Optimizing Webinars for
Engagement and Lead
Generation

Optimizing webinars for engagement and lead generation is a powerful strategy for life
science companies aiming to expand their market reach. Here's a structured approach tailored

to the unique needs of the life sciences industry.
#£ 1. Define Your Audience and Objectives

« Segment your audience: Researchers, clinicians, healthcare providers, or
biotech/pharma decision-makers may have different interests

« Tailor content: Address specific pain points like regulatory hurdles, clinical trial design, or

technology adoption
@ 2. Position the Webinar Strategically

« Educational vs. promotional: Focus on thought leadership and problem-solving rather
than product pushing

« Topic relevance: Address trending scientific breakthroughs, regulatory changes, or case
studies with measurable outcomes.
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6Marketing agencies created interest. Fractionalized
BD created pipeline momentum and deals. B

(Chief Commercial Officer of Global CRO b Engaged at 4 Companies)




About the Founder

JAMES J. SARENE
FOUNDER& M ANAGING DIRECTOR

30+ Years Experience

Founded BioAlliance Strategies in 2011
Life Science Focused

Marketing, BD, M&A and Licensing
CROs, Biotech, Pharma

BioAlliance Strategies

Build Your Sales Pipeline Not Your Sales Team
with Our Social Science Backed Data - Driven,
Cost - Effective Marketing + BD Model. Leverage
Our Global Network of 40k+ Industry Contacts

to Launch Newsletter Campaigns, Webinars,

and Social Outreach That Amplify Your Brand

and Increase Your Sales Pipeline.
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Life Science Sales Challenges b Howto Solve Them

Life Science Sales Challenges

Pipeline Instability & Long Sales Cycle
Over Reliance on Limited Networks
Ineffective Differentiation

Misaligned Marketing & Business
Development

Global Complexity & Compliance Barriers
Underinvestment in Sales Infrastructure

Solution: Content Marketing b 80% Rule
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Fractionalized BD - Revenue Infrastructure for Life Sciences Growth

FRACTIONALIZED BD SOLUTIONS REALW ORLDRESULTS

V  BUILDSCONSISTENT SALES
PIPELINES- RESEARCH DRIVEN
OUTREACH STEADYLEADFLOW, AND
ACCESSTO GLOBALNETWORKS

V  INCREASESREVENUEEFFICIENCY - Report Activity
EXECUTIVE LEVELEXPERTISET A Exec & BD Team
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ENTERNEW GEOGRAPHIESAND —

INDUSTRYCONTACTS SUCCESSFUINEWSLETTER NEWSLETTERPENS SUCCESSFULCLIENT
DELIVERYRATES PERMONTH WEBINARS

THERAPEUTIGAREASWITH CROSS
SECTORINSIGHTSAND STRONGER
PARTNERPOSITIONING

V  DRIVESDATA- BACKED GROWTH -
METRICS REPORTINGAND REAL TIME

FEEDBACKTHAT ALIGN DIRECTLYTO Tie Activity to Create 2 Weekly Promote People, Report Reader &
REVENUHMPACT. Industry Events LinkedIn Posts Capabilities & Educate a Attendee Activity
Services Global Audience

Power Your BD Engine » Build Your Pipeline
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Fractionalized BD - Revenue Infrastructure for Life Sciences Growth

Report Activity
Exec & BD Team

pieeieid

Tie Activity to Create 2 Weekly Promote People, Report Reader &
Industry Events LinkedIn Posts Capabilities & Educate a Attendee Activity

Services Global Audience

Outreach » Educate p Engage




Fractionalized BD Impact - 5 Clients b 5 Year Timeline

HEE Before Fractionalized BD
After Fractionalized BD
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- - Global RO - 6 Year Pipeline - RFP- Database Build

CLIENT OVERVIEW Global Full - Service CRO in Phase | -1V 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, RESULTScoNTINUED) : Webinar results recorded & produced
Ineffective lead generation, inconsistent BD webinars with :
messaging and a small global database of ~3k and for their webinars.

life science contacts and stakeholders.

SOLUTION: BioAlliance provided a rich database _

of A , monthly newsletters, Year!  Year2  Year3  Yeard  Year5  Year6 Total

webinars to reach a global audience, enhance _

brand recognition and generate RFP 1045 | 776,303 | 765,764 5,167,302

opportunities. 13,192 | 207447 263,30 921,313

RESULTS™ , . 6. ‘', " _. ‘. " ' W Bi% 3% 9% 1% B Me% 178%

newsletter emalls to contacts with - oo wrielyear 189971 043 913%5| 660s8|  atomes
jte increased from  15% (0 34% aswellas  |Total Clicks 6627 | 2430 | TU80N0| 419627| 1558616

taking readers to websites, case Total Newsletter

studies, webinars and other collateral materials. Distributions 8 45 2 25 2 153

Our reporting identified exact readers of their

content, who attended their webinars and who 56 1 104

requested further communication for upcoming
trial work. These efforts increased their internal

226,280 362,457

database from to of companies agictrat 2,522 16,089
declared




Month1 Month 2 Month 3 Month 5 Month 6

' 3 Dptional

Month 3 Month4 Month5 Month 6

Monthly b 12 Mo

40K Industry Contacts
Marketing Calendar

16 Monthly Newsletters Includes 4
- e 6"
Webinar Invitations

16 Re Send Newsletters

A B(——_‘+J\+..B

16 Newsletter Data Reports

4 Webinars

A 4 Webinar Videos

20- 24 Branded LinkedIn Posts

4 Corporate Videos

Month10 Month1l Month 12

6

&

Progmms

Month4 Month5 Month 6

Month 8 Month10 Month1l Month 12

Quarterly

40K Industry Contacts
Marketing Calendar

8 Quarterly Newsletters Includes
T, .. 6T,
Webinar Invitations

8 Re- Send Newsletters

A B._-., ... B

8 Newsletter Data Reports

2 Webinars

A 2 Webinar Videos

20- 24 Branded LinkedIn Posts

2 Corporate Videos




BioAlliance Represents You at Conferences

BIOALLIANCEW ILL:

(Optional Add - On)
SAMPLE 6X8IN 2- SIDED BROCHURE

V  SUPPORTIDENTIFYINGAPPROPRIATECONFERENCES James J.Sarene  Our Success Bio/

V  HELPIDENTIFYG e Tz
V' NEWSLETTER$O PROMOTEOUR ATTENDANCE + Lo Scibnes Fooused e
V. BIOALLIANCE B, e
Vv

CREATEAND COVERCOSTOF ~ 50 6 X8 INCH 2- SIDED

BROCHURESTO DISTRIBUTBNITH
V  REPORTALLACTIVITYAND TARGETINTERACTIONS

M ioAlliance provided a rich datt ba
+125% , mont hlv newsletter
inars to r eoch g\ lobal at udence honce

CLIENTWILL i
V  SUPPORTIDENTIFYINGAPPROPRIATEC ONFERENCES ‘
V  HELPIDENTIFYO B

V  CoVERCONFERENCHEEAND HOTELCOST

“Fractlonallzed BD"”... Our Social Science Backed, Data-Driven Model

Report Activity
Exec & BD Team

Pt
|

* REALWORLDRESULTS

V'  CLIENT1:ATTENDED FOR
V  SECUREDVENDORLSTSPOTFOR ,

AND

V  ESTABLISHERO+ US/EU BASED SITES& SITENETWORKSFOR
PARTNERSHIFDISCUSSIONS
V  CLIENTZ2: ATTENDED
CLIENT
V  SECURED20+ DISCUSSIONSM EETINGSEACH YEAR

In

Create 2 Weekly
LinkedIn Posts

3 YEARSFOR

Promote People,
Capabilities &
Services

Tie Activity to
Industry Events

Report Reader &
Attendee Activity

Educate a
Global Audience

Accelerate Your Life Science Revenue Growth




High Value Target Pipeline Development  (optional Add - 0n)
Preliminary Follow - Up BD Activity - All leads are ,

, and within your CRM to
utilizing fully compliant and
regulations. Corstrate is a Strategic Partner for Ground - Level BD Activity

Fee Structure in 5 Hr Weekly/Monthly Blocks in US/EU Currency

These blocks of time can be scheduled and adjusted as needed
to satisfy goals. i.e. we may want to target conference meetings
and provide more hours toward that in a specific time frame.

Follow-Up Quqlify o [N 4 h - e @ Strategic Partner

orstrate

Distribute Follow - Up Engage



High Value Target Qualification Platform & Process

- Our targeted follow - up o, 0 © 0 .0,0 O
outreach and to
evaluate the timing and quality of lead selection
for engagement.

€3 Actions ~r <% Enrich 320 leads

(A
«o 320 leads 281

To launch
Sent 48.67% 55 Op... 0% 0 Clicked 0.88% 1 Replied

L In progress
D In progress

Sequence details
In progress

Ready to send

) In progress

43.36% 49

D In progress

<) Completed

38.24% 26

Ready to send




Marketing Calendar b Plan Your Work , Work Your Plan

MARKETING CALENDAR

Build Your Tying it to Relevant Industry and
(ASCO, BIO, DIA) to and Help to

Ql Week 1 Week 2 Week 3 Week 4 Week 5 Week 6 Week 7 Week 8 Week 9 Week 11 Week 11 Week 12 Week 13
Linkedin 5+ Posts 5+ Posts 5+ Posts 5+ Posts 5+ Posts 5+ Posts 5+ Posts 5+ Posts 5+ Posts 5+ Posts 5+ Posts 5+ Posts 5+ Pasts
Resend m
Newsletter Build Newsletter Newsletter Build Newsletter
Non-Opens Non-Opens
Webinar Webinar
Client TC Client TC Client TC Client TC Client TC Client TC ClientTC
Q2 Week 1 Week 2 Week 3 Week 4 Week 5 Week 6 Week 7 Week 8 Week 9 Week 11 Week 11 Week 12 Week 13
Linkedin 5+ Posts 5+ Posts 5+ Posts 5+ Posts 5+ Posts 5+ Posts 5+ Pasts 5+ Posts 5+ Posts 5+ Posts 5+ Posts 5+ Posts 5+ Posts
m Newsletter Build Newsletter Resend to MNewsletter MNewsletter Build Newsletter Newsletter
Non-0pens Non-Opens
Wehbinar Webinar
e SAFETY o
Client TC Client TC Client TC Client TC Client TC Client TC Client TC Client TC




Newsletters and LinkedIn

NEWSLETTERSAND LINKEDIN POSTS (C REATE20- 24 BRANDED POSTS)

and to Your Website and Events Along with Collateral Material
Such as : : , and :

}ZEvestia o PharSafer
A C“nical P Q' Specialists in Global Clinical

and Post Marketing Drug Safety
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Optimizing webinars for engagement and lead generation is a powerful strategy for life Advarced Learnng Wetsnar serws

science companies aiming to expand their market reach. Here's a structured approach tailored
to the unique needs of the life sciences industry

£ 1. Define Your Audience and Objectives
From the Peripective of Auditees and inspected

« Segment your audience: Researchers, clinicians, healthcare providers, or
. Tape Bers Bamae

biotech/pharma decision-makers may have different interests.
« Tailor content: Address specific pain points like regulatory hurdles, clinical trial design, or

technology adoption January 27, 2022

@ 2. Position the Webinar Strategically

+ Educational vs. promotional: Focus on thought leadership and problem-solving rather

REGISTER NOW - Phar Audns and

than product pushing. Nawgaten: From the Perspectve of Aditess and Inspected

« Topic relevance: Address trending scientific breakthroughs, regulatory changes, or case

studies with measurable outcomes




~Opens /CHoks A4 BD Follow - Up Activity

REPORTINGOF KOPENS/ C LICKSH
Data Reports Providing Your BD
Team a List of Everyone Who

the Newsletter and
Who on Specific Links.
This I1s a Great Plan
for Daily BD Activity.

Data - Driven Follow Up » No More Aimless Hunting for Your BD Team



Newsletter Data - Driven Lead Generation

Bio ;\ﬂ) m Read Our Newsletters

—
Your 24/7 Branded Broadcast Channel

James J. Sarene

Newsletter Link

= 30+ Years Experience

* Founded BioAlliance
Strategies in 2011

« Life Science Focused

* Business
Development, M&A

Deliveries: 51,872
Opens: 12,385

Individual Clicks: 917
Total Clicks: 9,424

Eanefits of Newslottors for
Morketing In Ube Sclences

b
Genprate Meetings ot Lile
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| Markoting ond fus
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The BloAlliance Video Network (BAVN) is your very own studio for
webinars and podeasts that Is branded for you to reach 40k+ Industry
contacte. Build your audiance and deliver industry updates to position
your company as the life science experts

Email Performance

See how your emails are doing with your audience.

Contact James.J. Sarene for Your Channel

Sent Open Rate Click Rate 0)

51872 35.6% 21%

Schedule a Cal Abggg'oul Own Channel

A 4
Watch Our Client Webinars

Qriginal Resend Total Qriginal Resend Total

gmmunicates your value and capabilities
16 | base of 40K plus industry contacts and

will inttetle youredT M contacts. Our modal is built to N7 £oq 1 b

coordinate resources and oct as @ combination of both marketing Opens wu‘ 94 1“9 12385 C||Ck5 891 ‘16 917
ond business development to meximize your BD-ROI Qur global
outreach leverages plotforms including newsletters, webinars, videos

ond secial media Sent 51872 24261 76134 Did Not Open



https://conta.cc/3UlB9Is

Actual Client Newsletter / Webinar Metrics

Trending Opens

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Total
Emailed 120,450 92,649 148,988 90,642 59,158 87,313 144,829 29,267 108,237 247,541 135,515 27,898 1,292,487
Opens 9,670 6,459 7,095 4,610 2,383 3,125 9,244 6,146 11,556 22,843 12,327 2,689 98,147
Total Opens 12,455 8,685 9,980 5,840 3,088 3,939 11,189 6,795 12,921 26,295 14,583 3,375 119,145

Single % 21.0% 10.7% 9.2%
Total % 23.2% 11.9% 10.6%
Campaign Distri 4 2 5 4 2 2 5 1 4 10 5 1 45
1. PV Webinar
Invite x2 2.
Nov Webinar
Invite 3. 1. Ergo Web
1. PV Webinar: 1. Webinar Invite Oct Mewsletter x2 | Invite 2.
Brexit 2. 2. Rare 1. Webinar Invite | 1. Webinar Invite | 1. Apr 2nd Send 1. May News #2 1. Webinar 3x 1. Webinar Invite 4. Ergo Web Invite
Campaigns Jan News Disease Day 2. Newsletter 2. Apr 1st News | 2. May News #1 2.PV Resend 2. News 1. Newsletter 2% Ergomed News Remind 1. Holiday Card

Total Webinars

Webinar Page V 5,837 4,195 6,330 8,641 4,628 7,390 2,830 39 851

Webinar
Registrations 403

Aunnual Data

300,000

247,541

250,000

200,000

148,988 144,829

150,000 -
120,450
108,237
106,000 92,649 90,642 87.313
59,158
50000
g 27,898
12,455 8,685 9,980 11,189 14,583
0 59 5 10840 833,088 253,939 4 L — i393-375
= 1 1 Y 1
Jan Feb Mar Apr




Newsletters Reporting for Follow - Up Activity
NEWSLETTERREPORTING

Newsletter Activity Will be Reported Via Excel Sheet That Contains Contacts Who and
On Specific Links. This Assists BD for to :

| A c F _
1 Owner ~ |Country ~ |Company hud Title il
2 |PharmSource |USA Alkahest Inc.
3 |PharmSource |Japan Otsuka Pharmaceutical Co., Ltd. Senior Manager, Global Clinical Outsou
4 |BAS USA Medina Medical Sr Vice PreSident
5 |PharmSource |Australia Starpharma Holdings Limited CEO
6 |BAS
7 |BAS USA MacroGenics Inc Vice President, Clinical Research
8 BAS
9 |BAS Israel Betalin Therapeutics
10 BAS New Product Development Busi New Product Development Business Pa
11 |PharmSource |USA Galectin Therapeutics, Inc. Executive Director, Regulatory Affairs &
12 |BAS OmniComm Systems Director of Business Develoment
=/ |PharmSource |USA Pfizer, Inc. | Medical Director, Therapeutic Area Clin
14 |PharmSource |USA Akcea Therapeutics se c u re d Head, HR S e cu red
15 |BAS USA Drais Pharma President & CEO
16 [PharmSource |[USA Foamix Pharmaceuticals Ltd. CEO
17 [5a5 Data Data
18 |BAS Gray Regulatory Consulting LLC Managing Director
19 |PharmSource |USA Axovant Sciences General Counsel
20 BAS USA Brickell Biotech, Inc. Senior Vice President, Clinical Operatio
21 |PharmSource |USA Cavion, Inc. VP, Business Planning & Operations
22 BAS Devana Solutions, LLC Advisor
23 |BAS Factory CRO for Medical Devicej Head of Business Development, Factory)|
24 BAS Medical Research Network Sr Business Development Executive
25 |BAS USA Seattle Genetics Inc.
26 BAS Alexander.fingerle@tum.de
27 |BAS 365force Inc. Social Entrepreneur
28 |[PharmSource |USA AzurRx BioPharma, Inc. CFO
29 BAS Boston Therapeutics, Inc. Chief Executive Officer
30 |BAS USA DEPOMED Senior Vice President, Chief Medical and




Newsletter Metrics b Audience Built For 4 Years

Data From Recent Newsletter (1 st Distribution Plus 2 " ., . . 4
Individuals Opened the Newsletter Plus a Total of Clicks!

Open rate Click rate Bounce rate
0.93%
12124 opened 10482 clicked 333 bounced 21 unsubscribed
Additional email details
Deliveries 35,367 (99.1%) Clicks per unique opens
Total opens Total clicks
Last opened Last clicked

Forwarded 0 Abuse reports




Webinar and Corporate Videos
W EBINARSAND CORPORATEVIDEOS
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spend onIy 17% of their total buylng
journey meetlng with potential

_, , . "Mosttime is §pent
researchlng independently online,
long before vendor contact B *

Your Experts Tell Your Story



Webinar Benefits

V Increase Brand Awareness
V Webinars are
V Increase Your &

V Webinars are Recorded &
Archived for Later Viewing

Repurpose Webinars for One Year » Build a Following



BioAlliance Client Registration Page

Branded for Our Clients » Audience is Pulled Directly to Your Registration Page



