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COURSE DESCRIPTION AND GOALS
Biotechnology started as a science, referring to the use of living cells as factories to produce protein
through manipulation of genes. Yet today, biotechnology refers to an industry, with the top companies in
the sector exceeding some of the major pharmaceutical companies in market capitalization. No longer
are biotechnology companies constrained to using recombinant DNA technology alone, as the moniker is
assigned today to any small company engaged in any life sciences-related research directed toward
developing a commercial product, using any scientific means. Belonging to the sector usually also
implies a culture – small, nimble, visionary but practical, cash constrained but willing to risk it all. While
some of the above characteristics are more idealized than real, it is certainly the case that, while the key
factors for success in a development stage company include the very same scientific, analytic, and/or
managerial talents that reside in “big pharma”, the context is different, requiring the organization to
incorporate some additional skills to ensure survival, and non-traditional systems to support success.
These systems are meant to reconcile the long product development cycles inherent to the industry with
the shorter “survival index” supported by the available cash. In pharma in general, the long Product R&D
cycles may minimize the rigor behind decision-making, since there is a long time lag between the action
taken, and its ultimate impact. Moreover, paradoxically, there is a “comfort” to operating at a significant
loss for many years, spending hundreds of millions of dollars of investors’ money, relieving the incentive
to generate incremental revenue or savings that seem insignificant relative to the scale of the investment
and the size of the opportunity. Finally, the need to constantly raise money sometimes favors promotion
over analysis, and short-term impact on share price, rather than long-term creation of value.
We are going to try to avoid all of those traps, mindful that there is less margin for error built into the
“biotech” business model. But we will superimpose a whole other set of considerations that make the
industry different from just a smaller version of “big pharma”. Your ability to think across functions will be
critical, as will your flexibility and ability to adapt the plan to changing circumstances. Finally, your own
personal style will be more prominently displayed while swimming for survival in a small glass fish bowl,
sharing the space with the occasional piranha.
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COURSE FORMAT
My goal for the course is not to make you experts on the facts and figures of the industry. Instead, the
goal is to teach you to identify issues, practice how to analyze and solve them, and then implement your
solution from the perspective of a senior manager in a biotechnology enterprise. Most of the course will
not be on starting a biotechnology company, but rather on running one. Therefore, the format will be
primarily discussion rather than lecture, anchored around case studies of real situations faced by
companies similar to those that you will (hopefully) found and/or join. Within the course, you will be
exposed to all of the important functional areas: discovery, development, manufacturing, marketing, and
sales. In addition, the more global topics of strategy, financing (including corporate deals), intellectual
property, bioethics, and organizational behavior, will be addressed.
Our sessions are a three hours long but we have relatively few given the breadth of information to be
covered, resulting in some compromises in course content. For example, while there will be some
readings assigned and classroom discussion about medical devices and diagnostics, the major focus will
be on pharmaceutical applications, as they tend to be more complex. However, there will be a full session
dedicated to diagnostics, reviewing a case about Personalized Medicine in light of the increasing attention
given to this field by drug developers and regulatory agencies. In additions, there will be a single medical
device case which will provide a framework for comparing and contrasting drugs vs. devices from a
clinical, regulatory, and reimbursement perspective. To minimize the need for starting from scratch with
each case analysis, I have tried to carry companies and/or markets across multiple topics. For example, I
have written three cases about my most recent company, Cypress Bioscience, Inc. – one covering clinical
development, the second dealing with negotiating corporate deals, and the last with private and public
financing. Given the length of each class, I will intersperse some alternative formats to maintain your
interest, while saving my voice. One of these alternative formats, to be used frequently, will be our
switching roles, with one or more of you taking on leadership of the class discussion. Other days may
include team exercises, and/or videos. We will also have a guest at every session (except the first),
typically a life science entrepreneur from the greater NYU community, so that you can hear from those
that have successfully put the theory into practice. Many of the participating guests are already listed in
the syllabus by session.

HOMEWORK AND GRADING
By way of philosophy, I come into the course with very high expectations of what each of you is capable
of achieving, and will do my best to push you to realize that potential. As a result, the first session or two
can be a little awkward, as we search to find a happy medium between what is possible and what is
realistic. Based on past experience, the process, although perhaps frustrating in the very short term,
yields large benefits, as we work together to tailor the rest of the quarter to meet the needs of the class as
a whole, and of the individuals therein. My advice: hang in there, and provide me with feedback in realtime as to what works best, since the faster I know, the faster I can adjust.
A large component of your grade (50%) will be driven by the quality of your classroom participation.
Please be sure to read and prepare the assigned cases to the best of your abilities. Depending on how
many students we end up with in the class, I might suggest that you break up into teams so that the team
members can work together to prepare the assigned case for the week.
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The cases are listed below, and are all to be found on a “Course Pack” from Harvard Business
School Publishing. To access the Course Pack use the following link:
https://cb.hbsp.harvard.edu/cbmp/access/31888380.
When you open the course pack, you will find the cases listed in order, along with some additional
required and optional readings for each session. You will also find the list of readings in the
syllabus below, with those that are required highlighted in bold. You may also find a few articles
listed that are not included in the Course pack, which can be accessed through the NYU library.
Use of most of the readings requires a small fee, which you will be able to pay on the Harvard
Business School site.

Remember, you are in the role of the CEO (or other key executive) in each case. You will be
expected to have analyzed the situation, identified the key issues, and formulated a plan to
address them. I am not looking for general platitudes by way of response. I want to hear the
details of your analysis and the specifics of your plan. Perhaps different from the direction given to
you in other classes, you are to strive to fully understand all of the available options, the trade-offs
between the various solutions, and the implementation needs of the one that you choose. Do not
confine yourself to the information included in the cases or the associated readings. You are
encouraged to bring as much information as you can to each analysis, from other literature that
you identify, company websites and/or public filings, or from discussion with those with relevant
first-hand experience. Also, while the cases are meant to be analyzed, the readings are meant to be
read, not studied or memorized. You will be evaluated based on your demonstrated problem-solving
abilities, rather than on mastery of information. Consistent with this philosophy, no exams are
planned.
The course will have a focus only on the Life Sciences industry. As the first few sessions introduce you to
basic industry structure and strategy, each team will be asked to build an Excel spreadsheet of a “typical”
pharmaceutical company P&L, and an “average” pharmaceutical product P&L. You will be provided with
more detail when we meet.
In addition, all of you will be active participants in the two-part corporate partnering session (in which you
will play the principals in a mock negotiation), For these exercises, we will merge whatever number teams
that are formed into three. More details on the assignments for these sessions will follow. While, in
general, your preparation for each session will be self-guided, you will be required to build a financial
model (Excel) in preparation for the mock corporate partner negotiation session (case of “Cypress
Bioscience, Inc. B: Finding Milnacipran’s Mate”). All of the above activities will be factored into the class
participation component of your grade.
Since there are so few sessions, you must attend them all! If for some significant and unavoidable
reason you must miss a class, please let me know in advance.
The remaining 50% of your grade will be based on a short paper to be submitted by our last session. The
goal of this exercise is to have you apply what you have learned to the analysis of a local company. You
choose the company, but it should be one with which you have no more than a passing familiarity. This is
an exercise to be completed as an individual rather than as part of a team. Each of you needs to choose
a different company. There will be a sign-up sheet at which you can “stake your claim.” Your task is to
learn about the company from publicly available information). Your paper should include some company
background (for my sake), but that piece need not be authored by you. You may use, for example, the
executive summary from the company’s press kit, the business section from one of their public filings, or
an analyst report initiating coverage on the company, that you will attach to your paper when you hand it
in (preferably by e-mail). Your assignment is to identify a key issues faced by the company, based on
what you have learned during the course. This issue should not be generic, but rather raised within the
context of the company’s unique character – its technology, its people, its market, its investors, and the
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like. Moreover, it may very well be issues that are different from those highlighted by the company within
their public filings. After identifying the issue, I would like you to provide an analysis based on what you
have learned in the course: Describe how the company has addressed the issue (if at all), along with a
critique of their plan or actions: Do you agree with their approach to addressing this key challenge? Do
you view the challenge and its solution differently than does the company? What action(s) do you think
that the company should take to further analyze and/or overcome the challenge? The paper should run
3-5 pages, excluding the company background information. We will discuss this assignment further when
we meet in person.

GENERAL BACKGROUND READING
BOOKS:
Recommended Text: Pisano, Gary. Science Business. Harvard Business School Press (2006).
This book by an HBS professor is the closest to a “textbook” for the course. While there will be no
formal reading assignments from the book, I strongly recommend your reading it from cover to
cover.
Bazell, Robert. Her-2: The Making of Herceptin, a Revolutionary Treatment for Breast Cancer. Random
House (1998).
The story of the first drug based on the new paradigm of “pharmaco-genomics”, providing insight on how
Genentech became a market leader in cancer by being the scientific innovator.
Binder, Gordon and Philip Bashe. Science Lessons: What the Business of Biotech Taught Me About
Management. Harvard Business School Press (2008).
The former CEO of Amgen provides an insider’s account of the history of the most successful
biotechnology company to date.
Campbell, John J. Understanding Pharma: A Primer on How Pharmaceutical Companies Really Work.
Pharmaceutical Institute (2005).
A well-known industry consultant explains its workings.
Keegan, Karl. Biotechnology Valuation: An Introductory Guide. Wiley (2009).
For those of you with aspirations to work on Wall Street covering life sciences companies, this is a handy
primer to the complex problem of trying to value biotechnology companies – especially early stage ones.
Robbins-Roth, Cynthia. From Alchemy to IPO: The Business of Biotechnology. Perseus Books Group
(May 15, 2000).
This book is similar to the Campbell reference above, but more specific to the small company
biotechnology setting.
Werth, Barry. The Billion Dollar Molecule: One Company's Quest for the Perfect Drug. Simon & Schuster
(1995).
This is probably the best general interest book ever written about biotech. The book follows a company,
Vertex Pharmaceuticals, from its inception through its “growing pains”, and ultimately to its success. Like
a good thriller, it has it all – good guys versus bad guys, heart-stopping action, and pathos. Enjoy!
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Below you will find a list of the planned sessions and dates. Do not be surprised if there are some
changes along the way. In such case you will be notified with enough time in advance to prepare
the appropriate assignment.

January 9, 2015: STRATEGY AND BUSINESS MODELS
During this first session, we will discuss the biotechnology industry’s structure and strategies, in the form
of examination of various business models – their rationale and sustainability. The session will also
stress the economics of the industry as a whole, as well as of individual functions therein. To accomplish
this goal, we will use two cases:
• one a recently written case about MorphoSys, a Germany based antibody company which must
weigh the trade-offs of running their business as a “technology” business versus as a “product”
business, with the concomitant tradeoffs of risk versus return; and,
• a case about an earlier stage venture, Intellikine, and its “ build to sell” strategy.
No need to worry for this first class about presenting; I will run the class for this session to give
you a sense of how we go about analyzing and discussing cases. However, I do need you to read
and prepare the two cases in advance.
CASES:
Pisano, Gary P., Ryan Johnson, and Carin-Isabel Knoop. “MorphoSys AG: The Evolution of a
Biotechnology Business Model.” Harvard Business School, 9-611-046 (March 17, 2011): 1-17.
Lasky, Larry and Victoria Chang. “Intellikine: Build-to-Sell in Biotech”. Berkeley-Haas Case Series
B5763 (February 1, 2013).

ARTICLES:
Bradley, Stephen P. and James Weber. “The Pharmaceutical Industry: Challenges in the New Century.”
Harvard Business School, #9-703-489 (rev. April 2, 2004): 1-32.
DiMasi, Joseph A. and Henry G. Grabowski. “The Cost of Biopharmaceutical R&D: Is Biotech Different?”
Managerial and Decision Economics, 28:469-479 (2007).
DiMasi, Joseph A., Ronald W. Hansen and Henry G. Grabowski. "The Price of Innovation: New Estimates
of Drug Development Costs." Journal of Health Economics, vol. 22, no. 2 (March 2003): 151–185.
Donlon, Barnaby S. “Strategy Execution in the Pharmaceutical and Life Sciences Industries”
Strategy Execution in the Pharmaceutical and Life Sciences Industries Harvard Business School
B1007C.
Grabowski, Henry, John Vernon, and Joseph A. DiMasi. “Returns on Research and Development for
1990s New Drug Introductions.” Pharmacoeconomics, vol. 20, no. 15, Suppl. 3 (2002): 11-29.
Kuratko, Donald F and Travis J Brown. “Emerging Life Science Ventures: The Quest for
Legitimacy”. Harvard Business School BH381.

Pisano, Gary P. “Can Science Be A Business?” Harvard Business Review R0610H.
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January 16, 2015: DRUG DISCOVERY
During this session, we will focus on options available to companies to generate a strong pipeline of novel
drug candidates. The focus will be strategic, organizational, and operational, rather than technical. The
first case (Wyeth) focuses on internal project prioritization while the second (Merck) raises the question of
the efficiency of internal work versus accessing resources from outside of the company.
CASES:
Huckman, Wayne, Gary P. Pisano, and Mark Rennella. “Wyeth Pharmaceuticals: Spurring
Scientific Creativity with Metrics.” Harvard Business School, 9-607-008 (April 6, 2010): 1-25.
How does a company increase research productivity? Can an intrinsically creative process be
managed with metrics? A major pharmaceutical company, Wyeth (now part of Pfizer) gives it a
try.
Horbaczewski, Alicia and Frank Rothaermel. “Merck (in 2009): Open for Innovation”. McGraw Hill
Education MH0009. Merck needs to decide on the right balance of internal R&D versus external
collaboration to optimize productivity.
NOTES:
Pisano, Gary P., Stephanie Oestreich, Clarissa Ceruti. “The Life Sciences Revolution: A Technical
Primer.” Harvard Business School, #9-602-118 (rev. August 6, 2002): 1-15.
A background piece on the science underlying biotechnology.
Yoffie, David B., Dharmesh M. Mehta, and Rachel T. Sha. “Note on the Convergence Between
Genomics & Information Technology.” Harvard Business Review, #9-705-500 (June 15, 2005): 1-32.
ARTICLES:
Douglas, Frank L., V.K. Narayanan, Lesa Mitchell, and Robert E. Litan. “The Case for Entrepreneurship in
R&D in the Pharmaceutical Industry.” Nature Reviews Drug Discovery 9:683 – 689 (2010).
Paul, Steven M., Daniel S. Mytelka, Christopher T. Dunwiddie, Charles C. Persinger, Bernard H. Munos,
Stacy R. Lindborg, and Aaron L. Schacht. “How to Improve R&D Productivity: The Pharmaceutical
Industry’s Grand Challenge.” Nature Reviews Drug Discovery 9:203-214 (2010).
Stoughton, Roland B., and Stephen H. Fried. “How Molecular Profiling Could Revolutionize Drug
Discovery”. Nature Reviews Drug Discovery, vol.4 (April 2005): 345-350.

INVITED GUEST: Mark Merrill, Principal – Griffin Securities
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January 23, 2015: DRUG DEVELOPMENT
During this part of the session, we will discuss the clinical and regulatory processes. To those trained as
scientists, clinical development seems so simple, yet it is the most complex, risky, and expensive part of
the business. In this area, the company must make tradeoffs between rigor and practicality, in a process
that is ultimately responsible for whether a company will succeed or fail. In development, outstanding
execution is necessary but not sufficient for success. Strategic and tactical planning (in advance) is what
separates the winners from the losers.
CASE:
Kranzler, Jay. “Cypress Bioscience, Inc. (A): Finding Fibromyalgia.” (July 25, 2005).
A description of how a company took advantage of the inherent complexity of drug development
to establish a competitive position.
NOTES:
Daemmrich, Arthur A. “A Managerial Perspective on Clinical Trials.” Harvard Business School 9709-033 (2009).
Emmons, Willis, Jeremiah O'Regan, and Monica Brand. “Note on Pharmaceutical Industry
Regulation.” Harvard Business School, #9-792-002 (rev. August 11, 1994): 1-25.
Thomke, Stefan and Ashok Nimgade. “Note on New Drug Development in the United States.”
Harvard Business School, #9-698-028 (rev. October 1, 1998):1-7.
DiMasi, Joseph A., Ronald W. Hansen, and Henry G. Grabowski. "The Price of Innovation: New
Estimates of Drug Development Costs." Journal of Health Economics, vol. 22 (March 2003): 151-185.

INVITED GUESTS:

Philip Band, CEO – Cytodel
Steve Isaacman, Ph.D., Founder & CEO, Nanometics LLC
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January 30, 2015: INTELLECTUAL PROPERTY
Today, you will be introduced to both legal and business elements of intellectual property (IP), and how
company operations and strategy need to take IP into account. We will use the case of DiagnoFirst,
which highlights the issue of whether genes are patentable, and its business implications.
CASES:
Pozen, Robert C and Rukmini Balu. “The DiagnoFirst Opportunity”.
Hamermesh, Richard G, David Kiron, and Phillip Andrews. “Gene Patents (A)”. Harvard Business
School 811089.
Hamermesh, Richard G and Phillip Andrews. “Gene Patents (B)”. Harvard Business School
812130.
ARTICLES:
Abramowicz, Michael. “Orphan Business Models: Toward a New Form of Intellectual Property.” Harvard
Law Review 124:1362 (2011).
Conley, J. and Orozco, D. “Technical Note: Innovation and Invention--A Patent Guide for Inventors
and Managers” Harvard Business School, Aug 01, 2007
Dolgin, Elie. “Big Pharma Moves from Blockbusters to Niche Busters.” Nature Medicine.16:837 (2010).
Grabowski, Henry G. and Margaret Kyle. “ Generic Competition and Market Exclusivity Periods in
Pharmaceuticals.” Managerial and Decision Economics, 28: 491-502 (2007).
Glass, Gregory. “Authorized Generics”. Nature Reviews Drug Discovery, vol.4, no. 12 (December
2005):953-954.

INVITED GUEST: Michael Kasdan – Partner, Wiggin and Dana
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February 6, 2015: MANUFACTURING
Unlike in other industries, where manufacturing is all about lowering cost of goods, manufacturing plays a
more strategic role in the pharmaceutical industry. It is the key element used by regulators to define and
approve classic biotechnology products (biologics), and also is critical to establishing barriers to entry of
others.
CASE:
Pisano, Gary P. "Nucleon, Inc." Harvard Business School, #9-692-041 (rev. April 14, 1994): 1-16.
A company faces a classic “make versus buy” decision.
INVITED GUEST: Dr. Bruce Cronstein, Director of the Clinical and Translational Science Unit, NYU
Medical Center
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DEALS: PARTNERSHIPS AND FINANCINGS
It takes years for most biotechnology companies to become profitable. It takes hundreds of millions of
dollars of investment to get a company to that point. In this session, we will assume that the technology
and/or product is financable. Yet, even though money may be available to a company, knowing when
and how to collect it is a key decision for management. Today, we will discuss a common vehicle for
raising money: corporate partnerships.

February 13 and 20, 2015: CORPORATE PARTNERING
This ”hands-on” experience will be a 2-part session, as you will prepare for and participate in negotiating
a corporate deal between four different parties, with different goals and conflicting needs.
CASE:
Kranzler, Jay. “Cypress Bioscience, Inc. (B): Finding Milnacipran’s Mate.” (July 30, 2005).
This case will serve as the basis for a mock negotiation, complicated by the typical need for a
biotech company to renegotiate old agreements to form new ones.
NOTE::Hamermesh, Richard and Robert F. Higgins. “Note on Biotech Business Development.”
HarvardBusiness School 9-807-032 (2007).
INVITED GUESTS: Gordon Beck, VP – Business Development at AuraSense Therapeutics (2/13)
and Frank Rimalovski, Director, NYU Entrepreneurial Institute (2/20)
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February 27, 2015: FINANCINGS
Today, we will discuss the most common vehicles for raising money: private or public financings
VC’s, PIPE’s, IPO’s, Convert’s, Corporate deals – What to do?
CASES:
Kranzler, Jay. “Cypress Bioscience, Inc. (C): Funding the Future.” (August 2, 2005).
This case is all about the “who, what, where, when, how, and why” of raising money for an
established biotechnology company.
Parker, George G.C., Rami Chalduri, and David Singer. “Affymax, N.V.: An Initial Offering.” Stanford
Graduate School of Business, #F-246 (May 1996), via Harvard Business School.
Describes the mechanics of going public.

ARTICLES:
Carden, Carol W, Travis Chamberlain, and John W Hill. “The Brave New World of Valuing Life
Sciences and Healthcare Enterprises”. Harvard Business Review BH379.
INVITED GUEST: : Dr. Seth Orlow, Professor & Chair of Dermatology, NYU Medical Center, and
Senior Advisor, Pharus Advisors; Former Co-Founder, Anaderm and Former Partner. Easton
Capital Ptrs
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March 6, 2015: SALES & MARKETING
If you love scandals, then this is the session that you have been waiting for! Pharmaceutical sales reps
do not sell; they educate. Yet, lately, the press has vocally portrayed the industry’s sale techniques as
having undue influence on the prescribing habits of physicians. Are the cynics correct? If so, is it truly a
problem?
CASE:
Moon, Youngme, and Kerry Herman. “Marketing Antidepressants: Prozac® and Paxil®.” Harvard
Business School, #9-502-055 (May 14, 2002): 1-27.
The anti-depressant market grew from a small “niche”, to its position today as the largest
category in all of pharmaceuticals. This case will give us a chance to discuss how science and
marketing came together to effect that transformation, and how the two continue to be used today
to differentiate one anti-depressant from another.
NOTE:
Herzlinger, Regina E, Selin Gunal Tyler, and Charles C Huang. Social Media in Health Care Harvard
Business School 311093.

INVITED GUEST: Jen van der Meer, Co-founder of Databetik
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March 13, 2015: PRICING: The Interface of Economic Analysis, Public Policy, and
Bio-ethics
Our prior sessions on sales and marketing and intellectual property provide a natural segue into a
discussion of the inter-related topics of pricing and reimbursement, which, in turn, requires an analysis of
the economic value of the product, tempered by a consideration of the ethical issues around access to
care. While focusing on pricing, this session will also serve as an introduction toward the much broader
fields of health policy and bioethics. Because of the breadth of today’s subject, we will be using two
different cases – Metabical, to provide a little more practice on the process of modeling and analysis, and
Gilead, to provide a more strategic perspective on pricing.
CASES:
Quelch, John A. and Heather Beckham. “Metabical: Pricing, Packaging, and Demand Forecasting
for a New Weight Loss Drug.” Harvard Business School 4183 (2010).
Leslie, Sara Gaviser and Robert Chess. “Gilead: Launching Truvada in Europe.” Stanford
Graduate School of Business Case OIT-94 (2009).

NOTES:
Harvard Business School. “Pricing It Right: Strategies, Applications, and Pitfalls.” excerpted
from Marketer’s Toolkit: The 10 Strategies You Need to Succeed. Harvard Business School Press (2006).
Herzlinger, Regina E., and Thomas Nagle. “Note on Managed Care Reimbursement of Health
Care Providers: Case-Based, Per Diem, and Capitation Payments”. Harvard Business School
194141.
Sucher, Sandra J. “”Four Principles of Biomedical Ethics: Definitions and Examples” Harvard Business
School 603079.
INVITED GUEST: TBD:
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March 20, 2015: PERSONALIZED MEDICINE
Today we will consider Genomic Health, one of the hottest companies in the “personalized medicine”
space, to gain an understanding of the historical differences between the diagnostics and therapeutics
industries, and to learn of the convergence now underway.

CASES:
Zenios, S., R. Chess, and L. Denend. “Genomic Health: Launching a Paradigm Shift… and an
innovative new test.” Harvard Business School, OIT49, Feb 14, 2006.
Hamermesh, Richard G and Norman C Selby. “Companion Diagnostics: Uncertainties for Approval
and Reimbursement”. Harvard Business School 813037.
NOTE:
Hertzlinger, Regina E and Jason Sanders. “Background on the Technology of Molecular Diagnostics”.
Harvard Business School 309050.

ARTICLE:
Aspinall, M. G. and Hamermesh, R. G. “Realizing the Promise of Personalized Medicine” Harvard
Business School, R0710F, Oct 01, 2007
INVITED GUEST: Dan Malamud, Professor of Dentistry, NYU, and Founder of TB Bioscience
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March 27, 2015: MEDICAL DEVICES
We will close with a case on medical devices to compare and contrast with our therapeutics, such as
drugs.
CASES:
Hamermesh, Richard G and Lauren Barley. “Novasys Medical”. Harvard Business School 810027.

NOTE:
Teisberg, Elizabeth Olmstead and James Leonard. “Note on the FDA Review Process for Medical
Devices”. Harvard Business School.

INVITED GUEST: Andre Fenton, Professor Center for Neural Science, NYU and Co-Founder of
BioSignal
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GENERAL SOURCES
Journals:
- BIOLAW & Business; http://www.biolawbusiness.com.
- Biotechnology Law Report; http://www.liebertpub.com/publication.
- Nature Biotechnology; http://www.nature.com/nbt (especially the BioEntrepreneur column).
- Nature Reviews Drug Discovery; http://www.nature.com/nrd.
- New England Journal of Medicine; http://content.nejm.org (the most prestigious general medical
journal, with frequent articles on policy issues).
- Journal of Commercial Biotechnology; http://www.henrystewart.com/publications.
Trade Publications:
- BioCentury; http://www.biocentury.com (daily news, and weekly feature articles with strategic
bent).
- BioWorld; http://www.bioworld.com (daily news).
- Chemical and Engineering News; http://pubs.acs.org/cen.
- In Vivo: The Business and Medicine Report; http://archive.windhover.com (the most sophisticated
of all of the trade publications, with feature articles only, backed by detailed analysis).
- Medical Technology Stock Letter; http://www.bioinvest.com/FrontEnd. (biotechnology stockpicking advice by one of the best in the business)
- Modern Drug Discovery; http://pubs.acs.org/journals/mdd.
- Signals; http://www.signalsmag.com (on-line magazine with more of a financial bent.
Edited by Recombinant Capital).
1. Free resources (of which there are not many) are noted in bold.
2. I will try to make sure that as many of the journals and books listed above as possible are
available (in some form) at the Library.
3. ALL ARE OPTIONAL!

Data Sources:
- Analyst Reports from Investment Banks (only available to account holders)
- Biospace; http://www.biospace.com.
- Burrill & Company Annual Reports on Life Sciences; http://www.burrillandco.com.
- Ernst & Young Annual Reports on Life Sciences; http://www.ey.com (free to clients).
- Evelexa (advice for bioentrepreneurs); www.evelexa.com.
- IMS; http://www.IMShealth.com (the best source for data on markets).
- Medscape; http://www.medscape.com (general reviews and on-line continuing education on
various medical topics, organized by specialty).
- Pharmaprojects; http://www.pjpubs.com/pharmaprojects (lists status of all drugs in R&D).
- Recombinant Capital; http://www.recap.com (great data source on corporate deals. Some of the
data is free).
- Think Pharm; http://www.thinkpharm.com (focuses on providing patent expiration dates).
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Books:
-

-

Biotech Industry: A Global, Economic, and Financing Overview. Bryan Bergeron and Paul Chan.
Wiley (January 23, 2004).
Biotech Investing: Every Investor’s Guide. Jim McCamant. Perseus Publishing (May 2002).
Building Biotechnology: Starting, Managing, and Understanding Biotechnology Companies. Yali
Friedman. thinkBiotech LLC (2004).
The Business of Healthcare Innovation. Ed. Lawton Robert Burns. Cambridge University Press
(2005).
The Coming Biotech Age: The Business Of Bio-Materials. Richard W. Oliver. McGraw-Hill (2000).
The Golden Helix: Inside Biotech Ventures. Arthur Kornberg. University Science Books (1995).
Kellogg on Biotechnology. Alicia Loffler. Northwestern University Press (2005).
Multinational Pharmaceutical Companies: Principles and Practices. Bert Spilker. Lippincott
Williams & Wilkins; 2nd edition (January 15, 1994). Everything you always wanted to know about
the pharmaceutical industry.
Redefining Healthcare. Michael E. Porter and Elizabeth Olmsted Teisberg. Harvard Business
School Press (2006).
Startup to IPO: How to Build and Finance a Technology Company. Donald H Macadam. Xlibris
(February 2, 2004).
US Biotechnology VC Directory. BioAbility, LLC. BioWorld Publishing Group (2003).
Your Money or Your Life: Strong Medicine for America’s Health Care System. David M. Cutler.
Oxford University Press (January 7, 2005).

Government / Industry Sites:
- BIO – Biotechnology Industry Organization; http://www.bio.org (national biotechnology industry
trade organization).
- BIOCOM; http://www.biocom.org (California regional biotechnology industry trade organization).
- FDA; http://www.fda.gov.
- PhRMA.org; http://www.phrma.org (pharmaceutical industry trade organization).
- PubMed (Medline); http://www.ncbi.nlm.nih.gov (to search within the scientific/medical literature).
- US Patent Office; http://www.uspto.gov.
- US Department of Commerce; http://www.commerce.gov (periodically publishes reports on the
biotechnology industry).
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