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Foreword

This collection brings together a focused selection of L.E.K. Consulting’s perspectives 
on the forces reshaping life sciences and biopharma. The sector continues to push at the 
boundaries of scientific possibility while navigating capital constraints, accelerating 
competition and rising expectations from patients, regulators and investors. The pieces 
included here examine those pressures with clarity and offer practical guidance on how 
leaders can respond with confidence. 

Our insights highlight the strategic consequences of rapid advances in areas such as 
radiotherapeutics, next—generation oncology partnerships, AI and quantum computing. We 
also explore the commercial realities facing organisations as they compete in fast—moving 
therapeutic markets, reassess portfolio priorities, raise R&D productivity and operate in a 
more selective funding environment. Across these topics, a consistent message emerges: 
competitive advantage will rest with organisations that pair scientific ambition with 
disciplined decision—making and operational focus. 

At L.E.K., we help clients interpret change and convert it into decisive action. By distilling 
market signals, emerging opportunities and the pressure points that matter most, this 
collection offers leaders a clear view of what it takes to steer successfully through a period 
of structural shifts. 

Helen Chen
Global Sector Co-Head for Healthcare 
Greater China Managing Partner

� L.E.K. Consulting
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EXECUTIVE INSIGHTS

R&D productivity stands as one of the most 
critical issues for biopharma executives, as 
it directly addresses the ability to transform 
pipeline investments into tangible revenue 
streams. Despite its importance, assessing 
R&D productivity is notoriously challenging 
due to the long innovation cycles and inherent 
uncertainties of drug development.

as the revenue generated per dollar of 
investment (see Figure 1). This broad concept 
can be further broken down into two 
essential components:

1.  This
measures the number of drug approvals
achieved per dollar invested in R&D. It

successful outcomes from its research

2.  This assesses
the revenue generated per approved drug.
It indicates the ability of a company to
maximize the commercial potential of its
products through successful market entry,
commercialization strategies and life
cycle management.



Revenue

R&D investment ($)

R&D productivity
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Approvals1 per $1B of R&D, by company2 scale (2015-2023)

NME approvals only NME + LCM3 approvals 
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Large pharmas consistently demonstrate 

to their substantial commercial scale and 
capabilities. From 2015 to 2023, the average 
peak revenue for new molecular entities 

(NMEs) approved by large pharmas was 

exceeding the roughly $1 billion average for 
NMEs from smaller companies. This analysis, 
which includes historical and forecasted 
periods through 2030, highlights the revenue-
generating advantage of larger organizations 
(see Figure 3).

Interestingly, large pharma drug candidates 
that are organically discovered or acquired 
at a preclinical stage, on average, generate 
higher revenue than those that were acquired 
or in-licensed during clinical development. This 
could be attributed to more stringent portfolio 
prioritization and the ability to invest earlier  
in lifecycle management opportunities for 
these assets. 

by limited access to capital and a lack of 
scale in capabilities. As a result, they focus 

on advancing only those assets they can 
independently develop and commercialize, 
prioritizing R&D investments that are both 

targeting larger markets with higher barriers 
to entry, these companies typically lack 
the resources needed for full development 
and commercialization. This limitation 

pharmaceutical companies that can leverage 
their established clinical expertise and 
commercial infrastructure to bring these 
therapies to market (see Figure 4).



Top 15
biopharma

All other
biopharma
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Large pharmas and smaller companies 
play distinct yet synergistic roles in driving 
innovation. Smaller companies act as 
incubators for novel ideas, while larger 
pharmas provide the scale and resources to 
transform these ideas into market-leading 
therapies. This interplay between small and 
large players needs to evolve to unlock new 
opportunities and drive greater value across 
the biopharma ecosystem.

• Investing in internal innovation by optimizing
for access to early science, speed in clinical
development, breadth of therapeutic

application and development success rate. 
Large pharma drug candidates that are 
organically discovered or acquired at a 
preclinical stage on average are likely to be 
more productive in generating returns than 
those accessed externally at later stages of 
development given transaction costs.

• Deploying business development into more
selective opportunities. While business
development will remain essential for larger
pharmas, it can be a costly way to drive
R&D productivity. Large pharmas should
therefore carefully weigh the contribution
of their business development activities to
R&D productivity and rely on it as needed,
as opposed to the default approach.

On the other end, small-company executives 
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 Biotech

therapeutic applications, necessitating
a strategic balance between targeting
smaller, independently manageable

indications and addressing larger, 
more competitive markets that require 
collaboration with large pharma. When 
partnerships are necessary to maximize 
an asset’s value, executives should avoid 
giving away too much value too early 
and structure deals to retain long-term 
upside, such as through co-development, 
co-commercialization agreements or 
attractive milestone payments.

By prioritizing these strategies, biotech 

navigate the evolving and competitive 
biopharma ecosystem, combining innovation 
with disciplined execution to drive R&D 
productivity and achieve sustainable success.

The authors would like to acknowledge 
Jenny Mackey and Ethan Hellberg from 
L.E.K.’s Healthcare Insights Center for their
contributions to this article.

https://www.lek.com/contact
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Radiotherapeutics on the Rise: Addressing Supply
Chain Complexity

Key takeaways

1. Manufacturing of radiotherapeutics requires complex supply chain management,
with unique challenges across isotope production, radiolabelling, dose production
and distribution.

2. As radiotherapeutics gain momentum, supply chain is increasingly front of mind for
biopharma to ensure security of supply, whether through in-house supply or CDMOs.

3. CDMOs and other providers considering entry in radiotherapeutics need to
understand and assess which part of the supply chain is most attractive and how

4. While the supply chain is fragmented today, this is likely to consolidate as players
start to expand across the value chain.

Executive Insights
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Executive Insights

Figure 1

 Radioisotope 
generation

Radio-
labelling

Dose 
production

Distribution/
delivery

Generation of 
radioisotopes

Typical players 
involved at each stage

C(D)MO

Biopharma

Isotope suppliers Radiopharmacies

Biopharma couriers

Combine 
radioisotopes 

with ligand 
and linker

Formulation into 

(e.g. 
syringe/vial)

Transport 
radiotherapeutics 
doses to hospital

• Lu-177 (half-life approximately 6.7 days), a beta-emitting isotope which has been the
driver behind the radiotherapeutics resurgence through recent commercial launch
successes of Novartis’ Pluvicto (mCRPC, 2022) and Lutathera (GEP-NET, 2017).

• Ac-225 (half-life approximately 10 days), an alpha-emitting isotope towards which the
research community had initially gravitated as the ‘next wave’ behind Lu-177 beta-therapies.
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• Pb-212 (half-life approximately 10.6 hours), an alternative alpha-emitting isotope which
has more recently been gaining development traction alongside Ac-225.

Figure 2

Maturity

Less 
established

Pb-212

Shorter

Decentralised
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Longer
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Half-life
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centralisation

Ac-225 Lu-177

External supplier participation in radioisotope generation to de-bottleneck supply 
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Figure 3
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e.g. Lu-177, Ac-225

Decentralised
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Extending CDMO capabilities into dose formulation and logistics
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Figure 4
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Figure 5

experience and 
knowledge 

infrastructure 
with protocols/safety 

controls

logistical burden secure 
multiple routes of supply

Technical expertise Infrastructure Reduced burden Reduced risk of supply 
disruption

Figure 6

How can I access radiopharmaceutical capabilities/expertise?

How can I access radiopharmaceutical capabilities/expertise?

Biopharma

CDMO
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How L.E.K. can help

About the Authors

Anne Dhulesia | Partner | A.Dhulesia@lek.com

Adam Siebert | Partner | A.Siebert@lek.com

Thomas Van Tergouw | Manager | T.Van-Tergouw@lek.com
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EXECUTIVE INSIGHTS

Launching Novel CDx for Oncology: 7 Strategies for 
Biopharma Companies



CAGR total 6%
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Figure 1

Figure 2



US revenue for EGFR antagonists in mCRC (2004-2017)

FDA and EMA approve Erbitux
in KRAS unselected patients 

EMA restricts Erbitux
use to RAS WT patients 

FDA restricts use of both
drugs to RAS WT patients

FDA approves
IVD kit for RAS
mutation detection

All comers Restricted to RAS WT only

Restricted to RAS WT onlyAll comers
Erbitux patient eligibility

U.S.

EU

EMA approves Vectibix
in RAS WT patients only

FDA approves Vectibix in
KRAS unselected patients
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1. Adopt an ‘opt out’ mentality.

Leaders in PM follow an opt-out approach: All new oncology programs start with a Dx component, 
consistently assessing needs and planning for them across the development life cycle.

Figure 3



PM treatment analogs* (2010-2023)
Delaying launch by

one year could result in:
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Figure 4

2. Start planning for CDx launch in preclinical development.

A successful Dx launch requires multifunctional support across the value chain, and companies 
should start planning as early as the preclinical stage.



Preclinical/discovery Phase II Phase IIIPhase I Filing

Launch

Assess Dx need (opt-out) Develop Dx strategy

Therapeutic  
development 

BiomarkerDx
development ValidationDevelopmentFeasibility Registration
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Figure 5

3. Address the unique operational challenges of adding CDx.

and go-to-market strategy.



Immunohistochemistry NGS

Dx technology

PCR

Laboratory-developed testIn vitro diagnostic kit

Lower complexity Higher complexity

Locked in Evolutionary

Decentralized Centralized, single site

FDA-regulated/CE marked (EU) FDA (+ CE mark, until recently) not required

Higher rate of successful reimbursement Lower rates of successful reimbursement

Test modality
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Figure 6

4. Build a separate Dx launch strategy.

PM leaders treat Dx launch and therapeutic launch as interconnected yet distinct processes, 
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5. Leverage partner capabilities purposefully while developing internal expertise.

When empowering critical partners (internal and external) for their expertise in developing, 
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Figure 7

6. Infuse dedicated Dx expertise throughout the organization.

Successful Dx launch planning requires an environment where Dx needs are supported, 
integrated across functions, scaled appropriately and prioritized across the value chain. 
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7. Incorporate a thoughtful LCM strategy.

To become leaders in the PM space, companies must adopt a dedicated life cycle management 
(LCM) strategy that supports continuous evolution and improvement. Early and proactive 

For more information, or to explore strategies that can unlock new possibilities for your biopharma business, please contact us. 

https://www.lek.com/contact
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Quantum Computing in Biopharma: Future Prospects and 
Strategic Insights
Quantum computing — what can it do for biopharma?
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Figure 1
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What is quantum computing?

QC compared to quantum science and quantum mechanics

Quantum interference

Key aspects of quantum interference include:

Quantum stack

(continued)
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Pioneering QC applications in drug discovery and clinical trials

Quantum stack overview

Quantum networking

Enterprise-grade solution
User app

Industry tool
Service provider API

Cloud platform/hybrid orchestration layer
Quantum OS

Quantum hardware

Service provider API Service provider API
Industry tool Industry tool Industry tool

User app User app User app User app User app User app reliable
flexible secure

seamlessly 

Rapid 
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Figure 2

2. Clinical design and operations1. Drug discovery/research

6. Sustainability

5. Commercial operations

3.Manufacturing and 
product development

4. Supply chain and logistics

1 2

3

45

6
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Emerging interest is driving QC into a pre-utility phase in biopharma

Figure 3

>90%

~50%

aware of QC

knowledge of/
exposure to QC

8%

41%

22%

16%

13%

In
cr

ea
si

ng
 le

ve
ls

 o
f f

am
ili

ar
it

y



EXECUTIVE INSIGHTS

Recent key advances in QC lead to the need for biopharmas to engage with quantum 
processing units and enablers 

Figure 4
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Figure 5

Drug discovery/
research

Clinical trial
design/operations



EXECUTIVE INSIGHTS

Strategic partnerships needed to compete within a specialized market

IBM Quantum with GSK, Moderna and AstraZeneca:

Google Quantum with Boehringer Ingelheim:

Figure 6
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The near-term impact: Intersection of QC, AI and classical computing

Figure 7

Center for Quantum
Technologies
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The path forward for QC in biopharma
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CASE STUDY

Optimizing Biopharma Operations for Strategic Growth 
Background and challenges 

Approach 

Phase 1: Establishing a baseline and strategic options 
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Phase 2: Quantifying and prioritizing scenarios 

Phase 3: Financial and operational impact analysis 

Phase 4: Business case and implementation roadmap 

Results 
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The Race is On: Winning Smart in the Intensifying 
GLP-1 Market in China
Introduction
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1. Key drivers of GLP-1 market growth

1.1 Expanded indications and increasing disease prevalence 
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Table 1

Pre-
clinical ApprovedPhase 

1
Phase 

2
Phase 

3
Pre-

Registration
Semaglutide approved and pipeline 
indications as of January 2025
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1.2 Rising awareness through education and word of mouth

1.3 Evolving GLP-1 therapeutic development 
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Table 2

Molecule types Global MNC Chinese pharma

2.2 Imminent generics entry 
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3. The winning formula: A patient-and customer-centric strategy

3.1 Optimizing product positioning in competition
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Figure 1

GLP-1 positioning today (indicative)
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Table 3

Safety and side 

Route of 
administration

Duration of 
treatment

Body mass index

Comorbidities

Brand 
positioning

Partnering

Dosage and 
administration

Lifestyle

Call-point 
specialization

Distribution 
channels

Monotherapy vs. 
combination

... 

3.2 Branding as a competitive edge 



EXECUTIVE INSIGHTS

Figure 2

GLP-1 
Brand 

Building
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3.3 ‘Beyond drug’ integration

• Software: 

• Smart devices: 

3.4 Innovative channel strategy

• Awareness and interests:
• Research and consultation: 

• Diagnosis and treatment selection: 

• Follow-up purchase: 
• Chronic management and behavior change:

3.5 Horizontal and vertical partnership 

• Horizontal: 



EXECUTIVE INSIGHTS

• Vertical: 

4. Next-steps thinking
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How Pharma Companies Are Driving the Next Wave of 
Revenue Growth

*Total revenue includes Rx sales, Alliance/copromotion revenue, and royalty and licensing income, and excludes over-the-counter products
Note: Rx=prescription 
Source: FDA; EvaluatePharma

Introduction

Figure 1
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EXECUTIVE INSIGHTS How Pharma Companies Are Driving the Next Wave of Revenue Growth

Growth is concentrated — not evenly 
distributed

*Assets experiencing declining sales or LOE are not included in analysis
Note: LOE=loss of exclusivity

Percentage of assets*

Cumulative 
percentage of 
revenue growth

Figure 2
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EXECUTIVE INSIGHTS How Pharma Companies Are Driving the Next Wave of Revenue Growth

In-line assets are the backbone of growth

Percentage of growth 2024-30*

Asset life cycle
In-line

vs. pipeline 

Number of diseases
approved for**

TA focus
Core TAs

vs. noncore TAs

Source of innovation
External

vs. internal 

*Does not include collaboration, copromotion or licensing revenue, and excludes assets losing exclusivity or decreasing revenue 2024-30
**Number of diseases per asset based on EvaluatePharma “indication-level” data
Note: TA=therapeutic area
Source: FDA; EvaluatePharma

Figure 3

Multidisease assets drive 
disproportionate value
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EXECUTIVE INSIGHTS How Pharma Companies Are Driving the Next Wave of Revenue Growth

Core therapeutic areas drive the majority 
of growth

Finding the right balance between 
external innovation and organic growth

Key implications for pharma executives 
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EXECUTIVE INSIGHTS How Pharma Companies Are Driving the Next Wave of Revenue Growth

• Elevate post-launch execution and
life cycle management

• Double down on high-impact, scalable
assets

• Leverage strength in core therapeutic
areas

• Balance internal R&D with external
innovation
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Optimizing Pharmaceutical Portfolios Through M&A: 
Lessons From Over a Decade of Transaction Experience
Executive Summary
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Biopharma consolidation since 2010

Figure 1

Biopharma M&A transactions (2010-2023)

Number of
transactions

Average
transaction ($B)

Average  transaction
excl. transf. M&A ($B)
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Figure 2

Deal flow of top 15 acquirers since 2010
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Predominant focus in mergers and acquisitions 

Figure 3

Biopharma M&A transactions by stage of lead asset

Number of M&As

PHASE 1 PHASE 2 PHASE 3 APPROVED

Average transaction size ($B)
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Figure 4

Cumulative M&A flow by therapeutic area
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Hallmarks of M&A performance
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Figure 5

Lead asset revenue performance vs. consensus 3 years after M&A 

Exceeded expectations

Missed expectations

18 20

43

Met expectations
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Unleashing the full potential of M&A 
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1. Establish defined M&A objectives:

2. Enhance value with in-depth insights:
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3. Understand the risk of unrelated diversification:

4. Uphold objectivity and be willing to walk away:



EXECUTIVE INSIGHTS

5. Cultivate superior M&A capabilities: 

For more information, please contact lifesciences@lekinsights.com.



EXECUTIVE INSIGHTS

Pierre Jacquet

Anne Dhulesia A  
 

 
 

 

Ricardo Brau

Bradley Hagan

About the Authors

mailto: a.dhulesia@lek.com
mailto: R.Brau@lek.com
mailto: P.Jacquet@lek.com


EXECUTIVE INSIGHTS

First vs. Best in Class — Simplifying the Equation for 
Biopharma
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Figure 1

Prescription drug market share by number of drugs on the market
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Figure 2

First-to-market product analogs* leading the market with late entrants offering limited differentiation

Brand share at steady state, 2019

35%
(First of 4)

Order of entry

Brand share at steady state, 2021

43%
(First of 3)

Order of entry

Brand share at steady state, 2020

35%
(First of 4)

Order of entry
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Figure 3

Differentiated late-entrant analogs* displacing pioneer product

Brand share at 
steady state, 2022

Brand share at 
steady state, 2022

Brand share at 
steady state, 2018

Brand share at 
steady state, 2019

Order of entry Order of entry Order of entryOrder of entry

Safety Route of
administrationEfficacy Dose

frequency

16%
(Fourth of 5)

42%
(Second of 2)

21%
(Third of 4)

26%
(Third of 3)
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Have a clear target product profile

Focus on differentiation that addresses
an unmet need

Figure 4

Advanced therapy-treated psoriasis patients (US)

Unique MOAs

Endpoint evolution

Safety

ROA/dosing

>3X
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Do not rely on mechanistic rationale

Be honest about the probability of
achieving the target product profile

Learn from analogs

If you would like to discuss these findings further, please 
contact lifesciences@lek.com.

Endnotes
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Preparing for Innovation: A Maturity Framework for 
Artificial Intelligence in Life Sciences

Key takeaways

1.

2.

3.

4.
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Executive Insights,

Framework to measure AI maturity

Right problem
Determines the suitability and advantages of AI solutions over
traditional approaches

Right data
Evaluates current data availability, accessibility and quality 

Right capabilities
Examines the available tools, platforms and expertise required

Considers the number of active players and the extent of collaboration
interest from pharmacuetical companies

Demonstrated impact

tangible successes achieved thus far
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Figure 1

Dimensions Key Questions

Right problem

suitable
clear advantage

Right data

available and suitable

high quality and reliable
data

sharing and utilisation

Right capability

available tools

specialists

adapt to the
latest frontier developments in AI

Right market

companies

collaborations

funding/investment

Demonstrated 
impact expand current understanding

novel insights
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Figure 2 

Right problem

Right data

Right
capability

Right market

Demonstrated 
impact

Low High

Problem-solving
is left to humans

AI is well suited to provide
additional value to problem-solving

No structured
data capture

Data quality and access ubiquitous

No suitable
capabilities available

Wide availability of tools and specialists

support AI implementation
Bustling ecosystem with

multiple companies and collaborations

Theoretical
value/conceptual only 

Proven and accepted to demonstrate
value (i.e.cost savings and new insights)
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Figure 3 

Repurposing
existing drug
candidates

Description

Example
companies

Drug target
identification

Small molecule
drug design

Antibody
drug design

small 
molecule 

antibody

1. Repurposing existing drug candidates

Assessment of AI in drug discovery use cases 
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2. Drug target identification

3. Small molecule drug design
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4. Antibody drug design

Outlook: Maturity of AI across use cases
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Figure 4

Repurposing
existing drug
candidates

Drug target
identification

Small molecule
drug design

Antibody
drug design

Right problem

Right data

Right capability

Right market

Demonstrated 
impact
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How L.E.K. Consulting can help
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Oncology BD&L: Winning in an Increasingly
Competitive Environment

Key takeaways

1. Oncology leads biopharma business development and licensing (BD&L), accounting for
about 50% of global deal volume. Growing oncology pipelines provide a rich set of BD&L
targets, with emerging biopharma now accounting for 60% of all oncology trials.

2. Since 2020, large pharmas have shifted to later-stage dealmaking to secure near-term,

3.

BD&L is often more viable than in-house origination of these modalities.

4.

mechanisms.

Introduction
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Executive Insights

Executive Insights

A shift towards late-stage dealmaking
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Figure 1

The shift to higher-value, later-stage deals highlights the preference for biopharmas 

particularly for late-stage opportunities. The proportion of oncology deals executed by 

allowing them to pay the premium for de-risked assets (see Figure 2). 

While deal premiums today are higher than they were a decade ago across therapeutic 
areas, nowhere is this more apparent than in oncology, with four whole-company 

Licensing deals permit smaller buyers to transact at a regional level aligned with their 
existing footprint, deals for which large-cap pharmas typically have less interest.
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Figure 2

Stage of asset Transaction type Geographic scope 
(licensing only)

BD&L has become an increasingly important strategy for both large and small/mid-cap 
pharmas to access innovation, particularly in novel modalities where biotech companies 

For these modalities, BD&L is often a more viable strategy than development of in-house 
capabilities, given the need for validated technology platforms and highly specialised 

challenges in development, access and commercialisation of these therapies.
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Figure 3

China as a growing source of innovation 

large biopharma companies have shown increased interest, culminating in a more than 
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Figure 4

Conclusions and implications 

The oncology transaction landscape is becoming increasingly competitive, characterised 
by fewer but more expensive deals commanding higher premiums. Innovation sources are 
evolving, increasingly coming from novel modalities and geographies. Successful execution 

processes. Teams wishing to transact in oncology must consistently monitor the landscape 

after key readouts to appraise the asset and approach the company with an up-to-date, 

Success in this context demands that all biopharmas adopt robust, well-structured 

deal terms. For small/mid-cap pharmas that cannot compete with the deep pockets 

licensing deals in select geographies.
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From Niche to Widespread Use: The Turning Point for 
Radiotherapeutics

Radiopharmaceuticals are seeing increased use across diagnosis and treatment

Radiopharmaceuticals are a rapidly advancing class of compounds used for diagnosis 
and treatment in oncology and other therapeutic areas. Their dual capabilities in imaging 
and therapy have attracted substantial pipeline development and recent M&A interest. 
As companies seek to capitalise on precision medicine, radiopharmaceuticals have the 
potential to move to widespread use.

Key takeaways

1. Radiopharmaceuticals have the potential to transition to mainstream use, driven
by their dual role in diagnostics and therapy, especially in oncology.

2. Recent commercial success with beta-emitting treatments like Lutathera and

towards emerging alpha-emitting isotopes and novel ligand targets.
3. Biopharma companies interested in radiotherapeutics need to carefully assess

investment in the right innovation areas – potentially via M&A – alongside a
subsequent build of a broader radiotherapeutics presence.

4. To support a successful launch, biopharma must consider commercial capability

and manufacturing.
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Radiopharmaceutical compounds rely on the combination of a radioactive isotope and a 

Figure 1

Radiopharmaceutical design principles

Radioisotope Ligand 
(targeting moiety)

Linker

Target
protein

(Cancer)
cell surface

Types of radiopharmaceuticals

Diagnosis Theranostics Treatment

Positron

Gamma

Alpha

Beta

In diagnostics, isotopes must emit rays that can travel out of the patient to be imaged 
and that have a half-life suitable for decay within hours following imaging. PET (positron 
emission tomography) and SPECT (single photon emission computed tomography) are 

3D images essential for early diagnosis and monitoring of progression. SPECT, employing 

in cardiac imaging.

In therapeutics, direct delivery to tumour cells minimises damage to healthy tissue 
throughout the body. Damage to surrounding tissue is minimised by the short tissue 
penetration of the alpha and beta particles. This contrasts with radiosensitisers, which 

radiation therapy (e.g. NBTXR3, AGuIX). Treatment with radiopharmaceuticals can be 
achieved through alpha- and beta-emitting isotopes. Alpha-emitters (e.g. 225-Ac) deliver 
highly localised radiation and are ideal for targeting small clusters of cancer cells but are 

are more established.
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approvals faced substantial commercial challenges. Zevalin (2002, 90-Y isotope) and 

further limited market penetration.

in late-stage prostate cancer – instead peaking at around $400m.
from safety concerns in combination with J&J’s Zytiga and the emergence of novel non-
radiotherapy options.

Figure 2

2002

2003

2018

2022

2013

Rich pipeline
of radiotherapeutics

First generation Third generation

Second generation

2024+

From initial hurdles to resurgence in radiotherapeutics development

compounds, predominantly through Novartis in mCRPC (Pluvicto, 2022) and GEP-NET 
2

3 particularly as temporary supply 
constraints observed in 2022 and 2023 have been resolved with the opening of a fourth 
manufacturing site in Indianapolis, Indiana, in early 2024.

have spurred further sector interest. The therapeutics pipeline is particularly healthy, with 
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diagnostics – where cardiology and neurology are key additional therapeutic areas.

Figure 3

Radioisotopes under development (2024)

mCRPC

GEP-NET

177-Lu

225-Ac
212-Pb

Other

Ligands under development (2024)Pipeline growth

2024

2014

~5x
~2x

2019
Novel

SSTR2

PSMA

that mostly sees activity in early-stage Phase I/II development combined with de-risked 

however, increasing in popularity among investigators, where a substantially shorter 

administration of a lower number of larger doses (fractionation) as well as balancing of 

emergence of novel targets for other predominantly oncology indications. In particular, 

theranostic potential across tumour types.
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Key considerations for biopharma assessing potential entry into radiotherapeutics

innovation areas – by isotope, ligand, therapeutic indication – should be carefully assessed, 
in addition to follow-on investment to build a broader radiotherapeutics platform. To 
support a successful launch, consideration must be given to commercial capability build-
out, as well as decision-making regarding whether to in-house or outsource manufacturing, 

preferred route in recent years for big pharma. Novartis, AstraZeneca, Bristol Myers 

agreements with early-stage private companies.4

Figure 4

Figure 4

Attractive entry for biopharma Considerations for entry

M&A substrate continues to grow, as pipeline growth has been underpinned by a rising 

an active pipeline portfolio of radiotherapy assets. Around two-thirds are privately held, 
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Public small-/mid-cap companies have some cash runway, with median cash on hand at 

companies have typically seen a median $40m-$50m Series A or B investment as recently 

in private funding. These earlier-stage companies are typically driving research in novel 
ligands beyond PSMA and SSTR.

Selection of the right M&A target for established pharma needs to consider both the 
clinical and commercial potential of the portfolio as well as the target’s supply chain 
and manufacturing capabilities. Securing redundancy in supply chains is apparent 
from partnership activity, with four supply partnerships between isotope suppliers and 
biopharma announced from January to April 2024 alone.

Biopharma will need to decide between in-house versus outsourced manufacturing. 
Manufacturing and supply chain improvements are likely to remain a topic of discussion 
and a key area of investment focus. Consideration of isotope half-lives and diverging 
manufacturing routes (e.g. through generators or particle accelerators) – which provide 

run – will continue to be an area of diligence.

Conclusion

promising trajectory, representing a key turning point for radiotherapeutics to transition to 
more mainstream treatment. 

you up for success in this rapidly evolving space.

Endnotes

Medicine, 

2

3

4
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Cash Preservation in the Biopharmaceutical Industry: 
Navigating Uncertainty

Executive Insights

Seeking financing options 
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Implementing cash preservation

Figure 1

ft

Cash runway and value-inflection points, 202X-2X

Value inflection points
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Portfolio rationalization 

1.
2.
3.
4.

Figure 2

alternative financing 

Optimize portfolio Reduce non-FTE costs
ffi

offi

Take one-time compensation actions

Reduce headcount

ffi

Portfolio rationalization Operational savings Workforce streamlining
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Operational savings

Workforce streamlining
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Implementing cash preservation initiatives 

Deliver direct and consistent messaging:

Identify interdependencies:

Follow a detailed plan:

Prioritize talent planning:
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Establish implementation metrics:

Identify and mitigate key risks:

The way forward 

Executive Insights

For more information, please contact lifesciences@lek.com.
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For questions or further discussion, 
please contact L.E.K. Consulting.
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