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Industry LeadersIndustry Leaders

• A worldwide biotechnology 
leader with revenues of 
US $2.929 billion in 2002, 
making it the world's 
largest medical device 
company dedicated to less-
invasive therapies

• Internally developed and 
launched TAXUS™ drug-
eluting coronary stent
system, an industry 
changing device

• A global biotechnology 
leader with worldwide 
revenues of US $1.546 
billion in 2002, making it 
the largest biotech 
company in Europe and 
third largest in the world

• Successfully launched 
Rebif – an MS fighting drug 
– in the US against a 
competitive ‘orphan drug’



Life Sciences Industry

“MassBiotech 2010”, Boston Consulting Group and Massachusetts Biotechnology Council, Copyright 2002



Where the Money is: Is Big Pharma the next target for attack?
The Economist: April 26, 2003

A Voyage of Discovery: Biotechnology 
may yet renew the pharmaceutical 
industry
The Economist: March 29, 2003

Bucking the Trend: As venture 
investing declines nationally, new 
figures show a rebound in New 
England
By Beth Healy
Boston Globe: May 12, 2003

How to Benefi
t from the Al

liance of 

Science: Big 
companies are

 using 

the research 
expertise of 

smaller 

groups to sta
y competitive

 but they 

need to manag
e the risk

By Marianne B
run-Rovet

Financial Ti
mes: April 1

6, 2003

The Power of Knowledge: Profits 

have fallen as labs have struggled 

to come up with fresh products

By Christopher Bowe

Financial Times: Apr 16, 2003

Biotech Mergers: Cash talks 

louder than technology

By Andr
ew Poll

ack

The NY 
Times: 

Mar 5, 
2003

Anemic Patient Needs to take its Medicine: Investors have fallen out of love with an industry with fewer products in the pipelineBy Geoff Dyer 
Financial Times: Apr 16, 2003

Drug Makers Tap Chain’s ExpertiseChain Drug Review: Apr 28, 2003

Keep Taking the Tablets: 

Companies are producing 

different ways to market 

drugs that are out of patent

By Ross Tieman

Financial Times: Apr 16, 2003

FDA Approves Better, But 

More Expensive Stents

Medic
ine a

nd He
alth:

     
   

Apr 2
8, 20

03

Drug Coated Stents 
Approved to Keep Diseased Arteries Open 

LongerThe Kight-Ridder Tribune 
Business News: Apr 25 
2003

New Drugs Get Heftier Price Tag: $897MBoston Business Journal: May 13, 2003

Life Sciences Headlines
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Industry TransformationIndustry TransformationIndustry Transformation

“We find ourselves on the cusp of an opportunity that 
will not only redefine us as a company, but that also 

promises to redefine an entire industry.”
- Pete Nicholas, Chairman and Jim Tobin, CEO of Boston Scientific Corporation

“We find ourselves on the cusp of an opportunity that 
will not only redefine us as a company, but that also 

promises to redefine an entire industry.”
- Pete Nicholas, Chairman and Jim Tobin, CEO of Boston Scientific Corporation

Meyer, Christopher and Stan Davis. It’s Alive. NY, NY: Crown Business, 2003.
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Exploring and Inventing 
the Pattern

• Entrepreneurial
• Divergent
• Inventive
• Creative
• Exploratory

PHASE 1

TIMETIME
Adapted from Land, George, Dr. Breakpoint and Beyond. Leadership, 2000.

Business Transformation

SCIENCE
• Heavy science orientation typically 

from founders and a few key 
scientists

• Creatively inventing science based 
cures

• Continuous exploration
• Learn and change

BUSINESS
• Minimal management resources
• Access necessary capital
• Control and manage spending



Exploring and Inventing 
the Pattern

• Management
• Duplication
• Modification
• Improvement
• Commonality
• Likeness

SCIENCE
• Focus on extending the discovery 

science from Phase 1
• Add more scientists but focus is on 

improving / modifying the specific 
science

TIMETIME
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PHASE 2

Business Transformation

BUSINESS
• Begin to implement scalable 

processes and systems – QA, 
Manufacturing, Controls

• Manufacturing
• Access additional capital
• Develop  marketing and sales 

capability

Adapted from Land, George, Dr. Breakpoint and Beyond. Leadership, 2000.
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Business Transformation
PHASE 3

SCIENCE
• Continue improvement of 

existing products
• Simultaneously create a 

culture / environment for 
new discoveries

• Outsourcing is common 
• Cultures clash

BUSINESS
• Need to allocate resources for 

creative science development – not 
as tangible as processes in phase 2

• Introduction to Failure Tolerant 
Perspective

Integrating the New 
and the Different

• Shared Leadership / Vision
• Divergence & Innovation
• Sharing & Integrating 

Differences
• Partnering

Adapted from Land, George, Dr. Breakpoint and Beyond. Leadership, 2000.



A new 1st phase 
that reinvents 

the pattern
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THE
BIFURCATION

Business Transformation

Adapted from Land, George, Dr. Breakpoint and Beyond. Leadership, 2000.
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Balancing Business and Science
BUSINESS 

CHALLENGES
ACCESS TO 
FINANCIAL 
CAPITAL
Pricing
Reimbursement
Profitability
Pipeline Management
Burn Rate
Market Size and 
Penetration 
Process Excellence
Market Needs
MAKING A 
DIFFERENCE

SCIENCE 
CHALLENGES

ACCESS TO 
HUMAN CAPITAL
Genomics
Science Discovery
Reliable 
Development and 
Delivery
Pipeline
Access to Resources
Resilience
Curing Disease
MAKING A 
DIFFERENCE
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Culture – Critical to Establishing the Balance 

Long Term 
Research Projects

Long Term 
Research Projects

Short Term 
Business Results

Short Term 
Business Results

Maintaining a 
Failure-Tolerant Culture

Maintaining a 
Failure-Tolerant Culture

Accountability for 
Delivering Results
Accountability for 
Delivering Results

How Do Organizations Maintain the Right Balance?How Do Organizations Maintain the Right Balance?



Networked Organizations

“The networked organizational culture best 
suited to the computer industry is equally well 

suited to biotech.” - Mass Biotech Report

“The networked organizational culture best 
suited to the computer industry is equally well 

suited to biotech.” - Mass Biotech Report

Why are networks such an important 
consideration for Life Science companies?

Why are networks such an important 
consideration for Life Science companies?
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Networked OrganizationNetworked Organization

Core Network Extended Network
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Challenges of Working in Networks

• Who is accountable for the output of the 
Network?

• How do you improve Network performance?

• How do you determine where the bottlenecks 
and breakdowns are? 

• How do you fix them?

• Who is accountable for the output of the 
Network?

• How do you improve Network performance?

• How do you determine where the bottlenecks 
and breakdowns are? 

• How do you fix them?



You

Core Network Extended Network

Assessing Your Network

What is the output of this network?
How would you measure it – quantitatively?
How would you improve the output by 30%

What is the output of this network?
How would you measure it – quantitatively?
How would you improve the output by 30%



Collaborative Value Chain
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Collaborative Value Chain
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Development     
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Collaboration Assessment

Focus only on 
individual contribution

Focus on the end 
result 

Protective Sharing 

Threatened, 
Suspicious Trusting 

Secretive Transparent

Difficult to Work With Easy to Work With 

How would you assess your own organization?

How would you assess your partner?

How would you assess your own organization?

How would you assess your partner?

-5 +5



Getting Started

• Use the BBS Model to assess your Life Sciences 
Organization 

• Align key cross-functional and global executives by:
– Educating on Balancing Business and Science
– Positioning yourself on the business transformation curve
– Linking strategies and tactics to achieve short- and long-term 

scientific and business results

• Perform network and collaboration assessments

• Use the BBS Model to assess your Life Sciences 
Organization 

• Align key cross-functional and global executives by:
– Educating on Balancing Business and Science
– Positioning yourself on the business transformation curve
– Linking strategies and tactics to achieve short- and long-term 

scientific and business results

• Perform network and collaboration assessments
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