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About Global Partners, Inc.

Global Partners, Inc. is an international
consulting firm dedicated to helping Life
Sciences companies grow their global
businesses.

Our highly customized research, consulting
and management development programs
are focused on enabling our customers to

achieve their most important business
results on a global scale.

Copyright © 2003, Global Partners, Inc. One Liberty Square, Boston, MA 02109-4825




Global Partnerslinc.

Eric Kawashima

Head of Global Discovery
Operations

Serono

Paul Broude
Epstein Becker & Green, P.C.

Robert Hargadon

Vice President Human
Resources International

Boston Scientific

Thomas Boehm

Techno Venture
Management




Global Partnerslinc.

Industry Leaders

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’

Boston
Scientific

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
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Life Sciences Industry

EXHIBIT 14: THE LIFE-SCIENCES ECONOMIC CLUSTER

HEALTH CARE
Hospitals
Prowiders

Payers
HMO5

Public health orgs.

Patients

PUBLIC
INSTITUTIONS
state officials
Local officials
Quasi-publics
Public agendies
Community-based orgs.

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

BIOTECH
Human therapeutics
Adqriculiural iotech

Marine biotech
Environmental biotech
Pharmaceuticals
Magnostics
Hiodevices

BASIC RESEARCH
Academic research labs
Academic medical centers

FUNDING ENTITIES
Government grants
Venture capital firmes
Financial institutions

SPECIALIZED
SUPFPLIERS
Lab/bio supplies & equip.
Platform & tooks companies
Contract manufacturing
Bioanformatics
LR

OTHER SERVICES
Lawy firms
HReal estate
IT firrns
Accountants
Canstruction
Medical devices

EDUCATION
Universities
Commumnity colleges
K-12 schoals
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Life Sciences Headlines
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Today’s Discussion

. An Industry in Transformation

Balancing Business and Science
Culture — Critical to Establishing the Balance

Communication — Networking across the Organization
and Industry

Collaboration — The Core Competency for Life Sciences
Companies
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Industry 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

Economic
Value
Added Q2 Technology

(Growth)

(Gestation)

1850s

Meyer, Christopher and Stan Davis. It's Alive. NY, NY: Crown Business, 2003.
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GROWTH

Business Transformation

PHASE 1

SCIENCE

Heavy science orientation typically
from founders and a few key
scientists

Creatively inventing science based
cures

Continuous exploration

Learn and change

Exploring and Inventing
the Pattern

Entrepreneurial
Divergent
Inventive
Creative
Exploratory

BUSINESS

* Minimal management resources
» Access necessary capital
» Control and manage spending

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

PHASE 2 Exploring and Inventing
the Pattern

SCIENCE MEEGEmEN.
. : Duplication
Focus on extending the discovery e
: Modification
science from Phase 1 Improvement
Add more scientists but focus is on

improving / modifying the specific Eiirgr:g:;‘a“ty
science

BUSINESS

Begin to implement scalable
processes and systems — QA,
Manufacturing, Controls
Manufacturing

Access additional capital
Develop marketing and sales
capability

GROWTH

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

PHASE 3
SCIENCE

Continue improvement of

existing products

Simultaneously create a

culture / environment for :

new discoveries Integrating the New
Outsourcing is common and the Different

Cultures clash . .
Shared Leadership / Vision

Divergence & Innovation
Sharing & Integrating
Differences

Partnering

BUSINESS

* Need to allocate resources for
creative science development — not
as tangible as processes in phase 2

 Introduction to Failure Tolerant
Perspective

GROWTH

Adapted from Land, George, Dr. Breakpoint and Beyond. Leadership, 2000.
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Business Transformation
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A new 1st phase
that reinvents
the pattern

GROWTH

Adapted from Land, George, Dr. Breakpoint and Beyond. Leadership, 2000.
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Today’s Discussion

An Industry in Transformation

. Balancing Business and Science

Culture — Critical to Establishing the Balance

Communication — Networking across the Organization
and Industry

Collaboration — The Core Competency for Life Sciences
Companies
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Balancing Business and Science

v'Research
v'Discovery
v'Pre-Clinical
v'Clinical

v'"Medical Directors

Scientists

Stakeholders

Collaboration

Communication
(Networks)

Culture

v'Patients
v'Doctors
vInvestors
v'Collaborators

v'Executives
vFinance

v'Sales and Marketing
v'Manufacturing

Business

Processes

People

(Policies, Practices and Procedures)
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Balancing Business and Science

SCIENCE
CHALLENGES

vACCESS TO
HUMAN CAPITAL

v'Genomics
v'Science Discovery

v'Reliable
Development and
Delivery

v'Pipeline

v'Access to Resources Q
v'Resilience (’)\Q’
v'Curing Disease )

vMAKING A
DIFFERENCE

Stakeholders

Collaboration

Communication
(Networks)

Culture

Scientists §

Processes
(Policies, Practices and Procedures)

BUSINESS
CHALLENGES

vACCESS TO
FINANCIAL
CAPITAL

v'Pricing
v'Reimbursement

v Profitability

v'Pipeline Management
v'Burn Rate

v'Market Size and
Penetration

v'Process Excellence
v'Market Needs

v MAKING A
DIFFERENCE

Business
People
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Today’s Discussion

An Industry in Transformation

Balancing Business and Science

. Culture — Critical to Establishing
the Balance

Communication — Networking across the Organization
and Industry

Collaboration — The Core Competency for Life Sciences
Companies
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Culture — Critical to Establishing the Balance

Long Term Accountability for
Research Projects = Delivering Results

Maintaining a Short Term
Failure-Tolerant Culture Business Results

How Do Organizations Maintain the Right Balance?
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Networked Organizations

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

“The networked organizational culture best
suited to the computer industry is equally well
suited to biotech.” - mass Biotech Report
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Traditional Organizations

Stakeholder

Patients, MDs,
Groups

Hospitals

I Reimbursers Top
Management

Investment
Community

Shareholders

Regulatory

Approval —
PP Fililieal

Commlttees_ Project e .
Marketing =1 Pre Clinical

o & Group
Leaders

Finance

=1 Pharmacology

 Chemistry

Biology
Bioinformatics

Global Project Team
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Networked Organization

Core Network
R&D

Approval
Committee

HR

Marketing

Project
Leaders
(USA)

Legal/IP

Tech Support

Screeners

(France)

Extended Network

Project

(Eur,Asia
-t

Pharmacology

(France) Contract

|
Contract
Clinical
Trial
Screeners
(USA)
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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?
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Assessing Your Network

Core Network Extended Network

What is the output of this network?
How would you measure it — quantitatively?
How would you improve the output by 30%
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Collaborative Value Chain

External

RESEEIEN & Approval Manufacturin Ml et
Development PP J Sell

Universities Hospitals Suppliers Contract Sales
Hospitals Doctors Marketing
Contract Contract Partners

Research Clinical Licensees
Trials
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Collaborative Value Chain

Internal

Resaiel & Approval Manufacturin it &
Development PP J Sell

Discovery / R&D Pre clinical Production Sales

Clinical

Regulatory
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Collaboration Assessment

Focus only on Focus on the end
individual contribution 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?
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Getting Started

« Usethe 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

e Perform network and collaboration assessments
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