This playbook is designed to assist you by matching common
objections to approved assets and verbalizations.

The Playbook is a planning tool.
You may not use it during a detail session.

You may not show or distnbute this item outside BMS. You may discuss the information in this item with customers proactively.,
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Please select a Critical Theme

Efficacy/Response

Reimbursement/Access

Safety/Side Effect Management

Experience

Asset Name Asset Preview

Digital Vis Aid

Immune-Mediated Side Effect
Tracker

Immune-Mediated Adverse
Reaction Management Guide
(REMS)

HCP Tearpad

Response Assessment Guide RS a1 12 e

— et e

This is a comprehensive list of all assets available within the Playbook.

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

1IUSIZUBMS13801 1012
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Please select a Critical Theme
Asset. Name Asset Preview

Your Voyage™ Your Guide to
Treatment

Efficacy/Response

Reimbursement/Access

Your Voyage™ After Treatment AFHER TREATMENT
Guide —

Safety/Side Effect Management
Access Support™

Experience

J-Code Brochure

Universal Co-Pay Brochure

This is a comprehensive list of all assets available within the Playbook.

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

r31US12UBMS13801 10712
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Please select a Critical Theme

Efficacy/Response

Reimbursement/Access

Safety/Side Effect Management

Experience

Video: Phase 3 Study
YERVOY™: A Treatment for
Unresectable or Metastatic
Melanoma

Video: Side Effect Management:
YERVOY™ Immune-mediated
Adverse Reactions |dentification
& Management Strategies

Video: Your Stories. Your Voice.
Tim's story

Video: Your Stories. Your Voice.
Rick's story

Email: Pivotal Efficacy Data

This is a comprehensive list of all assets available within the Playbook.

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.

Asset Name Asset Preview

You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

1USI2UBMS123801 10712




4

Please select a Critical Theme

Asset Name Asset Preview

Efficacy/Response

Email: Support Available for
You & Your Patients

Reimbursement/Access
Email: Reimbursament SU[J[JGTI
Information

Safety/Side Effect Management

Email: Dosing & Assessment

Experience

Verhalization

Verbalization

This is a comprehensive list of all assets available within the Playbook.

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.

You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

1IUSIZUBMS13801 1012
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Please select a Critical Theme
Asset Name Asset Preview

Verbalization

Efficacy/Response

Reimbursement/Access

Safety/Side Effect Management

Experience

This is a comprehensive list of all assets available within the Playbook.
I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

rI1IUSIZUBMS 13801 10V12



Please select an Objection

Efficacy/Response

"You cannot tell who will benefit from YERVOY (ipilimumab)/
the efficacy benefit is too unpredictable. YERVOY takes too
long to work."

“I'm not impressed with the median 05 of YERVOY.”

“My patients dont want to have agpressive treatment and
want to have QoL.”

Reimbursement/Access

Safety/Side Effect Management

Experience

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

L R [

Digital Vis Aid

Response Assessment Guide

Video: Phase 3 Study
YERVOY™: A Treatment for
Unresectable or Metastatic
Melanoma

Video: Your Stories. Your Voice.
Tim's story

Video: Your Stories. Your Voice.
Rick's story

Asset Preview,

AIUSIZUBMSE13801 10712
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Please select an Objection
JAsset Name. Asset Preview,

Efficacy/Response
Email: Pivotal Efficacy Data

"You cannot tell who will benefit from YERVOY (ipilimumab)/
the efficacy benefit is too unpredictable. YERVOY takes too
long to work."

“I'm not impressad with the median 0S of YERVOY.” Verhalization

“My patients dont want to have agpressive traatment and
want to have Qol."

Verbalization

Reimbursement/Access

Safety/Side Effect Management

Experience

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

731USIZUBMS 13801 10712



Efficacy/Response

il e

"You cannot tell who will benefit from YERVOY (ipilimumab)/
the efficacy benefit is too unpredictable. YERVOY takes too

long to work."™

“I'm not impressed with the median 05 of YERVOY.”

“My patients dont want to have agpressive traatment and
want to have Qol."

Reimbursement/Access

Safety/Side Effect Management

Experience

~Asset:Name.

Digital Vis Aid

YERVOY™ (ipftimumab) &
indiracily

I i e i i

page 4
Video: Phase 3 Study
YERVOY™: A Treatment for

Unresectable or Metastatic
Melanoma

Email: Pivotal Efficacy Data

Verbalization

Asset Preview,

Pages: 4-8, 32

ittt g ]

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.

You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

731US1ZUBMS13801 1012



L R [ Asset Preview,

Efficacy/Response

Verbalization

"You cannot tell who will benefit from YERVOY (ipilimumab)/
the efficacy benefit is too unpredictable. YERVOY takes too
long to work."™

“I'm not impressed with the median 05 of YERVOY.”

“My patients dont want to have agpressive treatment and
want to have Qol."
Reimbursement/Access

Safety/Side Effect Management

Experience

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

731USI2UBMS13801 10v12



YERVOY (ipilimumab) POA2 CUSTOMER CONCERNS Verbalization
July 2012

Customer Concern #8

What the Customer Says
“It takes too long to find out whether patients will respond o YERVOY.”

Probes to Decipher Emotional Barrier
Tell me more about how you measure success in metastatic melanoma.
= How, specifically, do you define success in patients you treat for metastatic melanoma?
o What is your ultimate goal for patients you treat with metastatic melanoma?
o Towhat extent do you feel like you're able to achieve your goals with any treatment?
What factors do you consider when deciding on a treatment for your patients with metastatic melanoma?
o Why, specifically, is time to response important lo you?
o What are the considerations you have in addition lo time to response’?
o Are there any considerations that may outweigh time to response?
How do you establish treatment expectations with your patients?
What is your recollection of the efficacy data for YERVOY?

Remember to pay attention to verbal and physical cues to determine what the true underlying emotions are.

Underlying Emotional Barrier
Fear of failure

What the Customer Might Be Thinking
“With YERVOY, | don't know who's going to respond and who isn't. It's hard that it takes so long to find oul. | feel like I'm losing time. If it fails, it
may take 5 months to figure out whereas with other therapies, I'll know right away.”

Responses to Address Emotional Barrier
+ | think you may be pleasantly surpnsed by the YERVOY efficacy data. In particular, | would like to share with you the YERVOY data that
demonstrates long-term overall survival in patients with metastatic melanoma
o Deliver all contextual data, including median OS5, in conjunction with long-term messaging
o Deliver revised long-term survival/safety messages and align to treatment considerations and goals of therapy where
appropriate

The assets Indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distnbute this item outside BMS. You may discuss the information in this item with customers proactively.,




Verbalization only: Playbook
YERVOY IMPLEMENTATION GUIDE (DBEM/TBM/MSS]

CUSTOMER CONCERNS: conTINUED)
| feel uncomfortable waiting till week 12 to determine if YERVOY is working as recommended
in the Pl when | can use vemurafenib and conduct tumor assessment test at week 6

¥

Clarify probe and acknowledge the concern

¥

Example of Addressing the Concemn:
FEEFf Ao wAconvenlhsnEl SusEs
o week 12, check in lo assess why, then respond with

& | the HUH expresses only a gencl oo

patiert currently on therapy and wishes o scan pri
of YERVOY s Jrmgp/ g adminestered ntravenousy oser 90 mindbes svery 3 wasishs
e of YERVDY, patinnis wara as

ar | ha HGP idestifies that they hoe o

Tewr @ Roksr] af four doses
sessaid at weaks

Thee fescomirmersded doses

4 of ke YERVOY dosing brochums, im the praolad phase 3 sl
monis

elanoind 5 indirect, possibly theough | il MESLHHTSE

-cil elialed ali-Lirms
#Also, because YERVOY uses a

A HIam Nang. N pago
fit 10 pateesl, 10 HCE

12 and A4 and then asery 3
The MOA of YERVOY's ellects in palienis witl

an imamunotheraoy. and the @lect on meEanoma s mdirect
r AP R RbErres O PSR A

=D il may ake some fimse
f COminhed and can Wy Tiom

YERVOY s
il

paatian & own omimung 5

yabEm b Bl Car
recpuests further data, please submit a MIRF

Check in | -

Rep response:
L &l this fima?

Would o lIES for me o reshes 40y of Ihess malena

Check in and continue sales call

TOU MAY MOT 3HOW OF DHSTRIBUTE THIS ITEM OUTSIDE OF BMS. YOU MAY NOT DESLCUSSE THE INFORMATION IM THES ITEM WITH CLE TOMERS.

I'he ass
You may not sho




JAsset.Name Asset Preview,
Efficacy/Response

Digital Vis Aid

"You cannot tell who will benefit from YERVOY (ipilimumab)/

the efficacy benefit is too unpredictable. YERVOY takes too
long to work."

“Im not impressed with the median 05 of YERVOY.”

FERVOR™ {ipilimumat
ndercHy

— -

“My patients dont want to have agpressive treatment and
want to have QoL.”

Email: Pivotal Efficacy Data
Reimbursement/Access

Safety/Side Effect Management

Verhalization

Experience

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.

You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively

731US1ZUBMS13801 1012



Verbalization only: Playbook

YERVOY IMPLEMENTATION GUIDE (DEM/TBM/MSS)

CUSTOMER CONCERNS: (cONTINUED)

th the Overall Survival Benefit of YERVOY over gpl 00 when | compare this o
BRIM 3 trial design of vemurafenib vs DTIC

L]

Clarify probe and acknowledge the concern

e

Example of Addressing the Conceém:
= If the concern [s arcund gpl00 as a comparater anm:

= If the concemn |5 punely aboart benefil in owerall survival:

Medun: cwerall susyrdal in previously roagied patkent
.

Check in and continue sales call

O MRY MOT SHOW DR ISTRIBUTE THIS ITEM OUTSIOE OF BMS. YOLUI WAY NOT DISCUSS THE INFORMAT 0N IN THIS ITEM WiTH CUSTOMERS

The assets Indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distnbute this item outside BMS. You may discuss the information in this item with customers




JAsset.Name Asset Preview,
Efficacy/Response

Video: Your Stories. Your Voice.
E . Tim's story

"You cannot tell who will benefit from YERVOY (ipilimumab)/
the efficacy benefit is too unpredictable. YERVOY takes too
long to work."

Video: Your Stories. Your Voice.

“I'm not impressed with the median 05 of YERVOY." .
Rick's story

“My patients dont want to have appressive treatment and
want to have Qol.”

Verbalization

Reimbursement/Access

Safety/Side Effect Management

Verbalization
Experience

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

731US1ZUBMS13801 1012



YERVOY (ipilimumahb) POA2 CUSTOMER CONCERNS Verbalization
July 2012

Customer Concern #2

What the Customer Says
"I am concemed aboul tha unpredictability of YERVOY's efficacy benefits.”

Frobes to Decipher Emotional Barrier
What. specifically, do you hope (o achieve in tho patients you treat for metastalic melanoma®
To what extent do you feel like you're able o acheve your goals for motastalic melanoma?
What faclors do you consider when deciding on a treatment for your patients with metastatic melanoma?
s Do you ol the patients makea the call on whal the treatment goals ara?
o Do your patients with metastalic melanoma usually come in requesting a certain medication?
How do you establish treatment expectations with your patients?
=~ How do patients typically react when you talk to them about potential trade-offs that come with aggresswve treatment?
oz Ila patient pushes back on your recommended therapy because of side effect concemns. where do you go from there?
In general, what would you say are your primary reasons for nol prescribing YERVOY?
What is your recollection of the efficacy data for YERVOY?

Remember to pay attention to verbal and physical cues fo determine what the true underlylng emotions are.

Underlying Emotional Barrier
Lack of confidence

What the Customer Might Be Thinking
"My patienls don’t want o have aggressive treatment and want to have
good Qol. | don't Bke having no way of baing able lo give tham a good
idea of whal they will experience with this treatment.”

Responses to Address Emotional Barrior
I think you may be pléasantly surprized by the YERVOY
efficacy data, In particular, | would like 10 share with you the
YERVOY data that demonstrates long-term overall survival in
patients with metastatic melanoma
= Deliver all contextual data, including median OS, in
conjunction with long-term messaging
Additionally, | think you may be reassured by the rates of Grade
3 o 5 side affects in patiants treated with YERWVOY .
o 15% of patients in the YERVOY alone amm
& 12% of patients in YERVOY + gp100 arm
It might also encourage you (o know thatl immune-mediated
side eflects may be managed wilh corticostencid therapy.
10%: of patients discontinued YERVOY dua to side affects in
the phasae 3 clinlcal tral
o Deliver revised long-term survivallsafety mossages
and align to treatment considerations and goals of

YOU MAY NOT SHOW OR DISTRIBUTE THIS ITEM OUTSIDE BMS. YOUuU MAY NOT DISCUSS THE INFORMATION IN THIS ITEM WITH CUSTOMERS.
731051 2PSMO9603 07 /12

ssets indicated above must be provided in the context in which you have been trained to present them in

You may not show or distribute this item outside BMS. You may discuss the information 1n this item with customers proac




YERVOY (ipilimumahb) POA2 CUSTOMER CONCERNS Verbalization
July 2012 - continued

Prev | Next

therapy where appropriate

YOU MAY NOT SHOW OR DISTRIBUTE THIS ITEM OUTSIDE BMS. YOU MAY NOT DISCUSS THE INFORMATION IN THIS ITEM WITH CUSTOMERS.
731US12PSMO09603 07 /12

The assets indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

731US12UBMS13801 10712



YERVOY (ipilimumahb) POA2 CUSTOMER CONCERNS Verbalization
July 2012

Customer Concern #7

What the Customer Says
“| don't use YERNVOY because my palients with metastatic melanoma are so sick that palliation is the only option.”

Probes to Deciphar Emotional Barrier
What are your goals for your patients with matastatic melanoma?
What things do you consider when deciding an a treatment for your patients with metastatic melanoma?
i Do you lat the patients make the call on what the treatment goals are?

o Do your patients with metastatic melanoma usually come in requesting a certain medication?
Tell me more aboul why you think palliation is the only option for your patients with metastatic melanoma.
o Are there any specific patient characteristics that prompt you to lean more toward palliation?

o Do you think there is a potential for any of your patients to benefit from any treatment?
In general, whal would you say your primary reasons for not prescribing YERMOY are?
What is your recollection of the efficacy data for YERWVOY?

Remember to pay attention to verbal and physical cues to determine what the true underlying emotions are.

Underlying Emotional Barrier
Fear

YOU MAY NOT SHOW OR DISTRIBUTE THIS ITERM DUTSIDE BMS, YO MAY NOT DISCUSS THE INFORMATION IN THIS ITERM WITH CUSTOMERS.
731US12PSMOSE03 07 /12

I'he ass ated a [ 1ave Deen trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this rten zustomers proactively,

731US12UBMS13801 10712



Please select an Objection

Reimbursement/Access

“YERVOY is too expensive; | can't afford to lay out the cost
for treatment.”

“My patients cannot affond the out-of-pocket costs
associated with YERVOY."”

Efficacy/Response

Safety/Side Effect Management

Experience

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

Asset Name

Digital Vis Aid

Video: Your Stories. Your Voice.

Tim's story

Access Support™

J-Code Brochure

Email: Support Available for
You & Your Patients

Asset Preview

1US1Z2UBMS13801 10112
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Please select an Objection
Asset.Name Asset Preview

Email: Reimbursement Support
Information

Reimbursement/Access

“YERVOY is too expensive; | can't afford to lay out the cost
for treatment.”

“My patients cannot affond the out-of-pocket costs Verbalization
associated with YERVOY.”

Experience

I'he assets ndl 1ave Deen trained to present them in.
Id

You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

731USI2UBMS13801 10v12



Asset Name Asset Preview

Reimbursement/Access
Digital Vis Aid

r

“YERVOY is too expensive; | can't afford to lay out the cost
for treatment.”

Video: Your Stories. Your Voice.
Tim's story

“My patients cannot affond the out-of-pocket costs
associated with YERVOY."”

Efficacy/Response

Safety/Side Effect Management

Experience

J-Code Brochure

Universal Co-Pay Brochure

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

731US1ZUBMS13801 1012



Reimbursement/Access

r

“YERVOY is too expensive; | can't afford to lay out the cost
for treatment.”

“My patients cannot affond the out-of-pocket costs
associated with YERVOY."”

Efficacy/Response

Safety/Side Effect Management

Experience

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.

Asset Name

Email: Support Available for
You & Your Patients

Email: Reimbursement Suppaort
Information

Verbalization

Asset Preview

You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

731US1ZUBMS13801 1012



YERVOY (ipilimumah) Payer Customer Concern Resource Guide

' YERVOY™ (ipilimumab) COST CONCERNS (CONT)

Customer Objection #1: YERVOY is too expensive. POTENTIAL CONCERNS
It k& important o clarify the cost concem. The concem can be mnlated o

1. Financial risk for office (i3 & oo expensive for the office o obian?) Extended dating terms

2, Patient affoedability (ia & too @ipansive lor the patient])

CLARIFYING PROBES
Time to
relmboriement

Use the clarifying probes o help determine appropriste responses and rescurces.,

1. Financial risk for office

A, Haree you had previous enpsrence with remburssmaent for YERVDY?
H 50, can you explsin the situation that you encountered!

B. Wi thin with & commercial, Medicars, of Medicaid patsant? Underpayment
or denlals

C, Wha mha your top pasers for pationts wilh mstssislie melancmal

D, Are you sware of coverage for YERVOY mithin thess plans?

E. Who i your wholesaler Concern aboul
product boss

Comparison to
Lo lboral

YOU MAY NOT SHARE OR DISTRIBUTE THIS ITEM QUTSIDE BMS. YOU MAY DISCUSS THE INFORMATION IN THIS ITEM WITH CUSTOMERS.

F, D6 you) wied & rsim Beg i st ul_mrt program’

G, Are you comparng the price of YERVOY lo andibeee agent such as Delberal?

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

731USI2UBMS13801 10v12



YERVOY (ipilimumah) Payer Customer Concern Resource Guide

RESPONSES

EXTENDED DATING TERMS: Brrubol-Myers Squibd has exdanded tarms with YERVOY deatnboters. You may want o
Approved reactive warily your berms with your distributon. You should contact the disdributer to determine tee spectic barms for YERVOY
HEEPOTILe aligwnd under their wholesaler agresments. Howewer, i is emportant to understand that your payyment termes o
TERWOY will depend on the agresrnent ferms botwesn the datributor and healthoare pronder, practice, o hoapital.
Mofe: Plasse do mol diseuss ensct dating lecms; pefler cusiomers bo Bhwlr disieibodors.

Resource: hpproved Feactree Response provided abowe from Fledd Communatatson

Time.to- TIME TO REMBURSEMENT: The sverags time (0 reimbursemend for YERVOY commercial pagers, wilh the peshmansnt
Jecade, i 2T dava, The serape lime bo resmbursement ke Medicare camers i approamately 24 days. While this
relmibiirsament a fhe areesage Fime Bo resmburssmend acncss several payers, war have seen wualions where the timae bo payment can ba
e iihfes wgnificantly shorber or longer. This, does vary significantly from: payer io payer. If you bave sy Specific (s of quesbions,
wen cn contact 8 Brivicd-hyern Squsbb Reimburement Specialist who may be able 1o help you,
Resources: J-code Fiyer, Reimbursment Specialat, Access Suppor™

UNDERPAYMENT OR DENIALE: There may be several measons fior an underpayment or denial. | can confact
a Fasmbairiament Specialial who will be able fo further mant you.

Retsurces: Raimbunerment Specialisl, Access Suppar™

Refer to
Relmbiursement
Speclalist (RS)

REFUND FOR PRODUCT LOSS: Bristol-Myers Squibb Oneclagy ollen 8 Product Refurn Policy thet credits
Reactive speaking cunbomars for (e wholesals lisd price o dirstt conbract price at tha tims of & qualifying purchsse in the svant
point about of o bosa ocourring withan 90 days of the inwece dals.
RPN L G TPl Resowce: BMS Dnoology Product Loss and Product Return Policy Brochure {Reactive onlyl

Return Policy

IF ZELBORAF COSTS OHLY $56K, THEM WHY DOES YERVOY COST TWICE AS MUCHT; The sctual cost
lelm of Zelboral is 361,420, which is based on & months of theragy, smplying an snnual coat of §122 840, and
reactive response reflects a price incresse of 8.9% effective January 3, 20012.% The durstion of trestment for Delborat (s unkil
diteia progresion of unscceplable toxicity cccwrst YERVOY™ (ipilimemal] & not o troal-lo-progression aget.
YERWOY™ [mpilemumaby) has o defined course of therapy that i 4 dos; therelors, duect conl comparionm
canndd be mads !

Ressurces: Approved Resctrve Response provsded above from Field Communication

TOU MAY NOT SHARE OR DISTRIBUTE THIS ITEM QUTSIDE BMS., YOU MAY DISCUSS THE INFORMATION IN THES ITEM WITH CUSTOMERS.




Asset Name Asset Preview

Reimbursement/Access
Digital Vis Aid

“YERVOY is too expensive; | can't afford to lay out the cost

for reatment.”

“My patients cannot afford the out-of-pocket costs
associated with YERVOY.™

Efficacy/Response
Universal Co-Pay Brochure

Safety/Side Effect Management

Experience

Verhalization

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

731US1ZUBMS13801 1012



YERVOY (ipilimumah) Payer Customer Concern Resource Guide

") YERVOY™ (ipilimumab) COST CONCERNS (CONT)

Customer Objection #1: YERVOY is too expensive.
CLARIFYING PROBES POTENTIAL CONCERNS

2. Patient affordability

Commercial

s uranoe
A 'Whit ks the sverage patient co-inaurmnce for YERVOYT

B. What i the out-of-pockel masimam for your patiants coversd
by commaercial insurance!

C. What rescurces have you uwed (o halp thesa patients?

D. mmfnlhﬂhunmaqﬂh-wm programs
to help patients afford their treatment?

E Do you enroll your patsents in Acoess Suppoc™ !
Uninsured

YOU MAY NOT SHARE OR DISTRIBUTE THIS ITEM OUTSIDE BMS. YOU MAY DISCUSS THE INFORMATION IN THIS ITEM WITH CUSTOMERS.

I'he assets indicated above must be provided in the context in which you have been train

You may not show or distribute this item outside BMS. You may discuss the Iinformation in this rtem with customers

ed to present them 1n.
roactively.




YERVOY (ipilimumah) Payer Customer Concern Resource Guide

RESPONSES

COMMERCIAL INSURANCE: Briviol-Mysrs Squibb supporis acces bo ceraen BMS Ongology peroduscts, including
BMS Oncology TERYOY. The BMS Oncology Co-Pary Progrim sty singible patients who hive been prescribed certan BAMS Oncclogy
Co-Pay Program prociucty with ot -of e kal Cofuly of SO PLFANCE PeqUiFEments.

Rewurces: B S Oncolagy Co-Fay Frogram Brochurs, Undersfanding Tour Healthcare Senelity Brochurs,
Foi mibaurssment Speciabint, Access Supporf'™

Rt MEMMCARE: The vist maordy of palsrts with Medicars ooverags have supplerantal health insurance covirags
eler o . through Medgap or Iheir employer-sponiored plan, For patients without Medigsp insurance or wha have a high
Access Su, = corinurance, please contact Access Suppor™ for further msantance

Rescurces; Acceid Suppod™, Resmbaaramant Spacialiat

UNINSURED: Bristol-Mysrs Squibb supports accets bo oerfain BMS Oncology products, inclading YERVOY.
Refer lo Uinirmured patients may be eligible for our patient sssistance program, Pleass contact Access Suppord™ for
Access Supporf™ furiher ssitance.

Ressurces: Aot Suppod™, Rembasmisment Spacialnt

YOU MAY NOT SHARE OR DISTRIBUTE THIS ITEM QUTSIDE BMS. YOU MAY DISCUSS THE INFORMATION IN THIS ITEM WITH CUSTOMERS.




Please select an Objection

Safety/Side Effect Management

“YERVOY is too toxic for my patients."

“Vmy practice is not comfortable managing the SEs
associated with YERVOY. I'm not confident that my patient
willknows how to repont side effects accurately™

Efficacy/Response

Reimbursement/Access

Experience

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

Asset Name

Digital Vis Aid

Immune-Mediated Side Effect
Tracker

Immune-Mediated Adverse
Reaction Management Guide
(REMS)

Your Voyage™ Your Guide to
Treatment

Video: Side Effect Management:
YERVOY™ Immune-mediated
Adverse Reactions |dentification
& Management Strategies

Asset Preview
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Please select an Objection
Asset.Name Asset Preview

Video: Your Stories. Your Voice.
Tim's story

Safety/Side Effect Management

“YERVOY is too toxic for my patients."

“Vmy practice is not comfortable managing the SEs Email: Support Available for
associated with YERVOY. I'm not confident that my patient You & Your Patients
willknows how to repont side effects accurately™

Efficacy/Response Verbalization
Reimbursement/Access

Experience

I'he assets ndl 1ave Deen trained to present them in.
Id

You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,
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Safety/Side Effect Management

r

“YERVOY is too toxic for my patients.”

“Vmy practice is not comfortable managing the SEs
associated with YERVOY. I'm not confident that my patient
willknows how to repont side effects accurately™

Efficacy/Response

Reimbursement/Access

Experience

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

Asset Name

Digital Vis Aid

Immune-Mediated Side Effect
Tracker

Immune-Mediated Adverse
Reaction Management Guide
(REMS)

Video: Side Effect Management:
YERVOY™ Immune-mediated
Adverse Reactions |dentification
& Management Strategies

Verhalization

Asset Preview
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Customaer Concarn #1

YERVOY (ipilimumab) POA2 CUSTOMER CONCERNS Verbalization
July 2012

What the Customer Says
“I am concermned about YERNVDY's toxicity profile.”

Probes to Decipher Emotional Barrier
Can you please describe whal il is specifically about the side effects thal concern you?

o Iz there a parlicular side effect thal is most conceming o you?

Talk 1o me aboul what polentially experiencing these side effects means for your patients.
If vour patiants expenence some side effects (like skin reactions or colitis)}, what does thal mean for them? And what does that

mean for you’?

Qutside of experience, is there anything thal could help vou become comfortable managing potential side effects?

Does it concermn you thal patients may not report when they experience side effects and the potential implications of that?

i e e

e e e o S PP SIS PN A T S EEY

Remember fo pay attention to verbal and physical cues to determine what the true underlying emofions are,

Underlying Emotional Barrier
Fear

Underlying Emotional Barrier
Dbl

What the Customer Might Be Thinking
"These are toxicities that are not associated with traditional
chemolherapies. .. because patients can die from these side effecis and

maybe because we don't see it every day, there's a concern that we
could harm our patients with the treatment. And the last thing we want
to do is have a patient die from the treatmeant, and not the disease.”

What the Customer Might Be Thinking

"I don’t think | have the timea and resources to appropriately monitor

patients on YERVOY due to ils unique toxicity profile.”

Responses to Address Emotional Barrier
# | think you may ba interestad in hearing about the rates of
Grade 3 to 5 side effects in patients treated with YERVOY
o 15% of patients in the YERVOY along anm
o 12% of patients in YERVOY + gp100 arm
it might also encourage you to know that immune-mediated
side effects may be managed with coricosieroid therapy. 10%
of patients discontinued YERNVOY due to side effects in the
phase 3 clinical inal
= Deliver revised long-term survivallsafety messages
and align to treatment considerations and goals of
therapy where appropriata

Responses to Address Emotional Barrier

Are you aware of the Your Voyage™ patiant support program’?
Your Voyage was designed o provide patients with a whole
sysilem of support, including help to enhance the
communications they have with healthcare providers and
caregivers
Are you aware of the YERVOY Risk Evaluation and Mitigation
Sirategy (REMS) Program? Bristol-Myers Squibb has
collaborated with the FDA o co-develop educational materials
an YERVOY safely managemeant
| think wou may be interested in heanng aboul the rates of
Grade 3 to 5 side effects in patients frealed with YERVOY

o 15% of patients in the YERVOY alone arm

o 12% of patients in YERVOY + gp100 arm
It might also encourage you lo know thal immune-mediated
side effecis may be managed with corticostergid therapy.
10% of patients discontinued YERVOY due to side effects in
the phase 3 clinical trial

o Deliver revised long-term survival/safety messages

YOU MAY NOT SHOW OR DISTRIBUTE THIS ITEM OUTSIDE BMS.

YOU MAY NOT DISCUSS THE INFORMATIONM IN THIS ITEM WITH CUSTOMERS.

T31U512PSMO9E03 0712




“YERVOY is too toxic for my patients."

“Umy practice is not comfortable managing the SEs
associated with YERVOY. I'm not confident that my patient
will’knows how to repont side effects accurately™

Efficacy/Response

Reimbursement/Access

Experience

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.

Asset Name

Digital Vis Aid

Immune-Mediated Side Effect
Tracker

Immune-Mediated Adverse
Reaction Management Guide
(REMS)

Your Voyage™ Your Guide to
Treatment

Video: Side Effect Management:
YERVOY™ Immune-mediated
Adverse Reactions |dentification
& Management Strategies

Asset Preview

Pages: 2, 12-14, 3340,

42.44

You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,
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Asset Name Asset Preview

Video: Your Stories. Your Voice.
Tim's story

“YERVOY is too toxic for my patients."

associated with YERVOY. I'm not confident that my patient You & Your Patients
will’knows how to repont side effects accurately™

Efficacy/Response Verbalization

Reimbursement/Access

Experience

Verhalization

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,
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YERVOY (ipilimumah) POA2 CUSTOMER CONCERNS Verbalization
July 2012

Customer Concern #4

What the Customer Says
"Many of my patients are elderly and therefore not appropriate for YERWVOY.”

Probes to Decipher Emotional Barrier

What is your treatment goal for your elderly patients with metastatic melanoma?

o What are your most important considerations when creating a treatment plan for these patiants?

o Towhat extent do you feel you're able o achieve your goals for these patients with metastatic melanoma?
Help me understand why you feel that YERWVOY iz notl appropriate for elderly patients.

o Is there anything specific about these patients that make you wary of giving them YERWVOY?

o Asikde from age, are there other characteristics these patients tend to have that make them ineligible for YERVOY?
What YERVOY side effects are you most concerned about when it comeas to your alderly patients?

o Talk to me about what potentially experiencing side effects means for these patients

o s there anything that could help you become comfortable managing polential side effects in these patients?
What is your recollection of the efficacy dala for YERVOY 7

Are you aware of the potential benefit of YERVOY in your elderly patients?

Remember to pay attention to verbal and physical cues to determine what the true underlying emofions are.

Underlying Emotional Barrier Underlying Emotional Barrier
Choukt Lack of confidence

What the Customear Might Be Thinking What the Customer Might Be Thinking
My elderly patients may be especially susceplible to the side effects of "My patient may not have adeguale support for this treatment. I'm also
YERWOY . Thesa ara loxicities thatl are nol associaled with traditional not sure if my pracltice has the resources Lo monitor and manage
chemotherapies, and I'm nol sure if YERWVOY offers a benelit 1o my potential side effects.”
aelderly patients that would offset the rnisks.”

Responses to Address Emotional Barrier Responses to Address Emotional Barrier
You may find that the following data makes a convincing case Are you aware of the Your Voyage™ patient support program?
for lhﬂ potential benafit of YERWVOY in your elderly palients Your Vovage was designed o provide patients with a whole
o YERWVOY has been studied in a broad range of system of support, including help to enhance the
patients, and in fact, 29% of study patients were ages communications they have with healthcare providers and
B85 or alder i(meaedian age was 57 years) caregivers
Furthermore, YERYOY demonsirated a significant Are you aware of the YERVOY Risk Evaluation and Mitigation
survival benefit in the sub-group of elderly patients, in Strategy (REMS) Program? Brislol-Myers Squibb has
the YERWOY-alone arm (HR=0.61) collaborated with the FDA to co-develop educational materials
Additionally, | think you may be reassured by the rales of Grade on ¥YERVOY safely management
2 to 5 side effects in patients treated with YERVOY, Additionally, | think you may be reassured by the rates of Grade
o 15% of patients in the YERVOY alone arm 3 to 5 side effects in patients treated with YERVOY,
o 12% of patients in YERVOY + gp100 arm o 15% of patients in the YERWVOY alona arm
It might also encourage you to know that immune-mediated o 12% of patients in YERVOY + gp100 am
sme mrecls. I"I‘"IEI:'!." I:nn managed wuth mr'ne.natermn therapg.r - I|: mlghl alm encourage you t-u Imm.r that Immus n&m&dlalﬂd
T s T n A e
YOU MAY NOT SHOW OR DISTRIBUTE THIS ITERM OUTSIDE BMS. YOU MAY NOT DISCUSS THE INFORMATION IN THIS ITEM WITH CUSTOMERS.
TILUSIZPSMOSED3 D7 f12
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YERVOY (ipilimumab) POA2 CUSTOMER CONCERNS Verbalization
July 2012 - continued

10% of patients discontinued YERVOY due to side effecis in
the phase 3 clinical trial
I think you may be pleasantly surprised by the YERVOY
efficacy data, In particular, | would like to share with you the
YERVOY dala thal demonsirates long-term overall survival in
patients with matastatic malanama
o Deliver all contextual data, including median ©F, in
conjunction with long-term messaging
Deliver revised long-term survivallsafety messages
and align to treatment considerations and goals of
therapy where appropriate

side affeclts may be managed with corticosteroid therapy.
10% of patients discontinued YERVOY due to side effects in
the phase 3 clinical trial
o Deliver revised long-term survival/safety messages
and align to treatment considerations and goals of
therapy where appropriate

YOU MAY NOT SHOW OR DISTRIBUTE THIS ITEM OUTSIDE BRAS.

YOU MAY NOT DISCUSS THE INFORPMMATION IN THIS ITEM WITH CUSTOMERS.

T21US12PSMO09E03 0712
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YERVOY (ipilimumah) POA2 CUSTOMER CONCERNS Verbalization
July 2012

Customar Concarn #6

What the Customer Says
“I'm wary of using YERWVOY baecausa | don't have much experiance handling side effects,
and I've yel to see any of my patients experience success.”

Probes to Decipher Emotional Barrier

How. specifically, do you define success in patients you treat for metastatic melanoma?

o Towhat extent do vou feel like you'ra able to achieve your goals with any treatment?
What factors do you consider when deciding on a treatment for your patients with metastatic melanoma?
How do you establish treatment expectations with your patients?
What is your recollection of the efficacy data for YERVOY'?
Can you please describe whal il is specifically about the side effects thal concern you?

o s thera a particular side effect that is most concarming o you?

o Talk to me about what potentially experiencing these side effects means for your patients.
Can you think of another instance where you had to manage a new type of side effect?

o How did you overcome or learm (o manage this new lype of side effect?
Culside of experience, is there anylhing that could help you become comfortable managing potential side effecis?

Remember to pay attention to verbal and physical cues (o defermine what the true underlying emotions are.,

Underlying Emotional Barrier
Lack of confidence

Underlying Emotional Barrier
Lincertainty

What the Customer Might Be Thinking
"I haven't yet had a patient get serous toxicity. Bul if one patient goes

time bafore thare's a comfort leval. You draad the tima whean thara's
one palient that goes wrong. Even if | had no other choices, | would
really need more exparaence (o feel comlorable,”

awry, you really question vourself. So | think it is going 1o be a matter of

What the Customer Might Be Thinking
“It seams like a greal drug bul we don't ike to gamble. Wea want things
more scientific and evidence-based. | can quole the data and the
respongsa. Bul | haven't saan it yel. | know | have to wait, but if it doasn’t
work, | don't know if we have time to do something else.”

Responses to Address Emotional Barrier
| think you may be reassured to hear that there are proegrams
available (o help support you and address your concernms
o Are you awara of the Your Voyage ™ paltient support
program’y Your Voyage was designed o provide
patients wilth a whole system of suppor, including halp
to enhance the communications they have with
healthcare providers and caregivers
Are you aware of the YERVOY Risk Evaluation and Mitigation
Stralegy (REMS) Program? Brislol-Myears Squibb has
collaborated with the FDA to co-develop educational materials
on YERVDY safety management
| think you may find some comfort in hearing about the rates of
Grade 3 o 5 side effects in patients treated with YERVOY,

Responses to Address Emotional Barrier
| think you may be pleasantly surprised by the YERVOY
eflicacy data. In particular, | would like o share with you the
Y¥ERVOY data that demonstrataes long-term overall survival in
patients with metastatic melanoma
= Deliver all contextual data, including median OS5, in
conjunction with long-term messaging
Deliver revised long-term survivallsafety messages
and align to treatment considerations and goals of
therapy where appropriate

YOU MAY NOT SHOW OR DISTRIBUTE THIS ITEM OUTSIDE BRS.

YOU MAY NOT DISCUSS THE INFORPMMATION IN THIS ITEM WITH CUSTOMERS.

731U512PSMO9603 07 /12
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YERVOY (ipilimumab) POA2 CUSTOMER CONCERNS Verbalization
July 2012 - continued

o 153% of patients in the YERVOY alone arm
o 12% of patients in YERVOY + gp100 arm
It might also encourage you o know that immune-mediated
side effects can be managed with corticosteraid therapy.
10% of patients discontinued YERVOY due to side effects in
the phase 3 clinical trial
I think you may be pleasantly surprised by the YERVOY
efficacy data. In particular, | would like to share with you the
YERWVDOY data that demonstrates long-term overall survival in
patients with metastatic melanoma
o Deliver all contextual data, including median OS5, in
conjunction with long-term messaging
= Deliver revised long-term survivallsafety messages
and align to treatment considerations and goals of
therapy where appropriate

YOU MAY NOT SHOW OR DISTRIBUTE THIS ITEM OUTSIDE BRS. YOU MAY NOT DISCUSS THE INFORMATION IN THIS ITEM WITH CUSTOMERS.
731U512P5MO09603 07 /12

ssets indicated above must be provided in the context in which you ha n trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,
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Please select an Objection

Asset Name Asset Preview

Experience
Digital Vis Aid

“| dont believe | have an appropriate patient for
YERVOY (ipilimumah) as of yet"

Video: Your Stories. Your Voice.
Tim's story

“What do | do after 4 doses?™

Efficacy/Response
Video: Your Stories. Your Voice.

Reimbursement/Access Rick's story

Safety/Side Effect Management

HCP Tearpad

Response Assessment Guide fchE L i

— et e

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,
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Please select an Objection
Asset.Name Asset Preview

Your Yoyage™ After Treatment TR ERIATMINT
Guide g

Experience

“| dont believe | have an appropriate patient for
YERVOY (ipilimumah) as of yet"

“What do | do after 4 doses?™ Email: Dosing & Assessment

I'he assets ndl 1ave Deen trained to present them in.
Id

You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,
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Experience

r

“| dont believe | have an appropriate patient for
YERVOY (ipilimumab) as of yet"

“What do | do after 4 doses?™

Efficacy/Response

Reimbursement/Access

Safety/Side Effect Management

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

Asset Name

Digital Vis Aid

Video: Your Stories. Your Voice.

Tim's story

Video: Your Stories. Your Voice.

Rick's story

Asset Preview
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Experience

“| dont believe | have an appropriate patient for

YERVOY (ipilimumah) as of yet"

“What do | do after 4 doses?™

Efficacy/Response

Reimbursement/Access

Safety/Side Effect Management

I'he assetls indicated above must be provided in the context in which you have been trained to present them in.
You may not show or distribute this item outside BMS. You may discuss the information in this item with customers proactively,

Asset Name

Digital Vis Aid

HCP Tearpad

HEEFJGT'I:EE Assessment Guide

Your Voyage™ After Treatment
Guide

Email: Dosing & Assessment

Asset Preview
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