


ADELENE Perkins

Early in ber career, Adelene Perkins learned an important lesson about

leadership: people work because they want to, not because they are told to.

Unified Vision

This truism has become a central plank of Ms. Perkins'management style as she helps put

together teams that will drive a company’s success. Central to her philosophy is to make

sure people understand the organization’s goals and visions and to ensure that all

employees have a voice in the achievement of these goals.

eople have been the center of

Adelene Perkins’ leadership

style from her first job out of

college. By placing the emphasis on

team building and staff morale, Ms.

Perkins has helped create a winning for-

mula wherever she has been, including her

role as chief business officer of Infinity Phar-

maceuticals Inc., a nascent drug-discovery

company that uses small-molecule chemistry

technologies to develop targeted therapies for

the treatment of cancer and related conditions.

“I consistently find that when people real-

ly believe in the goals that are set, they do

more than I would ever dream of asking them

to do, because the motivation comes from

within,” Ms. Perkins says. “There is no substi-
tute for that internal drive.”

It is an approach that Ms. Perkins uses to
promulgate Infinity’s goals to its staff, partners,
and investors and has become a cornerstone of
the company’s corporate values. The company
describes itself as having a culture of citizen
ownership, which among other things ensures
that staff members know that their opinions
really matter, that they can play an active role
in decision-making processes, and that what
they do is important and adds value to the
enterprise. Infinity describes its staff as citizen
owners who work as a community, rather than
employees who work for a company.

From the clinic to business strategies to
operations, Infinity’s success, Ms. Perkins says,
will be driven largely by the caliber and com-
mitment of its staff.

“It’s unfortunate that everyone always says

it’s all about ‘people, people, people’ because
overusing the concept makes it seem less
important and powerful,” Ms. Perkins says.
“People really are the single most important
factor in building a company, and it’s really
hard to get right. I find that one of the most
challenging and also the most fun aspects to
getting a young company up and running is
getting the right group of people together who
share a mindset on setting ambitious goals and
finding a way to make them happen.”

Solving Problems and
Building Teams

Taking her parents’ advice to choose a path
with sound career prospects, Ms. Perkins com-
pleted a degree in chemical engineering at Vil-
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lanova University. Though Ms. Perkins spent
only a few years in that discipline, the educa-
tion she received provided her with good
insights into problem solving.

“The chairman of our chemical engineer-
ing department was notorious for giving final
exams that were a single question and, at the

I'm motivated by the people and the indus-
trys goals. | think this industry attracts a special
group of people who want to do more than just
a job.| can’t imagine doing anything that would
feel more worthwhile.

Personally, 'm very excited about the HSP-90
program. Unfortunately, a very good business
school friend and former roommate of mine,
Kathy Giusti, was diagnosed with multiple myelo-
ma several years ago.She formed an organization
called the Multiple Myeloma Research Founda-
tion,and as a favor she came in and spoke to our
company. We all have really high expectations
about how quickly we can move HSP-90 through

development and FDA approval, but even the
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end of the day, there was a single correct
answer,” Ms. Perkins says.

Ms. Perkins says the questions were multi-
faceted and the key was learning how to break
the problem down quickly into pieces, solve
those pieces, and reintegrate the solutions into
the overall answer.

“Problem solving was really like a brain
teaser, which could be fun if it was approached
like a game,” she says. “There’s almost nothing
I've done in my career that hasn’t required
similar problem-solving skills.”

It was while working as a production engi-
neer at General Electric Co., Ms. Perkins’ first
job out of college, where she learned how vital

it was to solve problems related to people
issues.

As the new kid on the block, Ms. Perkins
alternated between the second shift and the
graveyard shift. While operations had run
smoothly at the plant in Waterford, N.Y,,
throughout the summer, it was on October 1,
the start of deer-hunting season, when a person-
nel hiccup occurred. The day-shift engineer had
instituted a policy of no days off and no sick
leave so he could institute some plant improve-
ments. Angry operators began to rebel, and
ultimately the day-shift engineer was reas-
signed. Ms. Perkins was moved into that role.

“One of the first things the operators and I

IN AN EXCLUSIVE INTERVIEW WITH PHARMAVOICE, ADELENE PERKINS,
CHIEF BUSINESS OFFICER OF INFINITY PHARMACEUTICALS, TALKS ABOUT
WHAT MOTIVATES HER, HOW TO MEET THE CHALLENGES THE INDUSTRY
FACES, AND THE PEOPLE WHO HAVE INSPIRED HER.

best case scenario was a three- to four-year plan.
When Kathy talked to the company, she shared a
conversation about a friend who had gone through
many different treatments that hadn't worked and
who had called her desperate to find a clinical trial he
could participate in. Kathy reinforced our sense of
urgency to get our compound into the dlinic so peo-
ple who have no other options might be tested with
our drug right away. It was motivating for all of us
committed to helping patients to be reminded that
we don't have to wait until a drug is approved to have

an impact on someones life.

At the end of the day, drug discovery is a really
tough process;it’s expensive,it's riskyand it takes a lot
of effort. But | truly believe there are certain people
who are particularly good at this, much in the same
way as there are great writers and great artists. |
believe that with our scientific leadership we have
that same situation.Julian Adams, Ph.D., has this type
of artistic ability. Dr. Adams, who just turned 50, has
already developed two novelfirst-in-class drugsin his
career.There are a lot of challenges that the industry
faces, but with the right people and the right motiva-

tions, these problems can be overcome.

My parents have been a great source of over-
all inspiration and were the most influential peo-
ple in guiding my choices on education and
career path. This led me to professional settings
where | have had the opportunity to be influ-
enced by great leaders in action. When | was at
GE, Jack Welsh was very inspirational. Despite
leading a large, complex organization, eve ryone
knew and understood the company’s goal of
being No. 1 or No.2in an industry.When | went to
Bain, Mitt Romney was leading recruiting; he is
now the governor of Massachusetts. During the
recruiting process he shared examples of the
impactful work Bain had done, while at the same
time he talked a lot about his five young sons. |
wasimpressed that he held his work to such high
standards while placing such a high priority on
family, because my family is an enormously high
priority forme.When | went into biotech,| had the
privilege of working with Gabe Schmergel, who
was a wonderful role model on the importance
of building value with integrity. Although | didn’t
fully appreciated it at the time, in the current cli-
mate of corporate scandal, | was lucky to be men-

tored by someone who reinforced this value.
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did was to come up with a schedule where the
operators alternated and covered for one
another so they could go hunting while at the
same time ensure plant improvements could
be implemented,” she says. “It was a very easy
thing to do because we worked together to
come up with the solution. The operators were
amazing and went above and beyond to get
the job done. It was a fascinating experience
for me, and one that now seems so obvious —
people work because they want to not because
they’re told to. This was a valuable lesson to
learn so early in my career.”

After two years at GE, Ms. Perkins studied
for a MBA at Harvard. This experience, she
says, exposed her to many new fields and pos-
sible careers. Interested in gaining experience
with a broad spectrum of business issues, Ms.
Perkins joined Bain & Co. as a consultant,
with her two major clients being a pharma-
ceutical company and a healthcare provider.

What attracted Ms. Perkins to Bain were
the people and the company’s heavy focus on
results; Bain measured its perfo rmance based
on its clients’ successes and valuation relative
to competitors. Such an approach meant only
working with one client in an industry, Ms.
Perkins says. Eventually, though, while Bain’s

clients were prospering, there came a point
where the consultancy was limited by having
only one client per industry sector. As a result,
the company put together an internal case
team, which Ms. Perkins led, to assess Bain’s
strengths and future direction.

“We concluded that it was possible to
leverage the expertise we'd developed in an
industry without violating the confidentiality
of any one client,” Ms. Perkins notes.

From there, Bain consultants were asked to
focus on particular areas of expertise.

“For me it was a no-brainer because I'd
worked with a healthcare provider and pharma
company for so long,” she says. “We had
clients in each sector of the healthcare industry
at the time, so it made great sense to form a
healthcare practice area.”

According to Ms. Perkins, what was most
fulfilling about her experience at Bain was
working closely with clients and, as she puts it,
“figuring out how to help them address their
most pressing issues by making their problems
your problems, their needs your needs.”

“That’s no doubt why we were able to have
relationships that went on for years,” she says.
“Having successful relationships with clients
meant ensuring early on that their success and
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Bain’s success were inextricably linked, that
we had a shared set of goals, that we knew
what the deliverables were, and that we
worked well as a team.”

Partnering with Integrity

The client and team-building skills Ms.
Perkins honed at Bain have become invaluable
as she has moved along in her career in
biotechnology, from Genetics Institute Inc. to
TransForm Pharmaceuticals Inc. to Infinity.

“To me, building companies is a big team-
building exercise,” she says. “Whether work-
ing with people inside or outside the company,
I believe the key is understanding where others
are coming from. It’s also been particularly
important in the domain of business develop-
ment. When working to establish collabora-
tions with pharmaceutical partners, it's very
much the same dynamic of ensuring that both
sides understand one another’s goals and take
our roles in contributing to one another’s suc-
cess seriously — that way we can effectively
work together to create value.”

At Genetics Institute, which she joined
after Bain and which later was acquired by
American Home Products, Ms. Perkins
cofounded the DiscoverEase Business unit.
The unit arose out of Genetic Institute’s real-
ization that it needed to play a role in the
genomics revolution and that it could do so by
leveraging its expertise with protein therapeu-
tics. The strategy was rooted in a belief that
the most direct way to figure out what a pro-
tein does is to have the protein to test.

“We built a team of people committed to
isolating and expressing all of the genes that
encode for secreted proteins, which would then
be the candidates for protein therapeutics,” Ms.
Perkins says. “That was perhaps one of the most
exciting experiences I've ever had because we
grew the business unit from two people to 100
people in about a year. This was an incredibly
driven group of people. As we went out and
broadly partnered this asset, there was great
enthusiasm for the phenomenal contribution
such a collection of proteins would have on
drug discovery.”

Ms. Perkins took her achievements in help-
ing to build the DiscoverEase team at Genetics
Institute to TransForm, an emerging pharma-
ceutical company that develops high-through-
put technologies in solid-state chemistry and
formulations design. One of Ms. Perkins’ top
priorities when she joined TransForm, which
was just getting off the ground, was to help
build up the management team, recruiting
both a CEO and a high-caliber chief scientific
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officer in the field of physical chemistry in drug
discovery and development.

Additionally, Ms. Perkins’ role was to raise
capital and build relationships with pharma-
ceutical partners. Among her achievements
was establishing a major strategic alliance for
the company with $25 million of committed
funding and retaining product rights for

TransForm. This relationship ultimately
resulted in the acquisition of TransForm by its
alliance partner, Johnson & Johnson.

In 2002, Ms. Perkins took her fine-tuned
skills to another startup: Infinity. The attrac-
tion, she says, was an opportunity to work
with Infinity’s President and CEO Steven
Holtzman, with whom she had strong

genomics-world ties. While Ms. Perkins was
working at Genetics Institute, Mr. Holtzman
was Millennium Pharmaceuticals’ chief busi-
ness officer.

“For years, we had said it would be great to
find a way to work together,” Ms. Perkins says.

Another important impetus for the move
was Infinity’s vision, which from the start was

INFINITY PHARMACEUTICALS IS DEVELOPING TARGETED THERAPIES FOR THE TREATMENT OF CANCER AND RELATED CONDITIONS
THROUGH THE USE OF ITS INNOVATIVE SMALL-MOLECULE CHEMISTRY TECHNOLOGIES.

understand, at a molecular level, how
tumors adapt to survive and, based on this
understanding, to discover and develop
novel therapeutics that will either kill the
cancer cells directly or sensitize them to
cytotoxic chemotherapies.

synthetic, process, natural product, combi-
natorial, and medicinal chemists applies a
broad arsenal of technologes to discover
and develop drug candidates. Inspiration is
drawn from biologically active natural prod-
ucts to generate development candidates
and Infinity’s proprietary compound collec-
tion created through the application of
diversity-oriented synthesis (DOS).

that we have both a platform componentto
our business and a product component to
our business,” says Adelene Perkins, chief
business officer of Infinity.

synthetic approach that is distinctive in
te s of its output. While compounds pro-
duced through combinatorial approaches
are usually relatively simple, “flat” molecules
with no stereochemistry DOS molecules are
more complex, three-dimensional, and fea-
ture multiple (completely controllable)
stereocenters.

of small molecules that can be used for drug

discovery,” Ms.Pe rkins says.”We create these

72 April 2005 PharmaVOICE

compound collections and use them as an asset
for our own product drug discoveryand in part-
nership with other companies, which through
license fees and equity investments have access
to this asset on a nonexclusive basis.”

one IND per year. Currently, the company has
three lead programs in R&D.

targeted cancer therapy that preferentially
induces the death of cancer cells through inhi-
bition of the HSP-90 complex, or heat shock
protein 90.

revealed if the HSP-90 function is shut down,
cancer cells commit suicide through a process
of programmed cell death or apoptosis,” Ms.
Perkins says.“We have some striking preclinical
data on IPI-504’s activity, and we're exploring
this broadly for the treatment of both hemato-
logic malignanices and solid tumors. Initially
this drug will treat multiple myeloma. We're
very excited about this be cause our Chief Sci-
entific (fficer, Julian Adams, Ph.D., has worked
in the multiple myeloma field and has wonder-
ful relationships and contacts with key investi-
gators. We're going to be working with Dr.Ken
Anderson at the Dana-Farber Cancer Institute,
and we're really excited about the impact that
we can have on the program.”

clinical trials of IPI-504 in the first half of this year.

which operates through inhibition of the hedge-

hog cell signaling pathway. In preclinical stud-
ies, oral administration of IPI-609 as a single
agent significantly reduced tumor burden in
animal models of aggressive pancreatic can-
cer. Human clinical trials of IPI-609 are expect-
ed to commence in the first half of 2006.

in the embryonic phases of development
and turned off in adult organisms,” Ms.
Perkins explains. “There’s significant data
that show that this pathway is hijacked and
turned back on in certain cancers, one of the
most notable being pancreatic cancer. And
there are data to demonstrate that if that
pathway can be shut off again, the pancre-
atic tumors melt away.”

on the Bcl platform — Bcl2/Bc-xL pathway:
IP1-983.

many companies have tried for a long time
to discover leads against, and it's proven to
be really difficult,” Ms. Perkins says.”By screen-
ing the compound collection that we've syn-
thesized from DOS, we have a couple of really
exciting leads that are moving fo rward very
quickly. We're beginning discussions with
prospective partners around those now. It's a
protein/protein interaction, which has histori-
cally been very difficult to drug with small
molecules, and we're really excited about
where this target is in development.”

for the Bcl program in 2007.



focused on discovering drugs through
the use of novel chemistries.

“Many start-up companies that are
focused on platforms get caught in the
rut of being a platform company forev-
er,” she says. “Infinity’s chemical tech-
nologies are such that the platform can
be used to generate leads for our internal
drug discovery as well as generate cash
through select partnering opportunities.
The real value creator for the company,
however, is discovering drugs.”

As chief business officer at a small
company, Ms. Perkins is required to
wear many hats, and it’s this multi-
faceted job description that she finds so
appealing.

“One of the great lures of a small
company is that every single person in
the company has great visibility and
the opportunity to impact direction,
starting with our young scientists, who
are at the heart of how we translate
interest in a target into a drug that we
can get to patients,” she says.

Most critically, Ms. Perkins’ role is
in building relationships — both inter-
nally and externally — and forming
partnerships and alliances.

“My role is to seek partners that have
an interest in our technologies; to have the dis-
cussions around how we might work together
in ways that create value for both companies;
to understand what the pharmaceutical part-
ner’s real needs are and how we can fill a gap;
and to be very clear in communicating what is
important to us in that relationship,” she says.

Her experience in building relationships in
all of her previous positions has been a boon to
Infinity, most particularly because of her trust-
ed reputation within the industry.

“Gabe Schmergel, who was the CEO of
Genetics Institute, used to say to me, ‘the one
thing you have in this business is your reputa-
tion,” Ms. Perkins notes. “That’s absolutely
true. It’s such a small world that at this point
there’s probably not a pharmaceutical company
with which I haven’t had some sort of a rela-
tionship. The most important thing to me is
being able to go back to people I've worked
with before and hope they want to go down
that path again.”

Possibilities, Not Obstacles

Ms. Perkins’ philosophy undoubtedly falls
into the “glass half full” category, preferring to
view challenges as opportunities rather than as
obstacles.

ADELENE Perkins

| consistently find that when people really
believe in the goals that are set, they do

move than I would ever dream of asking
them to do because the motivation
comes from within. There’s no substitute

for that internal drive.

“I recognize there are a lot of things that we,
as an industry, need to do better and different-
ly, but I truly see these challenges as opportu-
nities,” she says. “We have an enormous oppor-
tunity to satisfy significant unmet medical
needs in cancer. We have the opportunity to
make sure that the role of pharmaceuticals in
healthcare is appreciated so drugs are valued
based on the impact they have on healthcare
and are not just viewed as an expense. We have
an opportunity to show leadership by disclos-
ing the results of clinical trials in a very trans-
parent, open way. I think there is clearly an
opportunity to find ways to bring pharmaceu-
ticals to the developing world in a more effec-
tive way. These are opportunities that we need
to find ways to address.”

In just three years, that optimism has paid
dividends for Infinity. When Ms. Perkins
joined the start-up company, it was less than
one-year-old; today the company employs 100
people. On the financial front, the company
has raised more than $130 million since incep-
tion, and Ms. Perkins has been instrumental in
putting together deals with such high-profile
partners as Amgen, Novartis, and J&]J.

Teamwork and a shared vision on how to
achieve aggressive goals are paramount, no mat-
ter the company or position, she believes. Previ-

ously in her career, Ms. Perkins found
that when a vision no longer resonates,
then it’s healthier all around to move on.
After the sale of Genetics Institute to
American Home Products, which in
turn became Wyeth, the goal of the Dis-
coverEase business unit to collaborate
broadly in the industry to fully explore
the functions of proteins no longer fit.

“In my view, when collaborations
have the potential of discovering some-
thing that might otherwise not have
been discovered, then you are acquir-
ing 50% of an asset,” Ms. Perkins says.
“But that mindset was not really com-
patible with a big pharmaceutical view
that partnering means giving away
50% of an asset, which leads to the
concern about letting go of one of the
crown jewels. We decided it was best
just to fold DiscoverEase into a
research unit within Wyeth, and that’s
when I decided to look to do some-
thing else.”

As a small company, Infinity is
quite another story. By focusing on
people and building teams that are
truly committed to the company’s
goals of developing cancer therapeu-
tics, Ms. Perkins says everything else
seems to fall into place.

“I think we've reached a point where the
members have tremendous respect for one
another’s disciplines and for one another’s capa-
bilities,” she says.

Even on often-painful issues such as invest-
ment choices and budgets, the team has been
able to quickly and collaboratively achieve con-
sensus around tough decisions without the
political processes and empire building that so
often exist within an organization.

“We conducted a satisfaction survey with our
employees on an anonymous basis, where we
asked questions such as: Do you understand
your goals and how your goals fit within the
company?” Ms. Perkins says. “And 95% of
employees responded that they understood their
specific goals and how they fit into the overall
company goals; 90% of employees said they are
satisfied or extremely satisfied. Last year, we set
an incredibly ambitious goal for filing our first
IND, and we met this milestone. That’s because
everyone knew the goal, knew his or her role,
knew how to get there, and liked working with
colleagues to make it happen.”4

PharmaVOICE welcomes comments about this
article. E-mail us at feedback@pharmavoice.com.
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