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Executive Summary

Artificial intelligence is reshaping how life science companies train sales teams, manage
customer relationships, and deliver post-sale support. Yet for small companies in the biotech,
medical device, and diagnostic sectors, the path to Al adoption remains unclear and fraught
with practical challenges.

This research paper synthesizes findings from a proprietary survey of 63 commercial leaders
conducted in April 2026, combined with extensive industry data from leading research firms
including McKinsey, Gartner, Salesforce, and Deloitte. The goal: to give CEOs of small life
science companies a clear, data-driven picture of where Al stands today — and what they
should do about it.

Key Findings:

* Al usage is widespread but shallow. Approximately 88% of commercial leaders use Al
tools at least occasionally, but only 13% have integrated Al into repeatable workflows or
advanced automation. The gap between experimentation and operational integration
remains wide.

+ Sales training is an untapped opportunity. Only 10% of surveyed leaders are actively
using Al for sales training, while 48% are not using it at all. Yet 46% identified sales
training and onboarding as a topic of high interest — signaling strong latent demand.

* CRM integration lags behind interest. Just 21% of respondents use Al to update CRM
records, despite 57% ranking CRM and sales ops automation among their top three topics
of interest. Large Language Models (LLMs) are transforming CRM platforms like Veeva,
Salesforce, and HubSpot, but adoption at smaller companies remains early-stage.
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* Customer support is overwhelmingly manual. Nearly half (45%) of respondents report
fully manual customer support, and 29% are not even familiar with Al support tools. Only
15% have deployed Al FAQ chatbots. The healthcare chatbot market is projected to grow
from $1.2 billion in 2024 to $4.3 billion by 2030, suggesting significant opportunity.

* Integration is the #1 barrier, not budget. The top blocker to Al value is integration with
existing systems (43%), followed by security/compliance concerns (27%) and change
management challenges (27%). Budget constraints, while real, ranked sixth at 21%.

* The ROI case is compelling. Companies investing in Al-powered sales tools generate 77%
more revenue per representative (Gong, 2025). Al training delivers an average return of
$3.70 per dollar invested, with top performers seeing up to $10.30 (Microsoft-IDC, 2025).
Al-assisted onboarding can reduce time-to-productivity by 42%.

* Small companies face unique headwinds. Pharmaceutical sales turnover reaches 35%,
with 44% of reps leaving within 1-2 years. Medical device reps take 18-24 months to reach
full productivity. Small companies lack the training budgets of large enterprises ($1.6
million average for midsize vs. $11.7 million for large companies) and often have no
dedicated Al strategy owner (75% of surveyed companies).

The bottom line: Al is no longer optional for competitive life science sales organizations. Small
companies that act now — starting with focused, high-ROI applications like Al-assisted
onboarding, CRM automation, and customer support chatbots — can close the gap with larger
competitors while the technology is still maturing.

This paper provides specific, prioritized recommendations for CEOs ready to take the next step.

Introduction: Why Al in Sales Matters for Small Life
Science Companies — Now

The life science industry is experiencing a convergence of forces that make AI adoption both
urgent and inevitable. Global Al spending is forecast to reach $2.52 trillion in 2026, a 44% year-
over-year increase (Gartner, January 2026). Within life sciences specifically, 93% of companies
anticipate increased investments in data, digital, and Al technologies in 2025 (ZS Survey, 2025),
and 94% of life sciences leaders view Al as a powerful tool for navigating industry challenges
(Salesforce, September 2025).
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For small life science companies — the approximately 3,200 dedicated biotech firms in the
United States, along with hundreds of small medical device and diagnostic companies — the
stakes are particularly high. These companies face a unique combination of challenges:

« Complex products that require extensive sales training (medical device reps take 18-24
months to reach full productivity)

* Regulatory complexity spanning FDA compliance, HIPAA requirements, and off-label
usage rules

* High turnover (pharmaceutical sales turnover reaches ~35%) that erodes training
investments

* Limited budgets compared to large pharma competitors

* Long sales cycles (12-18 months in biotech) that demand sustained relationship
management

At the same time, Al tools have matured rapidly. The sales enablement platform market is
projected to grow from $5.04 billion in 2026 to $12.35 billion by 2031 (Mordor Intelligence),
driven by Al capabilities that were unavailable just two years ago. Gartner predicts that by
2027, 95% of seller research workflows will begin with Al up from less than 20% in 2024.

The question for small life science CEOs is no longer whether to adopt Al, but where to start
and how to do it effectively with limited resources.

This paper examines four critical areas where Al can transform small life science commercial
operations: sales training, CRM integration, customer support, and operational efficiency.
Drawing on both proprietary survey data and the latest industry research, it provides a
practical roadmap for CEOs ready to act.
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Section 1: AI Adoption in Sales Training — Current
State and Opportunity

The Adoption Landscape

Al is rapidly becoming a standard tool in sales organizations. According to the Salesforce State
of Sales Report (2025), 81% of sales teams are now using Al in some form. A ZoomInfo survey
from May 2025 found that 45% of sales professionals use Al at least once a week. And 47% of
sales teams now use Al specifically for call coaching (industry data, 2025).

However, our proprietary survey of 63 commercial leaders in the life science sector reveals a
more nuanced picture. While 88% of respondents use Al tools at least occasionally, the depth
of adoption varies dramatically:

Current Al Tool Usage Levels Among
Life Science Commercial Leaders

Exploring/experimenting _ 33%
Integrated into team workflows - 10%

Advanced (custom models/automations) 3%
0% 10% 20% 30% 40% 50% 60%

Percentage of Respondents (%)

The picture becomes even starker when we look specifically at Al in sales training and
onboarding:
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Al Adoption in Sales Training Programs

mmm Not using Al for training

mmm  |nterested but haven't started

mmm Experimenting with Al tools
Actively using Al in training

Only 10% of commercial leaders are actively using Al for sales training. Nearly half (48%)
are not using it at all. Yet the opportunity is clear: 25% are interested but haven't started, and
21% are experimenting or piloting. Combined, 56% of respondents are either using, piloting,
or interested in Al for sales training.

The Productivity Case for Al in Sales
The data supporting Al's impact on sales productivity is substantial:
+ 77% more revenue per representative for sales teams using Al, based on Gong's

analysis of 7.1 million sales opportunities (2025)

* 83% of sales teams using AI saw revenue growth in the past year, compared to 66% of
teams without AI (Salesforce/Houlihan Lokey, April 2025)

* Teams using Al as a core revenue strategy are 65% more likely to increase win rates
(Gong, 2025)
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* McKinsey reports companies using Al-powered sales tools see an average 25% increase
in sales productivity (2024-2025)

* 47% of companies report that Al tools have improved lead generation (Salesgenie, 2025)

Al Sales Training Tools and Platforms

The market for Al-powered sales training has expanded significantly. Key platforms include:

Platform Key Capabilities Life Science Relevance

Gong Conversation intelligence, deal analytics, Al 4.8/5 on G2; $298M ARR in
Trainer for role-play from real calls 2024

Allego Al video coaching, content management, role- Strong life sciences vertical
play

Mindtickle Al-powered readiness platform, coaching Sales readiness focus

ACTO Al-powered training, certification, adaptive Purpose-built for life
learning sciences

Second Life-like Al role-play simulations Customizable scenarios

Nature Al

Seismic + Al-powered content delivery, learning, Merged February 2026;

Highspot recommendations ~$6B combined value

For life sciences specifically, platforms like ACTO (purpose-built for life sciences field teams),
Quantified Communications (improved onboarding times for pharma), and ZS (Al-powered
conversational skill refinement for pharma sales) offer specialized capabilities that address
regulatory and compliance requirements unique to the industry.

ROI of Al Sales Training

The return on investment for Al-powered sales training is compelling:

* Average ROI: $3.70 per dollar invested in Al training; top performers see up to $10.30
(Microsoft-IDC, 2025)
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* Accenture analysis shows potential 353% return on training investments (Forbes, March
2026)

* Sales training returns of $4.53 for every dollar spent (Hyperbound, June 2025)

* Al-driven coaching programs show an average return of 5-7 times the investment
(Outscale.ai, October 2025)

However, it is important to note that only 21% of leaders currently report significant positive
ROI from Al investments, while 42% of mature data/Al organizations report positive ROI (CIO
Dive, March 2026). This suggests that realizing returns requires organizational maturity and
commitment, not just tool adoption.

Ramp Time Reduction — A Critical Metric for Small Companies
One of the most impactful applications of Al in sales training is reducing onboarding time:
* Al-assisted onboarding achieves a 42% reduction in time-to-productivity (ASPR.ai,
February 2026)

* Median ramp time trimmed from 90 days to just 48 days with Al (PitchMonster.io, 2025)

* Traditional medical device sales rep ramp time: 18-24 months (Hyperbound.ai, February
2026)

* Traditional biotech sales cycle: 12-18 months (Apollo.io)

* General sales rep average: 5.3 months to full productivity (Oliv AI, 2025)

For small life science companies where every month of unproductive ramp time represents
$13,000+ in compensation costs (based on a 6-month ramp costing over $80,000), Al-powered
onboarding can deliver immediate, measurable savings.

Life Sciences AI Adoption Context

The broader life sciences industry is investing heavily in AL
* The Al in life sciences market is expected to grow from $3.27 billion in 2026 to $15.94
billion by 2035 at a 19.30% CAGR (BioSpace, April 2026)
* 93% of life sciences companies anticipate increased Al investments (ZS Survey, 2025)

+ 25% of life science organizations are currently investing in agentic Al (Salesforce/
Houlihan Lokey, April 2025)

10
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* Three out of four life sciences executives are optimistic about Al adoption (Deloitte, 2025)

Yet medical device industry Al adoption stands at just 24%, compared to 51% in other high-
tech sectors (MDDI Online, 2025). This gap represents both a challenge and an opportunity for
early movers.

Section 2: Large Language Models for CRM
Integration

The CRM Landscape in Life Sciences

Customer Relationship Management systems are the backbone of life science commercial
operations. The CRM market in pharma and biotech is estimated at $1,333.87 million in 2026,
expected to reach $2,852.81 million by 2035 at 8.2% annual growth. The broader healthcare
CRM market stands at $17.87 billion (2023), projected to reach $30.65 billion by 2030 (Grand
View Research).

In life sciences, the CRM market is dominated by specialized players:

* Veeva Systems: 26.81% market share (historically ~80% of global life sciences CRM)
« IQVIA: 17.73% market share
+ Salesforce: 16.40% market share
* Oracle: 11.21% market share
For small companies, CRM adoption is widespread — approximately 91% of companies with

11+ employees use CRM systems (Teamgate, December 2025) — but Al-powered CRM features
remain underutilized.

Survey Insights: The CRM-AI Gap

Our survey reveals a significant gap between interest and adoption in CRM automation:

* Only 21% of respondents use Al to update CRM records
* 57% rank CRM + sales ops automation among their top three topics of interest

* 41% use Al for generating follow-up emails from call summaries

11
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* 38% use Al for transcribing sales or customer calls
*+ 38% are not using AI for any internal operations

* Only 25% are running multi-step AI processes (e.g., input = output = system update -
notification)

This gap — 21% current CRM Al usage vs. 57% interest — represents one of the largest
opportunities identified in our research.

How LLMs Are Transforming CRM Platforms

Large Language Models are being integrated into every major CRM platform serving life
sciences:

Veeva Systems — Al Agents for Vault CRM

Veeva launched AI Agents for Vault CRM in December 2025, with additional agents planned
throughout 2026. These include Media Agent, Free Text Agent, Voice Agent, and Pre-call Agent
— designed to be "deep Al that's simple, secure, and compliant for life sciences companies." As
of March 2026, more than 125 customers worldwide are live on Vault CRM. Veeva is positioning
itself as the leader in agentic CRM for life sciences, with Al agents spanning clinical, regulatory,
safety, quality, medical, and commercial operations.

Salesforce — Agentforce for Life Sciences

Salesforce has deployed Agentforce for Life Sciences, its agentic Al platform for pharma and
medtech. Einstein GPT provides generative Al capabilities including writing sales emails,
summarizing calls, suggesting next best actions, and predictive insights. Notable deployments
include AstraZeneca. According to Girikon (2025), 65% of companies now use CRM systems
with generative Al features, and teams using Al-enhanced CRM are 83% more likely to exceed
sales quotas.

HubSpot — Breeze Al Tools

For small companies that may find Veeva or Salesforce cost-prohibitive, HubSpot offers Breeze
Al Tools — Al-powered capabilities for marketing, sales, and service. HubSpot launched 200+
new features in 2025, including improved Breeze Agents and Al-powered Workspaces, making
it a more accessible CRM option for smaller organizations.

Domain-Trained LLMs

12
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Specialized solutions are emerging for life sciences CRM:
+ Axtria and Genloop deliver domain-trained LLMs for life sciences, enhancing accuracy,
compliance, and integration while reducing costs
+ ZS ZAIDYN integrates intelligence into Salesforce Agentforce (January 2026)

* Close Up CRM offers Al-powered solutions transforming HCP engagement, automating
workflows, and predicting sales trends

The Sales Enablement Platform Market

The broader sales enablement platform market — which encompasses CRM-adjacent tools —
is growing rapidly: from $5.04 billion in 2026 to $12.35 billion by 2031 at a 19.65% CAGR
(Mordor Intelligence). Cloud-based SaaS solutions hold 56.8% market share (2025), making
these tools increasingly accessible to small companies without large IT infrastructure.

A notable industry development: the Seismic and Highspot merger announced February 12,
2026, created a combined entity valued at approximately $6 billion, signaling consolidation
and maturation in the sales enablement space.

What LLM-CRM Integration Means for Small Companies

For CEOs of small life science companies, LLM-powered CRM integration offers several
practical benefits:

1. Automated data entry and record updates — reducing the administrative burden that
keeps reps from selling

2. Al-generated call summaries and follow-up emails — already the most adopted Al use
case (41% of survey respondents)

3. Predictive insights — identifying at-risk accounts and suggesting next best actions

4. Personalized content generation — creating compliant, tailored communications at
scale

5. Natural language querying — allowing non-technical users to extract insights from CRM
data

The key consideration: 86% of IT leaders expect generative Al to play a prominent role in CRM
(IBM/Salesforce, 2025), making this a strategic investment rather than an experimental one.

13
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Section 3: Chatbots for Technical Support

The Current State of Customer Support in Life Sciences

Our survey data paints a stark picture of customer support in life science commercial
organizations:

Current Post-Sale Technical Support Methods

Fully manual (email/phone) 45%

Not familiar with Al options 29%

Internal knowledge base 25%

Al-powered FAQ chatbot 15%

Al ticket routing/triage 10%

0% 10% 20% 30% 40% 50%
Percentage of Respondents (%)

Nearly half (45%) of commercial leaders report that their customer support is fully
manual, with no Al tools in use. An additional 29% are not even familiar with Al support tools.
Only 15% have deployed AI FAQ chatbots, and just 10% use Al troubleshooting assistants or Al
ticket routing.

Yet 46% of respondents identified customer support/knowledge base as a topic of high
interest (Q14) — revealing a significant gap between awareness of the opportunity and actual
implementation.

14
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The Healthcare Chatbot Market

The healthcare chatbot market is experiencing rapid growth:
* Estimated at $1.2 billion in 2024, projected to reach $4.3 billion by 2030 at a 24% CAGR
(ScienceSoft / Grand View Research)

* The broader conversational AI market stands at $14.56-$19.21 billion in 2025, projected
to reach $41-$155 billion by 2035

* 53% of life sciences organizations have adopted medical chatbots and Al agents — the
second most adopted Al technology in life sciences (NVIDIA Survey, March 2025)

+ 80% of companies are using or planning Al chatbots for customer service by 2025
(ChatMaxima, December 2025)

The contrast between the NVIDIA figure (53% adoption in life sciences broadly) and our survey
data (15% chatbot adoption) likely reflects the difference between large enterprise adoption
and the reality at smaller companies — precisely the gap this paper aims to address.

Customer Satisfaction Impact

The evidence for chatbot impact on customer satisfaction is strong:

* Chatbots improve CSAT by an average of 27% (Marketing LTB, November 2025)
* 22.3% leap in customer satisfaction from Al interactions (Zoom, March 2026)
* Chatbots improve digital journeys for 84% of users (Master of Code Global, 2026)

* 33% reduction in customer frustration from chatbots (Marketing LTB)

Support channel satisfaction rates also favor digital channels:

Channel Satisfaction Rate

Live chat (including chatbots) 87%
Email support 61%
Phone support 44%

Source: Pylon, 2024

15
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Cost and ROI of Chatbot Implementation
For budget-conscious small companies, the economics of chatbot deployment are favorable:
* Implementation cost: $10,000-$80,000 for a custom business chatbot (FastBots.ai,

January 2026)

* Per interaction cost: $0.50-%$0.70, significantly lower than live agents (Master of Code
Global)

* Average ROLI: $8 returned per $1 invested (industry data)

* First-year ROI: 148%-200% (Fountain City Tech, February 2025); up to 340% (Heyloha,
March 2026)

Use Cases for Life Science Companies
Chatbots offer particular value in biotech, diagnostic, and medical device contexts:
Technical Support Applications:
* Product information queries — instant access to specifications, usage guidelines, and
compatibility data
* Troubleshooting assistance — guided steps for lab equipment and diagnostic platforms

* Order status and logistics — automated tracking for reagents, parts, and consumables

* Regulatory and compliance information — quick access to Instructions for Use (IFU) and
compliance documentation

* Training support — on-demand assistance for new instrument users

Customer Service Applications:

* 24/7 first-line support for global operations
* Multilingual support (particularly valuable for companies with international customers)
* Service appointment scheduling

* Knowledge base navigation

16
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Compliance and Risk Considerations
Life science companies must navigate specific challenges when deploying chatbots:

* Regulatory compliance: HIPAA and FDA requirements must be built into chatbot design
+ Data security: Sensitive customer and patient information requires robust protection

* Accuracy requirements: Medical and technical information must be precise — errors
carry regulatory and safety risks

+ Off-label information risks: Chatbots must be programmed to avoid providing off-label
product information

* Adverse event reporting: Systems must recognize and properly route potential adverse
event reports

+ Audit trail requirements: All interactions must be logged for regulatory compliance

Future Outlook

By 2027, Al is expected to handle 50% of customer service cases, up from approximately 30%
today (Salesforce/IBM). The Life Sciences Customer Engagement Platform Market is projected
to grow at a 12.5% CAGR from 2025 to 2034 (Insightace Analytic). Companies that begin
building chatbot capabilities now will be better positioned as customer expectations shift

toward Al-assisted support.

Section 4: Training Challenges for Small Life Science
Companies

The Unique Burden on Small Companies

Small life science companies face a disproportionate set of challenges when it comes to sales
training. Unlike large pharmaceutical companies with dedicated training departments and
multi-million-dollar budgets, small biotech, medical device, and diagnostic companies must
train complex products with limited resources.

17
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Budget Disparities:
* Large companies maintain average training budgets of $11.7 million (Training Industry
Report, 2025)
* Midsize companies average just $1.6 million (Training Industry Report, 2025)
* Average cost per learner: $874 in 2025, up from $774 in 2024 (Training Magazine)

* Average sales training spend: less than $2,000 per salesperson (Objective Management
Group, August 2025)

« Companies typically spend 1-3% of total annual budget or 2-5% of salary budget on

training

For a small biotech with 10 sales reps, even at $2,000 per rep, the annual training budget of
$20,000 must cover product knowledge, compliance, selling skills, and ongoing development
— a fraction of what larger competitors invest.

Annual Training Expenditure by Company Size
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The Turnover Problem
High turnover compounds the training challenge:
* Pharmaceutical sales turnover: approximately 35% (Performance Development Group,

November 2023)

* 44% of pharmaceutical sales reps leave within 1-2 years (Performance Development
Group)

* Biotech industry turnover: approximately 12% (Retensa)

* Overall workforce turnover: projected 13.0% in 2024-2025 (Mercer)

When a medical device rep who took 18-24 months to reach full productivity leaves after two
years, the company loses not just the training investment but the accumulated relationship
capital and product expertise. For small companies with teams of 5-15 reps, losing even one
experienced representative can significantly impact revenue.

Extended Ramp Times

The time required to bring new life science sales reps to full productivity is among the longest
in any industry:

* Medical device sales reps: 18-24 months to full productivity (Hyperbound.ai, February
2026)

* Medical device rep ramp-up: 9-12 months (CareerTrainer.ai, April 2026)

* Biotech sales cycles: 12-18 months (Apollo.io)

* General sales rep onboarding: 3.5 months average (Careertrainer.ai)

* Average sales rep: 5.3 months to full productivity (Oliv Al, 2025)

The cost of extended ramp time is substantial: a 6-month ramp represents over $80,000 in
compensation before full productivity, based on entry-level medical device rep base salaries of
$55,000-%$75,000 and median on-target earnings of $160,000.

Sales training departments in life sciences spend 55% of their time training newly hired reps
(Pharmaceutical Executive, 2026) — leaving limited capacity for ongoing development of
existing team members.

19
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Contributing Factors Unique to Life Sciences

Several factors make life science sales training particularly complex:
1. Product complexity: Medical devices, diagnostics, and biotech products require deep
technical understanding

2. Regulatory knowledge: Reps must master FDA compliance, HIPAA requirements, and off-
label usage rules

3. Relationship building: The medical field requires trust-based relationships with
healthcare professionals

4. Multiple stakeholders: Buying decisions involve clinicians, administrators, procurement,
and sometimes patients

5. Medical terminology: Reps must speak the language of their customers fluently

6. Compliance training: Initial qualification, reqular compliance updates, and technical/
regulatory complexities require ongoing investment

The Funding Environment

The broader funding environment adds pressure:
* Over 100 biotech companies experienced layoffs, restructuring, or shutdowns in 2023,
continuing into 2024-2025 (Confidence Research, October 2025)

* Approximately 8,000 "stealth" biotech companies remain in various stages of
development

+ VC funding constraints, long product timelines, and high operational costs create limited
financing runway for sales team development

How AI Can Address These Challenges

The survey data reveals that 25% of commercial leaders are interested in Al for sales training
but haven't started — this is the primary target audience for Al training solutions. Al can
address small company challenges in several ways:

1. Cost reduction: Al training tools can cut costs by 60-70% (Oliv.ai, 2025)

2. Faster onboarding: 42% reduction in time-to-productivity (ASPR.ai, February 2026)

20
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3. Scalable training: Consistent quality regardless of company size — a 5-person team gets
the same training quality as a 500-person team

4. Compliance integration: Real-time regulatory updates and personalized compliance
training paths

5. Personalized learning: Customized paths based on individual performance and
knowledge gaps

6. 24/7 availability: Addresses the challenge of busy clinical schedules that make traditional
classroom training difficult

7. Measurable results: Data-driven insights on training effectiveness and rep readiness

Section 5: Survey Insights — The Gap Between
Interest and Adoption

About the Survey

The AI Productivity & Automation Survey for Commercial Leaders was conducted in April 2026
with 63 respondents. The survey covered 15 questions spanning Al tool usage, workflow
automation, strategy ownership, barriers, marketing, prospecting, internal operations, sales
training, customer support, and topics of interest. Respondents represent commercial leaders
across life science, biotech, medical device, and diagnostic companies.

Key Finding #1: High Usage, Low Integration

While 88% of commercial leaders use Al tools at least occasionally, the depth of integration
remains shallow:

* 55% use Al regularly for specific tasks
* 33% are still exploring or using Al occasionally
* Only 10% have integrated Al into repeatable workflows

* Just 3% have advanced automation across functions

Similarly, when asked about repeatable Al-assisted workflows (Q2):

* 32% report mostly ad hoc use

21
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* 25% are experimenting
* 27% have repeatable workflows in 1-2 areas

* Only 16% have workflows in multiple areas

Implication for CEOs: Most organizations are stuck in the "experimentation" phase. Moving
from ad hoc usage to repeatable workflows is the critical next step — and it requires deliberate
strategy, not just tool access.

Key Finding #2: The Leadership Vacuum

Perhaps the most concerning finding: 75% of companies lack dedicated AI strategy
ownership.

* 59% have no centralized AI ownership at all

* 16% handle Al on a department-by-department basis

* Only 13% have a full-time Al role or team

+ 8% have Al as part of someone's broader job

* 5% are not sure

Implication for CEOs: Without a clear owner, Al initiatives drift. Someone in the organization
— even if it's a part-time responsibility — must be accountable for Al strategy, tool selection,
and adoption tracking.

22
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Key Finding #3: Integration Is the #1 Barrier

Top Barriers to Al Adoption

Integration with existing systems _ 43%
Data security/privacy concerns _ 27%
Change management/adoption _ 27%
Lack of internal expertise _ 22%
Budget constraints 19%
Regulatory/compliance concerns 16%
0% 10% 20% 30% 40% 50%

Percentage of Respondents (%)

The top barrier is not budget — it's integration with existing systems at 43%. This is followed
by security/compliance (27%), adoption/change management (27%), and lack of clear
ownership (25%). Budget and bandwidth constraints rank sixth at 21%.

Implication for CEOs: When evaluating Al tools, prioritize those with strong integration
capabilities and pre-built connectors to your existing tech stack. The cheapest tool that doesn't
integrate is more expensive than a pricier tool that does.

Key Finding #4: Marketing Leads, Training Lags
Al adoption varies significantly by function:

* Marketing/content: 78% are using Al (62% for drafting content, 44% for campaign
planning)
* Prospecting: 57% are using Al in some form

* Internal operations: 62% are using Al for at least one operational task

+ Sales training: Only 31% are using or experimenting with AI (10% active, 21% piloting)
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* Customer support: Only ~25% are using any Al support tools

Implication for CEOs: Marketing has led Al adoption because the use cases are intuitive and
low-risk. Sales training and customer support represent the next frontier — with potentially
higher ROI given the cost of turnover and manual support.

Key Finding #5: Strong Demand for Benchmarking and Guidance

Al Topics of Greatest Interest to
Commercial Leaders

Marketing content & campaigns _ 64%
Prospecting & lead generation _ 62%
Customer support automation _ 46%

Sales training & coaching 46%
Regulatory/compliance automation 30%
O‘I% ld% Zd% 30|% 4OI% 50I% 60I% 7OI%

Percentage of Respondents (%)

An overwhelming 83% of respondents want to receive a benchmark summary (Q12), and the
topics of greatest interest align directly with the themes of this paper:

* Marketing/content workflows: 64%

* Prospecting/outreach: 62%

* CRM + sales ops automation: 57%

* ROI/measurement/governance: 49%

* Customer support/knowledge base: 46%

+ Sales training/onboarding: 46%
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Implication for CEOs: Your peers are hungry for guidance. The companies that move first on
CRM automation, customer support Al, and sales training AI will set the benchmarks that
others follow.

Key Finding #6: Multi-Step Automation Is Rare

Only 25% of respondents are running multi-step Al processes (e.g., input = output — system
update - notification). 67% have not started, and 8% are unsure.

Implication for CEOs: Multi-step automation — where Al handles an entire workflow rather
than a single task — is where the largest productivity gains lie. But it requires the integration
and ownership that most companies currently lack. This is a medium-term goal, not a starting
point.

Section 6: Actionable Recommendations for CEOs of
Small Life Science Companies

Based on the combined evidence from our survey data and industry research, we recommend
the following prioritized actions for CEOs of small life science companies. These
recommendations are ordered by impact and feasibility, starting with steps that can be taken
immediately.

Priority 1: Assign AI Ownership (Immediate — Week 1)

The problem: 75% of companies lack dedicated Al strategy ownership. Without an owner, Al
initiatives stall.

The action: Designate a specific person (even part-time) as your Al strategy lead. This doesn't
require a new hire — it can be an existing commercial operations, sales enablement, or IT
leader who takes on Al coordination as 20-30% of their role.

What they should do:

* Audit current Al tool usage across the organization

+ Identify the top 3 use cases with highest potential ROI
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* Create a 90-day AI adoption roadmap

* Establish basic governance guidelines (approved tools, data handling, compliance
requirements)

Why it matters: Our survey shows that companies with dedicated AI ownership are
significantly more likely to have repeatable workflows and advanced automation. The 13% with
full-time AI roles are disproportionately represented among the 16% with multi-area Al
workflows.

Priority 2: Start with AI-Assisted Sales Onboarding (Month 1-3)

The problem: Medical device reps take 18-24 months to reach full productivity. Small
companies can't afford this extended ramp time.

The action: Implement an Al-powered sales training platform focused on onboarding.
Consider life sciences-specific platforms like ACTO, or broader platforms like Allego or Second
Nature Al that offer role-play simulations.

Expected outcomes:

* 42% reduction in time-to-productivity (ASPR.ai, February 2026)

* Ramp time reduction from 90 days to 48 days for general sales tasks (PitchMonster.io,
2025)

* ROI of $3.70-%$10.30 per dollar invested (Microsoft-IDC, 2025)
Budget guidance: Al sales training platforms typically range from $50-$150 per user per

month. For a 10-person sales team, expect $6,000-$18,000 annually — a fraction of the
$80,000+ cost of a single rep's extended ramp time.

Priority 3: Automate CRM Data Entry and Call Summaries (Month 2-4)

The problem: Only 21% of respondents use Al for CRM updates, yet 57% rank CRM
automation as a top interest. Manual CRM entry is a productivity drain that reps universally
dislike.

The action: Deploy Al tools that automatically transcribe sales calls, generate summaries, and
update CRM records. This is the lowest-friction Al use case — it saves time on tasks reps
already hate doing.
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Tool options:

* If using Veeva: Explore Vault CRM Al Agents (launched December 2025)
+ If using Salesforce: Activate Einstein GPT / Agentforce features
« If using HubSpot: Enable Breeze Al tools

+ Standalone options: Gong, Chorus (ZoomInfo), or similar conversation intelligence
platforms

Expected outcomes:
* Reduced administrative burden (currently, generating follow-up emails and transcribing
calls are the top Al use cases at 41% and 38%)
* More accurate and complete CRM data

* Better pipeline visibility and forecasting

Priority 4: Deploy a Customer Support Chatbot (Month 3-6)

The problem: 45% of companies have fully manual customer support. This is expensive,
inconsistent, and doesn't scale.

The action: Implement an Al-powered FAQ chatbot or knowledge base for first-line customer
support. Start with the most common, low-risk queries (product specifications, order status,
basic troubleshooting) and expand over time.

Budget guidance: Custom chatbot implementation costs $10,000-$80,000 (FastBots.ai,
January 2026), with per-interaction costs of $0.50-$0.70 — significantly lower than live agent
costs.

Expected outcomes:

* Average ROI of $8 per $1 invested
* First-year ROI of 148%-340%
* 27% improvement in customer satisfaction (Marketing LTB, November 2025)
* 24/7 support availability
Compliance note: Ensure your chatbot implementation includes HIPAA-compliant data

handling, adverse event recognition and routing, audit trail logging, and safeqguards against
off-label information sharing.
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Priority 5: Build Repeatable AI Workflows (Month 4-8)

The problem: 57% of respondents are still in ad hoc or experimental Al usage. Moving to
repeatable workflows is where sustained productivity gains emerge.

The action: Identify 2-3 high-frequency workflows and build repeatable Al processes:

* Workflow 1: Post-call processing — Al transcribes call - generates summary — updates
CRM - drafts follow-up email — flags action items

* Workflow 2: New rep onboarding — Al assesses knowledge gaps — assigns personalized
training modules = conducts role-play simulations — tracks readiness metrics

* Workflow 3: Customer inquiry handling — Chatbot handles first-line queries - escalates
complex issues to human agents - logs all interactions = generates weekly insights
report

Priority 6: Measure and Communicate ROI (Ongoing)

The problem: 22% of respondents cite difficulty measuring ROI as a barrier. Without clear
metrics, Al investments are vulnerable to budget cuts.

The action: Establish baseline metrics before implementing Al tools, then track improvements:
* Sales training: Time-to-first-deal, ramp time to quota, training completion rates,
knowledge assessment scores

* CRM: Data entry time per rep, CRM data completeness, pipeline accuracy

« Customer support: First-response time, resolution rate, customer satisfaction scores, cost
per interaction

« Overall: Revenue per rep, win rates, customer retention

Share results quarterly with the leadership team. The 83% of sales teams using Al that saw
revenue growth (vs. 66% without Al) is a powerful benchmark to track against.
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Conclusion: The Window of Opportunity

The data is clear: Al is transforming life science sales operations, and the gap between early
adopters and laggards is widening. Sales teams using Al generate 77% more revenue per
representative. Al-assisted onboarding cuts ramp time by 42%. Customer support chatbots
deliver $8 for every $1 invested.

Yet for small life science companies, adoption remains early. Only 10% are actively using Al for
sales training. Only 21% use AI for CRM updates. Only 15% have deployed customer support
chatbots. The majority are still experimenting, exploring, or waiting.

The barriers are real but surmountable. Integration challenges (the #1 blocker at 43%) can be
addressed by choosing tools with strong pre-built connectors. The leadership vacuum (75%
lack AI ownership) can be filled by designating an existing team member. Budget constraints
(21%) are mitigated by the compelling ROI data — and by starting with focused, high-impact
use cases rather than enterprise-wide transformations.

The window of opportunity is now. Gartner predicts that by 2027, 95% of seller research
workflows will begin with AL By 2028, 90% of B2B buying will be intermediated by Al agents.
Companies that build Al capabilities today will be positioned to thrive in this future. Those that
wait risk falling further behind larger competitors who are already investing heavily.

For CEOs of small life science companies, the path forward is not to replicate what large
pharma is doing. It's to start small, start smart, and start now:

1. Assign an Al owner — someone accountable for strategy and adoption

2. Automate onboarding — reduce the 18-24 month ramp time that drains resources

3. Integrate Al into your CRM — eliminate the data entry burden and improve pipeline

visibility
4. Deploy a support chatbot — deliver 24/7 customer service at a fraction of current costs
5. Build repeatable workflows — move from experimentation to operational integration

6. Measure everything — prove ROI and build organizational confidence

The technology is ready. The ROl is proven. The question is whether you'll lead or follow.
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