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It’s not often that a government proposal can be good for people’s
health, good for the health care system and good for the federal budget
all at once. Despite dispute over the budget benefits, they all seem likely outcomes
of a Health and Human Services Department proposal to require that Medicare
Part D drug discounts be shared with senior citizens at the checkout counter.
Currently, Part D uses private pharmacy benefit managers (PBMs) to
negotiate prices and discounts with drug companies for the program’s 39
million enrollees, but those rebates typically never make it to the customer.
They usually are kept by the PBMs and insurance companies. In fact, there’s
even been debate over whether PBMs and insurers favor medications with
high prices in order to reap larger rebates from pharmaceutical makers.
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The proposed change is expected to lower out-of-pocket costs for senior citizens,
likely increasing their ability to adhere to medication regimens. That, in turn, should
lead to healthier Medicare beneficiaries and lessen their impact on the health care
system. In fact, it’s estimated this alone could save $10 billion for taxpayers from 2020
to 2029 because Medicare would have to cover fewer hospital and physician services.
While that’s all good news, much of the disagreement over the proposal’s
benefits surrounds its potential impact on federal spending. The Congressional
Budget Office (CBO) and the Centers for Medicare and Medicaid Services’
Office of the Actuary (OACT) project the proposal would increase federal
spending from 2020 to 2029: The CBO’s figure is $177 billion, and the
OACT’s is $196 billion. However, neither of those projections considered
how the participants in the system likely would change their behaviors.
Another more robust analysis, conducted by an independent actuarial firm for
the OACT, considered seven scenarios, six of which took into account the impact
of behavioral changes by plan sponsors, patients and drug manufacturers. Some
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of the changes it considered were tighter formulary
controls, a drop in drug spending because of the
greater discounts and higher patient utilization. In four
of those six scenarios, the proposal saved Medicare
from $23 billion to $97 billion from 2020 to 2029.
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from 2004 to 2013. Actual federal spending during that
time was $420 billion. The CBO in 2004 projected that the
average Part D premium in 2013 would hit $60; the actual
base premium that year was $31. It is only $33 today.

While estimates are, indeed, just estimates, it should be noted

It’s a complicated and difficult undertaking to make changes
to the health care and pharmaceutical system in America,

that the OACT’s and CBO’s projections of cost impacts from
policy and legislative changes historically have overstated the
cost to taxpayers. For example, in 2003, the OACT projected
$534 billion in total federal spending for Medicare Part D

particularly when it comes to the successful and vital
Medicare drug program. These rebate changes, however,
seem to be on the right track for the health of the people,
the budget and the country’s entire health care system.

A Spotlight Conversation with Ray Stevens, COO of Velicept Therapeutics
Greg Sarian: Ray, tell us more about Velicept
and your main areas of focus.
Ray Stevens: Velicept is progressing a beta-3 agonist for
overactive bladder. Beta-3 agonists are fairly new and that’s
what makes this program so interesting. There is one on the
market with another about to be launched, they offer patients
the benefit of relieving some of their symptoms without the
side effects that were resident in the older drugs like Detrol
and Oxybutynin. The older drugs resulted in significant
dry mouth, and although physicians would often wave
their hand and say that the dry mouth was not significant
it really does matter to patients. What we’ve learned is,
number one, most of the urologists were men and most of
the patients were women and therefore underappreciated
the side effects. People did finally become more sensitive
to the side effects and ultimately several physicians that
took these drugs themselves and they kind of got knocked
back in their chair a little bit about quite how significant
the dry mouth was. Then in addition to recognition of the
side effects, there was a publication outlining the effects on
brain health in the elderly. That publication lit the fire under
the industry to say we need to do something different.
The conclusion seems to be that these older drugs, if
taken over very long periods of time, are probably not
right for patients and so that’s really expanded the
opportunity for beta-3 agonist in overactive bladder. We
have great results from a Phase 2 study we’re waiting for
readout on another overactive bladder Phase 2 study. In
addition, we have other opportunities including in irritable
bowel syndrome. We have positive data in irritable

bowel disease for solabegron from GlaxoSmithKline.
Greg Sarian: As you look out over the next 12 to
18 months, what are your biggest opportunities,
and what are your biggest challenges?
Ray Stevens: The opportunities are in a couple of places.
One, we are actively pursuing a couple of strategies for
the next stage of the company. The next big thing will be
to execute a Phase 3 program for solabegron. We would
really like to find the right partner that has the right
commercial engine and the right clinical experience to
bring solabegron in the best possible way to patients.
We are able, through a public offering, to take it on our
own but we understand and appreciate what a larger
partner could bring to the development program not just
the design but also the execution of the program.
Greg Sarian: What would say is the ultimate way
that you help patients? What’s the end result
to the patients that you’re helping Ray?
Ray Stevens: So, the interesting thing in this market is
that for whatever reason a lot of patients are not satisfied
and historically people undervalued
the implications for quality of life for
overactive bladder. So people would
say it’s a lifestyle disease, some people
even said during the launch of VESIcare
that it was a made up indication.
People that suffer overactive bladder
often times have it accompanied by
incontinence and so it’s a real problem for patients. The
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existing medications for whatever reason are not satisfying
them whether it be the efficacy of the side effects whatever
the mix of issues are patients are not satisfied and providers
aren’t satisfied either. We believe solabegron on its own
and solabegron in combination with other agents, will
provide prescribers an opportunity to satisfy patients.
Greg Sarian: What do you think the greatest benefit
is to having your headquarters and having most of
your talent in the Greater Philadelphia Area?
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Given the big pharma pedigree of many folks in the
region, there is a deep understanding of how to get the
work done to the required quality standard. Executing to
that high standard is the only way to know the results of
your experiments are true. I really think in the Greater
Philadelphia Area we have a significant supply of those
people and that’s not true of all other areas of the country,
so it makes a real difference when you’re doing your work.

Ray Stevens: People underestimate the importance
deeply experienced and skilled people. What we
find here in Philadelphia is many people have a large
pharma pedigree. This allows them to operate within
an appropriate quality framework is because the
training and experience they have is unsurpassed.

Commercial Integration Reduces Risk in Bio-Pharma Launch Planning
By: Kevin O’Neill, Partner, ForeRunner Strategy
The rate of successful product launches in the
biopharmaceutical industry is alarmingly low. It is estimated
that only 10% percent of drugs which enter clinical trials will
eventually receive regulatory approval. Various studies have
shown that > 50% of the products that reached the market
in recent years have failed to meet commercial expectations.
While drug development has always been a risky business, it
seems that commercialization success rates have declined.
One published study found that for every $1 billion spent on
R&D, the number of FDA-approved drugs has decreased by
approximately 50% every nine years between 1950 and 2012.
Most drug failures can be attributed to either scientific
(efficacy or safety) or commercial reasons. The scientific
risks are more difficult to control due to the inherent nature
of entering new drugs into clinical trials. Drug companies
have greater control over commercial planning. However,
commercial failure was cited as the reason why approximately
20% of products failed to succeed in clinical development
during a 10 year period. More specifically, these drugs failed
to demonstrate and effectively communicate substantial
value to the market. In other words, their development
plans failed to include commercial components that would
have either predicted failure or would have better informed

the trials to succeed. Another analysis by FiercePharma,
which looked at “10 Top Drug Launch Disasters”, 8 of the
10 products failed on the market due to poor commercial
planning. These products did not adequately address
the market needs and expectations at launch because
either commercial planning did not start early enough or
commercial planning was not integrated and comprehensive.
And this is just the tip of the iceberg. Many other products
launched in the last 10 years have struggled to reach their
full potential. Why is this happening? And why now?
The pharmaceutical industry and the health care market
place have changed and continue to change rapidly.
Large companies are launching fewer products and many
have undergone massive restructuring and workforce
reductions. Meanwhile, with talent jumping company to
company, it challenges development and launch teams to
leverage and align the variability inherent with diversity
of backgrounds. Larger companies are challenged with
departmental and geographical fragmentation and the loss
of institutional memory. These factors lead to many internal
challenges in maintaining company-wide best practices
for successful launches. Companies, small or large, often
reinvent launch plans and fail to capture learnings.
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Small and mid-sized companies are launching a larger
number of today’s products. These companies also face the
challenge of defining their launch processes. Many of their
employees come from big-pharma companies. The diversity
of experiences is helpful on one hand, however, it can lead
to a confusing array of opinions and conflicting practices for
developing and launching their drugs. A good launch planning
methodology will resolve misalignments and set the team
on a course that upholds a successful commercial strategy.

with the suitable expertise engaged in developing the
launch plan. A company approaching a launch must adopt
the compatible “Launch Culture” early in the development
of a product. This is not to say that companies in early
development need to hire a chief marketing officer, however,
they should identify in their plans where commercial input
is needed to inform product development. Ignoring these
critical inputs places the product at risk of commercial
failure –payers won’t pay for it and providers won’t use it.

Today’s launches are more complex than ever. They involve
hundreds of parallel activities (horizontals), each of which
are guided by functions (verticals) and are critical to the
ultimate success of the product. What complicates launches
is the integration required between the verticals and the
horizontals. The clinical plan requires commercial input.
The commercial team needs medical guidance to develop
communications. Payer feedback is needed to develop the
value proposition. The list of critical inputs and exchanges is
extremely difficult to compile and manage and each product
has its own nuances that also have to be accounted.

Ultimately, this Launch Culture should feature dedicated and
empowered launch resources and a clear vision of customer
needs and the value that a new drug represents to the payers.
Effective product launch planning and management can
ensure a clear vison of the path to the market and establish
alignment among key contributors to achieve success.

Today’s biopharmaceutical companies need to place more
emphasis on detailed and integrated planning for all of the
key aspects of a pharmaceutical launch. Those in early
development cannot ignore the commercial components
necessary to design early and late-stage trials. A disciplined
and coordinated planning approach that incorporates the
market needs (payer, provider, patient) is critical to manage
the inherent risk of developing and launching biopharma
products. The planning process must be comprehensive,

ForeRunner Strategy
ForeRunner Strategy partners with commercial teams to
create comprehensive strategies and working plans that
maximize their asset’s value for commercialization. We
are senior-level bio-pharma executives with global launch
leadership experience. We have built and led teams that
have developed and launched multi-billion dollar global
brands and enjoy sharing our experience and knowledge
with teams that are responsible for preparing assets for
market. ForeRunner Strategy features IPL (Integrated Product
Launch), our proprietary strategy and planning offering that
assists companies in reaching the commercial goals for
their bio-pharma assets. www.forerunnerstrategy.com

The Planning Prescription: Key Considerations for Early
Stage Companies on the Path to an Exit
By: Greg Sarian, Sarian Strategic Partners
A recent study from the Exit Planning Institute shared
that over 78% of the entrepreneurs and executives of
early stage companies are counting on a sale of their
business to maintain their financial independence…yet
fewer than 20% have a written plan to accomplish this.
Please take a moment to read through our team’s latest
whitepaper discussing key points to help keep more of
what you have built and why it’s never too early to consider
planning in advance of a transaction of your company.

Entrepreneurs are as focused as ever on building new,
viable entities with the goal of a transaction, in spite of
the potential challenges produced by the deceleration
of the global economy. While many founders and
executives of these early companies focus on raising
capital, creating a differentiated offering, and building
out a strong team, prudent planning should start at
the very early stages of the company’s inception.
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Entrepreneurs should “start with the end in mind”
and be mindful of important planning considerations
even when an exit seems far away.
Planned Outcome: Strategic Sale
While many successful serial entrepreneurs will recommend
focusing on simply building a strong company, it is also
important to consider whether your long-term objective is
to create a larger, scalable entity or grow it so that it can be
attractively positioned for a sale. If the optimal outcome is a
strategic sale, managing key considerations with initial
funding is crucially important. While one can never
determine exactly how far a concept needs to be proven to
be acquired, making sure there is adequate cash for a burn
rate is paramount. When exploring funding sources, an
entrepreneur should factor in his or her timeframe to deploy
capital and how the cash will affect dilution of equity.
It is also important to be realistic about how deals can
be structured from the buyer’s side when architecting an
optimal outcome for a strategic sale. A popular acquisition
strategy is based upon milestones or earnout provisions.
This means a certain sum of capital based upon a multiple
will be paid at the close of the transaction, but the
remainder will be paid over forthcoming years based upon
future ongoing revenues. This requires founders and key
employees to remain involved until the deal is complete.
Often, entrepreneurs also fail to consider several risks that
exist during negotiation and through the completion of the
transaction. It is critical to have a contingency plan, such
as a buy-sell agreement among existing shareholders that
would provide liquidity if something happens before an
event is complete. Buy-sell agreements are often funded
with the purchase of a life insurance policy on a key partner
to provide liquidity to replace this key figure’s efforts and
allow the company to continue moving forward. It is also
critical to protect any illiquid asset that is moving towards
an event to become liquid. Until that liquidity event occurs,
prudent use of life insurance and long-term disability
policies can protect the founder’s heirs. More importantly,
if he or she were to prematurely pass, this helps ensure the
preservation of liquidity that may otherwise be reduced
if the valuation of the company is adversely affected.
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Planned Outcome: IPO
If the goal of a company is to continue to build scale,
commercialize a product, and drive towards a platform of
multiple assets, a more likely course of action is raising
capital through an initial public offering (IPO). An IPO
means a very different set of equity considerations for
entrepreneurs and company executives (v. a strategic
sale). While there is a cachet to being a public company
executive, there are also additional hurdles to consider
to truly obtain liquidity through monetizing the equity.
One issue to consider is a “lock up,” which is an approximately
180-day period between when the company goes public and
when an executive can begin to sell shares. Usually, the stock
represents an illiquid asset during this time. Even after the
lock up ends, there are constraints to complete liquidity. The
first depends on the executive’s status within the company.
If the executive is subject to section 16 or has access to
non-public information, selling is only permitted during a
certain time around the release of corporate earnings. Some
companies also require senior leaders to maintain a multiple
of their compensation in the company stock. Second, because
transactions are publicly reported, there needs to be sensitivity
to the message this sends to both institutional and retail
investors. Senior executives in this position should be cautious
of “overconcentration,” or when one security represents more
than 25% of a liquid asset base within a portfolio. In our
view, there is a dual risk to overconcentration: liquid assets
in the form of stock are tied to the company, as well as the
executive’s employment. A prudent strategy is a disciplined
sell program, which can be accomplished by structuring price
targets at open windows or by a 10B5-1 selling plan. A 10B5-1 is
a program established in advance according to SEC guidelines
that allow for set sale prices over a 12-month program.
Another complexity to consider is the composition and
nature of future equity grants. It is becoming more common
for companies to offer stock options and restricted stock
units instead of common shares. A common challenge
for those receiving this form of equity compensation is
not fully understanding the income tax implications of
these different types of grants. Broadly speaking, stock
options can come in the form of incentive stock options or
nonqualified stock options. Incentive stock options (ISO)
are preferable for an executive because they enable the
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equity to exercise and hold the option without the receipt of
income. If the ISO is held two years from the grant date and
one year from exercise, the appreciation is taxable as longterm capital gains. With non-qualified options, whether they
are exercised and held or sold, the receipt of income is always
taxed as ordinary income. Restricted stock units also have no
other tax flexibility except to receive them upon vesting as
ordinary income. Once received, all future appreciation can
be subject to capital gains tax if held for at least 12 months.

is that all of its earnings and appreciation are also income
tax-free. Similar to a donor-advised fund, an executive
can contribute cash, private, or appreciated ecurities to a
charitable remainder trust and receive a current year income
tax deduction. The CRT would then provide the executive an
income stream for the rest of his or her life, with the proceeds
dispersed to a charity or charities of his or her choice at
passing.The key to both of these strategies is to accelerate
the charitable deduction in the year of the transaction.

Additional Planning Strategies

3: Wealth Transfer Planning: If an executive expects the income
generated by a transaction will have a meaningful impact on
his or her net worth, he or she should consider establishing a
grantor retained annuity trust (GRAT) or a spousal lifetime
access trust (SLAT). GRATs are often most useful to individuals
who face significant estate tax liability at death. A GRAT
uses an irrevocable trust to remove assets from the grantor’s
estate without triggering the gift tax. A GRAT may be used to
freeze the value of his or her estate by shifting a portion or all
of the appreciation onto his or her heirs. The trustee invests
the asset to try to maximize income. Each year, the grantor
receives the annuity payment as income. The value of the gift
can be equal to the value of the annuity payment. For gift tax
ipurposes, the transfer is essentially a wash. If the growth of
the trust assets outperforms the initial income projections,
the grantor is paid in full, but the trust has a remainder.
This remainder amount then passes to the beneficiaries.

Regardless of the planned exit outcome, entrepreneurs
and executives should also focus on creating and
implementing prudent tax, charitable, and wealth transfer
planning strategies well in advance of a transaction to
potentially increase the value of their equity component.
1. Mitigating Tax Burden: It is critical to consider ways to
help reduce the tax burden of an event. The recent loss
of the SALT deductions exposes a greater percentage of
income—capital gains and ordinary income—to taxation.
Tax minimization is better accomplished well in advance
of a transaction rather than trying to accelerate strategies
before December 31 in the year transaction closes. An often
overlooked and misunderstood strategy is the 83(b) election.
The 83(b) must be taken advantage of within 60 days of
acknowledging receipt of your equity. Instead of vesting
restricted stock over a schedule, this enables the holder
of equity to pay tax on the unvested stock based on the
difference between current market price and grant price. As
long as the holder maintains the equity within 12 months of
this election, any future transaction will be taxed as long-term
capital gains, which is more favorable than ordinary income.
Optimally, this is done when the equity has very little value,
and where the upside potential for appreciation is greatest.
2. Donor-Advised Fund: If an executive is philanthropically
inclined, a donor-advised fund (DAF) or charitable remainder
trust (CRT) can offer an income tax deduction that would
help offset tax liability. A donor-advised fund allows an
executive to receive a charitable deduction on the cash,
private securities or appreciated securities added to the
fund in the year of a transaction. An executive has the
rest of his or her life to distribute the proceeds to qualified
nonprofits of his or her choice. Another benefit of the DAF

A Spousal Lifetime Access Trust (SLAT) is an irrevocable
trust created by one spouse for the benefit of the
other, as well as children and grandchildren.
Though the applicable exclusion may be used to transfer
a variety of different assets, assets that are expected to
appreciate significantly over time are typically gifted,
potentially increasing the tax- advantaged nature of
the wealth transfer. Any assets that are not distributed
to the beneficiary spouse remain in the trust and may
continue to grow free of estate and gift taxes while
remaining available for the next generation(s).
If an executive is financially supporting adult loved ones, he
or she should also consider taking advantage of marginal
capital gains rates. With this strategy, he or she can shift
equity before a transaction into the name of a loved one in
a lower tax bracket. The annual gifting amount is $15,000
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per person, per year in 2019. When the event occurs, the tax
liability is shifted to the loved one who is in a lower tax bracket,
where the ultimate goal is to provide financial assistance.
In addition to these three strategies, it is important to have the
four main estate planning documents in place, even in the early
building stages of a company: a will, power of attorney, living
will, and guardianship (if an executive has minor children).
Finally, it is critical to assemble a team of qualified advisers a
minimum of 12 to 24 months before an event. It is important that
they have time to collaborate on these strategies and others to
help provide greater value to the executive upon the transaction.
The four main advisers on a personal pre-transaction planning
team should include: a qualified CPA, an estate planning
attorney, an insurance advisor, and a certified financial planner.
The sale of a business is often a once-in-a-lifetime event. It is
preceded by years of effort, sweat equity, and challenges. Often,
we see executives get so focused on the company’s outcome
they fail to plan properly or with advanced notice to address
the myriad of issues that affect them personally. With proper
planning, time and the guidance of an experienced personal
team, executives can help ensure that the outcome of a business
transaction yields real, meaningful value for their families.
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Sarian Strategic Partners Biotech Index*
The Sarian Strategic Partners Index started in January 2013 to track regionally located HealthCare oriented businesses whose stock is traded above $1 a share against the S&P 500 and the NASDAQ
Biotechnology index. It is an equally weighted index of publicly traded life sciences companies headquartered in PA, NJ and DE and is rebalanced monthly. Below is a look at the performance pattern
since December 2013 along with a list of the companies that are currently included. Also listed are the Top Ten Companies who have had the largest gains and losses YTD within the index.

Investment Growth
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SSP Biotech Index - Portfolio Holdings
Portfolio Date: 3/31/2019
TetraLogic Pharmaceuticals Corp
Trevena Inc
Aclaris Therapeutics Inc
Adaptimmune Therapeutics PLC ADR
Advaxis Inc
Adynxx Inc
Aerie Pharmaceuticals Inc
Aevi Genomic Medicine Inc
Agile Therapeutics Inc
Akers Biosciences Inc
Amicus Therapeutics Inc
Arcturus Therapeutics Ltd
Cancer Genetics Inc
Celgene Corp
Cyclacel Pharmaceuticals Inc
Eagle Pharmaceuticals Inc
Echo Therapeutics Inc
Egalet Corp
Endo International PLC
Enzon Pharmaceuticals Inc
FC Global Realty Inc
Fibrocell Science Inc
GlaxoSmithKline PLC ADR
Globus Medical Inc Class A
Immunomedics Inc
Incyte Corp
Inovio Pharmaceuticals Inc
Insmed Inc
IVERIC bio Inc
Johnson & Johnson
Lannett Co Inc
Merck & Co Inc
Mylan NV
Onconova Therapeutics Inc
Pacira BioSciences Inc
ProPhase Labs Inc
PTC Therapeutics Inc
Recro Pharma Inc
Safeguard Scientifics Inc
Spark Therapeutics Inc
The Medicines Co
Windtree Therapeutics Inc

Leading Contributors - YTD

Leading Detractors - YTD

Time Period: 1/1/2019 to 3/31/2019
FC Global Realty Inc
Egalet Corp
Trevena Inc
Spark Therapeutics Inc
Agile Therapeutics Inc
Insmed Inc
Advaxis Inc
Lannett Co Inc
Echo Therapeutics Inc
Adynxx Inc

%
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4
2.4

Time Period: 1/1/2019 to 3/31/2019
Return
373.25
274.08
262.79
190.96
162.20
121.57
107.37
58.67
58.33
57.22

Aevi Genomic Medicine Inc
Adaptimmune Therapeutics PLC ADR
TetraLogic Pharmaceuticals Corp
Aclaris Therapeutics Inc
Recro Pharma Inc
Akers Biosciences Inc
Windtree Therapeutics Inc
Pacira BioSciences Inc
Inovio Pharmaceuticals Inc
Cancer Genetics Inc

Return
-72.00
-25.22
-21.43
-18.94
-17.46
-14.16
-13.83
-11.53
-6.75
-0.79

* Information provided by Morningstar Direct
Sarian Strategic Partners is a group of investment professionals registered with HighTower Securities, LLC, member FINRA, MSRB and SIPC, and with HighTower Advisors, LLC, a registered investment advisor with the SEC. Securities are offered through
HighTower Securities, LLC; advisory services are offered through HighTower Advisors, LLC.
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Philly Fundings
May 30
Imvax Inc., a Philadelphia immunotherapy startup developing
a brain cancer treatment, has raised $24.8 million to advance
its experimental therapy. The series B equity financing was
disclosed in documents the company filed with the Securities
and Exchange Commission. Imvax, in the SEC filing, said it is
seeking to raise a total of just under $25.1 million in the round.

May 7
Google Ventures-backed Verve Therapeutics — which has its
headquarters in Cambridge, Mass, and reserarch labs at the
Pennovation Center in West Philadelphia — raised $58 million.
The company is focused on using gene editing to treat and
prevent heart disease.

May 20
A Bala Cynwyd biopharmaceutical company developing new
treatments for rare mitochondrial diseases raised $25.8 million
in a private stock sale. The equity financing was disclosed
in documents the company, Chondrial Therapeutics, filed
with the Securities and Exchange Commission. Dr. Carole
Ben-Maimon, the company’s EO, said the equity financing
deal includes an additional $10 million investment tied to
undisclosed research and development milestones.

April 29
Complexa Inc,, a Chester County biopharmaceutical company
focused on developing new treatments for patients with severe
and life-threatening fibrosis and inflammatory diseases, raised
$11 million in a private stock sale.The equity financing was
disclosed in documents the Berwyn company filed with the
Securities and Exchange Commission.

May 9
Coriell Life Sciences, a genomics and medication management
company based at the Philadelphia Navy Yard, raised $9.5
million in a private stock sale.The series A equity financing was
disclosed in documents the company filed with the Securities
and Exchange Commission. The identities of the investors were
not disclosed.

1 Helmant Ahlawat, G., & Arkel, i. C. (2014). The Secret of Successful Drug Launches. Brussels: McKinsey
& Company.
2 Scannell IW, B. A. (2012). Diagnosing the Decline in Pharmaceutical R&D Efficiency. Nat Rev Drug
Discovery , 11(3), 191-200.
3Tufts University CSDD. (2013). Causes of Clinical Failures. Tufts CSDD Impact Report, 15(5).
4 John Carroll, T. S. (2016). 10 Top Drug Launch Disasters. Newton, MA: Fierce Pharma.

Sarian Strategic Partners is a group of investment professionals registered with HighTower Securities, LLC, member FINRA and SIPC, and with HighTower Advisors, LLC, a
registered investment advisor with the SEC. Securities are offered through HighTower Securities, LLC; advisory services are offered through HighTower Advisors, LLC.
This is not an offer to buy or sell securities. No investment process is free of risk, and there is no guarantee that the investment process or the investment opportunities referenced herein will be profitable. Past
performance is not indicative of current or future performance and is not a guarantee. The investment opportunities referenced herein may not be suitable for all investors.
All data and information referenced herein are from sources believed to be reliable. Any opinions, news, research, analyses, prices, or other information contained in this research is provided as general market
commentary, it does not constitute investment advice. Sarian Strategic Partners and HighTower shall not in any way be liable for claims, and make no expressed or implied representations or warranties as to
the accuracy or completeness of the data and other information, or for statements or errors contained in or omissions from the obtained data and information referenced herein. The data and information are
provided as of the date referenced. Such data and information are subject to change without notice.
This document was created for informational purposes only; the opinions expressed are solely those of the featured author contributors and Sarian Strategic Partners and do not represent those of HighTower
Advisors, LLC, or any of its affiliates.

