
Rare disease  ⏤
an important opportunity for account managers to 
communicate complex concepts in compelling ways
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An important opportunity for account 
managers to broaden understanding. These 
conditions often require:
• Innovations in diagnosis
• An understanding of the disease burden
• Access
• Innovations in payment
• Broad education on the value and 

potential of different therapeutic 
platforms, eg, mRNA, RNAi, antisense, 
and gene therapy

Rare disease – not so rare!
6800 rare diseases. 25-30 million Americans who suffer from a rare condition.
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Explaining the value of RNAi technology
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Helping payers understand the value of Oxlumo for the treatment 
of Primary Hyperoxayluria Type 1
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The value of Givlaari for the treatment of Acute Hepatic Porphyria
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And the value of Amvuttra for the treatment of polyneuropathy 
due to hATTR amyloidosis
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For Novartis’ Ilaris: Kits of templated letters were developed to facilitate different 
types of appeals specific to each indication

Still’s Disease Periodic Fever Syndromes
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For Cosentyx: Kits of templated letters were developed to facilitate different types 
of appeals specific to each indication, including Juvenile Idiopathic Arthritis
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Patient support resources for Pedmark, a new treatment for the prevention 
of ototoxicity due to treatment with cisplatin in rare pediatric cancers 
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Resources developed with HEOR can provide guidance to plans for 
estimating the prevalence of a condition in their population



Warhaftig Associates: Who we are
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Access, payer communications, and patient support:  
It’s all we do

Over 30 years of collaboration with managed market, brand, 
patient support, field, and HEOR teams 

We create resources that communicate the impact and value 
of therapies for rare diseases



Contact information:

Warhaftig Associates
740 Broadway
New York, NY 10003

212 995-1700
matt@warhaftig.com

Let’s talk. Call Matt Warhaftig at 212 995-1700.
Warhaftig.com


