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new, integrated model that effectively brings
together planned ex pe ri m e nt at i o n , a g g re s s i ve use
of part n e r s h i p s, and eve nt u a l l y, a far-reaching tra n s-
fo rm ation in the way most pharm a ce u t i cal co m p a-
nies are org a n i zed to co m pe te.

Bain analysts be l i eve that companies will need to
ex pe ri m e nt to cre ate a new mod e l , managing the
i n h e re nt risks through a sound strate gy and a

t h o u g htful approach to exe c u t i o n . Co m p a n i e s
should cra ft a tailored model co n s t ru cted fro m
four inte rre l ated building bloc k s : a shift fro m
o p po rtunism to foc u s, the use of part n e r s h i p s
to manage risk and re t u rn ,the deve l o p m e nt of a

c u s to m e r - d ri ven appro a c h , and the deve l o p-
m e nt of an inte g rated business mod e l . Ba i n
a n a l ysts say these strategies alre a dy are be i n g
used by niche companies to co m pe te suc-
cessfully among the giants of the industry.

P H A R M AC E U T I CA L
W H O L E S A L E R
G ROWTH EXPECTED
TO SLOW,Yet be Above
I n d u s t ry Ave ra g e

The pharm a ce u t i cal wholesale distribution secto r
is ex pe cted to ex pe ri e n ce revenue growth of 5.9% in
2 0 0 4 , a c co rding to Facing the Fo rces of Ch a n g e, a

N EW DRUG 
CO M M E RC I A L I ZAT I O N
CO S TS Lead to 
Bl oc kb u s ter Mod e l’s En d

The high cost of co m m e rc i a l i z at i o n
is leading to the demise of the pharm a
i n d u s t ry’s bloc kb u s ter approach to
d eveloping new dru g s, a c co rding to a
s t u dy from Bain & Co m p a ny.When the
costs of failed pro s pe ct i ve drugs are fac-
to red in, the actual cost for discove ri n g,
d eve l o p i n g,and launching a single new
d rug has risen to almost $1.7 billion, a
55% increase over the ave rage co m-
m e rc i a l i z ation cost from 1995 to 2000.

The rising costs assoc i ated with
co m m e rcializing a new drug also are
ex pe cted to substantially dri ve dow n
i nve s t m e nt re t u rn s. Based on re ce nt
i nve s t m e nt leve l s, s u c cess rate s, a n d
fo re casts of co m m e rcial pe rfo rm a n ce,
Bain analysts ex pe ct the curre nt bloc k-
b u s ter drug model to deliver just a 5%
re t u rn on inve s t m e nt, s i g n i f i ca nt l y
l ower than the industry’s ri s k - a d j u s te d
cost of ca p i t a l . This suggests that only
one of six new drug pro s pe cts will like-

ly deliver re t u rns above their cost of ca p i t a l , a n
u n at t ra ct i ve pro s pe ct for inve s to r s.

Fa ctors co nt ributing to lower re t u rns from the
b l oc kb u s ter model include declining R&D prod u c-
t i v i ty, rising costs of co m m e rc i a l i z at i o n , i n c re a s i n g
p ayer influence, and shorter exc l u s i v i ty pe ri od s.

The study concludes that the industry needs a

re po rt by The Nat i o n a l
As s oc i ation of Wh o l e-
s a l e r - Di s t ri b u to r s’
( N AW) , the Di s t ri b u-
tion Re s e a rch and
Ed u cation Fo u n d at i o n

( D R E F ) , and Pe m b ro ke Co n s u l t i n g, which will be
released in Ma rc h . While this ant i c i p ated growth is
a bove the ove rall wholesale distribution industry
ave ra g e, a n a l ysts say the pe rce nt increase is lowe r
than in previous years be cause of three facto r s : t h e
s h i ft from branded to generic dru g s, an ex pe cte d
s l owd own in pri ce increases for pharm a ce u t i cal prod-
u cts during the next few ye a r s, and maximization of
m a rket share.

Bu t, a c co rding to Adam J. Fe i n , Ph . D. , p re s i d e nt of
Pe m b ro ke Consulting and a NAW/DREF fe l l ow, t h e s e
d ow n wa rd trends in the pharm a ce u t i cal sector will be
co u nte red by po s i t i ve facto r s, including an increase in
ove rall co n s u m p t i o n , as well as an increase re l ated to
the Me d i ca re bill. Four areas that Dr. Fein ex pe cts to
i m p a ct wholesale distri b u tors across all industries in
2004 are customer self serv i ce, s t rategic sourc i n g, fe e -
based serv i ce s,and logistics and fulfillment.

“One area that is part i c u l a rly re l eva nt to the phar-
m a ce u t i cal industry ri g ht now is fee-based serv i ce s,”
Dr.Fein says.“Th e re has been dra m atic growth in the

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

I N D U S T RY R EVENUE % CHANGE FROM 2003

Ag ri c u l t u ral Prod u cts Wh o l e s a l e r s
Ap p a rel Wh o l e s a l e r s
Be e r,Wi n e, and Liquor Wh o l e s a l e r - Di s t ri b u to r s
Building Mate rial Wholesalers and Di s t ri b u to r s
Ch e m i cals and Plastics Di s t ri b u to r s
Co m p u te r, Co m m e rc i a l , and Me d i cal Eq u i p m e nt 

Wholesalers and Di s t ri b u to r s
El e ct ri cal Wh o l e s a l e r s
Fu rn i t u re and Home Fu rnishings Wh o l e s a l e r s
Groce ry and Food - Se rv i ce Wholesaler Di s t ri b u to r s
I n d u s t rial Di s t ri b u to r s
Metal Se rv i ce Ce nte r s
Mo tor Vehicle Afte rm a rket Pa rts and 

Supplies Wh o l e s a l e r s
Of f i ce Prod u ct Wholesalers and Pa per Me rc h a nt s
Oil and Gas Prod u cts Wh o l e s a l e r s
Other Consumer Prod u cts (pe ri od i ca l s, to b a c co,

f l o rist) Wh o l e s a l e r s
Ph a rm a ce u t i cal Wh o l e s a l e r s
Plumbing and HVAC Wh o l e s a l e r s
Spo rting Good s,Toys / Ho b by, and Jewe l ry 

Wh o l e s a l e r - Di s t ri b u to r s

So u rce : Pe m b ro ke Consulting Inc. , Ph i l a d e l p h i a .For more info rm at i o n ,visit pe m b ro ke co n s u l t i n g. co m .

F O R E CAST FOR REVENUE GROWTH IN WHOLESALE DISTRIBU T I O N S
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Healthcare distributors are 
challenged by the fact that
they have almost reached
the maximum market
share in the channels in
which they compete.

D r. Adam Fein

“With fewer resources to
drive primary-care
products and to invest in
the ‘arms race’ in R&D and
sales and marketing, 
most pharmaceutical
companies must take steps
to proactively replace their
blockbuster strategies,”
says Ashish Singh, director
of Bain's global healthcare
practice. 

Ashish Singh

Ove rall Wholesale Di s t ribution Industry Ave ra g e 5 . 6
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use of fe e - fo r - s e rv i ce pricing models by pharm a ce u-
t i cal wholesalers.”

Another area that he ex pe cts to impact pharm a-
ce u t i cal wholesale distri b u tors in 2004 is strate g i c
s o u rc i n g,s pe c i f i cally the growth of alte rn at i ve ro u te s
to marke t.

“The growth of third - p a rty logistics co m p a n i e s
and fulfillment companies that provide some of the
same co re funct i o n a l i ty and distribution delive ry func-
tions of traditional channels provide manufact u re r s
with viable alte rn at i ve s,”he says.“The hospital or insti-
tutional customer is not going to move away from its
t raditional channel,but more of the retail demand will
co ntinue to shift away from the wholesale business.”

Ph a rm a - Spo n s o re d
CME OPPORT U N I T I E S
V I EWED POSITIVELY
by Phys i c i a n s

Mo re than 70% of pri m a ry - ca re physicians par-
t i c i p ating in a national survey by The Pri - Med Insti-
t u te be l i eve that pharm a ce u t i cal industry suppo rt
has a po s i t i ve impact on co ntinuing medica l - e d u ca-

tion (CME) opportunities,
and only 8% say they are
less likely to at tend a CME
p rog ram if it is funded by
i n d u s t ry gra nt s.

While one in 10 re s po n-
dents view ed industry
i nvo l ve m e nt as a “n e g at i ve,”
86% said industry invo l ve-
m e nt is not a factor in their
decision to part i c i p ate in a
CME prog ra m .

“These findings co n f i rm
t h at a large majori ty of doc-
tors are satisfied that educa-
tional providers are adher-
ing ri g o rously to standard s

m a n d ating that prod u ct promotion be separate
f rom educat i o n ,”s ays Anne Good ri c h , re s e a rch dire c-
tor at Pri - Med Institute.

One in two survey re s po n d e nts pre fer co nt i n u-
ing medical education through live co n fe re n ce s,a n d
m o re than one-third of all CME credits we re earn e d
by at tending these fo ru m s. While Web-based CME
o p po rtunities co ntinue to ex p a n d, only one phys i-
cian in 10 say these are his or her first choice.

Pa rt i c i p a nts rated re l eva n ce of clinical to p i c s,
schedule and date s, and ca l i ber of spe a kers as the
t h ree most impo rt a nt factors in choosing a CME act i v-
i ty. Co s t, t ravel time, and time away from pra ct i ce also
weighed in as significa nt dete rm i n a nts of at te n d a n ce.

Ac ce s s i b i l i ty also was found to be a key factor in
c h oosing CME act i v i t i e s.Two of three physicians sur-
veyed pre fer local and regional co n fe re n ces — with-
in 200 miles of their pra ct i ce — to national meetings.
Minimizing time away from pra ct i ce through we e k-
end and evening prog rams also is a key co n ce rn .

Su rvey Finds Phys i c i a n
RELIANCE ON PDAS
I N C R E A S I N G

Mo re than half of the doctors in the Un i te d
St ates use PDAs,and among re s i d e nts and student s
the pe rce ntage is even gre ate r.

Skys ca pe Inc.’s Skys ca pe PDA Usage Su rvey,
released in De ce m ber 2003, reveals phys i c i a n s’
i n c reasing re l i a n ce on PDAs and the impact the
d ev i ces have on daily act i v i t i e s.

Skys ca pe surveyed more than 900 doctors who
use handheld co m p u te r s. Mo re than 85% of the
re s po n d e nts indicated that PDA use helps to re d u ce
the number of medical erro r s, with more than 50%
i n d i cating PDA use re d u ces their medical errors by
4% to 5%.

“The survey results re i n fo rced what we alre a dy
kn ew about the benefits that PDA use brings to
m e d i cal pro fe s s i o n a l s, but the impact PDAs have
when it comes to reducing medical errors and
i m p roving efficiencies exceeded our ex pe ct at i o n s,”
s ays RJ Mat h ew,VP of marketing and business deve l-

o p m e nt at Skys ca pe.“The survey clear-
ly shows physicians have moved into a
m a i n s t ream re l i a n ce on PDAs and
m e d i cal softwa re for PDAs.”

Even as the adoption of PDAs
i n c re a s e s, less than 20% of medica l
p ro fessionals have their PDA softwa re
i nte g rated with a larger hospital IT
e nte rp ri s e. Ad d i t i o n a l l y, less than 10%
of medical pro fessionals re po rted that
their PDA softwa re is inte g rated with
p re s c ri p t i o n , b i l l i n g, c h a rge ca p t u re, o r
p at i e nt re co rd s.

RISE IN CO PAYS
Leads Pat i e nts to Qu i t
Drug Th e ra py 

Dra m atic jumps in pre s c ription drug co p ay-
m e nts may cause some pat i e nts to stop taking nec-
e s s a ry medicat i o n s, po te ntially jeopardizing quality
ca re, a c co rding to a study co n d u cted by Me d co
Health Solutions Inc. and Ha rva rd Me d i cal Schoo l ,
with funding from the Ro be rt Wood Johnson Fo u n-
d at i o n .The study found that a significa nt number of
p at i e nts sto p ped taking their medicine when their
health plan enacted a fo u r - fold increase in their dru g
co p ay m e nt, while members of a plan that made
m odest increases in co p ay m e nts ex pe ri e n ced virt u-
ally no impact on medication co m p l i a n ce.

“Ma ny employers and health plans are shift i n g
l a rger po rtions of the cost of pre s c ription medica-
tions to enro l l e e s,”s ays Haiden Huska m p,Ph . D. , a s s i s-
t a nt pro fessor of health economics at Ha rva rd Me d-
i cal School and the study’s lead inve s t i g ato r. “We
d i s cove red that although ince nt i ve fo rm u l a ries are
e f fe ct i ve in helping to co nt rol rising drug costs fo r
p aye r s, l a rge increases in co p ay m e nts can ca u s e
p at i e nts to stop taking their medicine, which co u l d
h ave implications for quality of ca re.”

The study fo l l owed two employers as they
changed their pre s c ription cove rage plans in 2000
to ince nt i ve fo rm u l a ry plans. Em p l oyer A switc h e d
f rom a one-tier to a three-tier plan and incre a s e d
co p ay m e nts across all tiers. Em p l oyer B’s employe e s
s w i tched from a two-tier to a three-tier fo rm u l a ry
and increased co p ay m e nts for the third tier only.Th e
study also identified two comparison groups,
e m p l oyers that had similar plans to Em p l oyer A and
B,which allowed re s e a rchers to eva l u ate what wo u l d
h ave happened if no changes had oc c u rre d.

Em p l oyer A’s wo rke r s, who ex pe ri e n ced sub-
s t a ntial co p ay m e nt incre a s e s, had a marked re a c-
tion to the changes in that some enrollees sto p pe d
t a king nece s s a ry medicat i o n s. For ex a m p l e, 16% of
p at i e nts using tier-three ACE inhibitors sto p ped tak-
ing their medication (only 6% sto p ped in the co m-
p a rison gro u p ) ; 21% of pat i e nts using tier-thre e
c h o l e s te ro l - l owe ring statins sto p ped taking their
m e d i cation (only 11% sto p ped in the co m p a ri s o n
g ro u p ) ; and 32% of pat i e nts using tier-three pro to n
pump inhibitors (PPIs) sto p ped using their medica-

Mo re than 8 8 % of doctors use their PDAs at
least four times a day, with 15% using their
P D As more than 25 times a day.
When asked how they use their PDAs, 7 2 %
of doctors re po rted they rely on their PDA
for tre at m e nt purpo s e s, p ri m a rily for dru g
re fe re n ce s, c l i n i cal re fe re n ce s, d rug 
i nte ra ction guides, or hospital-tre at m e nt
g u i d e l i n e s.
Almost 90% of doctors say PDAs help them
p rovide be t ter ca re.
Mo re than 8 5 % of physician re s po n d e nt s
a g reed that by using a PDA they had
d e c reased the number of po te ntial medica l
e rro r s. Mo re than 5 0 % of physicians said by
using a PDA they we re able to eliminate
m o re than 4% of medical erro r s.
When asked to quantify the specific be n e-
fits PDAs bring to their daily pra ct i ce, a l m o s t
2 0 % of re s po n d e nts concluded that PDA
use enables them to tre at at least thre e
m o re pat i e nts a day, with another 2 0 % o f
re s po n d e nts concluding that they can tre at
one to two additional pat i e nts per day.
Doctors do not just rely on one re fe re n ce
for their PDA. Mo re than 7 0 % of docto r s
h ave at least three medical re fe re n ces on
their PDA and 2 2 % h ave more than eight
re fe re n ce s.

So u rce : Skys ca pe Inc. ,H u d s o n , Ma s s. For more 
i n fo rm at i o n , visit skys ca pe. co m .

PDAS ARE ENABLING DOCTORS TO 
P ROVIDE BETTER CARE AND T R E AT

ADDITIONAL PAT I E N TS

Results show that just like
the stethoscope, the PDA
increasingly is becoming
an integral tool in doctors’
daily practice.

RJ Mathew

Industry support through 
educational grants is
viewed as enriching the
spectrum of CME programs
available to clinicians.

Anne Goodrich
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tions (only 19% sto p ped using their medication in
the co m p a rison gro u p ) .

Ma ny of Em p l oyer A’s enrollees who faced the
l a rgest co p ay m e nt incre a s e s, s w i tched from the
d rug they curre ntly took to a drug in a lower tier.Re l-
at i ve to pat i e nts in the co m p a rison gro u p,p at i e nts in
Em p l oyer A’s plan paid 142% more for ACE inhibito r s,
148% more for PPIs, and 118% more for stat i n s.

Co nve r s e l y, Em p l oyer B did not see a significa nt
i m p a ct in co m p l i a n ce or spending among its mem-
bers based on its modest plan design change. Bu t
Em p l oyer B’s members we re more likely to switc h
f rom a nonpre fe rred brand-name medication to a less
ex pe n s i ve brand-name or generic medicat i o n .Al m o s t
41% of pat i e nts taking ACE inhibitors switched to a
l ower-tier drug (15% switched in the co m p a ri s o n
g ro u p ) ; 18% of pat i e nts using a PPI switched to a
l ower-tier drug (2% switched in the co m p a ri s o n
g ro u p ) ; and 48% of pat i e nts using a tier-three stat i n
s w i tched to a lower-tier statin (8% switched in the
co m p a rison gro u p ) .

Su rvey Fi n d s
A M E R I CANS 
U N CO M F O RTA B L E
WITH PROFIT MOTIVE 

A majori ty of Am e ri cans surveyed do not view

h e a l t h ca re as a business that should be dri ven by a
p rofit motive, a c co rding to a Ha rris Inte ra ct i ve po l l
co n d u cted for The Wall St reet Jo u rnal Online’s
Health Industry Ed i t i o n . The online study polled a
c ross section of 2,587 adults, 1 8
years old and older to gauge their
pe rception on the roles that fo r -
p rofit and nonprofit org a n i z at i o n s
should play in delive ring health-
ca re serv i ce s, including manufac-
t u ring and medical re s e a rc h .

“Most people do not think of
h e a l t h ca re as a business and wo u l d
p re fer healthca re serv i ces to be
p rovided by nonprofits or gove rn-
m e nt,” s ays Humphrey Tay l o r,c h a i r-
man of The Ha rris Poll at Ha rri s
I nte ra ct i ve. “The nearest exce p t i o n
being pharm a ce u t i cal manufact u r-
i n g, with a plura l i ty — but only a
37% plura l i ty — thinking this
should be run mainly by fo r - p ro f i t
b u s i n e s s. Th e re is little appe t i te fo r
businesses to run home ca re,
health insura n ce, nursing homes,
h o s p i t a l s,or medical re s e a rc h .”

The survey revealed that 31%
of the U.S. public thinks that the
g ove rn m e nt should prov i d e
most health insura n ce ; 25% say
n o n p rofit org a n i z ations should
do so; and 22% would pre fer fo r -

p rofit insura n ce. In addition, 42% be l i eve that uni-
versities should co n d u ct most medical re s e a rc h , fo l-
l owed by 16% who be l i eve fo r - p rofit co m p a n i e s
should do so.

An online U.S.s u rvey co n d u cted be tween Nove m ber 3 and 17,2 0 0 3 ,po l l e d
a nationwide cross section of 2,587 adults, ages 18 years old and older to
gauge their pe rception as to who should ow n ,p rov i d e,or run most health-
ca re prod u cts and serv i ce s : fo r - p rofit co m p a n i e s ; fe d e ra l , s t ate, and loca l
g ove rn m e nt s ;u n i ve r s i t i e s ; or other nonprofit org a n i z at i o n s.

Fo r - Profit Other 
Co m p a n i e s Gove rn m e nt Un i ve r s i t i e s No n p ro f i t s Not Su re

Ph a rm a ce u t i cal 
m a n u f a ct u ri n g 3 7 % 1 7 % 6 % 1 8 % 2 2 %

In-home ca re 2 5 1 4 1 3 7 2 3

Health insura n ce 2 2 3 1 1 2 5 2 1

Nursing homes 2 1 1 9 2 3 6 2 2

Ho s p i t a l s 1 9 1 7 1 1 3 5 1 9

Me d i cal re s e a rc h 1 6 1 1 4 2 1 5 1 6

So u rce : Ha rris Inte ra ct i ve, Roc h e s te r, N . Y. , The Wall St reet Jo u rnal Online, New Yo rk .
For more info rm at i o n ,visit harri s i nte ra ct i ve. com or ws j. co m .

THE PREFERRED ROLES OF CO M PA N I E S , G OV E R N M E N T,
AND NONPROFIT ORG A N I ZATIONS IN HEALT H CA R E

WHO SHOULD RU N
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Co nt ra ct Re s e a rc h
Boom Co ntinues 
AS PHARMA 
O U TS O U RC I N G
SPENDING GROWS AT
DOUBLE-DIGIT PAC E

The amount of pharm a ce u t i cal R&D spe n d i n g
headed out-of-house to re s e a rch suppliers engaged
in dru g - d eve l o p m e nt wo rk is ex pe cted to incre a s e
almost 15% annually for the next five ye a r s, a c co rd-
ing to a new study released by Ka l o rama Info rm a-
t i o n .The increases fo re ca s ted for outsourced spe n d-
ing in the coming years is nearly double the
a nt i c i p ated increase in R&D spending genera l l y.

Ka l o rama estimates that by 2004 almost 42% of
all pharm a ce u t i cal dru g - d eve l o p m e nt ex pe n d i t u re s
will be co m m i t ted to outsourc i n g, as co m p a re d
with 4% in the early 1990s.The study,O u t s o u rcing in
Drug Deve l o p m e nt : The Co nt ra ct Re s e a rch Ma rke t
f rom Pre c l i n i cal to Phase III,has found that although
established co nt ra ct serv i ce org a n i z ations (CSOs)
stand to gain the most from the spending incre a s-
e s, smaller org a n i z at i o n s, such as site management
o rg a n i z at i o n s,ce nt ral labo rato ri e s,and niche playe r s
such as data-handling and re c ru i t m e nt co m p a n i e s,
also stand to increase their revenue if not their
s h a re.

U . S . Ma rket for DNA
Mi c ro a rrays and 
Mate rials TO SURPA S S
$1 BILLION BY 2007

Ac co rding to Business Co m m u n i cations Co m p a-
ny Inc.( B CC ) , the U.S.m a rket for DNA micro a rrays and
m i c ro a rray mate rials in 2002 was valued at $544.4
m i l l i o n . Based on an ave rage annual growth rate

( A AG R ) of 13.2%,this market is ex pe cted to
exceed $1 billion in 2007.

DNA micro a rrays have their roots in the
c h e m i cal methods for gene analysis that
d eve l o ped during the past four deca d e s.
The micro a rray mate rials marke t,which ca n
be bro ken down into substrate s, p ro be
m o l e c u l e s, and marker molecules, is cur-
re ntly estimated at $126 million and is
ex pe cted to grow at an AAGR of 16.8%
t h rough 2007.

The BCC re po rt,RB-197 DNA Mi c ro a rrays
and Their Mate ri a l s, finds that DNA micro a r-
rays are widely used in two marke t s : a ca-
demic re s e a rch and industrial re s e a rc h ,w i t h
a major focus on drug deve l o p m e nt.Qu a n-
t i f i cation of gene ex p ression remains chal-
lenging for micro a rrays, thus most micro a r-
rays are used for ex p ression pro f i l i n g. Ot h e r
a p p l i cations such as diagnostics await more
robust micro a rray te c h n o l ogy.

Data stemming from the Human Genome Pro j e ct
a re now far more usable than when the pro j e ct ori g i-
nally was declared finished.The co nve rg e n ce of these
te c h n o l ogies has led to an explosion of inte rest in
gene-based biology, leading to new too l s, such as the
DNA micro a rrays now in co m m e rcial prod u ct i o n ,
which are an indispensable part of a biology prog ra m .

Pharmaceutical scientists have been using
m i c ro a rrays in large numbers to dete rmine mecha-
nisms of tox i c i ty, as well as for drug deve l o p m e nt.
Cost is the only major drawback of micro a rrays,
which have be come the most ex pe n s i ve dispo s a b l e
p rod u ct in a labo rato ry.

BAIN & CO M PANY INC., Bo s to n , is a 

leading global business consulting firm ,

s e rving clients across six co nt i n e nts on

issues of strate gy, o pe rat i o n s, te c h n o l ogy,

o rg a n i z at i o n , and mergers and 

a c q u i s i t i o n s. For more info rm at i o n , v i s i t

b a i n . co m .

BUSINESS CO M M U N I CATIONS 

CO M PANY INC., No rwa l k , Co n n . , c ri t i ca l l y

studies major marke t, e co n o m i c, and 

te c h n o l og i cal deve l o p m e nts to prod u ce

i n d u s t ry re po rt s, n ews l e t te r s, and 

co n fe re n ce s. For more info rm at i o n , v i s i t

bc c re s e a rc h . 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 

consulting firm best kn own for The Ha rri s

Poll and for pioneering an Inte rn e t

m e t h od to co n d u ct scient i f i cally accurate

m a rket re s e a rc h . For more info rm at i o n ,

visit harri s i nte ra ct i ve. co m .

KA LO RAMA INFORMAT I O N, New Yo rk , a 

division of Ma rke t Re s e a rc h . co m , supplies the

l atest in indepe n d e nt market re s e a rch for the

l i fe science s. For more info rm at i o n , visit 

ka l o ra m a i n fo rm at i o n . co m .

M E D CO HEALTH SOLUTIONS INC., a leading

p h a rm a cy benefits manager, assists its client s

to mod e rate the cost and enhance the quality

of pre s c ription drug be n e f i t s. For more 

i n fo rm ation visit medco h e a l t h . co m .

THE NATIONAL ASSOCIATION OF 

W H O L E S A L E R - D I S T R I BU TO R S,Wa s h i n g to n ,

D. C . , is a trade assoc i ation that re p re s e nts the

wholesale distribution industry. For more 

i n fo rm at i o n , visit naw. o rg.

P E M B ROKE CO N S U LTING INC. , Ph i l a d e l p h i a ,

d evelops business and marketing strate g i e s

for leading wholesale distri b u t i o n ,

m a n u f a ct u ri n g, and B2B te c h n o l ogy 

co m p a n i e s. For more info rm at i o n , visit 

pe m b ro ke co n s u l t i n g. co m .

PRI-MED INSTITUTE, Bo s to n , the 

c l i n i ca l - e d u cation division of M|C 

Co m m u n i cations LLC , p rovides 

a c c re d i ted co ntinuing education 

p rog rams and clinically re l eva nt 

e d u cational activities for physicians that

will adva n ce the pra ct i ce of medicine 

and the outcomes of ca re for pat i e nt s.

For more info rm at i o n ,visit mc-co m m . co m .

S K YS CAPE INC., H u d s o n , Ma s s. , is the

leading provider of inte ra ct i ve,

i nte l l i g e nt mobile solutions for 

h e a l t h ca re ente rp rises and individual

p ra ct i t i o n e r s. For more info rm at i o n ,v i s i t

s kys ca pe. co m .

THE WALL STREET JOURNAL ONLINE,

New Yo rk , published by Dow Jones & Co. ,

covers the business of health for health-

i n d u s t ry pro fessionals and fe at u res 

cove ra g e - b re a king health news. For 

m o re info rm at i o n , visit ws j. co m .

Follow up

R&D O u t s o u rc i n g Po rtion 
Spe n d i n g Growth Spe n d i n g of R&D 

Ye a r (in billions) Rate (in billions) O u t s o u rce d
1 9 9 9 $ 3 9 . 0 — $ 8 . 9 2 2 %
2 0 0 3 5 2 . 3 8 % 1 3 . 6 2 6
2 0 0 8 7 7 . 4 8 2 7 . 9 3 6

R&D O u t s o u rcing 
Pe ri od Spe n d i n g Spe n d i n g
1 9 9 9 - 2 0 0 3 8 % 1 1 %
1 9 9 9 - 2 0 0 8 8 1 4

So u rce : Ka l o rama Info rm at i o n , New Yo rk .
For more info rm ation visit ka l o ra m a i n fo rm at i o n . co m .

S U M M A RY OF TOTAL AND OUTS O U RCED GLO BA L
R E S E A RCH AND DEV E LOPMENT EXPENDITURES 

COMPOUND ANNUAL GROWTH RAT E


