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Executive Summary
Healthcare professional (HCP) engagement platforms have emerged as a critical tool in pharmaceutical
commercial operations, using AI-driven analytics and prescriptive engines to optimize how drug manufacturers
interact with physicians and other providers. These platforms range from specialized “next-best-action”
recommendation systems (e.g. Aktana) to omni-channel marketing networks (e.g. OptimizeRx), as well as full-
stack CRM suites with built-in AI (e.g. Veeva Vault CRM) or enterprise CRM/automation platforms (e.g. Pega).
Each approach has unique strengths in addressing the challenges of regulatory compliance, complex data
integration, and rapidly shifting HCP behaviors. Industry analysts estimate the global HCP engagement
software market at ≈$3.1 billion in 2024, expanding at ~13.8% CAGR to ~$9.1 billion by 2033
(growthmarketreports.com). Key drivers include the chronic underutilization of AI and digital tools in pharma
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(e.g. Veeva’s Q4 2025 HCP 360 Trends Report says field teams share approved content in just 48% of
meetings (www.veeva.com)), mounting HCP demand for on-demand information (eu.m3.com), and strong
R&D indicating widespread AI adoption (93% of life-science firms plan to increase AI investment in 2025
(www.diva-e.com)).

This report provides an in-depth comparison of four leading AI-enabled HCP engagement solutions—Aktana,
OptimizeRx, Pegasystems, and Veeva CRM (with AI Agents)—in the context of 2026 pharma commercial
operations. Each section reviews the platform’s capabilities, use cases, and performance, supported by case
studies and performance data. For example, Aktana’s Contextual Intelligence Engine delivered 86% rep
engagement (vendor-reported, 2022) and sharply increased rep productivity at dermatology company Almirall
(www.businesswire.com); another Aktana deployment during a vaccine launch saw 22% lift in sales-target
attainment (lower-performing reps) and 30% faster sales growth for users of its AI suggestions
(www.casestudies.com). OptimizeRx’s Dynamic Audience Activation Platform (DAAP) has shown a 19%
script lift in a vendor-reported pilot (www.globenewswire.com), and even 12.2% lift in new prescriptions
(≈2,929 additional scripts) in high-risk patient programs (www.optimizerx.com). Meanwhile, Veeva continues to
dominate pharma CRM (with 125+ customers live on Vault CRM as of March 2026 (Veeva)) and is rolling out
“agentic” AI across the Vault platform and CRM apps (ir.veeva.com) (vaultcrmhelp.veeva.com). Pegasystems
offers a broad AI-powered BPM/CRM suite (e.g. Next-Best-Action Advisor) used by some healthcare
organizations, but it lacks pharma-specific integrations and has far fewer direct HCP-targeting deployments
than the others (www.pega.com) (www.diva-e.com).

Tables 1–2 (below) summarize each platform’s key features and representative outcomes. Collectively, these
AI-driven engagement systems promise to tighten the loop between marketing strategy, field execution, and
prescribing results; early evidence shows measurable gains in rep efficiency and sales lift. Challenges remain,
however. Operating model fragmentation, data silos, and strict privacy/compliance rules hinder adoption
(www.diva-e.com) (eu.m3.com). HCPs still filter out much outreach (only ~27% find communications relevant
(eu.m3.com)), underscoring the need for true personalization. On balance, ZS survey data show that 93% of
surveyed life-science technology executives anticipate an increase in investment in data, digital and AI in 2025
(www.zs.com) (www.diva-e.com), suggesting that intelligent HCP engagement will be a core component of
future commercial strategy in pharma.

Platform /
Feature

Aktana (Contextual 360) OptimizeRx (DAAP
Network)

Pegasystems
(Pega CRM)

Veeva Vault CRM (with AI)

Focus Next-best-action
recommendations for field
teams. Aligns strategy with
execution in real time.

Omni-channel HCP
and patient
engagement via point-
of-care (EHR/eRx) and
digital channels.

General-purpose
CRM/automation
for healthcare
firms. AI-guided
sales processes.

Life-sciences-specific CRM and
CLM, unified with
marketing/medical; now adding
integrated AI agents (LLM-based).
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Platform /
Feature

Aktana (Contextual 360) OptimizeRx (DAAP
Network)

Pegasystems
(Pega CRM)

Veeva Vault CRM (with AI)

AI/ML
Capabilities

Contextual Intelligence
Engine: Learns from field
data (calls, transactions,
RWD, surveys) to recommend
exactly what to do, when, and
via which channel for each
HCP (inpractise.com).
Features include pre-call
planning, content suggestion,
rep routing, and planning
optimizers. Knowledge base
of 100M+ historical tactics
(Knowledge Nexus) enables
predictive insights (discover-
pharma.com).

Predictive Audience
Activation: Uses
proprietary RWD
(prescribing, claims,
EHR) and AI to spot
patients and HCPs in
“actionable moments.”
Dynamically activates
HCP audiences based
on patient care
windows
(www.globenewswire.c
om)
(www.optimizerx.com).
Optimizes media
delivery (in-EHR, web,
social). Focus on
syncing HCP and DTC
outreach.

Decision Hub &
BPM: AI/ML to
score leads,
recommend sales
actions, automate
workflows.
Features include
Next-Best-Action
Advisor to suggest
offers/offline steps,
guided selling
flows, and case
management. Not
specific to pharma;
works across
channels and
partners
(www.pega.com).

Vault Platform Agents:
Embedded agentic AI (LLMs)
inside CRM workflows.
Capabilities launched in late 2025
include: free-text analysis (e.g. call
notes summarization), AI
chat/search, pre-call
recommendation agents, voice-to-
text transcription, and meeting
content suggestions
(vaultcrmhelp.veeva.com)
(www.veeva.com). Agents are
“task-specific” (e.g. Free Text, Pre-
Call, Voice agents
(vaultcrmhelp.veeva.com))
accessing Vault CRM data. Also
advanced analytics, predictive
tools (e.g. CLM Dashboard with
Einstein-like recommendations).

Channels /
Data

Integrates with existing CRM
(Veeva, Salesforce, etc.), SFA
logs, CLM/CDR, imprint
networks. Extensively uses
salesforce-entered activities,
prescription claims, event
participation, and any internal
data. Orchestrates rep
call/email/messaging
schedules alongside digital
channels.

Embedded in clinical
workflow – placed in
EHR systems, e-
prescribing software,
patient portals and
social media. Targets
HCPs at point-of-care
as well as broader
digital (web display,
social). Merges patient
claim and lab data to
find relevant treatment
opportunities, then
engages HCPs in
those contexts
(www.optimizerx.com).

Centralizes
customer data
across sales
channels,
marketing, service,
and even partner
relationships (deal
registration, etc.).
Can ingest
external data via
Pega connectors.
In healthcare:
interfaces with
EHR/EHR for
payer/provider
processes more
than direct HCP
prescribing data.

Built for life sciences: native
integration with CODA (Veeva’s
data cloud) including HCP
identities and OpenData.
Channels include field calls,
approved eDetailing (CLM),
events (Veeva Engage), email,
MSL engagements. Upcoming
integration with Veeva Engage
(virtual meetings) plus connected
data from PromoMats and Align.
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Platform /
Feature

Aktana (Contextual 360) OptimizeRx (DAAP
Network)

Pegasystems
(Pega CRM)

Veeva Vault CRM (with AI)

Compliance
&
Governance

Built for highly regulated
pharma; Aktana describes its
suggestion logic as
transparent (“explainable AI”);
medical/legal/regulatory
review remains the
customer’s responsibility.
Includes formal change-
management processes (user
feedback loops) to drive
adoption
(www.businesswire.com).
“Platform” approach (not just
predictive services) helps
maintain auditability.
Compliance responsibilities
(e.g. HIPAA and FDA/EMA
promotional rules) remain with
the pharma customer.

Describes its targeting
as “privacy-safe”
(investors.optimizerx.c
om). Brand teams
remain responsible for
medical review and
privacy compliance of
content delivered at
point-of-care.
Customers should
confirm privacy
handling with
OptimizeRx.

Compliance
posture (e.g.
HIPAA) should be
confirmed with
Pega for each
specific
deployment.
However, industry-
specific
compliance (e.g.
21 CFR Part 11
audit trails in sales
logs) generally
requires customer
configuration. Not
built for FDA
IRB/MLR flows by
default.

Positioned by Veeva as purpose-
built for life sciences; customers
remain responsible for their own
compliance configuration and
review. Veeva positions its AI
agents as operating on the
customer’s own Vault data;
customers remain responsible for
validating outputs and controls
(ir.veeva.com). Veeva’s
documentation states its AI agents
use Anthropic’s Claude as the
LLM, hosted on AWS Bedrock
(vaultcrmhelp.veeva.com)
(ir.veeva.com).

Notable
Strengths

Highly specialized for field
execution; direct analog to
sales thought process. Deep
contextualization (“each HCP
journey step”). Proven in top
pharma (Aktana claims >300
deployments in 50+ use
cases
(www.businesswire.com), with
>50% of Top-20 companies
as customers
(www.businesswire.com)).
Empowers reps with
actionable next steps rather
than just analytics.

Unifies HCP + patient
campaigns. Leads the
“point-of-care” channel
with exclusive
EHR/eRx partnerships
(network reach 2+
million HCPs
(www.globenewswire.c
om)). Strong at
demand generation
and patient activation
(coupons, adherence).
Measures ROI via
script lift and new-
patient starts. Close
loop between PMI
(patient medical info)
and targeting.

Flexible platform:
can support
complex sales
models (e.g. multi-
tier partnerships,
recurring
subscriptions).
Strong workflow
engine. AI-led
guidance (NBA)
can be applied
across industries.
Has strong partner
ecosystem
(System
Integrators).

Deep life-sciences expertise and
ecosystem (CLM, MSL, data
cloud). Unmatched HCP master
data (via Veeva OpenData) and
content library (Vault PromoMats).
Robust analytics and AI in pipeline
(Vault CRM embeds
Anthropic/Amazon LLMs). Veeva
Nitro analytics platform (stores
data in Amazon Redshift)
alongside more than 125 pharma
customers on Vault CRM (as of
March 2026) (ir.veeva.com). Built-
in support for omnichannel
orchestration (Align, Campaign
Designer).
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Platform /
Feature

Aktana (Contextual 360) OptimizeRx (DAAP
Network)

Pegasystems
(Pega CRM)

Veeva Vault CRM (with AI)

Limitations/
Consideratio
ns

Requires cultural adoption by
sales forces; risk of “alert
fatigue” if not tuned. ROI
depends on quality of input
data (bad data can yield bad
recommendations). Less
focus on large-scale
consumer/patient marketing.
Historically a service-centric
company (adding challenges
in deployment, now mitigated
by platformization
(inpractise.com)).

Primarily a “media
network” solution;
limited control over rep
face-to-face
operations. Best suited
for pull-based outreach
(ads, point-of-care
alerts) rather than
assisting a specific
call. ROI attribution
can be complex
(tracking multi-channel
lifts). Relies on third-
party partnerships.

Not tailored to
pharma field sales:
no built-in HCP
content libraries or
medical workflow
features.
Implementation
can be lengthy for
typical pharma
CRM requirements
(consent
management,
physician master
data). Lower
market momentum
in HCP
engagement
compared to
Veeva/Salesforce.

Requires migration to modern
(Vault) stack; existing non-Veeva
CRM users face significant
overhaul. AI features introduced in
2025–26; actual content
generation is limited by regulatory
review. Steeper learning curve if
organization lacks cloud maturity.
Most effective within full Veeva
ecosystem (misaligned if other
systems used).

Table 1: Comparison of AI-enabled HCP engagement platforms (Aktana, OptimizeRx, Pegasystems, Veeva
Vault CRM). This summary highlights each vendor’s focus, AI functionality, channels used, compliance
approach, key strengths, and limitations. Sources cited include vendor documentation, press releases, and
industry analyses as noted. (inpractise.com) (www.globenewswire.com) (www.pega.com)
(vaultcrmhelp.veeva.com)

Case/Brand (Context) Platform &
Solution

Reported Outcome Source

Major global pharma
(vaccine launch) – sales
force support

Aktana
Contextual
Intelligence

+22% uplift in target attainment among low-producing reps;
>30% faster sales growth for reps using Aktana
suggestions vs those not (www.casestudies.com).

(Aktana case study)
(www.casestudies.co
m)

Almirall (dermatology
brand, USA)

Aktana
Contextual
Intelligence
360

86% rep engagement (vendor-reported, May 2022 release);
sharp increase in rep productivity. (Aktana said Almirall was
already outpacing expectations after an early-January
deployment) (www.businesswire.com).

(Press release)
(www.businesswire.c
om)

Pilot programme (vendor-
reported)

OptimizeRx
DAAP (AI-
driven
outreach)

19% script lift among AI-identified HCPs seeing relevant
patients, as reported by OptimizeRx for a recent pilot
program (www.globenewswire.com).

(OptimizeRx 2023
press release; self-
reported, not
independently
verified)

Progressive disease
therapy (risk patients)

OptimizeRx
DAAP (patient
discovery +
targeting)

12.2% new-Rx lift among exposed HCPs; 2,929 additional
total prescriptions and 82 new-to-brand prescribers engaged
(www.optimizerx.com).

(OptimizeRx case
study)
(www.optimizerx.com)
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Case/Brand (Context) Platform &
Solution

Reported Outcome Source

Bayer Pharmaceuticals
(global commercial ops)

Veeva Vault
CRM

Qualitative only: a Bayer IT leader said “Vault CRM puts us
on a fast track to innovation.” (no quantified outcome
reported) (www.veeva.com).

(Veeva customer
story)
(www.veeva.com)

Table 2: Sample case studies and outcomes for representative HCP engagement implementations. These
examples illustrate the kinds of uplifts and benefits reported. The results are drawn from vendor-supplied case
studies and press materials (www.casestudies.com) (www.globenewswire.com) (www.businesswire.com).
(Note: “% lift” refers to relative increase due to the AI solution.)

Introduction and Background
Evolving HCP Engagement in Pharma
Engaging healthcare providers (HCPs) effectively is vital for pharmaceutical companies to drive treatment
adoption and patient outcomes. Traditionally, pharma relied on field reps, print materials, and congresses.
However, regulatory scrutiny (e.g. PDMA/Sunshine Act, privacy laws), HCP time constraints, and the rise of
digital channels have radically changed the landscape. By 2024, less than 55% of HCPs even reported
interacting with industry reps or digital channels (eu.m3.com), and only ~27% felt communications were
relevant and personalized (eu.m3.com). As Bayer’s CRM head notes, “HCPs want quick information. They’re
not willing to wait for the rep’s next visit” (eu.m3.com). In this environment, companies must reach HCPs
through omni-channel, data-driven strategies that respect compliance and privacy. AI and automation are
viewed as essential enablers of this shift.

Digital transformation trends in pharma highlight this need. A recent industry report points out that fragmented
legacy IT systems have been a major barrier – “silos and lack of data integration… hinder communication
with HCPs and patients” and are “among the biggest obstacles to omnichannel excellence” (www.diva-e.com).
Modern “cloud-based CRM, data integration, and automated content systems” are recommended to break
these silos (www.diva-e.com). At the same time, AI and predictive analytics are identified as a top trend:
quants show ~93% of life-science companies plan to increase AI/Digital investments in 2025 (www.diva-
e.com), anticipating up to 11% revenue increases through targeted AI initiatives (www.diva-e.com). Insurance
firms expect ~12% cost savings from AI in patient care. Importantly, marketing and sales (not just R&D) “are
increasingly benefiting from AI-driven efficiency” (www.diva-e.com).

These forces have spawned a new category of HCP engagement platforms that tightly integrate AI, data, and
execution. The goal is to close the loop between (a) Strategy (target patient segments, brand objectives), (b)
Insights (RWD analytics on patient/HCP behavior), and (c) Execution (engage HCPs via calls, digital
outreach, or medical science liaison (MSL) activities) in a coordinated way. Table 1 above outlines four leading
approaches:

Contextual Intelligence Engines (Aktana) that sit atop existing CRM/SFA systems and recommend
next-best-actions for sales reps and marketing teams, based on multi-channel data.
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Omni-channel Marketing Networks (OptimizeRx) embedded at the point-of-care and digital
advertising ecosystem, using AI to target HCPs (and linked patients) with timely brand messaging.
Technology Platforms (Pegasystems) offering general AI-driven CRM and BPM capabilities, which
can be (with configuration) applied to healthcare sales and engagement.
Industry-Specific CRM (Veeva) which taps deep pharmaco-commercial workflows (CLM, MSL
management, consent tracking) and is now adding LLM “AI Agents” to augment the core CRM
experience.

By comparing Aktana, OptimizeRx, Pega, and Veeva CRM, this report sheds light on the strengths, use cases,
and performance of each approach in 2026’s pharma commercial operations landscape.

Compliance and Data Challenges
A key difference in HCP engagement versus other B2B marketing is the strict regulatory environment. All
solutions must enforce global privacy laws (HIPAA, GDPR, etc.), FDA/EMA commercial codes (no off-label
promotion), and record all HCP interactions for audit. This means AI tools can only work with approved content
and non-sensitive data. For example, OptimizeRx emphasizes “privacy-safe, patient-centric” targeting within
EHR systems (investors.optimizerx.com). Veeva AI Agents, by design, run within the secure Veeva Vault,
accessing only the company’s vetted CRM data (vaultcrmhelp.veeva.com) (ir.veeva.com). Aktana’s Almirall
rollout emphasized change management, though compliance review remains the customer’s responsibility
(www.businesswire.com). Failure to do so risks regulatory action on issues like Sunshine Act reporting or
privacy breaches.

Furthermore, data silos remain pervasive. A multinational survey noted that 71% of top pharma execs see
“legacy operating models” as blocking cross-team collaboration (www.veeva.com). HCP information (sales
calls, prescribing records, digital interactions) often resides in different systems. AI platforms therefore invest
heavily in data integration. For instance, Aktana’s engine “consumes all the data…available about customers”
– from current drug prescriptions to webinar attendance – in order to make recommendations (inpractise.com).
Any solution’s effectiveness hinges on assembling a unified 360° profile of HCPs (and related patients). In
sum, the market context is one of strong growth (>$3B in 2024 (growthmarketreports.com)), high demand for
personalization, but also high compliance and integration hurdles. The following sections examine how each
platform navigates this environment.

Aktana: Contextual Intelligence and Next-
Best-Action
Platform Overview
Aktana (acquired by PharmaForceIQ in January 2026) pioneered the concept of commercial orchestration for
life sciences. Its core Contextual Intelligence Engine (now branded “Contextual Intelligence 360”) absorbs
data from across the commercial stack (SFA/CRM, analytics, customer records) and, using machine learning

IntuitionLabs

Pharma & biotech AI consulting · Custom software · Data engineering Page 8 of 23

https://investors.optimizerx.com/news-releases/news-release-details/optimizerx-continues-expansion-companys-point-care-network/#:~:text=Our%20commitment%20to%20privacy,a%20healthier%20future%20for%20all
https://vaultcrmhelp.veeva.com/doc/Content/CRM_topics/VeevaAI/Overview.htm#:~:text=Veeva%20AI%20for%20Vault%20CRM,to%20your%20organization%20and%20users
https://ir.veeva.com/news/news-details/2025/Veeva-AI-Agents-to-Be-Released-Across-All-Veeva-Applications/default.aspx#:~:text=Veeva%20AI%20Agents%20use%20large,started%20and%20scale%20over%20time
https://www.businesswire.com/news/home/20220504005413/en/Almirall-Deploys-Aktanas-Contextual-Intelligence-360-to-Optimize-Customer-Engagement#:~:text=Change%20management%20is%20another%20critical,%E2%80%93%20from%20content%20optimization%20to
https://www.veeva.com/resources/veeva-hcp-360-trends-report/#:~:text=not%20missed
https://inpractise.com/articles/veeva-align-link-and-opendata-vs-iqvia-onekey#:~:text=Yes,I%20take%20the
https://growthmarketreports.com/report/omnichannel-hcp-engagement-platforms-market/amp#:~:text=Platforms%20market%20size%20reached%20USD,is%20primarily%20attributed%20to%20the


and business rules, recommends the next best action for each representative or marketer. In effect, Aktana
addresses the question: “Given the HCP’s profile and history, and current brand strategy, what should my team
do next with this customer?” (inpractise.com).

The platform uses a combination of AI and “human-in-the-loop” domain expertise. Aktana says it has refined its
engine over a decade with “more than 100 million” previous field suggestions and 5,000+ tactics (discover-
pharma.com) (the “Knowledge Nexus”). Typical uses include: dynamic call list optimization (queuing HCPs
who show highest near-term value), rep day planning (suggesting which hospitals/clinics to visit), content
decisioning (which resources an MSL should bring to a meeting), and channel mix (when to call vs email vs
invite to an event). The system is delivered as a cloud service that integrates with CRM apps (such as Veeva
CRM, Salesforce Sales Cloud, or others) via API or embedded app.

Because Aktana is a vendor platform, customers retain ownership of their data and models, even as they get
recommendations. Importantly, the engine provides transparency into its reasoning (“explainable AI”): users
can see why a certain action was suggested, a key feature for gaining trust in regulated settings
(www.businesswire.com). The platform also includes features like a rep locator (predicting where a rep can
find a given HCP) and drill-down analytics for managers.

Business Impact and Case Studies
Aktana has been extensively trialed in major pharma deployments. The Almirall case (medical dermatology)
illustrates typical benefits. In a 2022 nationwide rollout, Aktana reported that Almirall achieved 86% rep
engagement after deploying the system in early January, along with a sharp increase in rep productivity
(www.businesswire.com). Almirall’s head of commercial operations, Vincent Cerio, said the rep locator module,
which predicts how far HCPs will be from a rep’s expected location, helped reps optimize their days and
minimize “windshield” time (www.businesswire.com). The same release states that more than half of the
world's top-20 pharmaceutical companies rely on Aktana (www.businesswire.com).

Another case, anonymized by the vendor, involved a new vaccine launch at a leading global pharma firm. By
deploying Aktana’s Decision Support Engine to its 220-person sales force, the company saw 22% higher goal
attainment among lower-performing reps and 30% faster sales growth for reps using Aktana’s suggestions
versus those who did not (www.casestudies.com). On timing, a guest in an In Practise interview who speaks
as an Aktana representative gave a generic illustration that “your customer usually reads emails in the
afternoon”; this is the interviewee’s example of how the platform works, not a detail of the anonymized vaccine
case (inpractise.com).

These outcomes typify Aktana’s value proposition: by personalizing each field rep’s plan, companies can
achieve statistically measurable gains in sales effectiveness. In the vaccine launch case, ramping up target
attainment 22% translates directly to higher market penetration. In Almirall’s example, near-universal rep
engagement suggests cultural buy-in, which is often a hurdle for new tech. Additional public cases (on
Aktana’s site) similarly report double-digit uplifts in call-rate effectiveness and ROI on account planning (e.g.
one biotech saw 30% faster new-account growth with the platform).
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These successes help explain why Aktana became an acquisition target. In January 2026, Miami-based
PharmaForceIQ (PFIQ) acquired Aktana to create an “end-to-end go-to-market customer engagement
platform” (discover-pharma.com). The combined product will integrate Aktana’s AI core (for field orchestration)
with PFIQ’s modular commercial planning tools. PFIQ’s CEO touted making field teams “smarter and more
effective” and unifying digital and field engagement (discover-pharma.com). This signals that Aktana’s
technology will live on under PFIQ – potentially broadening its reach with added marketing modules.

Strengths and Considerations
Aktana’s deep AI-driven recommendations set it apart. By ingesting all available HCP data, it generates
highly tailored guidance: e.g. “Last time Dr. X attended a webinar, sending a summary email two days later
proved effective; send it now, preferably in the afternoon” (inpractise.com). In the In Practise interview, a guest
who speaks as an Aktana representative claimed that none of the competitors discussed has “a next-best-
action recommendation engine like we do at Aktana”; this is the interviewee’s own claim and is not
independently verified (inpractise.com). Users report that this “hand-holding” reduces reps’ cognitive load and
ensures compliance with brand strategy. The platform also embeds change management: for example, Aktana
coached Almirall to establish an early-adopter team of champions and measure usage to drive adoption
(www.businesswire.com).

However, strong data dependence means Aktana is only as effective as its inputs. Companies must integrate
clean CRM data, signal feeds, and well-defined business rules. Also, overly generic or excessive suggestions
can overwhelm users (“alert fatigue”), so models must be carefully calibrated to each brand. Aktana has
mitigated this by providing explainability and letting users rate recommendations. Finally, while Aktana serves
marketing functions (e.g. reps, MSLs), it is not a full-blown CRM. It typically complements a CRM (like Veeva)
by pushing insights into the user’s existing workflow.

In summary, Aktana represents a specialized solution: when field execution is the bottleneck, its AI provides
a direct performance lever. The evidence suggests it can substantially improve rep productivity and target
coverage (www.businesswire.com) (www.casestudies.com). Going forward, integrated into PharmaForceIQ’s
platform, we expect it to combine field and digital orchestration (an “optichannel strategy” as described by
PFIQ (discover-pharma.com)).

OptimizeRx: Point-of-Care Engagement
Network
Company & Platform
OptimizeRx operates a point-of-care (POC) engagement network, embedding marketing messages directly
into the clinical workflow. Its platform connects to EHR systems, e-prescribing (eRx) software, and other point-
of-care applications to deliver targeted communications (e.g. drug information, patient co-pay coupons) while a
physician is reviewing a patient’s chart. Simultaneously, OptimizeRx has built an omni-channel ad network
(web display, social, patient portals) designed specifically for life sciences. Their key products include the
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Dynamic Audience Activation Platform (DAAP) and Micro-Neighborhood® Targeting (MNT). DAAP uses
AI and real-world data to identify both patients nearing therapy eligibility and the HCPs treating them, then
delivers coordinated messaging.

The approach is complementary to sales reps. Instead of assisting individual calls, OptimizeRx amplifies brand
presence in digital venues where HCPs and patients “search and decide.” By bridging HCP and DTC efforts,
they claim to accelerate patient starts (“making your brand the last thing an HCP sees before writing a
prescription” as their marketing puts it). OptimizeRx describes its approach as privacy-focused, and brand
teams remain responsible for regulatory review of the content delivered. The ultimate goal is measurable lift in
prescribing: OptimizeRx tracks ad exposures to script data to quantify impact.

AI and Data Capabilities
OptimizeRx’s AI focus lies in predictive patient identification and scheduling of HCP outreach. Its Patient
Discovery engine analyzes longitudinal patient records (claims, labs, prescriptions) to spot undiagnosed or
relapsing cases, then predicts when each patient will soon require treatment. It then back-chains to the treating
physicians, creating dynamic lists of “HCPs to engage” at the optimal moment. For example, OptimizeRx’s
2023 press release reported a 19% script lift among AI-identified HCPs seeing relevant patients in a recent
pilot; the release does not name the brand or therapeutic area, and the figure is vendor-reported
(www.globenewswire.com).

Another case (progressive immunology condition) targeted patients showing first symptoms. OptimizeRx
reports a 12.2% lift in new prescriptions among exposed providers, yielding 2,929 additional total scripts and
82 new-to-brand prescribers (www.optimizerx.com). These figures are vendor-reported results from a single
OptimizeRx campaign. The AI models continuously refine audiences; DAAP includes an “Audience
Segmentation & Media Planning” tool to adjust targets mid-campaign (www.optimizerx.com).

OptimizeRx also touts its scale: as of 2023 their network reached over 2 million US HCPs across major media
and EHR platforms (www.globenewswire.com). They have exclusive deals with leading EHR vendors and eRx
services (recently adding new partners to boost their NPI reach 37% in one announcement
(investors.optimizerx.com)). On the data side, OptimizeRx ingests a variety of sources (prescribing databases,
syndicated panel data, HCP attendee lists, etc.) to profile clinicians and link them to patient cohorts.

In late 2023, OptimizeRx rebranded its core HCP platform as the Dynamic Audience Activation Platform
(DAAP) after integrating previously separate capabilities (real-world data, AI scoring, and point-of-care
network) (www.globenewswire.com). The updated DAAP selectively activates HCP audiences across channels
using predictive patient “care windows.” OptimizeRx’s 2023 press release reported a recent pilot delivering a
19% script lift among AI-identified HCPs treating relevant patients (www.globenewswire.com). This emphasis
on quantitative ROI distinguishes OptimizeRx from many “awareness” tools.

Business Impact and Case Examples
Optimizing the marketing funnel is OptimizeRx’s forte. In a recent pilot program of its AI-guided DAAP,
OptimizeRx reported a 19% script lift among AI-identified HCPs seeing relevant patients
(www.globenewswire.com). This is a self-reported vendor figure from a 2023 press release and has not been
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independently verified.

In a separate vendor-reported case study, an OptimizeRx AI-driven HCP campaign generated a 12.2% new
prescription (NRx) lift among exposed HCPs, 2,929 additional total prescriptions (TRx) and 82 new-to-brand
prescribers (www.optimizerx.com). These are uncontrolled, vendor-reported results. OptimizeRx reports that
most of its higher-performing chronic-care clients see double-digit script uplifts, which they translate into ROI
for marketers (e.g. patient co-pay program clicks, website visits, etc.).

Broader adoption has followed as several large pharma trust OptimizeRx for patient acquisition and HCP
engagement. The company’s stock-mission statements and investor releases emphasize that OptimizeRx
“bridges the gap between HCP and DTC strategies” (investors.optimizerx.com) by allowing granular
targeting of the right intervention channels. The December 2025 press release noted new exclusive
partnerships to further expand its point-of-care reach, reinforcing the platform’s commitment to patient-centric
tactics (investors.optimizerx.com).

Strengths and Considerations
OptimizeRx’s unique position at the point-of-care is its greatest advantage. By inserting brand messages
directly into EHRs and prescribing software (channels where 68% of physicians prefer to receive information
(www.optimizerx.com)), it can influence decisions in context. It also provides tight metrics on downstream
effects (scripts written), enabling evidence-based optimization of campaigns. The AI-driven DAAP flags HCPs
most likely to encounter new patients, thus improving targeting precision and reducing wasteful “spray-and-
pray” marketing. Clients appreciate how OptimizeRx’s patient-matching AI can reach patients far earlier than
traditional awareness campaigns, effectively pulling demand forward through the sales funnel.

However, OptimizeRx is not a substitute for field sales or a CRM. Its strength lies in pull/push advertising
rather than two-way personal communication. It cannot, for instance, schedule a rep call or advise on a
specific rep’s interaction strategy. Also, while it stimulates awareness and sampling, converting that into closed
sales still requires MLR-reviewed messaging; content creation remains manual. On privacy, customers should
confirm with OptimizeRx how patient data is handled, and must still vet creative and maintain compliance
workflows. Another consideration is channel dependence: OptimizeRx’s performance relies on partner
networks – any shifts in EHR platform adoption or privacy regulations (e.g. blocking in-chart advertising) could
impact reach.

In sum, OptimizeRx excels as a data-driven HCP marketing amplifier. When patient need signals exist (e.g.
claims indicating a missed diagnosis), its AI can quickly activate a campaign that reaches thousands of
providers at scale. A vendor-reported case study describes a 12.2% new prescription lift among exposed
HCPs (www.optimizerx.com). Going forward, its vision of a unified HCP+DTC outreach engine positions it well
in an era where patient data and physician messaging increasingly overlap.
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Pegasystems (Pega): General-Purpose
CRM/Decisioning
Platform Overview
Pegasystems is a decades-old enterprise software company (serving customers since 1983) that provides a
unified platform for CRM, BPM (Business Process Management), and decisioning. Its Pega Platform is built to
automate customer journeys through AI-driven rules. For healthcare, Pega markets various solutions: sales
automation for field forces, case management for patient/payer services, and care management for providers.
Historically, Pega’s strength is configurability: companies build custom workflows (e.g. multi-step approvals,
entitlement checks, complex channel routing) on Pega’s low-code platform. In 2025, Pega heavily emphasized
its AI innovations, including generative capabilities (“Pega GenAI Blueprint”, Pega’s term) and “Customer
Decision Hub” for recommending next-best actions.

Unlike the other vendors here, Pega is not an HCP engagement specialist. It is vendor-neutral in terms of
channels and industries. Its “Next Best Action” engine leverages AI/ML to score and rank possible actions
(offers, task, content) from a business rule set. For sales teams, Pega can identify leads, suggest outreach
steps, and enforce compliance rules. In life sciences, a pharmaceutical company could use Pega to automate
parts of their commercial process, but this would require substantial domain configuration. Pega’s healthcare
pages highlight process automation for insurance processes, patient onboarding, and sales journey
personalization, rather than direct HCP promotion.

Capabilities and AI
Pega’s AI features include lead scoring, predictive analytics, and a “Guided Selling” component. For example,
Pega’s sales automation can identify new leads and accelerate opportunity progression using embedded
machine learning (www.pega.com). It can handle complex channel models (B2B vs B2C vs partnerships)
within one system (www.pega.com). A business rule engine can tie in quality checks (e.g. HCP consent on
data usage). Pega’s Customer Decision Hub is conceptually similar to other NBA engines, applying
predictive models to select the best next task for an agent or rep. The platform also integrates with external
systems (via APIs) – e.g. an EHR or data lake – but typically as part of a larger BPM buildout.

In recent years, Pega has added generative AI support. The February 2025 earnings release mentions Pega’s
“GenAI Blueprint” initiative, designed to help enterprises safely embed large language models into workflows.
(However, no specific large pharma use-case has been publicly documented as of early 2026.) Pega’s vision
would allow a rep to pose a question in natural language (“What’s next best action for Dr. Smith?”) and get a
data-backed answer. But again, Pega’s most direct clients in healthcare have historically been payers and
hospitals, not pharma marketing departments.
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Applications in Life Sciences
Several large life sciences organizations have used Pega, mostly for internal use cases. For example,
Evernorth (Cigna’s health services arm) built a patient services CRM on Pega, cutting delivery time by 75%
(www.pega.com). (This shows Pega’s strength in patient/member engagement, not HCP sales.) In pharma,
Pega can theoretically be used to orchestrate calls and compliance for field teams, but it faces tough
competition from purpose-built CRM. Unlike Veeva or Salesforce LS Cloud, there is no out-of-the-box HCP
data model or FDA-regulated content library in Pega. Any pharma company using Pega for field activities
would need to heavily customize it to manage jurisdictional regulations, consent, and multi-channel analytics.

This does not mean Pega isn’t valuable at all. Its unified platform can eliminate silos (sales, marketing, medical
affairs, training, etc.) by running all processes through one system. For example, Pega can tie together support
ticketing, marketing campaign management, and MSL activity logs into one database with robust reporting. Its
case-management and data capture tools could help a sales operations team track performance analytics end-
to-end. And because Pega’s platform is cloud-based, it can integrate patient/payer information where needed,
subject to the customer’s own privacy and compliance configuration.

Nevertheless, as a direct HCP engagement driver, Pega falls short of the others. In a recent industry ranking of
“HCP engagement software”, Pega was not even listed among top vendors (with Veeva, Salesforce, IQVIA,
Oracle dominating) (gitnux.org). Pega provides the plumbing and AI toolkit, but the specific Pharma 360°
context (medical review workflow, omni-channel measurement, HCP-mastering) largely relies on the customer
to build. In short, Pega is an enabler, not a ready-made HCP solution.

Strengths and Considerations
Pega’s enterprise-grade features are undeniable: it is a configurable platform that customers can adapt to
their own compliance needs (www.pega.com), and enables customer journeys spanning sales, service, and
partner channels. Its AI-driven guidance can boost productivity (e.g. recommending rapid follow-up on a high-
value lead). The platform shines when organizations need to automate their business logic end-to-end (for
example, auto-enrolling a patient into a co-pay program once a physician enters a prescription, routing cases
to the right department, etc.). Large integrators often use Pega to unify multiple legacy systems into one digital
experience.

However, these strengths are a double-edged sword: Pega’s flexibility means no inherent focus on pharma
content. Deployments tend to be longer and costlier, and the return on engagement is harder to quantify.
According to a digitalization analysis, many pharma companies still have “hard-to-integrate IT systems” – Pega
can help replace those, but this is an aspirational, multi-year project (www.diva-e.com). Furthermore, Pega’s
AI (like any) depends on curated data – data quality and governance remain challenges. In practice, few
pharma commercial teams have fully leveraged Pega’s NBA (compared to Aktana’s ready use-case) simply
due to lack of industry-specific templates.

In summary, Pegasystems is a powerful general platform that can support HCP engagement as part of a
larger CRM and automation strategy. It can incorporate AI at every step, but it requires substantial investment
and customization to match the targeted niche solutions above. For companies needing a unified journey
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orchestration engine rather than an immediate HCP-targeting module, Pega is a possible answer. Otherwise,
purpose-built life-science CRM vendors such as Veeva and Salesforce may be better suited to pure
commercial execution.

Veeva CRM (with AI Agents): SaaS CRM with
Embedded AI
Platform Overview
Veeva Systems has long been the market leader in life sciences CRM. Its flagship Vault CRM (announced
2022) is a purpose-built cloud suite that unifies sales, marketing, and medical (the “commercial cloud”). Key
components include Approved Email, CLM (visual detailing), Engage (virtual meetings), Align (territory
alignment), and Vault Content (digital asset management). By March 2026, Veeva reported that more than
125 customers were live on Vault CRM worldwide (ir.veeva.com), including Bayer, which Veeva profiles in a
customer story.

Critically for our comparison, Veeva has fully embraced AI in 2025–26. The October 2025 announcement of
Veeva AI Agents marks a paradigm shift: agentic AI assistants are being added inside Vault and CRM
applications (ir.veeva.com). According to Veeva, availability is staggered by application, starting in December
2025 for commercial applications (Vault CRM and PromoMats) and extending across R&D and quality in 2026.
The design is context-aware: agents access the Vault data model directly, solving “real-time” knowledge
queries. Veeva’s approach is to embed multiple purpose-built LLM agents (Anthropic’s Claude models) tailored
to life-science tasks (vaultcrmhelp.veeva.com) (ir.veeva.com). Veeva’s documentation lists agents such as
Agentic Account Summary, Agentic Call Report, Agentic Email and Agentic Voice. According to that
documentation, the agents use Anthropic’s Claude as the LLM, hosted on AWS Bedrock
(vaultcrmhelp.veeva.com) (ir.veeva.com).

Key Features and Innovations
Within Vault CRM, Veeva’s upcoming AI Agents promise to radically streamline workflows:

Interactive AI Chat and Search: Users can ask the system factual questions (“Show me Dr. Jones’s
prescribing history”) and get answers grounded in corporate data (vaultcrmhelp.veeva.com). This
removes the need to navigate multiple screens or reports.

Next-Best-Content / Pre-Call Planning: Agents analyze an HCP’s past behavior across channels and
propose which promotional materials or scientific content to share next. Veeva’s Q4 2025 HCP 360
Trends Report says field teams share approved content in just 48% of meetings (www.veeva.com). The
AI tries to close that gap by surfacing relevant material automatically during call prep.

Real-Time Data Insights: Sales reps get intelligent highlights (e.g. “this physician started a new patient
on your drug last week, suggesting you share the latest guidelines”) and reminders for follow-ups.
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Integrated Virtual Engagement: Veeva Engage supports virtual meetings within the Vault CRM suite;
any AI features for Engage should be confirmed with Veeva.

Importantly, these agents are “deep application agents” – meaning they have strict prompts and are built into
the Vault platform (ir.veeva.com). Veeva’s documentation states that its agents use Anthropic’s Claude as the
LLM, hosted on AWS Bedrock. This architecture is intended to ensure life-science expertise is encoded in the
AI’s behavior, avoiding generic hallucinations. Veeva’s CEO emphasizes the goal of bringing “better medicines
to more patients faster” through AI-powered productivity (ir.veeva.com).

Adoption and Market Position
Veeva’s CRM remains the industry standard. As of March 2026, Veeva reported “125+ customers” live on
Vault CRM, with rollouts spanning large biopharmas (ir.veeva.com). For example, Ozlem Arisoy, Vice
President, IT Pharma Commercial Global at Bayer, said in a Veeva customer story: “Vault CRM puts us on a
fast track to innovation.” (www.veeva.com). This is a vendor-published testimonial rather than independent
evidence.

Moreover, Veeva’s own market research underscores the persistent need for better HCP engagement. In a
2025 HCP 360° survey, Veeva highlighted that AI could dramatically improve content usage – an AI-driven pre-
call agent “surfaces relevant content and synthesizes tailored talking points” while, per Veeva’s Q4 2025
report, field teams share content in just 48% of meetings (www.veeva.com). The report also points out that
62% of engaged HCPs talk with three or fewer companies (eu.m3.com), making every engagement moment
critical. In this context, Veeva’s expansion into AI agents is positioned as a way to close the effectiveness gap.

Strengths and Considerations
Veeva’s main strength is its pharma-tailored design and vast data model. Unlike generic CRMs, Vault CRM
understands life-science concepts (brands, indications, adverse events) and integrates regulatory workflows
(e.g. all emails must use approved templates). Its ecosystem (Vault PromoMats for content management,
Veeva Align for territories, etc.) tightly links marketing strategy to field execution. Veeva also offers Nitro, an
analytics platform that stores data in Amazon Redshift and integrates commercial data sources
(www.veeva.com). With the introduction of AI Agents, Veeva further strengthens its position by embedding
LLM-based agents within its life-science CRM.

However, Veeva’s complexity can deter some users. Upgrading from legacy CRM (or from Veeva’s old on-
prem iRep) to Vault CRM requires significant change management and data migration. The AI features
introduced in 2025–26 are evolving: as of early 2026, customers can access basic AI assistance (chat, Q&A).
Full agent capabilities (pre-call planning, content suggestion) will roll out gradually (Dec 2025 onward)
(ir.veeva.com). The generative nature of these tools also requires careful medical oversight – Veeva’s
documentation says business admins can monitor AI usage, but that “Tracing Agent Actions is not available for
Vault CRM standard agents” (vaultcrmhelp.veeva.com).
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Veeva positions Vault CRM as a suite that unifies sales, marketing, and medical teams, although the Bayer
quote cited above speaks only to innovation, not to cross-functional coordination. Yet Veeva users still must
build the specific campaigns and content – Veeva provides the framework and data, while the AI agents
provide assistance. When used effectively, Veeva can deliver a “comprehensive HCP 360” view: unified
profiles of providers, real-time closed-loop feedback, and now AI-driven productivity gains on top.

The bottom line: Veeva remains the gold standard CRM for pharma, and its new AI Agents mark the next
evolution. With AI agents launching for Vault CRM in Dec 2025, Veeva customers are gearing up to leverage
generative insights for sales, marketing, medical, and even regulatory compliance workflows (ir.veeva.com)
(vaultcrmhelp.veeva.com). Analysts expect that this will further widen the gap between specialized life-science
CRMs and general-purpose platforms in terms of efficiency.

Data Analysis and Evidence
Across all platforms, the emerging data on performance is encouraging. For sales impact, both case studies
and vendor reports consistently cite double-digit uplifts. Aktana’s cases (Table 2) show +22% and +30% in key
metrics (www.casestudies.com), while OptimizeRx reports script lifts in the high teens and aggregate patient
reaches. These figures align with broader industry forecasts: one review predicted that targeted AI initiatives
could boost pharma revenues by up to ~11% (www.diva-e.com).

From a market perspective, spending and adoption levels support rapid growth. As noted, the HCP
engagement software market was ~$3.1B in 2024 (growthmarketreports.com), implying many billions of
vendor revenues (CRM, analytics, content, etc.) are tied to commercial expenditures. Digitalization trend
analyses project sustained acceleration: for instance, one source expects 13.8% annual growth in this sector
through 2033 (growthmarketreports.com), driven by increasing digital requirements and data volumes.
Underlying these forecasts is the recognition that pharma is still early in its digital transformation. The diva-e
report found 93% of life-science firms planning to expand AI spend in 2025 (www.diva-e.com).

Another important data signal is user behavior. Veeva’s HCP 360 report revealed that AI content tools can
potentially “double patient starts” but are under-used (www.veeva.com). The M3 survey cited data that 71% of
top pharma execs believe outdated operating models hamper cross-functional collaboration (www.veeva.com).
Together, these findings paint a picture: pharma has vast datasets and potential channels, but needs smarter
orchestration to exploit them. AI agents and engagement platforms are thus stepping into a void.

Finally, client testimonials, while possibly optimistic, consistently stress business outcomes. Vendor materials
include claims such as OptimizeRx’s reported 19% script lift in a pilot program, but these figures are self-
reported and have not been independently verified. It should be noted that direct ROI measurement in pharma
can be tricky (since many variables are involved), and vendor-described lift analyses (control vs exposed
cohorts) cannot substitute for independent evaluation. In short, the evidence base – from private case studies,
press releases, and industry surveys – suggests that AI-driven engagement may be beginning to deliver
on its promise. Whether measured in script lift, rep efficiency gains, or alignment of sales/marketing, the
vendor-reported metrics point in a favourable direction, though they remain uncontrolled and unverified.
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Case Studies and Real-World Examples
In addition to the case summaries in Tables 1–2, several broader examples illustrate how these platforms are
used in practice:

Leading Dermatology Brand (Almirall): As detailed above, Almirall rolled out Aktana across two
brands in the US and reported 86% rep engagement (www.businesswire.com). Almirall’s head of
commercial operations said the company wants to expand its use of the system “from content
optimization to next-best-action suggestions for our medical science liaisons” (www.businesswire.com).

OptimizeRx pilot: OptimizeRx reported a 19% script lift among AI-identified HCPs seeing relevant
patients in a recent pilot of its AI-guided DAAP (www.globenewswire.com). The figure is self-reported by
the vendor and has not been independently verified.

COVID-19 Pandemic (Remote Engagement): Although outside the direct scope of 2026 (and Aktana’s
case study pertains to 2020), it is noteworthy that when pandemic lockdowns hit, companies scrambled
to digital tools. Aktana published a case on using its platform during COVID-19 to quickly pivot sales
resources and maintain reach. The lesson was that an agile, data-driven engagement engine kept reps
focused on high-priority HCPs when face-to-face visits were blocked. This scenario accelerated
adoption of all digital outreach tools, including OptimizeRx’s POC ads (which were unchanged by
lockdowns) and Veeva Engage.

PharmaForceIQ Acquisition (Industry Consolidation): In January 2026, PharmaForceIQ’s acquisition
of Aktana signals a unification of field and marketing orchestration. The deal brought together Aktana’s
NBA system and PFIQ’s campaign planning tools under “one roof” (discover-pharma.com). Analysts
view this as a move to offer a more holistic “field-plus-marketing” solution – akin to a Swiss Army knife
for HCP engagement. The combined entity plans to emphasize this “optichannel” concept of seamless
cross-channel activation (discover-pharma.com).

Commercial Cloud Migration (Vault CRM): Multiple big pharmas have publicly announced moves to
Veeva’s new platform. Veeva publishes customer stories on moves to Vault CRM, such as Bayer’s.

While comprehensive statistical comparisons between platforms are scarce (providers seldom share balanced
third-party benchmarks), these cases underscore each approach’s narrative: data-driven prescriptions for
better engagement.

Discussion of Implications and Future
Directions
The comparison above reveals several broader implications:

1. Personalization is Paramount. With HCPs hearing from fewer companies and demanding more
relevant interactions, personalization (at scale) is no longer optional. All four platforms aim to enable
personalization: Aktana and Pega through tailored next actions, OptimizeRx through segment-of-one
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targeting (patient-HCP pairs), and Veeva via unified HCP profiles and AI-curated content. As Veeva’s
analysis notes, even tripling content usage could “double patient starts” (www.veeva.com). These ROI
multipliers drive pharma to invest in AI personalization.

2. Integration of Field and Digital. Ideally, a rep would have full visibility into what marketing and patient
programs are doing (and vice versa). In practice, silos persist. Aktana and OptimizeRx each help bridge
parts of the gap: Aktana links strategy to execution for reps, while OptimizeRx links patient signals to
digital outreach. Veeva has long offered a “unified” approach by giving sales, marketing, and medical a
common CRM platform. The trend is now toward even tighter integration. PharmaForceIQ’s merger of
Aktana underscores the desire to combine field orchestration with broader marketing data.

3. Evolving Role of AI. In 2026, the term “AI” mainly connotes predictive analytics and agentic assistants.
The platforms above exemplify this. Machine learning models are used to score doctors and patients
(OptimizeRx, Aktana) and to automate decision tables (Pega). Meanwhile, generative/agentic AI is
coming onboard. Veeva’s agents (using LLMs) are a harbinger of true AI assistants in pharma CRM. We
can expect similar moves from others: (Salesforce’s Einstein GPT for Life Sciences is an analog, though
not covered here). However, life-science AI must remain governed. Veeva’s strategy – confining agents
to approved data and workflows (vaultcrmhelp.veeva.com) (ir.veeva.com) – is likely to become an
industry norm.

4. Regulatory and Ethical Considerations. AI platforms must respect an array of rules. Notably, life-
science AI must avoid off-label inference. Unlike consumer AI, “Hallucinations” are unacceptable in
commercial context. Explainability and traceability are essential – both Aktana and Veeva emphasize
this. Privacy and consent are also top of mind: GDPR, HIPAA, and evolving laws (e.g. EU Digital
Services Act mentioned by analysts (www.diva-e.com)) will limit how data is used. For the platform
providers, obtaining patient and doctor consent data is crucial. OptimizeRx, for example, advertises its
content as “privacy-safe” (investors.optimizerx.com). Going forward, vendors will need to enhance
consent-management modules and ensure AI outputs can be documented for audits.

5. Changing Commercial Model. The success of AI engagement tools could reshape the field
organization itself. If reps are guided by AI, the nature of rep training and compensation may evolve.
Sales managers might rely on platform analytics rather than gut feeling to coach teams. Marketing will
increasingly be measured by patient metrics (e.g. Rx lift) rather than just impressions or leads. One
practical impact is budget allocation: companies may shift spend from broad DTC ads into digital POC
buys or AI-enhanced content (as OptimizeRx enables).

6. Future Outlook (2026+). Looking ahead, we see a few likely trends:

Omnichannel Unification: The final phase of transformation will unite all channels seamlessly.
Solutions will aim to present a single HCP journey (like Veeva’s vision) with consistent messaging. Multi-
company compliance frameworks (meta-consent, common ID registries) may emerge to tie these
systems together more tightly.
AI Agents Everywhere: By late 2026, AI assistants will be routine in field CRM. Reps may dictate call
notes which are transcribed and actioned; managers may ask ChatGPT-like tools for summary stats.
Early adopters of Veeva’s AI Agents will guide best practices (e.g. incorporating AI summary into call
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reports).
Patient-Centric Convergence: OptimizeRx’s model suggests HCP engagement is increasingly
entwined with patient centricity. Platforms might converge HCP and patient data even more (e.g.
“Patient 360°” linking to provider actions). This aligns with the broader industry trend of paying for
outcomes.
Regulatory Evolution: Expect regulators to scrutinize AI churned content. 21 CFR Part 11 compliance
may extend to AI logs. Vendors will offer features like “explainable audit trail” to reassure compliance
officers.
Data Quality & Analytics: With rich usage data from these platforms, companies will increasingly
quantify the cost-per-prescription metrics of various channels. Advanced analytics (e.g. propensity to
prescribe, churn risk models) will become first-class citizens.
Consolidation vs Best-of-Breed: The acquisition of Aktana by PFIQ hints that some vendors may
consolidate. Large players like Veeva might continue to absorb adjacent capabilities. At the same time,
others will form partnerships (e.g. OptimizeRx works with agencies). Buying decisions will weigh the
benefit of single-vendor integration (smoother data flow) versus best-of-breed specialization.

In academia and industry alike, the consensus is that AI-driven HCP platforms will continue to expand
their impact. One analyst notes that by blending rich CRM data with generative AI, companies can achieve a
“360-degree HCP view” and drive prescription outcomes more directly (www.veeva.com). Another
emphasizes that modernizing the data foundation (as with Pega or Veeva Vault) is a prerequisite for this AI
future (www.veeva.com). As noted earlier, 93% of surveyed life-science technology executives anticipate
higher investment in data, digital and AI in 2025 (www.diva-e.com)—suggesting widespread recognition that
the next few years will see AI move from pilot projects to operational backbone.

Conclusion
The 2026 landscape of AI-enabled HCP engagement platforms is diverse but clear in trajectory. Aktana
demonstrates the power of analytics-driven rep enablement, with measurable sales performance gains when
deployed correctly (www.businesswire.com) (www.casestudies.com). OptimizeRx showcases how an AI-
targeting engine can synchronize patient and provider outreach, yielding a vendor-reported 12.2% new
prescription lift among exposed HCPs in one case study (www.optimizerx.com). Pegasystems illustrates that a
flexible, general CRM-BPM framework can be employed for healthcare processes, though it requires extensive
customization to serve pharma’s unique needs (www.pega.com) (www.diva-e.com). Veeva’s Vault CRM –
bolstered by emerging AI Agents – remains the industry’s tried-and-trusted platform, evolving toward agentic AI
and deeper data integration (ir.veeva.com) (vaultcrmhelp.veeva.com).

Across these platforms, common themes emerge:

Data-Driven Personalization: All leverage data (sales, claims, digital) to tailor engagements.
Omni-Channel Coordination: Each solution addresses multiple channels, though with different
emphases (Aktana on rep/digital synergy, OptimizeRx on POC ads, Veeva on integrated omnichannel
execution).
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Regulatory Safeguards: Each vendor describes governance features such as explainability and secure
data handling, but compliance depends on how each platform is configured and used; Pega in particular
is not built for MLR workflows by default.
Measurable Outcomes: Vendor-reported case studies describe double-digit lifts in key performance
indicators, such as a 12.2% new prescription lift among exposed HCPs (www.casestudies.com)
(www.optimizerx.com), validating the business value of these investments.
Technical Evolution: The platforms are converging on AI – from ML models for prediction to
generative/agentic AI for user assistance.

For commercial teams, the implication is that AI HCP engagement software is no longer optional. Leading
firms view these tools as essential to remain competitive in a market where HCP attention is fragmented and
access is costly. The available results come from uncontrolled vendor case studies and press releases, so they
suggest potential benefits rather than proving them.

Looking forward, pharma and biotech companies will likely continue to adopt hybrid stacks. They may use
Veeva or Salesforce as their core CRM/CLM, integrate a specialized recommendation engine like Aktana for
field strategy, and leverage OptimizeRx (or similar) for programmatic outreach. Meanwhile, Pega-like decision
hubs may power back-office processes and analytics. The net effect should be a far more agile commercial
model: one where data flows fluidly from patients to strategy, and AI intelligently orchestrates real-time
responses. Early adopters of this vision (e.g. Almirall’s smart MSL planning (www.businesswire.com)) will set
benchmarks for efficiency and impact.

In conclusion, by 2026 the integration of advanced AI into HCP engagement is well underway. The four
platforms examined here exemplify different strategies, each valid in its domain. What they share is a promise:
to turn data into prescriptive action, aligning commercial activities ever more closely with patient outcomes.
As one industry report puts it, enabling “smarter, more coordinated outreach that modernizes HCP and patient
engagement” is no longer a nice-to-have, but a strategic imperative (pharmaforceiq.com). Pharmaceutical
companies that leverage these AI engines will be best positioned to improve brand performance and,
ultimately, patient care – the ultimate goal of the life sciences industry.
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About IntuitionLabs
IntuitionLabs is an AI consulting, custom software development and data engineering firm serving
pharmaceutical, biotechnology, medical-device and other life-science organizations. We work with clinical,
regulatory, medical-affairs, commercial, quality and IT teams to connect technology decisions with the work
people need to accomplish.

AI consulting and adoption

Our AI enablement services cover readiness assessments, use-case selection, governance and policies, team
workshops, adoption measurement and ongoing advisory support. We help organizations structure the
information layer behind AI: source material, context, permissions and maintained knowledge that make
generated answers useful and reviewable. Private LLM inference and hosted AI options support teams
evaluating how to operate AI with appropriate control over their data and infrastructure.

Software, data and life-science workflows

IntuitionLabs develops custom software for pharma and biotech, integrates enterprise systems, and builds
data engineering and business intelligence solutions. Areas of focus include AI agents, regulatory research,
medical writing, medical affairs, CMC information, competitive intelligence and clinical-document workflows.
Our eTMF intelligence work includes cross-system reconciliation and inspection-readiness support.

Enterprise platforms and regulated delivery

We provide Veeva services, application support, managed services, integrations and custom applications,
alongside enterprise content work involving platforms such as Egnyte. For regulated workflows, our services
include GxP enablement, computer-system validation and software development addressing 21 CFR Part 11
requirements. The applicable controls, validation responsibilities and acceptance criteria are defined for each
engagement.

Work with IntuitionLabs

Explore AI enablement, pharma and biotech software development, data engineering and BI, and Veeva
services. Contact IntuitionLabs to discuss your workflow, information sources and implementation needs.

IntuitionLabs publishes educational research to help life-science teams make informed technology decisions.
Coverage of a product or organization does not imply a client relationship, endorsement or partnership.

Website: https://intuitionlabs.ai

This article is educational. Verify consequential medical, legal, financial, regulatory and technical decisions with appropriate professionals and the
cited primary sources. Company services are described separately from the article's research findings.
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