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and biote c h n o l ogy dru g
sales grew by 22% as we l l .

Also affe cting re s u l t s
last year we re the impact
of pre s c ription to ove r - t h e -
co u nter (OTC) switc h i n g,
continuing safety con-
ce rns about the use of hor-
mone re p l a ce m e nt thera-
py (HRT) , and the grow t h
of re i m po rt ation of pre-
s c ription drugs from Ca n a-
d a . IMS estimates U.S.re i m-
po rt ation of pre s c ri p t i o n
pharmaceuticals from
Canada was equiva l e nt to
$1.1 billion in U.S. d o l l a r s
(based on U.S. p ri ces) last
ye a r.

Looking forward to
2 0 0 4
re s u l t s ,
IMS pre-
d i cts the
U . S .p h a r-
m a ce u t i-
cal industry will co ntinue to grow
at a solid and steady rat e of
be tween 11% and 12%. This pro-
j e cted rate remains faster than the
global growth rate, which is pro-
j e cted to be be tween 8% and 11%
( co m pounded) through 2007.New
product innovation, population
d e m og ra p h i c s, the Food and Dru g
Administration’s acceleration of
n ew prod u ct approva l s, and an
at t ra ct i ve list of po te ntial bloc k-
busters will help to drive this
g row t h .

Top innov ative products
ex pe cted in 2004 in te rms of sales
po te ntial include Eli Lilly’s Cy m b a l-
ta for depre s s i o n , Fo re s t’s Na m e n-
da  for moderat e-to-severe
Al z h e i m e r’s disease and va s c u l a r
d e m e nt i a ,and Ge n e nte c h’s Ava s t i n
for co l o re ctal ca n ce r.

IMS fo re casts about 30 new
c h e m i cal/molecular entities will be
launched in the Un i ted St ates dur-
ing 2004, with a dozen prod u ct s
having the potential to reach
b l oc kb u s ter stat u s. Sales incre a s e s
f rom these 2004 launches may,
h oweve r, be offset by co nt i n u i n g
g e n e ric pe n e t rat i o n .

“2004 results will hinge on
innovation, new products, the
i nt rod u ction of Me d i ca re disco u nt
ca rd s, and trends in cost co nt a i n-
m e nt,” s ays Paul Wi l s o n , VP of IMS
St at i s t i cal Se rv i ce s. “ It looks to be
another strong and exciting ye a r
for pharm a .”

Re s e a rchers say this pre s e nts an oppo rt u n i ty fo r
p h a rm a ce u t i cal co m p a n i e s. Companies alre a dy
h ave access to physicians who have part i c i p ated in
e-detailing and can pro m o te eCME through this
c h a n n e l .

Pre s c ription Drug Sa l e s
INCREASED IN 2003

In 2003, sales of U.S. p re s c ription drugs grew
11.5% to $216.4 billion, co m p a red with $194 bil-

lion in sales the previous ye a r, a c co rding to a re ce nt
re po rt by IMS He a l t h .Pre s c ription prod u ct sales dat a
a re deri ved from the IMS National Sales Pe r s pe ct i ve s’
s e rv i ce and re f l e ct wholesale pri ce s.

Ge n e ric and biote c h n o l ogy drug dollar sales
we re key co nt ri b u tors to 2003 pharm a ce u t i cal sales
re s u l t s. Ge n e ric dollar sales grew by more than 22%

O P P O RTUNITIES 
FOR ONLINE 
M E D I CAL EDUCAT I O N
in Phys i c i a n s’
Daily Pra ct i ces 

Ph a rm a ce u t i cal companies planning to invest in
online co ntinuing medical education (eCME) need
to assess the reasons physicians are using eCME and
the growing oppo rtunities to reach phys i c i a n s
t h rough this channel, s ay re s e a rchers from Dat a-
m o n i to r.

A Dat a m o n i tor re po rt, Online CME: A tool for the
p h a rm a ce u t i cal marke te r, d e te rmined that pharm a-
ce u t i cal companies should tailor their marke t i n g
s t rategies to reach physicians who use eCME for pro-
fessional re s e a rch purposes rather than aca d e m i c
re q u i re m e nt s. e C M E, which curre ntly has low phys i-
cian participation rates, should be promoted
t h rough existing marketing strategies run by phar-
m a ce u t i cal co m p a n i e s, for ex a m p l e, t h rough e-
detailing via their salesfo rce te a m s.

A survey of 470 physicians in Fra n ce, Ge rm a ny,
It a l y, Sp a i n , the Un i ted Ki n g d o m , and the Un i te d
St ates found that 35% of re s po n d e nts said legal
re q u i re m e nts we re the least impo rt a nt factor to
i n f l u e n ce their decision to part i c i p ate in CME. O n l y
26% said this factor was ve ry impo rt a nt, while 56%
said the need to increase their depth of tre at m e nt
kn owledge was ve ry impo rt a nt.

Dat a m o n i tor re s e a rch also shows a tre n d
be tween phys i c i a n s’ use of eCME prog rams and
their inte rest in part i c i p ating in e-detailing. On ave r-
a g e, a c ross the six co u nt ri e s, 62% of physicians who
h ave used or would like to use e-detailing have
used eCME while only 33% of physicians who have
no ex pe ri e n ce of e-detailing have used eCME.

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

TOP 10 T H E RAPEUTIC CLASSES BY U.S. PRESCRIPTION SALES IN 2003

1 Ch o l e s te rol Re d u cers $ 1 3 . 9 1 0 . 9 %

2 Pro ton Pump Inhibitors (ant i - u l ce ra nt s ) 1 2 . 9 1 2 . 6

3 SSRI/SNRI (ant i d e p re s s a nt s ) 1 0 . 9 1 1 . 9

4 Ant i p s ychotics 8 . 1 2 2 . 1

5 Ery t h ro poietins (anemia) 7 . 4 1 6 . 3

6 Se i z u re Di s o rd e r s 6 . 9 2 4 . 4

7 COX-2 Inhibitors (ant i - a rt h ri t i c s ) 5 . 3 9 . 1

8 Calcium Bl oc ke r s 4 . 4 ( 0 . 5 )

9 Ant i h i s t a m i n e s 3 . 5 ( 2 8 . 3 )

1 0 Codeine & Co m b i n at i o n s 3 . 2 1 4 . 3

No te : Wholesale pri ce s, sales include pre s c ription prod u cts only.
So u rce : IMS He a l t h , Fa i rf i e l d, Co n n . For more info rm at i o n ,visit imshealth.co m .

2003 Sales % Growth 
( U . S .$ in Bi l l i o n s ) Ye a r - Ove r - Ye a r

TOTA L $ 7 6 . 5 1 0 . 5 %

As we predicted, 2003 
pharmaceutical growth
remained constant in 
comparison with 2002. This
solid performance 
demonstrates the strength of 
the pharmaceutical industry
given the economic climate
this year and the scrutiny the
industry has undergone by the
government, the news media,
and the general public.

Paul Wilson

U . S .PRESCRIPTION MARKET SHARE BY DISTRIBUTION CHANNEL IN 2003

Bi l l i o n s ) Ye a r - Ove r - Ye a r In 2003

1 Chain Sto res/ 
Mass Me rc h a n d i s e r s $ 7 8 . 6 1 1 . 4 % 3 6 . 3

2 I n d e pe n d e nt s 3 1 . 6 7 . 5 1 4 . 6

3 Mail Se rv i ce 2 8 . 6 1 5 . 5 1 3 . 2

4 No n fe d e ral Ho s p i t a l s 2 2 . 9 6 . 2 1 0 . 6

5 Clinics 1 9 . 5 2 2 . 1 9 . 0

6 Food Sto re s 1 9 . 3 8 . 2 8 . 9

7 Lo n g - Te rm Ca re 7 . 8 1 7 . 3 3 . 6

8 Fe d e ral Fa c i l i t i e s 3 . 4 1 3 . 2 1 . 6

9 Home Health Ca re 2 . 2 6 . 3 1 . 0

1 0 HMO (Staff Mod e l ) 1 . 5 2 . 9 0 . 7

1 1 Mi s ce l l a n e o u s 0 . 9 1 0 . 3 0 . 4

No te : Wholesale pri ce s, sales include pre s c ription prod u cts only. Results for the Mail 
Se rv i ce channel have not been pro j e cte d, but IMS estimates they re p re s e nt about 90%
of sales. OTC insulins have not been included.
So u rce : IMS He a l t h , Fa i rf i e l d, Co n n . For more info rm at i o n ,visit imshealth.co m .

2003 Sales % Growth Ma rket Sh a re
( U . S . $ in Bi l l i o n s ) Ye a r - Ove r - Ye a r In 2003

TOTA L $ 2 1 6 . 4 1 1 . 5 % 1 0 0
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P H A R M A t r a x

S U CCESSFUL 
P H A R M ACO G E N O M I C S
BUSINESS MODELS
Can Increase the 
Bo t tom Line for 
Ph a rma Co m p a n i e s

The tools for pharm a cogenomics ca rry the
p romise of achieving improved drug safe ty, e a rl i e r
at t rition rate s, d e c reased dru g - d eve l o p m e nt co s t s, a
re d u ced dru g - d eve l o p m e nt cyc l e, and re s u s c i t at i o n
of failed dru g s. De l i ve ring on these promises will
lead the way towa rd longer pate nt life and gre ate r
p rofits for new dru g s.The challenge, and oppo rt u n i-
ty, for pharm a ce u t i cal companies is to figure out
h ow to deploy the appro p ri ate pharm a cog e n o m i c s
s t rate gy into the d rug-sales model to facilitate maxi-
mum re t u rn .

Su c cessful Ph a rm a cogenomics Business Mod e l s,
a re po rt published by Ca m b ridge He a l t hte c h , p ro-
vides a theore t i cal fra m ewo rk to eva l u ate pharm a-
cogenomics initiat i ves within pharm a ce u t i cal co m-
panies. These initiatives include: determining
s i t u ations when pharm a cogenomics is viable within
the curre nt and future large pharm a ce u t i cal dru g -
d eve l o p m e nt mod e l ; d e te rmining re q u i re m e nts fo r
s u c cess for each viable pharm a cogenomics strate-
gy;and understanding the implications for the phar-
m a ce u t i cal and diagnostics industri e s.

The re po rt provides a fra m ewo rk to demonstrate
h ow a co m p a ny can enable a pharm a cog e n o m i c s
business model within its re s pe ct i ve ente rp ri s e.

The steps include: d e te rmining the chara cte ri s t i c
of the innovat i o n ;d e te rmining true adva n ce m e nt or
i n c re m e ntal change; assessing the co n s e q u e n ces of
the adva n ce m e nt via an ex pe ri m e nt ; finding a viable
initial market for the disru p t i ve te c h n o l ogy; ca rv i n g
out re s po n s i b i l i ty for implement at i o n ; and maint a i n-
ing indepe n d e n ce of ope rat i o n s.

The co n s u m e r, in co n ce rt with the phys i c i a n , h a s
been found to exe rt a strong influence on the
a c ce p t a n ce of change in the traditional drug mod e l .
If mod e rn drug deve l o p m e nt and delive ry are to be
i m p roved by pharm a cog e n o m i c s, then the invo l ve-
m e nt of insurers and physicians must oc c u r.

In the pharm a cogenomic env i ro n m e nt, t h e
s teps that occur after new drug application approva l
t a ke on higher impo rt a n ce co m p a red with non-
p h a rm a cogenomics dru g - d e l i ve ry mod e l s.

The re po rt also identified a leading set of co m-
pe t i tors as strong co ntenders to provide pharm a-
cogenomics prod u cts and serv i ce s : Ge n a i s s a n ce
Ph a rm a ce u t i ca l s, Ge nt ri s, and Quest Diagnostics are
the three key serv i ce providers in the clinical marke t
t h at encompass DNA puri f i cat i o n ,DNA banki n g,a n d
g e n o ty p i n g.These key players co m pe te across mul-
tiple cri te ria (quality, p ro tocol adhere n ce, and pri ce )
for business. But the key diffe re nt i ator for custo m e r s
has been found to be quality.

Di s e a s e - Ma n a g e m e nt
Tools WILL DRIVE CRM 

The pharm a ce u t i cal industry’s ability to deve l o p
d i s e a s e - m a n a g e m e nt tools for key brands will dri ve
l o n g - te rm consumer re l at i o n s h i p s, a c co rding to a
re ce nt re po rt by Cutting Edge Info rm at i o n .

Cu s tomer at t rition through nonco m p l i a n ce is an
ongoing challenge for the pharm a ce u t i cal industry.
To co m b at this issue, m a ny drug makers implement
d i s e a s e - m a n a g e m e nt prog rams to engage and
e d u cate pat i e nt s. These prog rams help co n s u m e r s
understand their medical conditions and the impli-
cations of prescription noncompliance. This
a p p roach is a sav vy move for companies trying to
re c re ate themselves as healthca re partners and not
just medicine manufact u re r s.

“Te c h n o l ogy has made disease-management
p rog rams possible in ways that we re n’t available 10
years ago or even five years ago,” s ays Eric Bo l e s h ,
senior analyst at Cutting Edge Info rm at i o n . “Th e
I nte rnet and its inte ra ct i ve capabilities have tru l y
a l l owed disease-management prog rams to
m at u re.”

No single co m p a ny has maste red co m p l i a n ce,
disease management, or other custo m e r - foc u s e d
t a ct i c s, re s e a rchers say. As in most secto r s, the phar-
ma industry has traditionally embra ced a prod u ct -
focused philosophy. Te c h n o l ogy, m at u re marke t s,
and a thirst for co ntinued grow t h , h oweve r, h ave
t u rned the industry towa rd co n s u m e r - o ri e nte d
s t rate g i e s, p rog ra m s, and philosophies.

Ph a rm a ce u t i cal companies that adopt disease
m a n a g e m e nt with the goal of organizing and dire ct-
ing healthca re serv i ces improve health outco m e s
and lower co s t s. This can result in increased pat i e nt
co m p l i a n ce,which is a cri t i cal element in maint a i n i n g
and enco u raging long-te rm customer va l u e.

St u dy Ident i f i e s
TOP PHARMA 
S A L E S F O RCES 
IN 2003

For the ninth co n s e c u t i ve ye a r, P f i ze r’s pharm a-
ce u t i cal sales org a n i z ation placed first ove rall in
Ve ri s p a n’s Ph a rm a ce u t i cal Sales Fo rce St ru ct u res &
St rategies (SFSS) 2003-2004 survey of U.S.p hys i c i a n s.
Ve rispan surveys physicians among nine co re medi-
cal spe c i a l ty gro u p s : g e n e ral/family medicine pra ct i-
t i o n e r s, i nte rn i s t s,pe d i at ri c i a n s,o rt h o pedic surg e o n s,
o b s te t ri c i a n / gy n e co l og i s t s, p s yc h i at ri s t s, g e n e ral sur-
g e o n s, g a s t roe nte ro l og i s t s, and ca rd i o l og i s t s.

With the industry’s largest salesfo rce and highest
n u m ber of bloc kb u s ter prod u cts across a range of
t h e ra peutic cate g o ri e s, P f i zer ra n ked first among the
following individual specialties: emergency
medicine spe c i a l i s t s,g e n e ral/family medicine pra ct i-
tioners, internists, nurse practitioners, physical

medicine and re h a b i l i t ation spe c i a l i s t s, p hys i c i a n
a s s i s t a nt s, p s yc h i at ri s t s, u ro l og i s t s, ca rd i o l og i s t s, a n d
o rt h o pedic surg e o n s.

In another Ve rispan study, the fall 2003 Ma n-
aged Ca re Me d i cal Di re ctor Promotional Au d i t,
Gl a xo Sm i t h Kline was ra n ked as the best ove ra l l
p h a rm a ce u t i cal co m p a ny by managed-ca re medi-
cal dire cto r s.

This audit is based on the re s ponses of medica l
d i re ctors who re p re s e nt a large po rtion of Am e ri ca n
l i ves cove red by HMOs. These influential pe r s o n n e l
re po rted promotional act i v i ty by pharm a ce u t i ca l
companies over an eight - week pe ri od in the fall of
2 0 0 3 .Th ey also rated pharm a ce u t i cal companies on
their ability to meet managed ca re’s needs in five
a re a s : c l i n i cal object i v i ty, value-added serv i ce s, d i s-
ease management,a c co u nt pe r s o n n e l ,and pharm a-
ce u t i cal co m p a ny strate gy.

Me d i cal dire ctors cited Gl a xo Sm i t h Kl i n e’s co n-
s t a nt suppo rt and supe rior acco u nt personnel as
reasons for rating the co m p a ny highly.

P f i zer ra n ked first for value-added serv i ces and
p l a ced second in all other assessment are a s. P f i ze r’s
g re atest improve m e nts came in the disease-man-
a g e m e nt and co m p a ny - s t rate gy are a s. Me d i ca l
d i re ctors also re cog n i zed Pfizer for providing solid
c l i n i cal info rm at i o n .

Among managed-ca re pharm a cy exe c u t i ve s,
Nova rtis remained No.1 ove rall in Ve ri s p a n’s fall 2003
Managed Ca re Ph a rm a cy Exe c u t i ve Pro m o t i o n a l
Audit on the strength of its acco u nt personnel and
be cause of its eagerness to partner and suppo rt
managed ca re.

PA RTNERSHIPS 
A DVA N TAG E O U S to
St a rt-up Co m p a n i e s

Lack of co m pe t i t i ve marketing skills and ex pe ri-
e n ce in co n d u cting clinical trials is a major draw-

MOST ESTEEMED SALESFORCES 

2003 2 0 0 2
Co m p a ny Ra n ki n g Ra n ki n g

P f i zer 1 1
Gl a xo Sm i t h Kl i n e 2 2
Wye t h - Aye r s t 3 5
Me rc k 4 3
As t ra Ze n e ca 5 8
Nova rt i s 6 9
Eli Lilly 7 1 3
S c h e ri n g - Pl o u g h 8 1 6
Ph a rm a c i a 9 1 4
Bri s to l - Myers Sq u i b b 1 0 1 0

No te:* Results based on surveys of physicians in the 
fo l l owing medical spe c i a l ty gro u p s : g e n e ral/family medicine
p ra ct i t i o n e r s, i nte rn i s t s, pe d i at ri c i a n s, o rt h o pedic surg e o n s,
o b s te t ri c i a n / gy n e co l og i s t s, p s yc h i at ri s t s, g e n e ral surg e o n s,
g a s t roe nte ro l og i s t s, and ca rd i o l og i s t s.

So u rce :Ve ri s p a n ,Ya rd l ey, Pa . For more info rm at i o n , v i s i t
ve ri s p a n . co m .
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O rphan Drug Sales 
TO REACH 
$43 BILLION 
BY 2008

The total wo rl dwide market for orp h a n
d ru g s, including sales in nonorphan appli-
cat i o n s, exceeded $28 billion in 2003,
a c co rding to a re po rt from Business Co m-
m u n i cations Co m p a ny Inc. The re po rt,
O rphan Dru g s : Su c cess Sto ries and Ma rke t
St rate g i e s, found this market is ex pe cted to
g row at an ave rage annual growth rate
( A AGR) of 9.1% to reach $43.6 billion in
2 0 0 8 . As a pe rce ntage of ove rall global
d rug sales, o rphan drugs are ex pe cted to
i n c rease their share from 7.0% in 2003 to
7.5% in 2008.

Th e re are an estimated 6,000 ra re dis-
eases that co l l e ct i vely affe ct 25 million Am e ri ca n s.
About 70% of these diseases are caused by genetic
d e fe cts that have life - t h re atening co n s e q u e n ce s.

The Orphan Drug Act was implemented in 1983
to provide ince nt i ves for companies to deve l o p
p rod u cts to tre at diseases that annually affe ct fewe r
than a dozen people to a few hundred thousand
people in the Un i ted St ate s. The FDA defines an
o rphan drug as a prod u ct that tre ats a disease affe ct-
ing 200,000 or fewer Am e ri ca n s.

In 2003, some prod u cts that originally we re
a p p roved as orphan drugs each had sales in exce s s
of $1 billion. These included Bi ogen Idec’s Avo n ex
( i nte rfe ron be t a - 1 a ) , i n d i cated for the tre at m e nt of
multiple sclero s i s ; Am g e n’s Epogen (epoetin alfa),
i n d i cated originally for the tre at m e nt of anemia

a s s oc i ated with human immunod e f i c i e n cy viru s
( H I V) infe ct i o n ; S c h e ring Co rp.’s Int ron A (inte rfe ro n
a l f a - 2 b, re co m b i n a nt ) , i n d i cated originally for the
t re at m e nt of Ka po s i’s sarco m a ; Am g e n’s Ne u pog e n
( f i l g ra s t i m ) , i n d i cated originally for the tre at m e nt of
n e u t ro penia assoc i ated with bone marrow tra n s-
p l a nt ; Ce ntoco r’s Re m i cade (infliximab), i n d i cate d
o riginally for the tre at m e nt of Cro h n’s disease; a n d
Ge n e ntech and IDEC Ph a rm a ce u t i ca l s’Rituxan (ri t u x-
i m a b ) , i n d i cated originally for the tre at m e nt of non-
Hod g kin's B-cell lymphoma.

The largest thera peutic markets for orphan dru g s
a re ca n ce r, ca rd i ovascular diseases, b l ood disord e r s
( p a rt i c u l a rly anemia and neutro pe n i a ) ,genetic disor-
d e r s, immune disord e r s, and neuro l og i cal disord e r s
( p ri m a rily multiple sclero s i s ) .

SALES OF DRUGS APPROVED 
FOR ORPHAN DISEASES ($ MILLIONS)

back for re s e a rch-based start-up biote c h n o l ogy
co m p a n i e s. St rategic part n e ring by small biote c h-
n o l ogy companies with larger pharm a ce u t i ca l
companies to aid co m m e rc i a l i z ation of their pro-
p ri e t a ry biote c h n o l ogy prod u cts can help ove r-
come this pro b l e m , a c co rding to analysis by Frost &
Su l l i va n .

Frost & Sullivan’s report, U.S. Biotechnology
Pi peline An a l ys i s, reveals that revenue from prod u ct s
in the pipeline totaled $210 million in 2003.Reve n u e
f rom biote c h n o l ogy drugs is pro j e cted to re a c h
$13.79 billion by 2009.

“While milestone pay m e nt s, l i cense fe e s, a n d
s po n s o red re s e a rch under co l l a bo ration agre e-
m e nts can fo rm a significa nt source of income fo r
smaller biote c h n o l ogy co m p a n i e s, m e rg e r s, a c q u i s i-
t i o n s, and partnerships are ex pe cted to be a re g u l a r
fe at u re in this marke t,” s ays K.V. An a nt h a ra m a n , a
re s e a rch analyst at Frost & Su l l i va n .

Ta ct i cal mergers and joint ve nt u res will help
established biote c h n o l ogy companies enhance
their prod u ct po rt folios and leve rage te c h n o l ogy
b re a k t h ro u g h s.

Smaller biote c h n o l ogy companies can be n e f i t
f rom the established co m p a ny’s ex pe ri e n ce in meet-
ing approval from the Food and Drug Ad m i n i s t ra-
tion and org a n i zed sales policies to successfully han-
dle prod u ct co m m e rc i a l i z at i o n .

“Cu rre ntly more than 370 biologic drugs are
under deve l o p m e nt,and about 13 monoclonal ant i-
bodies are in adva n ced stages of clinical tri a l s,” M r.
An a nt h a raman says.“Ma n u f a ct u ring ca p a c i ty is like l y
to be come one of the cri t i cal challenges as the
demand exceeds supply.”

Ac co rding to re s e a rch analys t s, to fo rm u l ate
n ew techniques to tackle this issue, a l te rn ate fo rm s
of manufact u ring such as plant-based pharm a ce u-
t i cal prod u ction can be devised or transgenic ani-
mals can be eva l u ate d.

p h a rm a ce u t i cal and financial serv i ces 

i n d u s t ri e s. For more info rm at i o n , visit 

c u t t i n g e d g e i n fo. co m .

D ATA M O N I TOR PLC ., New Yo rk , is an 

i nte rn ational strategic market analysis 

co m p a ny helping companies across the 

a u to m o t i ve, co n s u m e r, e n e rgy, f i n a n c i a l -

s e rv i ce s, h e a l t h ca re, and te c h n o l ogy marke t s.

For more info rm at i o n , visit dat a m o n i to r. co m .

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

i nte rn ational co n s u l t a n cy firm that serves a

b road spe ct rum of industries and prov i d e s

s t rategic co n s u l t a n cy, m a rket inte l l i g e n ce, a n d

m a n a g e m e nt tra i n i n g. For more info rm at i o n ,

visit fro s t. co m .

IMS HEALT H,Fa i rf i e l d, Co n n . ,o f fers 

leading-edge business inte l l i g e n ce prod u ct s

and serv i ces that are inte g ral to client s’

d ay - to - d ay ope rat i o n s, including 

m a rketing effe ct i veness solutions for 

p re s c ription and ove r - t h e - co u nter 

p h a rm a ce u t i cal prod u ct s, sales 

o p t i m i z ation solutions to increase 

s a l e s fo rce prod u ct i v i ty, and consulting and

c u s to m i zed serv i ces that turn info rm at i o n

i nto actionable insight s. For more

i n fo rm at i o n , visit imshealth.co m .

V E R I S PA N,Ya rd l ey, Pa . , is a healthca re

i n fo rm atics joint ve nt u re of Qu i nt i l e s

Tra n s n ational Co rp. and Mc Kesson Co rp.

and provides a broad array of info rm at i o n

p rod u cts and serv i ces to the healthca re

i n d u s t ry. For more info rm at i o n , v i s i t

ve ri s p a n . co m .

BUSINESS CO M M U N I CATIONS 

CO M PANY INC., No rwa l k , Co n n . ,

studies the major marke t, e co n o m i c, a n d

te c h n o l og i cal deve l o p m e nts that 

c h a ra cte ri ze industry sectors 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 ,

visit bc c re s e a rc h . co m .

CAMBRIDGE HEALTHTECH INSTITUTE,

New ton Up per Fa l l s, Ma s s. , was founded in

1992 and curre ntly runs more than 50 

co n fe re n ces per year in the life - s c i e n ce s

a re a . For more info rm at i o n , visit 

c h a dv i s o r s. co m .

C U TTING EDGE INFORMAT I O N, Du rh a m ,

N . C . , p rovides innovat i ve, i m p l e m e nt a b l e

re s e a rch and consulting to the 

Follow up

P H A R M A t r a x

AAGR % 
2002 2003 2008 2003-2008

$25,181 $28,190 $43,625 9.1%

AAGR %
2002 2003 2008 2003-2008

$365,640 $401,610 $585,300 7.8%

AAGR % 
2002 2003 2008 2003-2008
6.9% 7.0% 7.5% 1.2%

So u rce : Business Co m m u n i cations Co m p a ny Inc. , No rwa l k ,Co n n .
For more info rm at i o n , visit bc c re s e a rc h . co m .

GLOBAL SALES OF ALL DRUGS

% SALES OF DRUGS WITH ORPHAN
INDICATIONS OF TOTAL GLOBAL DRUG SALES

SALES OF DRUGS WITH ORPHAN INDICATIONS


