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Background of the research

Scope of this report

Geography: Global

Industry: Life sciences 

(biopharmaceuticals  and medical 

devices)

Services: Life sciences commercial 

technology

The life sciences industry is undergoing a significant 

transformation, driven by the need to adapt to rapid 

technological advances and evolving customer 

expectations. In this dynamic landscape, commercial 

technology specialists are emerging as key players, 

offering innovative solutions across omnichannel 

engagement, intelligence layer, and content and learning 

management layers. These specialists are pivotal in 

helping life sciences companies navigate the complexities 

of the modern market, ensuring they remain competitive 

and relevant.

Historically, the life sciences sector has relied on a variety 

of fundamental technological tools, such as CRM systems 

with limited analytical capability and basic marketing 

applications. While these tools have provided a solid 

foundation for commercial operations, they often fall short 

in delivering the deep insights and seamless experiences 

that today's stakeholders demand. Unstructured data, 

regulatory concerns, and outdated platforms further 

exacerbate these challenges, limiting the ability to maintain 

a competitive edge in providing superior customer 

experiences. 

In response, life sciences enterprises are increasingly 

turning to commercial technology specialists who bring a 

sophisticated understanding of advanced technologies 

such as Artificial Intelligence (AI), Machine Learning (ML), 

and big data analytics,  as well as expertise in a niche 

domain within the commercial technology value chain. 

These specialists are driving innovation by integrating 

these advanced capabilities into existing frameworks and 

developing new platforms that leverage a focused 

approach and also support cohesive commercial 

strategies.

In this research, we present an assessment of specialists 

that offer dedicated platforms and solutions focused mainly 

on the commercial technology market, primarily focusing 

on their core capabilities and market impact. We present 

an assessment and detailed profiles of trailblazers.

The assessment is based on secondary research and 

analysis. It is based on Everest Group’s ongoing tracking 

of exponential technology companies including specialists.
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This report examines the evolving life sciences 

landscape, focusing on key developments in 

commercial technology solutions. Rapid 

technological advancements and shifting 

customer expectations are driving demand for 

innovations in omnichannel engagement, 

intelligence, and content management. To stay 

competitive, life sciences companies are 

increasingly integrating AI, ML, and big data 

analytics. However, challenges persist in 

optimizing these technologies for cohesive 

commercial strategies. This report assesses the 

core capabilities and market impact of 

specialists offering proprietary life sciences 

technology solutions.

Overview and abbreviated summary of key messages

Some of the findings in this report, among others, are:

Leading trends in commercial domain

 The industry is shifting toward personalized experiences, moving beyond traditional CRM approaches. This new era of 

customer engagement is characterized by various focused layers that enhance the foundational CRM system, 

incorporating advanced analytics, AI-driven insights, and omnichannel integration to deliver tailored interactions and 

predictive support

 Life sciences enterprises are looking to build competitive differentiation around their commercial operations by 

leveraging niche solutions across omnichannel, intelligence, learning, and content layers. Commercial technology 

specialists are placing selective bets in line with the market demand and are bringing unique propositions in the form of 

easy to implement and high impact solutions for life sciences enterprises seeking specialized expertise

Drivers of commercial technology adoption

 The need for leveraging AI/ML in the commercial side of life sciences is growing rapidly due to their potential to boost 

productivity via automation of routine tasks

 With increasing emphasis on value-based care, personalized engagement ensures messages and communications are 

tailored to individual HCP needs

Commercial technology sourcing criteria

Enterprises are majorly focusing on the technology maturity, operational efficiency, and the support services of the 

platform providers
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Everest Group analyzed 44 specialists on key dimensions to shortlist the top 23 trailblazers in the 

commercial technology market

Dimensions used for 

prioritizing specialists

The initial data of 70 specialists was collected based on 

market interactions and existing research.

Approach for prioritizing specialists

A further assessment of the high-potential specialists led to the identification 

of trailblazers in the commercial technology specialist market. These specialists play 

a significant role in providing commercial technology software/services/solutions.

A comprehensive evaluation was done to identify the 

high-potential specialists that were providing specialized commercial technology. 

These specialists were evaluated based on the extent of their domain-focused 

offerings, market traction, core competencies, technology and innovation, 

talent, and leadership.

Talent and leadership

Growth and recognition

Innovation quotient

Product-domain fit

70
Specialists relevant to the 

scope of the assessment

High-potential 

specialists 

23
Trailblazers

44
+

+

+
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This study offers distinct chapters providing a deep dive into key aspects of life sciences 

commercial technology market; below are four charts to illustrate the depth of the report

Commercial technology sourcing criteria Key use cases across commercial technology layers

23 specialists identified as trailblazers Evaluation of shortlisted specialists 

Sales forecast Target audience prioritization Workflow management Personalized learning

Engagement notes Marketing optimization Approval and access Gamification

Intelligent chat-bots Next-best action Topic tagging On-field behavior insights

Dynamic targeting HCP behavioral prediction Next-best content Onboarding modules

HCP segmentation Unstructured data insights Modular content Quizzes and surveys

Omnichannel engagement Intelligence Content management Learning management 

High Medium

Decreasing order of enterprise priority

Product-domain fit Growth and recognition Innovation quotient Leadership and talent Overall

Low High

Support services

Operational efficiency and cost 

Technology expertise

High

Medium

 Modular, scalable, and flexible technology stack

 Near real-time analytics and insights with superior UI/UX 

 Seamless integration with enterprise technology stacks

 Unified, central data layer 

 Total Cost Of Ownership (TCO)

 Customization/no-code capability

 Data safety and integrity protocols

 Implementation duration

 Success stories and case studies

 Virtual engagement support

 Proactive change management

 Leadership team

HighMedium

Degree of importance

B
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e
s
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p
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c
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Omnichannel 

engagement 

Intelligence

Content

management

Learning

management 
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