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Created by the team behind Worldwide Business Research’s LogiPharma conference, the leading global end-to-end supply 
chain management event for the life science industry, this survey was distributed to over 200 Supply Chain Executives 
from large pharma companies across Europe to find out their opinions on everything from supply chain structure to the 
GDP directives to emerging markets and more.

The goal of the survey was to understand where bio-pharmaceutical executives like you stand on some of the key supply chain 
challenges, priorities and opportunities affecting your industry.

The big trends highlighted in the report will come as no surprise to you: big pharma sees emerging markets as their key future 
growth driver whilst they contend with decreasing margins, a higher cost base and further cutbacks on public-sector healthcare 
spending in the mature economies. Coupled with this, is an increased focus on legislation that presents a variety of challenges: 
an additional cost burden to the business and an often lamented lack of clarity on guidelines and requirements from the 
Regulators.

But as always the devil (or better, the opportunity) is in the detail. The report delivers an insight on where your peers and 
competitors stand in relation to core supply chain challenges that will underpin how well you’ll support your business in its next 
evolutionary phase in light of macro industry/economic trends.

So, if you ask yourself questions around:
r How can I get closer to the customer, perfect my segmentation techniques and, in doing so, deliver a superior supply chain?  
r What is the optimal network & distribution design to achieve long-term capacity planning?
r What set up and distribution model will yield the best outcome in Emerging Markets?
r What are the lessons have been learnt from the first few months of GDP implementation and how have businesses coped  
 with the impact?

Read further and view the analysis throughout this report to see how your business compares to your peers and competitors.
The roles of those answering this questionnaire included Director of SCM & Procurement, Global Head Supply Chain Planning 
& Strategy, Head of Cold Chain logistics, Vice President of Supply Chain Management among many others of similar standing.
Respondents represented companies like Novartis, Roche, Teva Pharmaceuticals, Pfizer, Bayer and more.
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“I fundamentally believe a supply chain 
should be structured and run end to end. This 
eliminates the middle man and gets closer to 
what the customer needs. Some businesses 
have been doing this since the early ‘90’s, so 
we should all keep that in mind!” 

– Paul Clayton, VP logistiCs & suPPly Chain, gsK  

59% of pharmaceutical executives describe their 
ideal supply chain as traditionally structured, 
however just 21% feel that this is their ideal 
structure, meaning that 38% of respondents are 
in a traditional structure, but want to change.

Which of the following best describes 
how your supply chain is structured?1 2Which of the following best describes how 

your IDEAL supply chain is structured?

y	Traditionally structured planning,  59%  
 sourcing, logistics 

y	Tailored to address specific  22% 
 business segments 

y	Hybrid organization 11% 

y	Tailored to address insourcing  8% 
 vs. outsourcing  

y	Tailored to address specific business  49% 
 segments  

y	Hybrid organization 22% 

y	Traditionally structured planning,  21% 
 sourcing, logistics 

y	Tailored to address insourcing vs.  8% 
 outsourcing  

 

59%

22%
 

11%
8%
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%

22%21%
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The biggest challenge for companies continues 
to be maintaining the integrity of the 
pharmaceutical supply chain. For 32% of those 
surveyed, cost, service and compliance trade-offs, 
are the biggest hurdles when maintaining the 
integrity of their supply chains.

Falling not far short of this, 30% feel their biggest 
challenge was risk management and continuity 
of supply, demonstrating that for the most part 
the biggest challenge is making the supply chain 
as cost-effective as possible within the bounds of 
the law and that although of similar importance, 
nonetheless second on the list are concerns are 
dealing with protecting that chain.

47% surveyed say while they do not have 
full end-to-end visibility or the capability to 
manage the exceptions as they occur, yet, 
it is part of their strategic approach moving 
forward to understand and mitigate their 
customer’s expectations.
Just 19% have completely automated end-to-
end visibility to enable pro-active corrections.

What is the single biggest challenge you  
see facing your supply chain?

How are you improving visibility in your 
end-to-end supply chain, and what are you 
doing to understand the impact/mitigate the 
exceptions that could impact customers?y	Cost, service and compliance  32% 

 trade-offs  

y	Risk management and continuity  30% 
 of supply  

y	Increasing regulatory compliance 29% 

y	Other 5% 

y	Globalization and meeting needs  3% 
 of emerging markets 

y	We don’t yet have full end-to-end 47%  
 visibility or the capability to manage  
 the exceptions as they occur, but this  
 is part of our strategic approach and  
 is being actively discussed. 

y	We have full end-to-end visibility  22% 
 but don’t have the capability to  
 easily create an impact analysis to  
 the exceptions to understand the  
 trade-offs involved. 

y	We already have full end-to-end  19% 
 visibility and impact analysis  
 triggered by automatic notification  
 to enable corrective actions to  
 pro-actively occur. 

y	We don’t yet have full end-to-end  11% 
 visibility or the capability to manage  
 the exceptions as they occur. 

32%
30% 29%

5%
3%

“For most it should be ‘cost, 
service and compliance trade-
offs,’ because all affect your 
customer and your long-term 
business success.” 

– Paul Clayton, VP logistiCs &  

suPPly Chain, gsK  

“We are at a real inflection point 
for Control Tower software in 
the pharma industry, with every 
company talking or embarking 
on this journey, and clearly 
understanding the benefit it can 
bring. The key is recognizing 
it is more than just a software 
solution and needs people and 
processes to realize the most 
significant benefit.” 

– andy amor, ExECutiVE dirECtor global 
logistiCs, bristol myErs squibb
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It is interesting to note that while 
34% segment their supply chain 
based on customer-identified 
needs and values, 6% fewer claim 
to factor in actual cost-to-serve 
trade-offs, which could be a sign 
that while the overall methodology 
of segmentation is widely accepted 
as essential (94%), the finesse 
and detail required to achieve an 
optimum supply chain for all involved 
parties may still be some way off.

“The evolution of supply chain 
segmentation is a journey of 
transformation of vantage points in 
that you need to move from an inside-
out to an outside-in perspective, 
whilst balancing this against a clear 
understanding of cost to serve.” 

andy amor, ExECutiVE dirECtor global logistiCs, 

bristol myErs squibb

What ACTIONS are you taking to ensure 
success in implementing a global end-to-
end serialization solution?

How are you segmenting your supply 
chain to improve the customer experience?

y	Involve suppliers 64%

y	Awareness and involvement  61% 
 with the end customer 

y	Involve contract manufacturing 55%

y	Create global product team 52%

y	Contract packaging - outsource 36%

y	Pilot with distributors 36% 

y	Other 3%

y	We segment our supply  34% 
 chain based on customer- 
 identified needs and values  

y	We segment our supply  28% 
 chain based on customer-  
 identified needs and values  
 balanced by actual cost to  
 serve trade-offs. 

y	We segment our supply  22% 
 chain based on distribution  
 channel service-level  
 agreements. 

y	We segment our supply  9% 
 chain somewhat depending  
 upon mode/method of  
 delivery to customer. 

y	Other (please specify) 6%

THE MAJORITY OF SUPPLY CHAIN EXECS 
SURVEYED are expanding their reach by 
involving both suppliers (64%) and the end 
customer (60%) in the development of a 
successful global end-to-end serialization 
solution, but less than half (36%) are running 
pilots with their distributors
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Although not the majority, 40% - the largest group – are seeing 
no significant impact at all as the requirements of the directives 
are already being fulfilled regardless, however an equal number 
feel that the changes are going to have an overall positive effect 
– 10% extremely so, which is encouraging and rare for European 
regulations!

Echoing virtually every European directive in history, the number 
one concern, supported by 52% of respondents is complexity. 
While in the long run, changes and the cost to implement may be 
relatively low, untangling the jargon from the doorstop document 
and applying them correctly is a challenge for any business, which 
is reflected by the 48% that felt there would also be a significant 
amount of additional admin and bureaucracy created as a result of 
the GDP directives.

81% of participants are generally in support of the GDP rules, which 
is encouraging for the industry, but will the support remain if the 
changes that the vast majority of the pharma industry want do not 
come into effect?

The European Commission’s document “Guidelines on Good Distribution Practice of Medicinal Products for Human Use”, abbreviated to the GDP directives, outline their 
mandated model for how drugs should be transported. 

But are any pharma supply chains realistically going to be significantly impacted by these rules, or are they just writing into law what is already happening as a result of 
competition and market forces? We asked the following questions to find out.

To what degree will the 
GDP directives impact your 
current logistics model?

What are your biggest 
concerns with the GDP 
regulations?

Do you think the GDP 
rules are right for the 
healthcare logistics 
industry?

y	No significant change 41%

y	Quite positively 31%

y	Quite negatively 19%

y	Extremely positively 9%

y	Extremely negatively 0%

y	Complexity 52%

y	Increased admin/ 48% 
 bureaucracy 

y	Implementation costs 42%

y	On-going costs 39%

y	Achieving and  29% 
 maintaining compliance 

y	Staff training 26%

y	Transport times 16%

y	Strategic changes 13%

y	Other 0%

y	Yes, but needs some  74% 
 improvement 

y	Potentially but with  16% 
 significant changes 

y	Yes, could not be better 7%

y	No, but the concept is  3% 
 right 

y	No, it is totally wrong 0%
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While China and India are often hailed that the ‘poster boys’ of the emerging markets’ story, it appears 
for the pharmaceutical industry this is less true with 46% of participants’ claiming they are actually 
most active in Russia and the CIS nations and 42% in Latin/South America.

COLLABORATION IS KEY to combatting margin shrinkage, say 35% of those surveyed, with second place 
at 24% going to those in favour of optimising segmentation strategies. This is a clear sign that the 
role of the supply chain experts in pharma has matured, especially considering not one person felt that 
portfolio expansion would make a big impact. As the old adage goes, it’s not the size (of your portfolio) 
that matters, it’s what you do with it that counts!

What area is having the biggest impact 
on combatting margin shrinkage?

Which Emerging Markets are you  
most active in?

y	 Supply chain partner collaboration 35%

y	Optimising segmentation strategies 24%

y	Reduced headcount  10%

y	S&OP collaboration  10%

y	 Improved data access/forecasting 10%

y	Increased supply chain agility  7%

y	Other (please specify)  3% 

y	Expanding portfolio  0%

y	Russia & CIS 46%

y	Latin/South America 42%

y	Eastern Europe 27%

y	East Asia 27%

y	Middle East 23%

y	Not active in Emerging Markets 15% 

y	South Asia 12%

y	Africa 12%

y	Rest of Asia 4%
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In which region do you think are the 
greatest opportunities? And specifically, which country?

y	East Asia 28%

y	Latin/South America 20% 

y	Russia & CIS  16%

y	Rest of Asia 12%

y	Africa 12%

y	Middle East 8%

y	Eastern Europe 4%

y	South Asia 0%

y	China 28%

y	Brazil 25%

y	Other 20% 

y	Russia 12%

y	India 11%

y	Kenya 5%

Although Russia & CIS may be where those surveyed are most active, the areas 
they mostly feel that the greatest opportunities lie in East Asia (28%) and Latin/
South America (20%). Could this lead to a shift in activity as well in the coming 
year?

These claims are backed up by the specific countries of interest, with the most 
opportunities being seen in China and Brazil – two nations considered by several 
industries as already post-emerging status, which is a sure sign that the time to 
engage these markets is already here.
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What are your biggest ‘pain points’ in 
your dealings with emerging markets?

This question asked participants to rank the level of pain from none to extreme on various areas 
concerning their dealings with emerging markets. Each rank was given a value of 1 – 5 and these were 
added together to give a total score which was then presented as a percentage to give the score more 
obvious meaning.

The biggest conclusion to be drawn from this is that although there are great opportunities to be had, 
they do not come easy and that overall, participants felt that their amount of ‘pain’ across all areas 
asked was significant (over average) and that the area causing the greatest difficulty was dealing with 
regulations.

Also of distinct significance were the worrying trend of counterfeit drugs and the more practical area of 
roads and infrastructure, both achieving high pain scores

y	Regulations 15%

y	Counterfeit drugs 13%

y	Roads and infrastructure 12%

y	Setup costs 11%

y	Dangerous conditions 11%

y	Data accessibility 10%

y	Working with 3PLs 9%

y	Margin pressure 8%

y	Other criminal activities  6% 
 (piracy, robbery, etc.) 

y	Cultural differences 5%
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LogiPharma is the ONLY GLOBAL VP-level, end-to-end supply chain event for life science professionals, focusing on strategic and tactical 
improvements for Europe & the rest of the world. It caters to professionals from across the spectrum of innovative pharma, generics, 
animal health as well as bio tech companies, tackling the most relevant, pressing challenges and opportunities present in the industry.

v	Meet and benchmark with your peers: 30+ hours of networking, learning and practical takeaways from case studies, round table   
 discussions, topic driven lunches, seminars, and more.

v	A programme designed alongside an Advisory Board of leading supply chain executives including Bayer Cropscience, Monsanto, BASF,  
 Borealis and more..

v	Get insight into strategies from across the globe: 50+ countries in attendance

v	Over 85 senior representatives from the foremost 20 pharma businesses will be speaking

v	Network with your peers in an informal setting at our drinks and networking receptions

“For me what really grabbed my attention about LogiPharma this 
year is it is looking at the whole Supply Chain, not just logistics. 
Looking at end-to-end components. What our suppliers are doing, 
what R & D is doing, how mergers and acquisitions impact your 
business, how that flows into manufacturing and that could be 
anywhere in the world. What LogiPharma is doing is bringing in 
great speakers to entice people to be more involved strategically to 
make their organization work really, really well…”

Paul Clayton, VP suPPly Chain & logistiCs, glaxosmithKlinE

WBR is the world’s biggest large-scale conference company and part of the PLS group, one of the world’s leading providers of strategic 
business intelligence with 16 offices worldwide. Our conference divisions consistently out-perform their industry sector competitors on the 
quality of the events we produce and the relationships we nurture with both attendees and sponsors.

Every year over 10,000 senior executives from Fortune 1,000 companies attend over 100 of our annual conferences – a true “Who’s Who” of 
today’s corporate world. From Automotive events in Bucharest to Logistics conferences in Arizona to Luxury conferences in New York and 
Finance summits in Hong Kong, WBR is dedicated to exceeding the needs of its customers around the world. In addition to our industry 
leading conferences, our professional services marketing division, WBR Digital, connects solution providers to their target audiences with 
year-round online branding and engagement lead generation campaigns.

About 
LogiPharma

About 
Worldwide 

Business 
Research

“LogiPharma has already proven its 
relevance as the best conference of its 
kind due to its content, speakers and 
relevance to today’s and tomorrow’s 
issues. An excellent place to meet 
colleagues and exchange ideas”

daniEl sChEidEggEr, ViCE PrEsidEnt EuroPEan 

oPErations, gEnzymE PharmaCEutiCals
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