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Goal and Objectives

» To better understand Biopharma’s utilization of real-world
evidence to support development and commercial activities and
trends going forward, identify perceived market leaders and

understand implications on the future evolution of the CRO

GOAL

industry.

» The primary research for this report was fielded in the first half of
2019. Study participants (N=100) are all involved with drug
development and/or post-marketing approval/ commercialization
stages of the product lifecycle and employed by a
biopharmaceutical company.

METHODOLOGY

» All study participants were prescreened by LSSG to ensure a
high level of involvement and/or key decision-making authority

for real-world evidence. All data analysis and reporting was
performed by LSSG.
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Respondent Demographics

* Respondents are located within North America (77%) and Europe (23%).
« All respondents have visibility into or responsibility for a budget that is allocated to RWE studies and/or services.

* g m
Company Type Position Level
. . C-suite
Small/ Large Senior Director/ 0
Emerging g - 20%
. B|o harma DlreCtOI“
Biopharma p 0
43% 1%
42% ° :
Vice
President
9%
Mid-sized
Biopharma
15% N=100 N=100
*Large Biopharma (greater than $1.5 Billion in annual R&D spend) i ’
Mid-sized Biopharma (greater than $500 Million, but less than $1.5 Billion in annual R*® "~
Small/ Emerging Biopharma (less than $500 Million in annual R&D spend) ? a
Primary deci<’ Q\ E all 28%
Part of a team that makes 64%
Advise a team that makes t, 7%
Procurement/ t el I 1%
0% 10% 20% 30% 40% 50% 60% 70% N=100
Q. Where are you located?
Q. Which best describes the company you work for?
Q. Please indicate your position level or equivalent.
Q. How would you describe your role (or potential role) as it pertains to identifying and selecting external partners/vendors/sources for your/your company’s RWE needs? \
Q. Do you have visibility into or responsibility for a budget that is allocated to RWE studies and/or services? i.) LIFE SCIENCE
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Respondent Demographics

Functional Areas with Responsibility/

Primary Areas of Responsibility Significant Influence
100% 94% Clinical Development 73%
% 80% 71% Real-World Evidence 62%
'g 60% Clinical Operations
§ 40% 329% Senior Management
o ,
- R&D functions
° 20% . ,
X Commercial Operations
0%
Drug Discovery Drug Post-Marketing Market Access
Development Approval/ Drug Safety/ Phar- ilance
Commercial

N=100 65 o

g ~dIlS

a ..cOR/MEOR

\e woservational Research

Q Sales/ Marketing

aw IT/ Technology
6 Epidemiology

14%
1%

0% 20% 40% 60% 80% 100%
% of Respondents

N=100
Q. Which of the following functional areas are you responsible for, are part of your functional activities or where you have significant influence? Please select all that apply.
Q. What stage(s) of the product lifecycle are your primary area(s) of responsibility? Please select all that apply. Q LIFE SCIENCE
9,
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Companies are learning, gaining more experience and increasing financial investment

in RWE-based strategies in support of the product lifecycle.

Attitudes Towards the Generation and Use of RWE

Top2 Mean

froow 65 e
My company is actively using innovative technologies - \ ? ag 27% 26% 44

study types to generate RWE.

Vendors in the market lack the
necessary to generate meaningfui 66 ‘_ 25% - 15% 4.2

de novo Real-World Data about my

0% 20% 40% 60% 80% 100%
% of Respondents

m 1 = Completely Disagree 2 3 =4 5 =6 m7 = Completely Agree
N=100

Q. To what degree do you agree or disagree with each of the following statements? Please use a scale of 1 to 7 on the slider, where 1=Completely Disagree and
7=Completely Agree. LIFE SCIENCE
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Generation and use of RWE is expected to XXX over the next two to three years in

support of development and post-approval programs. Growth will be Y within X and Y.

RWE Generation and Utilization in Support of Development and Commercial Activities

Sample Pages

Phase | Phase Il Phase 1l Phase IV / Commercial

% of Programs/Products

® Today m Next 2 to 3 Years

N=100

Q. What percent of your company’s developmental programs and commercial products currently generate and/or utilize RWE? What percent will generate and/or utilize
IFE SCIENCE

RWE in the next 2 to 3 years? é) L
9
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Nearly xx percent of respondents see shifts in the xxx RWE, including xxx.

Current RWE Study Design

S

Retrospective observational studies/
designs (e.g., database studies)

39%
N=100
o XXXX XXXXXXXXXXXXXXXXXXX.
« Ultilization of EHR data/ registry -VP, Emerging/ Small Biopharma (NA)
¢y data “‘RWD generation has improved with newer technologies as data
XX70 quality informs decisions. RWE is an evolving tool. e~~~
* XXXX disease entities to improve drug deve!~-

of respondents see

shiffo 1n sfudy ypos Prospective studies e S
for RWE generation, *  XXXX

including xxxxx in: . XXX  aie of
a _ -wuy Stage R&D costs.”

*  XXXX
. ) -VP, Mid-sized Biopharma (Europe)
* Virtual trials

Q. For which of the following applications are you/is your company using RWE today? Please select all that apply. \
Q. What percent of your/your company’s current studies generating RWE are of each of the following types? How do you expect this to change 2-3 years from now? Q LIFE SCIENCE
9,
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Cost, access to the right RWD, understanding the value of RWE and expertise are

common barriers to the generation and use of RWE.

Barriers to Generation and Use of RWE in Support of Product Development*

50% 47%

% of Respondents

Sample Pages

customer preference for xxx.” commercial products.”

“[Barriers include] xxa, lack of internal expertise, and | “[Barriers include] xxx, xxx data, and xxx that would impact |
-VP, Large Biopharma (Europe) -C-suite, Small/ Emerging Biopharma (NA) /

N=1
*Note: Top 7 most mentioned hurdles/ barriers 00

Q. What are the top 3 hurdles or barriers to utilizing/generating RWE in support of your commercial products? \
Q. What are the top 3 hurdles or barriers to utilizing/generating RWE in support of your development programs? @ LIFE SCIENCE
) STRATEGY GROUP
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Vendors are selected based x, y and z. Less importance is placed on a, b and c.

Importance of RWE Services Vendor Selection Criteria

64%

20%
19%
16%
3%
0% 20% 40% 60% 80%
% of Respondents Ranking 1, 2, or 3

N=100

* The exponential growth in the volume and types of RWD is drivina nh~- that are
expert in all facets of the data (e.g., access, validati~-

» Typical vendor selection criteria, '’ e P age rendors,
are relatively less important when S amp

Q. Please rank the importance of the following selection criteria for RWE vendors. Note: Rank of #1 = most important. LIFE SCIENCE
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