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Source: https://www.emerald.com/insight/content/doi/10.1108/S1876-066X20170000033003/full/html?skipTracking=true

 Access to medicines
Pharmaceutical products play 
an important role in healthcare. 
Along with well-trained and 
motivated health professionals, 
medicines are among the most 
effective ways to prevent, 
alleviate and cure disease

 The primary function of the 
pharmaceutical corporations is to 
create value by discovering and 
producing effective medicines, 
vaccines and services that improve 
patients’ well-being, and can be 
sold in markets at a profit. As well 
as increasing shareholder value

Contribution of Pharmaceutical Industry in society 

https://www.emerald.com/insight/content/doi/10.1108/S1876-066X20170000033003/full/html?skipTracking=true


Pharmaceutical Industries Worldwide

Reference:  http://truecostofhealthcare.org/the_pharmaceutical_industry/
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Challenges for Pharmaceutical Industries 
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Expenses of Pakistan Pharmaceutical Industries 
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Reference: https://www.pacra.com.pk/uploads/doc_report/PharmaSector_May18.pdf(modified

https://www.pacra.com.pk/uploads/doc_report/PharmaSector_May18.pdf


Challenges requiring Strategic Alliance
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Pakistan Pharmaceutical Industry
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100
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Reference: IQVIA Q4 2019



Pharmaceutical Export Market
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Transactional Relationship



Acquisition 



Collaborative Relationship/Strategic Alliance



A smaller organization is more successful in Alliance



Global Regulatory Harmonization

Sharing the Competencies through Strategic Alliances



Elutozumab - Immuno-Oncology

Sharing the Competencies through Strategic Alliances

Venclexta - Oncology



Sharing the Competencies through Strategic Alliances



Playing on Strengths



Playing on Strengths



Sharing the Competencies through Strategic Alliances



Sharing the Competencies through Strategic Alliances In 
Cambodian Market



September 2014 – Deloitte Switzerland

Sharing the Competencies through Strategic Alliances



Size Matters

September 2014 – Deloitte Switzerland



ROI and Strategic Alliance

September 2014 – Deloitte Switzerland



Global Strategic Alliance Map

Future of Strategic Alliance September 2014 – Deloitte Switzerland



Thank you
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