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Ascendia Pharmaceutical Solutions: 10 High-Impact Campaign Strategies
Strategy 1: Formulation Rescue Audit

o Target: CSOs at stalled Phase 1 biotechs

e Pain Point: Failed bioavailability in preclinical trials

e Hook: "We recovered 3/5 ‘impossible’ formulations last quarter using NanoSolv™. Let’s
audit your molecule — free technical report included."”

e Channels: LinkedIn Carousel Ads - Personalized Video Email - Al Voice Call
Strategy 2: Gene Therapy Speed Pass

o Target: CTOs at viral vector startups

¢ Pain Point: 18+ month lipid nanoparticle development cycles

o Hook: "83% of gene therapies fail at formulation. Our LNP platform cuts development to
9 months — guaranteed.”

e Channels: PubMed Alerts - SMS -> Virtual Roundtables
Strategy 3: Pipeline Gap Analysis

o Target: VPs of R&D at generics manufacturers

¢ Pain Point: Limited complex formulation capabilities

¢ Hook: "We found 3 patent-expiring drugs you’re missing. Here’s how to capture
$220M/year markets with our AmorSolv™ tech."

e Channels: Patent Expiry Reports - Targeted Email - LinkedIn InMail

Strategy 4: Scale-Up Guarantee

Target: Manufacturing Directors at Series B+ companies

Pain Point: 72% batch failure rate at 10,000-unit scale

Hook: "Failed your last GMP batch? We’ll reimburse 100% if our QbD workflow doesn’t
fix it."

Channels: Trade Show Booths - Case Study Videos - Live Batch Demos
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Strategy 5: On-Demand CMC Team
o Target: Virtual Pharma CEOs
e Pain Point: $500k+/year in-house CMC costs

e Hook: "Get a full CMC team for 17% of your current burn rate. Pay per project — no
layoffs needed."

¢ Channels: Webinars - Al Chatbot Qualification - Zoom Consultations
Strategy 6: FDA Submission Sprint

Target: Regulatory Affairs VPs

e Pain Point: 120+ day IND delays

e Hook: "Our fastest client went from formulation to FDA approval in 14 months. Let’s map
your sprint."

¢ Channels: FDA Dashboard Alerts - Compliance Checklists = Regulatory Workshops
Strategy 7: Portfolio Expansion Blueprint

e Target: Business Development Heads

¢ Pain Point: Limited 505(b)(2) candidates

o Hook: "We identified 7 reformulation opportunities in your pipeline — first analysis is
free."

e Channels: Pipeline Teardown Reports - Executive Briefings - Portfolio ROI Calculator
Strategy 8: Crisis Formulation SWAT

o Target: CMOs at large pharma

¢ Pain Point: Late-stage particle size instability

o Hook: "Your Phase 3 drug failing stability tests? Our emergency team fixed 22 similar
cases last year."

e Channels: Crisis Hotline Landing Page — Priority Response SMS - On-Site Visits

Strategy 9: Academic Spin-Out Package
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o Target: University Tech Transfer Offices
¢ Pain Point: 94% failure rate translating lab discoveries

e Hook: "From lab bench to first human dose in 18 months — we’ve done it for 14 academic
teams."

¢ Channels: Research Paper Commenting - Academic Conference Sponsorships =
Spinout Kits

Strategy 10: Competitor Drug Teardown

Target: Portfolio Strategy VPs

Pain Point: Losing market share to improved formulations

o Hook: "We reverse-engineered Competitor X’s sustained-release tech. Here’s how to beat
them."

e Channels: Competitive Intelligence Dossiers - Anonymous Webinars - Blind Feasibility
Studies

Messaging Hook Examples

1. Email Subject: "John — your LinkedIn post about formulation headaches? We fixed 3 just
like it this week."

2. Voicemail Script: "Saw your recent job listing for nanoparticle experts. Before you hire —
our team delivered 40% faster timelines for [Similar Company]."

3. SMS: "Quick question: If your current COMO can’t handle lyophilization, reply STOP. If
you want our emergency capacity list, reply GO."

Strategies leverage Alex Hormozi’s "give value first" approach and Donald Miller’s problem-
agitate-solve framework, with urgency triggers from recent FDA backlog data



