 Cognizant marketRx

Passion for building stronger businesses A Cognizant Company

KM in Life Sciences
Marketing

Case Study

Subinder Khurana
Head of Delivery
Cognizant Analytics

© 2008, Cognizant Technology Solutions. All Rights Reserved. ‘ A n a | I C S
The information contained herein is subject to change without notice.



Cognizant Analytics helps clients improve ROI of their Sales and
Marketing efforts predictably and quantifiably

Example Problems Solved Example Services
. N N
n Who are our Customer Acquisition Agent Placement
most profitable 3
customers and Consulting Cross-Sell Promotion Mix Plan 5
how do we retain N
them? Sales Team Sizing Retention Strategy 2
@A
" What would Life Time Value Campaign ROI
happen to sales if Modeling
we were to Segmentation Product Design =
increase baml:
promotion Brand Tracking Customer Survey v | T
I 3
budget by 20%? Reporting 3
Customer Profiling Dashboards 3
vV VvV

* Do we have the right number of sales people in each territory?

= Are our sales incentives driving the right behavior in salespeople?
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Knowledge Management is integral to Our Delivery
Architecture

* Engagement
pevelop = Research

e ., Outcomes

e Revenue per FTE

Knowledge >$125K
Management

e 17 of Top 20
- Products, R&D Global Pharma

* Libraries, Training clients 7
Knowledge Management Architecture

Contextual E] E| E]

Domain

* Platform based
delivery

Consultants  Reference

Data
““.iii Analysts -

Functional

Library @
Platform g '
Process

q Engine & Models
w8 (Cognizant

™ ; e . 2 , C izant Technol Solutions.
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