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The pandemic catalyzed a new generation
of innovation, boldness in solutions, and the
courage to address a wide range of rare
diseases, health equity, and access to care
with new energy and enthusiasm.

Rohan Kulkarni, Practice Leader, Healthcare and Life
Sciences Research
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Introduction and the
HFS value chain

HFS



* The demand to address disease conditions at a lower price, higher efficacy, and improved
access continues to grow globally.

Introduction

» While some countries have instituted price controls for decades, the US, for the very first
time, allowed Medicare to negotiate prices for 10 medications in 2023. The negotiated prices
will be effective in 2026, ensuring the world’s largest market for prescription medication is
putting the brakes on the runaway train of out-of-control prices. Pharmas are suing the
administration, but it is unlikely they will prevail and find ways to mitigate the headwinds.

» The proliferation of technology, fueled by the energy to adopt emerging tech such as
metaverse, artificial intelligence (Al), and generative Al (GenAl), will power the speed of drug
discovery, medical device creation, the addition of intelligence into supply chains, smart
manufacturing, and equitable distribution.

» The service provider’s role continues to evolve toward a more wholesome partner capable
of transactional support, sophisticated analytics, and clinical services.

» The HFS Horizons: Life Sciences Service Providers, 2023 report examines the service
provider’s role in the global life sciences industry, encompassing pharma, medtech, CROs,
and distributors. We assessed and rated the life sciences service capabilities of 29 service
providers across dimensions addressing Why, What, How, and So What.

» This Horizons report looks at the whole market, focusing on the supply side. It includes
detailed profiles of each service provider, outlining their Horizons placement, provider facts,
and strengths and developmental opportunities.

» The report specifically focuses on industry-specific capabilities for service providers as
defined in our value chain. It does not focus on horizontal IT or BPS services such as
application management or finance and accounting outsourcing, which may be delivered to
life sciences enterprises.
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We are at the intersection of an intense prevalence of disease,
unprecedented scientific advances, and exciting new technologies

Drug discovery

The best science ever
today

Novel next-generation
therapies are coming
to market

Digital clinical trials
are scaling
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Key trends shaping the future

Manufacturing

+ Digital labs and in silico
models are the way
forward

* Networked and intelligent
supply chains are
expanding

» Advanced manufacturing
and 3D printing

Patient

* Hyperpersonalization is
around the corner

* New energy behind
wellness

» Connected medical
devices are becoming
common

Excerpt for Accenture

Business

+ Growth challenges and

profit pressures continue to
mount

Tech will be a differentiator
Ecosystems will define the

pace of growth

Spinoffs and consolidation

will accelerate

Regulatory

* Regulatory complexity
isn't easing
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Executive summary

Demand Supply

Digital, digital, Pharmas, medtechs, CROs, and other enterprises in the life Capabilities, Service providers continue to go to market touting their

digital...still sciences category are still debating “digital transformation,” capabilities, capabilities and highlighting their best mousetraps. However, they
even though a quarter of the way through the 215t century, capabilities...still recognize that what resonates with enterprises is an
digital has become the new paper for most industries. That understanding of their challenges and the outcomes they require.
said, the irony is that life sciences are also among the earliest Service providers must rapidly bridge the gap between the typical
adopters of most emerging tech; however, they have not go-to-market and enterprises’ needs, given the need of the hour
scaled and operationalized broadly. They should address and service providers’ sophisticated industry experience and
these opportunities soon to meet the market’s evolving needs. understanding.

Reconfiguration Market headwinds, a desire to focus on core value, and the Sophistication of  Despite legacy go-to-market approaches, service providers’

of pharma ever-increasing pressure to improve the top and bottom lines offerings capabilities leapfrogged during the pandemic to achieve new

enterprises have forced several spinoffs over the last several years. The levels of sophistication, such as wet and dry labs, digital twins,
spinoffs have led to new market segments, such as consumer and intelligent supply chains. Ongoing experimentation with
health companies Kenvue and Haleon, so that parent GenAl and other emerging technologies will continue to enhance
companies could return to their core offerings or jettison low- those capabilities to help with life sciences objectives for
performing businesses. Expect more fluidity as enterprises hastening speed to market, decreasing costs, and improving
figure out what adulthood is like. safety.

Hyper- In a universe with shorter and shorter attention spans and an Following when There continues to be an intrinsic desire to follow instead of the

personalization increasing obsession with instant gratification, the need for they should lead willingness to lead when appropriate. Where service providers

may be around hyper-personalization will be foundational...not a have stepped up and led, they have truly become partners,

the corner differentiator. In the life sciences category, hyper- increased their influence, and changed commercial models. They
personalization will manifest through precision medicine, have delivered more than transactional KPIs; they have improved
custom care management programs, individually configured clinical and health outcomes.

and calibrated wearables, and other imaginative paradigms
that are but a twinkle in our eyes.
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https://www.hfsresearch.com/research/pharma-spin-offs-need-an-ecosystem-play-to-realize-their-targeted-benefits/

But today’s reality...
The HFS life sciences value chain renders a real-world reflection

Pharmacovigilance

Patient access » Digital manifestation: Typical linear

value chains reflect analog business

paradigms instead of representing a

multi-dimensional digital delivery
mechanism fit for the twenty-first

and discovery " B century.

e OneOffice™: The multi-dimensional
value chain makes the OneOffice
intrinsic to its delivery capability.

 |terative transformation: Digital
transformation can be effectively
driven through industry value chains
by making iterative and sustainable
changes across multiple dimensions
over time.
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The study seeks to address multiple questions

Influencing the triple aim of care —— @

* How do you help life sciences
impact the cost of care (e.g.,
therapy and operations),
experience of care (e.g., access
and distribution), and health
outcomes?

* Are these part of your KPIs? O
* Are they central to your business
philosophy?
. |

Real-world outcomes

¢ What metrics matter?

» Are you contracting capabilities
or delivering outcomes?

* How are you measuring
outcomes end to end?

Innovation

* What is your innovation philosophy?

*  What does your innovation framework look like?

* What experiences are you attempting to deliver?
* Whatis on your roadmap?

» Are your clients part of your innovation construct?

@ horizons © 2023 | HFS Research Excerpt for Accenture

Enabling change agents

* How do you leverage change agents such

as automation, generative Al, or the
metaverse?

*  What use cases are being scaled?
* How do you separate hype from reality?

Go-to-market

What is your primary value
proposition to the market?

Do you lead by capabilities or
with challenges you address?

Do you leverage an ecosystem,
or do you like to go it alone?

Does the market think of you as a
thought leader?

Do your clients seek your advice?

Life Sciences Service Providers, 2023 | 9
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Sources of data

This Horizons research report relies on myriad data sources to support our methodology
and help us obtain a well-rounded perspective on service capabilities of the participating

organizations covered in our study. Sources are as follows:

Briefings and
information gathering

HFS conducted detailed
briefings with life sciences
leadership from each vendor.

Participants submitted a
specific set of supporting
information aligned with the
assessment methodology.

@ horizons © 2023 | HFS Research

Reference checks

We conducted reference
checks with 36 active clients
and 44 active partners of the
study participants via survey-
based and telephone
interviews.

HFS Pulse

Each year, HFS fields multiple
demand-side surveys in which we
include detailed vendor rating
questions. For this study, we
leveraged our fresh-from-the-field
HFS Pulse Study data featuring ~60
service provider ratings from life
science enterprises.

Excerpt for Accenture

Other data sources

Public information such as
press releases and websites.

Ongoing interactions,
briefings, virtual events,
etc., with in-scope vendors
and their clients and partners.

Life Sciences Service Providers, 2023 | 11



Life sciences service providers covered In this report

accenture N-<ODiS R Apexon Capgomini@®
€& cognizant Deloitte. EY G genpact
@Hitachi Digital Services indegene’

@ LTIMindtree NTTDAaTAa Optum CP Persistent
softserve LCs 88w nahinara  Virtusa

SONATA SOFTWARE

Note: Service providers are listed alphabetically
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Horizons assessment methodology—Ilife sciences service providers

The HFS Horizons: Life Sciences Service Providers, 2023 report evaluates providers’ capabilities across a range of dimensions to understand the Why, What, How, and So
What of their life sciences service offerings.

Distinguishing service provider characteristics

-

Horizon

Horizokﬁ'

Horizon 1

Value proposition: The Why? (25%)

1. Impacting the triple aim of care
(cost, health outcomes, and
experiences)

2. Improving the efficacy of life
sciences services

3. Optimizing the value chain

Horizon 2, plus

Ability to drive One Ecosystem™ to
find completely new sources of value
Ability to reduce cost of care, improve
the experience of care, and influence
health outcomes

Strategy through execution at scale

Horizon 1, plus

Ability to drive OneOffice™ mindset to
break down the barriers imposed by the
value chain

Ability to reduce the cost of care and
improve the experience of care

Ability to drive digital transformation
to digitize legacy processes
Reduce cost of care, operations, or
delivery

@ horizons © 2023 | HFS Research

Innovation capabilities: The What? (25%)

Enabling technologies intelligently
Designing creative commercial models
Transcending beyond the line-item solutions
Addressing adjacencies

PwbNhE

Horizon 2, plus

Sophisticated capabilities across all value-creation levers
A culture of innovation to develop IP

Adopting emerging tech to address complex industry
challenges

Addressing new or adjacent markets

Horizon 1, plus

The ability to support clients on their enterprise
transformation journey

Global capabilities with strong consulting skills and
partnerships with major players

Platform assets-built ground up and augmented through
inorganic assets

Primarily focused on technology implementation
Offshore-focused execution with strong technical skills
and partnerships

Addressing client-specific challenges vs. industry-
oriented challenges

Excerpt for Accenture

Assessment dimension (weighting)

v

Go-to-market strategy: The How? (25%)

1. Value-based and outcome-based
solutions

2. Co-innovate and co-create scalable
solutions

3. Ecosystem plays and thought
leadership

Horizon 2, plus

Majority of outcome-based contracts or
other creative contracts

Delivering life sciences-specific
transformation

Consistently co-innovating or co-
inventing with life sciences enterprises

Horizon 1, plus

Addressing outcomes through proprietary
or industry-specific technologies
(platforms, applications) enabled by
domain experience

Underwriting the risk of implementations
and technology enablement

Addressing legacy processes and
tactical operational challenges
Delivering functional transformation

Market impact: The So What? (25%)

1. Demonstrable client case studies
2. Voice of the customer
3. Outcomes beyond table stakes

* Horizon 2, plus

» Referenceable and satisfied clients
by impacting the triple aim

* Driving new business models based
on partnerships

» Horizon 1, plus
» Referenceable and satisfied clients
for the ability to enhance experience

» Referenceable and satisfied clients
for the ability to execute

Life Sciences Service Providers, 2023 | 13
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All the attributes of the triple aim of care are heading in the wrong
direction...

Life expectancy and chronic conditions over time Annual per capita health spending: USA vs. OECD
e Obesity == Digbetes m===== Hypertension —®— Life Expectancy —e— OECD_Avg —e— USA

95 50% Improving health $14.0 51257132
79.0 45% S outcomes '
78.5 40% o / $12.0
78.0 35% )1

$10.0 o1 554 586
775 30% $7.9 %

$8.0
77.0 25%
76.5 20% $6.0 $45

. 38 $4.0 $4.2 $4.3 .
76.0 15% e___\ The Trlple ,__e 640 $31 $3.1 $32 $33 $3.4 $35 %37 $
75.5 10% Y Alm L/
75.0 s% Improving the Reducing the $2.0
745 0% €Xperience n ‘“ cost of delivering
2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021

2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 health and care

Net increase in satisfaction by household income
Percentage of respondents

40%

28%

20%
14%

Under $25K $25-75K $75-150K Above $150K

Source: CDC, OECD, HFS Research, 2023
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...supporting the evolution of the healthcare ecosystem toward a new
Integrated paradigm

Horizon 1: Comfort care Horizon 2: Sick care Horizon 3: Wellness ecosystem
Mid-to-late 20t century Late 20™ century to present The future is getting here
Health and wellness Sick care

8

Dobtor
Health plan Rehab
Doctor Health and Clinical
wellness data Pharmacist
or PCP
Pharma Digital Phar;ﬁ; and
.. medtech @ Virtual
Patient & Hospital
Specialist @home
» Limited science for understanding » Science to cure disease or delay * Return to the first principles of health— nutrition and
or treating disease progression mental and physical well-being
» But hyper-personalized * Yet addressing the symptoms » Technology is core to supporting health choices and
« Strong community to provide * Heavy administrative burden care delivery
support and relief + Deep intrinsic inequities * Real cross-industry collaboration to impact the triple
* Relatively limited inequities + Growing dependence on technology aim of healthcare
+ Barter worked * Medical bankruptcy is common * Addressing health equity and ESG meaningfully

@ horizons © 2023 | HFS Research Excerpt for Accenture Life Sciences Service Providers, 2023 | 16



Life sciences enterprises must shift right to fully realize their potential

to address the needs of the 215 century...

Horizon 1: Digital

Digitally optimized processes to
drive improved business outcomes

ay,
"

Linear

Efficiency and effectiveness mindset
Centralized data and unified reporting
Consumer-centric

Process workflows

Siloed eco-system (legacy)
Neo-health and big tech participation
Global supply chain constraints

Virtual care (telehealth) expansion
Health and care app proliferation

Real-world data to improve customer
360° views

Cloudification of enterprise
Automation through ERP
Mobility-driven engagement

Functional

Horizon 2: OneOffice™

End-to-end organizational alignment
across front, middle, and back to drive
unmatched stakeholder experience

ay,
%

@ horizons
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Value aspiration

Experiential

Internal collaboration
Data-led decision making
Digitally fluent talent

Human + machine processes

Direct-to-consumer services expansion
Vertical integrations and spin-offs

Employer as a health plan shifting
employee benefits funding

Wearables and sensor cloud-based services
AR and VR to extend virtual care
Consumer choices enabled by Al

Integrated loT-enabled consumer health

Ambient tech-driven data-based
decision making

Edge-computing-based smart
manufacturing

Enterprise

Exponential

Horizon 3: OneEcosystem™
Collaboration across the healthcare

ecosystem to deliver against the triple aim of

cost, health outcomes, and experiences

ay,
%

» External collaboration creating ecosystems

Creative talent
Autonomous processes
Innovation mindset

Omnichannel personalization
for providers and consumers

Intrinsic ESG enablement
Future-proofing supply chain

Enhanced digital front door
Integrated wearables
Digital supply chains

GenAll for faster identification
of active molecules

Post-quantum-cryptography
(PQC) enabled cybersecurity
Industry cloud

Ecosystem

Innovation scope

Excerpt for Accenture

% Organization
& characteristics

al Market dynamics

= Digital health
manifestation

Emerging-tech-enabled
solutions

The HFS Enterprise
Innovation Framework
lends clarity to the
noise of emerging
technologies driving
digital health
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...as regulators have the funding and will likely augment with tech to
optimize approval speed

FDA spending by source, FY 1992-2022

$ in millions » User fee revenue increased by
over 47% with a CAGR of 7% from
7 000 FY 2017 to FY 2022

* Budget authority increased by

6,000 nearly 21% with a CAGR of 3%
during the same period
5,000 * However, the pace of approvals
has not kept up; for example, novel
4.000 User fees drug approvals are down about
’ 30% in 2023
3.000 * Accelerated approvals hit
roadblocks as pharma could not
show efficacy and would not
2,000 voluntarily pull back the drugs
.  Still, expect to see fees increase
Budget authorit ’ i ’
1,000 g 4 the budget remain flat, and the use
of tech to increase pipeline flow
0
N MO < IO © I 0 O O d N M < IO © I 0 0O O d N M - 1 © ~ 0 OO0 O 1 «
OO O O O 0O O O 0O O O O 0 00 o 0o o0 oo © o o d o o o oA o o 4 N N N
D O O O O O OO O O O O O O O O O O O 0O 0O 0o oo oo oo o o o o
I = A A A HJ A" 4 NN N N AN AN N NN N NN NN AN NN NN NN NN N N

Data: Congressional Research Service
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But data and talent are barriers that enterprises must overcome, and
the lack of innovation from service providers is not helping

What are your company's internal challenges to meet your strategic objectives?
(Percentage of life sciences respondents selecting each item as Rank 1, 2, or 3)

m Percentage choosing Rank 1 = Percentage choosing Rank 2 = Percentage choosing Rank 3

% 18% |

Data security issues

Lack of centralized data governance across the organization
Hiring quality staff

Lack of innovation from third-party service providers

Poor software applications

Poor automation of processes or data

Managers refusing to change

Lack of C-level leadership commitment

Retaining quality staff

Difficulty of managing a remote or hybrid work environment

Sample: HFS Research Pulse, May 2023, n= 105 life sciences respondents
Source: HFS Research, 2023
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Tech budgets will see material increases over the next 12 months, but
they will expect it to do more than just keep lights on

How is your IT budget expected to change in the next 12 months?
(Percentage of life sciences respondents selecting each change category)

1% to 5% decrease 18%
No change 47%

1% to 5% increase

24%

6% to 10% increase 12%

|

Sample: HFS Research Pulse, May 2023, n= 105 life sciences respondents
Source: HFS Research, 2023
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In fact, there will be significant doubling down on specific tech
spending through service providers and other third parties

To what extent will you increase or decrease spending on third-party services in the following areas over the next two years?

Differentiate ° Double-down

ServiceNow Data modernization
o

Salesforce

Workday Digital engineering
[ [

Architecture @ ' Cybersecurity
PY Quiality assurance

Software engineering

) i Cloud @

SAP S/4 HANA Applications transformation
modernization

Evangelize or de-prioritize Must-have
High

Anticipated growth
g (Percent weighted spending increase) Z
=y

Low Degree of adoption
(Percentage of respondents)

Sample: HFS Research Pulse, May 2023, n= 105 life sciences respondents
Source: HFS Research, 2023
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Enterprises indicate there is nothing emerging about emerging tech as
they double down or insist on faster adoptions

To what extent will you increase or decrease spending on third-party services in the following areas over the next two years?

High i Differentiate
Metaverse

Process automation

Double-down

Anticipated growth
(Percent weighted spending increase)

[_
o
=

Internet of things
o

)
Low-code ®
[ ) Web3

Blockchain and
distributed ledgers

Analytics—predictive and
prescriptive

[
| - Process mining and discovery@ | Applied Al
Evangelize or de-prioritize Augmented and virtual reality .Edge computing ° Must-have
Low High

Sample: HFS Research Pulse, May 2023, n= 105 life sciences respondents

Source: HFS Research, 2023
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Degree of adoption

(Percentage of respondents)

Excerpt for Accenture
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While spending on emerging tech remains positive, strategic choices
are being made about standard enterprise functions...

To what extent will you increase or decrease spending on third-party services in the following areas over the next two years?

Differentiate

[
Customer experience

® Finance and accounting

Strategy, innovation,
transformation, R&D, product
development

Double-down

Procurement
or sourcing

de-prioritize

Anticipated growth
g (Percent weighted spending increase) Z
=y

Evangelize or

[
® Sales
@ ESG (environmental,
social, and governance)
_ HR or talent
Supply chain management
[
Legal, risk, audit, or .
g @® Marketing

® compliance

Business services or shared
services

Data management or
analytics

Must-have

Low

Degree of adoption

High

Sample: HFS Research Pulse, May 2023, n= 105 life sciences respondents

Source: HFS Research, 2023
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(Percentage of respondents)
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...and service providers must pay attention to quality and expertise as
those results inform enterprises In their selection of service providers

Enterprise criteriain service provider selection

9.07
8.41 8.21

Breadth and
depth of life
sciences-specific
offerings

Life sciences
industry expertise

Quality of service
delivery

Sample: HFS Horizons, Life Sciences Study, 2023; n = 36
Source: HFS Research, 2023
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8.03

Geographic
coverage

7.48 7.45 7.38 7.24 7.24

4.72

Attracting and  Co-innovation Identifiable Use of best-of- Creative Development of
retaining talent  with clients and investments in life breed partner commercial intellectual
partners sciences technologies models property and
business and R&D
capabilities
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So, expectations for better outcomes are going to be exponentially
higher over the next two years for service providers

Primary value delivered by service providers

Bl Today B Two years from now

- : : o 72%
Ability to drive functional optimization outcomes through cost ’

reduction, speed, and efficiency

Enablement of end-to-end organizational alignment across the
front, middle, and back offices to drive unmatched stakeholder
experience—impacting employees, customers, and partners

Ability to drive ecosystem synergy via collaboration across multiple
organizations with common objectives around driving completely
new sources of value

Sample: HFS Horizons, Life Sciences Study, 2023; n = 36
Source: HFS Research, 2023
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While addressing market needs, enterprises are also reconfiguring for

the future through consolidation or spinoff events

/

Product inspired

Product-inspired spin-offs drive
multiple types of products, such
as medical devices or generic
drugs, that are different from the
parent’s primary concentration.

Examples

* Novartis spun off Sandoz into a
publicly traded business

» Merck spun off its women’s health
and biosimilar drugs into Organon

Source: HFS Research, 2023
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—
&

-

Service centric

Service-centric spin-offs deliver
services across the life sciences
value chain, including drug
discovery, clinical trials, and
manufacturing.

Examples

« Sanofi spun off its active
pharmaceutical ingredient

* In 2022, LabCorp decided to spin
off its clinical development business

Excerpt for Accenture

)
B

/

Return to the core IO

Consolidation activities and
market conditions drove pharma
to expand into consumer goods,
but they are now reverting to
their core competencies—curing
diseases.

Examples

» Johnson & Johnson is spinning off
its consumer health

» GSK completed the spin-off of its
consumer business

\

Life Sciences Service Providers, 2023 | 26



In the meantime, service providers are friends with the big boys! While
marquee names are validating, there Is excitement among the unsung

Percentage of service providers identifying big pharma as clients

50% 50%

I I | |

29%

Merck  AstraZeneca  Sanofi Johnson &
Johnson

Sample: HFS Horizons, Life Sciences Study, 2023; n = 27
Source: HFS Research, 2023
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42% 42%
38% 38%
33%
29%
Roche AbbVie Novartis Pfizer GSK Eli Lily

Excerpt for Accenture

Gilead
Sciences

25%

Bayer

25%
17% 17%
Bristol Myers  Biogen Amgen
Squibb
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Enterprise partnerships are table stakes, but segment-specific
partnerships and alliances can drive differentiation...

Percentage of service providers identifying enterprise platforms or hyperscalers as partners

59%

50%

36%

27%

23% 23% 23% 23%

18%

Microsoft ~AWS (Amazon Salesforce Veeva IQVIA IBM SAP Google Oracle
Web Services)

Sample: HFS Horizons, Life Sciences Study, 2023; n = 27
Source: HFS Research, 2023
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...a partner ecosystem that balances different types of partners to be
purpose driven will likely perform with a higher efficacy

Service provide configuration of partnerships ~—— Usual suspects —————— ,—— New kids on the block ———

aWS_t7 A\ Azure Go gle ~ RELY
45% cloudticity
ORACLE SAP4 Ui|Path
< chili ¥ Tricentis
‘ @ PEGA databricks %
.mongoDB, i"o"g snowflake Ohighradius . m whiz.ai )
<ANVIDIA. OSinequa Life science-tists —

=|QVIA :Phizzle

Digital Health & C
« BlueYonder (D) Innovation Centre

. J
Findvecure € SEANOME

Ve The nerds ~N R
M B Massachusetts : ; Stanford » amm
Enterprise  Domain specific Startups Academia I I I il Technolony @V University \'/e evd @ g’eneris l' “ !' l=
(Usual (Life (New kids (The nerds) LIFE SCIENCE
suspects) science-tists) on the block) U g:gé%’;‘;ﬁ s
PTEXAS  jyimn RESEARCH O croupsyz  Model N
Sample: HFS Horizons, Life Sciences Study, 2023; n = 27 \ . /

Source: HFS Research, 2023
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Service providers must organize for the future by being strategic and
outcome oriented rather than structured for internal capabilities

Service provider healthcare and life sciences organizational construct and rationale for choice

1 () » Service providers are
Deliver the triple ® () organized across the board,
aim of care Py o0 from independent specialized
.‘ life sciences and healthcare
® go-to-market to integrated
o organizations, with other
Optimizing entierpriste () ° “ flavors in the middle.
Investments
® ® .‘ * The organizations’ rationale

varies from wanting to

Rationale for organizational construct

® ® ® address the triple aim of care
° % et
organizational .
investments . . -
+ Directionally specialized
organizations have a better
o0 ‘. growth trajectory than
Driven by tech delivery integrated healthcare and life
vs. domain expertise sciences organizations.
Distinct healthcare and life Distinct healthcare and life sciences Integrated healthcare and life sciences
sciences organizations organizations yet connected organization with a single leader

Organizational construct

Sample: HFS Horizons, Life Sciences Study, 2023; n = 27
Source: HFS Research, 2023
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HFS Horizons: Summary of providers assessed in this report (1/2)

Providers ' .
(alphabetical order) HFS point of view

Accenture Creating a new normal by partnering with life sciences and mitigating the need to start from scratch
Akkodis The power to punch above its weight class and potential to deliver above par

Apexon Size does not matter when it comes to sophistication of solutions

Capgemini Market tenure, domain expertise, and innovation are the recipe to grow the footprint

CitiusTech The power of domain specialization and proprietary offerings provides an edge

Cognizant Confidence backed by capabilities and outcomes that matter

Deloitte Products and services continue to expand while advisory remains the tip of the spear

EY Addressing the triple aim of care strategically with investments, partnerships, and creativity
Genpact Finding value at the intersection of functional strengths and life sciences expertise

HCLTech Flexing its global footprint, technology chops, and life sciences domain expertise to drive growth
Hexaware Innovation-driven differentiators combine domain expertise and technology capabilities to deliver key outcomes

Hitachi Digital Services | Leverages the heritage of innovation to deliver high-impact solutions

Indegene A life sciences specialist with deep domain pockets and outcomes to match
Infosys Partnerships, domain expertise, and innovation propel growth
Innova Solutions Innovation and growing capability maturity can propel growth, despite the late start
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HFS Horizons: Summary of providers assessed in this report (2/2)

Providers

(alphabetical order)

KPMG
LTIMindtree
NTT DATA
Optum
Persistent
Publicis Sapient
PwC

SoftServe
Sonata Software
TCS

Tech Mahindra
Virtusa

Wipro

WNS

@ horizons © 2023 | HFS Research

HFS point of view

Transformations at the corner of advisory services and life sciences

The LTI-Mindtree merger infused the life sciences business with energy that can turn into sustainable outcomes

Innovation chops and the ability to adapt to the market needs drive progress

A significant data universe drives insights and action to impact human lives
Integrating the healthcare ecosystem to drive life sciences outcomes

Transforming experiences to enhance real outcomes sets up core differentiation
Keen consulting capabilities in life sciences, though differentiation is a struggle

Value creation at the intersection of emerging tech and domain experience

At the cusp of the next level of value proposition

Deep clinical expertise driven by a heritage of innovation continues to propel the segment forward
Strong IP and global footprint drive deep industry penetration

Uses its human-centric engineering capabilities to address life sciences opportunities
Collaborative innovation, clinical depth, and technology dominance lead the way

Reliability and flexible business models driven by tech expertise bolster growth

Excerpt for Accenture
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HFS Horizons for life sciences service providers

o | Horizon 3—Life sciences native transformation providers demonstrate

Horizon 2, plus

» The ability to drive One Ecosystem™ to find completely new sources of value

» The ability to reduce the cost of care, improve the experience of care, and influence health outcomes

+ Strategy through execution at scale with sophisticated capabilities across all value-creation levers

A culture of innovation to develop IP while adopting emerging tech to address complex industry challenges
Addressing new or adjacent markets

Majority of outcome-based contracts or other creative contracts to deliver life sciences-specific transformation
Consistently co-innovating or co-inventing with life sciences enterprises

» Referenceable and satisfied clients by impacting the triple aim

+ Driving new business models based on partnerships

Horizon 2—Enterprise business transformation providers demonstrate

Horizon 1, plus

» The ability to drive a OneOffice™ mindset to break down the barriers imposed by the value chain
» The ability to reduce the cost of care and improve the experience of care

» The ability to support clients on their enterprise transformation journey

» Global capabilities with strong consulting skills and partnerships with major players

Platform assets built ground up and augmented through inorganic assets

Addressing outcomes through proprietary or industry-specific technologies (platforms, applications) enabled
by domain experience

» Underwriting risk of implementations and technology enablement

» Referenceable and satisfied clients for the ability to enhance experience

VALUE ASPIRATION

INNOVATION SCOPE

HORIZON 1 — Disruptors

Horizon 1—Functional transformation providers demonstrate

=z

s

<5
n zZ = » The ability to drive digital transformation to digitize legacy processes
('7) 9 (a7 » Reduce the cost of care, operations, or delivery
o) /1 ODiS Q Apexon @Hitachi Digital Services 5 8 « Primarily focused on technology implementation
O Z W0 » Offshore-focused execution with strong technical skills and partnerships

; SONATA a <Z( » Addressing client-specific challenges vs. industry-oriented challenges
innﬂva WNS E » Addressing legacy processes and tactical operational challenges

Delivering functional transformation
Referenceable and satisfied clients for the ability to execute

Note: All service providers within a Horizon are listed alphabetically.
Source: HFS Research, 2023
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Accenture: Creating a new normal by partnering with life sciences and
mitigating the need to start from scratch

]
HORIZON 3 =Market Leader Strengths Development opportunities

- - .

Innovation: Accenture’s innovation has delivered

>
accenture

HORIZON 2 — Enterprise
Innovator

HORIZON 1 - Disruptor treatments.

Value proposition: Accenture offers a deliberate approach to addressing macro industry challenges .
with its deep domain knowledge, innovations to advance health outcomes, and drive to converge life
sciences and healthcare.

» Capabilities: Accenture’s life sciences business leverages its enterprise capability categories of tech,
ops, strategy, Industry X, and Song as the foundation to develop life sciences-specific solutions.

Go-to-market: Accenture’s go-to-market addresses the market by segment, including pharma,
medtech, distributors, and digital health, to drive convergence between healthcare and life sciences.

* Outcomes: A holistic 360° value framework, including financial, experience, sustainability, talent,
inclusion and diversity, and bespoke client needs, resulted in an increase of about 97% in supply chain
automation delivery and an 80% improvement in identifying drug targets. It also reduced the time to

* Customer kudos: Clients mentioned scale, innovation, and partnerships.

» Partner kudos: Its enterprise ecosystem helps drive healthcare and life sciences convergence.
Partners feel Accenture's end-to-end transformation capabilities are unparalleled.

interesting outcomes, as reflected in its 8,300+
patents, including life sciences industry applications.
Domain and tech experts can develop more industry
solutions through their innovation network and
framework.

» Customer suggestions: On-the-ground delivery

must infuse a sense of urgency, and talent needs to
be upgraded in some areas in the Americas.

» Partner suggestions: The large matrix organization

has led to some teams working at cross purposes,
impacting delivery; this must be addressed urgently. In
addition, segment-specific partnership diversity and
strengths need attention.

Relevant M&A and partnerships

Key clients

Global operations and resources

Flagship internal IP

M&A (2021-2023)
» Bionest: Strategy and consulting firm (2023)

» Eclipse Automation: Automation and robotics (2022)
» Flutura: Industrial Al company (2021)

* The Beacon Group: Growth strategy consultancy
firm (2021)

Partnership

AWS, Google, IQVIA, Microsoft, Oracle, Salesforce,
SAP, Snowflake, Veeva

Number of clients: Confidential
Key clients

Global pharmaceutical company
* Global medtech

life sciences companies

» All the top 10 largest biotech, medical
technology, and biopharmaceutical
companies in the global pharma markets

The client base includes 90% of Fortune 500

Headcount: ~20,000

Number of delivery and
innovation centers

More than 50 worldwide delivery
locations, including Advanced
Technology Centers and Intelligent
Operations Centers

* Clinical Acceleration: Technology, analytics,
methods, and operations for optimizing clinical
development

* UNIFY for Cell & Gene Therapy: Coordinating the
use of precision medicine with treatment centers,
patients, and manufacturers

« LS.Al: Analytics, algorithms, and Al/ML solutions
(including GenAl)

» Collaborative Data Services: Secure platform and
operations enabling internal and external data
collaborations
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HFS Research authors

Rohan Kulkarni
Practice Leader — Healthcare and Life Sciences Research

rohan.kulkarni@hfsresearch.com

Rohan leads the Healthcare practice at HFS, bringing to bear his vast
experience across the healthcare ecosystem. His experience includes being
the Head of Healthcare Strategy at multiple Fortune 500 companies,
Product Management leader, and CIO at two health plans. He is passionate
about the Triple Aim (improving health outcomes, reducing the cost of care,
and enhancing the care experience) and believes that health and healthcare
is a polymathic opportunity that intersects with every industry and facet of
our lives. His well-rounded experience and passion bring a practical
approach to his analyst role at HFS.

Rohan has an engineering degree from the University of Mysore, India, an
MBA from the University of Dundee & the London School of Economics in
the UK, and Product Management diploma from the Harvard Business
School.
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Mayank Madhur
Associate Practice Leader

mayank.madhur@hfsresearch.com

Mayank Madhur is an Associate Practice Leader at HFS Research,
supporting different practice leads with a horizontal focus on IoT,
Industry4.0, and Engineering. He also works with practice leads with a focus
on industry verticals (mainly across healthcare; life sciences; and travel,
hospitality, & logistics).

He holds a certificate in Strategic Management from 1IM Kashipur. Mayank
holds a Master’s in Business Administration from Birla Institute of
Technology and Science College, Pilani (BITS, Pilani University) and a
Bachelor’s in Engineering in Electrical and Electronics from Jawaharlal
Nehru National College of Engineering (Visvesvaraya Technological
University), Karnataka.
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About HFS
Insight. Inspiration. Impact.

HFS is a leading global research and analysis firm trusted at
the highest levels of executive leadership. Our mission is to
help our clients tackle challenges, make bold moves, and
bring big ideas to life by arming them with accurate, visionary,
and thought-provoking insight into issues that impact their
business.

Our analysts and strategists have deep, real-world experience
in the subjects they cover. They’re respected for their
independent, no-nonsense perspectives based on thorough
research, demand-side data, and personal engagements with
industry leaders.

We have one goal above all others: to propel you to success.
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