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Executive Summary
In the pharmaceutical and biotech industry, the term Gross-to-Net (GTN) has developed into 
more than just the financial management and forecasting of manufacturer’s discounts. The GTN 
umbrella encompasses all aspects of revenue management, reporting, and analytics. In order 
to add value to the industry, the Revenue Analytics Collaborative (RAC) began surveying its 
members seven years ago to document GTN successful practices and trends.  Needless to say, 
a lot has changed in the life sciences industry since we began RAC surveys in 2015.

A Gross-To-Net 7 Year Look Back:

*Source:  The 2021 Janssen U.S. Transparency Report.
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GTN Bubble Trend:

As the GTN bubble grows, GTN digitalization is essential to achieve transparency and accuracy. 
Let’s dig deeper into our responses on digitalization and automation.
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Total Value of Pharmaceutical Manufacturers’ Gross-to-Net Reductions for Patent-Protected, Brand-name Drugs, 2017 to 2021

Source: The 2022 Economic Report on U.S. Pharmacies and Pharmacy Benefit Managers

https://racollab.org
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GTN Digitalization 
Does your company have a digital initiative?

Yes, we are exploring GTN 
Automation, but we have 
no budget

Yes, we are exploring GTN 
Automation and have budgetNo, not 

exploring 
digitalization

Yes, but no initiative 
related to GTN AutomationNo, but we need to 

explore GTN Automation

38.6%

5.9% 

27.7%

16.8%10.9%

In 2015, only 3% of those polled had a digital initiative in place and now we’re up to 28%. This has 
grown in even just the past year, where we were polling at 15%. It’s a good sign that those in smaller 
companies don’t want to start off with manual processes, but with best-in-class automation.

Do you currently have an automated GTN system in place?

Yes, GTN Accruals calculator, 
but not an automated system

Yes, GTN Accruals (Close the books) 
& GTN Forecast Automated system

No

Yes, GTN Accruals (Close the 
books) Automated system

Yes, GTN Automated 
Data pull system

70% 10% 

5%

10%
5%

Only 4% of companies had or were planning on implementing an automated system in 2015, 
which has now grown to 30%!3

Despite the complexities, many manufacturers still choose to use manual, Excel-based processes to 
manage their gross-to-net processes. However, this number is steadily decreasing. This same question 
was posed in 2019 and 2020 showed manufacturers with no manual processes at over 90% and 80%, 
respectively.4,5
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Top Challenges 
Obstacles to achieving automation

39%
Time and 
Effort to 

Implement

22%
Budget

17%
Senior 

Management
Support

17%
GTN Processes 

in Multiple 
Departments

5%
No History 

to Base 
Estimates

Automation is often a decision that needs to be made company-wide, as it affects the entire 
organization’s bottom line. This can manifest itself in different ways such as if leadership doesn’t 
understand the value or if the budget isn’t available. If they don’t understand the ROI, it’s hard 
to get the buy-in. We’ve seen the value first-hand. In the past year of talking to customers, 
we’ve heard things like:

Going from  
a 7 day to a
2-3 day 

close

Modeling 
going from  
80 hours to 

15

80% 
reduction

of effort
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What is the most difficult GTN process or task?

Which GTN process or task would you most like to automate?

In 2015, this same topic was also the #1 answer, at 40%, and has grown significantly since then. It’s 
evident that data collection and reconciliation is getting harder to manage as data sources increase. 

No surprise when looking at the last chart, but data collection and reconciliation remains the biggest 
want for automation in the industry. This has even grown in the last year, when only 15% of those 
surveyed wanted to automate collection and reconciliation, which has now grown to 42%. This is likely 
due to a large number of those in revenue analytics who are leaving large pharma organizations and 
moving to smaller companies and having a more difficult time wrangling data from various inputs. We 
used to see a lot of need around forecasting, deal analytics, and closing the books, but in the past few 
years these processes have become automated or semi-automated.
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How do you accrue GTN line items?

Which GTN line is most painful to you?

A majority of the industry (63%) manages GTN monthly or quarterly

Not a major change from years past, but a change in a positive direction. In 2019, 54% of those polled 
were using manual journal entries, and now we’re seeing 

Managed Care rebates are difficult for manufacturers as those contracts typically have three distinct 
pieces to manage and predict: base rebate, administrative fee, and price protection impact.

Medicaid, while still the #1 response has actually gotten a lot better in recent years. 70% of 
respondents in 2019 listed it as their most painful line item, and while certainly not as painful as it used 
to be, it is certainly difficult to predict due to lag times and many manufacturers are able to reconcile 
this using claim level detail. 

A mix: Different GTN line 
items have POS and 
Month End Accruals

Point of Sale Accruals via ERP 
system for most/all discounts

Manual Journal Entry Accruals 
Monthly/Quarterly

21.1%
15.8% 

63.2%
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Where is your government 
pricing department?

Where is rebate adjudication 
department?

Where is chargeback adjudication department?

Outsourcing rebates has grown to 35% from 2% in 2015

Government pricing experts are often experts in not only government pricing, but a multitude of areas 
including government programs and FSS. As a result, we see a surge in business process outsourcing 
for both government pricing and rebate adjudication as well. Having the right ecosystem partner is not 
only important for audit readiness but is also necessary, as GTN expertise is often hard to find and many 
companies, especially smaller pharmaceutical companies, often have trouble managing it in-house.

Outsourcing chargebacks has also grown, 
from 10% in 2015 to 40% this year

Mid to large pharma is continuing the trend of 
outsourcing rebate adjudication, GP, and now 
chargebacks as well. We see 3PL polling at 5%, 
which is likely because many small companies 
with one product in the pipeline prefer to use a 
3PL for their chargebacks.

In Finance or 
Accounting

In Business 
Operations

In Business 
Process 

Outsource

Government 
Pricing

Market
Access

0%

10%

20%

30%

40%
40%

35%

15%

5% 5%

Business 
Process 

Outsource

In Finance or 
Accounting

Business 
Operations

Contracts Market
Access

3PL
0%

10%

20%

30%

40%
40%

25%

15%

10%

5%5%

0%

10%

20%

30%

40%

Business 
Process 

Outsource

In Finance or 
Accounting

Business 
Operations

Contracts Market
Access

35%

25% 25%

10%

5%

Process Insights



Gross-to-Net 2022 Benchmark Report 8

Which best describes your accrual and forecasting process?

Working on 
AutomatedHomegrown 

Model

Automated 
Solution

Excel/Access

10%

5% 
5%

80%

Manufacturers who have automated or have been thinking about automation has grown to 15% 
from 3% in 2015

 With GTN being so complex, this illustrates that the pain of Excel is everywhere. However, GTN 
automation has matured in recent years. This question in 2019 had 90% of respondents using 
Excel. This year, we’re seeing a positive movement in manufacturers implementing or exploring 
automated solutions.

What’s your biggest Revenue Analytics struggle?

Data Collection, Integrity, 
and Analytics

Channel ForecastingOverall Manual Data 
Input and Processes

Returns Forecasting
Reserve Forecasting

25%

5% 
5%

35%

30%

Overall manual data and input down 15% compared to 20153

Speaking of data collection and integrity, it seems that a lot of people are semi-automating processes, 
even if still in Excel, to make sure it’s documented, understood, and it’s repeatable. We’re not seeing as 
many responses in this area as years prior, but it’s still a common pain point.
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Those polled include:

Bio-pharm or 
biotech

Brand/generic mix

Primarily brand

Primarily generic

10%

55%

5%

5%

Biotech has grown from to 35% from 14% in 20153

COMPANY TYPE
Large 
(over $5B)

Mid-Sized
($750M to)

Pre-commercial

Small 
(under $750M)

25%
10%

40%

25%

Surge in pre-commercial companies commercializing on their 
own for the first time, with  75% of these first-time launches 
partnering with IntegriChain.

COMPANY SIZE

Market Access

Business Operations

Finance

Accounting5%

60%

30%
5%
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Controller

GTN Accrual 
Management

Government 
Pricing Reporting 
& Analytics

Rebate & Chargeback 
Adjudication

Sales/Channel 
Forecasting

FP&A

Contract Management 
& Analytics

30.6%
16.3%

12.2%20.4%

ROLES

8.2%

10.2%

2%

Key Insights1

• 30% of companies currently have or are planning on implementing an automated GTN system, 
up from 4% in 20151,3

• Revenue Analytics struggles have grown in recent years, with channel forecasting toil up 12% 
compared to 2017, likely due to the growing complexities of government programs2 

• Trend of those in the industry leaving large pharma organizations to join smaller companies 
and having to develop new GTN methodologies.
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Conclusion
The results of this survey show that industry professionals are moving toward automated solutions for 
GTN. GTN digitalization has been a hot topic for two decades, and we are finally seeing true traction as 
early adopters take the lead in implementing more scalable and auditable GTN processes. However, 
GTN digitalization is only the beginning. For a truly balanced GTN process, manufacturers need to 
have all of the data that can influence the net price in one place. Armed with this information, industry 
professionals gain the ability to find the optimal point between the net price and patient access  
and adherence. 

The RAC exists to share knowledge between leading industry professionals, in addition to tracking 
data and benchmarks related to industry trends. Our research is showing that digitalization is in the 
process of hitting its stride. Our goal is to help industry professionals get to the next step of finding the 
optimal equilibrium that continues to maintain high standards for patient care while driving company 
growth. Our collective intelligence is powerful. Join the conversation today at RACollab.org.

Authored by Jennifer Sharpe, Vice President Gross-to-Net Consulting at IntegriChain and facilitator of 
the Revenue Analytics Collaborative (RAC)

About Revenue Analytics Collaborative
The mission of the Revenue Analytics Collaborative is to facilitate timely and anonymous knowledge 
sharing amongst Life Sciences industry colleagues working in Commercial Contracting, Government 
Pricing, Gross-to-Net and Trade/Channel business and financial roles. Join us today at RACollab.org.

Sources:
1. Revenue Analytics Collaborative Benchmark Survey 2022

2. Revenue Analytics Collaborative Industry Benchmark Survey, 2017

3. Revenue Analytics Collaborative Industry Benchmark Survey, 2015

4. Revenue Analytics Collaborative Industry Benchmark Survey, 2019

5. Revenue Analytics Collaborative Industry Benchmark Survey, 2020
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About IntegriChain 
IntegriChain delivers pharma’s only comprehensive data, consulting, 
and business process platform for market access departments. 
We provide the strategy, data, applications, and business process 
infrastructure for market access and therapy commercialization. More 
than 300 manufacturers rely on our consulting expertise and ICyte 
Platform to orchestrate their commercial and government payer 
contracting, patient services, and distribution channels. ICyte is the first 
and only platform that unites the financial, operational, and commercial 
data sets required to support therapy access in the era of specialty 
and precision medicine. With ICyte, pharmaceutical innovators can 
digitalize their market access operations, freeing up resources to focus 
on more data-driven decision support. 

IntegriChain is backed by Accel-KKR, a leading Silicon Valley 
technology private equity firm. We are headquartered in Philadelphia, 
PA, with offices in Ambler, PA; New York, NY Raleigh, NC, and Pune, 
India. For more information, visit www.integrichain.com, or follow on 
Twitter @IntegriChain and LinkedIn.


