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TA Scan 
Pharma Client Case Study

Using innovative data intelligence technology 
to deliver accurate data, quickly and cost-effectively
Client testimonial from an R&D Operations Manager at a top 5 pharma company

Challenges with getting accurate and 
timely data
At the time that Anju Software approached us, we were 

using a product from another vendor that was not meeting 

our needs. We were looking for an all-in-one shop that 

could give us information that was already aggregated and 

ready to use. Previously, it was a challenge for me to find 

information and pull it all together, and then there were 

times when I did not know the age of the data I found. 

Trying to pull information together for 80-100 studies was 

difficult and time-consuming and we were ineffective 

in helping my team identify the unproductive sites. We 

desperately needed a tool to help with R&D operations and 

clinical trials.

Identifying goals and objectives for 
the right solution
When we started to look at a replacement solution for 

what we had been using, we looked at certain criteria. We 

wanted the maximum data we could get. The solution 

had to be easy to use and of course it had to benefit our 

company and the study teams. And it had to come in at 

the right cost.

We put a matrix together and selected four different providers to 

grade, based on the criteria we were evaluating. After putting the 

four solutions through the matrix, we were able to narrow the 

four down to two.

Why we chose Anju Software’s TA Scan
To be honest, we were initially nervous about choosing TA Scan 

because it was new. But Anju was looking for a partnership. 

They wanted to be more than a vendor, so they kept the price 

competitive and we signed a three-year contract for TA Scan.

The reasons we selected Anju were numerous. They wanted a 

collaborative relationship and they gave us a great price. The 

overall global data that their solution could provide to us and 

the number of therapy areas or indications that we needed were 

already there. The other company we considered would take too 

long to do the build for what we needed.

Additionally, TA Scan was fast, intuitive and easy to learn. 

Graphics were built into the tool that we could use for slides 

and reports. It had the ability to produce the reports we needed, 

and we could export data into Excel. As a company, we also had 

experience with Anju as we were already using some of their 

other products.

“We really love TA Scan because it has the ability to get efficient 
and timely information that is impactful, tangible and saves us 

money in the long run by bringing down the unproductive rate of 
trials, saving us millions of dollars each year.”
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Anju Software provides an adaptive platform for clinical trials, medical affairs and a 
newly designed, state-of-the-art clinical content and data repository. It’s an AI-based 
analytical solution combined with data and application integration capabilities, serving 
the worldwide pharmaceutical, biotech and contract research Life Sciences markets.

Easy implementation and roll-out
There were literally no roadblocks with the implementation. 

Since TA Scan is a web-based tool, all it really required was 

a flip of a switch and credentials to get into it.

Initially there was some pushback from management as study 

teams who outsourced to a CRO weren’t using TA Scan. With 

TA Scan now available, we changed the methodology to 

use TA Scan to vet CRO-recommended investigators. But I 

was able to use TA Scan to vet potential investigators and to 

find out how highly rated they were and whether they could 

provide the right oversight for clinical study optimization. 

TA Scan provided an objective way to look at and evaluate 

an investigator.

Training basically took two weeks, and it was rolled out 

to the team of about 20 team members first. Roll-out was 

ongoing with us adding new users, including members of 

the medical writing team, research scientists and MSLs. 

Soon there were hundreds of users, and the cascading 

impact could ultimately result in thousands of additional 

ones.

I did ”Lunch and Learns” several times a month to small 

groups to show them some of the new things I was 

learning. Certain people consistently showed up to these 

and I adopted them as “advanced users”—experts whom I 

could use as SMEs in the Americas, Europe and beyond to 

train other users.

Benefits and unexpected results
We really love TA Scan because it has the ability to get 

efficient and timely information that is impactful, tangible 

and saves us money in the long run by bringing down the 

unproductive rate of trials, saving us millions of dollars 

each year. We can get information to the teams in a timely 

manner and it shows us the benefit of using data and data 

analytics to make educated choices about where we are 

doing our studies. It also shows us where our competition 

is doing their studies so we can assess why they are doing 

them there and whether, in fact, we should be doing 

them there as well. With TA Scan, we have brought the 

unproductive rate down to an acceptable level, effectively 

saving us a large amount of money.

Here is an example of how TA Scan benefited our organization 

beyond the trial team and why it was so widely adopted.

One of the SVPs came to me because he wanted to know why 

our competition was in Phase II of their trials and why they 

were faster than us. With TA Scan, I was able to look at overall 

trials—trial designs and outcomes—and monetize that data. 

Then I met with Anju to come up with a business case of our 

average in these trials, and in particular indications and phases, 

and determined what our primary and secondary outcomes 

were versus our competitors.

We had, on average, double the amount of outcomes as our 

competitors. So, we took a look at our secondary outcomes to 

decide if they were “nice to haves” or “need to haves.” We shared 

this with the research team and found that the majority of the 

secondary outcomes were “nice to haves”—they were used 

once and never used again. There was a cost to each outcome, 

which increased exponentially across trials, resulting in higher 

internal costs. If we eliminated asking for information that we 

would never use again, we could streamline the process, which 

would shorten the trial. Just looking at cost, if we had cut half 

of the secondary outcomes we didn’t need, we could save 

millions of dollars each year!

But the big question was, would the elimination of the “nice to 

have” outcomes have any impact on the integrity of the trial? The 

answer was essentially “no,” because if the secondary outcomes 

weren’t key, we could narrow the focus of the trial design to get 

what we wanted by eliminating secondary outcomes that we 

didn’t need, and the study would go faster.

A positive experience with a responsive 
partner
We found that Anju was always looking to find out how they 

could make things better for us, asking us what they could do to 

help us. They were responsive to questions and issues, and they 

were truly a great partner. Our three-year contract allowed us to 

establish a real, coordinated partner relationship with Anju. This 

isn’t a process we wanted to go through every year, so knowing 

we had a partner we could rely on and trust was certainly key.


