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As the world’s first franchise
CRO, QED is a truly progres-
sive and innovative organisa-

tion. What differentiates QED from
other CROs is the way in which it oper-
ates globally.   QED is the first CRO of
its  kind  to  benefit  from  using  a
franchising structure.  A proven con-
cept in other industry sectors which
also allows QED to provide consistent
yet streamlined clinical services to its
customers.

With local QED franchise partners in
over 30 countries globally, QED can
ensure that the highest standards of
quality and delivery are maintained by
all of its regional representatives across
the organisation’s core competencies of
clinical monitoring, project manage-
ment, regulatory submissions, site
identification and logistical support.

QED’s franchise partners who all bear
and operate under the QED brand have
been established in the CRO /
Pharmaceutical industry for many
years and as a result have a thorough
working understanding and experience
of not only their own local markets but
also the wider global biopharmaceuti-
cal environment.

With a formal QED Operations
Manual and Global SOPs in place
QED  are  in  a position  to  define

common quality standards across the
entire organisation and to guarantee a
consistent high quality service.   Each
franchisee must follow the QED brand
methodology, but additionally QED
benefit from their unique local knowl-
edge.

QED help pharmaceutical and biotech-
nology sponsors successfully achieve
their clinical trial goals by treating
every customer and every project, no
matter how big or small, as if it were
their own. QED are able to do this
because of their highly focused
approach and the absolute critical
emphasis they place on the provision
of superior quality service  to  all  their
sponsors.  The flexibility of QED’s
unique but proven model allows them
to provide a best-in-class service, tai-
lored to each individual sponsor.  

QED achieve this with:

Superior Quality
QED’s ultimate driving force is to
deliver superior quality services and
ultimately data for its sponsors.  The
unique QED model, guarantees that
franchisee operational teams on the
ground   have  a  vested  interest  in
successful study delivery and are
therefore highly motivated to work on
QED sponsor’s projects.  This results in
much lower staff turnover rates, of less
than 8% amongst QED clinical teams.

Vast Experience
The QED model facilitates global
reach, without loss of local knowledge.
Resource is located on the ground in
each country, meaning that local
requirements, intricacies, processes,
logistics,   language,   etc   are    all
thoroughly understood.  QED Project
Leaders have an average of more than
8 years experience and QED CRAs,
more than 6 years.

Cost Effectiveness
The QED model results in decreased
overheads as it leverages the infra-
structure and resource of its already
well established local franchisees and
partners.  This allows QED to offer a
more  cost  effective   solution   with
tailored project and/or clinical man-
agement depending on each sponsor’s
requirements. 
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Global

Therapeutic Areas

Anti-infective

Cardiovascular

CNS

Dermatology

Diabetes

Device Diagnostics

Endocrinology

Gastroenterology

Geriatrics

Haematology

Immunology

Infectious Diseases

Medical Devices

Metabolic

Neurology

Obstetrics

Gynaecology

Oncology

Ophthalmology

Osteoarthritis

Pain

Paediatrics'

Respiratory

Rheumatology

Transplant

Urology

Wound Care

Women's Health

Sexual Health

Skin

Contact

Areas of operationServices

Pre-clinical

Phase 0 (micro dosing)

Phase I

Phase II

Phase III

Phase IV – Post Marketing

Do you have a Phase I unit?

Do you have a Phase IV unit?

Data Management

Statistics

Medical Writing

Clinical  – Monitoring & Project 

Management

Quality Assurance

Regulatory 

Pharmacovigilance

Patient Recruitment

�
�
�

�
�

�
�
�
�
�
�
�
�
�
�
�

�
�
�
�
�
�
�
�
�
�
�

�
�
�
�
�
�
�
�

�

�
�
�
�

The CRO Guide 200926

Thomas Ogorka, Managing Director

QED.qxd  8/4/09  16:03  Page 2


