

roles of each 

 Individual and joint 

analyses

 Moderators 

introduced jointly 

 One moderator led 

discussion 

 Role of second 

moderator was to 

probe for 

clarification, context, 

and meaning

Moderators Conducting the Groups



What we learned: With respect to HCV, many treating physicians have 

intertwined and conflicting emotional and rational objectives 

Money Time

Desire to be in control I want support

Treat patient Treat disease

Have to treat Like to treat

Rational Emotional



PCPs: Know they should be doing more, but…time is money

 Diagnosis guidelines 

are unclear

 Many refer 

indiscriminately

 HCV patients require 

significant time 

investment

 Ability of PCP to 

communicate clearly 

and concisely with 

patients is low, 

especially if the patient 

is resistant to IFN

 All feel they could be 

doing a better job of 

screening, and 

diagnosing 

 Many are not familiar 

with HCV

 Often reticent to ask 

the patient very 

personal questions

Rational Emotional
What Impacts PCPs

Undiagnosed

Diagnosed

Referred

Treated

Cured



Treaters: HCV is a challenging and “time intensive” disease to treat

 Pressure to treat 

patients in a time and 

cost effective manner

 Need to balance time 

spent on HCV vs. 

scoping

 Management of side 

effects is challenging, 

time consuming, and 

resource intense

 Difficult for them to 

admit they don’t do 

an optimal job in 

treatment

 Difficult for many to 

convince patients to 

initiate treatment

 Many only treat 

these patients 

because they fear 

losing the PCP’s 

“scope” business

 Some feel personally 

satisfied when a 

difficult case is cured

Rational Emotional
What Impacts Treaters
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Bottom Line: HCV is a difficult disease to Dx and Tx and which physicians 

either choose to deny, defer, or engage (rationally + emotionally)

 HCV is time 

consuming and 

“time is an 

expensive 

commodity”

 Many physicians 

who treat HCV only 

do so to protect 

PCP income for 

other procedures

 Low efficacy of 

current treatment + 

difficult side effects 

provides an easy 

“out” 

 Physicians want to 

do a better job of 

diagnosing and 

treating

 Lack of efficacy 

makes it difficult to 

“sell”  treatment to 

patients

 Yet this is a 

disease that 

potentially can be 

cured

Time

& 

Income

Quality 

Patient 

Care

Physicians View of HCV

Rational Emotional



Bottom Line: 3D Research Produced Highly Actionable Results

A Client’s View

 This went beyond traditional MR

 VRTX thought HCV was an area 
of high unmet need

 Realized how hard it would be to 
really make a difference in how 
HCV is diagnosed and treated

 Research was a catalyst to 
stimulate “out of the box” thinking

 Research pointed to the need for 
VRTX to do more detailed 
planning earlier

A  Consultant’s View

 3D minimized the probability of 

missing any variable or its context

 Seamless integration of what matters 

and why (rational or emotional) and 

what it means from a commercial 

perspective

Efficacy of Therapy

Side Effects

Duration of Therapy

Ease of Convincing Patient

Time  to Convince Patient

% Completing Tx

Impact on Staff

Rel. Importance
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