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Competition law reminder



THE PROBLEM

Value-Based Procurement (VBP) business models require:

❖ Trust and strong relations between payer, provider 
and industry

❖ A common language or culture of VBP for mutual 
understanding and dialogue

❖ Transparent outcome-based business models which 
can capture tangible value for patients, healthcare 
systems and the life science industry

❖ There is an evident global demand for an easy 
understandable and iterative model that meet 
requirements from both payer, provider and 
industry



THE CHALLENGE

o Moving from transactional volume procurement to 
patient value metrics and socio-economic impact in 
healthcare procurement

o Better patient outcomes at the same or lower cost

o How do we make value tangible enough to measure it?

SOLUTION IN THE DANISH LIFE SCIENCE STRATEGY? 

THE BRAINSTORM

o How mature is VBP in your country? Is data available?

o How should value for patients and society be measured?

o Could the Danish model enable VBP in your country?

o Which changes are required to scale VBP?

THE OBJECTIVES

o Define the value of this topic if implemented

o Which actions should be taken to meet the challenge?

o Define advocacy/support needs for this topic

o Understand and define any risks created

Achieving Outcomes with Value-Based Procurement


	Slide 1: EUROPEAN VALUE-BASED PROCUREMENT CONFERENCE 2023 Navigating the VBP challenges and reaching destination   Break out session - Achieving higher outcomes with Value Based Procurement  Lars Dahl Allerup, Rethink Value (Denmark)  
	Slide 2
	Slide 3: THE PROBLEM
	Slide 4

