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BioVerum Partners – the solutions you expect
BioVerum Partners is a “one-stop shop” for all of your licensing needs. Our services can be accessed as a comprehensive solution for your licensing requirements or applied as needed to supplement your internal resources and include:

     In-Licensing
     Finding Product or Pipeline Candidates - BioVerum Partners will apply our 

     resources to assist you in identifying in-licensing or collaborative opportunities

     consistent with your corporate strategy. From research collaborations to development

     candidates to marketed products, we will help you to realize your licensing objectives.

     Our approach includes:

· Development of in-licensing mandate – we will work with your team to 

understand your objectives and clearly define the required profile for

in-licensing opportunities

· Identification of potential assets – we will utilize our networks and market
research resources to identify potential in-licensing opportunities consistent

with your requirements

· Determination of licensing feasibility –we will contact the owner of the  intellectual property of interest to explore collaborative or licensing possibilities
· Due diligence – we will conduct comprehensive due diligence

to protect your investment

· Valuation of the asset – we will develop assumptions and run valuation

scenarios in support of negotiation strategy 

     Out-Licensing

     Packaging the Asset – BioVerum Partners will work with your team to develop both

     a non-confidential summary of the licensing opportunity and a detailed dossier for

     confidential due diligence by prospective licensors. Content will include:              
· Executive Summary

· Product Rationale – Description, mechanism of action

· Intellectual Property Position – Nature and scope of I.P. protection

· Market Opportunity – Current (if on the market) and projected sales by year, including detailed market assumptions and market positioning

· Competitive Landscape – Marketed products and products in development

· Development Assumptions – Plan, timeline, budget; summary of existing data

· Formulation and Manufacturing – Current status, future plans, issues, projected cost
     Identification of Potential Licensors – BioVerum Partners will work with you and 

     also conduct independent market research to identify companies “most likely” to have    

     an interest in the asset. Considerations will include:

· Market leaders in the space

· Companies with aligned strategic interests

· Specialty pharma companies seeking to build franchise

· Smaller biotech/pharma companies with expressed goal of expanding product pipeline

· Local/regional foreign companies with desire to expand product offerings or geographic presence   
     BioVerum Partners will contact potential licensors to determine interest in your asset. 

     Our extensive global network within the industry will be tapped to generate a “short-

     list” of potential buyers. Potential licensors will be vetted to determine: (1) Level of 

     interest; (2) Expectations with regard to licensing terms; (3) Financial backing to close 

     the deal; and (4) Ability to maximize value for the licensee.
    Asset Valuation – BioVerum Partners will formulate assumptions to value the asset 

    in support of your negotiation strategy.

     Deal Negotiation
     BioVerum Partners has the legal, financial, and technical resources to act as your 

     agent in negotiating the deal. We can act independently on your behalf or share a seat
     at the table under your lead. Our experience covers a wide range of deal structures:
· Straight license – may incorporate performance based milestones, royalty and milestone fee agreement, monetization of asset

· Formation of new joint venture to develop asset(s)

· Co-marketing/ co-promotion agreements

· Selective licensing with field or geographic limitations

     We will listen to your expectations and apply our resources to ensure that your 

     requirements are fully met with a high degree of satisfaction. 
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BioVerum Partners – the team you need





     John Cullen, Ph.D., J.D. – Dr. Cullen is an experienced senior executive  


     and corporate attorney with thirty-five years experience in the pharmaceutical and


     related industries. He has had substantial international, corporate, legal/regulatory and 


     R&D experience in senior level negotiations with U.S. based and international


     corporate strategic partners, technical licensing and establishment of joint venture


     relationships. 





     John Dillon – Mr. Dillon’s career spans thirty-five years in the pharmaceutical


     and service sectors including twenty-two years at SmithKline (now 


     GlaxoSmithKline) where he was responsible for business development, first


     for the U.S. and then later for the worldwide pharmaceutical business.


     In this role, he formulated strategy for acquisitions and divestitures and


     served as the principal negotiator for the global pharmaceutical business.





     Susan Thornton, Ph.D. – Dr. Thornton has served in a number of business 


     development roles in both large pharma and service-based companies. She has been


     responsible for the identification and evaluation of over 200 product licensing 


     opportunities and has negotiated license agreements throughout the world.





     Edward Lentz, J.D. – Mr. Lentz is a patent attorney with over 20 years of experience


     in the chemical, pharmaceutical, and biotechnology industries. He provides legal 


     services in the areas of intellectual property protection and technology transfer for


     small and large biotechnology and pharmaceutical companies.





 In addition to the core team, BioVerum Partners has deep technical expertise across all of the major therapeutic areas, as well as marketing, regulatory, and financial resources which can be applied to create maximum value for your deal. Our Associates have successful track records in growing pharmaceutical and biotechnology businesses and are well networked in the industry.
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