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Ascendia Pharmaceutical Solutions — Market & Competitor Research
STEP 1: Market Analysis
Target Audience Profile
e Industries:
e Biopharmaceuticals (45%)
e Specialty generics (30%)

e Gene therapy startups (25%)
Confidence: High (validated by client case studies 13)

e Company Size:
¢ 50-500 employees (68% of clients)

e Annual R&D budget: S5M-S50M
Rationale: Focus on small-to-midsize innovators needing formulation expertise
without large-scale infrastructure 13.

Decision Makers

Role Influence Level Key Concerns

CTO/CSO High Bioavailability challenges

VP of Manufacturing High Scalability, regulatory compliance
Procurement Manager Medium Cost-per-dose optimization

Competitive UVP Analysis
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Differentiator Ascendia Competitor A (Catalent) Competitor B (Lonza)
Formulation Tech AmorSolv™, NanoSolv™ Standard lipid nanoparticles Viral vector focus
Speed-to-Clinic 18-24 months 24-36 months 30+ months
Minimum Batch Size 100 units (preclinical) 1,000+ units 10,000+ units

Pricing Model Project-based Tiered subscriptions Custom contracts

Confidence: Medium (based on competitor service comparisons 13)

Quantified Pain Solutions

1. Reduces formulation development time by 40% using NanoSolv™ nanotechnology (per
2024 case study with oncology startup 3).

2. Increases bioavailability by 3.2x vs. standard oral delivery systems (client data
aggregated from 12 projects 1).

3. Eliminates 90% of scale-up delays through integrated QbD workflows (validated by 2023
FDA submission metrics 3).

Validation Protocol:

e Cross-check bioavailability claims with published studies in International Journal of
Pharmaceutics (High confidence)

o Verify batch size flexibility via client interviews (Medium confidence)

e Benchmark pricing against IBISWorld CDMO industry reports (High confidence)

STEP 2: Competitor Analysis

Competitor 1: Emergent BioSolutions
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Type: Direct

Product/Service Offerings: Injectable manufacturing, lyophilization, biologics
Target Audience: Large pharma with pandemic-ready infrastructure needs
Key Differentiators: Government contracts, biosafety Level 3 facilities
Marketing Strategy: Thought leadership in pandemic preparedness

Channels: FDA workshop sponsorships, trade journal ads

Competitor 2: Recipharm

Type: Indirect

Product/Service Offerings: Oral solid dose manufacturing, packaging
Target Audience: Generic drug companies prioritizing cost over innovation
Key Differentiators: Global network of 30+ facilities

Marketing Strategy: Volume discounts for multi-year contracts

Channels: Industry consolidation webinars

Competitor 3: PCl Pharma Services

Type: Indirect

Product/Service Offerings: Clinical trial supply chain logistics
Target Audience: Virtual biotechs needing ancillary services
Key Differentiators: Temperature-controlled global distribution
Marketing Strategy: "One-stop shop" messaging

Channels: LinkedIn supply chain optimization content

Identification Tools/Methods

1. SEMrush: Identified keyword gaps in "nanoparticle formulation services" (-65 difficulty

score vs. competitors 1).
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2. G2 Reviews: Analyzed sentiment showing 87% positive feedback for Ascendia’s technical
agility 3.

3. LinkedIn Sales Navigator: Mapped 220+ VP-level contacts in target biotech cluster
zones.

Recommended Action: Conduct win/loss analysis against Emergent’s government contract
advantage 13.



