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STRUCTURAL IMPLICATIONS

Pharma does not have a brand
problem, a talent problem,
or a strategy problem.

It has an architecture problem.

Pharma's customer-facing infrastructure evolved appropriately around individual
brands, products, functions, and regulatory requirements. HCPs and patients, however,

experience the enterprise as one relationship and bring consumer-grade expectations
shaped by the intuitive, connected, and responsive experiences they encounter outside

pharma and healthcare. The opportunity is to connect existing capabilities around that
relationship — meeting customers where they are across the journey and enabling
every interaction to build intelligently on what came before.
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THE ARGUMENT IN BRIEF

Built Around Brands. Ready to
Meet Customers Where They Are.

Pharma's patient support, medical information, hub, and access capabilities were built brand by brand, creating deep
therapeutic expertise, clear accountability, and support tailored to each therapy. That architecture reflects how the
industry was organized and what it needed to accomplish when these capabilities were built.

HCPs and patients do not experience the enterprise brand by brand. Their needs move across medical questions,
access and affordability, therapy initiation, side-effect management, and adherence. At each point they bring consumer-
grade expectations shaped outside pharma and healthcare: recognition, continuity, simplicity, responsiveness, and
confidence that the next interaction will reflect what has already happened.

The opportunity is not to replace brand-led capabilities or dilute their expertise. It is to connect them around the HCP
and patient relationship, so the enterprise can meet people where they are, understand the context surrounding each
interaction, and help them progress without unnecessary repetition, delay, or friction.

The stakes extend well beyond convenience. They are clinical, commercial, and compliance-critical.

STRUCTURAL Connect brand-led capabilities around one continuous HCP and patient relationship.

STRATEGIC Make continuity and journey progression sources of clinical, customer, and commercial
value.

OPERATIONAL Use Al to enable enterprise-scale recognition, orchestration, compliance monitoring, and

continuous learning.
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THE CONCEPT AT A GLANCE

One Front Door. Many Brand Faces.
One Intelligent Contact Layer.

The Pharma Front Door is an Al-facilitated intelligent contact layer built at the enterprise level. It connects existing
brand and functional capabilities while preserving distinct brand voices, regulatory frameworks, and accountabilities,
giving the enterprise the shared memory, intelligence, and coordination to recognize customers and respond
appropriately in real time.

MEDICAL INFO PATIENT SUPPORT HUB SERVICES

ONE INTELLIGENT CONTACT LAYER

|

SHARED OPERATIONAL INFRASTRUCTURE
One enterprise front door. Many brand faces. One intelligence layer learning from every
conversation.

From Brand Entry Points to an Enterprise Front Door

TODAY
Distinct contact, data, and compliance capabilities organized by brand

PHARMA FRONT DOOR
One enterprise capability — shared intelligence, shared compliance, distinct brand voice

The current model reflects brand architecture. The future model connects it to the relationship architecture of
HCPs and patients.



THE PHARMA FRONT DOOR - EXECUTIVE PREVIEW

INSIDE THE FULL WHITE PAPER

What the Full Paper Covers.

The complete white paper details the architecture, the compliance model, the economics, and the phased
implementation path, the operating depth behind the concept previewed here.

01 The Brand-First Architecture and Its Next 06
Evolution

02 The Intelligent Contact Layer: A Three-Layer 07
Design

03 Regulatory Compliance as a Platform 08
Capability

04 The Al-Facilitated Operating Model 09

05 Meeting Customers Where They Are 10

Authored by:

The Conversation Intelligence Foundation

Implementation: From Brand Silos to Unified
Intelligence

The Economic Argument

Enterprise Alignment for the Front Door

Patient Support as the Value Realization Layer

Wayne Simmons (The Customer Excellence AGENCY), drawing on senior commercial leadership at Pfizer and Bayer.
CallMiner, a Leader in the Forrester Wave for Conversation Intelligence and the SPARK Matrix across four consecutive years.
Vincent G. Causerano (VGC Solutions), a pharmaceutical contact-operations compliance practitioner.

The concept is the beginning.

Learn more at CXEDNA.COM
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