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Stay up to date on the pulse of the Philadelphia Life Science industry with our
Biotech Bulletin. A quarterly newsletter, with data and perspectives from local
leaders within the industry. Greg Sarian of The Sarian Group at High Tower and
Regina Maxwell of Maxwell Research Services, LLC are the co-authors of the
Biotech Bulletin. Each issue will include insight on the latest industry trends,
performance metrics on local biotech companies as well as current acquisitions
and IPO news in this area.

NO SURPRISES!
by Regina M Maxwell, MLIS, Maxwell Research Services LLC
As we discussed in last quarter’s Biotech Bulletin, angels and venture capitalists expect
to see well-developed business plans from their potential beneficiaries, including
a comprehensive characterization of the competitive landscape for a product or
technology. They require this to better assess their risk.
However, there are many more reasons that it’s essential for companies at all stages
to keep on top of competitors’ strategies and activities. Doing so allows them
not only to anticipate threats to their developing or in-line products, but also to
consider potential opportunities for growth. Intelligence activities will uncover your
competitors’:
•

Over-arching strategies/goals

•

Development pipelines

•

Regulatory snafus to be avoided

•

New class or product safety issues coming to light

•

Best-in-class/first-in-class up-and-comers

•

New formulations or new uses for existing drugs

•

Potential early generic incursion

Competitive intelligence (CI) will also inform your clinical and regulatory development
strategies as well as business development opportunities.

GUEST CONTRIBUTOR

Considering the importance of the above insights for sound decision-making,
it’s critical not to focus too narrowly when viewing the competitive environment.
For instance, 15 years ago, who knew that the same biologic would be effective
in treating rheumatoid arthritis, leukemia, and as an anti-rejection agent in kidney
transplant? It’s imperative to take an open, panoramic view when considering
potential threats and opportunities.
So who (and what) really is your competition? Obviously, it’s about who else is in
your product’s disease area(s), but it’s likely to be much more complex than that. For
instance:

REGINA M. MAXWELL, MLIS
Principal

•

What’s the new science (mechanisms of action) being studied for the disease,
and how far is it from regulatory approval?

•

Are there different, potentially more efficacious and/or safer formulations of your
drug being developed?
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NO SURPRISES! (CONTINUED)
•

What improved delivery devices are in development?

•

What technologies are being utilized to improve safety and
efficacy of drug therapies?

•

How dynamic is the regulatory environment and what
changes are ahead that will affect your (and others’)
product(s)?

•

What is the geographic footprint of your competitors, and
how quickly is it growing?

Ask yourself, “How much do we know about any (or all) of these
kinds of issues?” And, “How quickly would we be able to respond?”
A broad, creative, visionary approach to CI such as this will position
you best for success.
Regina Maxwell is Principal of Maxwell Research Services,
a full-service research firm specializing in research for startups, and small to mid-size biotech firms. You can reach her at
rmmaxwell19@gmail.com or through the company website at
http://www.maxwellresearchservices.com.

PRE – IPO RECRUITING ENGAGEMENT
CONSIDERATIONS FOR LIFE SCIENCES CO’S
by Brian Filippini, Concord Management Group
Recruiting through previous networks for C-Level and VP
Executives has always been a very successful means of securing
top industry talent. After all, it’s free. However, at times, strategic
partnerships are needed to identify candidates beyond one’s
traditional network, manage competitive threats, manage the
search/interviewing process, and properly promote the interests
of the company within a defined time frame. Assuming a
company comes to the decision to engage a retained search
firm, the following should be reviewed so that the company can
reach its objectives and maximize the dollars being spent on a
search. The most important component of a search is obviously
to identify the most qualified candidate for the role. Additionally,
there are many other benefits that a reputable recruiting partner
can provide during the process that should not increase the cost
of the engagement and will help solidify a successful experience
for the hiring party.
1. DEPLOYING A BRANDING CAMPAIGN DURING THE
RECRUITING PROCESS
A typical Retained Search Firm will take somewhere between
8-12 weeks to complete an assignment depending on the
availability of the hiring executives and candidates during the
process. The top 4 candidates will eventually be presented for
face to face interviews with the top candidate being awarded
the job. Most hiring executives feel that this is a very efficient and

rewarding process when done correctly. What is not seen during
this process, however, is that as many as 200-300 conversations
will take place when the search firm is targeting candidates and
networking with other industry leaders. If the corporate mission
and executive vision is incorporated into this recruiting campaign,
the company will eventually benefit from a very unique and
unexpected branding and marketing campaign simultaneously.
In effect, two objectives completed for the price of one. This
campaign will typically reinforce the culture of the company and
will systematically lead to other future hires.
2. EQUITY COMPENSATION
In general, pre-IPO companies in the life sciences and
technology sectors rely heavily on stock options as their primary
form of equity compensation. This is the case because stock
options reward growth and rising valuations. Restricted shares, on
the other hand, typically promote employee retention. Taxation
of stock options upon their exercise makes them more favorable
for employees in an environment with little to no liquidity. This
is the case because employees have control over the decision
to exercise their options. On the other hand, restricted shares,
which are taxable upon vesting, can leave employees with a tax
bill even when they have no easy means to sell shares. Industry
averages vary by year, but in general 65% of pre-IPO companies
provide stock options exclusively, less than 2% provide restrictive
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shares exclusively, 28% provide a combination of stock options
and restrictive shares, and approximately 5% offer no equity.
Depending on where your company is aligned, a knowledgeable
recruiting partner can let you know where your model will fit
in the market and how to customize this message when it is
communicated to the ideal candidate.
3. EXECUTIVE COMPENSATION
Start-up companies are often under tremendous pressure
to conserve cash resources so they can invest in product
development and organizational growth. In order to compete
for executive talent under such constraints, greater emphasis is
typically placed on the potential for significant wealth creation
through pre-IPO equity awards. Frequently, many compensation
studies are conducted before hiring the executive team begins.
However, since compensation changes constantly and many
reports do not break out equity components in detail, it is logical
for a hiring company to request that a search firm retain this
information from all qualified candidates during a search, in
the form of a report. This information can be very useful when
negotiating compensation later as it will provide a holistic view
that the candidate may not otherwise know. As an example,
a base salary and bonus may be slightly below the industry
average; however, when viewed as % of equity the role may
be 25% higher overall. As a private company approaches a
successful IPO event (or shortly thereafter), cash compensation
levels often increase and become more competitive with other
public companies (VP Sales, Marketing, Clinical Dev). Similar
compensation reports can also apply to these level roles as well.
4. COMPETITIVE MARKET TRENDS
During every search, there is always a competitive threat that
is trying to attract the same talent. This may not come from
a direct competitor in a specific therapeutic area, but may
come from a unique industry segment competing for the same
high quality individual that could include: Orphan/Rare drug
companies, Buy and Bill Biotech companies, or Pre-IPO biotech
companies. It is advisable to maintain a dialogue with your
recruiting partner and address a proactive strategy should this
scenario present itself.
Many C-level executives of pre-IPO life science companies
recognize the value of leveraging their companies’ financial
positions. Knowing what to ask of a recruiting partner during this
phase can help lead to more favorable results at a significant
savings.
Brian Filippini is the President of Concord Management Group,
an Executive Search and Project Management Recruiting
company that focuses on the Life Science Industry including
startups, biotechs, pharmaceutical, and service providers. You
can reach him at bfilippini@concordmgi.com
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THE SARIAN GROUP INDEX
The Sarian Group 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 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
March 31, 2015
March 31, 2015
are the Top Ten Companies who have had the largest gains and losses YTD within the index.
Benchmark

Performance Evaluation

S&P 500 Index

Dec-13 - Mar-15
160

Total

Growth of $100

150

SG BioTech Index
S&P 500 Index
iShares Nasdaq Biotechnology

140
130
120
110
100
90

Jan-14

Mar-14

May-14

Jul-14

Sep-14
Portfolio Holdings

Active Control Technology Inc

Advaxis Inc
Amicus Therapeutics Inc
Cyclacel Pharmaceuticals Inc
Discovery Laboratories Inc
International
PLC
Enzon
ActiveEndo
Control
Technology
Inc
Advaxis
IncPharmaceuticals Inc
Immunomedics Inc
Incyte Corp
Co Inc Inc
Medgenics
Inc Inc
AkersLannett
Biosciences
Alliqua
BioMedical
Onconova Therapeutics Inc
Ophthotech Corp
Celator
Pharmaceuticals
Inc
Celgene
Corp
PTC Therapeutics Inc
Regado Biosciences Inc
TetraLogic Pharmaceuticals Corporation
Vitae Pharmaceuticals Inc

PORTFOLIO
HOLDINGS
Alliqua BioMedical
Inc

Eagle Pharmaceuticals Inc

Echo Therapeutics Inc

Pharma Inc
EnzonRecro
Pharmaceuticals
Inc

Immunomedics
Egalet Corp Inc

Top Ten Gainers

Eagle Pharmaceuticals Inc

Endo International PLC

217.13
Fibrocell Science Inc

Vitae Pharmaceuticals
Inc
GlaxoSmithKline
PLC

-29.63
Globus Medical
Inc

Incyte Corp

Inovio
Pharmaceuticals
Inc
Immunomedics
Inc

Insmed Inc

TetraLogic Pharmaceuticals

Vitae Pharmaceuticals Inc

MerckMedgenics
& Co IncInc

Mar-15

Egalet Corp

Lannett Co Inc
Therapeutics Inc Inc
PaciraEcho
Pharmaceuticals
Agile Therapeutics Inc
Insmed
Inc
Regado
Biosciences
Inc

Advaxis Inc

Jan-15

Aerie Pharmaceuticals Inc
Agile Therapeutics Inc
Akers Biosciences Inc
Cancer Genetics Inc
Celator Pharmaceuticals Inc
Celgene Corp
Eagle Pharmaceuticals Inc
Echo Therapeutics Inc
Egalet Corp
FibrocellAerie
Science
Inc
GlaxoSmithKline
PLC
Globus Medical
Pharmaceuticals
Inc
Agile Therapeutics
Inc Inc
Inovio Pharmaceuticals Inc
Insmed Inc
Johnson & Johnson
The Medicines
Company
Mylan NVInc
Amicus
TherapeuticsMerck
Inc & Co Inc Cancer Genetics
Pacira Pharmaceuticals Inc
PhotoMedex Inc
ProPhase Labs Inc
Cyclacel
Pharmaceuticals
Inc
Discovery
Laboratories
IncInc
Recro Pharma Inc
Safeguard Scientifics Inc
Spark
Therapeutics
Auxilium Pharmaceuticals Inc
NPS Pharmaceuticals Inc

YTD March 31, 2015

170.26
127.24
80.27
Lannett Co Inc
74.13
59.29
Mylan NV
57.91
PhotoMedex Inc 57.78
50.98
Recro Pharma Inc 34.45

Johnson
& Johnson
Fibrocell
Science Inc

Nov-14

Top Ten Losers

Onconova Therapeutics Inc

YTD March 31, 2015

Active Control
TechnologyInc
Inc
Safeguard
Scientifics

-26.75
-20.21
-11.11
The Medicines-10.27
Company
-9.13
Ophthotech Corp
-8.78
-3.14Inc
PTC Therapeutics
-1.89
0.00 Inc
Spark Therapeutics

Auxilium Pharmaceuticals Inc

NPS Pharmaceuticals Inc

Inovio Pharmaceuticals Inc

Medgenics
IncInc
ProPhase Labs

TetraLogic Pharmaceuticals Corporation
Onconova
Therapeutics Inc
Safeguard Scientifics Inc

Johnson & Johnson
ProPhase
Labs Inc
Alliqua Inc

Past
performance does not guarantee or indicate future results. Analytics are presented for informational purposes only and do not constitute an offer or recommendation to buy or sell securities or to engage an
Corporation

investment manager. Mutual fund results do not reflect the deduction of sales loads. Market Indices included are a general source of information and may not be the designated benchmark to evaluate an investment's performance.
© 2015 Markov Processes International LLC. All Rights Reserved. Neither MPI nor its content providers are responsible for any damages or losses arising from any use of this information.

TOP TEN GAINERS —YTD 3/31/2015

TOP TEN DECLINERS — YTD 3/31/2015

Recro Pharma Inc

217.13

Vitae Pharmaceuticals Inc

-29.63

Eagle Pharmaceuticals Inc

170.26

Onconova Therapeutics Inc

-26.75

Egalet Corp

127.24

Immunomedics Inc

-20.21

Advaxis Inc

80.27

Inovio Pharmaceuticals Inc

Fibrocell Science Inc

74.13

ProPhase Labs Inc

Medgenics Inc

59.29

TetraLogic Pharmaceuticals Corporation

-9.13

Lannett Co Inc

57.91

Safeguard Scientifics Inc

-8.78

Echo Therapeutics Inc

57.78

Johnson & Johnson

-3.14

Agile Therapeutics Inc

50.98

Alliqua Inc

-1.89

Insmed Inc

34.45

Active Control Technology Inc

0.00

-11.11
-10.27

The Sarian Group 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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PATH TO AN EXIT: STRATEGIC SALE VS. IPO –
LEADING YOUR COMPANY TOWARD A DESIRED
OUTCOME
A Conversation with Industry Leader Bob Radie, CEO of Egalet
On Friday June 12th, The Life Sciences Executive Network
will host a lunch forum on the topic of driving your company
towards an exit; Sale vs. IPO. Bob Radie, CEO of Egalet has
led several successful sales of companies including Vicuron,
Morphotek, and Topaz. Most recently he led Egalet through its
IPO in early 2014. I recently had the opportunity to speak with
Bob about his perspective and experience, having orchestrated
teams on both ends. Bob will lead the discussion at our
upcoming event, but he gave me a sneak preview on his views in
preparation for a more robust discussion June 12th.
HOW TO DRIVE THE STRATEGIC VISION
“My philosophy has always been to focus on building a great
company. Build the company to create true value and the
outcome will take care of itself. If you build the company purely
for a short term sale, you run the risk of compromising true
growth potential.”
HOW TO BUILD A LEADERSHIP TEAM
“This is where the desired outcome truly bears importance as you
must build a team experienced in their roles. If a sale is the end
goal, you must have a robust business development executive
who at an early stage can create an auction like frenzy with
multiple bidders. This creates more option and choices when
several parties are interested. If the goal is an IPO, commercial
experience is critical, having a team that has demonstrated
expertise in the hurdles and challenges to build out a product
line. In both cases, versatility is important when the company
is in its early stages, you need to be flexible to wear many hats
and respond to various challenges if a strategic sale is delayed or
does not occur.”
WHAT HAVE BEEN YOUR GREATEST INSIGHTS POST
TRANSACTION?
“With the strategic sale of a company, you can’t understate how
it will affect the people around you. As you structure a deal, it is
important to understand if the acquirer will want just the assets
and be sensitive to the impact on your team. After an IPO, it is
important to grasp the change in the cadence of the business.
So much depends upon earnings, SEC filings, regulation and
compliance issues that do not exist in a private company.”

WHAT HAS BEEN THE BIGGEST LESSON YOU HAVE
LEARNED?
“It is never too early to start the business development process.
Don’t underestimate the length of time to build relationships
with key investors and potential buyers. You want the auction
environment sooner rather than later.”

For more insights on leading your company towards a sale or an
IPO please join Bob Radie and our CEO panel for an informative
peer led discussion on Friday June 12th, at Waynesborough
Country Club, lunch will be served at 12:30PM. Reservations can
be made by emailing Carol Waldman at
cwaldman@hightoweradvisors.com or call (610) 850-9050.
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PHILLY FUNDINGS
The first quarter of 2015 was marked with continued financing activity demonstrating the significance and vitality of the industry to this
region. The following transactions represent milestone capital raises in our areas.
SPARK THERAPUETICS
On January 30th Spark Therapeutics, the 2 year old gene therapy company spun out of Children’s Hospital of Philadelphia, went
public and raised $161 million trading under the symbol ONCE. Spark plans to use proceeds from the IPO to complete its Phase III
study of SPK-RPE65 as well as clinical development of other new drug candidates.
CORTENDO AB
On February 11th Cortendo announced a private placement totaling approximately $26.4million. The Radnor biopharmaceutical
company is focusing on developing new treatments for rare endocrine disorders. CEO Matthew Pauls noted that the funds will
advance Cortendo’s work in their Phase III Trial COR-003 for Endogenous Cushing Syndrome and expand their disease portfolio.
MERGANSER BIOTECH
On February 19th, Merganser Biotech Inc. raised $28million in its initial round of venture capital financing. Brian McDonald, Merganser
Biotech’s CEO said the funds will help the company to generate clinical proof of concept in one or more of the therapeutic
applications for its Hepcidin Mimetic Peptide technology.
PHASE BIO
On March 12th, PhaseBio Pharmaceuticals closed $40million on Series C financing led by AstraZeneca. The funding will facilitate
progressing of PhaseBio’s once weekly insulin into Phase 2a testing for type 2 diabetes and once weekly Vasoactive Intestinal Peptide
into separate Phase 2a trials for heart failure and for cardiomyopathy in Duchenne and Becke muscular dystrophy.

THE PLANNING PRESCRIPTION:
USE OF A DONOR ADVISED FUND
A donor advised fund is an ideal tool to consider if you have an increase in income in 2015 due to a bonus or equity transaction,
and are looking for a way to minimize the tax burden and satisfy some philanthropic giving. The donor advised fund is an account
structure offered by many large investment firms for charitable giving. You can fund the donor advised fund with low cost securities
or cash, and qualify for a charitable deduction. The same phase out rules apply, so you should check with your advisors to determine
appropriate amounts. The main benefit of the donor advised fund is the ability to fund a charitable entity without having to name or
give funds to a specific charity that year. The donor advised fund allows you to capture the tax deduction in 2015, but distribute the
funds to qualified charities over several years.

The Sarian Group 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.
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. The Sarian
Group 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 Regina Maxwell, Brian Filippini, Bob Radie, Greg Sarian, and The Sarian Group and do
not represent those of HighTower Advisors, LLC, or any of its affiliates.

