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Pharma Industry | Shareholder Sentiment
The pharma industry outperformed the global stock market since the discovery of COVID-19 by 16.6%. But within the 

pharma industry, some public companies clearly outperform their peers based on common patterns

1) Showing the four best and worst performing companies as well as Pfizer from the fifteen largest pharma companies within the MSCI World Health Care Index

Source: Investing.com, goetzpartners
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- Gilead Sciences' share price driven by trials of its drug Remdesivir which is seen as a 

possible treatment for COVID-19

- Increasing level of collaboration of big pharma with academia and biotech 

companies, such as Pfizer’s mRNA vaccine program with BioNTech
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R&D

Pharma Industry | COVID-19 Impact along the Value Chain
The complete pharma value chain is affected by the COVID-19 pandemic. Companies are reallocating their resources, cope 

with supply chain disruptions, and may be subject to government interventions

Source: goetzpartners

◼ Clinical study delays (remote 

data collection and patient 

checks necessary)

◼ Scarcity of crucial MedTech 

equipment and consumables 

(redirected for COVID-19)

◼ Funds and capacity (also of 

outsourcing providers) is re-

directed towards COVID-19

If involved in race for vaccine: 

◼ Formation of joint ventures 

and partnerships for R&D 

◼ Increasing public funding for 

vaccine research

◼ Supply of APIs and secondary 

equipment (e.g. drug delivery 

devices) can be inhibited by 

factory lockdowns 

◼ Supply chain interruptions 

and possible export 

restrictions by governments 

(e.g. as announced by the 

Indian government)

◼ Companies with a non-

diversified supplier network 

and outsourced activities in 

countries with less mature 

healthcare systems may be 

particularly at risk

◼ Compliance with evolving 

workplace regulation required 

(e.g. social distancing, hygiene 

and disinfection requirements, 

and work shift management)

◼ Governmental interventions 

in manufacturing due to 

COVID-19, e.g. companies may 

be forced to shift 

manufacturing based on the 

U.S. Defense Production Act, 

which has already been used 

several times by the POTUS

◼ Sales activities affected as 

interactions with physicians 

and promotion activities are 

paused; difficult to launch 

newly approved drugs

◼ Lower interest in most non-

critical drugs as doctors are 

focused on COVID-19

◼ Many mild conditions may be 

untreated due to patients’ 

COVID-19 exposure concern

◼ Reduced private and public 

spending on non-COVID-19 

drugs

◼ Global supply chains are 

disrupted and complicated 

through potential export 

restrictions, border closures, 

and non-availability of logistic 

means

◼ Delayed delivery of essential 

drugs can become a major 

risk factor for treatment of 

other diseases

◼ Risk of government 

intervention (e.g. confiscation 

of critical equipment like face 

masks as seen in the US)

API AND SUPPLY MANUFACTURING DISTRIBUTIONSALES

Non-COVID-19 R&D delays

Resources redirected towards 

COVID-19 vaccine development

Supply of APIs critical

Supply chain interruptions

Workplace compliance required

Additional government 

interventions possible

Patent drug launch plans halted

Demand, and spending shifting 

towards COVID-19

Supply chain disruptions 

complicating logistics and 

supply reliability

Impact: Low High
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Pharma Industry | Imperatives
The COVID-19 pandemic currently requires to effectively mitigate the associated risks, but also reveals opportunities to 

improve stakeholder collaboration, establish partnerships, and improve operations

Source: goetzpartners

◼ Rethink new drug launch plans to ensure fast 

monetarization of new drugs under patent, despite 

restrictions in physical sales practices due to COVID-19

◼ Consider pricing adjustments where required in order 

to meet amortization goals during patent periods

◼ If necessary, secure outsourcing partners’ capacity 

and/or re-prioritize planned development projects

IMPERATIVES

Fight 
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Digitize

Business

Models

Leverage 

Goodwill
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◼ Maintain public goodwill through active participation (if 

possible) in the fight against COVID-19, such as Bayer’s 

free provision of chloroquine tablets in Germany

◼ Leverage the currently improved pharma company 

perception to improve subsequent collaboration with 

stakeholders, incl. regulatory entities and governments and 

potential high-skilled employees

◼ Digitize interactions with crucial industry 

gatekeepers for sales activities, including doctor 

offices and thought leaders, to create a more scalable 

and robust go-to-market approach

◼ Digitize R&D processes in order to enhance 

capabilities and capacities at the same time

◼ Implement measures to mitigate risks stemming from 

the current supply chain disruption

◼ This includes a diversification of production facility 

locations and supplier landscape as well as a ramp-up 

of emergency stock of crucial supplies

◼ Anticipate stricter workspace hygiene regulation to 

ensure operations in upcoming months

◼ Review product portfolio and pipeline in view of the 

short and long-term medical needs due to Covid-19

◼ Even if not involved in large-scale drug development, 

firms can provide supplies or capacities for supporting 

the development of COVID-19 treatments, diagnosis 

tools, or other related equipment and supplies

◼ Leverage current trend towards joint ventures during 

COVID-19 crisis in the pharma and biotech industry to 

establish long-term partnerships that may improve 

the firm’s positioning

◼ Secure existing partnerships along the value chain 

through proactive communication and offering 

underutilized assets or capabilities where possible
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EXTERNAL 
(MARKET, 

CUSTOMERS, 

SUPPLIERS, 

COMPETITORS)

INTERNAL 
(BM  

RESILIENCE, 

LEARNINGS)

▪ How does COVID-19 affect the clinical tests for 

a company‘s drug candidates?

▪ Which of my new and my direct competitors’ 

product launches are affected?

▪ To what degree are a company’s API supply 

chains into China and India impaired?

▪ To what extent and in which areas does a 

company lack relevant supplies (e.g. masks)?

▪ To what extent can a company access new 

funding opportunities, either from public or 

private sources such as business angels and 

larger pharma companies?

▪ How are a company’s shipping and distribution 

activities disrupted and which alternatives exist 

for effective supply chains?

▪ Are key customers sufficiently covered and 

managed by account managers?

CFIA

Pharma Industry | The CEO Agenda

Source: goetzpartners

Translating current industry changes and trends into the agenda of company leaders implies asking the right question about 

internal and external damage assessment as well as defensive and offensive strategic repositioning

DAMAGE ASSESSMENT STRATEGIC REPOSITIONING

FIREFIGHTING
▪ Firefighting will be necessary to reduce immediate impact of new occurring damages

▪ Ensure continuously employee health and safety, liquidity, and operations 

CONTINUOUS FINANCIAL IMPACT 

ASSESSMENT (AGILE)

DEFENSIVE
(FINANCING, 

CARVE-OUT)

▪ How can a company’s balance sheet resilience 

be improved?

▪ Is the portfolio strategy living up to its 

expectations in terms of risk diversification, 

synergies, and a balance of cash generation 

and investment opportunities?

▪ Which product areas are expected to spike (e.g. 

seasonal flu vaccines and antivirals) and is the 

company well prepared to demand increases?

OFFENSIVE
(ACQUISITION, 

MARKET 

CATCH-UP)

▪ Are there any products which could be 

reactivated in the wake of the COVID-19 crisis? 

▪ Should capacities at CRO and CDMO 

companies for flexible research and production 

ramp-up be secured?

▪ Should you engage on digital platforms (e.g. 

BioM-COVID-19)?

▪ Should you pursue collaborations with peers, 

NGO, biotech sector, and academia?

CONTINUOUS DIGITAL AND BUSINESS 

MODEL TRANSFORMATION

https://www.goetzpartners.com/crisis-taskforce
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Disclaimer
This presentation has been prepared by goetzpartners Management Consultants GmbH, Munich (hereafter referred to as "goetzpartners") exclusively for 

the benefit and internal use of the recipient and does not carry any right of publication or disclosure to any other party. This presentation is not and 

must not be considered as a prospectus. Neither this presentation nor any of its content may be used for any other purpose without the prior 

written consent of goetzpartners.

The information in this presentation reflects prevailing conditions, to the best of our knowledge, as of this date, all of which are accordingly subject to 

change. In preparing this presentation, goetzpartners has relied upon and assumed, without independent verification, the accuracy and completeness 

of all information from public sources or which was otherwise reviewed by us. No representation or warranty (express or implied) is given as to the 

accuracy or completeness of the information contained in this publication, and, to the extent permitted by law, goetzpartners, its members, directors, 

employees, representatives, and agents do not accept or assume any liability, responsibility or duty of care for any consequences of you or anyone else 

acting, or refraining to act, in reliance on the information contained in this presentation or for any decision based on it.

© 2020 goetzpartners. All rights reserved. No part of this publication may be reproduced, stored in a retrieval system or transmitted in any

form or by any means electronic, mechanical, photocopying, recording or otherwise, without the prior written permission of goetzpartners.


