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restrain the use of inversion and, “while not as promi-

nent, a growing number of deals have terminated as 

a result of anti-trust and related concerns raised by 

the government, which has resulted in as many with-

drawn multi-billion dollar deals in the first 4 months 

of 2016 as in any year over the past decade.”

Conclusions
Ultimately, there is no single pathway to growth and 

not all companies will succeed. Success in large part 

will be based on sound strategic planning – picking 

the right path for your organization based on your 

strengths, weaknesses and market opportunities. 

Choose your path carefully, is a mantra to live by. De-

cisions and strategies must be based on careful anal-

ysis and sound data. Armed with the right tools and 

best information, strategists can now create person-

alized niche businesses built around core strengths, 

technical acumen, integrated services and geograph-

ic placement. If pursued thoughtfully, the rewards 

are great and will be shared by a few well-defined 

CMO/CDMO leaders of the future. P  

marketing, leaving greater share of production avail-

able for CDMOs to compete for. Noland commented on 

the need for contract manufacturers to be as efficient 

as possible when working with customers in this high-

pressure environment. “CMOs are now competing with 

each other,” he said, “not merely on how well they pro-

duce product but on the overall value of their relation-

ship, which encompasses the secondary and tertiary 

factors involved in holistically managing the entire sup-

ply chain from initial technology transfer to finished, 

packaged, market-ready product.” 7

M&A activity has been robust in the sector for the 

past several years but there is evidence that momen-

tum may be slowing. Nevertheless, in 2014, considered 

a peak year by many, some $200 billion in deals came 

to light. Deal activity in 2015 kept pace, even with 

the thwarted $160 billion deal to acquire Allergan, a 

company built on acquisition itself. Abbvie’s deal with 

Pharmacyclics was notable that year for its $21 billion 

price,8 but the largest for 2015 was Teva’s $40 billion 

acquisition of Allergan’s Activis operations.9

Dimitri Drone, Partner, Global Pharmaceutical and 

Life Sciences Deals at PWC, said in his May 2016 

M&A activity report, that headline worthy pharma-

ceutical and life science deals will continue past 

2016 as fertile ground for negotiation. “However, the 

first quarter of 2016 experienced a steep drop in both 

the volume and value of deals from the prior quarter,” 

said Drone.10 The question is, will this be a temporary 

lull or will it continue, and if it does for how long?

According to Drone, PWC notes greater govern-

ment presence in deals taking place across sec-

tors. As recently as April, the U.S. Treasury acted to  
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