
The Breadth of ACT Stakeholders Goes Far Beyond Traditional Therapies
Not only are there more customer stakeholders involved with enabling ACT therapies, but the number of internal and 3rd party 

stakeholders significantly complicates a manufacture’s ability to provide a seamless treatment experience

For More Information, Contact: 
• cellandgene@nuveracg.com
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Consider how your supply chain 
and manufacturing teams will 
now become customer facing

Avoid getting anchored in 
traditional field structures when 

designing site engagement teams Determine where end-to-end 
order management will sit 
organizationally

Many of your partners will 
interact directly with your end 
customers – ensuring alignment 
on experience vision is critical

Patient support will be much 
more complex than traditional 

patient services to manage free 
goods along with financial & 

travel support

For marker specific conditions, 
offering free testing will be a key 

offering to overcome potential 
barriers

Developing real-time 
awareness of billing activities 
will likely be required with a 3rd

party distributor

Convincing community 
physicians to refer viable 
patients is a key barrier due to 
fear of lost patients

Direct interaction with patients 
will need to be managed 
carefully in order to avoid 
creating any confusion with 
treatment teams

Close coordination and support 
of patient apheresis and 
product delivery will likely occur 
with site case manager
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Beyond clinical education 
and/or training activities, 
Medical Affairs will likely have a 
key role in almost all exception 
requests (e.g. out-of-spec issues)

The role of the in-house 
pharmacist in order 

management & processing will 
likely vary between sites

Couriers require almost real-
time connection to supply chain 
teams as well as robust 
communication with sites to 
ensure successful cell pick-up 
and drop-off coordination

Willingness to undergo the 
intensive certification 

process will be determined 
by senior levels of the site

Site onboarding will 
incorporate training and 

certification efforts across 
most site stakeholders

While not a primary point of 
ongoing contact, traditional call 

centers will need to effectively 
triage ACT related inquiries from 

patients, CGs, and HCPs

Determining what capabilities are 
shared globally vs. regionally will 

be challenging especially when 
considering direct patient support

When planning for the commercial launch of an 
autologous cell therapy, understanding the breadth of 
stakeholders involved across the various activities needed 
to ultimately administer an ACT is an important step to 
accomplish early during planning – How are you mapping 
the various roles or functions responsible at each stage 
from clinical trials, to infusion & short/long-term follow-up?

Clinical Trial Site to Certified Commercial Site – Many of 
your early QTCs post-approval may continue to participate 
in your clinical trials
• Influence of the Clinical Trial Experience: Which stakeholders 

play a role in both a clinical trial and commercial treatment 
setting?

Site Certification Participants – The early buy-in and 
processes necessary to certify treatment centers 
encompass a broad array of site stakeholders 
• Navigating Early Certification Needs: Who are the decision 

makers and those that must be involved with end-to-end 
certification processes?

• Certification Team: What will the make-up be of your own site 
certification team? Will it be a consistent, SWAT team or made 
up of future account management team members?

Referrals, Patient Intake & Screening – Early identification 
of individuals involved with initial patient 
identification/education, referral to a certified center, and 
intake/screening activities will span a multitude of 
disparate stakeholders

Treatment Management – From initial order placement 
through patient apheresis to infusion and longer term
follow-up, a broad array of HCP care team members are 
involved with ensuring a successful treatment outcome
• Care Teams vs. Enablement Team: Which site stakeholders are 

responsible for the patient end-to-end vs. specific activities (e.g.
apheresis, cryo, billing, etc.)

• Internal Team Alignment: Which internal team members will 
manage which tasks with which customer stakeholders?

Coordinating Multiple 
Activities Across a Multitude 
of Stakeholders

For more information: contact@nuveraconsulting.com


