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Who we are

Dr. Christian Fillinger 
Founder of Capptoo
Screver I Oncology Compass I Kiwano

Tanja Palm
Co-Founder of Capptoo, 
First/Nr 1 employee we had
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Holistic business 
experience is our focuS
➔ Founded in Zürich  (8Y)

➔ 70+ markets

➔ Global teams, local 
understanding

Switzerland,
Zurich

Capptoo Group 
Screver, Kiwano

&



The Trust 
of Market 
Leaders



The Trust 
of Life 
Sciences



Screver informs Decisions. 
Capptoo Drives Actions.
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Product 
Launches

&

Web & Digital / Promotional Assets / Patient Materials 
/ Content for HCPs



The Product Launch 
Challenge

OnƏy 10–15% of drug launches are 
considered "successful" or "excellent", 
meaning they meet or exceed peak sales 
forecasts and market expectations 
(IQVIA, McKinsey).

��
10−15%

Successful 
launches

&



The Product Launch 
Challenge

80% of Launches ƣail to Meet 
Expectations  
This means they do not achieve their projected 
revenue targets or market share in the first 1–2 
years (IQVIA, EvaluatePharma).

😞80%

😉20%
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The Product Launch 
Challenge

2-Year ´ost-LaunƆh Drop-Off
- Only 5% of Primary Care drug launches
- Only 8% of Specialty Care launches 

maintain excellent performance two years 
post-launch in the top global markets 

5−8%

2Y Goals 
achieved

&



The Product Launch 
Challenge

First-Year ªaiƏure = 
Long-TerƐ ·trugƤle
The majority of launches that miss their 
first-year targets never recover, struggling to 
gain momentum in later years (IQVIA, 
McKinsey).

First year is crucial!

Targets

1Y 2Y 3Y
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The Product Launch 
Challenge

LaunƆh ExeƆution is the ProƟleƐ, 
Not ´roơuct QualitƜ
According to research, poor customer engagement, 
lack of HCP understanding, and failure to diǕerentiate 
are bigger contributors to failure than clinical 
performance itself (BCG, McKinsey).
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The Product Launch 
Challenge

The °aunch "Cliff"
Most drugs experience a steep drop in 
performance after 6–12 months, failing to 
sustain their launch momentum 
(EvaluatePharma).

“Launch cliff” typically 
happens six months 
after launch

&



Critical Touchpoints and 
Feedback throughout the 
Patient Journey

Awareness, 
Consideration

Patient 
Activation

Enrollment into 
Medication Access 
Program

Prescription 
Confirmation

Insurance 
Verification and 
Reimbursement

Schedule 
Shipment

Nurse-
Supported 
Education 
(optional)

First Dose & 
Monitoring

Ongoing 
Monitoring and 
Feedback*

Continuous CX Metrics Measurement & Impact Analysis with VoC

Patient Journey Stages

&

Retention & 
Drop-off 
Prevention 
Customer Need



CHANNELS VS Touchpoints
&

Printed Materials

Social Media

Chat

Webcast

Events

Website

Calls

F2F

SFMC Marketing 
Email

Veeva Approved 
Email

Awareness, 
Consideration

Patient 
Activation

Enrollment into 
Medication Access 
Program

Prescription 
Confirmation

Insurance 
Verification and 
Reimbursement

Schedule 
Shipment

Nurse-Supported 
Education 
(optional)

First Dose & 
Monitoring

Ongoing 
Monitoring and 
Feedback*

Retention & 
Drop-off Prevention 
Customer Need



Linking Enhanced Patient Experience 
to Tangible Business Impact

Patient conversion

SalesNPSCSAT

Onboarding Adherence

HCP Engagement

Market share

Ease-of-Access

CX Metrics Business Metrics

Minimizing Drop-oǕ Rate Drop-oǕ

CES

Time-to-treat

&



Re-Defining Pharma 
Launch Excellence
From Traditional Product Push to 
Evidence-Based, Human-Centric Launches!

Listening throughout the journey — 
from Phase III to post-launch

Bridging the gap between R&D, 
Market Access, and Commercial 
teams

Co-creating better experiences for 
patients, HCPs, and payers

Continuously improving adoption, 
access, and outcomes

✔

✔

✔

✔

Tbe New Way with VoC Program

&



HCP/HCC 
USe Cases

&



VoC Supported 
Product Launches

400+
users

70+
markets ▲32

▲270
2021 2022 2023 2024

48,000 

Screver AI 
Feedback  from 
HCPs and HCCs

<100 <1000

&



Agentic AI

Printed 
Materials

Social 
Media

Chat

2021

Channel Expansion

2022 2023 2024 2025

Webcast

Events

Website

Calls

F2F

SFMC 
Marketing 
Email

Veeva 
Approved 
Email

Social 
Media

Events

Website

Calls

F2F

SFMC 
Marketing 
Email

Veeva 
Approved 
Email

Website

SFMC 
Marketing 
Email

Veeva 
Approved 
Email

SFMC 
Marketing 
Email

Veeva 
Approved 
Email

Integrations

🚀 Expanding our survey 
delivery  bandwidth 
exponentially — faster, 
broader, bolder! 
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Design 
Thinking 
Workshops

How ƐiƤht Ɵe best apply A­ 

teƆhnoƏoƤy to ơeliƙer reaƏ 

vaƏue ƣor physicians?

How ƐiƤht ƴe deƙelop strategies to iƐƭroƙe the afforƇaƟility of Ɛeơications?

&



Awareness and 
Omni Channel 
Campaigns For Students

&



Congresses / 
Event feedback

&

Low-hanging fruit



Capptoo supports CSL Vifor throughout the entire event 
journey, ensuring a seamless and impactful presence. 

In the pre-event phase, we designed personalized 
surveys tailored to each congress’s target audience and 
objectives, provided email templates for pre-event 
outreach, and optimized survey station setups for 
maximum engagement. 

During the event, we facilitated real-time feedback 
collection through branded QR code surveys, interactive 
booth screens, and in-slide engagement tools for 
audience participation during presentations. 

Post-event, we analyzed the collected data to extract 
actionable insights, supported reps with branded 
follow-up communication, and provided comprehensive 
survey summaries via relevant platforms to maximize the 
event’s long-term impact.

CSL Vifor at Swiss Society of Nephrology

Congresses Feedback



Generating instant 
Insights and Opt-ins
PHARMA TEMPLATES       REAL-TIME REPORT       AI-DRIVEN INSIGHTS       INDUSTRY BENCHMARKS  

Want to know what HCPs really think? 
Collect real time feedback from HCPs using QR codes on leaflets, cards, 
screens, or direct links in Rep eMails to enhance engagement, 
strategically improve your company representation, thereby boosting 
your brands’ standing and differentiation.

❏ Creation, Design & Setup of Surveys & Quizzes:
we suggest a minimum of surveys (pre/during/post event 
surveys) per brand

❏ 2 Rep email Pre-event: Content & Design
❏ Branded QR Codes: Your logo on QR codes for easy survey 

access on leaflets, cards, and digital screens.
❏ Dashboard setup so that you can track results in real time.

What do we suggest

Congresses Feedback



The Tree of Hope

Event material Support
Novartis ConfedExpo 2024+2025

https://thetreeofhope.co.uk/


Sonsite Support
Novartis ConfedExpo 2024+2025



eDetail 
Aid's

&



VEEVA
SFMC

&



360°  All “In-house”
&



Thank you!

Capptoo AG + Screver AG

+41 44 911 50 00 
Churerstrasse 92i 
CH-8808 Pfaeffikon SZ

VAT/UID: CHE-455.066.766          Commercial Register: CH-130.3.024.482−2
VAT/UID: CHE-453.157.180             Commercial Register: CH-130.3.031.135−7

&


