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Estradia Pharma Consulting is a business 
development, strategy and marketing 
consultancy for the pharmaceutical, biotech and 
healthcare industries.  

We have worked with clients of all types, from 
individual entrepreneurs and universities to 
biotech companies, and from top 5 
pharmaceutical companies to the European 
institutions and governments in many countries 
and across diverse cultures.  

All of our consultants have worked for many 
years in industry before becoming consultants.  
You can therefore be guaranteed that we will 
provide real insight into your needs. 

 

We are happy to be flexible in our approach, and 
can be involved in a small way if that is what your 
budget demands, or to work with you on a project 
basis or on a full-time or part-time basis as an 
interim manager if that is more appropriate.

Business Development
Our team of experienced pharmaceutical industry 
experts can support you on all aspects of 
business development, from the formulation of 
partnering strategies to the identification, 

assessment and valuation of opportunities.  We 
can also assist you in deal negotiation and 
alliance management.  

 

Strategy 
One of our key areas of expertise is in the formulation 
of pharmaceutical growth strategies.  We have 
created strategies at all levels, ranging from 
developing a strategy for the pharmaceutical industry 
for the government of Egypt to formulating the 
regional business development strategy for a top 5

 

global pharmaceutical company, and from company 
start-up strategies to working at individual product 
level. The strategies always involve detailed and 
effective implementation plans, based on many years 
experience of the industry. 

■ Business development 
■ Business development training 
■ Marketing 
■ Commercial evaluations 
■ Litigation support 
■ Interim management
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Targeting 
One of the many challenges in business development 
and licensing is the identification of suitable 
opportunities.  We can help you in the identification of 
products and partners, both when in-licensing and 
when out-licensing. 

When in-licensing we work with you to create a profile 
of the ideal licensing candidate and use our extensive 
international network to identify opportunities for 
screening.  We can then either make contact directly, 
or pass details to you to follow up.  

When out-licensing we can work with you to prepare 
both non-confidential and confidential information 
memoranda, and use our extensive network of 
international contacts to prepare a list of potential 
partners.  Depending on your requirements we can 
initiate contact with the potential partners, or support 
you behind the scenes in making contact.  

Due Diligence 

When you have identified a suitable in-licensing or 
acquisition opportunity you will want to undertake due 
diligence to confirm that the product or company fulfils 
all of your requirements and that there are no 
unidentified issues. 

We have many years of experience in undertaking 
due diligence for a wide range of technologies, 
products and companies and across all healthcare 
sectors, so we can work with you to both support your 
in-house team and to challenge and provide 
independent validation.  We cover all areas of due 
diligence, from screening through to comprehensive 
assessment, including technical, regulatory, IP, 
commercial and valuation. 

Valuation 
We are frequently asked to advise is on how to value 
an asset, whether it is an out-licensing project, an in-
license, a co-marketing deal or an acquisition.   
Valuation is a mixture of science, art and experience, 
and can be bewildering to those who do not use 
valuation techniques on a day to day basis.   

We can guide you through the valuation options for 
your project, using well-established and validated 
DCF, NPV, return on investment and decision-tree 
analyses models.  We can also advise on the best 
sources of information for comparable deals and their 
suitability for use in benchmarking, to guide your 
decision-making.  We also offer training in different 
valuation techniques. 
 

Negotiation 

The key to successful negotiation is preparation.  You 
need to understand your own position: where you will 
start, how quickly and how much your position will 
change, the areas where you are willing to negotiate 
and your “no-go” areas.  You also need to appreciate 
the counter-party’s position, any cultural differences 
and their likely negotiation strategies. 

We can work with you in developing effective 
negotiation strategies, ensuring that robust internal 
processes are in place, assigning tasks and roles to 
different team members, role play, developing 
financial models to support decision-making and 
advising on both financial and non-financial deal 
terms.  We can either work as part of your team, 
being present during negotiations, or we can work 
behind the scenes to support you. 

 

Implementation 

Signature of an agreement is just the start of a 
partnership.  Initial euphoria at conclusion of the deal 
gives way to the reality that each party must fulfil its 
obligations to the other, whilst those involved with the 
negotiation often move on to other things.  However, 
unless the terms of the agreement are adhered to 
then the full deal value will not be realised and 
months later crisis meetings take place to try to put 
things back on course.  

We can help you with all aspects of post-deal 
implementation.  This can range from advising on the 
establishment and management of bilateral project 
teams and the creation of in-house procedures to 
implement and monitor deal terms, to supporting the 
renegotiation of deals where things have gone wrong.   

 

CASE STUDY
A biotech company wanted support with the 
out-licensing of one of its late stage 
products in China, as it did not have the 
time or resources to handle this process 
itself. 

We researched potential partners and created a 
shortlist of those with the capabilities in the 
therapy area, and with the resources and 
infrastructure to introduce the product into China.  
We initiated contact with a number of companies, 
and had extensive discussions concerning their 
capabilities and the most appropriate market entry 
strategies.  We subsequently conducted face-to-
face discussions in China with the shortlisted 
companies, and went on to negotiate with the 
selected partner on behalf of the client.  We 
agreed detailed contractual terms before finalising 
the contract. 
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Business Development Training 

We offer training on all aspects of business 
development, tailored to the needs of personnel in the 
pharmaceutical, biotech and generic sectors, 
recognising that each area has different needs. 

Each course is tailor-made to fit with the requirements 
of your staff and business, with each programme 
designed and run by consultants with many years of 
practical experience of business development.  Our 
courses are always hands-on and are run by 
practicing business developers, so you will gain 
valuable insight by learning firsthand about the 
numerous deals that the trainers have personally 
negotiated, equally gaining an understanding from the 
negotiations that were unsuccessful.  

We have trained personnel in both emerging 
companies and the world’s largest pharmaceutical 
organizations, and our training programmes can 
range from a basic introduction to advanced training 
and mentoring in business development. 

Marketing
Many of our consultants have spent years in sales 
and marketing and have set up and run businesses. 
We have also been actively involved in re-engineering 
processes to improve efficiency.  So we can support 

you in all areas of marketing, whether for a single 
project or as an interim manager when resources are 
stretched.

Market Research 
When you do not have sufficient information to make 
an assessment of an opportunity we can support you 
in your market research needs.  We have undertaken 
numerous such assessments ranging from global 
assessments to regional or country-level research.   

Our international researchers can assist you with: 

■ Desk-based research 

■ Telephone interviews 

■ Face-to-face discussions 

■ Focus groups 

■ Key Opinion Leader panels 

 

Commercial assessments  
Whether you want an independent expert opinion or 
are too busy to undertake the work yourself, we can 
help you with the commercial assessment of new 
pharmaceutical, biotech or medical device 
opportunities.  We are experienced in a wide range of 
different types of assessments, ranging from products 
to new business ideas, and from technology 
assessments to market evaluations and company 
acquisitions. 

Based on our many years of experience in conducting 
assessments we can give you an impartial opinion to 
guide your decision-making. We also have 
sophisticated financial and business models that can 
be used to help you assess the commercial viability of 
your investments. 

CASE STUDY
A mid-sized Romanian pharmaceutical company with a young and inexperienced management 
team wanted to grow rapidly by licensing and acquisition.  

We worked with the management team to validate their business development strategy.  We subsequently 
mentored the Business Development Manager, helping to develop the skills and techniques for identifying, 
valuing and concluding licensing and acquisition deals.  We developed a robust commercial evaluation 
model to help in the decision making process and introduced a Project Management system to ensure the 
efficient progression of projects.  The commercial evaluation model was subsequently used to support 
decision-making across the whole company.
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Interim Management 
One of our key areas of expertise is in the many years 
of experience of working in the pharmaceutical and 
healthcare industry.   You can capitalise on this 
experience with one of our interim managers in 
marketing, business development or general 
management.  This could involve: 

■ Covering for a key member of staff  

■ Taking over an important project  

As an interim manager we can: 

■ Rapidly assume responsibility  

■ Dedicate our time to an important project 

■ Mentor staff 

■ Implement an urgent project........and much more

Our interim managers can work for you on a daily 
basis without having the liabilities associated with a 
permanent employee.  Our considerable experience 
can be available short notice, and when you no-longer 
have the need then we will leave you to get on with 
running your business. 

 

Some examples of where we have provided interim managers include: 

■ Interim Business Development Manager - Central & Eastern Europe - top 5 pharmaceutical company 

■ Interim Business Development Manager - Medical device company 

■ Interim Principal Consultant - Consultancy company 

■ Interim Business Development Manager - mid-sized pharmaceutical company 

CASE STUDY
A Korean pharmaceutical company wanted to introduce its first product to the European market, 
but was unsure of the best way to proceed.  We worked with them to develop the most effective 
long-term strategy. 

Our strategic analysis of the European market for the product was designed to ensure that we emphasized 
those market areas where the product would have the largest impact in the short to medium term, whilst 
considering the company’s long term strategic objectives. 
We considered the relative sizes and attractiveness of the different sectors with respect to pricing, market 
share and competition, and determined the data requirements, costs and choices for different regulatory 
strategies. We examined the options, costs and risks for marketing the product in each country through local 
licensees or distributors, or the establishment of their own subsidiary company. 
Our analysis was supported by published data, contacts with regulatory authorities, structured interviews with 
selected personnel and our in-depth knowledge of the sector. 
The strategic options were discussed with the client and a market entry strategy is being implemented.  

Contact us for a no-obligation discussion. 
Dr John Buckle 
Estradia Pharma Consulting 
43 Broomleaf Road 
Farnham Surrey GU9 8DQ 
England 
 

+ 44 (0) 1252 714221 

+ 44 (0) 1252 724333 
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