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The biopharma industry is known for its high levels of investment in research and development, as well as its 
rapid pace of innovation. With constantly evolving needs and a focus on delivering cutting-edge treatments 
and solutions, it is essential for companies developing products for this segment to stay attuned to the 
voices and perspectives of biopharma stakeholders.

The segment accounts for around $30 billion, and is expected to grow at a CAGR of 7% until 2025. 
Biopharma companies spend significantly more on partnerships with diagnostic assay developers 
and CRO's / CDMO's compared to other segments in the life science research tools market.

Introduction
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According to DeciBio's LSRT report, 
the biopharma segment accounts for 
approximately 40% of the life science 
research tools market.
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Engaging stakeholders in the 
VOC research process
Biopharma stakeholders are often 
busy and have limited time to 
participate in interviews or surveys, 
and it can be di�cult to motivate 
them to take part in the research. This 
can make it challenging to gather a 
su�cient number of responses to 
provide meaningful insights.

Complexity of the biopharma 
industry
The biopharma industry is complex 
and constantly evolving, and this can 
make it di�cult to stay up-to-date 
with the latest trends and 
developments. VOC research must be 
conducted in a way that takes these 
complexities into account to provide 
relevant and accurate insights.

Accessing the right 
stakeholders
Biopharma companies are often large, 
with multiple global teams working on 
di�erent projects, and it can be 
di�cult to figure out who the decision 
makers are and who the actual end 
users are. This can make it challenging 
to identify the stakeholders who are 
most relevant and influential for a 
given study or initiative.

Conducting Voice of Customer (VOC) research with biopharma stakeholders can 
be a bit more challenging than other types of VOC research for several reasons. 
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Overview of the benefits of conducting VOC interviews and how they can inform 
decision-making and strategy 

Conducting VOC interviews with key biopharma stakeholders can provide valuable insights into the needs, preferences, and concerns 
of this important segment. Companies can better understand the changing landscape and develop strategies that are aligned with the 
needs of their target audiences. 

SOME OF THE KEY BENEFITS OF CONDUCTING VOC INTERVIEWS INCLUDE: 
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Better understanding of unmet needs and pain points 
By listening to the voices of customers deeper understanding 

of their needs, preferences, and concerns. This can help 
companies develop products and services that are more 
closely aligned with the needs of their target audiences.

Increased customer engagement
VOC interviews can help build stronger relationships with 

customers by showing that the company values their 
perspectives and is willing to listen to their feedback. This can 

foster a sense of trust and engagement with the company, 
leading to improved customer satisfaction and loyalty.

Improved market and competitive insights
VOC interviews can provide valuable insights into the market 
landscape, including trends, opportunities, and challenges. 

This can help companies make more informed decisions 
about where to focus their e�orts and resources.

e�orts, and identify areas for growth and expansion.

Enhanced decision-making and strategy
The insights gained from VOC interviews can be used to 
inform decision-making and strategy at all levels of the 
organization. For example, they can be used to refine 

product development plans, improve marketing and sales 
e�orts, and identify areas for growth and expansion.



In this white paper, 
we will explore best practices 
for conducting VOC interviews 
with biopharma stakeholders 

and how these insights can 
inform decision-making and 
strategy in this fast-growing 

and innovative industry.



How to identify key stakeholders to interview based 
on their relevance to your VOC objectives 
Identifying the right stakeholders to interview is an important step 
in conducting VOC research with biopharma stakeholders. The 
right stakeholders will be those who are most relevant and 
influential for your VOC objectives, and who can provide valuable 
insights into the needs, preferences, and concerns of your target 
audience. 
Here are some tips for identifying the right stakeholders to 
interview based on their relevance to your VOC objectives: 

Consider the scope of your VOC objectives: 
Consider the scope of your VOC objectives and the key insights you 
want to gain from the VOC interviews . Spending sometime here to 
have a well defined scope will make the process of identifying the 
right stakeholders much easier. 

SOME SAMPLE HIGH-LEVEL SCOPES 

Identifying Key Stakeholders

• Identify customer preferences and needs for personalized 

medicine in oncology

• Assess the impact of regulatory changes on the 

biopharma industry in Europe

• Evaluate patient experiences and outcomes with 

biopharma products for rare diseases

• Understand the challenges and opportunities in the 

biopharma market for small and medium-sized companies

• Assess the e�ectiveness of biopharma marketing and 

sales e�orts for cell and gene therapies

• Evaluate the impact of COVID-19 on the biopharma 

industry for large multinational companies

• Identify pain points and unmet needs in the biopharma 

supply chain for outsourced IHC services

• Assess the value and impact of biopharma partnerships 

and collaborations for liquid biopsy and multiplex tissue 

analysis products.
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campaign

to 



Start by defining your target list of companies based on your VOC objectives and the key 
demographic and other relevant criteria. For example, if your target audience is patients with a 
specific condition, conduct research to identify all companies developing products in that space. 
In other cases, the size and stage of the company may be another deciding factor in defining your 
target list of companies. 

If time is of the essence, consider using 
an expert network as an alternative in 

order to get faster turnaround.
At Dexter, an interactive dashboard is o�ered through 

which the user can browse a database of curated experts 
and request interviews or surveys with anyone they find 
relevant. This helps to drastically cut down on the time 

spent searching for and trying to connect with 
stakeholders, as users are able to reach out to relevant 

KOLs that have already been vetted and are available for 
participating in projects.

Consider using secondary research, industry publications, and other sources to identify potential 
companies to include in your target list. You may also want to consult with internal experts and 
industry insiders to gain their perspectives on which companies are most relevant and influential to 
your campaign objectives

Another alternative is working with an expert network platform, such as Dexter, which can o�er a 
directory of experts to choose from. Users can browse Dexter’s database of experts and filter results 
based on segments, companies, job titles, company size, and more to help narrow down the target list 
to the desired criteria.
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More tactical tips are highlighted 
in the next section.



Improved market and competitive insights
VOC interviews can provide valuable insights into the market 
landscape, including trends, opportunities, and challenges. 

This can help companies make more informed decisions 
about where to focus their e�orts and resources.

e�orts, and identify areas for growth and expansion.

Enhanced decision-making and strategy
The insights gained from VOC interviews can be used to 
inform decision-making and strategy at all levels of the 
organization. For example, they can be used to refine 

product development plans, improve marketing and sales 
e�orts, and identify areas for growth and expansion.

Once you have defined your target list of companies, you can use this list to identify potential 
stakeholders to interview. Consider the roles and responsibilities of di�erent stakeholders within these 
companies, and prioritize those who are most likely to provide valuable insights into the needs and 
perspectives of your target audience. 

VOC campaigns with objectives to understand market trends, insights into budgeting and financial 
decisions, and similar projects are usually better fulfilled by targeting senior manager / director level 
stakeholders. These stakeholders are likely to have a broader view of the market and the industry, and 
they are more likely to have insight into the factors that drive financial and strategic decision-making.

On the other hand, VOC campaigns with objectives to gather feedback on product specifications and 
workflow unmet needs are better fulfilled by targeting end users such as scientists and lab managers. 
These stakeholders are more likely to have first-hand experience with the products and services, and 
they are more likely to have detailed insights into the specific features and capabilities that are 
important to them.

After identifying the right stakeholders to interview for 
your VOC campaign, the next step is to create an 
outreach campaign to engage these stakeholders and 
encourage them to participate in the research. 
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HERE ARE SOME TIPS FOR CREATING AN EFFECTIVE OUTREACH CAMPAIGN TO ENGAGE BIOPHARMA 
STAKEHOLDERS: 

Personalize the outreach
Where possible, personalize the outreach to individual 

stakeholders. This can be done by including the person's name 

and other relevant information in the invitation, and by 

tailoring the message to their specific interests and needs. 

Personalization can help increase the chances of getting a 

response and engaging the stakeholders in the research.

Create a compelling and informative invitation 
The invitation is the first point of contact with potential 

stakeholders, and it is important to make a good impression. The 
invitation should provide clear and concise information about 

the VOC campaign, including the objectives, the target audience, 
and the benefits of participating. It should also provide clear 
instructions on how to RSVP and participate in the research. If 
you are o�ering a monetary incentive, make that clear in the 

invitation and be ready to answer questions in regards to how 
the incentives will be paid out.

Use multiple channels to reach out to stakeholders 
Di�erent stakeholders may prefer di�erent channels for 

communication, so it is important to use multiple channels to 

reach out to potential participants. Using a wide range of 

channels, including email, phone, and social media, and will 

ensure that you are reaching as many stakeholders as 

possible. Patience is the key here, as the response rate tends to 

be in the low single digits with cold outreach. 
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Plan ahead how you want your interviews to be 
conducted

Sometimes there are reasons to keep your interviews blinded 
(e.g., not disclosing your company name) to elicit honest 

feedback and prevent the introduction of biases. In such cases, it 
is important to plan ahead carefully from the outreach step so 

you don’t accidentally leave a trail of breadcrumbs that can 
point to the information you meant to keep confidential.



If time is of the essence, consider using 
an expert network as an alternative in 

order to get faster turnaround.
At Dexter, an interactive dashboard is o�ered through 

which the user can browse a database of curated experts 
and request interviews or surveys with anyone they find 
relevant. This helps to drastically cut down on the time 

spent searching for and trying to connect with 
stakeholders, as users are able to reach out to relevant 

KOLs that have already been vetted and are available for 
participating in projects.
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Leverage your network and internal connections 
Use your network and internal connections at your company to 

get warm introductions to potential stakeholders. This can help 

increase the chances of getting a response and engaging the 

stakeholders in the research. For example, you can ask 

colleagues, partners, and other contacts to introduce you to 

relevant stakeholders and provide a recommendation for your 

VOC campaign. This can help build trust and credibility with the 

stakeholders and make it more likely that they will participate in 

the research.

Avoid spamming 
Don't try to spam people and send massive email campaigns. 
This can be annoying and o�-putting to potential stakeholders, 

and it can damage your reputation and credibility. Instead, 
focus on sending personalized and targeted outreach to 
potential stakeholders who are likely to be interested in 

participating in the VOC research. This can help increase the 
chances of getting a response and engaging the stakeholders 

in the research.

Avoid being pushy or sales-focused
When reaching out to potential stakeholders for your VOC 

campaign, it is important to avoid being pushy or sales-focused. 

This can turn o� stakeholders and alienate them from your 

company. Instead, focus on providing value and showing why 

participating in the VOC research will be beneficial to the 

stakeholders. This can help build trust and credibility and make 

it more likely that they will participate in the research.



Tactical tips for building a comprehensive list of stakeholders to interview

CLINICALTRIALS.GOV: 
Clinicaltrials.gov is a database maintained by the National Institutes of Health that contains information on clinical studies being 
conducted around the world. By using the detailed filters on the website, you can create a list of trials and sponsors in a specific 
clinical stage or therapeutic area. This can be a valuable resource for identifying potential stakeholders to interview for your 
research.

GOVERNMENT-HOSTED DATABASES:
 Regulatory bodies, such as the FDA are helpful resources for VOC research. The FDA maintains a number of databases that 
contain information on approved drugs and medical devices, for example this list of approved cell and gene therapy products. 
This can be a valuable resource for identifying companies in specific segments of the biopharma industry that may be relevant 
to your VOC campaign.

EVENTS AND PUBLICATIONS: 
Trade publications, conferences, industry outlets, and newsletters are useful sources of information that can help you identify 
companies that are relevant to your VOC campaign. For example, if you are targeting companies in the oncology field, you can 
look up sponsors and presenters at conferences such as ASCO, AACR, and ESMO. These conferences bring together leading 
experts and industry professionals in the oncology field, and attending or reviewing the list of attendees can help you identify 
potential stakeholders to interview. Similarly, if your target is research tools and translation companies focused on genomics, 
attending conferences such as AGBT can be a great way to network and identify potential stakeholders to interview.
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Plan ahead how you want your interviews to be 
conducted

Sometimes there are reasons to keep your interviews blinded 
(e.g., not disclosing your company name) to elicit honest 

feedback and prevent the introduction of biases. In such cases, it 
is important to plan ahead carefully from the outreach step so 

you don’t accidentally leave a trail of breadcrumbs that can 
point to the information you meant to keep confidential.



Preparing for the Interviews 
Developing a clear interview guide to ensure consistency and focus during the interviews
Developing a concise interview guide is an important step in conducting VOC research with biopharma stakeholders. An interview 
guide is a set of questions or prompts that you use to guide the conversation with stakeholders during the interview. A well-designed 
interview guide can help ensure consistency and focus during the interviews, allowing you to gather valuable insights and feedback 
from stakeholders.
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PUBMED AS A RESOURCE:
 PubMed is a database maintained by the National Institutes of Health that contains abstracts and citations for biomedical 
literature from life science journals, biomedical conferences, and online books. While many people think of PubMed as a 
resource for academic stakeholders, it can also be a valuable resource for identifying biopharma stakeholders. By searching for 
relevant keywords and topics and using the a�liation filter to target specific companies, you can find articles published by 
biopharma stakeholders on a wide range of topics. This can be particularly helpful for mapping relevant people within a larger 
organization and identifying stakeholders to interview for your VOC campaign.

LINKEDIN: 
LinkedIn is a professional networking platform that can be a valuable resource for identifying and connecting with biopharma 
stakeholders. By using the advanced filters and search capabilities on LinkedIn, you can create a targeted list of potential 
stakeholders to interview for your VOC campaign. Consider subscribing to LinkedIn Sales Navigator, which is a premium version 
of LinkedIn specifically designed for sales and business development professionals. Sales Navigator o�ers advanced filters and 
tools that can help you narrow down and prioritize your audience list.



By following these tips, you can develop a clear and concise interview guide that will help you conduct effective 
and focused VOC interviews with biopharma stakeholders.

Start by defining your research objectives and the key themes or areas that you want to explore during the interviews. This will 
help you identify the specific questions or prompts that you need to include in the interview guide.

Keep the interview guide focused and concise. Avoid asking too many open-ended questions that can lead to long and 
rambling answers. Instead, try to use specific and targeted questions that will help you gather the information you need.

Use a mix of open-ended and closed-ended questions in the interview guide. Open-ended questions can help you gather 
detailed and in-depth information from stakeholders, while closed-ended questions can help you quickly gather specific and 
quantitative data.

Collect quantitative data when possible. Quantitative data can help add objectivity to your research. For example, if you are 
trying to measure something across a large array of items (e.g., “how important is Attribute X in choosing which sequencer to 
purchase?), it’s often a good idea to have people rate the items on a fixed scale. This helps you collect more concrete data, 
which would have been hard to catch from qualitative feedback only. Quantitative data, however, is most e�ective when your 
sample size is large enough.

Test the interview guide with a few stakeholders before conducting the main interviews. This will help you identify any gaps or 
areas that need to be clarified, and make any necessary revisions to the guide.

Use the interview guide as a reference during the interviews, but be prepared to adapt and adjust the questions as needed. 
Stakeholders may provide insights or feedback that leads you to explore new areas or follow up on specific points, so it's 
important to be flexible and responsive during the interviews.

HERE ARE A FEW TIPS FOR DEVELOPING A CLEAR AND CONCISE INTERVIEW GUIDE:
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Conducting the Interviews 
Best practices for conducting the interviews, including how to ask open-ended questions, probe for deeper 
insights, and facilitate discussion

Set the tone for the interview by explaining the purpose of the research and the goals of the interview, and reassure the participants 
that their feedback is valuable and will be kept confidential.

As the interviewer, it is important to probe from both the top and the bottom when conducting VOC research 
interviews with biopharma stakeholders, in order to pressure test the true desire for an offering.

CLINICALTRIALS.GOV: 
Clinicaltrials.gov is a database maintained by the National Institutes of Health that contains information on clinical studies being 
conducted around the world. By using the detailed filters on the website, you can create a list of trials and sponsors in a specific 
clinical stage or therapeutic area. This can be a valuable resource for identifying potential stakeholders to interview for your 
research.

GOVERNMENT-HOSTED DATABASES:
 Regulatory bodies, such as the FDA are helpful resources for VOC research. The FDA maintains a number of databases that 
contain information on approved drugs and medical devices, for example this list of approved cell and gene therapy products. 
This can be a valuable resource for identifying companies in specific segments of the biopharma industry that may be relevant 
to your VOC campaign.

EVENTS AND PUBLICATIONS: 
Trade publications, conferences, industry outlets, and newsletters are useful sources of information that can help you identify 
companies that are relevant to your VOC campaign. For example, if you are targeting companies in the oncology field, you can 
look up sponsors and presenters at conferences such as ASCO, AACR, and ESMO. These conferences bring together leading 
experts and industry professionals in the oncology field, and attending or reviewing the list of attendees can help you identify 
potential stakeholders to interview. Similarly, if your target is research tools and translation companies focused on genomics, 
attending conferences such as AGBT can be a great way to network and identify potential stakeholders to interview.
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Allow plenty of time for the interview, so that the participants feel comfortable and relaxed, and are able to provide detailed 
and thoughtful responses to the questions.

Avoid interrupting or rushing the participants, and allow them to answer the questions at their own pace

Be respectful and professional, and avoid judgment or bias in your questions and responses.

Use open-ended questions to encourage the participants to provide detailed and in-depth responses, and avoid leading or 
biased questions that may influence their answers.

Be flexible and adapt to the needs and preferences of the participants, and allow them to provide feedback and suggestions 
for improving the research process.

Thank the participants for their time and feedback, and follow up with them to provide any additional information or 
clarification they may need



Biopharma stakeholders may initially say that they want something "better," but when faced with the realities of cost, TAT, utility, and 
other factors, their answer may change. This is the real answer that companies would want to inform their strategy, and by probing 
from both the top and the bottom, you can help uncover this valuable information. 

HERE ARE A COUPLE SUGGESTIONS FOR CONDUCTING SUCH INTERVIEWS: 
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For a more in-depth guide to conducting 
interviews, check out Dexter’s Interview 
Guidelines: How to conduct stakeholder 
interviews white paper. 
(WILL LINK TO THIS WHEN WE HAVE POSTED IT TO THE SITE)

Start by asking open-ended questions that allow the participants to express their initial thoughts and desires, such as "What 
do you look for in a [product/service]?" or "What are the most important features or benefits that you would like to see?"

As the conversation progresses, introduce the realities of cost, TAT, utility, and other factors, and ask follow-up questions that 
probe deeper into the participants' true desires and priorities, such as "How would the cost of this [product/service] impact 
your decision to use it?" or "What are the trade-o�s that you would be willing to make in terms of TAT or utility in order to get 
the benefits that you want?"

PUBMED AS A RESOURCE:
 PubMed is a database maintained by the National Institutes of Health that contains abstracts and citations for biomedical 
literature from life science journals, biomedical conferences, and online books. While many people think of PubMed as a 
resource for academic stakeholders, it can also be a valuable resource for identifying biopharma stakeholders. By searching for 
relevant keywords and topics and using the a�liation filter to target specific companies, you can find articles published by 
biopharma stakeholders on a wide range of topics. This can be particularly helpful for mapping relevant people within a larger 
organization and identifying stakeholders to interview for your VOC campaign.

LINKEDIN: 
LinkedIn is a professional networking platform that can be a valuable resource for identifying and connecting with biopharma 
stakeholders. By using the advanced filters and search capabilities on LinkedIn, you can create a targeted list of potential 
stakeholders to interview for your VOC campaign. Consider subscribing to LinkedIn Sales Navigator, which is a premium version 
of LinkedIn specifically designed for sales and business development professionals. Sales Navigator o�ers advanced filters and 
tools that can help you narrow down and prioritize your audience list.



1

In addition to creating a comfortable and conducive environment for conducting VOC research with biopharma stakeholders, it is also 
important to manage time e�ectively and ensure that the interviews stay focused and on track. Here are some tips for doing so: 

Create a clear and concise 
schedule for the interviews, 
and communicate it to the 
participants in advance to 
ensure that they are 
prepared and know what 
to expect.

1
Start the interview on time, 
and follow the schedule as 
closely as possible to avoid 
running over time and 
disrupting the participants' 
schedules.

2
Use a structured interview 
guide to ensure that all the 
relevant topics are covered 
and that the interviews stay 
focused and on track.3

Allow time for the 
participants to ask questions 
and provide feedback, but 
try to keep the conversation 
focused and avoid going 
into too much detail on 
unimportant topics.

5
 Avoid asking too many 
questions or going o� on 
tangents and focus on the 
most important topics and 
issues that need to be 
addressed.

4
Use active listening skills, 
such as nodding, making eye 
contact, and paraphrasing 
the participants' responses, 
to show that you are 
engaged and interested in 
what they have to say.

6

Tips for managing time and ensuring that the interviews stay focused and on track:
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Analyzing and Summarizing the Findings 
Best practices for analyzing and summarizing the data collected from the interviews, including how to 
identify trends and key themes
Once the VOC research interviews with biopharma stakeholders have been conducted, it is important to analyze and summarize the 
data collected in order to identify trends and key themes. Here are some best practices for doing so: 

By following these best practices, you can effectively analyze and summarize the data collected from the 
interviews with biopharma stakeholders, and identify the key trends and themes that are relevant to the 

research goals

Set the tone for the interview by explaining the purpose of the research and the goals of the interview, and reassure the participants 
that their feedback is valuable and will be kept confidential.

As the interviewer, it is important to probe from both the top and the bottom when conducting VOC research 
interviews with biopharma stakeholders, in order to pressure test the true desire for an offering.
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Transcribe the interviews 
and create a comprehensive 

database of all the data 
collected, including the 

participants' responses to 
each question.

MEETING

Review the data carefully, 
and look for patterns and 

commonalities in the 
participants' responses, such 

as recurring words, 
phrases, or themes.

Create a summary of the 
findings, highlighting the key 
themes and trends that were 

identified, and providing 
examples and quotes from 
the participants' responses 

to support the 
conclusions.

Use coding techniques, 
such as open coding, axial 

coding, and selective coding, 
to classify and categorize the 

data, and to identify the 
key themes and trends 

that emerge.

Review the summary with 
your team, and discuss any 

additional insights or 
observations that may 

have emerged from the 
analysis.



Once the data from the VOC research interviews with biopharma stakeholders has been analyzed and summarized, it is important to 
organize and present the findings in a clear and concise manner. 

HERE ARE SOME TIPS FOR DOING SO: 

In applying these tips, you can organize and present the findings from the VOC research interviews with 
biopharma stakeholders in a clear and concise manner, which will help the audience understand and 

appreciate the value of the research.

https://dexterexperts.com   |   20

Start by creating an outline for the presentation, including an introduction, a summary of the findings, and any key 
recommendations or implications for strategy.

Use visuals, such as graphs, charts, and tables to clearly and concisely present the data, and to make it easier for the 
audience to understand and interpret the findings.

Use bullet points and short, concise sentences to organize the information, and avoid using long, complex sentences or 
dense blocks of text that may be di�cult to read or understand.

Use clear and simple language and avoid using technical or jargon-filled terms that may be unfamiliar to the audience.

Practice the presentation beforehand, and rehearse with a colleague or friend to ensure that it flows smoothly and that 
all the key points are covered.

Be prepared to answer questions or address concerns that the audience may have, and provide additional information 
or clarification as needed.

Tips for organizing and presenting the findings in a clear and concise manner



Once the findings from the VOC research interviews with biopharma stakeholders have been organized and presented, it is important 
to share the results with key stakeholders and incorporate the insights into decision-making and strategy. 

HERE ARE SOME TIPS FOR DOING SO: 
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Identify the key stakeholders who need to be involved in the 
decision-making process, and share the findings with them in a timely 
and e�ective manner. This may include senior management, marketing 
and sales teams, product development teams, and other relevant parties.

1

How to share the findings with key stakeholders and incorporate the insights into 
decision-making and strategy

Use the findings to inform the development of new products or services, 
or to improve existing o�erings, and involve key stakeholders in the 
process to ensure that their input and feedback is taken into account.2
Use the findings to guide the marketing and sales strategy, and 
incorporate the insights into the planning and execution of campaigns 
and initiatives.3
Use the findings to inform the overall business strategy, and incorporate 
the insights into the development of long-term goals and objectives.4
Follow up with the key stakeholders to track the progress and success of 
the initiatives that were informed by the findings, and continue to 
engage with them to ensure that the insights are being used e�ectively.5



By identifying and accessing the right stakeholders within the biopharma industry for VOC interviews, 
companies can extract valuable insights into the needs, concerns, and preferences of this segment, 
along with gaining a more comprehensive understanding of the market landscape, trends, and 
challenges. 

When done correctly, VOC interviews with biopharma stakeholders can help bring clarity and inform 
decision-making at all levels of the company. However, setting up VOC interviews is not without its 
own set of challenges. Identifying relevant stakeholders, clearly communicating your research 
objectives, and getting them to participate is a long and tedious process, which may or may not 
work for every team. The challenge is compounded if you are on a time crunch or have the need to 
keep the interviews blinded. 

Conclusion
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These insights can be applied to current and future 
projects at the company, serving as a baseline for 
enhancing decision-making and strategies, as well 
as improving customer engagement within the 
biopharma industry.



If you are looking to bring VOC interviews into 
part of your team’s regular workflow but don’t 
want to spend time and resources on building 

your own network or putting all the pieces 
together, we have a solution for you! 

Dexter allows you to skip the hurdle and get in front of the right 

stakeholders on demand. The self-service portal provides a 

streamlined experience from beginning to end when searching for 

and connecting with stakeholders, and with quick project turnaround 

times and smart matching capabilities, Dexter ensures that you 

quickly find the most relevant experts for your biopharma needs.
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