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Bringing a drug to market is costly, time 
consuming and plagued by pitfalls. The 
most important and, many argue, cost-

liest segment of this many-staged process is 
the home stretch, clinical trials, when a drug 
proven safe and effective in pre-clinical animal 
studies is given the chance to prove its merits 
in actual human beings. 

The importance of this stage in drug develop-
ment also makes it a critical time for regions 
and potential partners and service providers 
to forge ties with biotechnology and pharma-
ceutical companies. Clinical trial locations may 
become the launch pad for the commercial 
drug itself and lead to permanent facilities, or 
attract contract manufacturing organizations; 
for IT and professional services firms the clini-
cal research organizations (CROs) a drug de-
velopment company relies on, may be the best 
point of entry for new business, as CROs often 
lead their clients to adopt specific information 
technology platforms and supporting services. 

Clinical trials in themselves are rich sources of 
business. The many processes a company must 
undertake or outsource include patient enroll-
ment, chemical manufacturing, clinical testing, 
finding real estate, and last but certainly not 
least, the software platforms known as clini-
cal trial management systems (CTMS) used to 
streamline the process of recording and ana-
lyzing patient data for regulatory review. 

The bottom line is simply that a large amount 
of money is being spent by clinical-stage bio-
tech and pharmaceutical companies, because 
they believe that these costs will help them 

Clinical Trials and Tribulations
Long-term business and economic wins are earned at the clinical stage of drug 

development, before commercialization

IT TAKES A PATIENT INVESTMENT TO BUILD A BIOTECHNOLOGY HOTBED

leverage the massive investments already 
made, and increase their chances of realiz-
ing the elusive but potential multibillion dol-
lar annual returns possible with some drugs. 
Speedy execution of trials is also vital, as the 
clock is already ticking on the 20-year pat-
ent protection window granted in the Unit-
ed States. Drug companies can in fact lose 
between $600,000 and $8 million each day 
clinical trials delay a drug’s development and 
launch, according to a May 2004 report, Ac-
celerating Clinical Trials: Budgets, Patient Recruit-
ment & Productivity, by market research firm 
Cutting Edge Information, Inc.

With so much on the line, the clinical stage 
is a focus of intense innovation. Change is a 
constant, presenting many business opportu-
nities for IT providers, contract research or 
contract manufacturing organizations, profes-
sional services firms, investors and economic 
development agencies that provide products, 
services and capital resources to help clinical 
stage companies get to where they need to 
be, and fast. 

Clinical trials in themselves are rich 
sources of business. The many 

processes a company must under-
take or outsource include patient 

enrollment, chemical manufacturing, 
clinical testing, finding real estate, 
and last but certainly not least, the 

software platforms known as clinical 
trial management systems.

Continued on Page 3...
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Reaching across the globe

San Ramon, Calif.-based Nextrials, a developer 
of electronic data capture software for clini-
cal trials, recently told InnovationWORLD that 
in the past year its technology has expanded 
from use in clinical trials in two countries to 
adoption by groups working in 14 countries. 
The company hasn’t won the new geographies 
because of marketing, rather it illustrates how 
clinical trials are increasingly conducted over-
seas. There are many reasons for this, the most 
obvious being cost, which has caused Eastern 
Europe and parts of Asia become popular 
spots for clinical research. 

In addition to a cost advantage, certain areas 
of Eastern Europe also posses a level of clini-
cal science that is equal to or better than that 
in the United States, according to Jim Rogers, 
CEO of Nextrials Inc., a San Ramon, Calif.-
based electronic data capture (EDC) tech-
nology. This is a cultural phenomenon he says, 
led by doctors in Central and Eastern Europe 
who conduct clinical trials in contrast to the 
dedicated researchers and Ph.D. students with 
little or no patient experience that typically 
administer trials in the United States. Eastern 
Europe and Russia have also become popular 
clinical trial venues because they offer cauca-
sian populations that mirror in many ways the 
population demographics of the United States, 
making their test results relevant for Western 
regulatory submission.

Another key driver for this trend is the avail-
ability of vast populations of patients who 
have never received advanced pharmaceuti-
cal care, explained Judy Hanover, analyst with 
Life Sciences Insights, a division of global re-
search firm International Data Corporation 
(IDC). These patients therefore represent 
a pharmacological blank slate on which re-
searchers can isolate the variable effects of a 
given therapeutic agent. 

“In particular you are seeing East Asia as a 
place where there is an untapped source of 

clinical trial subjects and really that is what it 
comes down to—the ability to find clinical trial 
subjects and the cost of enrolling those sub-
jects, because the cost of enrollment and the 
cost of doing clinical research are the two big-
gest contributors to the clinical development 
budget,” said Fredric J. Cohen, president of 
Bensalem, Pa.-based healthcare research and 
consulting firm Crownstone Insights.

Testing throughout Europe and Asia also ad-
vances the goal of some companies to seek 
commercial approval in these sizeable new 
markets for pharmaceuticals, as a drug tested 
on the local population is more likely to re-
ceive approval from national regulators.
 
“There is just a world market for these drugs,” 
said Warren Huff, CEO & president of Dal-
las, Tex. based cancer and neurodegenerative 
disease drug developer Reata Discovery (pro-
filed on p. 15). “We will definitely expand the 
clinical trial process to do early and significant 
trials in Europe.” 

Novel HIV treatment developer Panacos 
Pharmaceuticals (profiled on p. 11) has a 
similar strategy. “It’s normally required by the 
FDA to do two studies for HIV drugs, typi-
cally in U.S. and in Europe which are major 
markets, said Graham P. Allaway, COO of the 
Gaithersburg, Md.-based company. “We have 
the intention of getting approval in both plac-
es based on dual results.”

Expand horizons to harvest new value

InnovationWORLD analysts typically hear from 
clients that they are interested in companies that 
will set up manufacturing or corporate facilities 
in their regions. Clinical trials, however, are the 
foundation for direct economic gains.  More sig-
nificant are the indirect benefits that clinical trials 
can bring, such as the direct investments made 
by contract manufacturing organizations that are 
compelled to locate near clinical trial hot spots, in 
order to serve the sometimes large scale chemi-
cal manufacturing needs of clinical trials.
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“Companies will inject into the economy: 
Number one, the cash that they’re giving to 
do the trial, and; Number two, the human re-
sources that they’re bringing on board to help 
them do the trial there,” said Crownstone’s 
Fred Cohen. “And another benefit you’re see-
ing is that once clinical trials start coming to 
countries, the ancillary clinical trial and phar-
maceutical services also go to those countries. 
For example, in China you’re seeing big phar-
ma set up more manufacturing right now and 
in part that’s because of the interest in running 
clinical trials.”

Forty-one percent of all expenditures of the 
past year in the biotech and pharmaceuti-
cal sector were for software, including data 
integration tools, databases, middleware and 
data storage, according to a June 2004 Life 
Sciences Insights report, Leading Indicators in 
Life Sciences. CTMS systems represent the 
largest and fastest growing portion of this 
spending, according to Judy Hanover, who 
contributed to the report.

“We generally saw a higher level of growth in 
IT spending in clinical trials than we did in any 
other area,” she said, pointing out that the re-
port also projected a 13.3-percent compound 
annual growth rate for aggregate CTMS licens-
ing revenue from $193 million in 2004 to $360 
million by 2008.

“The medical industry is beginning to change 
its attitude towards IT finally and you’re start-
ing to see electronic medical records and 
other things more widespread so the pharma-
ceutical industry now sees an opportunity to 
benefit from this as well,” Fred Cohen said.

Tim Dietlin, senior practice executive at Ra-
leigh, N.C.-based life sciences consulting firm 
Campbell Alliance agreed. 

“What we’re seeing in clinical development 
organizations is that their issues are opera-
tional issues and they need to figure out ways 

to improve the speed at which they conduct 
clinical trials,” he said. “They need to reduce 
errors and improve accuracy, and increase the 
capacity of their resources. [CTMS] technol-
ogy, when implemented correctly, can play a 
large role in that.” 

Tangeable benefits can already be seen 
around the industry. Take for example 
Waltham, Mass.-based solid tumor and oph-
thalmology drug developer OXiGENE (pro-
filed on p. 10) which recently installed and 
began using the TrialMaster electronic data 
capture package from Ft. Lauderdale, Fla.-
based OmniComm Systems. 

“When you start running hundreds of pa-
tients worth of trials you want to be able to 
say, ‘What is this particular side effect in males 
vs. females, what side effects to we see in age 
differences, etc.’,” said OXiGENE CEO Fred 
Driscoll. “There are various ways to slice and 
dice the data and if you do it by hand of course 
it could take you from now to forever. So that 
is really where the data capturing becomes 
very important.” 

CROs are a key influencer of many decisions

Many of the advantages of CTMS and EDC 
systems also lie in the organization of data 
presented to the U.S. Food and Drug Ad-
ministration, which can speed up the review 
process according to George F. Tidmarsh, 
M.D., Ph.D., founder and president of South 
San Francisco, Calif.-based solid tumor thera-

Forty-one percent of all expen-
ditures of the past year in the 

biotech and pharmaceutical sec-
tor were for software, including 

data integration tools, databases, 
middleware and data storage.
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peutic developer Threshold Pharmaceuticals 
(profiled on p. 17). Threshold has benefited 
from a CTMS system used by its CRO partner, 
Wilmington, N.C.-based PPD Inc., to generate 
patient profiles. The expeience sold Threshold 
on the value of installing its own CTMS system, 
which it plans to do in the next year. 

“A medical reviewer can generate patient 
profiles of individual patients [including] all 
aspects of their history, dosing and what kind 
of efficacy or adverse events occurred. And 
you can sort patients on certain character-
istics, all done very rapidly on an individual 
PC while sitting in an FDA meeting,” said 
Tidmarsh. “That, I think, in the oncology area 
from a medical reviewers perspective at the 
FDA, is a very powerful tool.” 

Many executives argue that IT tools can bring 
transparency in recording and reporting such 
data to regulatory bodies—a particularly com-
pelling solution to the reporting deficiencies 
leveled against the likes of drug giant Merck & 
Co. in clinical testing of its blockbuster arthritis 
drug Vioxx, which is under investigation for its 
connection to an estimated 27,000 heart at-
tacks. Many large pharmaceutical companies, 
such as GlaxoSmithKline, and CROs, such as 
Quintiles, have announced large-scale CTMS 
integrations in order to shore up potential re-
porting lapses.  

“It’s beginning to work in all directions,” said 
Tim Dietlin, explaining that in many cases 
CROs are becoming the testbeds and refer-
ence accounts that established biotech and 
pharmaceutical companies rely on to vet 
CTMS and EDC platforms. “Several CROs 
have chosen EDC software providers as their 
‘partner of choice’ so that’s a good thing for 
the software provider because obviously it 
creates a channel for them.” 

After working with different systems through 
their relationships with CROs, companies of-
ten settle on one platform for their own use, 

which places CROs in an influential position 
to drive software sales.

With both CROs and biotech and pharma-
ceutical companies following these trends 
of increased investment in and around the 
clinical stage, vast opportunities await IT 
suppliers, regional interests and professional 
service firms looking for points of entry for 
business opportunities. 

Finding those opportunities is best accom-
plished by keeping a close eye on clinical-stage 
companies that exhibit dynamism and confi-
dence in their large-scale software integration 
or overseas clinical trial projects. 

Our readers can find a foothold in many places 
at the clinical stage—finding the right patient 
populations, improving the accuracy of clinical 
trial data, increasing the overall efficiency of 
trials, and, in monetary and regulatory terms, 
shortening the process of getting drugs to 
market. 

The clinical stage is the crucible where qual-
ity companies are exposed and less successful 
companies burned out. Those that  make these 
investments successfully will be the leaders in 
the biotech and pharmaceutical sector in the 
next decade and they are the companies to 
keep an eye on for business or financial needs 
that your organization can fill.
 
“In my mind the winners from the sponsors 
standpoint and from the technology stand-
point are those that get pharmaceutical 
companies to shift the organizational para-
digm, and it has to be senior VP of R&D or 
a VP of clinical development [that makes] a 
leadership statement that ‘we as an organi-
zation have made a commitment to change 
the way that we conduct our business,” said 
Dietlin. “It’s tough, it really is. But it’s more 
of an operational challenge than it is a tech-
nical challenge.”      — Michael BolandIW
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Arena Pharmaceuticals Inc.
Arena discovers and develops drugs for metabolic, 
cardiovascular, central nervous system and inflammatory 
diseases using a proprietary technology that targets G protein-
coupled receptors (GPCRs), which control intra-cellular 
signaling and chemical access to cell nuclei where those signals 
trigger biological processes. 

Founded: 1997 
Public: (NASDAQ: ARNA) $148.58 million market cap, 
$118.58 million cash on hand 
Headcount: 300

6166 Nancy Ridge Drive 
San Diego, Calif. 92121 
Ph. 858.453.7200 
Fax 858.453.7210 
www.arenapharm.com

Key location decision-maker 
Jack Lief, President, CEO 
Ph. 858.453.7200 ext. 223; E-mail: JLief@arenapharm.com

CURRENT CRITICAL NEEDS
Arena’s APD125 drug candidate for the treatment of insomnia 
recently entered Phase I clinical trials, joining the obesity 
drug, APD356, which entered trials earlier this year. It decides 
locations for its early-stage clinical trials based on clinics’ 
experience with target indications; later-stage trial locations 
are based on the availability of target populations. Its diabetes 
program and programs in inflammation and thrombosis are 
expected to reach the clinic in the second half of 2005 and 
2006, respectively.

CRITICAL BUSINESS NEEDS
Arena uses CROs for clinical trials and will seek CRO 
partners at different stages based on their track record and 
experience with a certain therapeutic or geographic focus. In 
the next year it will seek such CROs as well as global clinical 
sites that are experienced in the therapeutic areas of the 
aforementioned compounds reaching clinical stages.

OTHER KEY EXECUTIVES
Dominic P. Behan, CSO and Sr. VP 
Research R&D 
Steven W. Spector, Sr. VP General 
Counsel and Secretary 
William Shanahan, CMO, VP 
Development 
Robert E. Hoffman, VP Finance 
Paul W. Maffuid, VP Pharmaceutical 
Development    
Louis J. Scotti, VP Marketing and 
Business Development

PROFESSIONAL SERVICES
Accounting: Ernst & Young 
Legal:  Morgan, Lewis & Bockius LLP; 
Cooley Godward; internal legal staff

BANKING RELATIONSHIPS
Commercial: Silicon Valley Bank 
Investment: CIBC

PARTNERS
Merck & Co., Inc., TaiGen Biotechnology 
Co., Ltd., Taisho Pharmaceuticals Co., 
Ltd., Fujisawa Pharmaceuticals Co., Ltd.

TRADE SHOWS/CONFERENCES
Feb. 14-17, 2005: 3GSM World 
Congress, Cannes, France 
March 14-16, 2005: CTIA, New Orleans, La.

MAKING CONTACT 
Partnering: Jack Lief 
Public relations: Susan Neath, Senior 
Account Executive Atkins & Associates, 
858.527.3486, sneath@irpr.com

IT PROVIDERS 
Arena’s greatest IT investment lies 
outside of the clinical setting. The 
company maintains an Oracle database 
with 10 terabytes of storage capacity 
to capture data generated by its lab 
instruments and assays. It recently 
installed an IP-based Cisco phone 
system to lower cost and improve the 
operability of its internal phone system.

GROWTH METRICS 
Arena has developed a strong pipeline 
of drug candidates and a proprietary 
discovery technology it licenses to 
global pharmaceutical companies to 
fund internal development. For the nine 
months ended 9/04, revenues rose 
three percent to $11.6 million.
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Barrier Therapeutics Inc.
Barrier discovers and develops dermatological drugs.  It 
currently has eight product candidates in clinical trials, four of 
which are in or about to enter Phase III.

Founded: 2001 
Public: (NasdaqNM:BTRX) $388.89 million market cap, 
$100.65 million cash on hand 
Headcount:  65

600 College Road East, Suite  
3200 Princeton, N.J. 08540  
Ph. 609. 945.1200  
Fax 609.945.1212 
www.barriertherapeutics.com

Key location decision-maker 
Geert Cauwenbergh, CEO 
Ph. 609.945.1250; E-mail: gcauwenbergh@barriertherapeutics.com

CURRENT CRITICAL NEEDS
Barrier will establish ongoing clinical trial locations in Europe and 
Asia. It seeks relationships with opinion leaders among physicians 
and researchers working in its drugs therapeutic areas As its late-
stage drugs are approved and commercialized over the next 12 
to 24 months it will build a specialty sales force throughout the 
United States and seek commercialization partners in Europe. 

CRITICAL BUSINESS NEEDS
Barrier plans to work with a different CRO on each drug, as the 
company believes the learning process is easier when one CRO 
administers all of the trial sites from beginning to end stages. 
It seeks CROs and commercialization partners in Europe and 
Asia that have experience with dermatological drugs. A business 
relationship begun today is expected to last many years and 
could involve work with the company’s drugs as they advance 
through clinical trials to commercialization. 

PARTNERSHIPS
The main factors for deciding upon CROs and overseas 
commercialization partners are quality of service and the level 
of attention the prospective partner can give to a company of 
Barrier’s relatively small size. Barrier is a semi-virtual company 
that outsources much of its work; it is extremely price sensitive.

IT PROVIDERS 
The company has relied on its CRO 
partners’ electronic data capture and 
clinical trial management systems as 
well as the drug-screening IT tools 
employed by its university and private 
lab partners. 

GROWTH METRICS
In three years Barrier has conducted 
an IPO and acquired a robust portfolio 
of drug candidates from Johnson & 
Johnson, eight of which are currently 
in late-stage clinical trials. For the 
nine months ended September 30th, 
revenues more than doubled from 
$203,000 to $582,000.

GLOBAL FACILITIES
Geel, Belgium: Barrier Therapeutics NV 
subsidiary, 25 employees research and 
administrative staff

OTHER KEY EXECUTIVES
Chuck Nomides, COO 
Anne VanLent, CFO  
Marcel Borgers, Chief Scientific Officer  
Al Altomari, Chief Commercial Officer  
Al Bristow General Counsel 

PROFESSIONAL SERVICES
Accounting: Morgan, Lewis & Bockius LLP 
Legal:  Ernst & Young

BANKING RELATIONSHIPS
Commercial: PNC Bank, Wachovia 
Investment: Morgan Stanley, JP Morgan, 
Bank of America

CUSTOMERS
Barrier has development partners for 
its clinical and pre-clinical programs as 
well as commercialization partners for 
some of its drugs outside of the United 
States, including Alliance Pharma UK, 
Grupo Ferrer Spain, Neopharm Israel, 
Develeop China, and Omnicom Inc.

TRADE SHOWS/CONFERENCES
Jan. 10-13, 2005: JPMorgan 23rd annual 
Healthcare Conference, San Francisco, Calif. 

MAKING CONTACT 
Partnering: Geert Cauwenbergh
Public relations: Wendy Lau, Senior 
Account Executive, Euro RSCG 
Life NRP, 212.845.4272, wendy.
lau1@eurorscg.com 
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Bioanalytical Systems Inc. (BASi)
Bioanalytical Systems is a drug development company that 
provides contract research services as well as products for the 
pharmaceutical, biotechnology, and medical device industries. 

Founded: 1974 
Public (NASDAQ: BASI), $23.86 million market cap, $778,000 
cash on hand 
Headcount: 380

2701 Kent Avenue 
Purdue Research Industrial Park 
West Lafayette, Ind. 47906-1382 
Ph. 765.463.4527 
Fax 765.497.1102 
www.bioanalytical.com

Key location decision-makers 
Pete Kissinger, Chairman, President and CEO 
Ph. 765.497.5801; E-mail: pete@bioanalytical.com

CURRENT CRITICAL NEEDS
BASi seeks academic and laboratory partnerships to extend its 
contract research capabilities in regions of the world that are 
becoming clinical research hot spots such as Singapore, China, 
India and Eastern Europe. It may acquire laboratories across all 
therapeutic research areas in these regions and Western Europe. 
The strongest candidates are labs with 20 or more staff. 

CRITICAL BUSINESS NEEDS
BASi is in the midst of an IT system integration project to 
link five laboratory sites to establish paperless pre-clinical 
and clinical process and accounting management, which CEO 
Pete Kissenger likens to an enterprise resource planning 
system. This will involve the continuing integration of software 
in different functional areas such as laboratory instrument 
management systems (LIMS) and relational databases 
connected by a secure virtual private network.  

PARTNERSHIPS
Overseas academic and private laboratories that are suitable 
partners for BASi are those that rely on quality people and 
science, and those that understand western standards of 
clinical and laboratory practice.  

IT PROVIDERS 
The company uses Dell Servers, 
Microsoft Axapta for accounting, 
Innaphase Corp.’s Watson LIMS 
platform, as well as mass spectrometry 
and bioinformatics software including 
MDS Sciex instruments, Waters Corp.’s 
Micromass spectography equipment, 
and Perkin Elmer’s Turbochrom 
chromatography platform.

GROWTH METRICS
Revenue for the fiscal year ended 
September 30, 2004 increased 25 
percent to $37.2 million.

DOMESTIC & GLOBAL FACILITIES
West Lafayette, Ind.:  Headquarters and 
manufacturing, 190 management and  
research staff 
Evansville, Ind.: Preclinical laboratory, 65  staff 
Baltimore, Md.: clinical R&D, 70 research staff 
McMinnville, Org.: Bioanalytical 
laboratory, 17 research staff 
Kenilworth, Warwickshire, United 
Kingdom: European headquarters 
bioanalytical and biomarkers laboratory, 
32 research and management staff

OTHER KEY EXECUTIVES
Ronald E. Shoup, COO, Contract 
Research Operations 
Craig S. Bruntlett, Senior VP Global Sales 
Michael Cox, V.P. Finance, CFO 
Candice B. Kissinger, Senior VP Research 

PROFESSIONAL SERVICES
Accounting: KPMG 
Legal: Ice Miller   

BANKING RELATIONSHIPS
Commercial: National City Bank, Fifth 
Third Bank, Union Planters Bank

CUSTOMERS
Pfizer, Eli Lilly & Co., GlaxoSmithKline, 
Novartis, and Johnson & Johnson

TRADE SHOWS/CONFERENCES
Mar. 6-10, 2005: Society of Toxicology 
44th Annual Meeting, New Orleans, La. 
June 26-30, 2005: Drug Information 
Association 41st Annual Meeting, 
Washington D.C.

MAKING CONTACT 
Partnering: Pete Kissinger 
Public relations: Alice Schwind, 
765.497.8458, alice@bioanalytical.com
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Chemicon International Inc.
Chemicon is the research markets division of global biological 
product supplier Serologicals Corporation that supplies 
antibodies, assay kits, and purified proteins, diagnostic products 
and contract services including immunological and molecular 
tools used in drug discovery. .  

Founded: 1981  
Public: Division of Serologicals Corp. (NASDAQ: SERO) $670 
million market cap, $50 million cash on hand 
Headcount: 320

28820 Single Oak Drive  
Temecula, Calif. 92590  
Ph. 951.676.8080  
Fax 951.676.9209 
www.chemicon.com

Key location decision-maker 
Jeffrey Linton, President  
Ph. 951.676.8080 ext. 278; E-mail: jlinton@chemicon.com

CURRENT CRITICAL NEEDS
Because 65 percent of Chemicon’s sales are to the academic 
labs, it is trying to gain market share in other sectors, particularly 
the commercial biotech industry. Last year, it launched a U.S. 
direct sales force targeting biotech companies and in the next 
year would like to add direct sales people in Europe based at its 
current U.K. office, as well as at new facilities it may open. It will 
place technical support professionals in key Asian markets. 

CRITICAL BUSINESS NEEDS
Chemicon will in-license and acquire biological products that 
open new sales channels or expand existing ones, especially 
in the commercial research products arena. For example,  its 
parent, Serologicals, recently acquired Milton Keynes U.K.-based 
cell-signaling product developer Upstate Ltd. 

PARTNERSHIPS 
The company is looking for valuable by-products of other 
researchers’ work that its worldwide customers might find 
valuable. It will manufacture in-licensed products or buy from 
original equipment manufacturers, in which case it values 
quality and reliability of products, as well as responsiveness to 
its production and delivery criteria.  

IT PROVIDERS
Chemicon’s IT infrastructure is built 
on enterprise applications from SAP, 
office and productivity software from 
Microsoft, and various hardware 
components from Dell.

GROWTH METRICS
For the first nine months of 2004 
Serologicals reported a 26 percent 
increase in revenues to $126.8 million, 
and a $9 million increase in net income 
to $14.1 million.

GLOBAL FACILITIES
Hampshire, U.K.: Sales and manufacturing, 
29 employees
Boronia, Victoria, Australia: Subsidiary, 20 
scientific and management staff

OTHER KEY EXECUTIVES
David A. Dodd, CEO, Serologicals Corp. 
Bud Ingalls, CFO, Serologicals Corp. 
Patrick Schneider, VP R&D, Business 
Development and Scientific Affairs, 
Chemicon International 
William Radany, VP Global Sales & 
Marketing, Chemicon International

PROFESSIONAL SERVICES
Legal: King & Spalding 
Accounting: Deloitte & Touche

BANKING RELATIONSHIP
Commercial: Bank of America 
Investment: JP Morgan, Banc of America 
Securities LLC and Pacific Growth Equities, LLC

TRADE SHOWS/CONFERENCES
Apr. 3-5, 2005: Experimental Biology 
(FASEB) Conference, San Diego, Calif. 
Apr. 17-20, 2005: American Association 
for Cancer Research Annual Meeting, 
Anaheim, Calif. 
Aug. 7-12, 2005: Drug Discovery 
Technology Conference, Boston, Mass. 
Sept 11-14, 2005: Society for 
Bimolecular Screening Conference, 
Geneva, Switzerland 
Oct. 18-20, 2005: BioTechnica 2005 
Conference, Hannover, Germany

MAKING CONTACT 
Partnering: Jeffrey Linton 
Public relations: Tricia Parrott, Parallax 
Communications Group, 317.638.7898, 
tparrott@parallaxgroup.net
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OXiGENE Inc.
OxiGene develops small-molecule therapeutics that selectively 
disrupt abnormal blood vessels in solid tumors and that cause 
visual impairment. Its lead compound, Combretastatin A4P 
(CA4P), is in six clinical trials in oncology (the most advanced 
in Phase II) and two in ophthalmology. The compounds target 
newly formed blood vessels, rather than established blood 
vessels found in healthy tissue, resulting in fewer side effects 
than conventional disease treatments.

Founded: 1988 
Public: (NASDAQ: OXGN) $91.98 million market cap, $33.24 
million cash on hand 
Headcount: 16100 Endicott Street 
 
230 Third Avenue  
Waltham, Mass. 02451  
Ph. 781.547.5900  
Fax 781.547.6800 
www.oxigene.com

Key location decision-maker 
Fred Driscoll, CEO 
Ph. 781.547.5920; E-mail: FDriscoll@oxigene.com

CURRENT CRITICAL NEEDS
OXiGENE is deciding on a clinical site in Asia for a trial of 
CA4P against Myopic Macular Degeneration, where there 
is a genetic tendency toward the condition. It also seeks 
development and commercialization partners for its lead 
CA4P indications in Europe over the next few years, where 
the compound is in Phase II clinical trials.

CRITICAL BUSINESS NEEDS
OXiGENE seeks to establish ongoing relationships with CROs 
in Europe and Asia, as well as clinical sites in these regions, 
that specialize in the indications that its drugs address. On the 
financial front, the company is interested raising capital from 
large institutional investors. 

GROWTH METRICS
In two years the company has progressed from one clinical trial 
for CA4P to eight and developed a robust intellectual property 
portfolio that supports a $90 million market capitalization.

PARTNERSHIPS 
OXiGENE’s product development 
strategy involves in-licensing new 
drugs, conducting trials and, in some 
cases, finding commercial partners 
for marketing and development. It 
seeks partners and CROs with strong 
track records in solid tumor and 
ophthalmology therapeutics. 

IT PROVIDERS
OXiGENE is considering electronic 
data capture (EDC) and other clinical 
trial process management software; it 
recently licensed Ft. Lauderdale, Fla.-based 
OmniComm Systems’ TrialMaster EDC 
package and will integrate it with other 
applications. It uses Microsoft back-office 
and productivity applications, as well as 
NERAC, a medical journal archive service.  

GLOBAL FACILITIES
Clinical trials underway in the United 
States, Norway, Denmark, Scotland, and 
United Kingdom

OTHER KEY EXECUTIVES
Dai Chaplin, CSO 
Scott L. Young, COO  
James B. Murphy, VP, CFO 

PROFESSIONAL SERVICES
Legal: Mintz Levin Cohn Ferris Glovsky 
and Popeo PC 
Accounting: Ernst & Young LLP

BANKING RELATIONSHIPS
Commercial: Merrill Lynch 
Investment: Lehman Brothers

CUSTOMERS
Arizona State University, The University 
of Lund, Baylor University, Gray Cancer 
Institute, and Cancer Research UK.

TRADE SHOWS/CONFERENCES
May, 4-6, 2005: Rodman & Renshaw 
Techvest 2nd Annual Global Healthcare 
Conference, Paris, France 
May 13-17, 2005: American Society 
of Clinical Oncology Annual Meeting, 
Orlando, Fla.

MAKING CONTACT 
Partnering:  Fred Driscoll 
Public relations: Chris Erdman, 
MacDougall BioCommunications, 
508.647.0209 x14; 
cerdman@macbiocom.com 
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Panacos Pharmaceuticals Inc.
Panacos is developing the first compounds in a new class 
of drugs known as maturation inhibitors, a novel approach 
to HIV treatment. Key attributes of its lead drug, PA-457, 
which is entering Phase-II clinical trials, include retention of 
effectiveness against drug resistant virus strains.

Founded: 2000 
Private: $26 million in three rounds 
Headcount: 21

209 Perry Parkway, Suite 7  
Gaithersburg, Md.  20877  
Ph. 240.631.1395  
Fax 301.208.8755  
www.panacos.com

Key location decision-maker 
Graham P. Allaway, Ph.D., Chief Operating Officer 
E-mail: gallaway@panacos.com

CURRENT CRITICAL NEEDS
Panacos’ Phase-IIb and Phase-III clinical studies for PA-457, will 
start in mid 2005 and 2006, respectively, at sites in the United 
States and Europe because disparate sites are generally 
required by the FDA for approval of HIV drugs. Patient 
populations and HIV strains also differ between these regions. 
Site selection for these trials will likely begin in by mid 2005. 

CRITICAL BUSINESS NEEDS
The company reached a merger agreement with publicly traded 
biotech company V.I. Technologies, Inc. (Nasdaq: VITX) that will be 
completed in the first quarter of 2005. The merger will provide 
capital resources needed to vault the company into the public 
market, which will improve its negotiating position with new 
partners. It will also accelerate progress in building infrastructure, 
including adding skilled personnel in regulatory affairs, statistics 
and clinical operations, as well as additional facilities. 

PARTNERSHIPS 
The company will partner with pharmaceutical companies 
that have considerable presence in the HIV market and 
have personnel, expertise, and IT infrastructure in place to 
maximize and expedite development of PA-457.

IT PROVIDERS
The company hasn’t used advanced IT 
tools such as electronic data capture 
(EDC) in smaller early clinical trials 
but it will adopt an EDC platform as 
PA-457 advances. “Certainly an IT 
infrastructure will be important as we 
move forward into late stage trials 
towards the end of next year and 
beyond, so that is something we are 
interested in building up,” said COO 
Graham Allaway. 

GROWTH METRICS 
Panacos recently reached a merger 
agreement with a public company.

OTHER KEY EXECUTIVES
Carl T. Wild, CSO and Co-Founder 
David E. Martin, VP Drug Development         
Donald A. Zelm, CFO   

PROFESSIONAL SERVICES
Legal: Cooley Godward LLP 
Accounting: Ernst & Young LLP

BANKING RELATIONSHIPS
Commercial: Suntrust
Investment: None

CUSTOMERS
The company has formed drug 
discovery and development 
collaborations with the University of 
North Carolina, the National Cancer 
Institute, and Evotec OAI (UK). 

INVESTORS
Ampersand Ventures (Herbert H. 
Hooper, Ph.D., General Partner), A. M. 
Pappas & Associates (Eric W. Linsley, 
Exec. VP and CIO), Mitsui & Co., Venture 
Partners, Inc., Novo A/S, New England 
Partners, William Harris Investors, 
Lakeview Capital Management, The 
Maryland Department of Business and 
Economic Development

TRADE SHOWS/CONFERENCES
Feb. 22-25, 2005: 12th Conference 
on Retroviruses and Opportunistic 
Infections, Boston, Mass. 

MAKING CONTACT 
Partnering: Graham Allaway
Public relations: Kristina Ebenius, 
Account Supervisor, Schwartz 
Communications, Inc, 781.684.0770
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Provectus Pharmaceuticals Inc.
Provectus develops and markets drugs that target solid 
tumors, as well as treatments for skin diseases including 
psoriasis and other over-the-counter skin care products. The 
company is enrolling patients in Phase-I clinical trials of its lead 
small-molecule drug, Provecta, designed to treat breast, liver 
and prostate cancers. Its dermatology drug, Xantryl, is entering 
Phase II trials for the treatment of Psoriasis. 

Founded: 2003 
Public: (OTC.BB: PVCT.OB) $7 million market cap, $500,000 
cash on hand 
Headcount: four full-time staff, plus consultants

7327 Oak Ridge Hwy  
Knoxville, Tenn.  37931 
Ph. 865.769.4011  
Fax 865.769.4013   
www.pvct.com

Key location decision-maker 
Craig Dees, Ph.D., CEO 
Ph. 865.693.6411; E-mail: Dees@pvct.com

CURRENT CRITICAL NEEDS
Provectus is talking to distributors and retailers throughout the 
United States and Asia where there is heavy demand for over-the-
counter products such as its Pure-ific antibacterial hand and surface 
spray. There are also certain cancers such as liver cancer that have 
higher rates of incidence in Asian countries; the company will select 
locations for later-stage clinical trials of Provecta in Asia. 

CRITICAL BUSINESS NEEDS
The company would like to find Asian partners to market and 
distribute Pure-ific. It is open to different business arrangements in 
foreign markets, from licensing to distribution, where it needs a local 
partner most. The company relies on chemical manufacturers to 
produce drug substances and CROs to administer clinical trials. 

PARTNERSHIPS 
CEO Craig Dees values partners that are forthright and 
share Provectus’ pragmatic business approach and have 
complementary technologies, development competencies 
or, in the case of product commercialization, extensive and 
complimentary sales channels.

IT PROVIDERS
The company’s core IT infrastructure 
was developed in-house. It utilizes 
the IT resources of partners, contract 
research organizations or academic 
institutions. It may adopt an electronic 
data capture platform or other 
electronic process management tools as 
Provecta enters Phase-II trails.

GROWTH METRICS
Provectus has reached clinical trials 
with two promising compounds and 
achieved global commercialization for 
its over-the-counter products in its two-
year history.

OTHER KEY EXECUTIVES
Timothy Scott, President  
Eric Wachter, Senior Vice President  
Peter R. Culpepper, Chief Financial 
Officer 

PROFESSIONAL SERVICES
Legal: Baker, Donelson, Bearman, 
Caldwell & Berkowitz PC 
Accounting: BDO Seidman, LLP

BANKING RELATIONSHIPS
Commercial: First Tennessee Bank 
Investment: Network 1 Financial 
Securities Inc.

CUSTOMERS
Amerisource Bergan Corp., Newfound 
Distributions Inc. Wal-Mart, large U.S. 
chain retailers currently protected by 
confidentiality agreements. 

MAKING CONTACT 
Partnering: Craig Dees  
Public relations: Emily Carlton, PR 
specialist, Hilary Kaye Associates, 
714.426.0444; emily@hkamarcom.com
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pSiVida Ltd.
pSiVida develops a proprietary nano-structured porous silicon, 
BioSilicon, used in the regulated delivery of drugs. It costs 
little, is safe, and biodegradable. It may help pSiVida enter the 
implant packaging, tissue engineering, clinical diagnostics, and 
gene delivery markets.

Founded: 2000 
Public: (Australian Stock Exchange: PSD) 
Headcount: 24

Level 12, BGC Centre  
28 The Esplanade  
Perth, Western Austrialia, 6000  
Ph. 61.8.9226.5099  
Fax 61.8.9226.5499 
www.psivida.com.au

Key location decision-maker 
Gavin Rezos, Managing Director 
E-mail: gavinrezos@psivida.com.au

CURRENT CRITICAL NEEDS
pSiVida’s BioSilicon-based cancer drug, BrachySil, is in Phase 
I trials in Singapore. The company will conduct Phase II trials, 
expected to begin in mid-2005, in the United States and 
Europe at sites that will be selected shortly. The company will 
follow the same plan for its second BioSilicon-based cancer 
drug currently entering clinical trials at sites in Singapore. 

CRITICAL BUSINESS NEEDS
The company is interested in making large foreign direct 
investments in the United States over the next few years. It 
will locate in emerging biotech clusters that offer talented 
people and low real estate and operating costs. It has been 
courted by U.S. regions, including Iowa and Pennsylvania. 
Economic incentives will have some influence on the decision, 
but the competitive factors will weigh most heavily. 

PARTNERSHIPS 
The company recently formed a landmark partnership with 
Japanese corporate giant Itochu Corp. to market BioSilicon-
based products globally. It will establish similar collaborations in 
science, development and in marketing. 

IT PROVIDERS 
pSiVida uses modeling software it developed 
based on proprietary technology created by 
its university partners for in-silico early-stage 
testing of BioSilicon. In its early-stage trials 
for Brachysil, the company used clinical trial 
management software employed by its CRO 
partners. It may purchase EDC systems. 

GROWTH METRICS
The company recently acquired 100 
percent of its U.K. and Singapore operating 
subsidiaries named pSiMedica Ltd. and 
pSiOnocology respectively, to broaden its 
appeal with institutional investors. 

GLOBAL FACILITIES
Malvern, U.K.: pSiMedica subsidiary and silicon 
formulation and fabrication lab 
Nottingham, U.K.: cell culture and 
bioanalytical lab 
Singapore: pSiOncology subsidiary and 
clinical development facilities  
West Lafayette, Ind.: research facilities at 
Purdue University

OTHER KEY EXECUTIVES  
Roger Aston CEO, Director Strategy  
Leigh Canham, Chief Scientific Officer  
Anna Kluczewksa, Managing Director 
AION Diganostics subsidiary

PROFESSIONAL SERVICES
Legal: Nabarro Nathanson (UK) 
Blake Dawson Waldron (Australia) 
Fersko’s, LCC (US) 
Accounting: Ernst & Young

BANKING RELATIONSHIPS
Commercial: HSBC Bank Australia 
Limited 
Investment: Viaticus Capital

PARTNERS
QinetiQ, Itochu Corporation, EpiTan Ltd, 
PowderJect Pharmaceutical plc (USA & 
UK), Purdue University, Nanoscale Physics 
Group at the University of Birmingham, 
University of London/St. Thomas Hospital, 
Kings College, Nottingham University, 
Implex Corporation

MAKING CONTACT 
Partnering: Gavin Rezos 
Public relations: Joshua Mann, 
Investor Relations, 61.8.9226.5099; 
joshuamann@psivida.com.au
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PTC Therapeutics Inc.
PTC discovers, develops and commercializes small-molecule 
drugs. The company has a strong pipeline of genetic disorder, 
oncology, and infectious disease drugs, including a Cystic 
Fibrosis (CF) and Duchenne Muscular Dystrophy drug, PTC 
124, which was recently granted orphan drug designation by 
the U.S. Food and Drug Administration.

Founded: 1998 
Private: Received $110 million in five rounds 
Headcount: 92

100 Corporate Court  
South Plainfield, N.J. 07080-2449  
Ph. 908.222.7000  
Fax 908.222.7231  
www.ptcbio.com

Key location decision-maker 
Langdon Miller, Chief Medical Officer 
Ph. 908-222-7000, ext. 129 ; E-mail: lmiller@ptcbio.com

CURRENT CRITICAL NEEDS
When PTC124 reaches Phase-II clinical trials for CF in mid 
2005, the company would like to have trial sites in Israel and 
France, where there is a greater prevalence of the particular 
CF mutation the drug addresses. A contract research 
organization (CRO) with experience in CF and resources in 
these regions will be the most attractive partner. 

CRITICAL BUSINESS NEEDS
The company is focused on opportunities for gaining grant 
funding and securing academic partnerships that will advance 
this goal. It also seeks to begin marketing its proven early-
stage drug screening technology to other companies working 
in the inflammation, oncology, infectious disease, obesity and 
cardiovascular disease markets. 

PARTNERSHIPS
In upcoming clinical trials for its HIV and Hepatitis C drugs, 
PTC will seek CROs with services that include recruitment 
and enrollment of patients, and competence with electronic 
data capture (EDC) software. Trial site selection will hinge on 
where ideal patient populations are located. 

IT PROVIDERS 
During preclinical drug discovery the 
company uses high-throughput screening 
and bioinformatics software developed 
in-house. It has relied on the systems 
used by its CRO partners, such as 
Covance and SFBC International. It will 
explore buying an EDC platform; a Web-
based study tracker for remote retrieval 
and review of clinical site data will be a 
key requirement. 

GROWTH METRICS
In June 2004 the company closed $50 
million in equity funding. 

OTHER KEY EXECUTIVES
Stuart W. Peltz, President and CEO 
William D. Ju, COO

PARTNERS
Covants Inc., SFBC International, Parent 
Project Muscular Dystrophy

INVESTORS
Bay City Capital (Carl Goldfischer, 
managing director), CDIB Biotech, China 
Development Industrial Bank, CSFB 
Private Equity (Michael Schmertzler, 
designee), Delphi Ventures, Genavent 
Partners LP, Hansa Special Opportunities 
Fund Ltd., HBM Partners (Axel Bolte, 
investment advisor), HealthCap, 
Manufacturers Life Insurance Company, 
Novartis BioVenture Fund (Søren 
Carlsen, managing partner), Pictet Funds, 
POSCO BioVentures, Tularik, Vulcan 
Ventures (Michael Kranda, director of 
biotechnology venture investments)

TRADE SHOWS/CONFERENCES
Jan. 10-13, 2005: JP Morgan Healthcare 
Conference, San Francisco, Calif 
February 23-24, 2005: BIO CEO & 
Investor Conference, New York, N.Y. 

MAKING CONTACT 
Partnering: Langdon Miller, M.D
Public relations: Nina Steinberg, 
Assistant Account Executive, Euro 
RSCG Life NRP, 212.845.4267; nina.
steinberg@eurorscg.com
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Reata Discovery Inc.
Reata targets cancer and neurodegenerative diseases such as 
Alzheimer’s, Parkinson’s, Huntington’s, and Amyotrophic Lateral 
Sclerosis (Lou Gehrig’s disease). It has six anti-cancer drugs in 
development and targets indications where there is a shortage 
of therapies to increase the chance it will receive fast-track 
designation from the U.S. Food and Drug Administration. 

Founded: 2002 
Private: $18.6 million in funding in two rounds 
Headcount: 12

1950 Stemmons Freeway, Suite 5001  
Dallas, Tex. 75207  
Ph. 214.800.8700  
Fax 214.722.0867 
www.reatadiscovery.com

Key location decision-maker 
Warren Huff, CEO & President 
Ph. 972.865.2201; E-mail: warren.huff@reatadiscovery.com

CURRENT CRITICAL NEEDS
Reata will begin Phase-I trials in early 2005 for its hematological 
malignancies and solid tumor/brain tumor compounds. By 2006, 
it plans to enter Phase-II trials at sites in Europe and Asia for 
reasons of cost and to gain regulatory approval in these sizeable 
markets. It will build out a clinical team to work with medical 
professionals at foreign and domestic clinical sites.

CRITICAL BUSINESS NEEDS
The company will use CROs for Phase-I trials of its two lead 
compounds and three more expected to enter the clinic 
this year. It is also reviewing clinical trial management systems 
(CTMS) platforms, including electronic data capture (EDC) 
and process management software, for use in Phase-II trials. 

PARTNERSHIPS
Reata seeks pharmaceutical partners, particularly for European 
and Asian clinical development. In CROs and pharmaceutical 
development partners it values experience in oncology and 
neurodegenerative disease clinical areas and local expertise in 
overseas regions where trials will be conducted.

IT PROVIDERS 
Reata is partial to a CTMS platform 
that is an open Web-based 
technology based on XML for ease of 
implementation and administration. The 
company currently relies on HP servers, 
Microsoft SQL Server for database 
applications, and Microsoft Windows 
Server 2000 with SharePoint services 
for virtual private network-based 
collaboration with project sites and 
coordination of development activities 
by active pharmaceutical ingredient 
suppliers, drug formulators, and 
laboratory partners.

GROWTH METRICS
IReata has six molecules in preclinical 
development; two are ready to enter 
clinical trials, followed by three that 
utilize the company’s protein-folding 
assay and have shown promising results 
in pre-clinical studies. 

OTHER KEY EXECUTIVES
Ronald H. Abrahams, Sr. VP Operations  
Robin Kral, VP Business Development 

PROFESSIONAL SERVICES
Legal: Vinson & Elkins, L.L.P. 
Accounting: Ernst & Young, L.L.P.

BANKING RELATIONSHIP
Commercial: Comerica Bank

INVESTORS
Cardinal Investment Company, Ojai 
Goliad (James Bass, Peter Brooks, 
managing partners) and StarTech 
Ventures

PARTNERS
University of Texas Southwestern 
Medical Center at Dallas, The University 
of Texas M.D. Anderson Cancer Center, 
Dartmouth College, National Cancer 
Institute

MAKING CONTACT 
Partnering: Warren Huff
Public relations: Robin Kral, 
Vice President of Business 
Development, 214.800.8700; robin.
kral@reatadiscovery.com
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Ross Systems Inc.
Ross develops software for manufacturing, supply chain 
management, customer relationship management, 
performance management and regulatory compliance. It 
serves the life sciences, chemicals, metals, natural products and 
food and beverage industries. 

Founded: 1972 
Public: Independent software unit of Hong Kong based 
Chinadotcom Corp (NASDAQ: CHINA), which has a $480 
million market cap and $288 million cash on hand 
Headcount: 265

Two Concourse Parkway  
Atlanta, Ga. 30328  
Ph. 770.351.9600  
Fax 770.351.0036 
www.rossinc.com

Key location decision-maker 
Michael Webster, Director of Life Sciences 
E-mail: Michael.webster@rossinc.com

CURRENT CRITICAL NEEDS
Although the public company cannot make specific forward-
looking statements, it has indicated a need to continue sales 
efforts overseas and that closing international business is a 
key objective in the near term. It will partner with or acquire 
companies focused on systems implementation, IT consulting, 
and complementary software platforms in target regions. This 
process could involve foreign direct investments and physical 
expansion of sales and support personnel throughout 
Europe and Asia.

CRITICAL BUSINESS NEEDS
Ross would like to enter the medical device industry by 
marketing its enterprise software as a tool to track field service 
representatives as well as inventory and service records. 

PARTNERSHIPS
The company is interested in relationships with companies 
that will help it enter the medical device market, such as 
device or reagent developers, manufacturers and distributors.

IT PROVIDERS
Ross built its Internet application 
framework and enterprise application 
suite on Microsoft’s .Net network 
services platform. The company is in the 
process of forming relationships with 
radio frequency identification technology 
vendors for manufacturing and inventory 
tracking. It provides its customer 
relationship management software 
through its sister company Pivotal, Inc. 

GROWTH METRICS
Ross has built a network of more than 
1,000 customers worldwide, and was 
recently acquired by Hong Kong based 
software company Chinadotcom, where net 
profits grew 270 percent over last fiscal year.

GLOBAL FACILITIES
Ross has direct sales and support 
offices in China, the Netherlands, Spain, 
Sweden and the United Kingdom; each 
office averages 50 to 60 employees.

OTHER KEY EXECUTIVES
J. Patrick Tinley, CEO, Chairman 
Robert B. Webster, Exec. VP Operations 
Eric Musser, CTO 
Verome Johnston, CFO 
Rick Marquardt, President of North 
American Operations

PROFESSIONAL SERVICES
Legal: King & Spaulding 
Accounting: BDO Seidman, LLP

BANKING RELATIONSHIP
Commercial: Silicon Valley Bank

CUSTOMERS
Kerry Foods, Boar’s Head, Milnot-Beechnut, 
Vitasoy, Carl Buddig Inc., SFG Inc.

TRADE SHOWS/CONFERENCES
Jan. 17-20, 2005: INFORMEX Trade 
Show, Las Vegas, Nev. 
March 7-10, 2005: National 
Manufacturing Week, Chicago, Ill. 
Apr. 26-28, 2005: Interphex 2005, New 
York, N.Y.

MAKING CONTACT 
Partnering: Michael Webster
Public relations: Kara Hoffman, 
Articulate Communications, 
212.255.0080 ext. 13; 
khoffman@articulatepr.com
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Threshold Pharmaceuticals Inc.
Threshold develops small molecule therapeutics based on 
targeting of abnormal glucose metabolism in solid tumors. The 
company’s lead drug, Glufosfamide, has completed two Phase-I 
and five Phase-II trials and was granted fast track designation 
by the U.S. Food and Drug Administration for its pancreatic 
cancer trial, currently in Phase-III trials. 

Founded: 2001 
Private, $50 million in two rounds of funding 
Headcount: 45

51 Gateway Blvd.  
South San Francisco, Calif. 94080   
Ph. 650.553.8900  
Fax 650.553.8901  
www.thresholdpharm.com

Key location decision-maker 
George F. Tidmarsh, Founder and President 
E-mail: gtidmarsh@thresholdpharm.com

CURRENT CRITICAL NEEDS
Threshold is selecting new sites staffed by leading researchers 
for ongoing clinical trials in Russia, Eastern Europe, and South 
America. As compounds advance to late-stage trials and 
commercialization in overseas markets, the company is also 
interested in placing people on the ground in these regions to 
manage development and marketing.

CRITICAL BUSINESS NEEDS
Threshold will continue to use CROs to conduct domestic 
and foreign clinical trials based on the candidate CRO’s 
experience with similar compounds. It also needs to advance 
use of information technology in clinical trial data management 
to more effectively capture and transmit data. 

PARTNERSHIPS 
CRO partners generally must have a global reach, according 
to George Tidmarsh, to manage geographically distributed 
trials that its clinical compounds require. They also must have a 
proven track record and be cost competitive. 

IT NEEDS
The company currently records 
clinical trial data manually and plans to 
begin using EDC applications in 2005. 
Tidmarsh said he favors solutions that 
allow researchers to keep hard copy 
data as well as electronically transmitted 
data, such as pens that capture digital 
records of writing. The company’s first 
exposure to EDC software was through 
its CRO partner PPD Inc., which 
electronically organized searchable 
patient profiles for regulatory 
submission and review. 

OTHER KEY EXECUTIVES
Harold E. Selick, CEO  
Janet I. Swearson, VP and CFO  
Mark Matteucci, VP Discovery  
Kevin Kaster, VP Intellectual Property 

PROFESSIONAL SERVICES
Legal: Heller Ehrman White & McAuliffe  
Accounting: Outsourced on an as-
needed basis

INVESTORS
Morgenthaler Ventures (Ralph E. 
Christoffersen, partner), Pequot 
Ventures (Patrick G. Enright, principal), 
CHL Medical Partners, Three Arch 
Partners (Wilfred E. Jaeger, partner), 
Sofinnova Ventures (Michael F. 
Powell, managing director,), ProQuest 
Investments, Sutter Hill Ventures

CUSTOMERS
PPD Inc.

TRADE SHOWS/CONFERENCES
May 13-17, 2005: American Society 
of Clinical Oncology Annual Meeting, 
Orlando, Fla. 
May 21-26, 2005: American Urological 
Association Annual Meeting, San 
Antonio, Tex.

MAKING CONTACT 
Partnering: George F. Tidmarsh
Public relations: Christina Sarracino, 
Access Communications, 415.844.6219; 
CSarracino@AccessPR.com
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