Prescriplion, DRUG PRICES

The path of a prescription drug from the manufacturer to the patient is a long and winding road with many stopping points
along the way. The number of middiemen betwsen the manufacturer and the patient complicates the pricing structure.
Adding to the complexity are rebates. discounts. and other forms of compensation that are provided between middlemen,
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*Direct and Indirect remuneration (DIR) are sale discounts after final sale
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The lock of price fronsparency makes It difflcult fo know where all the money |5 geing. who i benetting from these price
discounts, and whao is impacted by the fess. Palicymakers should sesk additional data to mars fully undarstand the extent of
the payments and how they should be used to provide the greatest benefit to patlents ond faxpayers.



