The Five Pillars BV lonce

A structured commercial framework for life sciences organizations

Revenue Infrastructure is the commercial system that supports

visibility, authority, buyer engagement, sales movement, and

revenue stability. DOES YOUR INFRASTRUCTURE SCORE 80+7?

, . . . . The Revenue Infrastructure Diagnostic Audit scores all five pillars
It's how the market views, interprets, and judges your commercial _ _ _ _
against observable public market signals, benchmarked against

credibility before a conversation even begins. your five nearest competitors. 80/100 is the minimum

The market evaluates what it can observe. EOTDEGE I CiEtlly & SEnEr.

Pipeline Architecture
A segmented ICP pipeline organized by buyer

type, urgency, and clearly defined next

Pipeline Architecture is not your CRM. It is the deliberate structure behind ST EEH

how qualified opportunities are sourced, segmented, and progressed. A
strong architecture creates multiple controlled entry points, clear BOARD-LEVEL LENS

segmentation by buyer type and deal size, and stage progression tied to : i .
Without this, revenue becomes episodic and

buyer behavior — not internal activity. dependent on relationships, not systems.

Authority Infrastructure

A monthly executive newsletter educating
CRO, biotech, and pharma leaders on a

Authority is not branding. It is the system that earns buyer trust before direct SlUSElGUIELES Ptk

engagement. This includes consistent thought leadership tied to buyer
problems, structured content systems such as newsletters and webinar BOARD-LEVEL LENS

programs, and category positioning that shapes how decision makers : )
Without this, every deal starts from zero trust

— creating longer cycles and weaker close
rates.

evaluate you long before a sales call.

Buyer Engagement Signals

Tracking which target accounts attend
webinars, revisit service pages, or engage with

Signal infrastructure identifies in-market buyers with precision. A mature Ll el el

signal system captures content interaction patterns, repeat engagement
across touchpoints, webinar attendance, and inbound behaviors that correlate YN ERAVANR=NS

with real deal progression — enabling precision outreach rather than activity. ) : B ,_
Without signal visibility, teams chase activity

instead of intent — compressing conversion
efficiency.




Bioj

Revenue Infrastructure Framework Diagnose ) _install ) Compound

Sales Velocity Structure

A post-webinar sequence that moves qualified
prospects from initial interest to diagnostic
Velocity is a structural outcome, not a talent outcome. A strong Sales Velocity conversation.

Structure defines stage exit criteria, aligns enablement precisely to buyer

objections, sequences deal acceleration assets, and removes friction from BOARD-LEVEL LENS

each step of the buying process. e
Slow pipelines are not a market problem. They

are structural inefficiencies — and they are
fixable.

Revenue Risk Exposure

Identifying that pipeline depends too heavily on
referrals, founder relationships, or a single

Revenue Risk Exposure identifies structural vulnerabilities before they slEUEIE
produce missed targets. A sound risk profile reflects diversified pipeline
sources, limited concentration in a handful of large deals, forward revenue BOARD-LEVEL LENS
visibility, and proactive identification of channel or client dependency _ N )
Revenue risk is often invisible until targets are
weaknesses.

missed. This pillar forces it into view early.

THE SYSTEM ONLY WORKS AS A WHOLE

Pipeline

Arch.
These five pillars are interdependent, not modular. Each one

amplifies or undermines the others. The goal is not to fix one — it is .

to install all five intentionally, as a system.
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KNOW YOUR REVENUE INFRASTRUCTURE SCORE

Request the Diagnostic Audit — delivered in 10 business days. Strictly confidential.

bioalliancestrategies.com/request-diagnostic/
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