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response (along with continued consolidation) includes 

engaging contract service partners at all levels of drug 

development and commercialization.

This is creating tremendous opportunity for the 

contract services industry — but answering this de-

mand has not come without changes to the sector. Ac-

cording to PharmSource, approximately 30 CDMOs 

capture over half of the industry’s revenues. To fur-

ther elucidate the shrinking of the space, more than 

18 CDMO acquisitions have taken place in the last 

three years.2

Current market trends show contract services 

providers are continuing to play an increasingly stra-

tegic role, contributing to the global supply of phar-

maceuticals. These top-tier CDMOs have become in-

creasingly visible as industry leaders.

For example, VisionGain predicts a strong revenue 

growth for CDMO market leaders between 2013 and 

2025.3 Analysts say DPx Holdings and other lead-

ers, including Lonza and Catalent, will experience 

the greatest increase in revenue between 2014 and 

2024. Catalent and Lonza, in particular, were cited as 

having invested heavily in high-potency API and anti-

body drug conjugate facilities, a couple of high-value, 

high-potential competencies that executive lead-

ers are betting will drive revenue streams and fuel  

potential growth. 

Growth Pathways
Indeed, the CDMO industry is certainly poised to 

grow substantially in the year to come. The global 

contract pharmaceutical manufacturing market is 

speculated to grow by 7.5% annually, reaching a value 

of almost $80 billion in just three years.3 However, 

the number of major CDMO players will likely shrink 

as businesses mature and consolidation occurs. The 

geographic distribution of CDMOs can also be ex-

pected to change. The top question for CDMOs oper-

ating in this landscape is centered on growth; namely, 

how is it possible to grow in this environment? Com-

panies with serious growth ambitions need to map out 

their long-term trajectory — however the path is not  

always clear.

Members of the 
“Who’s Who” 
of CMO/CDMO 

leadership are pursuing 
robust growth strategies to 
keep the CDMO segment 
energized and interesting. 

Acquisition has become a favorite tactic by contract 

pharma’s most prominent players, but there’s more 

than one path to sustained growth, especially for those 

seeking the scale, global presence and technical acu-

men the bio/pharmaceutical industry is demanding. 

Until recently, contract service organizations sole-

ly functioned to provide manufacturing or develop-

ment support to drug sponsors. Owners were simply 

service suppliers, hired to handle relatively discrete 

elements of a drug’s development, clinical trial or 

commercialization phases. Intellectual property 

and risk were well compartmentalized. For the most 

part, these primarily tactical relationships generally 

served the industry well, framed by branded pharma’s 

established, monolithic blockbuster business model. 

But these practices, dubbed “Pharma 1.0” in an indus-

try report by Ernst & Young,1 became weighed down 

by diminishing returns, aging, inflexible processing 

capacity and a complex, contradictory regulatory 

environment, which ultimately became unsustain-

able. There is mounting statistical, financial and an-

ecdotal evidence showing that gains in momentum, 

fueled by regulatory reform, successful new business 

models and biopharma’s dynamic influence, have en-

ergized the entire sector. 

Contract Pharma’s Role
The industry’s reformation is far from over, but in the 

last two decades bio/pharma has worked to realign 

itself operationally, responding to a broad range of 

familiar competitive and market drivers. Part of this  

“ChooSe your path 

CareFully” iS a 

mantra to live by.


