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LICENSING AC T I V I TY
K EY CO M P O N E N T
For Fu t u re Bu s i n e s s-
Deve l o p m e nt St rategies 

As co m petition in the pharm a ce u t i cal marke t
co ntinues to grow, e f fe ct i ve business-deve l o p m e nt
s t rategies are ex pe cted to be come cri t i cal to maint a i n
m o m e ntum and improve global market share for the

leading pharma co m p a n i e s. Wood Ma c kenzie ana-
l ysts be l i eve that while both mergers and

acquisitions and licensing activities will
remain impo rt a nt for the future
g rowth of the leading co m p a n i e s,
l i censing act i v i ty may well be co m e
the key co m po n e nt of many co m p a-
n i e s’b u s i n e s s - d eve l o p m e nt strate g i e s.

Be tween 1988 and 2003, the onco l-
ogy sector has been subject to the

greatest proportion of licensing
d e a l s.In genera l ,this re f l e cts the spe-
c i a l i zed nat u re of the onco l ogy mar-
ke t, the diverse array of specific indi-
cat i o n s, and the large number of

b i o tech companies that focus on this
a re a . La rge market secto r s, in te rms of

dollar va l u e, such as ca rd i ova s c u l a r
and CNS, h ave not seen a pro po r-

tional rate of licensing act i v i ty. An a-
l ysts be l i eve this re f l e cts the inte rn a l
R&D focus by big pharma on these
l a rge market segment s.

The gre atest change in pro po rt i o n
be tween total deals and live (act i ve )
deals as of Ap ril 2003 is found in the

m e t a bolism secto r,which re f l e cts the exte nt of lice n s-
ing act i v i ty in re ce nt years for ant i d i a betic prod u ct s.
The re s p i rato ry area also has a gre ater pro po rtion of
l i ve to total deals.This area was once the pre s e rve of a
s e l e ct few pharma co m p a n i e s, and is at t ra cting inte r-
est from an increasing pro po rtion of big pharm a .Th e
a nt i - i n fe ct i ves market has been subject to a significa nt
fall in total to live deals. An a l ysts be l i eve this re f l e ct s
the lack of focus by big pharma on acute - ca re thera-
p i e s, in particular novel ant i b i o t i c s.

Phys i c i a n s’Use of Online
Co nte nt Ex pe cted to 

LEAD TO LESS
TIME W I T H
R E P S

An a l ysts at Ma n h attan Re s e a rc h
define a new generation of phys i-
c i a n s, the “e Ph a rma Phys i c i a n ,”as an
e m e rging segment of pra ct i c i n g
p hysicians who are most likely to be
using pharm a ce u t i cal co nte nt and
related services online. Analysts
be l i eve this group of doctors ulti-
m ately will re s h a pe pharm a ce u t i ca l
m a rketing in the coming ye a r s.

Ma n h attan Re s e a rc h’s re ce nt
re po rt, e Ph a rma Physician v3.0: Th e
Fu t u re of Ph a rm a ce u t i cal e-Ma rke t-
i n g,has found that the number of e-
p h a rma physicians has grown to
279,000 pra cticing phys i c i a n s, re p re-
s e nting 49% of all U.S. p ra ct i c i n g

p hys i c i a n s. Online activities among this segment
include re s e a rching new pre s c ription prod u ct s, p a r-
t i c i p ating in co ntinuing medical education (CME),
relying on elect ronic detailing, and accessing dru g -
re fe re n ce databases via PDAs.

“As the pharm a ce u t i cal industry co ntinues to
i nvest in an eve r - i n c reasing army of drug re p s, p hys i-
cians are simultaneously seeking access to the late s t
p re s c ription info rm ation and samples in a timely, re l-
eva nt, and co nve n i e nt fo rm at — on their te rm s,”s ays
Ma rk Ba rd, p re s i d e nt of Ma n h attan Re s e a rc h .“ Un d e r-
standing these next - g e n e ration physicians and how
t h ey plan to allocate their time in the future has the
po te ntial to cre ate a truly win-win sce n a rio for bo t h
p a rties — pharma and the phys i c i a n .”

e Ph a rma Physicians have been found to spe n d
less time with pharma detail reps (co m p a red with
h i s to ri cal trended re s e a rch) and plan to decre a s e
i nte ra ctions with detail reps even more in the future.

D I AGNOSTIC 
I N D U S T RY’S 
Re p u t at i o n , Pe rce i ve d
Value Can Be Improve d

Findings from a Dade Be h ring be n c h m a rk survey
on the diagnostic industry’s re p u t ation among U.S.
co n s u m e r s, h e a l t h ca re pro fe s s i o n a l s, and others
d e m o n s t rate that, though there is some level of
u n d e r s t a n d i n g, t h e re is plenty of room to build on
i n c reasing appre c i ation for the cri t i cal role that diag-
nostics can play in improving the quality of health-
ca re delive ry.

The goal of the summer 2003 survey was to
d evelop further under-
standing of the ex pe ct a-
tions of consumers as
well as healthca re and
i n d u s t ry pro fessionals so
that they could be
a d d re s s e d. Among the
f i n d i n g s, the survey indi-
cated that half of the
consumers inte rv i ewe d
(51%) be l i eve the diag-
nostics industry has a
strong impact on the
q u a l i ty of their health-
care; more than half
(56%) be l i eve labo rato ry -
testing professionals
h ave a “s t rong impact”o n
the quality of healthca re
t h ey re ce i ve ; and more
than four of five (84%)
s ay early-stage testing to assess the risk of deve l o p-
ing a disease is impo rt a nt.

“The findings provide milestones that show
w h e re we need to raise awa reness of the essent i a l
co nt ribution that diagnostic testing makes to the
h e a l t h ca re sys te m , to suppo rting physicians in deliv-
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So u rce :Wood Ma c ke n z i e, Ed i n b u rg h ,S co t l a n d. For more info rm at i o n , visit wood m a c. co m .
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e ring quality healthca re, and to individual pat i e nt s’
l i ve s,” s ays Jim Re i d - An d e r s o n , c h a i rm a n , p re s i d e nt,
and CEO of Dade Be h ri n g.

The survey also sought to define the gap in under-
standing be tween consumers of healthca re and
i n d u s t ry pro fessionals or phys i c i a n s.While 56% of co n-
sumers be l i eve labo rato ry testing pro fessionals have a
s t rong impact on the quality of the healthca re they
re ce i ve, only 38% of industry pro fessionals and 39% of
p hysicians agree with that state m e nt. In addition,
almost seven of 10 (69%) consumers be l i eve that eve n
h e a l t hy people should use diagnostics to assess the
s t ate of their health, co m p a red with about five of 10
(48%) industry pro fe s s i o n a l s.

G LAXOSMITHKLINE 
N O. 1 W I T H
Ma n a g e d - Ca re Me d i ca l
Di re cto r s

Gl a xo Sm i t h Kline (GSK) was ra n ked first in all
a s s e s s m e nt cate g o ries in Ve ri s p a n’s spring 2003
Ma n a g e d - Ca re Me d i cal Di re ctor Promotional Au d i t.
Me d i cal dire ctors cited GSK’s va ri e ty of prog ra m s
o f fe red and supe rior acco u nt personnel as re a s o n s
for rating the co m p a ny highly.

Fo rty - four net po i nts separated GSK from sec-
o n d - p l a ce Pfize r. Me d i cal dire ctors re cog n i zed Pfize r
for providing solid clinical info rm at i o n . GSK and Pfiz-
er also had the most co nt a cts with managed-ca re
m e d i cal dire ctors in spring 2003.

Ave ntis also was highly ra n ked in the audit, p l a c-
ing second in co m p a ny strate gy and third ove ra l l .

Ve ri s p a n’s St rategic Adva ntage provides in-depth
p rofiles of more than 45 of the leading U.S. p h a rm a-
ce u t i cal co m p a n i e s’m a n a g e d - ca re and long-te rm ca re
s a l e s fo rce s.The profiles detail the size and stru ct u re of
these sales te a m s, t ra i n i n g, a c co u nt and prod u ct
re s po n s i b i l i t i e s, e-mail usage, among other are a s. Th i s
s t u dy also includes image ra n king tables.The audit is
based on the re s ponses of medical dire ctors re p re-
s e nting a large po rtion of Am e ri can lives cove red by
HMOs who re po rted promotional act i v i ty by pharm a-
ce u t i cal firms during an eight - week pe ri od in spri n g
2 0 0 3 .

Ma rket for Bl oc kb u s ter 
Antibiotics Ex pe cted to
DECLINE IN CO M I N G
Y E A R S

Dat a m o n i tor analysts pre d i ct that during the next
s even ye a r s, the ant i b a cte rial market will achieve a
co m pound annual growth rate of 1.8% co m p a re d
with a rate of 2.1% during the pe ri od from 1997 to
2 0 0 2 .Co m p a n i e s,h oweve r,a re ex pe cted to be able to
m a i ntain short - te rm ant i b a cte rial market share and
p re s e n ce via life - cycle management and/or prod u ct
re f i n e m e nt strate g i e s.

The re po rt also reveals that three pharm a ce u t i ca l
companies — Pfizer (with Ph a rm a c i a ) , Ab bo t t, a n d
Ave ntis — appear to be co m m i t ted and well po s i-
tioned for the unce rtain future facing this marke t.

Sustaining growth in the ant i b a cte rial market is
p ro j e cted to be a challenging task, d e s p i te stro n g
wo rl dwide demand for effe ct i ve ant i b a cte rial prod-
u cts and significa nt global sales ($26 billion in 2002).
Six marke ted drugs curre ntly have sales gre ater than
$1 billion: Au g m e nt i n , Bi a x i n , Ci p ro, Leva q u i n ,
Roce p h i n , and Zi t h ro m a x .

By 2011, 12 of 29 key branded ant i b a cte ri a l
p rod u cts will face pate nt ex p i rat i o n : Bi a x i n , Ce f z i l ,
Ce f zo n , Ci p ro, Fl ox i n , Leva q u i n , Ma x i p i m e, Me rre m ,
Roce p h i n , Te q u i n , Zi t h ro m a x , and Zo s y n . Dat a m o n i-
tor be l i eves that by this time the market will be va l-
ued at $29 billion. Dat a m o n i tor estimates that fo u r
p rod u cts — Inva n z , Ke te k , Leva q u i n , and Zi t h ro m a x
— will have sales gre ater than $1 billion in 2011.
Ac co rding to Dat a m o n i to r, a re l at i vely sparse R&D
p i peline is ex pe cted to do little to re p l a ce older
p rod u ct s.

The most significa nt challenge pharm a ce u t i ca l

companies face in this market is the re d u ction in the
useful life cycle of the ant i b a cte rial prod u ct. Co n-
ce rns over pat h ogen re s i s t a n ce are increasing in all
t re at m e nt settings, resulting in a general curb on
u s a g e. Only newly deve l o ped co m pounds with
superior efficacy and safety profiles will gain
a p p roval and the chance to levy premium pri c i n g.

Fu rt h e rm o re, a n a l ysts ex pe ct that if ant i b a cte ri a l
re s e a rch and deve l o p m e nt shifts from broad to nar-
rowly focused prod u cts in an effo rt to lengthen their
l i fe cyc l e, sales per prod u ct will decrease significa nt l y
in years to co m e.

Dat a m o n i to r’s re s e a rch also indicates that prod-
u cts from the penicillin macrolide or ce p h a l o s po ri n
classes increasingly are falling out of favo r, with phys i-
cians switching to other drugs such as fluoro-
quinolones with be t ter oral bioava i l a b i l i ty and
i n c reased effica cy.

An a l ysis reveals a strong re l ationship be twe e n
companies with a pre s e n ce in two or more of these
classes and market share in 2011.

Dat a m o n i tor be l i eves Pfize r, Ave nt i s, and Ab bo t t
will remain key playe r s, with Ab bott boasting the
highest number of deve l o p m e nt co m pounds and
pe rce i ved co m m i t m e nt to the secto r.

CO M PANY RANKINGS BY
M A N AG E D - CARE MEDICAL DIRECTO R S

So u rce : Ve ri s p a n , Ya rd l ey, Pa . For more info rm at i o n ,v i s i t
ve ri s p a n . co m .

Ra n k Co m p a ny

1 Gl a xo Sm i t h Kl i n e

2 P f i ze r

3 Ave nt i s

4 Me rc k

5 Nova rt i s

Follow up

Previous product-
differentiation methods,
such as price adjustments,
switching capacity (oral 
to IV), daily dosage, and
multiple formulations are
now the industry recipe.
Datamonitor believes that
new combined activity
against resistant pathogens
and a shorter required 
therapy duration are 
crucial for antibiotic market 
success, says Laura Harris,
antibacterials analyst at
D a t a m o n i t o r.

Laura Harris

DADE BEHRING, De e rf i e l d, Il l . , is dedicate d

solely to clinical diagnostics and offers a

wide range of prod u cts and sys te m s

designed to meet the day - to - d ay needs of

l a b s. For more info rm at i o n ,v i s i t

d a d e be h ri n g. co m .

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

i nte rn ational strategic market analys i s

co m p a ny, helping companies across the

a u to m o t i ve, co n s u m e r, e n e rgy,

f i n a n c i a l - s e rv i ce s, h e a l t h ca re, and 

te c h n o l ogy marke t s. For more info rm at i o n ,

visit dat a m o n i to r. co m .

M A N H ATTAN RESEARCH LLC, New Yo rk ,

helps healthca re and life - s c i e n ce s

o rg a n i z ations adapt, p ro s pe r, and 

m a x i m i ze oppo rtunities in the netwo rke d

e co n o my. For more info rm at i o n ,v i s i t

m a n h at t a n re s e a rc h . co m .

V E R I S PA N,Ya rd l ey, Pa . , 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. ,

is a leading provider of pat i e nt - l eve l

longitudinal dat a , with more than 2 billion

annual de-identified pharm a cy and

m e d i cal tra n s a ctions spanning 

v i rtually eve ry pharm a cy in the 

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

ve ri s p a n . co m .

WOOD MAC K E N Z I E, Ed i n b u rg h ,S co t l a n d,

p rovides a range of co n s u l t a n cy serv i ce s

and re s e a rch prod u cts to the energy and

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

i n fo rm at i o n ,visit wood m a c. co m .


