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For a company to succeed in the ultra-competitive 
global biopharma landscape, it’s simply not 
enough to deliver exceptional products and 
services at a competitive price. According to the 
Demand Generation Benchmark Report, 2016, 
47% of buyers viewed 3-5 pieces of content before 
engaging with a sales rep.  Today’s senior-level 
decision makers actively seek out quality content 
to help them make educated purchase decisions 
before they will even speak with you, much less 
become loyal customers and brand evangelists. 

In today’s Information Age, content marketing 
gets three times more leads than paid search 
advertising (Content Marketing Institute, 
2017). While marketing teams know the value 
of marketing content, producing high-quality 
content can present a huge challenge to an 

inhouse marketing team. According to a recent 
survey undertaken by the Content Marketing 
Institute: Almost one-third of B2B marketers 
(32%) lack a full-time person dedicated to content 
marketing. Many organizations simply don’t have 
the bandwidth to create high-caliber content for 
attracting and retaining profitable customers.  

This article explains why organizations across the 
spectrum of life sciences, as well as CROs, contract 
manufacturing companies, service providers and 
medical software companies, turn to Informa 
Pharma Intelligence for original and compelling 
content – as well the underpinning marketing 
strategies – they need to generate awareness, 
leads and thought leadership, win market share, 
and exceed their marketing goals.

Choosing the Topic
Sometimes there is an obvious choice of content 
topic– perhaps recent legislation affecting the 
target audience has caused a stir in the news. 
Other times, it’s necessary to brainstorm on the 
best topic by researching the audience’s key 
interests and concerns and how they fit with your 
objectives, so that you’re sure you have their best 
interests first and foremost.  Then you need to (if 
you haven’t already!) seek input from the client’s 
subject matter experts so they can weigh in on the 
viability of the topic. Once you have consensus, 
you work to develop an outline, which is then 
shared with your stakeholders.

Recent hot topics include:
•  Artificial Intelligence
•  Commercialization
•  Digital Health 
•  Drug Safety
•  Formulation Strategies
•  Market Access
• Improving Manufacturing Capacity
•  Real-world Evidence
•  Regulatory and Policy Developments
•  Software as a Medical Device 

Introduction

Creating Content
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Choosing the Medium
Depending upon the objectives, timeline, topic, 
and budget, you need to select the right medium 
depending on your objectives/KPI’s. For example, 
for awareness building, an infographic may 
be chosen. Case studies or white papers are 
effective offers for lead generation campaigns, 
and E-books and articles are very useful for 
establishing thought leadership. Surveys are ideal 
for gathering industry intelligence and statistics to 
be shared in press releases and in social media. 
Clients can even sponsor e-Book chapters and 
place ads in widely read annual publications such 
as Outlook or Scrip Asia 100.

Producing the Content
In a recent survey, 50% of respondents said 
they outsource at least some of their content 

marketing, and 84% of those respondents 
put content creation at the top of the list of 
outsourced content marketing activities. The truth 
is that internal resources in today’s businesses 
are spread paper-thin, and even when there are 
inhouse subject matter experts who have the 
writing chops, they generally don’t have the time 
to devote to producing content. That’s why many 
companies turn to Informa Pharma Intelligence  
for content creation.

Next, a draft of the content should be produced 
and given to the subject expert for input before 
presenting to stakeholders. Once content has 
been approved, the graphics design team should 
produce the visual elements, which may include 
charts and graphs, custom illustrations or stock 
photography, as well as desktop design. 

Whether you’re creating the content inhouse 
or with a partner, you need to consider the 
target audience. Again, you need to question 
if you are using your own channels or relying 
on a third party to promote and disseminate it. 
Informa Pharma Intelligence's marketing team 

are experienced in selecting the right product 
or products and targeted subscriber segments 
for each outreach. We can market via email with 
dedicated landing page, through social media, our 
newsletters (first read of the day for many key 
opinion leaders), and banner ads.

Choosing the Right Campaign Audience 

https://contentmarketinginstitute.com/2019/05/outsourcing-content-creation/
https://contentmarketinginstitute.com/2019/09/content-creation-essentials/
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80% of B2B marketers use metrics to measure 
content performance, 65% have established 
KPIs, and 43% measure content marketing ROI. 
(B2B Content Marketing 2020 Report, Content 
Marketing Institute.) Once the campaign is 

complete, a member of the Informa team reviews 
detailed results with the client and discusses 
ways to build and improve upon the results 
for subsequent campaigns to increase ROI and 
maximize learning.

For information about how Informa Pharma 
Intelligence can boost your marketing efforts 
please contact us.

We never produce advertorials; all content must 
have tangible educational or informational value 
to the intended audience. 

Informa Pharma Intelligence  are known for 
our high-quality content and inhouse expertise, 
with a full 80% of our business coming from 
paid subscribers who rely on us for market 
intelligence, analysis and insights. Clients benefit 
enormously from attaching their brand to the 
trust our subscribers place in us. We value that 
trust because it’s what builds long-term subscriber 
loyalty. We seek to earn that same level of 
trust from our clients by going the extra mile to 
produce exceptional ROI for every campaign.

Some of our products, such as Scrip, Pink Sheet, 
and Medtech Insight, have been in the industry 

for decades and are recognized for their market-
leading information worldwide. Our competitors 
cannot come close to the level of deep inhouse 
expertise Informa Pharma Intelligence  provides. 

Clients may choose from a range of audience 
selection criteria, ensuring they get in front of 
precisely the right target audience. With more 
than 20 brands, our clients can market across 
brands to reach audiences interested in strategic, 
commercial and regulatory topics within with 
same or different industry segments.

Campaign Measurement

About Informa Pharma Intelligence

Why Companies Choose Us

http://pharma.intelligence.informa.com/ms-thought-leadership?src=Whitepaper
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Informa Pharma Intelligence subscribers are 
senior level decision makers and key stakeholders 
in every area of life sciences, as well as health and 
wellness, and generics and biosimilars. They rely 
on our news, intelligence, and analysis and our 
many in house experts to give them the insights 
they need to win over the competition.

Informa Pharma Intelligence have created scores 
of quality assets to meet specific audience 
interest and client objectives, including white 
papers, E-books, articles, surveys, roundtables, 
interviews, podcasts, infographics, case studies, 
and webinars.

By focusing on client objectives, leveraging 
inhouse marketing and subject area expertise, 
executing flawlessly and analyzing results, 

Informa Pharma Intelligence provides real value 
to clients so they can meet business and financial 
objectives.

Our Subscribers

Conclusion

Roundtables have become increasingly popular 
for their ability to engage senior decision makers 
on compelling topics for highly targeted lead 
generation and reinforcing thought leadership. 
Once a topic is chosen, we work with the client to 
produce a wish list of the types of companies they 
want at the roundtable, which could be clients of 
theirs, ours, or not related at all. Informa Pharma 
Intelligence handles the invites and organizes the 
logistics for the live roundtable which take about 
three months to produce. Sometimes we schedule 
have the roundtable in conjunction with an event, 
such as an industry show or awards dinner. 

In addition to getting face-to-face time with 
hand-picked decision-makers at the roundtable 
event, clients benefit from their candid insights. 
Professionals in the biopharma industry love to 
participate in roundtables for the networking 

and strategic opportunities, and the chance to 
participate with other well-respected thought 
leaders in an Informa-led event. 

Once the event takes place, the team produce a 
report for the client, edited by one of our over 60 
senior editors, journalists and analysts worldwide. 

Spotlight: Roundtables
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Informa’s Pharma intelligence is home of the 

world’s leading pharma and healthcare R&D 

and business intelligence brands – Datamonitor 

Healthcare, Sitetrove, Trialtrove, Pharmaprojects, 

Medtrack, Biomedtracker, Scrip, Pink Sheet, In 

Vivo. Pharma intelligence’s brands are trusted 

to provide over 3000 of the world’s leading 

pharmaceutical, contract research organizations 

(CRO’s), medical technology, biotechnology 

and healthcare service providers, including the 

top 50 global pharma and top 10 CRO’s, with 

an advantage when making critical R&D and 

commercial decisions.

Pharma Intelligence offers a range of marketing 

solutions to help you raise awareness, generate 

leads and promote thought leadership with key 

decision makers in the industry. From banner 

advertising and list rental, to content marketing, to 

webinars, survey and sponsorship of prestigious 

Pharma Intelligence Awards, we can work with you 

to ensure you stand out and get the results you 

need. Contact us today to find out how we can 

work together to help you achieve your pharma 

marketing goals.

To find out more about our marketing solutions please visit:
http://pharmaintelligence.informa.com/marketing-services

http://pharmaintelligence.informa.com/marketing-services

