
“Gi ven the despe rate state of the po rt folios of
most of the top 20 co m p a n i e s, we would have
ex pe cted to see more of an increase in late-stage in-
l i censing act i v i ty,” s ays Dr. Keith Re d p at h , Wood
Ma c ke n z i e’s head of life - s c i e n ces re s e a rc h .

Ac co rding to Dr. Re d p at h ,t h e re are two po s s i b l e
ex p l a n ations for this act i v i ty: either there are no
Phase II/III pro j e cts out there wo rth lice n s i n g, o r
companies are so co n f i d e nt of their late - s t a g e
p i pelines that they would rather spend money aug-
m e nting their early-stage prog rams inte rnally and
by ente ring strategic alliances with biote c h s.

Em e rging companies have more than 250 act i ve,
u n l i ce n s e d, n ovel drug ca n d i d ates in their late - s t a g e
p i pe l i n e s, a c co rding to the re po rt’s authors. But the
costs to develop beyond Phase II could mean that
m a ny unpart n e red Phase III drugs are just too ri s ky.
Al te rn at i ve l y, these prod u cts could be so desira b l e
t h at the ori g i n ator co m p a ny is acquire d.

“When a co m p a ny’s inte rnal re s e a rch and deve l-
o p m e nt cannot maintain its pipe l i n e, i n - l i censing of
d eve l o p m e nt ca n d i d ates is the only way to suppo rt
g row t h ,” s ays Dr. Siân Re n f rey, p rincipal co n s u l t a nt
and co-author of the re po rt.

“In 2003, l i censed prod u cts acco u nted for more
than $70 billion in revenue for the top 20 pharm a-
ce u t i cal co m p a n i e s,” Dr. Re n f rey says. “ By 2008, we
fo re cast that figure to exceed $100 billion.”

Ph a rm a - Fu n d e d
Re s e a rch Re f l e cte d
S T RONGER SCIENCE
AND BETTER 
P R E S E N TAT I O N

Re s e a rch spo n s o red and wri t ten by pharm a ce u-
t i cal companies provides gre ater detail and cleare r
understanding of results than independent
re s e a rc h . Thus concludes a study by As t ro l a be An a-
l y t i ca Inc. to measure the pe rce i ved scientific quality
of re s e a rch published in pro fessional medical jour-
n a l s.

The study, which cove red almost 7,000 art i c l e s
published in more than 1,200 medical journ a l s,
found that pharma-funded research reflected
s t ronger science and be t ter pre s e nt ation than
re s e a rch that was not funded by pharm a ce u t i ca l
co m p a n i e s.

As t ro l a be An a l y t i ca examined re s e a rch pub-
lished over the past 15 years in 16 diffe re nt thera-
peutic are a s, using its pro p ri e t a ry As t rolytix sco ri n g
s ys tem to dete rmine the quality of the published
re s e a rc h .

“One of the reasons for the higher ove rall rat i n g s
for pharma-funded re s e a rch is that the pharm a
i n d u s t ry is often at the fo re f ro nt of designing, p ra c-
ticing, and reporting good science,” explains
Law re n ce Libe rt i ,exe c u t i ve VP of As t ro l a be An a l y t i ca .
“The industry kn ows how to scient i f i cally gat h e r
i n fo rm ation and then clearly re po rt findings.”

and va l i d ation of target pro teins and dru g s ;i n c re a s e d
t h ro u g h p u t ; re d u ced time for the ident i f i cation of
n ew dru g s ; re d u ced amount of precious re a g e nt s
re q u i red to ca rry out screening of po te ntial dru g s ;
and improved visualization of drug inte ra ct i o n s.

Na n o Ma rkets ex pe cts the te c h n o l ogy to have a
b road and deep impact on numerous areas of the
d ru g - d i s cove ry proce s s. By 2009, 19% of nano-
enabled dru g - d i s cove ry revenue will come from the
co nt rol and analysis of ce l l s, the re po rt pre d i ct s.

Another 13% of revenue is ex pe cted to co m e
f rom DNA/RNA sizing, e l e ct ro p h e ro re s i s, a n d
q u a nt i t at i o n . Ge n o typing will likely acco u nt fo r
11% of reve n u e, and high-throughput scre e n-
ing for 10%.

The companies in the best position to be n-
efit from the move towa rd nano-enabled solu-
tions in drug discove ry are the major micro f l u-

idics and lab-on-a-chip co m p a n i e s, the re po rt
c l a i m s. Ad d i t i o n a l l y, t h e re are oppo rtunities fo r
self-assembly firms in the future be cause they are
o f fe ring new solutions, not just for drug discove ry,
but also for drug delive ry and disease preve nt i o n .

Ri s k / Rewa rd Ba l a n ce is
SHIFTING IN 
LAT E - S TAGE 
L I C E N S I N G

The wo rl d’s top 20 pharm a ce u t i cal co m p a n i e s
a re moving away from late-stage in-lice n s i n g,
a c co rding to analysis co n d u cted by Wood Ma c ke n-
z i e.

Using its Lice n s i n g I n s i g ht analysis too l , the co m-
p a ny examined more than 700 deals ente red into
s i n ce 1989 by companies re p re s e nting 66% of the
wo rl d’s pharm a ce u t i cal sales. In the last six mont h s,
this group has concluded 25 new prod u ct - s pe c i f i c
l i censing deals, in line with the ave rage rate of deal-
m a king over the last 15 ye a r s. Bu t, a significa nt find-
ing of this analysis was that 13 of these deals we re in-
l i censing of pro j e cts in Phase I, I I , or III clinica l
d eve l o p m e nt.

Na n o - Enabled Drug 
Di s cove ry Ma rket TO
R E ACH $1.3 BILLION
BY 2009 

Nano-enabled dru g - d i s cove ry solutions will gen-
e rate revenue of $1.3 billion in 2009 and increase to
$2.5 billion in 2012, a c co rding to a new re po rt fro m
Na n o Ma rkets LC . The re po rt, The Impact of Na n o-
te c h n o l ogy in Drug Di s cove ry: Global Deve l o p-
m e nt s, Ma rket An a l ys i s, and Fu t u re Pro s pe ct s, p ro-
j e cts that labs-on-a-chip and arrays will offer the
l a rgest oppo rt u n i t i e s. Na n o p a rt i c u l ate-based solu-
tions also show significa nt pro m i s e.

Re s e a rch suggests that nanote c h n o l ogy will pro-
vide tangible benefits to the dru g - d i s cove ry proce s s
t h ro u g h : i m p roved understanding of chemicals at
the cellular/molecular leve l ; i m p roved ident i f i cat i o n

PHARMA TRAX
SALES, MARKETING,
AND R&D TRENDS AFFECTING
THE HEALTHCARE INDUSTRY 
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NUMBER OF PRODUCT LICENSING DEALS ENTERED INTO 
BY THE TOP 20 PHARMAC E U T I CAL CO M PANIES (1989-2004)

Stage of Development Period

1989-2003 1Q 2004 2Q 2004

Lead compound identification 116 1 5

Preclinical 186 7 7

Phase I 89 3 3

Phase II 133 2 5

Phase III 110 6 5

Preregistraton 34 3 0

Registration 6 0 0

Source: Wood Mackenzie, Boston. For information,visit woodmac.com.



Me rger of Sa n kyo and Daiichi CO U L D
MEAN MORE JAPANESE MERG E R S
AND ACQ U I S I T I O N S

Sa n kyo and Daiichi have announced their inte ntion to merge their businesses
i nto a single joint holding co m p a ny this Octo be r.

The announce m e nt comes on the heels of the Japanese mega-merger of
Yamanouchi and Fu j i s awa to fo rm As te l l a s. And while the merger has come as no
g re at surp ri s e, re ce nt analysis from Wood Ma c kenzie suggests that it could po rte n d
a flurry of merger and acquisition act i v i ty in the Japanese marke t.

Under the te rms of their agre e m e nt, Daiichi shareholders will re ce i ve 1.159
s h a res and Sa n kyo shareholders will re ce i ve 1 share in the joint holding co m p a ny,
valuing the deal at $7.5 billion. The co m p a n i e s’ p h a rm a ce u t i cal businesses are
ex pe cted to be fully inte g rated by Ap ril 2007.

The gre atest thera peutic synergies be tween Sa n kyo and Daiichi lie in the ca r-
d i ovascular are a . Wood Ma c kenzie suggests that the combined ent i ty would be a
leader in the Japanese ca rd i ovascular marke t, with re p re s e nt ation in the key sub-
s e g m e nts of hy pe rte n s i o n ,a rrhy t h m i a , hy pe rl i p i d a e m i a , and thro m bo s i s. The co m-
p a ny would also have a strong pre s e n ce in the musculoskeletal/pain secto r, t h e
m e t a bolism are a , and the re s p i rato ry are a .

Wood Ma c kenzie also notes that these synergies undersco re the po te ntial like l i-
h ood for re g u l ato ry bodies to request prod u ct dive s t i t u re s. In the thro m bosis are a ,
for instance,w h e re Daiichi has two key platelet ant i a g g re g a nts in its po rt fo l i o,Sa n kyo
p robably will be re q u i red to divest its deve l o p m e ntal platelet ant i - a g g re g a nt pra-
s u g re l .

When taken tog e t h e r, Sa n kyo and Da i i c h i’s 2004 ye a r - to - Ma rch (YTM) sales sug-
gest that the combined companies will ove rt a ke the Japanese marke t, a c co rding to
Wood Ma c ke n z i e. The single ent i ty can boast estimated pro fo rma sales of $4.5 bil-
lion and a Japanese market share of 7.2% for 2004, s q u e ezing out As te l l a s, t h e
Ya m a n o u c h i - Fu j i s awa merged ent i ty, and Ta ke d a , the curre nt domestic leader.

Fu rt h e rm o re, the Wood Ma c kenzie analysis discusses Sa n kyo and Da i i c h i’s co m-
bined drug R&D spending for YTM 2004, which is $1.1 billion. The combined ent i ty
c re ates cri t i cal mass, ra n king only second to As tellas in te rms of R&D ex pe n d i t u re.
Ta ke d a , which previously dominated R&D ex pe n d i t u re ra n ki n g s, slips to third place
when these figures are taken into acco u nt.

Ac co rding to Wood Ma c ke n z i e, Ja p a n’s harsh ope rating co n d i t i o n s, i n c l u d i n g
g ove rn m e nt - i m posed pri c i n g, h ave led domestic and We s te rn companies to take
d rastic measure s.We s te rn companies have re a cted through increasing their cri t i ca l
mass in this re g i o n , while domestic companies have shed nonco re businesses and,
m o re re ce nt l y, e nte red into mergers and acquisitions.

The announce m e nt of the Da i i c h i - Sa n kyo merger soon after the fo rm ation of
As tellas from Yamanouchi and Fu j i s awa is likely to cause fear among Japanese ri va l s,
suggests Wood Ma c ke n z i e.Additional Japanese mega-mergers may be inevitable as
the companies that rely on the domestic market struggle to retain market share.

Best Pra ct i ces E XAMINES ETHNIC
MARKETING PRAC T I C E S

I nte rnal effo rts to increase sensitivity and raise awa reness of diseases affe ct i n g
ethnic po p u l ations are as impo rt a nt to pharm a ce u t i cal multicultural marke ters as
exte rnal effo rt s.

This is the finding of a study co m p l e ted by Best Pra ct i ces LLC to understand the
t a ctics and strategies of marke ters targeting minori ty phys i c i a n s.

Re s e a rchers examined the pra ct i ces of marke ters at six leading pharm a ce u t i ca l
co m p a n i e s, including Pfizer Inc. , Eli Lilly & Co. ,Wye t h ,s a n o f i - ave nt i s, and Roc h e.

The study found that where there are dedicated people re s ponsible for ethnic
m a rke t i n g, as much as half of their time is spe nt on strategic inte rnal pro j e cts dire ct-
ed at raising awa reness of and sensitivity to multicultural issues among brand te a m s
and sales staff.

Ad d i t i o n a l l y, companies tend to identify a po p u l ation with a thera peutic need
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n u m ber for those who pre fer to call for initial eligibil-
i ty scre e n i n g.

“The success of these prog rams is roo ted in the
l ocal suppo rt of co m m u n i ty health gro u p s,p hys i c i a n s,
and many others,” M r. Tauzin says.“Wo rking tog e t h e r,
these partnerships reach out to individuals, co n d u ct
t raining sessions on enro l l m e nt, and help spread the
wo rd that help exists for people who need it.”

Bl oc kb u s ter Bu s i n e s s
Model to Gi ve Way to
MORE TA RG E T E D
A P P ROACH W I T H
G ROWTH OF 
P H A R M ACO G E N O M I C S

Ph a rm a cogenomics will alter the balance of
power in the way drugs are deve l o pe d, te s te d, m a r-
ke te d, and pre s c ri bed during the next deca d e, a n d
the bloc kb u s ter business model of big pharm a ce u-
t i cal companies will eve ntually give way to a more
t a rg e ted appro a c h , a c co rding to Pri cewate rh o u s e-
Coo pe r s’re po rt, Pe r s o n a l i zed Me d i c i n e : The Em e rg-
ing Ph a rm a cogenomics Revo l u t i o n .

As power shift s, l i fe - s c i e n ces firms are ex pe cted to
gain in negotiations with pharma companies and will
assume a gre ater role in drug deve l o p m e nt,a c ce l e rat-
ing the pipeline of po te ntially more clinically effe ct i ve
d rugs based upon individual genetic make u p.

The established business model pursued by the
$250 billion U.S. p h a rm a ce u t i cal industry ca rri e s
both high risks and high co s t s, and the industry is
under pre s s u re from paye r s, p rov i d e r s, re g u l ato r s,
and consumers to co ntain costs and ensure safe ty.
Bl oc kb u s ter dru g s, those with peak annual global
sales of $1 billion and pre s c ri bed for general po p u l a-
tion use,can cost upwa rd of $800 million to deve l o p,
according to some industry experts, and take
be tween eight and 12 years to adva n ce from the lab
to the pharm a cy. Yet these drugs are ty p i cally effe c-
t i ve in only 40% to 60% of the pat i e nt po p u l at i o n .

New adva n ces in genetic testing have led to use
of biomarkers in an individual’s genetic code to pin-
po i nt the underlying causes of disease and to pre-
d i ct whether a pat i e nt is likely to re s pond be n e f i c i a l-
ly to a particular drug. The promise of
p h a rm a cogenomics in healthca re delive ry is that it
can aid physicians and pat i e nt decisions re g a rd i n g
t h e rapies for serious diseases and also help to diag-
nose diseases earlier in their deve l o p m e nt.

“ Ph a rm a cogenomics would enable drug mar-
ke ters and physicians to target therapies to smaller
p at i e nt po p u l at i o n s, those for whom they kn ow the
d rug would actually wo rk ,” s ays Tra cy T. Le fte ro f f,
global managing part n e r, l i fe - s c i e n ces industry ser-
v i ces for Pri cewate rh o u s e Coo pers  “ It is arguably the
most significa nt adva n ce in biomedical re s e a rch in
the past 25 years and will have enormous implica-
tions in healthca re delive ry during the next 10 ye a r s.”

As with previous te c h n o l ogy revo l u t i o n s, s c i e n ce
is leading the way to a new model of doing business.
The bloc kb u s ter approach simply doe s n’t wo rk long-
te rm given intensifying pre s s u re on pharm a ce u t i ca l
companies to re d u ce costs and at the same time
a c ce l e rate deve l o p m e nt of new therapies to tre at
eve r - m o re co m p l ex diseases, M r. Le fte roff says.

Ac co rding to the re po rt, the bloc kb u s ter mod e l’s
demise is not imminent. Ph a rm a cog e n o m i c s, for all of
its pro m i s e,is not an immediate substitute for the ex i s t-
ing bloc kb u s ter mod e l . Not all areas are well suited to
p h a rm a cogenomics prod u ct s, and prod u cts that are
s a fe and inex pe n s i ve will co ntinue to fare we l l .

and develop campaigns to targ e t
all po p u l ation segment s. A cri t i ca l
e l e m e nt of the total marke t i n g
s t rate gy is to build re l at i o n s h i p s
with physicians who either be l o n g
to a targ e ted ethnic group or have
an appro p ri ate pat i e nt base.

Continuing medical-educa-
tion prog rams are another key
co m po n e nt of most marke t i n g
p rog ra m s. Ge n e ra l l y, these CME
p rog rams either teach skills fo r
working with multicultural
p at i e nts or focus on issues in eth-
nic healthca re. Ad d i t i o n a l l y, t h e
p h a rm a ce u t i cal companies pro-
vide physicians with language-
s pecific and culture - s pecific edu-
cational and marketing re s o u rce s
to share with pat i e nt s.

R E CORD NUMBER OF
PAT I E N TS Re ce i ve
As s i s t a n ce from 
Am e ri ca’s 
Ph a rma Co m p a n i e s

A re co rd number of pat i e nts re ce i ved free or dis-
co u nted medications from Am e ri ca’s pharm a ce u t i-
cal companies last ye a r, a new level of assistance due
in large part to the industry’s expanded effo rts to
assist those who need help with their drug co s t s.

In 2004, millions of pat i e nts across Am e ri ca
re ce i ved more than 22 million pre s c riptions with a
wholesale value of more than $4.17 billion. In 2003,
by co m p a ri s o n , 18 million pre s c riptions we re filled
with an estimated wholesale value of $3.4 billion.

“We hope the number of people who are helpe d
co ntinues to incre a s e,”s ays Billy Ta u z i n ,p re s i d e nt and
CEO of the Ph a rm a ce u t i cal Re s e a rch and Ma n u f a c-
t u rers of Am e ri ca (Ph R M A ) .“ PhRMA member co m-
panies kn ow a medication that sits on a shelf, out of
financial reach of pat i e nt s, helps no one.”

The re co rd level of assistance was reached in part
due to a series of innovat i ve new state prog rams that
s e rve as clearinghouses for the more than 275 public
and pri vate pre s c ri p t i o n - a s s i s t a n ce prog rams ava i l-
a b l e. In 2004, the industry also launched a “dy n a m i c
fo rm”on its helpingp at i e nt s. o rg We b s i te that made fill-
ing out the fo rms needed to apply easier and faste r.

“In 2004, building off of the success of Rx for Oh i o,
PhRMA launched prog rams in six states wo rking with
d ozens of co m m u n i ty and health org a n i z ations to help
p at i e nts find and apply for help with their drug co s t s,”
M r. Tauzin says. “ Re g a rdless of where they live, help is
available tod ay for Am e ri cans who are having tro u b l e
a f fo rding their pre s c ri p t i o n s. No one who needs help
should go without their life - s aving medicat i o n s.”

The state programs feature a Website, the
dynamic fo rm for ease of applicat i o n , and a to l l - f re e

A S T RO LABE ANALYT I CA INC., Fa i rl e s s

H i l l s, Pa . , is a marketing analytics and 

s c i e ntific co m m u n i cations co m p a ny.

For more info rm at i o n ,visit 

a s t ro l a be a n a l y t i ca . co m .

BEST PRACTICES LLC, Ch a pel Hill, N . C . ,i s

a re s e a rch and consulting firm focused on

s t u dying the best business pra ct i ce s,

o pe rating tact i c s, and winning strate g i e s

of wo rld-class org a n i z at i o n s. For more

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

N A N O M A R K E TS LC, Ste rl i n g,Va . ,p rov i d e s

m a rket re s e a rch re po rt s, c u s to m i ze d

i n d u s t ry analys e s, and general marke t

co m m e nt a ry for companies loo king to

ca p i t a l i ze on nanote c h n o l ogy - b a s e d

o p po rt u n i t i e s. For more info rm at i o n ,v i s i t

n a n o m a rke t s. n e t.

THE PHARMAC E U T I CAL RESEARC H

AND MANUFACTURERS OF AMERICA

( P H R M A ),Wa s h i n g to n , D. C . , re p re s e nt s

the co u nt ry’s leading pharm a ce u t i ca l

re s e a rch and biote c h n o l ogy co m p a n i e s,

which are devo ted to inve nting 

medicines that allow pat i e nts to live

l o n g e r, h e a l t h i e r, and more prod u ct i ve

l i ve s. For more info rm at i o n ,

visit phrm a . o rg.

P R I C EWAT E R H O U S E CO O P E R S, New

Yo rk ,p rovides re s e a rch and analysis of

te c h n o l ogy trends and their effe cts on

co m p a n i e s, i n d u s t ri e s, and marke t s. Fo r

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

WOOD MAC K E N Z I E, Bo s to n ,p rov i d e s

global life - s c i e n ces info rm at i o n ,a dv i s o ry

s e rv i ce s, and kn owledge-based 

co n s u l t i n g. For more info rm at i o n ,

visit wood m a c. co m .

Follow up
Multicultural marketing programs

are increasingly important to

pharmaceutical companies, says

MarthaHaswell, Senior Research

Associate at Best Practices and

Lead Researcher on the multicul-

turalmarketing study.


