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Introduction

With the growing cost of drug and device manufacturing, impact of regulatory development such as the Inflation Reduction Act 2023 and impending patent cliffs, among other factors,
robust sales and marketing operations is a must for any life sciences enterprise. Additionally, the increasing involvement of end-consumers/patients in their healthcare decisions and

evolving Healthcare Practitioner (HCP) needs, is mandating life sciences enterprises to look for digital tools and technologies to realize incremental value from the market and ensure
continual engagement in an increasingly competitive market.

To effectively cater to the evolving enterprise needs, service providers have been revamping their scope of sales and marketing operations offerings. Investments vary from point analytics
solutions such as HCP segmentation to large-scale multi-tower platform solutions covering marketing, promotion, and sales along with investments in evolving technologies such as
metaverse for sales rep training.

In this research, we present an assessment and detailed profiles of 17 service providers featured on life sciences sales and marketing operations PEAK Matrix®. Each provider profile
provides a comprehensive picture of its service focus, key Intellectual Property (IP) / solutions, and domain investments. The assessment is based on Everest Group’s annual RFI process
for calendar year 2022, interactions with leading life sciences providers, client reference checks, and an ongoing analysis of the life sciences BPS market.

This report includes the profiles of the following 17 leading life sciences providers featured on the Life Sciences Sales and Marketing Operations — Services PEAK Matrix®
Assessment 2023:

e Leaders: Axtria, Cognizant, Indegene, IQVIA, and ZS
e Major Contenders: Accenture, Conduent, Eversana, Genpact, ICON, Syneos Health, TCS, Tech Mahindra, and WNS
e Aspirants: Conexus Solutions, Lash Group, and Marlabs

l/.\l
Geography @ Providers 14 \ Services
Global Accenture, Axtria, Cognizant, \ Q / Life sciences sales and
w Conduent, Conexus Solutions, . = marketing operations
Eversana, Genpact, ICON, S~
Indegene, IQVIA, Lash Group,

Marlabs, Syneos Health, TCS,
Tech Mahindra, WNS, and ZS

Scope of this report
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Summary of key messages

Everest Group’s Life Sciences Sales and Marketing Operations — Provider Compendium 2023 provides accurate, comprehensive, and fact-based snapshots of 17 life sciences sales and
marketing services providers. The compendium will enable providers to benchmark their capabilities against their competitors, while buyers of life sciences sales and marketing services will

be able to assess the providers based on their desired set of capabilities.

Key report findings and observations:

Life Sciences Sales and Marketing Everest Group positions 17 life sciences sales and marketing operations service providers on the Everest Group Life Sciences Sales and
Operations — Services Marketing Operations PEAK Matrix® as:

PEAK Matrix® characteristics ) i
e Leaders: Axtria, Cognizant, Indegene, IQVIA, and ZS
e Major Contenders: Accenture, Conduent, Eversana, Genpact, ICON, Syneos Health, TCS, Tech Mahindra, and WNS

e Aspirants: Conexus Solutions, Lash Group, and Marlabs

e The report provides an overview of each provider and outlines any recent developments/investments made by them
FIEILES G SERIES [FIETE S e |t offers insights on provider client portfolios, including their key delivery locations and proprietary tools/solutions

e It highlights providers’ key strengths and limitations
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The Life Sciences Sales and Marketing Operations — Provider Compendium has 17 provider

profiles

Provider 1 profile (page 1 of 5)
Overview

Company overview
Provider 1 designs and develops advan ced digital solutions th)

e cighal innavalion vith human experience, comsosable cigfll DEIIVETY locations

partners and innovators. The com pany provides strategy and 4
prototyping, and agile enginezring

Headquarters:

Key leaders

+ Leader 1, Chairman and CEQ

+ Leader 2, Chif O perating O ficer
+ Leader 3, Chief Commercial Officer
+ Leader 4, Chief Financial O ficsr

+ Leader 5, ChisfMarketing O ficer

Recent developments (including acquistions, partnerships, €
+ Setup an automation Cof to make sales and marketing op¢
+ Setup a sales and marketing excellence CoE

+ Invested in building solutions and partn erships for patient ol
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Provider 1 profile (page 2 of 5)

Provider 1 profile (page 3 of 5)
Capabilities and key clients

Revenue split by value chain segments

Spiny value chan s Provider 1 profile (page 4 of 5)
100% — 12 Technology solutions/tools

Contract  pricing, reimbursement,
management tﬁ%)] and market access (2%)

Patient
Buaraiy :Um:g’:‘d Latin Solution/ Tool name  Sub-processes served

efiectivenzss Solution 1 Marketing support and effectivenc

reimbursement, and market acces|

efiectiveness, contrad manageme

Product support 245 engagement | PSPs, and Product
services

Solution 2 Marketing support and effectivene,

management, patient engagement

Salesfrce effsctivensss. and P mdudt support sarvicas
Solution 3 Marketing support and effectivene

management, patient engagement
and Produd support services

Client name. Sut Solution 4 Patiznt engagement/ PSPs

A e R T Wal Solution 5 Fatient engagement / PSPs

A leading US-based and worldwide distributor of medical Mai

Provider 1 profile (page 5 of 5)
Everest Group assessment — Aspirant

Measure of capability: ("} Low @ High

Scope of Innovation a
ffered investmen

v ery footprin
Limitations

and dental supplies including vaceines and Solution & Warketing support and effectivene;
phamaceuticals Solution 7 Warketing support and
A Europe-based global pharma organization Wal

Solution 1 Warketing support and effsctivene,
1 Buyersizeis defined =5 mega (*USS20 billior). very large (USS10-]
merest GIoUR™  Propristary & Ce
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adoption ortfolio

Strengths

* Provider 1 has robust proprietary solutions such as mAdvisor, which leverage predictive analytics to
translate data into meaningfulinsights, order tracking system, physician query management, and NLP-
based chatbots for patient connect

# Provider 1 has a decent breadth of portfolio offerings ranging from marketing support and patient
services to medical information support

* Provider 1 has continued to build its talent pool, which comprises domain specialists with advanced
degrees in life sciences, to transition from a horizontal technology partner to a verticalized solution
provider

* Provider 1 has observed steady and robust growth in the life sciences commercial space, coupled with
high client retention, indicative of how its offerings are finding traction with clients

/t?rerest Graup™

» While Provider 1is experiencing good traction in the commercial space
on the back of its strong digital play, given the existing scale, traction in
large end-to-end operations deals may be limited

® Enterprises looking for onshore support (especially for strategy-oriented
processes such as patient support programs and HEOR) might be
hesitant to partner with Provider 1 as it has an offshore-centric delivery
model

* lts current focus on leveraging thought leadership, case studies, and
marketing initiatives to build brand recall is limited vis-3-vis peers



Research calendar
Life Sciences Business Processes

Il Published Planned [l Current release
Pharmacovigilance and Complaint Management Operations — Services PEAK Matrix® Assessment 2021 March 2021
Pharmacovigilance and Complaint Management Operations Service Provider Profile Compendium 2021 April 2021
Life Sciences Operations — Services PEAK Matrix® Assessment 2021 June 2021
Life Sciences Operations — Service Provider Compendium 2021 September 2021
Life Sciences Operations — State of the Market 2021 September 2021
MedTech — The Next Colossal Wave in Life Sciences Outsourcing April 2022
Life Sciences Operations — PEAK Matrix® Assessment 2022 June 2022
Life Sciences Operations — Provider Compendium 2022 September 2022
What’s in a label? The Evolving Landscape of Labeling and Artwork in the Life Sciences Industry February 2023
Navigating the Shift in the Pharma-CRO Engagement Model: Evolving Pharma Needs Signaling Change February 2023
Life Sciences Sales and Marketing Operations — Services PEAK Matrix® Assessment 2023 March 2023
Life Sciences Sales & Marketing Operations — Provider Compendium 2023 June 2023

Note: Click to see a list of all of our published Life Sciences Business Processes reports
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Everest Group is a leading research firm helping business leaders make confident decisions. We guide clients through
today’s market challenges and strengthen their strategies by applying contextualized problem-solving to their unique
situations. This drives maximized operational and financial performance and transformative experiences. Our deep
expertise and tenacious research focused on technology, business processes, and engineering through the lenses of
talent, sustainability, and sourcing delivers precise and action-oriented guidance. Find further details and in-depth content
at www.everestgrp.com.
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With you on the journey

NOTICE AND DISCLAIMERS

IMPORTANT INFORMATION. PLEASE REVIEW THIS NOTICE CAREFULLY AND IN ITS ENTIRETY.
THROUGH YOUR ACCESS, YOU AGREE TO EVEREST GROUP’S TERMS OF USE.

Everest Group’s Terms of Use, available at www.everestgrp.com/terms-of-use/, is hereby incorporated by
reference as if fully reproduced herein. Parts of these terms are pasted below for convenience; please refer
to the link above for the full version of the Terms of Use.

Stay connected

Website
everestgrp.com

Dallas (Headquarters)
info@everestgrp.com
+1-214-451-3000
Social Media

Yy @EverestGroup
[ @Everest Group

¢) @Everest Group

Everest Group is not registered as an investment adviser or research analyst with the U.S. Securities and
Exchange Commission, the Financial Industry Regulatory Authority (FINRA), or any state or foreign securities
regulatory authority. For the avoidance of doubt, Everest Group is not providing any advice concerning securities
as defined by the law or any regulatory entity or an analysis of equity securities as defined by the law or any
regulatory entity.

Bangalore
india@everestgrp.com
+91-80-61463500

Pe!hi @ @Everest Group All Everest Group Products and/or Services are for informational purposes only and are provided “as is” without
india@everestgrp.com any warranty of any kind. You understand and expressly agree that you assume the entire risk as to your use
+91-124-496-1000 Blog and any reliance upon any Product or Service. Everest Group is not a legal, tax, financial, or investment advisor,

everestgrp.com/blog
London

unitedkingdom@everestgrp.com
+44-207-129-1318

Toronto
canada@everestgrp.com
+1-647-557-3475

This document is for informational purposes only, and it is being provided
“as is” and “as available” without any warranty of any kind, including any
warranties of completeness, adequacy, or fitness for a particular purpose.
Everest Group is not a legal or investment adviser; the contents of this
document should not be construed as legal, tax, or investment advice.
This document should not be used as a substitute for consultation with
professional advisors, and Everest Group disclaims liability for any
actions or decisions not to act that are taken as a result of any material
in this publication.

and nothing provided by Everest Group is legal, tax, financial, or investment advice. Nothing Everest Group
provides is an offer to sell or a solicitation of an offer to purchase any securities or instruments from any entity.
Nothing from Everest Group may be used or relied upon in evaluating the merits of any investment. Do not base
any investment decisions, in whole or part, on anything provided by Everest Group.

Products and/or Services represent research opinions or viewpoints, not representations or statements of fact.
Accessing, using, or receiving a grant of access to an Everest Group Product and/or Service does not constitute
any recommendation by Everest Group that recipient (1) take any action or refrain from taking any action or

(2) enter into a particular transaction. Nothing from Everest Group will be relied upon or interpreted as a promise
or representation as to past, present, or future performance of a business or a market. The information contained
in any Everest Group Product and/or Service is as of the date prepared, and Everest Group has no duty or
obligation to update or revise the information or documentation. Everest Group may have obtained information
that appears in its Products and/or Services from the parties mentioned therein, public sources, or third-party
sources, including information related to financials, estimates, and/or forecasts. Everest Group has not audited
such information and assumes no responsibility for independently verifying such information as Everest Group
has relied on such information being complete and accurate in all respects. Note, companies mentioned in
Products and/or Services may be customers of Everest Group or have interacted with Everest Group in some
other way, including, without limitation, participating in Everest Group research activities.
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