Summary of the presentations made 

at the 

First Pan-European Pharma Licensing Groups [EPLG] Meeting

5-7th  June, 2002 Leipzig

With almost 300 delegates and near perfect organisation this first Pan European Meeting was a great success and a tremendous opportunity for many delegates to network, even with the Soccer World Cup on the TV screen, sometimes competing with the presentations.

After a word of introduction by Hans-Joachim EGLY, President of the hosting Club and Sharon FINCH, Chairman of the European Council and PLG UK the Meeting started with

Philip J. BROWN - founder of the PJB Publications (Scrip, Clinica, Pharmaprojects) 

presented the industry trends and their impact on Business Development.

Philip indicated the key drivers for the development of our industry:

· not being active in a global market but mostly in OECD representing some 2 billion customers or 35% of the world population,

· an increase share of the GNP because of an aging population and its wish for a better quality of life,

· a need for innovation

· to compensate the pressure by governments for generics

· to continue provide the right products to the patients and be recognized as such by governments

· an unexpected situation with AIDS in Africa as the Industry was not prepared for such a situation

· a continuous development of the Pharmaceutical Industry by -

· well launched new products

· with a massive increase of sales force

· with a whole range of advertising tools and some new approaches such as “Direct to Consumers” (DTC) advertising which has significantly boosted sales in the US and may well come to  Europe one day

· new directives from Brussels to ask Companies to explain new  products to the patients

· a concern for the last 10-15 years for the lack of “inventors”

· a concern by bankers that big mergers do not correlate with a creation of value through M & A and who see middle-size Companies as the future of the Industry through Innovation and Business Development

Klaus HILLEKE, from Simon-Kucher & Partner

explained the differences in the European Healthcare Systems by :

· density of doctors (UK 7.7 per thousand, Italy 5.8)

· hospital beds and average length

· different products sold:

· anti-depressive  drugs (strong in France and UK)

· analgesics : Czech Republic

· efficiency in Healthcare evaluated by WHO which listed the countries with:

· France n°1, Italy n° 2

· Germany n°25, Denmark n°25 and USA n° 37

· harmonisation status of regulations

· Harmonised : Drug registration and GMP

· Non harmonised : financing, access to Healthcare, taxes, pricing, reimbursement, mark-up

· very different health coverage 

· health expenditure / GNP

· drug expenditure / total healthcare spending

· and more and more international referencing

· and the new trend opened by the NICE model and cost involvements

Siegfried BIALOJAN, from Ernst & Young

spoke about the development of the BIOTECH Industry where 2001 was the best financing year providing Companies with cash :

· 43%  US Biotech Companies have 5 years cash

· 48%  European Biotech Companies have 4 years cash

and the development of cross border venture capital funding and beyond-borders alliances.

Siegfried  presented the European situation which shows

· a lack of IPOs

· better deals negotiated by the Biotech Companies with the Pharma Companies

pointing out the German market with its 365 Companies employs 14 400 people (+ 35% over 2000) and more than half in R & D (+ 37%) with the most attractive regions being :




° Munich       




° Berlin  
     




° Nuremberg

More and more cooperation developed between Companies on Technology and Product exchange , and exit strategies are mostly through IPOs and sale.

Ulrich MARTIN

presented “Biotech along the value chain”.  With the example of SCIL Biomedical GmbH he explained the Biotech expectation leading to partnership.

Peter HEINRICH, from Medigene AG,

presented the shaping of a competitive biopharmaceutical Company stressing 

how important were :

· a profit plan to show investors

· a realistic financing plan 

The workshops attracted a lot of delegates with a special interest in negotiation techniques and business intelligence

Niels BEHRNDT, from the European Commission

explained the European prospective from a legislation point of view

· at the global level

· arrival of new therapies representing a challenge for the Industry for more tailored products

· international cooperation to build more global activities

· at European level

· single currency reinforcing the single market

· forthcoming enlargement with 100 million new consumers

To answer the challenges the Commission has taken several initiatives :

· G 10 medicines

· Generic applications at the day of the end of the patent

· Paediatric initiatives with more incentives

· Simplified registration of herbal medicines

Carlo A. PIRIA

presented co-marketing and co-promotion techniques and the new block-exemption regulations stressing on :

· horizontal and vertical exemptions when technology transfers are concerned

· vertical exemptions for R & D agreements and some technology transfers

concluding that we move more and more from co-marketing and co-promotion to co-research & development.

Michael BOHN, from Schering AG

explained how to set identical ex-factory prices in the different countries to limit parallel imports.

Melanie THILL-TAYARA, from Salans Hertzferld & Heilbronn in France

presented 4 approaches to tackle parallel trade:

· intellectual property strategies

· pricing strategies with “dual pricing system”

· supply management strategies linking supplies to wholesalers based on usual volume or global market share on the national market

· termination of relationship with export-only wholesalers

and the position of the Commission regarding the different strategies, the last one not being yet challenged.

Juergen KUTTER, from Aventis Pharma

explained that parallel imports were considered minor problems in 1994 and became a developing problem for Companies in 2002 leading to new strategies for the right pricing. 

Siegfried HAUSDORF, from Merckle AG

presented the Euro-alliance between Merckle AG, Lacer (Spain) and Alfa Wasserman (Italy) as an alternative strategy for middle size Companies for 

· net working for licensing-in more globally

· joint developing new products

Peter JOHANN, from Boehringer Ingelheim

showed how partnering is helping to achieve a global growth:

· for Companies with sales of US $15bn in 2000, to achieve 8% growth per year for 10 years, the need for new products is 40-50 or 4/5 per year

· for Companies with sales of US $ 8bn in 2000 the need for new products is still 20-25 over 10 years or 2/3 per year

which can only be achieved by more licences and co-promotions

Sabine BERNOTAT-DANIELOWSKI, from Merck KgA

presented how to evaluate a portfolio from the licensor approach and also from the licensee based on NPV, thus making VALUE the most important item in the evaluation process and value-driven factors triggering milestone payments in licensing.

She indicated that on Compounds in development only 3% will create value:


Compounds in development

100 %


Achieving registration



  10 %


Creating value





    3 %

Marco MANERA, from Teofarma

explained the share value differences between US and European listed Companies insisting on a ratio Equity/Sales in favour of European Companies.

The Meeting ended and Sharon FINCH indicated that next year we shall meet again, this time for an International Pharma Licensing Symposium In the fall of 2003 somewhere in Europe.
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