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Introduction

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

Scope of this report

marketing operations

I/.\I

Geography Industry /[ \ Services

Global ! Life sciences \ / Life sciences sales and
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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

Life sciences sales and marketing operations

Marketing support Pricing, reimbursement, Patient engagement / ;

and effectiveness . and market access . Salesforce effectiveness . Contract management . Patient support programs . Product support services
Market analysis, Health economics, payer Healthcare Practitioner Document creation, Patient identification and Medical information
competitive intelligence, targeting, pricing strategy, (HCP) segmentation and contract negotiation, onboarding, patient journey | services, after-sales
launch strategy, campaign reimbursement services, targeting, channel contract decision support, mapping, clinical support support, and inquiry calls
management, marketing and mapping of changes in optimization, field force rebate management, programs, affordability

mix modelling, content regulatory environment training and deployment, and chargebacks programs, adherence

creation, and management and incentive compensation programs, and patient

HUB services

Technology levers enabling operations play

Al/ML Advanced analytics Platform offerings Real world data Omnichannel marketing Cloud Self-service capabilities
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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

Key themes impacting the life sciences sales and marketing operations market

| Life sciences sales and marketing operations outsourcing dynamics and deal trends

Evolution
of HCP
engagement
strategies

Turbo charged
sales models

Patient-first
strategies for
better health

outcomes

Evolving market
access strategies

Overall spend on life sciences sales and marketing operations outsourcing

2018-25E; USS$ billion 9. CAGR
ffffffffffffffff
————————————————————————— |
XX
2018 2019 2020 2021 2022 2025E

Technology adoption in life sciences sales and marketing operations industry

m

Pharmaceutical and MedTech
biotechnology contracts
contracts
65-70% 30-35% 50-55% 45-50%
with without with analytics without
analytics analytics analytics

Pharmaceutical and MedTech
biotechnology contracts
contracts
45-50% 50-55% 10-15% 85-90%
with without with without
automation automation automation automation

Life sciences sales and marketing operations outsourcing service provider landscape

Top service providers with the largest market share (in terms of revenue) across major
geographies (alphabetically arranged)
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Research calendar
Life sciences business process

Il Published Planned [l Current release
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 Pharmaceutical Needs Signaling Change February 2023
Life Sciences Sales and Marketing Operations — Services PEAK Matrix® Assessment 2023 March 2023
Navigating Economic, Geopolitical, and Regulatory Uncertainty in the Life Sciences Industry April 2023
Life Sciences Sales & Marketing Operations — Provider Compendium 2023 June 2023
Life Sciences Operations PEAK Matrix® Assessment 2023 October 2023
Adapting Commercial Models for Success in the Life Sciences Industry October 2023

Note: Click to see a list of all of our published Life Sciences Business Process reports
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With you on the journey

Everest Group®

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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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.

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.

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.

All Everest Group Products and/or Services are for informational purposes only and are provided “as is” without
any warranty of any kind. You understand and expressly agree that you assume the entire risk as to your use
and any reliance upon any Product or Service. Everest Group is not a legal, tax, financial, or investment advisor,
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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