Fractionalized BD Impact - 5 Clients = 5 Year Timeline
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“Case Study” - Global CRO - 6 vear Pipeline - RFP - Database Build

CLIENT OVERVIEW: Global Full-Service CRO in Phase I-IV clinical development and trial management with
focus in oncology and rare disease and offices in 100+ countries and a team of 20 BD FTEs.

CLIENT CHALLENGE: Weak global recognition, ~ RESULTS (conTinuep): Webinar results recorded & produced

Ineffective lead generation, inconsistent BD webinars with lons, 3
messaging and a small global database of ~3k  and for their webinars.
life science contacts and stakeholders.

SOLUTION: BioAlliance provided a rich database _

opes , monthly newsletters, Yerd Year) Yead VYeard YeaS VYews  Tota
JAMES J. SARENE webinars to reach a global audience, enhance

Founder & Managing Director brand recognition and generate RFP Emileg L4063 | L2048 TS| T8 5,167,302
opportunities. Total Opens 1347 DI W 01313

RESULTS: The “Fractionalized BD" model delivered 15,1%
newsletter emails to contacts with : .
people who opened and read. The client’s L it dhll 0
increased from as well as Total Clds 430 1,358,616
taking readers to websites, case  RIFNTLG
Contact Us studies, webinars and other collateral materials. B
Our reporting identified exact readers of their '
content, who attended their webinars and who 85| 104
requested further communication for upcoming  Fyebinpage Vews 345
trial work. These efforts increased their internal
database from 2k+ to £+ of companies 16,080
declared :
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