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Introduction

Scope of this report

The life sciences sales and marketing industry is undergoing a profound transformation, driven by factors such as technology advances, the changing regulatory landscape, and evolving 

patient expectations. As pharmaceutical and MedTech companies embrace innovation and patient centricity, outsourcing becomes a strategic imperative, enabling them to remain 

competitive, compliant, and responsive to the evolving needs of patients, payers, and healthcare systems.

This report guides stakeholders through the intricacies of an industry in constant flux, equipping them with vital information to adapt, grow, and thrive in a rapidly changing healthcare 

ecosystem. It illuminates key trends such as Healthcare Practitioner (HCP) engagement, patient centricity, evolving market access strategies, and efficient hybrid sales models. 

Furthermore, it dissects the outsourcing implications, empowering service providers to align with evolving market dynamics.

The scope and methodology of this report includes:

⚫ State of the market

⚫ Life sciences sales and marketing operations outsourcing market

⚫ Deal trends in the life sciences sales and marketing operations market

⚫ Service provider landscape

Geography Industry Services

Global Life sciences Life sciences sales and 

marketing operations
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This report deep dives into the sales and marketing segment of the life sciences operations 

value chain, which is depicted here

Marketing support 

and effectiveness

Pricing, reimbursement, 

and market access Salesforce effectiveness Contract management

Patient engagement / 

Patient support programs Product support services

Market analysis, 

competitive intelligence, 

launch strategy, campaign 

management, marketing 

mix modelling, content 

creation, and management 

Health economics, payer 

targeting, pricing strategy, 

reimbursement services, 

and mapping of changes in 

regulatory environment

Healthcare Practitioner 

(HCP) segmentation and 

targeting, channel 

optimization, field force 

training and deployment, 

and incentive compensation

Document creation, 

contract negotiation, 

contract decision support, 

rebate management, 

and chargebacks

Patient identification and 

onboarding, patient journey 

mapping, clinical support 

programs, affordability 

programs, adherence 

programs, and patient 

HUB services

Medical information 

services, after-sales 

support, and inquiry calls

Technology levers enabling operations play

Life sciences sales and marketing operations

Advanced analyticsAI/ML CloudReal world dataPlatform offerings Self-service capabilitiesOmnichannel marketing
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Overall spend on life sciences sales and marketing operations outsourcing 

2018-25E; US$ billion 

Key themes impacting the life sciences sales and marketing operations market Life sciences sales and marketing operations outsourcing dynamics and deal trends 

Technology adoption in life sciences sales and marketing operations industry Life sciences sales and marketing operations outsourcing service provider landscape 

This study offers four distinct chapters providing a deep dive into key aspects of the life 

sciences sales and marketing operations market; below are four charts to illustrate the 

depth of the report

Evolution 

of HCP 

engagement 

strategies

Turbo charged 

sales models

Patient-first 

strategies for 

better health 

outcomes

Evolving market 

access strategies XX
XX XX XX

XX

XX

2018 2019 2020 2021 2022 2025E

XX%

Analytics

Pharmaceutical and 

biotechnology 

contracts

MedTech

contracts

65-70% 

with 

analytics

30-35% 

without 

analytics

45-50%

without 

analytics

50-55% 

with analytics

Automation

Pharmaceutical and 

biotechnology 

contracts

MedTech

contracts

45-50% 

with 

automation

50-55%

without 

automation

85-90%

without 

automation

10-15% 

with 

automation

Top service providers with the largest market share (in terms of revenue) across major 

geographies (alphabetically arranged)
United Kingdom

Latin America

North America

Continental Europe

Asia Pacific

XX%

XX% CAGR
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Life sciences business process
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