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Executive Summary

Life sciences firms, including pharmaceutical, biotechnology, biopharmaceutical and medical device
companies, are experiencing a significant shift in business strategies and approaches. This change is
driven by progress in medical sciences, surging merger and acquisition (M&A) activity, supply chain
disruptions, impacts of inflation and higher operating costs, global events like the pandemic and increasing
regulatory pressures. These factors are compelling organizations to innovate and adapt more quickly,
thereby prioritizing agility.

To navigate this dynamic environment, life sciences companies are adopting cutting-edge technologies
like artificial intelligence (Al), machine learning (ML), cloud computing and advanced analytics. They are
decentralizing clinical trials and utilizing cloud-based applications, telemedicine platforms and patient
portals to help streamline processes and foster greater collaboration. Organizations invest in these
capabilities to generate operating efficiencies, fuel automation, reduce time to market and spur innovation.

These technology-driven solutions are also being leveraged to fast-track value realization from M&A
deals, driving growth amid expiring patents. And with the demand for transparent supply chains in a
rapidly evolving regulatory landscape, they offer an operationally efficient approach to accountability and
compliance.

By embracing advanced technologies that catalyze digital transformation, life sciences organizations
position themselves to meet industry challenges and thrive in this new era. Those who fail to do so risk
falling behind more agile and innovative competitors.

A Focus on Fit-for-Purpose Data

With a priority on business agility and digital modernization, life sciences companies are streamlining their
data practices. Firms need high-quality data they can trust as they rapidly scale how they utilize advanced
technologies, including applications involving generative Al. Leveraging data that is accessible, trustworthy
and fit for purpose is central to accelerating research and development (R&D) and producing financial
benefits for stakeholders. A comprehensive, cloud-native, data management platform helps enable fit-for-
purpose data, which means data that is:

» Timely, complete and accessible, particularly data that flows to and from systems and applications that
fuel R&D operations

 Valid and relevant, reflecting the truth about customers, materials, products and suppliers

» Clean, trustworthy and free from defects to ensure precision and operational performance
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* Transparent, with end-to-end visibility into the source and context of the data
» Governed, to ensure proper usage of existing data to run the business
* Understood by every business user with a legitimate need for access regardless of their role or tenure

The Informatica Intelligent Data Management Cloud for Life Sciences

To power digital transformation and deliver fit-for-purpose data, Informatica offers the Intelligent Data
Management Cloud™ (IDMC) for Life Sciences. IDMC is the industry’s first and most comprehensive Al-
powered data management platform. The solution includes industry-specific capabilities and accelerators
designed to speed time to value for life sciences firms. With IDMC, organizations specializing in life
sciences can efficiently handle the complex challenges of dispersed and fragmented data within their
highly regulated industry. Companies can truly innovate with their data on virtually any platform, including
multi-cloud and hybrid environments.

While digital transformation using IDMC offers significant opportunities for business improvement,
they are not always obvious or straightforward. This means that chief data officers (CDOs), enterprise
architects and other data leaders must communicate the value of these opportunities in language that
business stakeholders use and understand. This paper details five opportunities for value realization
inspired by business value assessments (BVA) we have done with clients.

These include:

» Faster time to value with improved trial management
» Accelerated time to market for new products

e Margin growth with improved transparency

» Optimized material spend and manufacturing costs
e Reduced risk of compliance

* Reduced cost and effort integrating acquired companies
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A Life Sciences Business Value Assessment

The BVA example in this paper focuses on a representative enterprise in life sciences attempting to
turbocharge its digital transformation. We will also show how organizations of other sizes might find
opportunities for value with IDMC services.

Yearly IDMC Value Opportunity (Medium Scenario)

Cumulative Value Opportunity $13,364,939

Faster Time to Value With Improved Trial Management $3,728,039

Margin Growth With Improved Transparency $3,283,900

Optimized Material Spend and Manufacturing Costs $3,008,000

Reduced Cost of Compliance $1,725,000

Reduced Cost and Effort Integrating Acquired Companies $1,620,000

In the sections that follow we provide additional details regarding the assumptions, data and calculations
used to quantify the value opportunities depicted above. We'll note here that we refer to three scenarios —
low, medium and high — to estimate the ranges of potential outcomes from better data
management practices.

Value Opportunity One: Faster Time to Value With Improved Trial Management

Life sciences innovation revolves around developing promising new therapies and assessing their efficacy
through rigorous tests. However, this endeavor is fraught with risk: the vast majority of assets do not prove
to be sufficiently effective during trials to warrant commercialization.

But for those that do, the rewards can be immense. The faster that participants can be identified and

recruited, and results collected and reviewed, the quicker the organization can begin to reap the financial
benefits of its innovation. Data is at the core of these pursuits. IDMC can be a game-changer in managing
the massive amounts of research and trial-related data efficiently, rapidly and accurately. Let's explore how.
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Faster Time to Value With Improved Trial Management

For an organization that hopes to bring a therapy to the market, any means to accelerate the various stages of clinical trials
can have an enormous impact. Not only can value be realized faster, but also value may be generated during a period when the
therapy would otherwise still be in development, potentially ceding first-mover advantage to competing treatments.

IDMC can help provide significant gain to life sciences concerns by accelerating data-intensive tasks. These can include
recruiting participants in the broadest range of geographies and assimilating vast repositories of data generated from third-
party CROs, healthcare providers, research institutions and internal sources. IDMC can also help incorporate real-world data into
predictive models that support more efficient clinical trials and ultimately guide scientists to meaningful conclusions.

Though the trials themselves may be of a fixed duration, modern data practices generated by IDMC can speed up trial
management through accelerated preparation and collation of data. The result may be an increase in
commercialization duration.

I T T T

Per trial management

Average assets in trial / year 13 dashboard
o . o Historical average from past

Expected % of assets to pass trial 10% 10 years
Expected assets to pass trial / year 1.3 Calculation
AVerage time in deVelOpment + trial 60 Historical average from pas’[
per asset (months) 10 years
Reduction in expected o o o Estimate focusing on data
duration of trials L% e = management tasks
Expected months of 194 290 397 Calculation
commercialization created / year
Additional revenue earned / year /

) ) $200 $200 $200 Average per rev ops
asset in production (SM)
Expected add'l revenue earned / year $3,227,740 $4,841,610 $6,455,479 Calculation
FTEs made available for o o o
value-added work 77% 77% 77% Per 10K
Annual associated value $2,485,360 $3,728,039 $4,970,719 Calculation
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Value Opportunity Two: Margin Growth With Improved Transparency

For any business operating in life sciences, attempting to nudge profit margins upward can be challenging.
In most institutions that acquire products themselves or authorize purchases on behalf of others, such as
healthcare providers, government entities and private insurance companies, the acceptable price range for
therapies is tightly monitored and controlled.

However, on certain occasions there may be opportunities for sellers to nudge margins even slightly.
These opportunities rely on those who negotiate pricing having a complete understanding of the entirety
of the organization'’s relationship with a customer, distributor or partner. Even with data scattered across
various repositories and systems, this understanding remains valid. IDMC offers that kind of transparency,
instilling confidence in the information provided and puts negotiators in the best possible position to
negotiate favorable pricing.

Margin Growth With Improved Transparency

Organizations aiming to maximize profitability in this highly regulated sector must explore opportunities to boost margins.
For instance, a sales manager facing the task of explaining terms to a purchasing agent using outdated data may encounter
challenges and inefficiencies due to the complex dynamics involved with distributors, customers and partners.

Our industry BVAs have shown that unifying and clarifying customer, partner and distributor data across the enterprise can
help achieve higher margins on a subset of transactions than currently realized.

IDMC provides a more complete, usable, reliable and accessible view of customers, partners and distributors, including their
activity across geographies. This comprehensive view can enable awareness of the organizational complexity inherent to many
purchasers of medical products. In addition, with better analytics derived from improved data reliability and completeness, the
organization is more likely to identify emerging trends and act upon them.

Improved margins earned on a certain fraction of the organization's business are likely a result of this improved transparency
enabled by IDMC.

I R T T
Total net sales (SMs) $32,839 Per recent annual report

Conservative-leaning estimate

0, el 0,
% of all revenue eligible for 5% by rev ops department

Total sales eligible for improved

$164.2 Calculation
margin (SMs)
. o o ® Estimate per rev ops
Expected improvement on 1.5% 2.0% 2.5% department
Resulting gross margin 78.5% 79.0% 79.5% Calculation
Annual associated value $2,462,925 $3,283,900 $4,104,875 Calculation
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Value Opportunity Three: Optimized Material Spend and Manufacturing Costs

Sourcing and manufacturing products in this sector require precision, thoroughness and care at every
stage. Ensuring that patients have access to therapies that meet or overachieve when measured against
tolerance guidelines is critical, given the vital nature of the materials produced.

Beyond that core imperative, firms operating in life sciences have an incentive to produce goods in the
most reliable, repeatable and cost-effective manner possible. That goal may be challenging to achieve when
data related to raw materials, finished products and suppliers is unconnected, incomplete and inaccurate.

Firms may find that sourcing and production costs for a portion of its material spend may be lower than
otherwise with modern data management practices driven by IDMC.

Optimized Raw Material Spend and Manufacturing Costs

To consistently achieve acceptable levels of product quality, organizations require modern data practices and access to
complete and reliable supplier, material and product data.

Furthermore, companies specializing in life sciences are inherently intolerant of potential disruptions in the supply chain,
necessitating access to data from multiple providers of key elements in the production process.

IDMC enables supply and product management professionals and manufacturing specialists to have a clear, complete and
reliable view of all facets of the supply chain. This view represents unified and harmonized supplier and material data with
common definitions and transparent lineage across systems.

As a result, we expect firms leveraging IDMC to improve quality, reliability and cost-effectiveness throughout the supply chain.
Such organizations may experience lower costs on a subset of total material and manufacturing spend.

I N T T

Total cost of product sold (SMs) $7,520M Per 10K
Average annual spend: 2% Estimate per supplier
hardware refreshes management team
Average annual spend: power $150.4 Calculation
Average annual spend: 1% 2% 39% Projection per supplier
data center and related management team
Annual associated value $1,504,000 $3,008,000 $4,512,000 Calculation
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Value Opportunity Four: Reduced Costs of Compliances

Life sciences organizations must closely monitor compliance requirements, given their extensive
regulation by global government agencies and regulatory bodies. Firms in this sector must carefully
profile and cleanse their data assets, with an eye toward consistency with the evolving Identification of
Medicinal Products (IDMP) standards when applicable. Automating tasks for data asset cataloging and
standardization significantly aids organizations in meeting compliance requirements with minimal effort
and cost. Managing and controlling relevant data throughout the enterprise with IDMC can not only help
such institutions satisfy regulatory requirements but also reduce the costs of compliance.

Reduced Cost of Compliance

In life sciences, firms grapple with unceasing regulatory demands. These requirements not only evolve and grow in scale over time,

but also encompass a multitude of localized regulatory entities, each imposing its own rigorous guidelines that demand meticulous
consideration. As the burden of regulatory pressures increase, firms in the sector should automate data management where feasible to
meet the broadest possible range of regulatory requirements.

IDMC delivers a trusted, 360-degree view of data while also providing critical governance capabilities. This enables firms to deliver to
regulators not only requested data, but also the metadata and lineage often required.

When done manually, these tasks can be time-consuming and prone to error. IDMC provides automation and machine learning to
expedite certain tedious tasks related to data collection and standardization, freeing personnel to do higher level work that requires
expert judgement. While it won't relieve the organization of its regulatory burdens, IDMC may play a significant role in helping life
sciences organizations satisfy requirements with more precision, repeatability and transparency, and also with less manual effort
and cost.

I N T T

Total compliance professionals

) 120 Per HR report
and related parties
Average percent of time devoted 259 Estimate per data
to data-related activities ’ management leadership
Total full-time equivalent (FTE) )
30.0 Calculation

level of effort

Estimate per compliance

Expected reduction in effort 40% 50% 60% team
Total FTEs made available for other, )
value-added work 12.0 15.0 18.0 Calculation
Average fully burdened

compensation / compliance FTE $115,000 $115,000 $115,000 Per HR report
Annual associated value $1,380,000 $1,725,000 $2,070,000 Calculation
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Value Opportunity Five: Reduced Cost and Effort Integrating
Acquired Companies

In many organizations operating in the life sciences sector, leadership may embark on M&A activity to
acquire key technologies or products not offered in their therapeutic portfolio. Though such activities may
ultimately prove financially accretive, the time required to integrate a newly acquired organization may
extend beyond initial timelines.

As a result, the organization does not reap the expected rewards of M&A activity until later than projections
made during planning. Organizations with a modern data management platform, process and strategy
may find it easier and faster to integrate acquired entities, enabling the organization to realize value during
a period when integration activities would otherwise still be in process.

Reduced Cost and Effort Integrating Acquired Companies

It is challenging to integrate an acquired organization when data practices from the acquiring or acquired entities are based on
legacy platforms and practices. Often data quality issues can grow exponentially when merging customer, product, material
and financial data between multiple systems. Though managing duplicate and near-duplicate records may be the most obvious
problem, more significant issues with data quality, access and transparency can lurk beneath the surface.

To reap the expected benefits of merger activities as quickly as possible, organizations are likely to find that an advanced data
toolset and practices are critical. IDMC offers the capabilities and versatility to help firms achieve their desired outcomes.

IDMC can accelerate post M&A time to value by standardizing data across applications using pre-built data transformation
and data quality rules. IDMC can also do this by providing transparency into the source and context of data assets across the
combined enterprise. As a result, organizations may realize the operational value of corporate restructuring activities during a
period when organizations with less modern data practices and tools might still be managing the project.

L ln Medum Hh Noes

Number of M&A events

1.5 Average over last 10 years
expected / year
Average integration time 13 Per corporate development
required / event (months) records
Reduction in time reqUired Estimate per corporate
20% 30% 40%
to realize value ° ° ° development
Number of months of value created )
) . 54 8.1 10.8 Calculation
per year (otherwise still in process)
Average monthly business value Average per events over last
created / M&A event $200,000 $200,000 $200,000 10 years
Annual associated value $1,080,000 $1,620,000 $2,160,000 Calculation
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A Representative BVA

Benefit calculations like the ones above may be leveraged in the construction of a business value
assessment (BVA). A BVA is a financial model built by a project manager or analyst to help make
an informed decision as to whether a proposed investment is in the best financial interest of the

organization's owners and other stakeholders.

A BVA often takes the form of a return on investment (ROI) analysis. It may also be known as a business
case or a cost-benefit analysis (CBA). So that there is no confusion, our practice is to use the terms “BVA

nou

“business case,” “CBA" and “ROI" interchangeably.

To illustrate how one may construct a BVA, we will focus on a hypothetical representative organization
considering an investment in IDMC. This BVA for the representative organization, Peterson-Mayer-Fischer
& Company (PMFC), leverages our experience in speaking with and building BVAs on behalf of hundreds of
organizations over the past ten years.

In this example, PMFC has its origins in the early twentieth century, when two Swedish physician-chemists,
Karl Peterson and Josef Mayer, innovated therapies for a range of infections including sepsis and

pneumonia. They offered treatment, often free of charge, to local patients and refugees fleeing violence
elsewhere in Europe and abroad. PMFC achieved a range of breakthroughs in pharmacology and related
treatments. In 1947, the company merged with a large French chemical conglomerate, and it added several
smaller firms across Europe in the years that followed.

PMFC now has more than 20,000 full-time employees around the world and major research centers in
Stockholm, Kyoto and Durham, North Carolina. Among its in-house staff and advisors are two former
Nobel Prize winners and a wide range of acclaimed chemists, biotechnologists and leaders in related
specialties. PMFC enjoys a global reputation for excellence and innovation in science and has enabled a
healthy return to shareholders of its common stock, particularly in the most recent decade.

As PMFC has grown its portfolio of marketable therapies through both in-house innovation and
acquisitions, management has become concerned that the enterprise’s scale has diminished its
responsiveness to rapidly emerging scientific advancements and market conditions. Given the nature of its
mission, effective management of massive volumes of data is critical to the organization’s success. And
too often, management feels PMFC has fallen short.
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Among the many data-related challenges and opportunities experienced at PMFC are:

« Difficulties related to the recruitment of participants for large-scale centralized and de-centralized
clinical trials, and subsequent trial management and resultant collection

* Inconsistent data spread across a wide range of on-premises and cloud platforms, many inherited from
acquired organizations

* Rapid advancements in the underlying science and therapeutics to still consider

* Supply chain disruptions that require flexibility in supplier management, manufacturing processes
and materials

* Anincreasingly burdensome regulatory environment with disparate needs from various government
bodies around the world

* Arapidly changing competitive landscape with health providers, insurers and competitors engaging in
merger activity at an unprecedented rate

* A prevailing concern that certain analytics are incomplete or misleading, leading some to believe that
certain strategic decisions are being made in a less-than-informed manner

Few at PMFC would contest that these were formidable challenges, but it was unclear whether addressing
these issues would justify allocating company resources to a comprehensive data platform. Betsy
Flanagan, the newly installed CDO, suspected that a platform like IDMC would solve many of the issues
impacting the organization.

Betsy turned to the organization's project office team to conduct a business value assessment of IDMC,
applying financial scrutiny before committing to a deployment. Margot Donaldson, a senior analyst on the
project office team, agreed to take on the project.

Margot engaged in discussions with personnel from various departments, including research and
development, trial management, compliance and government relations, information security/IT, finance,
procurement, logistics, manufacturing management, human resources and others. In those meetings,
Margot learned of several critical weaknesses or opportunities for improvement as they related to
current practices.

Based on these conversations, and leveraging guidance from Informatica, Margot constructed five
financial benefits or use cases as the basis for the discussed opportunities. We depict these benefits
earlier in this paper.
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Cash Flow

Leveraging the five quantified benefits, Margot built three projected cash flows — one for each of the
benefit scenarios (low, medium and high). For the first year, she eliminated the realization of value during
the expected deployment period and reduced the expected impact for the remainder of that year. Margot
has not yet compiled expected costs from internal resources and solution vendors. So, for now, she has
benefit-only analyses. Results follow:

Low Scenario

Value Opportunity #1:
Faster Time to Value
With Improved Trial
Management

$1,242,680 $2,485,360 $2,485,360 $2,485,360 $2,485,360 $11,184,118

Value Opportunity #2:
Margin Growth With $1,231,463 $2,462,925 $2,462,925 $2,462,925 $2,462,925 $11,083,163
Improved Transparency

Value Opportunity #3:
Optimized Material
Spend & Manufacturing
Costs

$752,000 $1,504,000 $1,504,000 $1,504,000 $1,504,000 $6,768,000

Value Opportunity #4:

Reduced Costs $690,000 $1,380,000 $1,380,000 $1,380,000 $1,380,000 $6,210,000
of Compliance

Value Opportunity #5:
Reduced Cost & Effort

Integrating Acquired $540,000 $1,080,000 $1,080,000 $1,080,000 $1,080,000 $4,860,000

Companies

Total Value

Opportunity $4,456,143 $8,912,285 $8,912,285 $8,912,285 $8,912,285 $40,105,281
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Medium Scenario

Value Opportunity #1:
Faster Time to Value
With Improved Trial
Management

Value Opportunity #2:
Margin Growth With
Improved Transparency

Value Opportunity #3:
Optimized Material
Spend & Manufacturing
Costs

Value Opportunity #4:
Reduced Costs
of Compliance

Value Opportunity #5:
Reduced Cost & Effort
Integrating Acquired
Companies

$1,864,020

$1,641,950

$1,504,000

$862,500

$810,000

$3,728,039

$3,283,900

$3,008,000

$1,725,000

$1,620,000

$3,728,039

$3,283,900

$3,008,000

$1,725,000

$1,620,000

$3,728,039

$3,283,900

$3,008,000

$1,725,000

$1,620,000

$3,728,039

$3,283,900

$3,008,000

$1,725,000

$1,620,000

$16,776,177

$14,777,550

$13,536,000

$7,762,500

$7,290,000

Total Value
Opportunity

$6,682,470

$13,364,939

$13,364,939

$13,364,939

$13,364,939

$60,142,227
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High Scenario
Value Opportunity #1:

Faster Time to Value
With Improved Trial
Management

$2,485,360 $4,970,719 $4,970,719 $4,970,719 $4,970,719 $22,368,236

Value Opportunity #2:
Margin Growth With $2,052,438 $4,104,875 $4,104,875 $4,104,875 $4,104,875 $18,471,938
Improved Transparency

Value Opportunity #3:
Optimized Material
Spend & Manufacturing
Costs

$2,256,000 $4,512,000 $4,512,000 $4,512,000 $4,512,000 $20,304,000

Value Opportunity #4:

Reduced Costs $1,035,000 $2,070,000 $2,070,000 $2,070,000 $2,070,000 $9,315,000
of Compliance

Value Opportunity #5:
Reduced Cost & Effort

Integrating Acquired $1,080,000 $2,160,000 $2,160,000 $2,160,000 $2,160,000 $9,720,000

Companies

Total Value

Opportunity $8,908,797 $17,817,594 $17,817,594 $17,817,594 $17,817,594 $80,179,174
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Value Opportunity Across Scenarios
$90
$80

§70

$60

$50

$40

Millions

$30 Benefit
Range

$20

$10

I 1 1 1 1 I
Project Initiation Year One Year Two Year Three Year Four Year Five

Five-Year Aggregate Value

500 [ Value Opportunity #5:
Reduced Cost & Effort
380 Integrating Acquired Companies

B Value Opportunity #4:

870 :
Reduced Costs of Compliance

$60

Il Value Opportunity #3:
Optimized Material Spend
& Manufacturing Costs

850

Millions

$40
B Value Opportunity #2:
Margin Growth With Improved
Transparency

$30

$20

[l Value Opportunity #1:
Faster Time to Value With Improved
Trial Management

$10

Low Medium High

An initial review of the five expected value opportunities included in the BVA resulted in a post-
implementation annual value between $8.9 million (low) and $17.8 million (high). If the costs of deploying
and maintaining IDMC inclusive of software subscription, professional services and training are lower than
projected benefits, then the investment would likely be accretive.
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Summary

The preceding section describes how a representative organization in life sciences could benefit from the
capabilities of the IDMC platform. This is a hypothetical example informed by our experience.

IDMC is a common platform for a variety of cloud data management services, including data ingestion,
data integration, data quality, data catalog, data marketplace, master data management, data
preparation, etc. Because it enables subsequent initiatives, the expected financial impact of deploying
IDMC may far exceed those realized in the initial phases of deployment.

The versatility of IDMC allows an organization to initiate its digital transformation by adopting one or a few
services and easily expanding to others. Based on our experience, deploying more IDMC services leads
to a positive financial impact that grows in a compounded manner, rather than linearly. In other words,
for your organization, the opportunity for financial impact may increase exponentially as additional IDMC
services are added, thanks to the interoperability of these services.

Get In Touch

Informatica helps organizations of all sizes, in every industry and around the globe, generate more value
from their data. If you'd like to discuss a business value assessment specific to your organization, please
contact us for more information.
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Appendix

A. BVA Best Practices

Organizations often encounter opportunities to earn a potential benefit in the future after committing funds
today. Often these opportunities relate to the potential acquisition of a technology. Determining whether
to move forward or to stand put can be difficult. How can the organization evaluate the technology

investment opportunity in an analytical, dispassionate way and increase the likelihood of making the right
decision?

BVAs are routinely employed by companies looking to make informed decisions about the deployment

of their financial resources, particularly in cash-constrained environments. Given that an enterprise likely
cannot fund all possible projects that it is considering, a BVA is a tool to aid in rational decision-making on
investments of sufficient magnitude.

Over the course of conducting several hundred BVAs at Informatica, we have compiled best practices that
we recommend to organizations considering a technology acquisition:

Best Practice #1: Be conservative in all projections and assumptions

The ethos of being conservative means making projections that represent the highest likely costs and
lowest likely benefits. A BVA that produces impressive financial metrics despite a conservative mindset
can be very persuasive. A BVA that relies on aggressive assumptions is analytically dubious and unlikely
to withstand scrutiny. Aggressive projections undermine the credibility of the analyst; there is no easier
way for a financial gatekeeper to reject a cost-benefit analysis than to declare that the projections are
aggressive.

Best Practice #2: Emphasize transparency in all values and calculations

If a reviewer evaluating a BVA cannot easily ascertain how an assumption is determined, or how a
calculation is derived, then the reviewer may become concerned that an insufficiently conservative
approach has been embraced. Even if the reviewer does not harbor this suspicion, an opaque analysis
risks muddying “the story” of the project. The best practice is to generously annotate the sources,
assumptions and calculations which underlie a cost-benefit analysis.

Because of its transparency, Excel is typically a better format than a “black box” online calculator.
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Best Practice #3: Follow up and measure post-implementation results

A commonly overlooked component of the business case analysis process is to track actual project
outcomes and financial impact. That this is rarely accomplished is understandable; in a busy environment,
the analyst often moves to the next project assessment without tracking the outcome of previously
approved projects.

This is unfortunate. By tracking actual results, analysts can measure the accuracy of initial projections.
The analyst may change his or her BVA methodology and practices as a result of those findings. The

outcome will be the production of BVAs that are more meaningful and reliable than would have otherwise
been the case.

Best Practice #4: Use scenarios to reflect ranges of potential outcomes

Even if you have perfect clarity about the current state, and even if you have relevant post-implementation
results that you can reference, it is rare that you can predict the future with absolute precision. It is far
more credible (and honest) to admit the inherent uncertainty of projecting the future state across a range
of potential scenarios.

Our practice is to perform a future state across three potential scenarios: low, medium and high.

Our experience over the years has been that reviewers of BVAs appreciate reviewing a complete
perspective of potential outcomes.

B. Value Grid for IDMC

The representative BVA that we depict in this paper describes the process of building a hypothetical
business case for an enterprise considering IDMC.

The benefits we have illustrated may or may not be consistent with the ones that your organization might
experience, or that your organization most values. At Informatica, we have seen this diversity of value
opportunities across the BVAs we've conducted over the last ten years; there is a very broad range of
potential impacts resulting from better data management practices.
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The value grid below depicts a selection of potential benefits for organizations and across a range of scale:

Organizational

Scale

Upto $1B
Organization

$1B-10B
Organizations

$10+B
Organizations

State / Local &
Higher Ed / Public
Sector

informatica.com

Cost Controls

Reduced spend on data
repositories

Reduced logistics costs

Reduced spend with non-
strategic suppliers

Reduced contact center
costs

Reduced employee
attrition

Reduced costs of poorly
targeted advertising

Reduced costs
maintaining legacy
systems

Improved transparency
leading to improved
negotiating leverage

Revenue
Enhancements

Increased order rate

Improved revenue
forecasting

Improved customer
service and retention

Improved margin on
selected sales

Increased cross-sell /
upsell

Faster time to value on
data-intensive initiatives

Faster training for
improved competency of
new staff

Improved subscription
rates

20

Productivity
Impacts

Reduced effort cleansing
data

Reduced effort
monitoring data quality

Increased business self-
service

Reduced costs from
patching / upgrades

Reduced effort
harmonizing /
synchronizing data

Reduced effort by IT
preparing data

Reduced effort by IT
responding to emergency
data events

Reduced effort
managing metadata

Compliance and
Other Impacts

Faster response to
emerging opportunities
/ threats

Improved tax compliance

Reduced expected
losses from breach event

Reduced pollution
following asset
optimization

Reduced susceptibility to
fraudulent activities

Faster time to value
following M&A activities

Improved compliance
with applicable
procurement regulations

Reduced risk of citizen
claims resulting in legal
liability
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C. Overview of the Informatica Intelligent Data Management Cloud
for Life Sciences

The Informatica Intelligent Data Management Cloud™ (IDMC) for Life Sciences is the industry’s most
complete and modular enterprise data solution, built on a microservices architecture to help life sciences
organizations unleash the power and value of all data across the hybrid enterprise. It enables life sciences
organizations to deliver faster and better data-driven digital transformation outcomes from the following
capabilities:

» Data Catalog: Connect, scan and catalog your data assets by automatically scanning cloud data stores,
Bl tools, ETL and third-party data catalogs. Provide end-to-end data lineage insights for tracking data
movement from system to column-level for detailed impact analysis.

» Data Integration & Engineering: Access, ingest, transform, integrate and share data from any source,
format, volume or latency on-premises to the cloud and across multiple clouds.

* API & App Integration: Develop, publish, manage, monitor, deprecate and consume APIs to orchestrate
their business processes that span multiple clouds and on-premises systems within and outside their
firewalls.

» Data Quality & Observability: Identify, fix and monitor data quality problems in your business
applications. Transform your data quality processes to be a collaborative effort between business users
and IT.

» MDM & 360 Applications: Access, de-duplicate and identify unique entities used for counterparty risk.
Define and manage a golden record of each entity from key attributes originating from existing systems.
Define relationships between entities and with other MDM domains including securities instruments,
accounts and to each other. Share and help ensure access to this information for virtually all systems to
benefit from a single source of the truth.

* Governance & Privacy: Enable users to find, understand, trust and access their data. Bring together
data governance, data catalog and data quality capabilities into a singular tool for automating data
intelligence insights, including sensitive data discovery.

e Data Marketplace: Allow data owners to organize data into categories and data consumers to browse
and shop for data that is relevant to their topic or domain of interest.
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D. Product Specifications

Powered by Informatica’s proprietary CLAIRE® Al-powered metadata intelligence and automation, IDMC
connects, unifies and democratizes data across sources and platforms to advance business outcomes.

Among the features and capabilities of IDMC that power its impact for life sciences are:
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Cloud-native at scale, providing flexibility for virtually all enterprise workloads with elastic and serverless
processing and delivery

Al-native at scale, automating thousands of manual tasks by applying Al and ML to data and metadata

Pre-built industry-specific extensions and connectivity, including MedPro, National Plan and Provider
Enumeration System (NPPES), Salesforce Health Cloud, Health Level Seven (HL7), Health Information
Portability and Accountability Act (HIPAA), the National Council for Prescription Drugs Program
(NCPDP) and many more

Data model extensions for mastering providers and members with supporting healthcare professionals
(HCP), integrated delivery networks (IDN) and accountable care organizations (ACO), groups, plan and
contracts

Multi-cloud and hybrid compatibility for maximum flexibility and configurability

A low-code/no-code and intuitive user experience preconfigured for simplicity that empowers the
largest possible community of data practitioners

An APl and microservices-based modern architecture for optimal performance and resilience
A cloud-native platform to maximize the efficiency of enterprise cloud workloads
Open-source innovations without added complexity

Security and trust as design principles with end-to-end data governance and privacy across the
enterprise

Consumption-based pricing that offers predictable and flexible spending that also adjusts to emerging
business needs


https://www.informatica.com/about-us/claire.html
https://www.informatica.com/content/dam/informatica-com/en/collateral/solution-brief/unlocking-the-full-potential-of-healthcare-and-life-sciences-with-seamless-data-exchange-and-interoperability_solution-brief_4507en.pdf
https://www.informatica.com/products/cloud-integration/pricing.html
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This white paper was jointly written by Informatica and by Blue Mesa Consulting, LLC, a third-party
provider of analytical services for the technology industry.

This white paper depicts anticipated future benefits for an imaginary organization but does not guarantee
specific results that may be realized in a particular environment. Your actual costs and benefits may vary.
Informatica and Blue Mesa Consulting make no representations that results of any magnitude will be
achieved by an organization acquiring Informatica products.
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About Us

Informatica (NYSE: INFA) brings data and Al to life by empowering
businesses to realize the transformative power of their most critical
assets. When properly unlocked, data becomes a living and trusted
resource that is democratized across your organization, turning chaos
into clarity. Through the Informatica Intelligent Data Management
Cloud™, companies are breathing life into their data to drive bigger
ideas, create improved processes, and reduce costs. Powered by
CLAIRE®, our Al engine, it's the only cloud dedicated to managing data
of any type, pattern, complexity, or workload across any location — all
on a single platform.

Vihere @ta & Al come to

“ Informatica

IN09-4592-0124

© Copyright Informatica LLC 2024. Informatica and the Informatica logo are trademarks or registered trademarks of Informatica LLC in the United
States and other countries. A current list of Informatica trademarks is available on the web at https:/www.informatica.com/trademarks.html.
Other company and product names may be trade names or trademarks of their respective owners. The information in this documentation

is subject to change without notice and provided "AS IS” without warranty of any kind, express or implied.

Worldwide Headquarters

2100 Seaport Blvd,

Redwood City, CA 94063, USA
Phone: 650.385.5000

Fax: 650.385.5500

Toll-free in the US: 1.800.653.3871

informatica.com
linkedin.com/company/informatica
twitter.com/Informatica

CONTACT US



https://www.informatica.com
https://www.linkedin.com/company/informatica/
https://twitter.com/Informatica
https://now.informatica.com/contact-us.html
https://www.informatica.com/trademarks.html

