The Scale Readiness Assessment

Five commercial pillars for life sciences tech and health
tech companies building toward predictable growth

How prepared is your
business for its next stage of growth?
Life sciences and health tech companies that scale
successfully that can support
complex buying journeys and sustained demand before they try to
accelerate. This assessment helps you evaluate the five capabilities that matter most.
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Look for: Look for: Look for: Look for: Look for:

* Formally documented ICP, « Consistent, attributable * Marketing and sales * Marketing attribution * Marketing workflows that
including buying committee pipeline generation operating from the same connected to pipeline use Al for execution and
structure and decision * Channel strategy built ICP, messaging, and and revenue, not just automation, not strategy
criteria for regulated-market qualification criteria lead volume * Campaign optimization

* Messaging that works across buyers: SEM, paid * Pipeline coverage * CRM data that supports and reporting that surface
clinical, technical, financial, LinkedIn, SEO, Al search adequate to support accurate forecasting insights faster
and executive stakeholders » Content that builds forecast targets * Reporting that identifies * Alintegrated into existing

* Go-to-market strategy credibility with clinical * Clear handoff points which channels and tools (CRM, MAP, content)
aligned across marketing, and technical between marketing programs are driving rather than bolted on
sales, and product stakeholders and sales commercial outcomes separately

* A customer acquisition * Measurable lead * Conversion rates you « Visibility that lets the * Clear accountability for
process that does not quality, not just volume can predict, not just whole commercial team what Al produces before it
depend on founder report make decisions from the reaches buyers
relationships same data

How Prepared Is Your Growth Engine?

e Isyour ICP formally documented, including buying committee About Rebound
structure and decision criteria by stakeholder type? Rebound is the outsourced marketing partner for life sciences
e Can you generate qualified pipeline that does not depend and health tech companies. Across 500+ engagements, we
on founder relationships or referralse have built Marketing Acceleration™ - a framework that brings
*  Are marketing and sales aligned on the same ICP, go-to-market strategy, demand generation, revenue
messaging, and qualification standards? performance, performance visibility, and marketing operations
«  Can you attribute marketing activity to pipeline and together as one integrated commercial system.
revenue in a way that holds up to leadership scrutiny2
» Do you have forecast confidence 60 to 90 days out?2 If one or more of these pillars has a gap, rebound
*  Are your campaigns, processes, and technology built we can close it. Contact Rebound ckeT T

to scale as the business grows?2



https://reboundb2b.com/ai-in-marketing-strategy-for-health-tech-and-life-sciences-saas/
https://reboundb2b.com/why-your-go-to-market-strategy-must-evolve-as-your-healthcare-saas-company-grows/
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