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Growing the

CULTURE

Life

Recruitment of patient services teams for complex products, all with nuanced needs requires stra-
tegic planning and ef�cient execution.  Understanding the speci�c skills and roles required to 
achieve program objectives is instrumental to success.  RareMed initiates this process with life 
sciences partners early on to understand the volume of patient referrals, inbound/outbound 
phone calls, and other patient services functions such as bene�ts investigations, prior authoriza-
tion work, or copay card enrollment.  Once RareMed completes the assessment of a program�s 
services suite combined with historical and forecasted patient services utilization, a staf�ng recom-
mendation is made. 

Aligned with the life sciences company, RareMed develops an internal plan to scale the new team 
with a blend of current and new RareMed employees.  This approach facilitates the infusion of 
RareMed culture and provides a framework for team member growth  with the underlying bene�t 
of scale that bene�ts all stakeholders. 

RareMed has strong engagement across social media platforms which has strengthened the 
brand and enables it to attract top talent.  Headquartered in Pittsburgh, PA, RareMed also bene�ts 
from the many schools of pharmacy, health care organizations, colleges, specialty pharmacies, and 
other post-secondary educational programs that share core competencies transferable to the 
patient services industry. 

When prudent, RareMed�s Pittsburgh based team is farther augmented with talent from multiple 
other geographies holding skilled workforces across the US including the research triangle of 
North Carolina, specialty pharmacy dense Orlando, Florida, as well as patient services centric 
Phoenix, Arizona to offer even greater accessibility for patients and providers living on the West 
Coast. 

These hiring efforts are conducted by dedicated 
recruitment teams at RareMed to identify high caliber 
candidates with the required skills and cultural �t to 
drive a best-in-class patient services offering.  RareMed 
utilizes career fairs, employee referral programs, a �exi-
ble interview process, and very targeted job descrip-
tions that clearly communicate expectations of the 
roles with emphasis on growth opportunities across the 
organization.  Once on board, the team members 
receive on-site training speci�c to their assigned pro-
gram where they also develop personal relationships 
and camaraderie with their fellow team members.



GENUINE INTEGRITY
UNCOMPROMISING QUALITY

RESPECTFUL CULTURE
AUTHENTIC DEDICATION
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Culture Harmonizations

Incorporating dedicated RareMed teams for life sciences companies during the transition process is 
fundamental to RareMed�s patient services model and has led to industry leading patient satisfaction 
scores and program performance.  Cultivating a culture that harmonizes both with RareMed and the 
life sciences organization has been best practice.  Collaborating together, the teams de�ne core 
values, look for commonalities, and shared principles that can serve as a starting point of a merged 
culture. 

To enable this, RareMed involves employees 
throughout the team building process seek-
ing their input through focus groups allow-
ing the team to have a shared sense of own-
ership and commitment to the culture they 
are actively building for the program.  Equal-
ly important, leaders play a crucial role in 
setting the tone too. Consistent messaging 
and actions from leadership aids in the uni�-
cation of teams. 

RareMed institutes team building activities, shared events, and recognition programs that bring 
associates together and re�ect a shared identity with life sciences organizations.  These include lead-
ership development programs, book club meetings, regular Value and Culture Committee meetings 
as well as a Certi�ed Rare Award which is given to team members who go above and beyond in their 
roles to achieve RareMed�s collective goals.   

Cultural integration may include changes to policies procedures or organizational structure.  Clearly 
communicating those changes in a transparent way helps to manage team expectations. 

RareMed has bene�ted from cultural integration efforts including high employee retention rates, 
engagement, and overall employee satisfaction.  Patients and partners bene�t from the stability of 
the dedicated program team with expertise to assist patients and HCPs throughout the care journey 
with marked differentiation from their marketplace competition. 

Most importantly, RareMed recognizes that cultural 
integration is an ongoing process, and it is essential 
to monitor progress and adjust as needed. It 
requires commitment, time, and patience to success-
fully harmonize cultures, but the rewards for patients, 
team members and their respective organizations is 

immense. 

TH
E SECRET INGREDIENT

POSITIVE MINDSET
DISRUPTIVE INNOVATION
MUTUAL GROWTH
SUPPORTIVE AMBITION
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Integrated and Scaled
Non-Commercial Pharmacy Services

RareMed brings a unique per-
spective to pharmacy delivery 
as a component of the overall 
patient services strategy by 
virtue of the leadership�s 
robust background and exper-
tise in specialty pharmacy.  Op-
erating as a covered entity 
through NCP/PSP integration is 
instrumental in rede�ning the 
care model and removing bar-
riers to treatment. 

Many of RareMed�s transitioned clients had historically experienced a limited ability to effectively 
engage patients and providers without covered entity status and an integrated pharmacy offer-
ing.  Life sciences partners also do not typically possess the subject matter expertise in house to 
build and maintain operational excellence of specialty pharmacy services.  

RareMed, in collaboration with many life sciences partners, has incorporated pharmacy services 
seamlessly into the overall patient services strategy.  In doing so, the programs have expanded 
capabilities and scope to assist the patient and prescriber in the overall care journey.  For exam-
ple, eRx enrollment at RareMed is a great advantage for life sciences brands to leverage for 
patients and HCP of�ces.  Program enrollment is faster and more seamless for the provider and 
the patient bene�ts from a comprehensive suite of services delivered by a dedicated care team.  
Workforce alignment under the structure of the non-commercial pharmacy advances more effec-
tive working relationships with network specialty pharmacies in the coordination of patient care.   

Furthermore, PSP and pharmacy systems integrations facilitate a real time, comprehensive view 
of patient progress enabling care teams to advise on shipment status or prescription information.  
It also enables same day shipment setup as opposed to the disparate segmented PSP and 
non-commercial pharmacy (NCP) solutions that commonly result in two-day turnaround times.  
Patients af�icted with complex conditions relying on medications to control their condition 
deserve better. 

D  I  R  E  C  T

INTEGRATED
PHARMACY
SERVICES 

INTEGRATED
PHARMACY
SERVICES 

EXPANDED
CAPABILITIES

& SCOPE

EXPANDED
CAPABILITIES

& SCOPE
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Integrated and Scaled
Non-Commercial Pharmacy Services

Under some circumstances, large life sciences orga-
nizations with signi�cant prescription volume have 
preferred a dedicated or redundant pharmacy solu-
tions for pharmacy operations speci�c to their 
needs.  Leveraging knowledge from previous phar-
macy build outs, the RareMed leadership team has 
all requisite legal, compliance, and operational 
expertise to support unique client needs.  These 
include the ability to address unique product pro-
�les such as cold chain management, controlled 
substances distribution, PDMP reporting, inventory 
control, as well as other pharmacy speci�c data 
reporting requirements.  

Large life sciences companies have observed �rsthand the bene�ts of integrated pharmacy solu-
tions, their impact on optimizing patient services delivery, and the value of the RareMed Team�s 
pharmacy excellence.   

CONTINUED

�Embedded pharmacy services signi�cantly enhance 
the value proposition of our patient services program 
by ensuring a more seamless delivery of care. By inte-
grating the pharmacy expertise directly into our pro-
gram, we have streamlined medication management, 

and enhanced the overall patient experience. This 
seamless integration enables more ef�cient coordina-
tion between healthcare providers, leading to better 

outcomes and satisfaction for our patients.�
- VP, Market Access
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Technology and Data
As a critical component of patient services 
delivery, technology and data solutions must 
be thoroughly evaluated prior to the transition 
of a program.  The technology must deliver on 
the �exibility, nimbleness, and insights neces-
sary to effectively support patients and unlock 
brand value. 

Life sciences organizations, as the key constitu-
ent in the transfer of a patient services pro-
gram, must act as a liaison between the legacy 
and new patient services provider.  They can 
facilitate communication between the current 
and new patient services hub to create a 
smooth handover and minimize disruption.  Select transition scenarios may require new technolo-
gies or processes which necessitate a knowledge transfer from the current provider to RareMed.  
Encouragement from the life sciences organization during this timeframe greatly supports effective 
transition.  Developing a clear exit strategy with the legacy platform is also a best practice to make 
certain that all contractual obligations have been met and that data has been securely transferred or 
deleted according to program requirements. 

Migration to RareMed�s new technology from legacy solutions requires a comprehensive data 
assessment to identify the critical data requiring transfer as well as data transfer requirements.  This 
includes patient data, prescription information, copay enrollment information, status histories, and 
more.  Identi�cation through the transition of who has access to the data, where it resides, and how 
it moves between systems is crucial for a smooth transition.   

Path

- Director of Patient Services

�RareMed�s forward thinking
and technology solutions
have been a catalyst for 

positive changes in our program.�
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Technology and Data

A technology and data transfer project presents opportuni-
ties for RareMed to collaboratively work with life science 
partners to develop customized solutions that address 
speci�c work�ow needs of a patient services program or 
product pro�le.  A dedicated technology team assigned to 
the project works alongside operations teams to make 
speci�c program recommendations.  These examples 
include revisions to status and sub-status listings for great-
er insights, creation of more real-time actionable informa-
tion, introduction of e-services for patient enrollment, and 
enhancing data capture capabilities during onboarding 
and throughout the patient journey to optimize program 
performance and brand value. 

Conducting new technology and data testing at RareMed prior to the desired go-live is always incor-
porated into the overall timeline permitting an opportunity to address challenges and re�ne 
systems. Once transitioned, there is continuous monitoring and tracking of the implemented solu-
tions and overall system performance and service quality at RareMed.   

There has been overwhelmingly positive response from life sciences partners once they have had an 
opportunity to experience RareMed�s technology platforms and unique tools to manage their 
patient services program.

�RareMed is like Apple, 
always innovating and 

changing the way
technology shapes ex-

periences for patients.�
- Senior Director, Patient Services

- RareMed Transition Client

�Technology solutions become exceptional
when delivered by those who

innovate relentlessly and RareMed
is great at combining technology

with concierge care.�

CONTINUED
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Partner Integrations
Partner integrations across the patient services ecosystem including data aggregators, specialty 
pharmacies, and a manufacturer�s software platform certainly have bene�t, but inherently come with 
their own set of challenges including data and security concerns, system interface compatibility, and 
ongoing data integrity validations.  RareMed has developed a series of best practices to facilitate 
integration points across a life science company�s distribution network and increase data transparen-
cy for more timely and informed decision making at an individual patient level and in aggregate 
across a program.  

During integrations, making certain that data secu-
rity and privacy is maintained for patient informa-
tion is essential.  In addition, RareMed�s life scienc-
es partner integrations have been designed such 
that they are scalable to accommodate growth and 
changing business requirements of partners. 

RareMed has built successful partnership ecosystems by conducting comprehensive assessments of 
an existing partner�s patient services platforms, leveraging APIs to facilitate smoother integrations 
where possible, de�ning SLAs that outline expectations of network partners regarding system per-
formance, availability, and support.  

RareMed�s recommended partner integration strategy has translated to faster prescription triage 
times, reductions in network prescription transfers, reductions in active PAP census with transitions 
to commercial therapy, and more satis�ed patients, prescribers, and life science partners as mea-
sured by independent surveys. 

SCALABLE TO
ACCOMMODATE
GROWTH & CHANGE

FASTER PRESCRIPTION
TRIAGE TIMES

REDUCTIONS IN NETWORK
PRESCRIPTION TRANSFERS

MORE SATISFACTION
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Conclusion
RareMed, together with its life sciences partners, has made tremendous strides in improving the 
patient experience.   Life sciences companies have recognized that RareMed has a unique competi-
tive advantage stemming from its entrepreneurial spirit, experience, patient satisfaction scores, and 
covered entity status.  RareMed�s award winning culture, evidenced by four consecutive years as a 
Top Workplace by Pittsburgh Post-Gazette  cultivates a partnership that is responsive, nimble, and 
customizable.  RareMed eliminates silos that are commonplace in larger workplace environments 
which boosts the ability to introduce new program enhancements and adjust to marketplace dynam-
ics.  Expertise to set technology strategy regarding systems, data, and management of network part-
ner integrations has also proven highly effective following program transitions.  

Introducing new program services to transition clients such as product speci�c single points of con-
tact, a suite of e-services, and increasing patient engagement with customized interventions adds 
additional bene�t.  Completing these services as a healthcare provider with cross functional integra-
tion of PSP and non-commercial pharmacy (NCP) services removes barriers or delays that are com-
monly experienced by a partner�s legacy programs. 

Perhaps most encouraging though is that RareMed�s model is increasingly becoming recognized as 
an industry benchmark of what patient services should be.  RareMed couldn�t be more proud of the 
impactful work accomplished each day that makes a difference in the lives of the people living with 
complex conditions and the work is just getting started. 

WWW.RAREMED.COM

To learn more about RareMed and its 
approach to the successful transition and 
elevation of established patient services 
programs visit:

INFO@RAREMED.COM

To speak with the RareMed Business 
Development team and schedule an 
introductory call, email us at:


