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Overview

The client, an American biopharmaceutical company, specializes in treating specific diseases. Their
primary challenge was to develop a comprehensive system that offered visibility into the most
effective sales channels within the regulatory framework. This system was essential for
optimizing resource allocation and managing costs efficiently.

Recognizing the intricacies of the healthcare market, particularly the critical role of healthcare
professionals (HCPs) in prescribing medications, the client sought a solution that could unravel
which channels and messages were driving their prescribing behaviors.



Client Background and
Challenge

A leading American biopharmaceutical company, our client wanted to understand and influence
prescribing behaviors among HCPs. They were facing challenges such as:

Identifying the factors and digital touchpoints that influenced HCPs to prescribe their drugs.
Gaining visibility into the most effective sales channels within regulatory constraints.
Understanding which channels and messages drove positive prescribing behavior.
Optimizing campaigns and delivering personalized experiences.

Our Approach and Solution

® Tech Mahindra developed a data-driven solution powered by Al and ML, employing a multi-touch
attribution model to enhance digital marketing effectiveness.

® The solution helped identify key influencing channels among the six different digital touchpoints.

® The solution utilized GCS, GCP BigQuery, and Looker Studio to analyze historical data and
generate insights for sales representatives.

® The next best action recommendation engine generated attribution for each channel's
effectiveness in conversion from non-prescribers to prescribers.

Tech Stack: GCS, Vertex, GCP BigQuery, and Looker Studio

Business and Community Impact

Enhanced

understanding of Provided Improved
marketing strategic sales resource
channel optimization allocation
effectiveness

Improved Optimized

targeted marketing

investments investment



About Tech Mahindra

Tech Mahindra (NSE: TECHM) offers technology consulting and digital solutions to global enterprises
across industries, enabling transformative scale at unparalleled speed. With 150,000+ professionals
across 90+ countries helping 1100+ clients, TechM provides a full spectrum of services, including
consulting, information technology, enterprise applications, business process services, engineering
services, network services, customer experience & design, Al & analytics, and cloud & infrastructure
services. It is the first Indian company in the world to have been awarded the Sustainable Markets
Initiative’s Terra Carta Seal, in recognition of actively leading the charge to create a climate and nature-
positive future. Tech Mahindra is part of the Mahindra Group, founded in 1945, one of the largest and
most admired multinational federation of companies. For more information on how TechM can partner
with you to meet your scale at speed™ imperatives, please visit https://www.techmahindra.com/.
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