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Preface

Thomas Kern \ Managing Partner
VINC – The Capital of Life Sciences

Telma Lapa Costa \ President
Europharm SMC

The 2022 CEO Barometer provides invaluable insight into bio-
pharma industry outlooks after a year rife with challenges. Current
global affairs — namely the pandemic-turned-endemic, supply
chain issues, and energy crises — have caused ebbs and flows
across every sector leading us all onto unfamiliar ground. The
bio-pharma industry was remarkably quick to adapt, with not
only a steady stream of investing in 2021, but a strong desire to
continue feeding investor capital back into the market. With an
average Future Optimism Score of 3.7, business leaders are also
anticipating promising years to come. As we look ahead, the bio-
pharmaceutical industry is a great place to be, especially in SMEs.
There is a resounding enthusiasm for pursuing licensing, strategic
partnerships, and M & A, which will ultimately pave the way for a
more powerful market standing and countless opportunities for
growth.

The VINC European Small- and Mid-Market Bio-Pharma CEO Baro
meter is an ideal tool to monitor strategic key topics for pharmaceutical SMEs in Europe. Europharm SMC is pleased to collaborate
with VINC – The Capital of Life Sciences, one of its Supportive
Member Companies, to conduct this survey and report, especially
considering how imperative it is, given the current worldwide
economic crisis, to better understand our goals, threats, and
limitations. Globalization, networking, and working together are
key words for success, and I am confident that the results and
conclusions of this survey will contribute to overcoming challenges
and to achieving our common goals of improving pharmaceutical
SMEs’s competitiveness and their recognition as major stake
holders in the development of the global European economy.
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Executive Summary
Future Optimism Score 2022 – The VINC European Small- and
Mid-Market Bio-Pharma CEO Barometer was carried out as an
online survey in May and June 2022. Over 50 key decision makers
from midsize biopharma and pharma product as well as pharma
service companies1 participated this year, reflecting on the industry status and outlook and commenting on upcoming trends and
developments.

Future Optimism
Score (FOS) 2022
FOS

3.7
of 6

What is the Future
Optimism Score?

Bio-Pharma and pharma
services industry sentiment and outlook in one
single number.

The general industry sentiment is positive, with growing and
thriving companies, pharma service companies, and companies
in northern Europe remaining particularly “upbeat”. Driven by
such optimism and positive results, investments were key across
industry players: nearly half of midsize pharma companies invested
more than 10% of their revenues and almost every fifth company
invested greater than 20%. Increasing capability was the predominant incentive for pharma product companies, while service companies focused on enlarging their capacities. Going forward, more
than half of participants intend to increase their investment, with
relevant startups predicted to drive innovation.
External financing has proven vital – nearly two-thirds of all companies deem it essential for accelerated development – and without
it, growth is foreseen to be more difficult.

Key challenges are identified as supply chain issues, increasing
COGS (cost of goods sold), and price pressures. The fast-changing
market may lead to organizational issues, and the market demands
a focus on strategic business development. To stay competitive,
new products, product and process innovations, and an experienced and qualified staff will make the difference in the future.
These factors will also be critical for ensuring future financing and
investment.

1 Biopharma, pharma and biologics companies participated in the survey. We refer
to all of them whenever the term pharma companies is used in this report.
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Partnerships build organizational strength and global reach. It is
not surprising that companies – especially pharma product companies – seek partnerships for business development (60%) and
licensing (53%). Startups are the first choice for innovation partnerships. Large corporations offer product licensing for global market
expansion and many consider investing in startups. Even in these
challenging times, every company leader indicated an interest in
investing privately.

Startups are the first
choice for innovation
partnerships. Large
corporations offer product
licensing for a global
market expansion.

When it comes to geographic expansion, M & A is both the driving
force and the solution. Less than half of respondents reported
plans to divest assets, and only in their non-core business and for
mature products.
Successful succession is expected primarily via strategic partnerships, and its importance is predicted to increase in the future.
Above all, strong first- and second-level management are critical
for successful succession. Intra-family successions and MBO are not
seen as workable options.

Successful succession
is mainly seen through
strategic partnerships.

The general industry
sentiment has been
positive.

5

1\

Future of your Business

Survey responses suggest optimism in the pharma branch, but a
closer look reveals managers facing the same underlying issues
as other industries: an increase in COGS, disruption in the supply
chain, and a global increase in prices causing declining margins.
Meanwhile, increasing regulatory complexity is making it difficult
for managers to devote their attention to growth. The current challenge is matching a company’s organizational design to its growth
strategy.
6
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\ Future Optimism Score – FOS
Optimism correlates with growth and a northern latitude

Optimism increases proportionally with a company’s growth.
When a business experiences a decline, they report a more
pessimistic-to-balanced outlook. Conversely, growing companies
envision a bright future and realize an average future optimism
score of 4.4.

Average
Score

3.7

It comes as no surprise that a positive EBITDA 2021 margin (in % of
revenues) impacts the FOS value: Companies with an EBITDA 2021
margin above 5% recorded a future optimism score of 4.0.

of 6

Pharma leaders with the most positive outlook are located in Scandinavia (5!) and the UK (4.5), whereas Central Europe’s responses
were somewhat less favorable. Spanish respondents registered the
lowest value in the survey (exactly 3), holding more neutral views
on future prospects.
Pharma service companies are more optimistic (4.1) than pharma
product companies (3.5).

What is your outlook on the
future (next 12–18 months)
of your business sector?

Average Score 3.7

Response frequency in %

40
30

30.2

35.9

20
10
0

1.9
0

0.0
1

15.1

9.4

7.5

2

3
Future optimism score

7

4

5

6
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\ Associations – bio-pharma market in the
next 18 months
Supply chain issues threaten COGS and margins

Like many businesses today, the pharma industry
faces supply chain pressures. If critical materials
are not delivered on time, the production process
can be delayed or come to a standstill and goods
cannot be produced as planned.

constantly changing and seems less stable than
in the past. The pharma markets have to react to
media statements immediately, and companies
must be flexible and able to adapt to new situations more quickly than previously.

The concurrent increase in COGS has forced
companies to find other solutions to obtain products when they are needed, pushing costs even
higher. More broadly, global fuel price spikes have
increased delivery costs worldwide.

Finally, the growing complexity of the regulatory
environment is having a particularly strong impact on the pharma industry.

These sourcing and price increases result in
reduced margins— factors that, compounded by
competition, put upward pressure on prices.

What comes to mind when
you consider the pharma
market in the next 12–18
months?

The pharma market is expanding and companies
are growing steadily, but the pharma industry is

impact of Ukraine war
new opportunities

digitalization change
growth pricing pressure

innovation

COGS increase

supply chain issues

sourcing products shift from east to west

regulations increase
reduced profit margins

unstable market

demand increased

gene & cell therapy

dependency on COVID situation

8
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\ Main business challenges in the future
Flexibility is the key to survival

Organization

Supply Chain

Given the current economic situation and the
rapid growth of some businesses, organizational
structures are no longer sufficient and need to be
adapted.

Supply chain issues are challenging all businesses
at the moment, due to the Covid situation and
Ukraine. Companies are looking for solutions that
are independent from global transport, but these
options might be less cost efficient.

Pricing

Business Development

Offering competitive pricing as a response to market pressure is crucial, yet increased costs make it
more and more difficult.

Business development and strategic trans
formation are key topics and constant targets of
management.

9
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What are the main
challenges you anticipate
in your sphere of business in the
coming years?

Entire Sample
Pharma Product Companies
Pharma Service Companies

Evaluation of the challenges the pharma industry is facing

43.4

43.4

41.5

41.5
34.0

Response frequency in %

34.0

20.8

11.3

9.4

50.0

48.4

Quality

ion

Investm

Success

ents

Regulato
ry

Growth

Stra
Transfo tegic
rmation

Busin
Develop ess
ment

Chain
Supply

Pricing

Organiz
ation

5.7

51.6
45.5

36.4

38.7

39.0

42.0

41.0

29.0

Response frequency in %

27.3

29.0

22.7

13.6

13.6
9.0

13.6

9.7
6.5

10

Quality

ion
Success

ents
Investm

Regulato
ry

Growth

Stra
Transfo tegic
rmation

Busin
Develop ess
ment

Chain
Supply

Organiz
ation

Pricing

0

1\ Future of your Business \ VINC Bio-Pharma CEO Report 2022

\ What do you consider particularly
important for maintaining your
competitive edge in the future?
Innovation and flexibility are key drivers for financing the future

What do you consider
particularly important to
keep your competitive edge in
the future?

To stay competitive, new products, product
innovation, and skilled and experienced staff will
make the biggest difference for companies in the
future. These factors will also lead to a more robust financing and investment environment. For
many companies, external financial help would
accelerate processes and decisions.

product choice / new products
15%
innovation15%
HR/ experienced staff / know-how
11%
flexibility9%
competitive pricing
8%
financing & investment
8%
positioning of the business
6%
fast decision making
6%
marketing6%
production capacity
5%
face cost increase
5%
sourcing east & west
2%
digitalization2%

Companies have to stay flexible and make decisions quickly to meet the many challenges of the
market—including a competitive pricing environment. Marketing and business positioning are key
factors for communicating with customers.
Pharma leaders are laser focused on the need to
introduce new products, to push the boundaries
of innovation, and to find, develop, and retain
the top talent required to bring these products to
market. Pricing, financing, and cost increases all
take a backseat. Perhaps most surprising is that
digitalization, a key driver for competitiveness in
other industries, is barely considered a factor in
the pharma field.

sourcing east & west

production capacity

Answers given, grouped by their frequency (above) and
graphically displayed (below)

financing & investment

experienced staff

positioning

product choice flexibility
competitive pricing
innovation
fast decision making

marketing

cost increase
digitalization
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2\

Investments & Finance

Top management of pharma companies – Company CEOs,
presidents, owners, and members of the board – were questioned
about their investment activities over the last year and their
strategy plan for the coming two years. Investment was strong in
2021 and is expected to increase in the immediate future. Industry
players revealed a significant interest in startups and addressed
the pivotal importance of external financing.
12
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\ Investments in 2021
Investments drive growth as companies allocate capital for the future

?

■ 2 021 was a year of investment for many European midsize pharma product and pharma service companies. Moving forward, companies
are looking to increase capital investments to
spur future growth.

What percentage of turnover
did you invest in 2021?

■ A
 majority of respondents invested more than
10% of their turnover in 2021. Most respondents (38 %) invested 10–20 % of 2021 turnover.
Almost every fifth company invested greater
than 20 % of turnover.
■ R
 esults reveal that companies tend to invest
in line with their growth. A majority of companies that reported growth of greater than 10 %
invested more than 10 % of turnover.
■ N
 egligible differences are seen in 2021 investment totals between pharma product companies (58 % invested 10–20 %) and pharma
service companies (55 % invested 10–20 %).

58

55

Investment in percentage of turnover
60

Response frequency in %

50
40
30

26

20
10
0

>10%

38

Entire sanple

19

17

Pharma Product Companies
Pharma Service Companies

< 5%

5–10%

10–20%

> 20%
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\ Investment split of capital expenditures
Technology is dominating capacity
■ C
 ompanies reported making their largest
investment for capability, followed closely by
capacity.

6

■ Capacity
Investment in additional ressources for
an existing technology/ product: increase
number of machines, stock up laboratory
or workforce

5
4
3

2.8

2

■ Capability
Investment in a new product range or
offer: new technology, expansion of
know-how, new machines or workforce
with special skills

3.0
2.1

1
0

Capacity

Capability

Regulatory

How did you split
your investment in
the following areas?

■ P
 harma service companies invested a greater
share in capacity than pharma product companies, who invested more in capability projects.

Rate from 0 = lowest to
6 = highest/ very much

Investment by company type
Pharma Product Companies

6

Pharma Service Companies

5
4

3.4

3
2

2.3

3.3
2.6

1
0

Capacity

Capability

2.2

1.9

Regulatory

14

2\ Investments & Finance \ VINC Bio-Pharma CEO Report 2022

\ Investment trends
Investments are trending up

■ The majority of participating pharma company
leaders are located in the DACH area, where
responses revealed plans to increase investment in capability (+53 %) and regulatory areas
(+43 %) over the next two years.

■ I ncreased investment in capability is targeted
by 68% of companies, while a smaller percent (53%) are planning to invest in capacity).
Regulatory topics are projected to see further
investment by 57 % of respondents. Regulatory topics refer mainly to official matters and
regulations within the industry.

■ Pharma service companies will mainly invest
in capacity (+64 %), in contrast to pharma
product companies, which plan to increase investment in capability (+77 %) and regulatory
issues (+71 %).

■ O
 ver 50 % of survey participants intend to
increase their investment in capacity, capability, and regulatory issues, while only very few
companies reported investment reductions. A
positive future trend is clear!
■ I nteresting geographical disparities were
identified. Companies in Benelux, Scandinavia,
and the UK plan to invest more in capacity,
whereas Italy and Spain reported increasing
investment in capability and regulatory.

Do you plan to invest more
or less in the next two years
in the following areas?

More than 50% of
companies plan
to increase their
investments!

Investments within the next two years

more

Capacity

52.8

(more of the same)

Capability

20

5.7
40

60

Response frequency in %

15

same

30.2
7.6

56.6

Regulatory
0

17.0

67.9

(new technology/offering)

less

24.5
37.7
80

100
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\ Investments in startups
Startups seen as a compelling opportunity for majority of pharma product companies
■ M
 ore than 50% of companies surveyed
expressed interest in investing in relevant startups. This is quite a significant finding!

51 %

YES

■ I nterest in startup investing is highest among
companies with negative year-on-year growth
and positive 2021 EBITDA margins (in percent
of revenues) and companies with revenues
over €100M.

49 %

NO

■ P
 harma product companies (58%) report a
greater interest in investing in startups than
pharma service companies (41%). Pharma
product companies see the distinct advantages
investing in startups can offer.
■ T
 he pharma startup investment sector is
expanding and innovating, making it more
attractive, particularly to larger companies
seeking growth.

58 %
Pharma Product Companies

40 %
Pharma Service Companies
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\ External financing
Demand for external financing decreases with company size
Survey results indicate that the availability of
external financing has an enormous impact on the
development of midsize companies in the pharma
industry.

32 %

NO

■ T
 wo-thirds (68%) of companies predict an
accelerated development of the company if
external financing is available.

68 %

YES

■ T
 he need for financing is inversely related to
the growth rate of a company: if an enterprise
is already growing quickly, its need for financing is lower.
■ E
 xternal financing is seen as more helpful
within pharma product companies (74%) than
service companies (59%).
■ T
 akeaway: Growth would likely be difficult
without the help of external financing.

Could additional external
financing help/accelerate
the development of your
company?

17

3\

Licensing

Licensing collaborations are a favored option for pharma companies. Current licensing activities, attitudes on the expansion of
licensing ventures, and the primary challenges to licensing were
detailed by survey respondents. They also provided more precise
information on the relevance of technology and digitalization and
the preferred vehicles for licensing.

18

3\ Licensing \ VINC Bio-Pharma CEO Report 2022

\ Relevance of licensing
Launching new products is a laborious and bureaucratic process. Licensing is a great
opportunity to have fast and easy access to international markets.

■ O
 f total survey respondents, 66% consider product or IP in- or
out-licensing relevant for their business or are already engaged
in licensing deals.
■ S
 mall companies with fewer than 50 employees are more likely
to consider licensing (73%) than larger companies. Among the
latter, 61% consider licensing relevant.
■ A
 ttitudes toward licensing very much depend on the business
type. Survey responses reveal that 90% of pharma product companies use licensing or state that it is relevant. In contrast, only
one-third of pharma service companies (32%) said the same.
■ R
 esults reveal that licensing is not correlated to a company’s
financial success, such as their revenue or value growth, but
rather to their size and business type.

Is licensing (product or IP /
in- or out-licensing) a tool
that you consider relevant for
your business / that you also
use?
34 %

NO
66 %

YES

19
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\ Future licensing activity
A growing vehicle – especially in the pharma product segment
All companies that participated in the survey have a clear opinion
about licensing. If they do not consider licensing relevant, they
stated across the board that this will not change within the next
two years. By contrast, if licensing is considered an important part
of a company’s business, respondents reported that their company
planned to increase in- or out-licensing engagement in the next two
years.
■ R
 egional differences: HQs in France and Spain in particular want
to increase their licensing engagement, whereas among companies in the DACH region, only 29% plan to engage more or much
more.
■ A
 mong the pharma product companies, where licensing is
already an essential part of the business strategy, 65% want to
engage even more.
■ P
 harma service companies plan to increase
engagement by 18%.

How much are you planning
to engage in licensing (in
and/ or out) in the next two
years compared to the previous
two years?
Engagement in licensing

34.0

Response Frequency in %

40
30

22.6

20

11.3

10
0

30.2

0.0
much less

1.9
less

same

20

more

much more

none
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\ In- versus out-licensing
Both vehicles equally important

■ I n- and out-licensing are considered equally interesting /
important.
■ A
 round 26% of companies use both concurrently; 17% go for
either/or.
■ A
 mong pharma product companies, which generally have a
greater affinity for licensing than service companies, the allocation is similar: 35% of pharma product companies engage in
both types of licensing, 26% use only out-licensing, and 23%
in-licensing.
■ A
 mong the pharma service companies that also own a few
products, one can see a clear preference for in-licensing (9%)
versus out-licensing (5%). Both types of licensing are used
by 14%.

What area of licensing are
you currently engaged in
the most?
Type of licensing companies are currently dealing with

72.7

Entire sample
Pharma Product Companies
Pharma Service Companies

Response Frequency in %

50
40

35.5

30

25.8

22.6
20
10
0

17.0

26.4

17.0
9

In-Licensing

39.6

13.6

16.1

4.6
Out-Licensing

21

both

none
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\ Challenges
Finding the right partner is key

■ T
 o meet the demands of the market, companies launch new products and search for
new partners. The challenges are many. Our
respondents cited particular concerns about
finding the right partner, evaluating the deal,
and performing the due diligence process.

What do you consider
the biggest challenges in
engaging in licensing?

■ C
 ertain factors need to be in place, such as
geographical proximity, high quality products (including documentation), and trust in
the future business, for a collaboration to be
successful.

Finding the right partner
6%
Products to in-license at good prices
5%
Regulatory5%
Quality of products / documentation
5%
Finding suitable in-licensing opportunities for local
markets instead of global one-size-fits-all approach
5%
A correct correlation between the value
of the license and its future commercial return
2%
COGS can be difficult
2%
Creating the appetite, transporting the business case,
managing the BD activities
2%
DCP / MRP time given MA is welcome
2%
Due diligence
2%
Evaluating and quantifying the future revenues
from generated intellectual property
2%
Geographical proximity to target market
2%
Good knowledge about potential and suitable
licensing partners
2%
Fewer opportunities
2%
Licensing negotiations becoming innovative
sourcing for new products in specific areas
2%
Opportuniity screening and regulatory to market
2%
Trends, market needs
2%

22
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\ Digitalization & technology
Technology will be the main driver
Technology/ digitalization is considered moderately important
for improving licensing activities. The average value is 3 out of 6.
Almost half of managers report that it could improve the situation
and the other half are less convinced.

Average
Valuation

3.0

■ G
 iven the nature of their buiness, pharma product companies
are more likely to state that they will benefit from improved
technology to manage licensing activities.

of 6

■ A
 mong companies who already consider licensing currently
relevant for their business, technology is seen as more helpful
than average (3.5).
■ T
 hose who actually use licensing (3.6) consider improved technology & digitalization even more critical: only in-licensing (3.8),
only out-licensing (4.1), or both (3.1).

3

3.3

2

Do you think technology/
digitalization could improve
your licensing activities?

2.6

1

(0 = no, 6 = yes)

0
Product Companies

Service Companies

Engagement in licensing

Response Frequency in %

40

NO

RATHER NO

37.7

30
20

RATHER YES

24.5
15.0

10

7.5

5.7

1.9
0

YES

0

1

2

3

23

4

5

7.6
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4\

Partnerships

The many reasons to consider strategic partnerships are broad
and varied. But there is general agreement that “Together we are
stronger and can create more opportunities”. On the following
pages we look at the motivations for entering a partnership, we
consider Mergers & Acquisitions and succession, and we examine
the challenges and key factors crucial for making those far-
reaching strategic decisions.
24
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\ Reasons for strategic partnerships
Business development, internationalization, and organizational strength driving
partnership consideration
■ S
 mall companies in terms of headcount reach
out for partners in order to improve organizational strength, growth, and business development professionalization.

■ O
 ur survey participants reported the top
reasons for considering strategic partnerships,
M & A, and succession are to build the company’s international, global setup (45%) and to
improve organizational strength (43%).

■ A
 significant difference can be seen between
pharma product and service companies in
regard to strategic partnerships.

■ T
 hese two components are considered crucial
for competing with the big international players in the pharma industry.

■ P
 harma product companies partner to increase organizational strength (55%), improve
business development professionalization
(42%), and fulfill the expectations of constant
innovation (39%). Pharma service companies
build relationships with a focus on international/ global setup (73%), business development
professionalization (36%), and size (36%).

■ P
 artnerships are sometimes seen as a driver
to reorganize a company and optimize the
structure within the organization, with the goal
of making it more efficient.
■ B
 usiness development professionalization and
value chain integration are also cited as reasons for strategic partnerships within pharma
companies.

■ D
 ifferent types of companies have very different needs, and each faces distinct challenges.
Finding a suitable strategic partner can be a
helpful, even game-changing, complement for
the business.

■ D
 igitalization is rarely a key driver for entering
partnerships (only 9%). Digitalization issues
can be solved by different means.

What are the main drivers
in your view for considering
strategic partnerships, M&A or
succession?

■ R
 elationships are often built out of a need. If
a company has experienced a strong decline
in the last year (negative growth of more than
10%), size pressure is reported as the biggest
driver to seek out a strong partner (75%).

Response Frequency in %

50

45.3
39.6

40
30

43.4

30.2

30.2

34.0
28.3

20
9.4

10
0
Size
pressure

Innovation
pressure

Value chain
integration

Business
development
professionalization

25

International/
global setup

Financial
strength

Organizational
strength

Digitalization
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\ Types of partnerships considered
Licensing and BD are the main partnership drivers
The bigger companies get, the more they struggle to remain flexible and able to react quickly. This may
result in missed chances if companies are not constantly on the watch for new opportunities and improvements. Developing one’s business can be a key motivator. An external view on the processes and
structures in the company can offer valuable input, and synergies often can be found with partners.
■ N
 ot surprisingly, most companies consider
partnerships for business development (60%)
and licensing (53%) reasons.

■ D
 igitalization is indispensable these days, yet
still only 21% think of going into a strategic
partnership for this reason. There are other
solutions for digitalization challenges.

■ S
 upply chain issues are faced by all types of
companies and industries at the moment. The
current situation is a key driver for thinking
about creating manufacturing / supply chain
partnerships to provide stable production and
on-time delivery.

■ A
 s licensing is of greatest importance for
pharma product companies (90%), it is also the
dominant partnership type for this segment
(71%). Product licensing is essential for fulfilling the demand of the market.

■ T
 he reasons for seeking partnerships are
varied.
■ 3 6% of companies build relationships to reach
a higher level of innovation, which is an important driving factor in many lines of business.

What types of strategic
partnerships do you plan to
consider in the next years?

70
60.4

60

Response frequency in %

50

52.8
45.3

40

35.9
28.3

30

20.8

20
10
0
Manufacturing/Supply
chain partnerships

Distribution
partnerships

Licensing
partnerships

26

Innovation
partnerships

Business
development
partnerships

Digitalization
partnerships
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■ F or pharma product companies, business development partnerships (61%) and
manufacturing/supply chain (55%) are also
very important.
■ Digitalization partnerships play a minor role.
■ P
 harma service companies also plan to go into
business development partnerships at high
levels (60%) in the next years.
■ B
 ut they have a much higher need for digitalization partners (32%), as they offer their
services digitally and need to stay ahead of the
curve.

Pharma Product Companies
Pharma Service Companies

71.0
70
61.3
60

54.8

59.1

Response frequency in %

50
41.9
40
31.8

31.8

32.3
27.3

30

27.3

22.7

20

12.9

10
0
Manufacturing/Supply
chain partnerships

Distribution
partnerships

Licensing
partnerships

27

Innovation
partnerships

Business
development
partnerships

Digitalization
partnerships
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\ Importance of innovation partnerships &
finding the right partner
No clear preference for type of company
■ I nnovation partnerships with startups are considered of medium importance, followed closely by partnerships with large corporations.
■ I nnovation partnerships with investment /
private equity firms are seen as an additional
option.
■ T
 he results mirror the general importance of
innovation partnerships: 36% of respondents
are considering making the move in the near
future.
■ W
 hen it comes to the type of business to partner with, pharma product companies have a
slight preference for large corporations, while
service companies have a clear preference for
innovation partnerships with startups.

How important do
you deem innovation
partnerships with the following
companies

Average (1-6)

3
2

3.1

3.0

Entire sample

2.7

Pharma Product Companies

1
0

Pharma Service Companies

Startups

Large
corporations

Investment/
private
equity firms

3

2.9

3.2

3.0 2.9

2.7 2.7

2
1
0

28

Startups

Large
corporations

Investment/
private
equity firms
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\ Private investments in startups
No surprise in the high interest for startup investment
■ O
 ur survey shows that 3 out of 4 company
leaders would also privately invest in startups.

As an entrepreneur/
company leader, would you
also privately invest in startups?

■ T
 he result is not surprising, as high-income
individuals are constantly seeking out valuable
investment opportunities.
■ I nvesting in a startup can be quite risky, however. A thorough investigation – evaluating
future opportunities and success probability
on the market – is essential.
■ S
 tartups offer a great opportunity and often have good products, but many are not
succeeding because the needed investment
capital is missing.

25 %

NO
75 %

YES
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5\

Mergers & Acquisitions

Companies targeting expansion into new geographic regions are
the primary drivers of Mergers & Acquisitions. This is not unexpected in the pharma industries in particular, given that governmental
regulations differ by country and so licensing becomes less of an
issue. Survey respondents were almost universal in considering
M & A as a viable option for company growth.

30
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\ Consideration of M & A
Geographic expansion and growth products are key drivers

If you are considering M & A
for growth, in which areas?

■ F or pharma service companies, geographic
expansion (82%) is the main factor for considering M & A, cited three times as often as any
other area.
■ P
 harma product companies, by contrast, lean
heavily toward growth products (65%) as the
most important factor in the strategic decision
process. This is followed by mature products
(35%), manufacturing assets (29%), and geographic expansion (27%).
■ O
 verall, geographic expansion (74%), growth
products (47%) followed by mature products
and manufacturing assets (both at 28%) are
reported as the most significant reasons for
Mergers & Acquisitions.
■ C
 ompanies not considering M & A for growth
are a small cohort.

Entire sample
Pharma Product Companies
Pharma Service Companies

81.8
80
70

73.6
67.7

64.5

Response frequency in %

60
47.2

50
40
30
20

35.5
28.3

22.7

28.3

29.0
27.3

24.5

18.2

25.8
22.7
13.6

9.0

10

3.8

0
Mature
products

Growth
products

Manufacturing
assets

7.6

3.2

5.7 6.5 4.6

0

Quality control
assets
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\ Reasons against M & A
Only small companies hold reservations about M & A
■ Only 6% of the respondents stated no interest
in growing via Mergers & Acquisitions.

If you are not considering
M & A, why?

■ All responded that they wished to grow organically (100%).
■ Two of the companies also cited the need to
fix current business issues before considering
M & A, and one company reported a lack of
specific targets.
■ The strong interest in M & A by midsize pharma
companies should not be overlooked.
100

100

90
Response frequency in %

■ I f the prior question was answered
“no”, respondents where asked for
the reasons. This affects only 6% of
the respondents.
■ T
 he companies that do not consider
M & A are small companies with
fewer than ten employees and
results below € 10 M per year. Those
companies are situated in DACH
or CEE, two of them are pharma
product companies and one is a
service provider.

80
70
60

67

50
40
30
20

33

10
0

Lack of targets

Wanting to grow
100% organic

Multiple selection possible

32

Need to fix current
business before
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\ Consideration of divesting
assets or business
Only non-core businesses and mature products
■ Half of companies in the survey are not considering divesting assets / business. (51%).

In which areas are you
considering divesting
assets / business in the next
year?

■ Those thinking about it are mostly considering
it for non-core business (28%) and mature
products (19%).
■ Pharma product companies report a much
higher interest in divesting assets or business
in the coming year (55%) than do pharma service companies (41%), but their target areas –
non-core business and mature products – are
the same.
■ Interestingly, quality control assets were not
considered relevant.

Entire sample
Pharma Product Companies
Pharma Service Companies

70
59.1

Response Frequency in %

60
50.9

50

45.2
38.7

40
29.0

30
20

18.9

28.3

4.6
7.6 6.5 9.1

10

9.4

18.2
13.6 15.1 12.9

12.9
4.6
0

0
Mature
products

Growth
products

Manufacturing
assets

0

0

Quality control
assets
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3.8 3.2 4.6
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Non-core
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Other

None – not
considering
divesting assets /
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6\

Succession

For every company there comes the time to think about what
comes next. Who will come after me? How will we guarantee further success? Who can think big, take over responsibilities, and
lead? Survey respondents report significant challenges finding the
top talent ready and willing to take on the risks and responsibilities that come with leadership positions, a problem encountered
across industries. To develop a successful succession, processes
need to be set in motion years in advance.
34
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\ Consideration of succession or
company sale in the past
A minority in the drug product space and a majority in the services segment

Have you thought about
or discussed a succession/
company sale in the past two
years?
43 %

YES

57 %

■ O
 verall, 43% of respondents have thought
about a succession / company sale in the past
two years.

NO

■ M
 ore than 64% of pharma service companies,
have thought about a company sale or succession.
■ T
 his is in contrast to the just over one-quarter
(29%) of pharma product companies that have
thought about or discussed succession or a
company sale.
■ W
 hy the large discrepancy? The most likely
reasons: the consolidation wave in the pharma services market remains ongoing and the
valuations are still high.

29 %

36 %

YES
71 %

NO

Pharma Product Companies

35

64 %

NO

YES

Pharma Service Companies
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\ Consideration of succession or
company sale in the future
Planning for the future is on the minds of most company leaders

Do you think succession
might play a role for your
company in the future?

■ A
 lthough succession was not as important for
more than half of the companies in the last two
years, 77% predict that it might play a role for
the company in the future.
■ T
 his uptick might also reflect the additional
global social and financial problems of the last
couple of years.
■ O
 f the 43% of companies that have already
been thinking about succession in the past two
years, 96% will deal with it in the future.

23 %

■ S
 ome difference can be seen between the two
company types: for pharma product companies, 74% think it might play a role in their
company in the future, whereas 82% of the
service companies think succession will play a
role.

NO

77 %

YES

100

Response frequency in %

90
80
70

77.4

60
50
40
30

43.4

20
10
0

Past

Future
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\ Relevant areas of succession
Family less important than internal and external options for succession
Family members are often not the best option for
company successions, due to personal or educational reasons or different career targets. Business
succession plans have often failed because family
members did not have the right perspective for
the business or the necessary leadership skills.

What areas of succession do
you consider most relevant?

■ S
 trategic partnership is considered the most
important area of succession. 53% rate it as
relevant.
■ I nternal management (45%) or company sale
of minority or majority shares (42%) are considered as solutions as well.
■ F amily is relevant for only 21% of the respondents; MBO/MBI is given an even lower relevance rating for succession.

Entire sample
Pharma Product Companies
Pharma Service Companies

52 %
Strategic
Partnership
(Non Equity)

23 %

42 %

53 %

Family

Internal
Management

21 %

50 %

55 %

18 %

45 %

13 %

45 %
Company Sale
(Minority /
Majority Shares)

42 %
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36 %

MBO/MBI

9%

5%
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\ Factors for a successful succession
A strong management team will ease succession challenges
The most important factor to make a succession
successful is a strong first- and second-level
management team. Well-defined processes and
a sustainable and growing business performance
are also cited as relevant for a positive outcome.

What do you think is
important for any company
in order for a succession to be
successful?

■ I t is both less risky and less effort to take over a
well-structured business. If efficient processes
are already in place, there is no need for a complete restructuring to guarantee good results in
the future.

■ I n contrast, only 23% of pharma service companies consider this important. Sustainable
and growing business performance rates next
to last for this business type.

■ I n the pharma product business, a sustainable
and growing business performance (52%) is
seen as even more important.

47 %

42 %

40 %

1st and 2nd Level
Management

Good Processes

Business
Performance

52 %

Pharma Product Companies

47 %
32 %

Entire sample

42 %

40 %

38 %
26 %

25 %
15 %

Decease of key
(wo)man risk –
single person
dependency

Strong 1st
and 2nd level
management

Diversified
customer
portfolio

Well-defined
processes

Sustainable
and growing
business
performance
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\ Cross reference –
Relevant areas of succession &
factors that make it successful
Strong management and well-defined processes considered major factors for success
■ A
 cross all relevant areas of succession, having
a sustainable and growing business performance, well-defined processes, and strong
first- and second-level management are rated
as major factors for success.
■ For internal management and company sale
succession, it is particularly important to have a
strong first- and second-level management and
well-defined processes to achieve a satisfactory
result.
■ For success in strategic partnership succession,
having a profitable business and a decrease in
single person dependency were deemed the
most important factors.

> 50 %

30–39.9 %

40–49.9 %

20–29.9 %

0–19.9 %

Relevant area of succession
Internal
Management

Factor for success

Family

MBO/MBI

Company Sale Strategic
(minority /
Partnership
majority shares)

(non equity)

24 / 53

11 / 53

5 / 53

22 / 53

28 / 53

Decrease of key (wo)man risk (single person dependency)

37.50%

18.18%

0.00%

31.82%

42.86%

Strong first- and second-level management

66.67%

45.45%

60.00%

40.91%

35.71%

Diversified customer portfolio

12.50%

18.18%

40.00%

27.27%

35.71%

Well-defined processes

58.33%

45.45%

40.00%

45.45%

35.71%

Sustainable and growing business performance

41.67%

36.36%

60.00%

36.36%

39.29%

Profitable business

33.33%

36.36%

20.00%

36.36%

46.43%

Plannable business

16.67%

9.09%

20.00%

13.64%

17.86%

Timely and strategic preparation

25.00%

36.36%

20.00%

27.27%

17.86%
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Statistics & Demography
Top-level management with broad industry perspective

\ Survey statistics

15.0

■ T
 he VINC European Small- and Mid-Market
Bio-Pharma CEO Barometer was carried out as
an online survey in May and June 2022.

11.3

17.0

45.3

11.3

■ Q
 uestionnaires were returned by 53 survey
recipients, who provided insights into their
businesses and the broader industry.
■ A
 ll participants were top management – CEO,
president, owner, or board member – in
small or medium-sized European pharma
companies.

President
CEO
Board member
Management
Owner

\ Demography
■ M
 ost of the survey respondents are CEOs of
midsize pharma companies.
■ T
 he survey was answered by pharma product
(58%) and pharma service (42%) companies.
■ 7 0% of the companies generated revenue
below €50M in the last year.

Pharma Service Company
Pharma Product Company

Response frequency in %

40
30

34.0

36.0
9.4

20
10

0

58.5

15.0
5.7
< 10

10–50

50–100

100–200

> 200

Million €

40

41.5
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■ 8 1% reported having grown in the last year,
with 23% of the companies reporting growth of
more than 20%.

■ 7 9% reported a positive EBITDA Margin in % of
revenues in 2021. Almost half of the companies
reached a value of more than 10%.

■ O
 ne-third of the companies employ more than
200 people.

Response frequency in %

Company YoY growth in 2021 (in %)
30

negative

positive

19 %

20
10

24.5

81 %

7.6

17.0

17.0

0 to 5%

5 to 10%

22.6

7.6

3.8

0
< -10%

-10 to -5%

-5 to 0%

10 to 20%

> 20%

EBITDA 2021 Margin (in % of revenues)
50

negative

positive

Response frequency in %

21 %

45.3

79 %

40
30
20.8
20
10

13.2
7.6

7.6

5.7

< -10%

-10 to -5%

-5 to 0%

0

Response frequency in %

35
30

Company Size –
Number of Employees 2021

25

32.1

20.8

20

15.1

15
10

0 to 5%

13.2

13.2

50–100

100–200

5.7

5
0
<5

5–20

20–50

41

> 200

5 to 10%

> 10%

■ 4 0% of the managers who
participated in the survey
are situated in a DACH region
HQ.
■
■
■
■
■
■
■
■

United Kingdom
Central Eastern Europe
South Eastern Europe
Scandinavia
Benelux
Iberia
Italy
France

4%
9%
4%
4%
6%
7%
17%
9%

\ About Europharm \ VINC Bio-Pharma CEO Report 2022

\ About Europharm SMC

Europharm SMC is the European Association of Small and
Medium-sized pharmaceutical companies.
The Association supports and defends the interests of such firms in
order to enhance their competitiveness within the global framework of the pharmaceutical industry. Whereas on the one hand,
globalization and networking are key words for success, on the
other, SMEs need additional factors to meet their challenges, such
as swifter information exchange, new partners, logistic support in
R&D, product registration, and pharmaceutical manufacture and
distribution.
Europharm SMC’s Mission:
■ T
 o promote and assist companies in developing cooperation and
synergies with partners in the EU and the rest of the world.
■ T
 o contribute to the achievement of a favourable economic and
regulatory framework for the development of medium-sized
pharmaceuticals companies in Europe.
For more information, visit: www.europharmsmc.org
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\ About the Advisory and Licensing
Practices of VINC
Experience backed by technology to support the endeavors of VINC clients
VINC’s unparalleled specialization and long-standing expertise lie
within businesses specifically along the pharmaceutical development and value chains. In addition, we are focused on the MedTech, Diagnostics, and Digital Health spaces. Our team includes
strategy consultants and industry veterans with experience from
the workbench to top management positions.
We cover the relevant niches and sub-niches of the industry
through our specialised and well-selected pool of over 30 VINC
experts.
With a 100% life sciences focus and our dedication to solution
orientation, we speak the same language as our clients and act not
only as service provider—we become a partner.

ADVISORY SERVICES OVERVIEW

Company Sale

CEO Sparring

Buyside
Actionability

LICENSING SEVICES OVERVIEW

EXIT Preparation
IN-LICENSING

OUT-LICENSING

STRATEGIC
PORTFOLIO
REVIEW

PORTFOLIO
DIVESTMENT
AND ACQUISITION

Turbocharged
Investment
Assessment

Manufacturing
Network Evaluation

Advisory contact

Licensing contact

Hervé Mouneyrac
Partner Advisory
mouneyrac@vincadvisory.com

Manfred Stadler
Head of Licensing
stadler@vincls.com
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# beyondzeitgeist
VINC is the only life sciences society that helps brilliant minds with passionate hearts
achieve their higher purpose
Life sciences are our language. We advise, invest, license, and grow
companies in our area of expertise.
From our offices in Vienna, Paris, Milan, Dubai, and New York, we
support life sciences and digital health companies across our four
verticals.
■
■
■
■

 dvisory: M&A and Corporate Finance, Strategic Consulting
A
Growth Ventures: Succeeding in Fundraisings
Licensing: Licensing Services from MENA to Europe
Inneq.health Investments: Early-Stage Venture Capital
Investments

From AI-based biomarker discovery and software for doctors’
centers, to gene testing and reagents, hip implants and operating
tables, and Rx products and contract manufacturing services, our
team is experienced across the industry.
We are a society. We share the same purpose and work towards it
by bringing together smart, entrepreneurial, experienced, and passionate people. From midsize to large corporates, company owners
and startups to investors, venture capital, and private equity funds,
the “Power of the Platform” is real, and we grow it a little step
further every day.

ADVISORY

GROWTH
VENTURES

LICENSING

For more information visit www.vincls.com
Vienna - Paris - Milan - Dubai - New York
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