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The Client

The client is a German pharmaceutical company that majorly focuses its efforts on ancology. metabolism.
immunology, respiratory disease, and central nervous system diseases. The company has a strong market

presence in 12 countries across the globe.

With the pharmaceutical environment becoming extremely competitive and dynamic, companies in the
pharmaceutical industry have also shifted their approach towards consumerism. To stay ahead of the curve in
today's business landscape, pharma companies need to effectively target promotional activities toward
consumers who are most likely to respond to their marketing efforts. Pharma companies need to get away with
traditional marketing approaches to reach consumers in a rapidly changing healthcare environment.

Business Challenge

The client was facing serious challenges while expanding their business overseas. This was mainly due to their
inability to classify customers in the new market based on their needs and specific behavioral and
demographic patterns. The pharma company was not able to achieve the desired results through their existing
promotional campaigns. So, they approached Quantzig to leverage its expertise in offering customer
segmentation analytics to better understand and segment their customers based on their value. Also, by
leveraging customer segmentation analytics, the client wanted to tap hidden business opportunities within

untapped customer segments in the new market.

Solution Offered and Value Delivered

To help the client tackle their challenges Quantzig developed a holistic customer segmentation analytics
framework to improve their customer segmentation strategies and target new consumers through
personalized marketing campaigns. The analytics experts at Quantzig also leveraged robust statistical tools
and response modeling techniques to glean actionable insights into various customer segments.
Consequently, the client witnessed a significant improvement in the response of their personalized campaigns

and achieved an increase of 23% in sales and profitability.

untapped customer segments in the new market.

Solution Offered and Value Delivered

To help the client tackle their challenges Quantzig developed a holistic customer segmentation analytics
framework to improve their customer segmentation strategies and target new consumers through
personalized marketing campaigns. The analytics experts at Quantzig also leveraged robust statistical tools
and response modeling technigues to glean actionable insights into various customer segments.
Consequently, the client witnessed a significant improvement in the respanse of their personalized campaigns
and achieved an increase of 23% in sales and profitability.

§

Increased competition from
/\\ -» - generic drugs

Global @ Keeping up with technology
Pharmaceutical

Industry Challenges

Global quality control

v . Patent cliffs




