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Successful Technology Integration Partnerships:

A COALITION OF THE WILLING

ost eClinical technology users
aren’t looking for bells and whis-
tles. They want solutions that
work as promised, are easy to use,
and let them focus on running
the trial. Choosing specialized eClinical prod-
ucts over a one-size-fits-all system lets trial
managers use the best possible technology for
each part of the trial. This is often achieved by
selecting technology from multiple partnering
vendors, each focused on a specific element of
the trial. However, effectively managing these
partnerships can be a challenge.

The idea that one monolithic technology so-
lution will address 100% of your needs is out-
dated both in the clinical trial management
technology/services space and across most other
industry verticals. Today, we operate in a larger
ecosystem where partnerships and collabora-
tion are critical to success.

The term “partnership” refers to an arrange-
ment where two or more parties cooperate to ad-
vance mutual interests. Increasingly, technology
firms are partnering to provide highly tailored
solutions to address complex customer needs,
pain points, and strategic initiatives. This helps
the partnering companies win more business by
combining components of their technology and
service offerings/portfolios. Customers benefit
because they get the best specialized solutions
without the integration headaches that can
come with combining technologies that simply
aren’t designed to work together.

In contrast to this kind of “coalition of the
willing,” partnerships are also created when a
customer asks an incumbent supplier to work
collaboratively with another firm to achieve the
customer’s goals. This latter case is tricky to
pull off since the two firms’ business objectives
may not be in complete alignment.

With all this in mind, having experienced
both sides of the equation — as a customer and
as a supplier — I'd like to offer some observa-
tions on how customers can ensure success in
this brave new world of technology partner-
ships. Following, in no particular order, is my
abridged checklist:

Shared Goals

It is critically important that the partners
understand your goals and demonstrate this in

n June 2012 PharmaVOICE

everything that they do. This is easy to express
in an RFP response or PowerPoint presentation.
It's much more difficult to accomplish in the
day-to-day delivery of a solution. Look for sig-
nals that your partners truly “get” what you're
trying to do.

Complete Transparency

There is no substitute for complete trans-
parency between the partners. Both parties
should be empowered to raise concerns in all
areas such as architectural design, integration
points, or the availability of the right people
with the right core competencies to accomplish
the mission.

Technology Convergence

Your partners will undoubtedly have
roadmaps running three years into the future
that outline their planned development. It is
important to evaluate whether these roadmaps
are harmonized over time. It’s possible that
today’s “partners” could end up competing with
one another before your project is complete.

Consolidated Bid
(and bid defense)

If your partners are serious about working
together, they will produce a consolidated bid
response that includes pricing. They will also
not only sit together during the bid defense,
but will support each other as well. If they in-
sist on separate bids (or stare at each other
stoney-faced during the bid defense), start ask-
ing a lot of questions about the strength and
commitment of the “partnership.”

Roles, Responsibilities,
and Accountability

Clearly defined roles are essential with any
partnership. Avoid gray areas. Ambiguity
about who owns what will cost you time, cre-

ate frustration and, in a worst case scenario,
could derail your initiative.

Escalation

Things go wrong. If the escalation path is
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not jointly defined and understood by all pat-
ties early on, it’s a recipe for finger-pointing
and worse.

Personal Ownership

Partnership can be good thing, but like all
other aspects of a project it must be actively
managed. Never take yourself out of the equa-
tion by ceding decision-making responsibility
to your partners. Once the path forward is
agreed-to, assiduously monitor results and re-
main fully in the game. In the end your part-
ners will thank you for this. If they are both-
ered by your leadership responsibility — and
for holding them fully accountable for results
— then you may have selected the wrong part-
ners.

BioClinica Inc. supports pharmaceutical and
medlical device innovation with imaging core
lab, Internet image transport, electronic data
capture, interactive voice, and Web response,
clinical trial management and clinical supply
chain design and optimization solutions.
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INTEGRATED SOLUTIONS
TO MEET THE UNIQUE NEEDS OF

YOUR CLINICAL TRIAL.

Trident IWR/IVR

A fully configurable system
Express EDC that delivers voice and
A modern, Web-based web as a single process
platform that sites call for speed and flexibility.
‘easiest’ and a business |
model that sponsors call
‘friendliest’.

|
Imaging Core Lab

Medical imaging
management solutions
driven by quality,
experience and process
knowledge in all imaging
modalities.

WebSend

Electronically transfer
and expedite the analysis
of medical imaging data.

Optimizer
: Advanced simulation
OnPoint CTMS tools for better accuracy

Consoliidate and share and updates from actual
operational data from results.

all your clinical systems,
cost-effectively, in months
— not years.
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