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Brand Messaging Overview

This guide establishes the foundational principles for how Lindus Health communicates its
value, offerings, and strategic advantage across Sales and Marketing. It is intended to serve as
a shared reference for anyone responsible for representing Lindus internally and externally,
ensuring that messaging remains consistent, credible, and aligned with how the company

intentionally operates.

Lindus Health exists to address persistent challenges in clinical research execution, including
fragmented systems, misaligned incentives, and unnecessary operational friction that increase
uncertainty for sponsors, sites, and patients alike. Rather than positioning itself through hype,
disruption narratives, or overpromising outcomes, Lindus defines its role through

accountability, integration, and disciplined execution under real-world constraints. Language

used to describe the company must reflect this operational truth.

Rather than a traditional CRO, Lindus has positioned itself as the first Accountable Research
Organization (ARO), a model reflecting our unique systems approach that takes
responsibility for how trials are planned, managed, and adapted when conditions change.
Messaging should consistently emphasize ownership, coordination, and early visibility into
risk, rather than guarantees or abstract claims of innovation. These standards exist to protect
credibility and ensure that Lindus communications feel deliberate, informed, and trustworthy.
Precision matters. Words are chosen not to persuade through novelty, but to explain how
systems work, how decisions connect across functions, and how execution improves when

accountability is designed into the operating model.

The following framework establishes how to represent Lindus in a consistent fashion that
helps all employees speak with one voice persuasively. This allows all marketing, sales, and
advertising efforts to collectively contain a cohesive and structured message. When used
consistently, it should reinforce trust, reduce misunderstanding, and ensure that how Lindus
presents itself externally reflects the discipline, responsibility, and intent that define how the

company operates internally.

CRO Industry Concepts

Lindus Health represents a specific component of the Clinical Research Organization (CRO)
industry, specifically associated with full-service CROs responsible for the design,

coordination, and execution of a clinical trial across its lifecycle, including oversight of data,



sites, vendors, and timelines. This is compared to other CRO-related companies that provide
individual services, staffing support, patient recruitment, or technology tools that sponsors

must either integrate and manage themselves, or use in addition to other services/vendors.

Categorically, Lindus provides a unique offering in the face of the CRO industry that sets it
apart from other Full-Service CRO.

In many traditional full-service CROs, “full service” often looks like:

A collection of functional teams (clinical ops, data, safety, etc.)
Multiple tools stitched together

Responsibility divided across functions and vendors

Sponsors still acting as the integrator when tradeoffs arise

These CROs cover the lifecycle, but ownership is distributed, and coordination risk often

remains with the sponsor.
Lindus goes beyond the traditional definition of full-service by:

e Designing execution around a single operating system (Citrus™) rather than
functionally siloed teams

e Treating technology as infrastructure that enforces coordination and visibility, not as
add-on tooling

e Embedding accountability so responsibility does not fracture as studies evolve
Extending responsibility into areas that are often loosely coupled or sponsor-
managed, such as centralized recruitment and site augmentation

e Functions as a collective system, rather than selling access to specific services a la
carte.

In other words, Lindus does not just cover more functions. Lindus owns how those
functions interact under pressure. This is the key to understanding the differentiation

between Lindus and its competitive landscape.
Existing Industry Marketing Messaging: What Works and What Doesn’t

Across CRO marketing, the default promise-set tends to cluster around a few themes: faster
timelines, reduced risk, global scale, and “tech-enabled” execution. Sponsors see a lot of
sameness because many players describe a similar outcome, even when their delivery models
differ. Few organizations explicitly describe how their model actually stays coordinated and

overcomes many of these industry challenges.



A snapshot assessment of adjacent competitors in the space (seen in Table 1) highlights an

example of the variation of value across both broad and niche-CRO companies. Their

positioning is relatively unique and maintains a specific value proposition for their service

structure. Though defined as a strength, each value has its own inherent weaknesses,

illustrating an opportunity for Lindus to emphasize a direct response as a competitive

advantage.

Table 1. Comparative Market Value Positioning

engagement models,
patient-centric
execution, and broad
solution coverage,

including site and

strong site
network and
recruitment
infrastructure;

proven enrollment

capabilities often routed
through sub-brands;
ownership distributed across
business units; emphasis on

solutions over execution

Company | How They Describe | Core Strengths Inherent Weaknesses Where Lindus
Their Value (Opportunity for Lindus) | Competes Directly
Proposition
IQVIA Positions itself as a data-[Massive global  [Organizational complexity [Lindus offers tighter
driven global CRO scale and reach; |and layered governance; operational ownership,
combining analytics, deep proprietary [fragmented ownership faster decision loops,
technology, and data assets; stronglacross functions; slower and a cohesive operating
lifecycle breadth to analytics and response cycles; heavy system that reduces
reduce risk and RWE capabilities;|sponsor oversight burden, |handoffs and sponsor-
accelerate development. [trusted by large  |especially for mid-size side coordination.
pharma. biotech.
ICON Emphasizes flexible Global footprint; [Recruitment and site Lindus integrates sites,

recruitment, and
execution under one
operating model,
reinforcing

accountability across the

trusted execution and
regulatory partner with
strong process rigor
across the clinical

development lifecycle.

and compliance
expertise;
established
quality systems;
perceived safety
and reliability for
risk-averse

Sponsors.

model; less adaptive when
studies deviate from plan;
innovation messaging often
remains conceptual rather

than operational.

patient solutions. outcomes in accountability. full study lifecycle.
select programs.
Parexel Positions itself as a Deep regulatory |Conservative operating Lindus matches

regulatory rigor while
offering more adaptable
execution and clearer
ownership when plans

change.




decentralized trials and
patient access,
emphasizing remote

participation and reach.

of a specific
execution model;
strong patient
access narrative;
differentiated site

concept.

responsibility; less suited

for complex, multi-modal
trials; sponsors often need
additional partners for full

execution.

Medpace |Highlights integrated, |Continuity from [More rigid operating Lindus provides
single-team execution  |planning through [structures; less flexibility  |continuity while adding
and therapeutic close-out; strong [for hybrid or novel models; |flexibility through its
expertise, particularly  |therapeutic depth; [technology supports operating system, site
for biotech sponsors. appeals to operations but is not the models, and centralized

sponsors seeking |organizing backbone. recruitment.
consistency.

Science 37 |Positions around Clear ownership [Narrower scope of Lindus offers patient

access and flexible site
models while
maintaining full-service
accountability across
execution, not just

participation.

Additionally, similar themes in language and messaging can be found across competitor

pages and content. These messaging veins and vocabulary are excellent examples of industry

chatter and noise. The messaging trends exist across the industry and call attention to the

consistency in how CROs describe their values and services, but also illustrate a high level of

saturation (see Table 2). This heavy overlap becomes exhaustive to the customer experience,

generating industry background noise that makes differentiating CRO competitors (through

external messaging) more difficult, especially to the sponsor. In the following table is a

comparison of various terms ubiquitous to the industry in relation to the following key Lindus

Pillars/terms we will discuss further in the guide: Accountability, Ownership, Coordinated

Execution, Control, and Decision Authority.

Table 2. Repetitive Messaging and Term Comparison

Company| Primary | Secondary |Prominent| Trend- Common Use of Lindus-
Keyword / | Keywords | /Risky Heavy | Shared Words | Aligned Words
Anchor Used Words Words Used
Used Used
IQVIA  |Data-driven |Analytics, [Predictive, |Al- Innovation Minimal.
insights, accelerate, [powered, |Transformation [Accountability
evidence, [transform [next- Al-powered and ownership
real-world generation, |Patient-Centric [appear mainly in
data, scale digital governance or
compliance




language, not as

value anchors.

ICON Patient-centric[Flexible, Faster Innovation, (Innovation Limited.
global, site  [enrollment, |future of  |Al-powered Ownership and
solutions, |reduced trials, Flexible accountability are
patient burden hybrid Patient-Centric [implied through
engagement, services, but
access rarely named
explicitly.
Parexel |Operational [Quality, Proven, Innovation, [Innovation Low.
excellence compliance, |[trusted, digital Transformation [Responsibility is
regulatory [reliable enablement |Flexible framed through
expertise, process rigor
consistency rather than
execution
ownership.
Medpace |One team Integrated  [Consistent [Scientific |Flexible Moderate but
services, execution |leadership, implicit.
therapeutic expertise- Accountability is
expertise, driven conveyed
continuity through team
continuity, not
systems or
explicit
ownership
language.
Science 37|Decentralized |Direct-to-  [Faster Digital- Innovation Minimal.
patient, access, first, Al-powered Ownership is
virtual, expanded |modern Patient-Centric |largely scoped to
access, reach trials the decentralized
remote model rather than
participation full-study

execution.




This specific style of marketing language tends to fall into a small number of predictable
categories that shape how sponsors perceive providers before any direct engagement. Most

99 ¢¢

established CROs rely on dominant identity anchors such as “data-driven,” “operational

99 ¢

excellence,” “patient-centric,” or “decentralized,” repeating these terms extensively across
their websites, case studies, and thought leadership until they become mental shortcuts for

how each organization is categorized.

Alongside these anchors, nearly all CROs use a shared layer of table-stakes language with
terms like “end-to-end,” “integrated,” “flexible,” “innovation,” and “quality” signaling
baseline competence that rarely directly influences sponsor selection. Many organizations,
particularly large global CROs and technology-enabled providers, increasingly lead with

trend-heavy language such as “transformational,” “next-generation,” or “Al-powered.”

Most organizations will emphasize one major messaging anchor that specifically aligns with

their highest valued strategic service or offering (see Table 3).

Table 3. Comparison of Anchor Term Prominence in Competitors

Company |Keyword Approx. Usage What the Market Now Associates
(Reflects Company Size) |Them With

IQVIA Data-driven 5,670 Data, analytics, scale

Parexel Operational 2,470 Process rigor, regulatory safety
excellence

ICON Patient-centric 713 Patient focus, flexible solutions

Science 37 [Decentralized 313 Remote access, novel trial models

Medpace [One team 28 Continuity, integrated teams

Notably absent from consistent industry messaging are concepts such as accountability,

ownership, control, coordination, and decision authority: ideas that matter deeply to

sponsors but remain under-claimed across the market. This language whitespace presents a

clear opportunity for Lindus to differentiate by repeatedly and concretely framing its value
around responsibility, coordinated execution, and systems designed to support informed

decision-making against sponsor limitations.

Industry-wide language cues are available for use in a limited capacity. However, Lindus has
a defensible opportunity to avoid saturated language and reframe value around responsibility,
visibility, control, and execution ownership. It also speaks directly to sponsor anxiety without

overly marketing using widely saturated terms that have lost signaling power with sponsors.



Value Proposition Messaging

Lindus Health is built around the idea that clinical trials fail not because of a lack of tools or
expertise, but because responsibility becomes fragmented as studies evolve. To address this,
Lindus operates with a clear framework centered on Accountability, Ownership,
Coordinated Execution, Control, and Decision Authority. Accountability ensures that
responsibility for outcomes is held across the full study lifecycle, not split across functions or
vendors. Ownership establishes a single point of responsibility for execution decisions when
plans change. Coordinated Execution aligns people, technology, and workflows to reduce
handoffs and prevent operational breakdowns. Control empowers sponsors with real-time
visibility using an operating system uniquely developed to provide both access and
transparency. Decision Authority ensures that informed decisions can be made quickly by

integrated teams to keep studies moving forward under real-world conditions.

Understanding the Lindus Value Stack

Approaching the value proposition as a stack means structuring Lindus’s value in deliberate
layers, each designed to answer a different context based on the buyer’s journey. This stacked
approach allows Sales and Marketing teams to emphasize the most relevant elements of
Lindus’s value targeted to a prospect’s identity, primary needs, and/or concerns. From there,
distinct messaging can help Sales and Marketing move up or down the value stack depending

on context, rather than responding ad hoc or reactively.

The Lindus Value Stack is comprised of the following layers:

= Boilerplate
Acts as the foundation or core value. Establishes legitimacy and consistency.
= Operating Pillars

Defines how Lindus operates differently, unique differentiating factors, not

“features”.

= Proof & Outcomes

Establishes Lindus’ extensive credibility by promoting sponsor-relevant outcomes.

= Segment Emphasis

Shifts messaging to specific audience; selective messaging based on individual needs.



The Lindus Value Stack

Informs messaging heirarchy

Context Segment Emphasis

Proof and Outcomes -

Differentiation

Operating Pillars

LindusHealth

The Lindus Boilerplate is a standardized and foundational message that clearly describes
what the company does, who it serves, and how it creates value and is typically used across
press releases, sales materials, websites, and external communications to ensure the company

is represented consistently and accurately.

The Lindus Boilerplate

“Lindus Health executes faster, more reliable clinical trials clinical trials fby taking full
accountability for study execution. Offering a performance based, milestone-based billing
model that aligns incentives around delivery rather than activity that limits unexpected cost
escalations, Lindus reduces execution risk.

Powered by Citrus™, its proprietary clinical trial operating system, Lindus provides real-
time visibility and enables coordinated, informed decision-making to help sponsors maintain

control as studies evolve.

Lindus Health has delivered more than 50 end to end clincial studies globally in the last 5
vears, , leveraging access to more than 40 million electronic health records, and has been
recognized with industry honors including the Fierce Biotech CRO Award for Outstanding

Patient Recruitment and Retention.

Messaging Pillars
How Lindus Operates Differently



An initial introduction to the company will naturally be followed with skepticism, having

decision-makers wonder, “What makes Lindus meaningfully different from other options?”

The responses can be broken down into five primary messaging pillars that are proof-driven
and emphasized to describe benefit and outcome: Accountability, Ownership, Coordinated
Execution, Control, and Decision Authority. Each pillar represents a distinct expression of
Lindus’s value and should be used intentionally. Sales and Marketing messaging should
emphasize one pillar at a time (or no more than two) to maintain coherence and credibility,
with claims supported by real metrics and outcomes. While all pillars reinforce the same
underlying value proposition, blending multiple pillars within a single message can dilute
impact; comparing pillar performance is best achieved through structured A/B testing rather

than combining them in the same narrative.

These pillars are operating principles, not features. Each one exists to address a specific
sponsor concern or risk perception. Sales and Marketing should prioritize the pillar that best
aligns with an individual prospect’s stated or implied challenge, rather than attempting to
communicate all pillars simultaneously. Note: all five pillars function collectively so you may
find strong synergy between them. However, each individual pillar has its ‘best use case’ and

does in fact answer very specific concerns.

Accountability

Ties insight to the team responsible for action

Use Accountability when the primary concern for a sponsor is cost overrun, budget
unpredictability, vendor inefficiencies, trial timelines, and change orders. Sponsors are
seeking risk transfer and predictability, not necessarily reassurance. However, there is a
strong understanding that predictability is unachievable but risk ownership and accountability
helps sponsors weigh out the cost of their own time and ownership with the realities of trial
execution. This pillar speaks to the anxiety that naturally forms for sponsors being left

holding the bag when execution breaks down or bottlenecks occur.

You’ll find Accountability is an excellent pillar to utilize when facing questions such as,
“How do you manage risk if enrollment slows?”
“What happens when things don’t go according to plan?”

“Who is accountable when timelines degrade?”

Metric and Outcome Claims



The key is to frame Accountability as a structural commitment and not as a company

promise. Promises can be broken, whereas commitments are operational truths.

“Our model ties cost to delivery, not activity, so accountability for outcomes doesn’t

disappear when conditions change.”

To substantiate this pillar as tied to operational functions, focus on the following service
features:

e Performance-based, milestone-based billing tied to delivery

e Accountability across the full study lifecycle

e No incentives for delay or scope expansion

e Lindus manages patient enrollment, not merely site activation or vendor performance

Do not frame accountability as a function of customer service. Again, Accountability is an

operational truth.

Do not emphasize the following language:
“Risk-free”

“QGuaranteed/Predictable Outcomes”

Ownership

Operates under a single execution owner

Use ownership when sponsors express concerns over struggling with unclear paths, too many
vendors, internal coordination fatigue, and/or execution decisions that bounce between
different teams. Sponsors are seeking decisiveness within chaos. Ownership pairs well with
Accountability but has distinct differences and use cases. Where Accountability answers,
“Who bears the consequences?” as a direct concern of financial exposure and risk,
Ownership answers, “Who actually decides, and acts?”, to help sponsors reason with
coordination across vendors and day-to-day operations. This pillar speaks to the loss of

control that sponsors feel when handing the reins of a trial to a fragmented system.

You’ll find Ownership is an excellent pillar to utilize when facing questions such as,
“Who makes the call when tradeoffs are required?”
“How do you avoid a fragmented vendor system?”

“How involved do we need to be day to day?”

Metric and OQutcome Claims

The key is to frame Ownership as an operational responsibility.



“Instead of managing multiple vendors, sponsors work with Lindus as the sole

execution owner who is accountable for coordination and outcomes.”

To substantiate this pillar as tied to operational responsibility, focus on the following service
features:

e The Lindus team functions as a single execution owner across trial timeline

e Lindus’ Operating System, Citrus, shows visibility of changes, adjustment, and
inefficiencies
No handoff between seeing challenges and fixing them.
Lindus owns recruitment strategy, channel selection, and tactical adjustments

Ownership assures sponsors that Lindus will make the necessary execution decisions within
agreed parameters, rather than escalating every adjustment back to the sponsor. Ownership

becomes the bridge between Accountability, and the next pillar, Coordinated Execution.

Do not emphasize or use the following language:

“Hands-off for Sponsors”
“Fully-Automated”

Implying that sponsors are relinquishing strategic oversight.

Coordinated Execution

Integrates workflows across functions

Use Coordinated Execution when sponsors raise concerns over enrollment delays,
downstream issues, operational handoffs, or trials that feel stop-start instead of continuous.
Sponsors can experience strong decision fatigue when juggling a fragmented trial system,
resulting in a sense that although nothing is broken, operations have slowed. This is an
extensive issue across the CRO industry. Coordinated Execution absolves the sponsor of
decision fatigue while providing accessible insight into how Lindus eliminates the
fragmentation with a holistic operating model. Though Ownership may answer, “Who is
responsible for making this call?” Coordinated Execution answers, “How does this actually

move together?” to provide transparency of ownership and control.

You’ll find Coordinated Execution is an excellent pillar to utilize when facing questions such
as,

“How do you prevent trials from slowing down after initiation?”

“How do patient recruitment, sites, and operations stay aligned?”

“How do you prevent fragmentation across vendors?”



Metric and OQutcome Claims

The key is to frame Coordinated Execution as a Lindus approach specifically developed to
overcome an industry-wide issue, eliminating competitor blame but providing an achievable

resolution.

“Most delays aren’t caused by a single failure. They’re caused by disconnected

execution. We design studies to run as a single system.”

To substantiate this pillar as a response to the realities of trial execution, focus on the
following service features:

e Fewer handoffs between recruitment, operations, and data

e C(itrus, as an integrated system that ties planning with execution from the outset

e A way to enable hybrid and decentralized trials to operate cohesively without
increasing operational drag

Do not emphasize or use the following language:

“Seamless execution”

Overly technical workflows, unless requested.

Control & Decision Authority

Real-time operational visibility paired with the ability to make informed execution
decisions without delay

Control and Decision Authority provide two distinct messaging pillars but should almost
always be paired together. Use Control and Decision Authority when sponsors express
concern over visibility gaps, slow decision cycles, or late-stage surprises. Sponsors want
agency, not just information. Visibility without agency feels performative; authority without
visibility feels risky. Though Coordinated Execution may answer, “How does your system
function?”, Control answers, “Can we see what happens?”, and Decision Authority follows

with “Will someone act on what we see?”

You’ll find Control and Decision Authority are excellent pillars to utilize when facing
questions such as,

“What happens if we see issues emerging?”’

“Who has access to operational insight?”

“How quickly will adjustments be made?”

Metric and OQutcome Claims



The key is to frame Control and Decision Authority as a built-in output and not as a

performative gesture.

“Citrus exists to reduce decision latency by giving the execution team and sponsors

shared, real-time insight so issues can be addressed before they escalate.”

To substantiate this pillar as tied to output, focus on the following service features:

e Real-time operational insight

e Shorter feedback loops between signal and action

e Recruitment performance is monitored continuously

e Citrus as an enabler of execution decisions, not just a reporting system

Do not emphasize or use the following language:

Al-forward hype

Positioning Citrus as a stand-in for regular interactions.

Proof and Outcomes

The next layer of the stack moves from differentiation to credibility. To establish credibility
and trust with sponsors, it is essential to share examples of observable sponsor impact.

Examples of this can include the following:

Earlier or steadier enrollment progression
“Lindus Health's efforts have allowed us to accelerate patient enrollment, streamline
our processes, and focus more on the critical aspects of our trials. This collaboration
has not only expedited our goals but also contributed to the overall success and impact
of the meaningful research we're doing." Tim Campellone, PhD, VP of Translational

Science and Principal Investigator.

Improved predictability of timelines or costs

“In the past I’ve felt like most of my interactions with CROs were about change
orders; having a real partner with cost certainty is a game changer.” Dr. Stephen
Deacon, CSO

Ability to intervene earlier when risks emerge

“We’ve had a great experience working with Lindus Health. We found them to be

proactive, transparent, and they delivered what they said they would on time and on



budget. When situations warranted change, they worked with us in the best way to get
there.” Mark Wuttke, CEO.

Sponsor confidence in execution oversight

“Lindus has been a great partner in helping us conduct our clinical research. Their
clear communication and proactive approach of handling all the ‘what ifs’ sets them

apart from other CROs we’ve worked with. We really enjoy collaborating with them.’
Dr. Navid Khodaparast, CSO.

Sales and marketing messaging should first lead with the relevant messaging pillar and use
outcomes to reinforce it, rather than introducing claims through proof alone. Proof should

serve to validate the operating principle being emphasized and should be selected based on
the sponsor’s specific risk profile. Outcomes should remain proportional to the claim being

made, reinforcing credibility and signal strength without overreaching.

Accountability - examples of fewer downstream cost surprises
Ownership - examples of faster execution decisions without escalation
Coordinated Execution - examples of reduced operational drag over time

Control & Decision Authority - examples of earlier identification and mitigation of risk

For access to a comprehensive list of Lindus Approved Social Proof examples, see Lindus

Experience sheet and case study slides

Segment Emphasis

Applying the Value Stack by Sponsor Context

The goal of this messaging framework is to reduce the level of bespoke customization in
interactions between prospect engagement and outreach. The purpose of this layer is to
prioritize relevance over reinvention so that your messaging formula distinctly addresses the
pain points of a specific ideal customer profile (ICP). This section is meant to help guide on

how to lead with the best messaging based on sponsor context.

Pillars and proof are most effective when weighted toward the priorities of a given segment.
Segment emphasis allows teams to adjust tone and framing to reflect sponsor risk,
governance needs, and the execution complexity associated with different trial types while

maintaining consistency across all audiences.


https://docs.google.com/spreadsheets/d/1DKHKJif8u4Z7cJOqDn3j25imBCHT-Do0lPWEZh40Vgg/edit?gid=1410019528#gid=1410019528
https://docs.google.com/spreadsheets/d/1PBFeEZ0_L0CwqIoKGTBy57NNt4HXhJ66U7fThVDrUUg/edit#gid=2053864124
https://docs.google.com/spreadsheets/d/1PBFeEZ0_L0CwqIoKGTBy57NNt4HXhJ66U7fThVDrUUg/edit#gid=2053864124

Phase 2 Sponsors |

Emerging Biotech

Audience Background: Phase 2 sponsors are typically small to mid-sized biotech companies

that are often venture-backed and operate with lean internal teams. These companies are

focused on demonstrating clinical efficacy, de-risking the asset, and positioning for the next

financing or partnership milestone. Their primary concern is clinical outcomes, capital

efficiency, and execution speed as trial outcomes are tightly coupled to company survival.

Funding can come from grants or private investment, but tend to be carefully calculated to

reduce overexpenditure of company funds. The goal of a Phase 2 trial is to determine early

proof of efficacy and feasibility in the target patient population with clean data to support

Phase 3 planning or partnering.

Some organizations may require handholding and significant guidance through the process

where others feel competent.

Thus, this audience segment is best suited for Accountability and Coordinated Execution

Messaging Pillars. See below for examples of messaging that cater toward this segment’s

primary concerns (Table 4).

Table 4. Accountability and Coordinated Execution Framework Examples for Ph. 2 Sponsors

Sponsor Concern /

Challenge

Accountability Response

Coordinated Execution Response

Budget overrun or cost

unpredictability

“Our pricing is fixed and milestone-
based, so you’re not paying more just
because execution slows down. If
something takes longer, that risk sits

with us and not you.”

“A lot of cost surprises come from
replanning mid-study. We design
execution to stay aligned from the
start so you’re not constantly

resetting timelines and budgets.”

Enrollment delays

jeopardizing financing

“We don’t push enrollment

responsibility down to sites and hope

“Recruitment is coordinated with

operations and timelines, so delays

incentivized to extend

timelines

incentives are tied to hitting milestones,
not logging hours, so there’s no upside

for us in stretching the study.”

timelines for the best. Progress against enrollment|don’t cascade into bigger problems
is something we own, not something  |(later.”
you have to chase.”

Previous CROs “We don’t benefit from delays. Our “Execution tends to drag when

handoffs pile up. We run the study
as a single system so momentum
doesn’t stall after kickoff.”




Limited internal “You’re not managing five different “Because everything runs through
resources to manage (partners through us. We take one coordinated model, you’re not
execution responsibility for execution so your pulled into day-to-day operational

team isn’t stuck coordinating everyone |problem-solving.”

else.”
Trials stalling after “Accountability doesn’t stop once the |“Most stalls happen because teams
initiation study starts. We stay responsible for stop moving together. We actively
execution decisions when things manage execution so it keeps
change.” progressing instead of going

quiet.”

To determine which pillar is best suited for your intended prospect, listen for the sponsor’s
primary concern, then lead with the pillar that directly addresses it. Use one response at a

time and do not stack multiple pillars unless the conversation clearly calls for it.

Phase 4 | Large Pharma

Audience Background: Phase 4 sponsors are typically larger pharmaceutical companies

operating in a highly regulated environment. These trials typically are used to support post-
approval commitments, label expansion, market access, and/or safety monitoring. Their
primary concern is balancing reputational risk and internal governance in relation to speed of
completion. This segment is heavily focused on predictable and defensible trial execution
with strict regulatory and compliance confidence. Likely managing multiple clinical trial
phases for a number of therapeutics/disease areas, these organizations need a CRO that can
manage operationally without slowing down trial progress. Note: they are likely CRO

agnostic and have multiple partners across their product pipeline.

This target audience has vast experience in clinical trials and likely have internal clinical
operations capability and experience managing vendors. CROs are often selected per-study,
based on fit, speed, cost, or expertise, and not necessarily on loyalty. Trust and relationship
building is achievable but must be earned. Language targeting ‘long-term partnership’

potential is less effective here over program-specific value, speed, and execution confidence.

Phase 4 sponsors operate in complex, highly regulated environments. As a result, messaging
anchored in the Ownership and Control and Decision Authority Pillars best addresses

their need for predictable, defensible trial execution.

Table 5. Ownership and Control/Decision Authority Framework Examples for Ph. 4 Sponsors



Sponsor Concern/

Challenge

Ownership Response

Control & Decision Authority

Response

Loss of a clear
execution owner once

studies begin

“From the start, you’ll know exactly
who’s responsible for keeping the
study moving. That doesn’t change

once things get underway.”

“We make sure issues don’t get
buried. When something surfaces,
it’s visible to the team that can

actually do something about it.”

Slow decision-making

across vendors

“We try to eliminate the back-and-
forth that happens when too many
vendors are involved. With Lindus,
there is just one team accountable for

making the call.”

“With Citrus, you’re able to see
execution in real time so decisions
don’t sit waiting for someone to pull

together updates from five places.”

Inconsistent
governance and

accountability

“We’re very clear upfront about who
owns which decisions, so
responsibility doesn’t drift as the study

evolves.”

“You have ongoing visibility into
how things are tracking, and
decisions follow a consistent process

rather than ad hoc escalation.”

Too many vendors,

no single point of

“Instead of coordinating multiple

partners, you’re working with one

“We centralize visibility so

complexity doesn’t translate into

without authority to

act

someone’s accountable for addressing
it. That’s built into how we run

execution.”

responsibility execution lead who’s responsible for [confusion or loss of oversight.”
how everything comes together.”
Data visibility “Seeing an issue is only useful if “Our systems are set up so insight

leads directly to action, not just

reporting.”

Execution delays
driven by internal

alignment issues

“We define decision paths early so
execution doesn’t slow down every

time alignment is needed.”

“Clear authority shortens approval
loops, which helps keep things

moving when conditions change.”

Reputational risk tied

to execution failure

“Consistency in ownership reduces the
chance that small issues turn into

larger execution problems.”

“Earlier visibility gives us more
room to address risks before they
escalate or become externally

visible.”

Inconsistent data
quality across sites or

data sources

“We don’t treat data quality as
something you fix at the end. The
same team responsible for execution is
responsible for how data is generated

along the way.”

“Most data issues aren’t analytical
problems, they’re visibility issues.
Our system allows us to spot issues
earlier and correct them while

they’re still small.”

Real-World Evidence (RWE) Programs




Audience Background: RWE sponsors include large pharmaceutical companies, medical

device manufacturers, diagnostics companies, and payer- or market-access adjacent
organizations. These programs are typically designed to generate evidence on real-world
safety, effectiveness, utilization, adherence, or economic impact to support regulatory

engagement, reimbursement decisions, or lifecycle management strategies.

Unlike interventional trials, RWE studies often involve distributed data sources, longitudinal
follow-up, and variable execution environments that significantly increase operational and
governance complexity. Sponsors are less concerned with rapid signal generation and more
focused on defensibility, consistency, and data integrity at scale. Success is measured not
only by completion, but by whether the resulting evidence withstands scrutiny from

regulators, payers, and internal stakeholders.

This audience is highly experienced and often skeptical of overpromised automation or
“platform-led” claims. CRO selection is driven by execution discipline and confidence that
complexity will not compromise integrity. Relationship value matters, but credibility is

earned through operational performance rather than positioning.

Coordinated Execution and Control and Decision Authority are best suited as the
Messaging Pillars for RWE programs. Together, they address the core risks of RWE studies,

including fragmented execution and variability across data sources/data quality.

Table 6. Coordinated Exe. and Control/Decision Authority Framework Examples for RWE

Sponsor Concern / Coordinated Execution Response Control & Decision Authority
Challenge Response
Fragmented “We focus on keeping execution aligned |“Centralized visibility makes it
execution across across teams and data sources so the easier to see where execution is

data sources, sites, |study runs as a single system rather than a|drifting and address it before it

and vendors collection of parallel efforts.” becomes a larger issue.”

Variability in how |“Reducing variability starts with “Early visibility into execution
data is generated consistent execution. We align workflows|patterns helps us identify
across settings so data is generated in a comparable way [inconsistencies before they impact

across environments.” downstream analysis.”




Limited confidence

in data integrity at

“Data integrity improves with Lindus as

our execution is coordinated and

“Our operating model allows us to

monitor execution as it happens,

complexity as

programs expand

scale responsibility is clear, rather than split  |not after the fact, which supports
across vendors.” earlier intervention.”
Difficulty managing |“As programs scale, our coordination “We work with you to define clear

becomes more important than adding
unnecessary tools or vendors. We manage
complexity by keeping execution

aligned.”

decision authority that ensures
adjustments can be made without
slowing the program as complexity

increases.”

Late discovery of
execution or data

issues

“Most issues surface late when execution
is fragmented. We design programs to
stay connected so problems emerge

earlier.”

“Real-time insight with our Citrus
Operating System gives us more
room to correct issues while they’re

still manageable.”

RWE data that is
difficult to defend

externally

“Defensibility comes from consistency in
how data is generated, not just where it

comes from.”

“Ongoing oversight allows us to
address questions proactively rather

than reactively during review.”

Guardrails for Segment Messaging

Segment messaging should adapt emphasis without introducing claims that cannot be

defended across the broader Lindus value proposition. To preserve message discipline, avoid

combining multiple pillars in a single narrative to “cover all bases,” as this can weaken signal

strength and reduce credibility. Differences in pillar resonance across segments should be

evaluated through structured A/B testing and based on marketing channel/campaigns rather

than broad and blended messaging. While this framework provides clear direction, ongoing,

structured market testing is essential to account for shifts in industry dynamics, sponsor

priorities, and innovative technology. This approach ensures that Lindus’s value proposition

and pillar messaging remain intentional, consistent, and grounded in outcomes over time.



