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s o u rced include: d at a
m a n a g e m e nt / b i o s t at i s-
tics (74%) and medica l
co m m u n i cations (68%).
These are the findings of
a re ce nt re po rt by Be s t
Pra ct i ces LLC .

The study, Medical
Affairs Exce l l e n ce : St ru c-
turing, Aligning and
Funding for Global Su c-
cess, also found that
be n c h m a rk co m p a n i e s
average 389 medical-
affairs employe e s.

Ad d i t i o n a l l y, 73% of
surveyed c ompanies
h ave the head of medi-
cal-affairs department
re po rting dire ctly to the
head of co u nt ry, re g i o n-
a l , or global pharm a ce u-
tical business. The
remaining 27% report
either to heads of re s e a rch and deve l o p m e nt or to
co m m e rcial ope rat i o n s.

ONLINE PHYS I C I A N
MARKETING 
Growing Sl owly 

Online brand marketing is 9% of dire ct - to - p hys i-
cian budgets, a c co rding to a re ce nt survey of phar-
m a ce u t i cal exe c u t i ves by Ju p i ter Re s e a rc h .

The ove rall share of phys i c i a n - d i re cted marke t-
ing dollars allocated to brands on the Inte rnet is
co m p a rat i vely low, s ay analys t s. But these online
i nve s t m e nts acco u nt for seve ral high-cost initiat i ve s,
including online co ntinuing medical educat i o n ,
We b s i te deve l o p m e nt, and online detailing.

The actual spending on each of these tactics is
still comparatively low considering the strong
o p po rt u n i ty to reach doctors online.

Di re ct - to - p hysician online marketing budgets
a re ex pe cted to increase slowly during the next 13
m o nths to 18 mont h s.

Ac co rding to the Ju p i ter survey, nine of 10 exe c-
u t i ves surveyed said they plan to increase their
online dire ct - to - p hysician budgets in 2005.

From 2003 to 2004, 54% of exe c u t i ves said they
i n c reased their online brand budgets by more than
3 % , 33% kept spending leve l , and 8% decre a s e d
online spe n d i n g.

Ma rke te r s’ i nve s t m e nt pri o rities in 2005 will
remain similar to those in 2004.

Ac co rding to analysts at Ju p i ter Re s e a rc h , t h e
top tactics that will re ce i ve increased spe n d i n g
i n c l u d e : online detailing, p rod u ct We b s i te s, and e-
mail marke t i n g.

At least 90% of pharm a ce u t i cal marke ters said
their online detailing prog rams have been mod e r-
ately or highly successful in increasing volume of

Demand for B I O C H I P S
TO GROW

U . S . demand for biochip prod u cts and serv i ces is
p ro j e cted to increase 20% annually to $2.1 billion in
2 0 0 8 .This is the finding of a re ce nt study by The Fre e-
donia Group Inc. Bi ochips (micro a rrays) are ex pe cte d
to acco u nt for $875 million of the $2.1 billion,with the
remaining $1.2 billion divided among re l ated instru-
m e nt s, re a g e nt s,and other softwa re and serv i ce s.

Growth will be led by uses in drug discove ry
and epidemiolog i cal re s e a rc h , with pro tein analy-

sis and gene ex p ression profiling providing the
f a s test expanding applicat i o n s.

DNA chips will co ntinue to generate bro a d
usage in genomic re s e a rc h . But sales of labo-
rato ry and pro tein chips will expand faster as
p h a rm a ce u t i cal re s e a rchers shift the focus of

d rug discove ry towa rd pro te o m i c s. By 2013, p ro te i n
chips will acco u nt for the largest demand among

m i c ro a rrays, at more than $1 billion.
Demand for biochip instru m e nts is pro j e cted to

g row more than 13% annually from 2003. Grow t h
o p po rtunities for dete ct i o n , sample pre p a rat i o n , a n d
hy b ri d i z ation equipment will co ntinue to expand as
p h a rm a ce u t i cal and other life - s c i e n ces re s e a rc h e r s
d i versify into pro teomic inve s t i g at i o n s.

The market for bioc h i p - re l ated serv i ces is pro-
j e cted to reach $600 million in 2008, an annual
i n c rease of 19% from 2003.Su b s c ription ri g hts to use
p ro p ri e t a ry te c h n o l ogies and sys te m s, along with
co nt ra ct re s e a rch in the area of drug discove ry, w i l l
co ntinue to make up the largest share of demand.

Me d i ca l - Affairs 
De p a rt m e nts 
S T RUCTURE FOR
G LO BAL SUCC E S S

On ave ra g e, m e d i cal-affairs depart m e nts out-
s o u rce 48% of act i v i t i e s. Activities most often out-

Pa re nts He s i t a nt to let
CHILDREN 
PA RT I C I PATE IN 
C L I N I CAL T R I A L S

Only one in four U.S. adults would co n s i d e r
a l l owing their children to part i c i p ate in clinical tri a l s.
This is one of the results of a Ha rris Inte ra ct i ve poll of
5,822 U.S.adults co n d u cted online be tween May 10,
2 0 0 4 , and May 17, 2 0 0 4 , for the Wall Street Jo u r n a l
O n l i n e’s Health Industry Ed i t i o n .

But many factors would gre atly increase the like l i-
h ood of pare nts allowing their children to part i c i p ate
in clinical tri a l s, i n c l u d i n g : h o pe that the drug wo u l d
c u re their children (75%), if their children had a te rm i-
nal illness (73%), if there we re no risks invo l ved (72%),
if their childre n’s curre nt tre at m e nt options we re no
longer effe ct i ve (70%), or if part i c i p ating would be n e-
fit their children or someone else’s children (69%).

Ac co rding to the po l l , almost four out of five
adults (79%) would likely allow their children to par-
t i c i p ate in clinical trials if they we re diagnosed with
ca n ce r; 69% would allow part i c i p ation if their chil-
d ren we re diagnosed with diabe te s ; and 62% wo u l d
a l l ow part i c i p ation if the diagnosis we re chro n i c
h e a d a c h e s. Another factor that would increase the
l i ke l i h ood of pare nts allowing their children to par-
t i c i p ate in clinical trials is the pro b a b i l i ty that their
c h i l d ren would not re ce i ve a place bo. Of those who
would consider having their children part i c i p ate in a
s t u dy, 80% would be likely to allow part i c i p ation if
t h e re was no chance of re ceiving a place bo. As the
c h a n ce of re ceiving a place bo incre a s e s, the like l i-
h ood of allowing part i c i p ation decre a s e s.

PHARMA TRAX
SALES, MARKETING,
AND R&D TRENDS AFFECTING
THE HEALTHCARE INDUSTRY 

According to Chris James, VP of Best
Practices, 73% of surveyed companies
have the head of medical-affairs 
department reporting directly to the
head of country, regional, or global
pharmaceutical business. 

Chris James

DEMAND FOR BIOCHIP PRO D U C TS 
AND SERVICES 

($ ARE IN MILLIONS)

2 0 0 0 2 0 0 3 2 0 0 8

All Prod u ct s $ 3 0 1 . 0 $ 5 9 6 . 0 $ 1 , 4 8 0 . 0

Bi oc h i p s 1 2 8 . 0 2 8 7 . 0 8 7 5 . 0

I n s t ru m e nt s 7 8 . 2 1 4 0 . 0 2 6 3 . 0

Re a g e nts 6 8 . 6 1 2 3 . 0 2 4 5 . 0

So ftwa re 2 6 . 2 4 6 . 0 9 7 . 0

Se rv i ce s 1 3 6 . 0 2 5 6 . 0 6 0 0 . 0

Total $ 4 3 7 . 0 $ 8 5 2 . 0 $ 2 , 0 8 0 . 0

So u rce :The Freedonia Group Inc. , Cl eve l a n d.
For more info rm at i o n , visit fre e d o n i a g ro u p. co m .
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s c ri p t s.As a re s u l t,82% of these brands are incre a s i n g
s pending on this tactic in 2005.

Bi og e n e rics P O I S E D
FOR GROWT H

The market for
generic and bio-
generic drugs is
poised for rapid
g rowth be cause of
patent expirations
for many block-
buster products.
Th e re also has be e n
a conscious move to
i n c rease the use of
generic and bio-
g e n e ric prod u cts fo r
containing health-
ca re ex pe n s e s.

New analysis
f rom Frost & Su l l i va n ,
Wo rld Ge n e rics and
Bi og e n e rics Ma rke t s,
reveals that U.S. s a l e s
of generics are

ex pe cted to grow by 11.8% through 2010, to $71.9
billion in 2010 from $35.4 billion in 2003.

With more than two dozen pate nt ex p i rat i o n s
ex pe cted during the fo re cast pe ri od in the Un i te d
St ate s, health-plan providers in the Un i ted St ates are
o f fe ring ince nt i ves for plan members to use generi c
medicines to re s t rain ex pe n d i t u re on healthca re.Th e
n at i o n a l i zed healthca re sys tem in Eu ro pe also is tak-
ing similar steps to co nt rol drug spe n d i n g.As a re s u l t,
g e n e rics and biog e n e ric drugs are emerging as
s t rong co ntenders to branded medications in virt u-
ally all global pharm a ce u t i cals and biote c h n o l ogy
m a rke t s.

In Asia and the re s t - o f - wo rld re g i o n s, g e n e ri c
d rug manufact u rers — aided by weak pate nt laws

— alre a dy have int rod u ced generic ve r-
sions of drugs still under pate nt pro te ct i o n .

“The new Wo rld Trade Org a n i z at i o n
(WTO) ruling allows ex po rt of medicines
t h at address conditions deemed as nat i o n-
al health crises in developing co u nt ri e s,”
s ays Dh i raj Aj m a n i , senior analyst at Frost &
Su l l i va n . “As a re s u l t, l a rge new markets are
being cre ated for generics prod u ce r s,e n s u-
ing strong double-digit growth for the mar-
ket leaders.”

Participants in the biogeneric and
g e n e ric drug market in deve l o ped co u n-
t ries must ove rcome the challenges ari s i n g
f rom ambiguous re g u l ations and co m p l i-
cated pate nt proce s s e s.

“ Un ce rt a i nties about pate nt infri n g e-
m e nts and re g u l ato ry processes fo rm a
major setback for market part i c i p a nt s,” M r.
Ajmani says.“Cu rre nt l y, re g u l ations pe rt a i n-
ing to int rod u ction of generics apply only

to small-molecule dru g s, while the re g u l ato ry pro-
cess for larg e - m o l e c u l e,p ro tein-based biotech prod-
u cts is yet to be defined.”

Am e ri cans FAVO R
D RUG IMPORTAT I O N

Mo re than 80% of Am e ri cans be l i eve U.S.c i t i ze n s
should be able to purchase drugs from outside the
Un i ted St ate s, a c co rding to a new study by NOP
Wo rld He a l t h . Canada is the only co u nt ry, h oweve r,
t h at the majori ty of Am e ri cans (60%) view as a safe
s o u rce of pre s c ription prod u ct s. Just 30% would fe e l
co m fo rtable buying drugs from We s te rn Eu ro pe and
co m fo rt levels drop be l ow 10% for other parts of the
wo rl d.Only 4% of Am e ri ca n s, for instance, would fe e l

comfortable, if they
t h o u g ht their pre s c ri p-
tion drugs came from
Ce nt ral Am e ri ca , the Mi d-
dle Ea s t, or Af ri ca .

“ Based on our find-
i n g s, we can ex pe ct to
see more Am e ri cans trav-
eling to Canada to buy
prescription drugs at
l ower pri ces than they
can find in the Un i te d
States,” says Andrea
McDonough, senior
d i re ctor of market eve nt s
at NOP Wo rld He a l t h .“We
also can ant i c i p ate that
Am e ri cans will be scru t i-
nizing Websites more
closely to ensure the pre-
scription drugs they’re
buying come from Ca n a-
da rather than another
co u nt ry.”

The desire to save money remains the pri m a ry
reason Am e ri cans are willing to purchase drugs fro m
n o n - U . S . s o u rce s. A 25% disco u nt seems to be the
l evel that pushes consumers towa rd co n s i d e ring fill-
ing their pre s c riptions in Ca n a d i a n , rather than
Am e ri ca n , p h a rm a c i e s. Hy pe rte n s i o n , d e p re s s i o n /
a n x i e ty, and high choleste rol are the classes most
v u l n e rable to impo rt at i o n ,as consumers seek to save
on their pre s c ri p t i o n s.

Although most Am e ri cans suppo rt impo rt at i o n ,
only one in 10 has actually acted to purchase a dru g
outside the Un i ted St ate s.

Most ofte n , those who have bo u g ht non-U.S.
d rugs have either traveled to Canada or ord e re d
Canadian drugs on the Inte rn e t.

BEST PRACTICES LLC, Ch a pel Hill, N . C . , is a

leader in best pra ct i ces be n c h m a rking and

o f fers exte n s i ve pro j e ct ex pe ri e n ce in the

a p p l i cation of co nt i n u o u s - i m p rove m e nt and

be s t - p ra ct i ce be n c h m a rking strate g i e s. Fo r

m o re info rm at i o n , visit be s t - i n - c l a s s. co m .

THE FREEDONIA GROUP INC., Cl eve l a n d, i s

an inte rn ational business re s e a rch co m p a ny.

For more info rm at i o n , v i s i t

f re e d o n i a g ro u p. co m .

F ROST & SULLIVA N, San Anto n i o, is a global

g rowth co n s u l t a n cy, cove ring a broad 

s pe ct rum of industri e s. For more 

i n fo rm at i o n , visit fro s t. co m .

HARRIS INTERAC T I V E,Roc h e s te r, N . Y. , is a

wo rl dwide market re s e a rch and co n s u l t i n g

f i rm best kn own for The Ha rris Poll and fo r

Follow up

Large new markets are created for 
generics producers, ensuing strong 
double-digit growth for the market 
leaders, says Frost & Sullivan’s Senior
Analyst Dhiraj Ajmani.

Dhiraj Ajmani

Our results show that although they want
to save money, Americans clearly 
believe there is a safety risk in buying
prescription products outside the United
States, especially if the drugs come from
anywhere but Canada, says Andrea
McDonough, Senior Director of Market
Events for NOP World Health.

Andrea McDonough

p i o n e e ring the Inte rnet method to co n d u ct

s c i e nt i f i cally accurate market re s e a rc h .

For more info rm at i o n , visit 

h a rri s i nte ra ct i ve. co m .

JUPITER RESEARC H, New Yo rk , a division of

Ju p i te rmedia Co rp. ,p rovides unbiased

re s e a rc h , a n a l ys i s, and adv i ce to help 

companies profit from the impact of the

I nte rnet and emerging te c h n o l ogies on

their business. For more info rm at i o n , v i s i t

j u p i te rre s e a rc h . co m .

NOP WORLD HEALT H, East Ha n ove r, N . J . , i s

a supplier of pri m a ry re s e a rch to the global

h e a l t h ca re co m m u n i ty and is the 

h e a l t h - focused arm of NOP Wo rl d, a top 10

m a rke t - re s e a rch co m p a ny. For more 

i n fo rm at i o n , visit nopwo rl d. co m .

A L LO CATION OF PHYSICIAN-DIRECTED 
B RAND MARKETING BU D G E TS IN 2004

So u rce : Ju p i ter Re s e a rc h , New Yo rk .
For more info rm at i o n , visit jupite rre s e a rc h . co m .

Sales re p re s e nt at i ve 
detailing 

3 0 %

Physician meetings 
and eve nts 

1 7 %

Samples 

1 5 %

Me d i cal journals 

7 %

Other 

1 3 %

Online 
t a ctics 

9 %


