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N E U ROT H E RA P E U T I C S
AND GENE 
A M P L I F I CATION 
Ma rkets Pre d i cted to
Grow

Unmet need and ballooning incidence are
ex pe cted to cre ate huge market po te ntial in neuro-
l og i cal dru g s,a c co rding to a study by Ka l o rama Info r-
m at i o n . The wo rld market stands at $70 billion, b u t
s te a dy growth in demand and prod u ct int rod u ct i o n

will result in markets in excess of
$88 billion by 2010.

The study, The Wo rld Ma rke t
for Neurotherapeutic Drugs,
revealed that although neuro-
l og i cal ca n cer curre ntly pre s e nt s
the largest defined segment of
n e u ro t h e ra pe u t i c s, the larg e s t
a rea of oppo rt u n i ty is in pe ri p h-
eral neuropathies, which has
been hindered in its deve l o p-
m e nt by lack of definition and
f a i l u re to diagnose. The marke t
po te ntial for pharm a ce u t i cals in
the tre at m e nt of pe ri p h e ral neu-
ro p athies re p re s e nts $15 billion

in the seven major wo rld healthca re markets and
this market is growing at the co m pound annual rate
of 6.3%.

In a separate Ka l o rama study, a p p l i cations and
revenue are ex pe cted to co ntinue to expand fo r
gene amplification te c h n o l og i e s.

The study found that total revenue for the to p
10 amplification te c h n o l ogies will grow by more

than 50% from their curre nt levels to surpass $1.6
billion in 2007.

The study, Gene Am p l i f i cation Te c h n o l og i e s :
End Us e r s, Ma rke te r s, and Ma rke t s, also fo u n d
t h at although the po l y m e rase chain re a ct i o n
has long been the dominant te c h n o l ogy in
the field, it is no longer the only one deri v i n g
s i g n i f i ca nt reve n u e.

Ac co rding to the re po rt, s eve ral other
te c h n i q u e s, including Ru b i con Ge n o m i c s’
O m n i Pl ex ,Be cton Di c ki n s o n’s SDA, Ab bo t t
Laboratories’ and ImClone’s LCR, and

Di g e n e’s Hy b rid Ca p t u re, a re growing at
double-digit rates and making prog ress in

s pecific applicat i o n s.
The study also surveyed the attitudes of

end-users wo rking with amplification te c h-
niques and found that re s e a rchers are be g i n n i n g

to use diffe re nt te c h n o l ogies for some applicat i o n s,
but the lack of robust te c h n i cal tro u b l e - s h oo t i n g
ex pe ri e n ce was a major drawback for many non-PCR
te c h n i q u e s.

Di re ct - to - Co n s u m e r
Adve rtising 
I M P ROV E S
P H YS I C I A N / PAT I E N T
R E LAT I O N S H I P

Physicians re po rt that dire ct - to - consumer adve r-
tising can be an impo rt a nt and prod u ct i ve part of
the office visit, enhancing the quality of
physician/patient visits,
a c co rding to a study spo n-
s o red in part by Ma rket Me a-
s u re s / Coz i nt.These new study
findings are important
be cause both pat i e nts and
physicians believe that a
strong doctor-patient rela-
tionship is cri t i cal to pat i e nt
h e a l t h . The study was funded
by Pfizer Inc. , and is part of an
ongoing re s e a rch effo rt into
the phys i c i a n - p at i e nt re l at i o n-
s h i p.

Benefits of DTC adve rt i s-
i n g, a c co rding to surveye d
d octo r s, include pro m p t i n g
d octor visits among appro p ri-
ate pat i e nt s, i n c reasing re ce p-
t i v i ty to tre at m e nt, and leading to more thoro u g h
discussions about their healthca re options.

The study also revealed that almost 70% of
p hysicians do not feel pre s s u re to pre s c ri be medi-
cations re q u e s ted by pat i e nts who saw a DTC
a dve rt i s e m e nt. Ad d i t i o n a l l y, the re po rt found that
m o re than 80% of physicians said the drugs dis-
cussed we re appro p ri ate for the pat i e nt s.

The Ma rket Me a s u re s / Coz i nt study is based on

m o re than 400 actual phys i c i a n / p at i e nt visits. I nte r-
v i ews we re co n d u cted with pri m a ry - ca re phys i c i a n s
and ca rd i o l ogists tre ating high-choleste rol co n d i-
t i o n s, as well as psyc h i at rists and pri m a ry - ca re phys i-
cians tre ating mood / a n x i e ty disord e r s.By measuri n g
a ctual be h av i o r, this re s e a rch gives new suppo rt to
the benefits of DTC adve rtising on the phys i c i a n -
p at i e nt re l at i o n s h i p. This study is the first of its ki n d
t h at addresses the impact of DTC adve rtising based
on actual phys i c i a n - p at i e nt visits.

“The majori ty of physicians part i c i p ating in the
s t u dy re po rt that pat i e nts are more re ce p t i ve to ther-
a py — including more likely to be co m p l i a nt —
when they re ce i ve a drug they re q u e s te d,” s ays Ro b
Se d e rm a n , exe c u t i ve VP of po rt folio management
and co rpo rate strate gy at Ma rket Me a s u re s / Coz i nt.
“ But are the drugs pat i e nts are asking about appro-
p ri ate? Mo re than 80% of doctors say ‘ye s.’D TC is not
only influential in driving pat i e nts to discuss their
conditions with medical pro fe s s i o n a l s, it also guides
them in inquiring about suitable medications —
leading to more thorough and valuable discussions.”

While some surveyed physicians ackn ow l e d g e
t h at DTC adve rtising may have a negat i ve effe ct on
o f f i ce visits,m o re than four times as many phys i c i a n s,
or 61% of docto r s, consider DTC ads to play a be n e f i-
cial role in the phys i c i a n / p at i e nt inte ra ct i o n .

When asked to descri be the beneficial effe cts of
p at i e nt awa reness of DTC ads on their inte ra ct i o n
with pat i e nt s, d octors re po rted that DTC ads info rm
and educate pat i e nts and increase pat i e nt s’re ce p t i v-
i ty to discussing tre at m e nt s.

Physicians also re po rted that DTC often leads to
m o re thorough discussions on subjects such as suit-
able prod u ct s, e f f i ca cy, and side effe ct s.

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

THE WORLD 

N E U RO LO G I CAL DRU G
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AND PRODUCT 

I N T RODUCTIONS W I L L

R E S U LT IN MARKETS IN

E XCESS OF $88 BILLION 

BY 2010.

“DTC advertising can
go beyond fostering
more productive
p h y s i c i a n / p a t i e n t
interactions in the
office to improving
actual treatment 
outcomes,” says 
Rob Sederman.

Ac co rding to a survey, s po n s o red by 
P f i zer Inc. ,p hysicians re s ponded 
po s i t i vely to DTC adve rt i s i n g.
7 2 % of physicians tre ating high choleste ro l
conditions and 7 6 % of physicians tre at i n g
m ood / a n x i e ty disorders find the drug inquiry
in which adve rtising was mentioned to be a
valuable part of the office visit.
8 5 % of physicians tre ating high choleste ro l
conditions and 8 3 % of physicians tre at i n g
m ood / a n x i e ty disorders re po rt that the dru g
discussed was appro p ri ate for the pat i e nt.
Al m o s t 7 0 % of physicians tre ating both high
c h o l e s te rol conditions and mood / a n x i e ty 
d i s o rders feel little or no pre s s u re to pre s c ri be
a prod u ct that was re q u e s te d.
5 4 % of physicians tre ating high choleste ro l
conditions and 5 5 % of physicians tre at i n g
m ood / a n x i e ty disorders agree that the ad wa s
i n f l u e ntial in getting the pat i e nt to discuss
their condition with a medical pro fe s s i o n a l .
For both high choleste rol conditions and
m ood / a n x i e ty disord e r s, 8 0 % or more of
p hysicians we re satisfied with the outcome of
o f f i ce visits where ads we re ment i o n e d.

P H YSICIANS DISCUSS BENEFITS OF DTC
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Bi o tech Co m p a n i e s
Co ntinue to be 
S TANDARD BEARERS
FOR INNOVATION 

The biote c h n o l ogy industry, which has doubled
in size during the past deca d e, is ex pe cted to ex pe ri-
e n ce faster prog ress fo l l owing the initial sequencing
of the co m p l e te human genome and the move to
the new fro ntiers of pro te o m i c s.

A Scrip Re po rts study found that the U.S. b i o te c h
m a rket is the wo rld leader, with revenue of $22.4 bil-
lion in 2000. In co m p a ri s o n , the Eu ro pean biote c h
m a rket is curre ntly valued at $8.2 billion.

Ac co rding to the market re s e a rch study, m o re
than 137 biopharm a ce u t i cals alre a dy have be e n
launched wo rl dwide and more than 400 biophar-
m a ce u t i cal medicines are in clinical trials that
a d d ress more than 200 diseases, such as AIDS, ca r-
d i ovascular disease, d i a be te s, a rt h ri t i s, and va ri o u s
ty pes of ca n ce r.

Although biotech companies have be come less
re l i a nt on big pharm a , the study finds that the re l a-
tionship be tween the two still is stro n g.

In a separate study by Scrip Re po rt s, e n a b l i n g
te c h n o l ogies are viewed to be the key way to addre s s
bottlenecks in the dru g - d i s cove ry proce s s.The re po rt
n o tes that the pharm a ce u t i cal industry is info rm at i o n
rich and co m pound poo r.This difficulty in tra n s l at i n g
R & Di nve s t m e nt into marke t a b l e, c l i n i cally useful
d rugs affe cts the finances of the industry. The re po rt
p re d i cts that enabling te c h n o l og i e s, i n c l u d i n g
g e n o m i c s, p ro te o m i c s, b i o i n fo rm at i c s, c h e m o i n fo r-
m at i c s, and high-throughput scre e n i n g, m ay be able
to deliver the number of new drug ca n d i d ates that
the industry will need to remain pro f i t a b l e.

This case is suppo rted by the fact that the num-
ber of new drugs ente ring clinical trials is decre a s i n g,
while the ave rage cost of bringing a new drug to
m a rket has risen to more than $800 million, and that
only three drugs we re approved in the first five
m o nths of 2002.

Re po rts Reve a l
MOST-ESTEEMED 
CO M PA N Y,Vi ews
on the I N T E R N E T,
and D I S CO U N T -
D RUG PRO G RA M S

Physician assistant s, nurse pra ct i t i o n-
e r s, and pharmacists have named Pfize r
I n c. the most-esteemed pharm a ce u t i ca l
f i rm ,a c co rding to the new Ph a rm a ce u t i-
cal Co m p a ny Image 2002 study by
Ve ri s p a n . P f i zer also was the co m p a ny

most esteemed by phys i c i a n s, re po rts the biennial
s t u dy.

Se cond place among physician assistants and
nurse pra ctitioners was earned by Gl a xo Sm i t h Kl i n e,
which ra n ked above Me rck in each cate g o ry. S c h e r-
i n g - Pl o u g h , Ave nt i s, and Nova rtis moved into or
within the top 10 for physician assistant s, w h i l e
Ave nt i s, As t ra Ze n e ca , and Nova rtis did so for nurse
p ra ct i t i o n e r s.

Among pharm a c i s t s, Me rck placed seco n d, El i
Lilly third, and Gl a xo Sm i t h Kline fo u rt h . Ab bott La bo-
rato ries improved its standing with pharm a c i s t s, ri s-
ing from 14th in 2000 to seve nt h .

The Ph a rm a ce u t i cal Co m p a ny Image 2002 study
also found that while the pharm a ce u t i cal industry is
using the Inte rnet as a promotional tool more ofte n ,
p hysicians and other healthca re pra ctitioners say
t h ey still pre fer more traditional sources of info rm a-
t i o n .

Results indicate that physicians co ntinue to find
m e d i cal co n fe re n ce s / s y m posia and articles in medi-
cal journals to be the best sources of info rm ation on
p h a rm a ce u t i cal prod u ct s. Sales reps also remain an
i m po rt a nt source of info rm ation for docto r s.

Co n fe re n ces and symposia spo n s o red by medi-
cal org a n i z ations we re noted by physician assistant s
and nurse pra ctitioners as their favo ri te sources of

d rug info rm at i o n . Howeve r, p h a rmacists are more
l i kely than other audiences to use medical re fe re n ce
books and the Inte rnet for drug info rm at i o n .

The study also examined dru g - d i s co u nt ca rd
p rog rams and found that the prog rams are po p u l a r
with all of the audiences who we re asked abo u t
t h e m , although re s po n d e nts we re not ove rw h e l m-
ingly impressed with the pharm a ce u t i cal co m p a-
n i e s’ e f fo rts in this are a .

Bi o p h a rm a ce u t i ca l
Companies Fa ce 
THREE CHALLENGES
TO UNLOCK THE 
R&D POTENTIAL OF 
I N F O R M AT I C S

Spending on info rm atics for re s e a rch in the bio-
p h a rm a ce u t i cal industry is expanding ove rall indus-
t ry R&D spe n d-
i n g, but to
ca p t u re the
po te ntial va l u e
of this spe n d-
i n g, co m p a n i e s
must addre s s
t h ree inte rre l at-
ed manageri a l
challenges —
d evelop an
explicit R&D
s t r a t e g y ,
a d d ress the key
challenges of te c h n o l ogy management, and co m-
p rehend the co m p l ex challenges of org a n i z at i o n a l
a d a p t ation and change.

“We estimate that info rm atics spending re p re-
s e nts approx i m ately 7% of the total biopharm a ce u-
t i cal R&D budget, and it is growing at a co m po u n d
annual growth rate faster than R&D spending as

w h o l e,”s ays Ch a rl e s - An d re Bro u we r s,
VP and dire ctor of The Bo s ton Co n-
sulting Gro u p’s New Yo rk office.“Th e
challenge will be to manage these
R&D dollars in a way that improve s
re s e a rch prod u ct i v i ty.”

The first of the three inte rre l ate d
m a n a g e rial challenges is to deve l o p
an explicit R&D strate gy — one that
includes info rm at i c s.

“ Ph a rm a ce u t i cal co m p a n i e s
must ca refully choose their areas of
re s e a rch foc u s, decide the role of
i n fo rm atics in those are a s, kn ow
h ow to manage the ri s k s, and take a
po rt folio approach to managing
their info rm atics inve s t m e nt s,” M r.
Bro u wers says.

Se co n d l y, M r. Bro u wers says,

In the long term, the
transformation of the

dynamics of 
b i o p h a r m a c e u t i c a l

R&D will require
consistent attention

from senior 
m a n a g e m e n t ,

including greater
coordination and

c o o p e r a t i o n
between the head of

R&D and the CIO. 
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NUMBER OF LAUNCHED BIOPHARMAC E U T I CA L S
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THE INFLUENCE DRU G - D I S COUNT CARD PRO G RAMS 
H AVE ON HOW PHYS I C I A N S ,P H A R M AC I S TS , NURSE 

P RAC T I T I O N E R S ,P H YSICIAN ASSISTA N TS , AND CO N S U M E R S
V I EW THE PRO G RAM SPONSORS

Charles-Andre Brouwers
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companies at the same time must address the key
challenges of te c h n o l ogy management, t h i s
includes developing the ability to co ntinually assess
the mat u ri ty of fast-evolving te c h n o l ogies and to
kn ow when it’s time to shift from ex pe ri m e nt at i o n
to implement at i o n .

Ac co rding to Mr. Bro u we r s, the third challenge
p h a rm a ce u t i cal companies face is the co m p l ex chal-
lenge of org a n i z ational adaptation and change,w h i c h
means re t h i n king basic decision-making processes in
the R&D org a n i z at i o n , p roviding new ince nt i ves fo r
i n fo rm ation ca p t u re and shari n g,and inte g rating new
kinds of ex pe rtise into the traditional R&D skill sets.

PATIENT BENEFITS
DRIVE GROWT H i n
Co m p u te r - As s i s te d
Su rg e ry

Growth in the market for dev i ces and sys te m s
re l ated to co m p u ter-aided surg e ry (CAS) is be i n g
d ri ven in part by the gains re a l i zed in pat i e nt be n e f i t s,
a c co rding to the August 2002 issue of Me d Ma rke t s.

“Gains in this $600 million market are ex pe cte d
to be substant i a l ,and the market will likely reach $2.6
billion by 2010,” s ays Pat rick J. Dri s co l l , publisher of
Me d Ma rke t s. “CAS is dire ctly driving proce d u re
g row t h ,e s pecially for minimally inva s i ve proce d u re s,
and is driving growth in the market for virtual re a l i ty
t raining sys tems and pre - o pe rat i ve planning, as we l l
as for int ra - o pe rat i ve visualizat i o n .”

The largest CAS segment, which also is grow i n g,
is for sys tems and equipment re l ated to medica l
imaging and co m p u ter-aided diagnosis.

The companies invo l ved in this industry are my r-
i a d, including An a l y ze Di re ct, Bi o l u m i n ate, Bo n e c ra ft,
Bra i n LA B, CA Su rg i ca , CA RCAS Gro u p, Ce d e ra , Gi ve n
I m a g i n g,The Inte rve ntional Ce nt re, I nt u i t i ve Su rg i ca l ,
I nv i vo Re s e a rc h , I nte ra ct i ve Vi s u a l i z ation Sys te m s,
Ka rl Sto rz , Kh o ral Re s e a rc h ,M I S O N , Motion An a l ys i s,
Olympus Am e ri ca , St ry ke r, Va s a m e d i c s, Vista Me d i ca l
Te c h n o l og i e s,Vay te k , and Volume Inte ra ct i o n s.

Re l ated market segments are growing as we l l ,
including image processing and display, ro bo t i c s
and instru m e nt guiding sys te m s, s u rg i cal simulat i o n
and educat i o n , co m p u te r - a s s i s ted thera py, a n d
o pe rating room management and te l e m e d i c i n e.

Testing for Di s e a s e
Su s ce p t i b i l i ty Pl ays Pa rt
in POST-GENOMIC 
D I AGNOSTIC REV E N U E

Disease susce p t i b i l i ty testing will acco u nt for one-
t h i rd of the total post-genomics diagnostics reve n u e
for 2002, a c co rding to a re po rt from De c i s i o n
Re s o u rces Inc.The study, Po s t - Genomics Di a g n o s t i c s,

has found that combined sales of post-genomics dis-
ease susce p t i b i l i ty, p rog n o s i s, and monito ring assays
will acco u nt for 90% of the
2002 total marke t. Ad d i t i o n a l-
l y,the re po rt finds that the use
of pharm a cogenomic and
diagnostic assays are pro j e ct-
ed to grow quickl y, and by
2007 they are ex pe cted to
a c co u nt for 53% of the mar-
ke t.

“The push to co m m e rc i a l-
i z ation is re l at i vely strong co n-
s i d e ring the immat u ri ty of the
post-genomics diagnostics
f i e l d ; in fact, few prod u cts are
c u rre ntly marke te d,” s ays Tra cy
De Gre g o ri o, d i re ctor of DR
Re po rts at Decision Re s o u rce s.
“ If te c h n o l ogy-based co m p a-
nies hope to generate ope rat-
ing revenue in the next five
ye a r s, t h ey will have to climb
the value chain.”

The re po rt also reve a l e d
t h at genomic sequence and
mapping info rm ation fro m

the Human Genome Pro j e ct and Genome Era te c h-
n o l ogies has facilitated the emerg e n ce of po s t -

genomics diagnostics. DNA
m i c ro a rrays we re found to oc c u-
py a pro m i n e nt position among
these technologies and have
yielded new approaches to dis-
ease diagnosis because they
co m p a re both pat te rns of gene
expression and genotypes in
h e a l t hy versus diseased individu-
als. These expression studies
p romise to deliver new diagnos-
tic markers in much greater
a b u n d a n ce and with much be t-
ter quality than was possible in
the pre-genomic era , in addition
to yielding a host of new targ e t
molecules for drug discove ry.
Major segments of the post-
genomics diagnostics industry
include diagnostic assays, d i s e a s e
prognosis and monitoring
a s s ays, d rug re s ponse pre d i ct i o n
testing, disease susceptibility
te s t i n g, and genetic screening fo r
po l ygenic disord e r s.

THE BOSTON CO N S U LTING GRO U P,

Bo s to n , is a general management

consulting firm that is a global leader in

business strate gy. For more info rm at i o n ,

visit bc g. co m .

DECISION RESOURCES INC.,Wa l t h a m ,

Ma s s. , is a leader in re s e a rch publicat i o n s,

a dv i s o ry serv i ce s, and consulting serv i ce s

for the inte rn ational pharm a ce u t i cal and

h e a l t h ca re industri e s. For more

i n fo rm at i o n , visit decisionre s o u rce s. co m .

KA LO RAMA INFORMATION LLC, New

Yo rk , a unit of Ma rke t Re s e a rc h . co m ,

supplies market re s e a rch for the 

l i fe - s c i e n ces industry. For more

i n fo rm at i o n ,v i s i t

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

MARKET MEASURES/CO Z I N T, Ea s t

Ha n ove r, N . J . , is a supplier of in-depth U.S.

m a rket and disease state analyses and an

NOP Wo rld Health co m p a ny, the 

h e a l t h - focused arm of NOP Wo rl d, which is

a leading supplier of pri m a ry re s e a rch to

the global healthca re co m m u n i ty. Fo r

m o re info rm at i o n , visit nopwo rl d. co m .

MEDMARKET DILIGENCE LLC, Foo t h i l l

Ra n c h , Ca l i f. ,p rovides tact i cal 

d e c i s i o n - m a king solutions for medica l

p rod u cts and inve s t m e nt exe c u t i ve s

re g a rding new medical te c h n o l ogy.Th e

co m p a ny publishes Me d Ma rke t s, a n

e m e rging source for analysis and insight

on new medical te c h n o l ogy marke t s. Fo r

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

SCRIP REPORTS, Su rrey, U . K . , is a unit of

PBJ Pu b l i cations Ltd. and the publisher of

in-depth business re po rts for the global

p h a rm a ce u t i cal industry. For more

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

V E R I S PA N, New tow n , 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.

t h at provides pat i e nt - l eve l ,l o n g i t u d i n a l

d at a , with de-identified data from abo u t

1.4 billion U.S. p h a rm a cy tra n s a ctions and

a bout 275 million elect ronic medica l

t ra n s a ctions annually.Ve rispan includes

t h ree of the top names in the U.S. h e a l t h-

ca re info rm ation marke t :S co t t - Levin and

SMG Ma rketing Group from Qu i ntiles and

Ke l l y / Wa l d ron from Mc Ke s s o n . For more

i n fo rm at i o n , visit ve ri s p a n . co m .

Follow up

According to Tracy DeGregorio, 
director of DR Reports at Decision
Resources, the genomics market has
become more exciting as scientists
are finding ways to determine, based
on the genetic make-up of a person,
disease susceptiblity.


