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CASE STUDY

Rebuilding Momentum with a Returning Biopharma Client
Through Consistent Engagement and Delivery

OVERVIEW

After losing a major contract to a competitor, ADAMAS re-established momentum with a returning
biopharma client through sustained engagement, strong operational delivery, and a focused effort to
rebuild trust and expand support.

—| THE CHALLENGE

This account represented a relationship with clear potential, but one that required
careful rebuilding.

Following the loss of a major contract in 2024, ADAMAS needed to remain visible, relevant, and
commercially credible while competing in a demanding environment. The challenge was not only to
win work back, but to reposition ADAMAS as a trusted long-term partner across multiple GxP
provisions.

THE ADAMAS APPROACH

Rather than stepping back after the setback, ADAMAS maintained proactive
contact with the client through dedicated outreach and continued networking
in 2025.

This consistent presence helped create new openings for collaboration and re-
established ADAMAS as a reliable option when support needs resurfaced.

Operational input also played a critical role. The team aligned delivery
E] expectations clearly, ensured appropriate resourcing, and focused on building
confidence through flexibility and dependable execution.

The approach combined relationship-building with practical support, particularly
in inspection support and compliance-focused consultancy.
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THE OUTCOME

J_—;l ADAMAS secured three new contracts as the client’s primary sole provider
4 over the next two to three years.

The company also expanded its consultancy support across multiple GxP
V% provisions, particularly in inspection support and compliance during 2025,
with work continuing into 2026 and beyond.

@ In addition, ADAMAS is already contractually aligned to support future needs,
creating a strong basis for continued growth in the account

WHY IT MATTERS

This case study shows that strategic persistence matters. Through consistent outreach, operational
credibility, and a clear understanding of client expectations, ADAMAS was able to re-activate a valuable
account and convert past disappointment into renewed growth.

KEY TAKEAWAYS
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[@47 Strong example of relationship rebuilding through persistence and delivery
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