
8 D e c e m b e r  2 0 0 4 P h a r m a V O I C E

MARK J.A H N ,P H . D.Pre s i d e nt and CEO,Ha n a

Bi o s c i e n ces Inc. ,South San Fra n c i s co,Ca l i f. ; Ha n a

is a biopharm a ce u t i cal co m p a ny that acquire s,

d eve l o p s,and co m m e rc i a l i zes innovat i ve 

p rod u cts for the tre at m e nt of unmet medica l

needs in ca n cer and immunolog i cal diseases.Fo r

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

MICHAEL J. A S T RU E. Pre s i d e nt and CEO,

Tra n s ka ryotic Th e rapies Inc. , Ca m b ri d g e,

Ma s s. ;Tra n s ka ryotic Th e rapies is a 

b i o p h a rm a ce u t i cal co m p a ny with a focus on

d eveloping prod u cts for the tre at m e nt of ra re

d i s e a s e s. For more info rm at i o n , visit tktx.co m .

LEE BA B I S S , P H . D. V P, Pre c l i n i cal Re s e a rch and

Deve l o p m e nt, Roc h e, Nu t l ey, N . J . ; Roche is a

leading healthca re co m p a ny. For more 

i n fo rm at i o n , visit roc h e u s a . co m .

K EVIN BA R N E TT. Senior V P, Managed Ma rke t s

Pra ct i ce, Ca m p bell Al l i a n ce, Ra l e i g h , N . C . ;

Ca m p bell Al l i a n ce, a spe c i a l i zed management

consulting firm serving the pharm a ce u t i ca l

and biote c h n o l ogy industri e s, helps client s

d evelop strategic and ope rational plans, a s

well as improve the efficiency of their inte rn a l

o pe rat i o n s. For more info rm at i o n ,visit 

ca m p be l l a l l i a n ce. co m .

PAT BA R R E TT.V P, I ntegic Co rp. ,Ch a nt i l l y,Va . ;

I ntegic is a provider of softwa re applicat i o n s

and business-process management solutions,

co n n e cting legacy env i ro n m e nts to online 

b u s i n e s s.For more info rm at i o n ,v i s i t

i nte g i c. co m .

D R .BEH SWAN GIN. Di re ctor Bi o m e d i ca l

S c i e n ces Gro u p, Si n g a po re Eco n o m i c

Deve l o p m e nt Bo a rd, Si n g a po re ;The Si n g a po re

EDB is the lead agency that plans and exe c u te s

s t rategies to sustain Si n g a po re as a co m pe l l i n g

global hub for business and inve s t m e nt.Fo r

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

I N D U S T RY
Pu l s e
Th e BY TAREN GROM

is designed to provide an ove rv i ew of the chal-

lenges and trends ex pe cted to impact the life - s c i e n ce s

i n d u s t ry in the coming year and beyo n d.

For this special fo ru m , a distinguished list of more than

100 industry exe c u t i ve s, re p re s e nting an array of industry

s e cto r s,d i s c i p l i n e s, t i t l e s,and areas of re s po n s i b i l i ty,s h a re d

their views and strategies on the fo l l owing to p i c s : b u s i-

ness mod e l s, CDISC St u dy Data Ta b u l ation Model (SDTM ) ,

d rug deve l o p m e nt, f i n a n c i n g, global issues, i m po rt a-

tion/price controls, innovation, intellectual property,

marketing/promotion, medical education, Medicare,

m u l t i f u n ctional te a m s, p at i e nt safe ty, re g u l ato ry, re p u t a-

tion enhance m e nt, risk management, s h a reholder va l u e,

s a l e s fo rce s, supply chain, and te c h n o l ogy.

T HIS FIRST ANNUAL PHARMAVOICE YEAR IN PREV I EW

A distinguished list of more than 100 industry executives raise their voice.



BUSINESS MODELS

T U R E TT. The pharmaceutical industry needs
to resolve multiple bipolarities: being a busi-
ness and being a public utility; being doctor-
focused and being consumer-focused; and
being about medical innovation and being
about marketing. The industry has begun a
p rocess of self-reinvention that in 2005 will

lead to a period of further self-discovery where
the industry will be concerned with what the
world expects and needs from pharm a c e u t i c a l
companies and not just pharmaceutical pro d-
ucts. Additionally, in 2005 there will likely be
m o re collaboration with companies in other
p a rts of the industry, as well as with both gov-
e rnmental and nongovernmental org a n i z a-
tions. One or two companies will take bold

moves by creating some truly diff e rent models
for marketing and selling their pro d u c t s .

BA R R E TT. The next generation of block-
busters is diminishing. Patent expirations are
looming. For 10% revenue growth, a major
p h a rma company must bring three new dru g s
to market each year. Because of these issues,
along with the move toward more targ e t e d
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ANGEL BIAG G I . V P, Ma rke t i n g, S TA D A

Ph a rm a ce u t i cals Inc. , Cra n b u ry, N . J . ; S TA D A

Ph a rm a ce u t i ca l s, a wholly owned subsidiary of

S TADA Arz n e i m i t tel AG , is a pharm a ce u t i ca l

co m p a ny specializing in the marketing of

g e n e ric and branded pharm a ce u t i cal prod u ct s

for the U.S. m a rke t. For more info rm at i o n , v i s i t

s t a d a u s a . co m . ( No te :The views ex p ressed in

this fo rum by Mr. Biaggi are his and do not

n e ce s s a rily re p re s e nt the views of STADA 

Ph a rm a ce u t i cals or its affiliate s. )

J E F F R EY O. B O I LY. Pre s i d e nt and CEO, Rog e r s

Me d i cal Inte l l i g e n ce So l u t i o n s, New Yo rk ;

Rogers Me d i cal Inte l l i g e n ce Solutions prov i d e s

t ru s ted info rm ation and insights on the late s t

m e d i cal and clinical re s e a rch wo rl dw i d e. Fo r

m o re info rm at i o n , visit rog e r s m i s. co m .

MICHAEL W. B O N N EY. Pre s i d e nt and CEO,

Cubist Ph a rm a ce u t i cals Inc. , Lex i n g to n , Ma s s. ;

Cubist is a biopharm a ce u t i cal co m p a ny

focused on the re s e a rc h , d eve l o p m e nt, a n d

co m m e rc i a l i z ation of ant i - i n fe ct i ve prod u ct s

for unmet medical needs. For more 

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

J AY A. BUA . Pre s i d e nt and CEO, As cend 

Th e ra peutics Inc. , He rn d o n ,Va . ; As cend 

Th e ra peutics is an emerging biopharm a ce u t i ca l

co m p a ny engaged in the re s e a rch and 

d eve l o p m e nt of thera peutic prod u cts fo r

t ra n s d e rmal delive ry. For more info rm at i o n ,

visit asce n d t h e ra pe u t i c s. co m .

JOHN J. CA M P B E L L . C E O, Ca m p bell Al l i a n ce,

Ra l e i g h , N . C . ; Ca m p bell Al l i a n ce, a spe c i a l i ze d

m a n a g e m e nt consulting firm serving the

Y

p h a rm a ce u t i cal and biote c h n o l ogy industri e s,

helps clients develop strategic and ope rat i o n a l

p l a n s, as well as improve the efficiency of their

i nte rnal ope rat i o n s. For more info rm at i o n ,

visit ca m p be l l a l l i a n ce. co m .

LAU RA CA RA B E L LO. Di re cto r, i Tri a l s, Prov i s i o

I n c. , Na s hv i l l e,Te n n . ; i Tri a l s, a serv i ce of Prov i s i o,

is a tri a l - e n ro l l m e nt serv i ce. For more 

i n fo rm at i o n , visit itri a l s. co m .

G E E RT CAU W E N B E RG H , P H . D. Ch a i rman and

C E O, Ba rrier Th e ra peutics Inc. , Pri n ce to n , N . J . ;

Ba rrier Th e ra peutics is a pharm a ce u t i cal 

co m p a ny focused on the discove ry,

d eve l o p m e nt, and co m m e rc i a l i z ation of 

p h a rm a ce u t i cal prod u cts in the field of 

d e rm ato l ogy. For more info rm at i o n ,

visit barri e rt h e ra pe u t i c s. co m .

Tod ay, a l l i a n ces be tween small

b i o tech companies and large 

p h a rm a ce u t i cal companies are 

helping to balance the risks of dru g

d i s cove ry and provide biotech 

companies with the re s o u rces as we l l

as the ex pe rtise needed to adva n ce

p ro j e cts aggre s s i ve l y.

The biggest challenge is to 

re examine the curre nt business 

m odel guiding most mat u re drug 

m a n u f a ct u rers and eva l u ate whether that 

m odel can surv i ve in a co n s u m e r - d ri ve n

h e a l t h ca re sys tem where pat i e nts have

a c cess to huge amounts of info rm ation 

and are more co s t - conscious than they

h ave ever been with re g a rd to healthca re.

D R . MERRILL MATT H EWS
I n s t i t u te for Po l i cy Innovat i o n

The culture of the pharm a ce u t i cal industry, along 

with the te c h n o l ogy industry, is one of the last 

g re at fro ntiers of the sales-dri ve n

c u l t u re. It is slow l y

changing to be 

both more 

c u s to m e r - ce nt ri c

and marke t i n g -

ce nt ri c, but 

c u l t u res 

change slow l y.

MARK PERLOTTO
Ad a i r - Greene He a l t h ca re Co m m u n i cat i o n s

NIGEL SHEAIL
Roc h e
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