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Q4 In 2014 how much new business has
your agency won with pharma clients
WITHOUT going through any sort of a pitch
process?

Answered: 48 Skipped: 0

less than 25%

75-100%

I don't know

90% 100%




Q5 In your experience, how often is a
procurement department now involved
directly in a pitch process with pharma?

Answered: 48 Skipped: 0

Always

Nearly always

I don't know

60% 70% 80% 90% 100%







Q6 What criteria do you think procurement
specialists should be considering when
contracting services (tick all that apply)?
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Whole-life

e 12.50%

Quality

Value for money

Lowest cost

Timeliness

Financial
stability

Confidentiality

Consistency of
performance

Regulatory
compliance

Customer
experience

Geography

References

Specific
Technology

I don't know

90% 100%




Q7 In practice, what do you think is the top
criteria for pharma procurement specialists
when making contracting decisions?
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Whole-life
costs

Quality

Value for money

Lowest cost

Timeliness

Financial
stability

Confidentiality

Consistency of
performance

Regulatory
compliance

Customer
experience

Geography

References

Specific
Technology

I don't know

80% 90% 100%




Q8 In your experience, when asked to
provide framework costings do pharma
procurement teams provide realistic
specifications?
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Sometimes

I don't know

70%

80%

90% 100%







Q9 In your experience, when pharma
procurement teams provide specifications
for framework costings, are they in
alignment with known client SOPs?
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Sometimes

I don't know

80% 90% 100%




Q10 How often in 2014 has your agency
been asked to provide data to pharma
procurement teams that you considered to
be inappropriate to disclose?
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Sometimes

I don't know

90% 100%







Q11 In your experience, how often do you
get feedback following a pitch process with
pharma, whatever the result?
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I don't know

90% 100%




Q12 In your experience, does pharma
procurement generally provide regular
feedback to an incumbent agency through a
structured process? (eg. supplier review
meetings)?
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Sometimes

I don't know

80% 90% 100%




Q13 In your experience, is your agency ever
asked by pharma procurement teams to
provide feedback on the experience of
working with their company?
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Sometimes

Rarely

We never talk
directly wit...

I don't know

90% 100%







Q14 With the advent of US Sunshine and
Open Payments reporting and the
forthcoming EFPIA transparency

requirements how confident are you that

pharma procurement teams will fully accept
the increased costs of administration for
the agencies?
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Very confident

Somewhat
confident

Uncertain

Somewhat
lacking in...

Not at all
hopeful

I don't know

90% 100%










Question 15: Please add any additional relevant thoughts or
insights you have, if you have them.

We are sometimes penalised for being transparent in our budgets
by being told we are too expensive when being compared to
another agency who have been given a different specification by a
different client team. Comparing like with like is not always done
and is where many Procurement teams fall down in their decisions

Procurement is often seen as the enemy - it isn't - they can be a great
ally. They add a level of scrutiny to budgets which in many cases IS
appropriate and in my experience, if you can justify your budget
they will let it go - they just do not like wooly statements "client
liaison" - they like to have some details of what that might be.



