


Destined for Science

As one of the new breed of 40-something business leaders,

Joseph F. Donahue is bringing a multidiscipline ski l l

set to help LION bioscience be come the leader in improv i n g

re s e a rch prod u ct i v i ty within the life - s c i e n ces industry.

BY KIM RIBBINK
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es e a rching and finding solutions for
the life-sciences industry, through an

amalgam of pure science and technol-
o g y, takes dedication, knowledge,
and imagination. To then take that

b i o i n f o rmatics and data-gathering expert i s e
and turn these talents into truly effective cus-
tomer relations and partnerships re q u i res ener-
g y, enthusiasm, and innate people skills.

Joseph Donahue, president of LION bio-
science Inc., has managed to combine a pen-
chant for science and technology, a result of his
own capabilities and familial experiences, with
a gift for listening and problem-solving. These
combined skills have elevated him from the
lab to the executive level, and he is a natural
choice to lead a life-sciences informatics com-
pany. In May 2003, Mr. Donahue was
appointed president to lead the North Ameri-
can operations of the German-based LION
bioscience AG, which provides software solu-
tions for pharma and biotech companies to
i m p rove the dru g - d i s c o v e ry process. 

“One of the reasons I focused on the infor-
matics side of the business was the marriage of
c h e m i s t ry and computers; this is an area where
I felt I could make an impact,” he says. 

L I O N ’s mission is to improve the re s e a rc h
p roductivity of the life-sciences industry. The
company does this by providing inform a t i o n -
technology (IT) solutions that address some of
the key challenges in the re s e a rch process. 

Central to ensuring these solutions accom-
plish their objectives is to have IT experts, sci-
entists, and process specialists work closely in
c ross-functional teams. 

“ T h e re are two components to the solu-
tions that LION offers: technology and ser-
vices,” Mr. Donahue says. This is an appro a c h
that he has seen work in other companies.
Above all, it is an outlook that is intrinsic to
the way Mr. Donahue works and the choices
he has made throughout his care e r. 

Ties that Bi n d
With both parents working in chemistry,

M r. Donahue was more or less destined to
incorporate science into his care e r.

“ I t ’s hard for me to know whether chem-
i s t ry was an interest I’d always had or whether
it was  because I was
a round chemistry so
much,” he says.

His mother has a master’s degree in org a n-
ic chemistry, with a chemical engineering
b a c k g round; she was one of the first employ-
ees hired by Eugene Garfield, Ph.D., at the
Philadelphia-based Institute for Scientific
I n f o rmation (ISI). She spent 20 years of her
c a reer at ISI before joining Merck & Co. 

M r. Donahue’s father, a chemical engineer,
worked in various positions at Merck, Beecham
Laboratories, and SmithKline Beecham. His
work took him and his family to Ireland. Dur-
ing this time, Mr. Donahue was exposed to the
field that became his second great interest —
computer technology. He became part i c u l a r l y
i n t e rested in the opportunities that technology
could bring to the pharmaceutical industry in
t e rms of improving pro c e s s e s .

“My father was sent by Merck to Ireland to
set up, what was at the time, the most com-
puterized pharmaceutical chemical manufac-
turing plant in Ireland and the most sophisti-
cated plant Merck had anywhere in the world,”
the LION executive explains. “I spent a lot of
time with my dad walking around the plant as

W H AT IS IT ABOUT THE LIFE-SCIENCES INDUSTRY T H AT YOU FIND

I N S P I R I N G , AND CO N V E R S E LY W H AT DO YOU CONSIDER TO BE

THE INDUSTRY’S BIGGEST CHALLENGES?

It’s an industry that impacts all of us at some po i nt in our live s. It’s

ve ry rewa rding to be part of that.But the industry is often under at t a c k

f rom multiple fro nt s, and it’s impo rt a nt to be sensitive to that. Al s o, t h e

i n d u s t ry spends a lot of money on the R&D proce s s, and at the same

t i m e, a lot of data are generate d. The challenge I see is how to take

those data and turn them into kn ow l e d g e.While R&D spending ke e p s

i n c re a s i n g,t h e re hasn’t been the co rre s ponding increase in NDAs (new

d rug applications) that hopefully be come new dru g s. One of the re a l

challenges is to dete rmine how to change that. Can we get R&D

s pending down and then increase the number of new drugs that are

d i s cove red? Te c h n o l ogy that companies such as LION develops is part

of the solution. Te c h n o l ogy is not going to re p l a ce the underlying sci-

e n ce but it’s going to help.

YOU HAVE PROGRESSED RA P I D LY IN YOUR CA R E E R .TO W H AT DO

YOU ATT R I BUTE T H AT AND W H AT LEGACY WOULD YOU HOPE TO

L E AVE AT THE CO M PANIES YO U’VE WORKED AT ?

I would hope that my ca reer success has something to do with the

IN AN EXC LUSIVE INTERV I EW WITH PHARMAVO I C E, JOSEPH F.

D O N A H U E, PRESIDENT OF LION BIOSCIENCE INC.,TALKS ABOUT T H E

THRILLS AND CHALLENGES OF THE PHARMAC E U T I CAL INDUSTRY, H I S

CAREER SUCCESSES AND ASPIRAT I O N S ,AND THE PEOPLE WHO HAV E

INSPIRED HIM.

results I achieve.Th at’s how I’ve helped companies grow,h ow I’ve helpe d

people grow, and how I’ve helped their re l ationship with their cus-

tomers grow.I hope my legacy will be an adoption of a focus on the cus-

tomers and the sales org a n i z at i o n . This means wo rking with custo m e r s

in a part n e r s h i p.

WHO ARE SOME OF THE PEOPLE WHO HAVE INSPIRED YO U ?

Th e re are three people who come to mind. The first is Steve Go l d by,

R

I n s p i ration and Ch a l l e n g e s

JOSEPH DONAHUE
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it was being built. I had the chance to under-
stand how pharmaceuticals were being manu-
f a c t u red and how, through computerized oper-
ations, the processes were improved. It was a
bit like Star Trek — being in the control ro o m
with all the lights, seeing how a company
could monitor and control a manufacturing
p rocess automatically. It was exciting stuff . ”

M r. Donahue attributes his years in Ire l a n d
to opening his mind to diff e rent cultural per-
spectives, something he considers critical for an
i n d u s t ry with a global pre s e n c e .

M r. Donahue headed to Villanova Univer-
s i t y, his father’s alma mater, initially to study
chemical engineering. But he soon re c o g n i z e d
that this degree wasn’t going to give him the
mix of chemistry and computers he had hoped
f o r. So he switched to a joint degree in chem-
i s t ry and computer science.

B e f o re graduating, he joined the BOC
G roup, which was looking to set up a CADD
lab at its Murray Hill facilities in New Jersey.

“I worked on getting the computers in for
the BOC Group, setting up that lab, and

working closely with some of the peo-
ple in the group,” he says. “Then they
h i red me as a consultant when I

re t u rned to college under the promise that I
would come back when I graduated.”

Mr. Donahue says the job was split
between working in the lab as a medicinal
chemist and providing computer support in
the CADD lab. The all-encompassing
a p p roach Mr. Donahue takes to problem solv-
ing began, to some extent, at BOC.

“The therapeutic teams were n ’t just work-
ing on the targets; we also were involved in try-
ing to understand what
business to go after, what
market we should go after,
and doing basic marketing
re s e a rch to justify the pro-
jects we wanted to work
on,” he says.

The Ri g ht By te
After a year at BOC,

M r. Donahue took a posi-
tion at what was then
Molecular Designs Ltd.,
now MDL Information
Systems, as a field application support scien-
tist. The appeal for Mr. Donahue was an
o p p o rtunity to work more closely in the appli-
cation of computer technology for the phar-
maceutical process, which is where his gre a t e s t
i n t e rest increasingly lay. Furt h e rm o re, he was
well-acquainted with MDL’s solutions, since
BOC made use of MDL’s expertise in CADD
and reaction synthesis planning systems. 

For Mr. Donahue, perhaps most critical
was the opportunity to interact with cus-
tomers. “It was a great mix of working with
customers to help them understand the
re s e a rch process, getting into the science with
them, and helping them to translate that sci-
ence to how informatics systems could help
them,” he says.

Realizing how much he enjoyed working
with the customers, Mr. Donahue decided he
would be well-suited to pursuing a career on
the sales side. That took some convincing
since MDL’s head of sales Tom Jones, a man
M r. Donahue counts as one of his gre a t e s t
s o u rces of inspiration, was somewhat hesitant
to put a re s e a rcher in sales. 

But after much persuasion, Mr. Jones decid-
ed to give the young scientist a shot. Mr. Don-
ahue was given a tough challenge — start i n g
in a geographic terr i t o ry that had no customers
and having to figure out how to develop a mar-
ket from scratch. Having proved his mettle, his
responsibilities within the MDL sales org a n i z a-
tion gradually increased until he was ru n n i n g
the American sales operations.

The 15 years at MDL were formative in
establishing Mr. Donahue’s interests and tal-
ents. Furt h e rm o re, he had an opportunity to
watch a strong management team successfully
lead a company out of a potentially inflamma-
t o ry situation.

MDL had been acquired in 1987 by Robert
M a x w e l l ’s conglomerate Maxwell Communi-
cations. After this company’s demise, MDL
executives petitioned the bankruptcy court in
the United Kingdom to allow it to go public,
which it did in 1993. MDL was then publicly
traded on the Nasdaq stock market as MDL
I n f o rmation Systems Inc.

“The senior-management team, especially
the CEO Steven Goldby, did a phenomenal

job extracting MDL fro m
that situation,” Mr. Don-
ahue says. “The company
u n d e rwent an IPO on the
Nasdaq and it continued
to be a very successful
c o m p a n y.” 

The company was
a c q u i red by Reed Elsevier
in 1997. MDL re m a i n s
p a rt of the scientific and
medical division of Reed
E l s e v i e r. As the company
g rew in size and many of
the people on the senior-

management team moved on, Mr. Donahue
decided it was time for a change.

S p o t f i re, which had worked with MDL
extensively — MDL was Spotfire ’s exclusive
worldwide distributor in the life sciences —
became aware that Mr. Donahue was consider-
ing a change and off e red him the position of
VP of sales and marketing, leading the teams
in the life-sciences and chemicals vertical mar-
kets across global scientific supply chains. 

“For me, part of the attraction to Spotfire
was I enjoyed working with a smaller company
and helping build the business,” he explains. “I
also had an objective — I wanted to learn more
about the way private organizations operated
f rom a financial standpoint. Getting in on the
g round floor of a young, growing business was
something that attracted me.”

During Mr. Donahue’s time at Spotfire, he
looked at opportunities for expanding the
c o m p a n y ’s customer base in the life-sciences
and chemical industries. Spotfire pro v i d e s
d e c i s i o n - s u p p o rt tools for several major indus-
tries, and its analytical tool enables users to
look at data in multiple dimensions, as
opposed to a program such as Excel that shows
data one row at a time. 

Cu s tomer Ce nt ri c
The areas where Mr. Donahue believes he

has had the greatest impact at both MDL and
at Spotfire are in how he has positively
impacted the people at those companies and
how he helped the companies interact with
their customers. At MDL, he says, he learn e d
how critical it was for an organization to look
at the big picture and understand the chal-
lenges faced by the customer.

“That means understanding not only the

who was CEO of MDL during my

time there and is now CEO of Sy my x

Te c h n o l og i e s. He’s a phenomenal

s t rate g i s t, who influenced me in

te rms of wo rking with custo m e r s

and building strategic part n e r s h i p s

with custo m e r s.

Another person would be To m

Jo n e s, who ran MDL’s sales org a n i z a-

t i o n . Being an ex - Ma rine he had a

unique style about him, and some-

times I didn’t understand why he

made the decisions that he made.

But now, a fter many years and hav-

ing had much more ex pe ri e n ce,I ca n

understand why he made those

d e c i s i o n s.He had an incredible foc u s

on ope rational issues, in wo rki n g

with custo m e r s, and how to build a

g re at customer-facing sales and marke t i n g

o rg a n i z at i o n . He was probably the best pe r-

son I ever wo rked with in that re s pe ct.

The third person is my dad, also Jo s e p h

Do n a h u e, in te rms of absolute pe r s eve r-

a n ce and always doing the ri g ht thing.

These are two traits he taught me that I’l l

n ever fo rg e t.

One of the reasons 
I focused on the

i n fo rm atics side of the
business was the

m a rriage of chemistry
and co m p u te r s ; this is
an area where I felt I

could make an impact.
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c o n c e rns of the VP of R&D or the VP of med-
ical chemistry, but knowing the details fro m
all sides, understanding what worries the peo-
ple in the trenches have and which tools can
help them,” he explains.

The experience taught him how critical it
was for a leader to set the company’s vision,

empower staff to make a decision, and to have
people focused on the fundamentals.

“I have an obligation to the people in the
o rganization, their families and significant
others, our customers, and our investors,” Mr.
Donahue says. “I have an obligation to make
s u re we look after those people and that we

ION bioscience’s prod u cts aim to

i m p rove the quality of targets and

leads by providing rapid access to

all data and be s t - o f - b reed applications and

p re d i ction too l s. The co m p a ny’s solutions

consist of softwa re co m po n e nts and pro-

fessional serv i ces to solve issues within the

d ru g - d i s cove ry proce s s. It offers a sca l a b l e,

a d a p t a b l e, and suppo rtable IT plat fo rm

and processes to re d u ce time to market in

d rug discove ry.These solutions include:

SRS EVO LU T I O N

SRS Evolution provides a package of

p rod u cts that deliver all the funct i o n a l i ty

needed by target ident i f i cation and va l i d a-

tion depart m e nt s. SRS Evolution is a bioin-

fo rm atics plat fo rm into which all inte rn a l ,

exte rn a l ,and third - p a rty data can be seam-

lessly inte g rated with the standard bioin-

fo rm atics analysis too l s.

Data can be queri e d, co n n e cte d, a n d

combined together to enable scientists to

fully exploit and understand the value of

i nte rnally generated data re g a rdless of fo r-

m at. This ensures that target ident i f i cat i o n

and va l i d ation re s e a rch can be effe ct i ve l y

ca rried out from a single tool and no re l e-

va nt data is omitted from the decision-

m a king proce s s.

SRS Evolution is a package co m p ri s i n g

the fo l l owing co m po n e nt s :

• SRS 7.1: a data inte g ration sys te m

• SRS Re l at i o n a l : p rovides access to re l a-

tional dat a

• SRS 3D: for inte g ration and display of 3D

p ro tein stru ct u re s

• SRS PRISMA: for auto m ated dow n l o a d

and fo rm atting of dat a

• SRS Objects: APIs for software devel-

opers

• Tra i n i n g s : for user and administrator tra i n i n g

• Su p po rt and pro fessional serv i ces     

LION DISCOV E RYCENTER 

The LION Di s cove ry Ce nter is designed to

p rovide a single po i nt of access to all life - s c i-

e n ces dat a , cove ring the ent i re dru g - d i s cove ry

p roce s s. Solutions built on the te c h n o l ogy of

LION Di s cove ry Ce nter inte g rate life - s c i e n ce s

d at a ,a p p l i cat i o n s, and decision suppo rt tools in

a user-friendly desktop inte rf a ce and fo rm a

s calable dru g - d i s cove ry decision plat fo rm .

It is a softwa re env i ro n m e nt that prov i d e s

an inte g rated view of chemical and biolog i ca l

i n fo rm ation held in both inte rnal and exte rn a l

re po s i to ri e s.

It builds and pre s e nts cog e nt re p re s e nt a-

tions of re l ationships be tween biolog i cal and

c h e m i cal dat a , which improves the quality of

re s e a rc h .The user gains co ntext - s e n s i t i ve info r-

m at i o n , so the ri g ht decisions can be made

m o re quickl y.

LION Di s cove ry Ce nter facilitates co l l a bo ra-

tion to suppo rt teams wo rking together and

i n c reases prod u ct i v i ty.

LION TA RGET ENGINE

LION Ta rget Engine is a fully scalable and

adaptable solution, which delivers in silico s u p-

po rt for target ident i f i cation and va l i d at i o n ,

extendable to cover the ent i re dru g - d i s cove ry

p roce s s.

LION Ta rget Engine is based on LION Di s-

cove ry Ce nte r, co m p l e m e nted by a broad ra n g e

of optional co m po n e nt s. Each co m po n e nt has

s pecific functionalities essential for target iden-

t i f i cation and va l i d at i o n . A ce nt ra l i zed Ge n e

Hub allows the inte rco n n e ction of all data in

the system. The product’s functionalities

i n c l u d e :

• Ce nt ral data unifying gene hub

The LION So l u t i o n s

• An n o t ation of nucleic acid and pro te i n

s e q u e n ces 

• Pat h way and pro te i n - p ro tein inte ra c-

tions inte rp re t ation 

• Genome analysis 

• Ex pe ri m e ntal results visualization 

• Text mining 

• Pro tein stru ct u re analysis 

• Se q u e n ce re g i s t ration 

• A P Is to extend third - p a rty and legacy

too l s

LION LEAD ENGINE

The LION Lead Engine is a softwa re

solution in the area of cheminfo rm at i c s,

s u p po rting processes in lead ident i f i cat i o n

and lead optimizat i o n .

LION Lead Engine provides a fully inte-

g rated cheminfo rm atics desktop built on

LION DiscoveryCenter architecture for

ex pe rt and nonex pe rt users in large phar-

m a . Fu n ct i o n a l i ty includes:

• Data inte g ration (parallel access to co m-

pound databases under Ora c l e )

• St a n d a rd chemical stru ct u re searc h i n g

capabilities on dat a b a s e s

• Pro pe rty searching capabilities 

• Si m i l a ri ty searching capabilities 

• Vi s u a l i z ation capabilities (spre a d s h e e t,

ex po rt to third party, e tc.) 

• Ac cess to chemical co m p u te serv i ces 

• I nte g ration of LION’s iDEA ADME pre d i c-

tion serv i ce

L
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have a viable business to support those people.
A business can’t grow without people, and it
c e rtainly can’t grow without customers.” 

M r. Donahue has brought that perspective
into his position at LION.

“It is critical to build a strong customer-
focused organization, and that’s on multiple

levels,” he notes. “For the scientists,
the technical informatics people,
and the account re p resentatives who
work with customers on a re g u l a r
basis, the focus must be to, firstly,
make sure that customers’ curre n t
solutions continue to work as adver-

BAYER AG

LION and Bayer ente red into a five - ye a r

a l l i a n ce in 1999. Under the alliance, w h i c h

is largely based on the fo rm ation of a new

re s e a rch subsidiary, LION has been deve l-

oping and applying new IT sys tems fo r

u l t ra high-throughput ident i f i cation and

validation of new drug targets, gene

ex p ression marke r s, and single nucleotide

po l y m o rphisms (SNPs ) .

C E L E RA

The two companies have ente red into a

s t rategic alliance to develop and delive r

s o ftwa re tools through the Ce l e ra Di s cov-

e ry Sys te m , a Web-based po rtal thro u g h

which a va ri e ty of customers access Ce l-

e ra’s databases and analysis too l s. In addi-

t i o n , Ce l e ra will offer LION’s auto m ate d

genome annotation, comparison, and

expression analysis tools, bioScout,

g e n o m e S co u t, and array S co u t, t h ro u g h

the CDS.

THE GERMAN CANCER RESEARC H

CENTER (DKFZ)

LION has ente red into an agre e m e nt with

the DKFZ for exc l u s i ve access to DNA-array

te c h n o l ogy deve l o ped by Dr.J ö rg Ho h e i s e l

and bioinfo rm atics softwa re deve l o ped by

Dr. Ma rtin Vi n g ro n .

ELECTRIC GENETICS

LION bioscience has fo rmed a co l l a bo ra-

tion with El e ct ric Genetics (Ca pe Tow n ,

South Af ri ca) in the fields of tra n s c ri p to m e

and ex p ression va ri ation analys i s. L I O N

uses El e ct ric Ge n e t i c s’ we l l - e s t a b l i s h e d

s t a c k PACK EST-cluste ring and analysis too l

to develop softwa re for acce l e rated gene

d i s cove ry and annotat i o n .

THE EUROPEAN MOLECULA R

B I O LOGY LA B O RATO RY (EMBL)

AND THE EUROPEAN BIOIN-

F O R M ATICS INSTITUTE (EBI)

LION has exc l u s i ve te c h n o l ogy tra n s-

fer agre e m e nts with the EMBL, t h e

mother institute of both LION and

the SRS sys te m , for SRS and furt h e r

b i o i n fo rm atics softwa re.

G E N E P ROT

LION bioscience AG and Ge n e Prot Inc. h ave

e nte red into a thre e - year strategic alliance and

m a rketing co l l a bo rat i o n . The two co m p a n i e s

will co m a rket their joint solutions in the pro-

teomics area enabling customers to inte g rate

their data across diffe re nt disciplines.

I B M

The strategic alliance be tween IBM and LION

b i o s c i e n ce combines te c h n o l ogies for scient i f i c

d ata analys i s, m a n a g e m e nt, and inte g rat i o n

with a powe rful info rm ation te c h n o l ogy infra s-

t ru ct u re and implement ation serv i ce s. Ba s e d

on the combined te c h n o l ogies and serv i ce s,

the two companies can offer a one-stop ente r-

p ri s ewide solution.

M D L

LION and MDL Info rm ation Sys tems Inc. , a lead-

er in discove ry info rm atics for the life - s c i e n ce s

and chemistry industry and aca d e m i a , h ave

e nte red into softwa re licensing and re s e l l i n g

a g re e m e nt s. LION will license a wide range of

M D L’s industry - s t a n d a rd info rm atics applica-

tions and databases in order to develop and

co m m e rc i a l i ze softwa re applications that ca n

i nte rf a ce with MDL’s widely deployed prod u ct s.

PA RAC E L

LION has signed an agre e m e nt for Ge n e Matc h-

Business through Pa rt n e r s h i p s

e r,a genetic data analysis sys tem from Pa ra-

cel Inc. LION uses the sys tem in genetic

s e q u e n ce chara cte ri z ation as a co m po n e nt

of a high-throughput alert sys tem for iden-

tifying novel target genes.

PA RADIGM GENETICS INC.

LION ente red into an alliance with

Pa radigm Genetics to develop new prod-

u cts and to identify targets for crop prod u c-

t i o n ,n u t ri t i o n ,and human health.This part-

nership is initially co n ce nt rating on

d eveloping info rm atics tools for metabo l i c

p rofiling to pre d i ct changes in bioc h e m i ca l

p at h ways, as well as phenotypic analys i s

tools to pre d i ct and analyze gene funct i o n .

SCHERING AG

In April 2003, LION bioscience AG

a n n o u n ced a six-year global licensing deal

with Schering AG for LION Di s cove ry Ce n-

te r. S c h e ring plans to deploy the plat fo rm

for the establishment of its ente rp ri s ew i d e

t a rget va l i d ation plat fo rm .

S G I

sgi provides LION bioscience with hard-

wa re for LION’s Life Science Info rm atics and

Genomics Re s e a rch and has a co l l a bo ra-

tion agre e m e nt with LION.
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tised. Secondly, we must work with customers
so they understand where the company is
going from a strategic standpoint and that our
f u t u re developments are in line with the
objectives and challenges they face. Then, as a
c o m p a n y, we have to be more proactive in
talking to customers about the directions in
which we’ll be taking new
solutions.” 

To do that, LION has
n a rrowed its focus. Over
the past year, the company
has closed its dru g - d i s c o v-
e ry unit and discontinued
some of its IT products. 

The company’s focus
also has shifted to develop-
ing a modular data and
application integration
p l a t f o rm, further develop-
ing its professional ser-
vices, and continuing to
focus on marketing and
developing its SRS, sequence retrieval system,
p roducts. 

M r. Donahue says the difficulty for the
company was to both potentially compete
with customers on the dru g - d i s c o v e ry side, as
well as offer them solutions to help in their
d ru g - d i s c o v e ry eff o rt s .

“LION is focused on the right aspect of the
business, which is life-sciences inform a t i c s , ”
he says.

Re t ri eval and De l i ve ry
LION was founded in March 1997 by a

g roup of molecular biologists and bioinfor-
maticians from Heidelberg ’s world-re n o w n e d
re s e a rch institutions, including the Euro p e a n
Molecular Biology Laboratory (EMBL), the

G e rman Cancer Researc h
C e n t e r, and the Universi-
ty of Heidelberg. 

The company com-
bines its scientific and IT
e x p e rtise to develop inno-
vative integration and
k n o w l e d g e - m a n a g e m e n t
solutions aimed at radical-
ly streamlining dru g - d i s-
c o v e ry processes to save
time and money. That
expertise derives from
L I O N ’s former dru g - d i s-
c o v e ry business as well as
f rom major integration

and knowledge management collaborations
with companies such as Bayer AG, Schering
AG, and others. (For more information, see
box on page 68.)

The company came to the fore f ront with its
SRS bioinformatics platform. SRS pro v i d e s
the bioinformatics backbone for more than
200 commercial and academic institutions,
including many of the world’s major pharm a-
ceutical companies. SRS Evolution is a bioin-

f o rmatics platform into which all intern a l ,
e x t e rnal, and third - p a rty data can be seamless-
ly integrated with the standard bioinform a t i c s
analysis tools. This platform enables the user
to query all relevant data from a single user
i n t e rface and launch any analysis tool without
the need to cut and paste data between sepa-
rate interfaces. 

LION has since extended its inform a t i o n
integration expertise with LION Discov-
e ry C e n t e r, a modular platform pro v i d i n g
seamless integration of biological and chemi-
cal data and applications so that re s e a rc h e r s
can make smarter decisions faster.

The company recently announced the
launch of LION Ta rget Engine, a solution for
identifying and validating targets. In June,
LION announced that Siena Biotech, an Ital-
ian biomedical company, had become the first
customer for LION Ta rget Engine. 

Another new LION offering is the LION
Lead Engine, which identifies, categorizes,
and optimizes leads in the chemical phase.
(For more information, see box on page 66.)

What sets the company apart from others
in the field, Mr. Donahue says, is its appro a c h
to business.

“Rather than coming at business from the
a p p roach of programming and prototyping a
p roduct and then trying to figure out how the
company can sell a solution, LION works
closely with customers in a partnership to
develop pro d u c t s . ”

One such partnership is with Bayer AG. In
June 1999, LION and Bayer entered into a
f i v e - y e a r, $100 million alliance to increase the
speed and efficiency of Bayer’s enterprisewide
gene and dru g - d i s c o v e ry eff o rts through the
use of an information technology-based man-
agement system. 

Under the alliance, LION is developing
and applying new IT-systems for ultra-high
t h roughput identification and validation of
500 new drug targets, 70 new annotations on
existing Bayer-owned gene targets, and an
undisclosed number of gene expression mark-
ers and SNPs. That partnership has since been
expanded. (For more information, see box on
page 68.)

“The relationship with Bayer is a perf e c t
example of how the company did inform a t i c s
o u t s o u rcing for bio sites worldwide and then
t u rned the solutions into organically devel-
oped products that can be marketed to other
customers,” Mr. Donahue says. “Bayer has
been able to use some of the systems we’ve
developed on an exclusive basis. This is tech-
nology that we own and that we can commer-
cialize ourselves after one year. And LION has
the advantage of marketing products that have
been field tested.” ✦

Ph a rm a Vo i ce we l comes co m m e nts about this

a rt i c l e.E-mail us at fe e d b a c k @ p h a rm avo i ce. co m .

M AY 2003 — PRESENT. Pre s i d e nt, LION bioscience Inc. , Ca m b ri d g e, Ma s s. Re s ponsible fo r

leading LION’s No rth Am e ri can ope rations and providing guidance to the co m p a ny’s wo rl d-

wide sales and business ope rat i o n s.

APRIL 2000 — SEPTEMBER 2002.V P,sales and marke t i n g, l i fe sciences and chemica l ,Spo t-

f i re Inc. , So m e rv i l l e, Ma s s. Re s ponsible for leadership of wo rl dwide sales and marke t i n g

g roups in life sciences and chemicals ve rt i cal markets across global scientific supply chains.

JUNE 1998 — APRIL 2000. V P, No rth Am e ri can sales, MDL Info rm ation Sys te m s / Be i l s te i n

I n fo rm ation Sys te m s, San Le a n d ro, Ca l i f.

F E B RUA RY 1996 — JUNE 1998. Regional sales dire ctor and manager, MDL Info rm at i o n

Sys te m s / Be i l s tein Info rm ation Sys te m s, San Le a n d ro, Ca l i f.

N OVEMBER 1991 — JANUA RY 1996.Regional senior and strategic acco u nt manager,M D L

I n fo rm ation Sys te m s / Be i l s tein Info rm ation Sys te m s, San Le a n d ro, Ca l i f.

SEPTEMBER 1988 — OCTOBER 1991. Ac co u nt manager, MDL Info rm ation Sys te m s / Be i l-

s tein Info rm ation Sys te m s, San Le a n d ro, Ca l i f.

AUGUST 1986 — SEPTEMBER 1988. Field application suppo rt scient i s t, MDL Info rm at i o n

Sys te m s / Be i l s tein Info rm ation Sys te m s, San Le a n d ro, Ca l i f.

JUNE 1985 — JULY 1986. Re s e a rch Ch e m i s t, The BOC Group Inc. , Mu rray Hill, N . J .

E D U CAT I O N

1 9 8 5 . B. S . in chemistry and co m p u ter science,Vi l l a n ova Un i ve r s i ty

A Multidimensional Ap p ro a c h
JOSEPH DONAHUE — RESUME

M r. Donahue at t ri b u te s
his years in Ireland to
o pening his mind to

d i f fe re nt cultural 
pe r s pe ct i ve s, a view he

considers cri t i cal fo r
the pharm a ce u t i ca l

i n d u s t ry with its 
global pre s e n ce.


