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

Scope of this report
Geography Providers Services
Global Accenture, Axtria, Cognizant, 

Conduent, Conexus Solutions, 
Eversana, Genpact, ICON, 
Indegene, IQVIA, Lash Group, 
Marlabs, Syneos Health, TCS, 
Tech Mahindra, WNS, and ZS

Life sciences sales and 
marketing operations

https://www2.everestgrp.com/reportaction/EGR-2023-54-R-5904/Toc
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Everest Group positions 17 life sciences sales and marketing operations service providers on the Everest Group Life Sciences Sales and 
Marketing Operations PEAK Matrix® as:
 Leaders: Axtria, Cognizant, Indegene, IQVIA, and ZS
 Major Contenders: Accenture, Conduent, Eversana, Genpact, ICON, Syneos Health, TCS, Tech Mahindra, and WNS
 Aspirants: Conexus Solutions, Lash Group, and Marlabs

Key report findings and observations:

 The report provides an overview of each provider and outlines any recent developments/investments made by them
 It offers insights on provider client portfolios, including their key delivery locations and proprietary tools/solutions
 It highlights providers’ key strengths and limitations

Profiles of service providers

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.

Life Sciences Sales and Marketing 
Operations – Services 
PEAK Matrix® characteristics

Summary of key messages
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The Life Sciences Sales and Marketing Operations – Provider Compendium has 17 provider 
profiles
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