
Supply chain services for new entrants 

Key challenges 

• The knowledge of what 
acceptable should look like 

• Formulating the business 
requirements 

• Integrating processes 

• Achieving business 
strategy and cultural 
alignment 

• Focussing on the ‘bigger 
picture’ 

What causes failure? 

• Assuming the solution 
is obvious 

• Allowing legal and 
commercial factors to 
override operational sense 

• Lack of know-how to 
develop a cost-effective, 
compliant supply chain 

• Focus on the wrong 
priorities 

• Lack of knowledge of 
country specific regulatory 
requirements 

PwC’s added value: 

• Timely access to the 
right skills 

• Speed and management 
focus 

• Reduced risk profile 

• Realising the potential 
value of your Intellectual 
Property investment 
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Building or scaling a business is full of challenges. From obtaining the required funding, 
attracting and retaining the right skills, to building relationships with key partners.  

In the pharmaceutical and life sciences sector, high costs and clinical risk combine to 
form a maelstrom of distraction for management. 

A reliable, cost efficient supply chain is critical to value creation. So what considerations 
are most important when approaching the task? 

PwC has identified five key areas: 

What does my supply chain need to look like? 

Providing an efficient, reliable, cost effective supply chain is key to business success. 
However the ‘gold standard’ adopted by many larger pharmaceutical companies is not a 
pre-requisite for the smaller organisation or start-up. Understanding the core 
capabilities is a first step in designing a pragmatic, fit for purpose supply chain model. 

How can I design the best operating model for my needs? 

What levers impact the profitability of my product or technology asset? 

Do I understand reimbursement and the impact this will have on profitability? 

How do I make the most of my internal operations? 

Do I have a legacy Information Technology (IT) platform to integrate with? 

How can I best use contractors to add value? 

What is the best tax structure for my operation? 

What key capabilities do I need to operate? 

A small, growing, or new organisation should not look to build all capabilities observed 
in mature pharmaceutical organisations. Understanding the critical business activities to 
allow the reliable movement of product to the market is vital. 

To achieve this you need to consider: 

What services are required to differentiate the product from its competitors? 

Are there any characteristics of the product that require specialist treatment? 

Which markets do I need to service? 

Are there special regulatory demands associated to product movements? 
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How do I implement and focus on core activities? 

Balancing the day to day activities with the set-up of new business capabilities is a 
complex endeavour. All activities need to be well orchestrated from the recruitment of 
permanent or temporary personnel to the set-up of core processes and the acquisition of 
enabling technology – and executed in a manner compliant with all the regulatory 
demands. You will have to take into account: 

How can I make the most of my internal operations? 

Lean systems and processes are critical in maximising the value of a growing company’s 
operations. But the processes pharmaceutical and life sciences companies adopt may be 
more complex than those used in simple, high volume manufacturing plants and may 
challenge a non pharmaceutical and life sciences lean practitioner. In order to avoid 
complications you should: 

Design operational procedures that comply with the regulatory requirements while 
simultaneously supporting continuous improvement. 

Define each process to clarify who is responsible for what, and promote an environment in 
which problems are rapidly identified, shared and resolved. 

Define work flows for each product and service. This will expose areas where 
improvements can reduce cycle times, costs and compliance. 

Measure your processes and outputs to ensure that you realise the anticipated benefits and 
that you can intervene at the first sign of trouble. 

Should I build, partner or buy? 

Numerous factors impact the decision as to whether a company should build a supply 
chain or contract with service providers. However, the starting point should be a clear 
grasp of its core strengths and weaknesses. If the company decides to use a third party, it 
will also need to consider whom it should trust with its business and which levers will 
affect the profitability of the product it plans to move in order to shape the contract: 

Perform a detailed analysis of your internal capabilities and product flows. 

Understand who can provide services to the business and whether they are aligned with 
growth plans and corporate culture. 

Assess each supply chain capability in terms of the value you expect it to generate for the 
organisation. It is important to bear in mind that the best approach to sourcing services 
may vary by function and internal maturity, so sourcing decisions should be reviewed on a 
regular basis. 

Compare the entities’ costs with the ‘landed’ cost of potential suppliers. 

What internal resource is available to deploy the design, selection and set-up activities to? 

Have we got skilled project managers who understand all aspects of supply chain 
management from product to financial to legal and regulatory? 

Do I understand the regulation and how it impacts different aspects of the business? 
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The Global Pharmaceutical and Life Sciences Industry Group at PwC is dedicated to delivering 
effective solutions to the complex business challenges facing pharmaceutical and life sciences 
companies. A global leader in serving the pharmaceutical and life sciences industry PwC has 
extensive experience working with companies on industry-specific strategic, operational, and 
financial issues. Our expertise includes assurance, tax and advisory services, as well as 
specialised capabilities in regulatory compliance, risk management, performance 
improvement and transaction support. In helping our clients, we draw on the full knowledge 
and skills of PwC’s professionals. More than 195,000 people in 157  countries connect their 
thinking, experience and solutions to build public trust and enhance value for clients and 
their stakeholders. 

www.pwc.com/pharma 
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Context: Our client had recently submitted a Marketing Authorisation Application for a 
new pharmaceutical product to be supplied for the first time outside its local market and 
needed help to design and develop its European supply chain management capability. 
The organisation’s philosophy was to build internal capability and know-how, however 
the risks of this approach were significant given the uncertainty of launch volumes and 
limited visibility to future products. 

Solution: PwC worked with the UK based management team to evaluate the potential 
options for realising a reliable and cost efficient supply chain that was in keeping with 
the parent company’s desire to grow internal capability. The team opted for the use of a 
fourth party logistics service provider (4pl), that provided the core supply chain, 
information, financial and reverse logistics management activities. The cultural fit 
between our client and the 4pl was a key success factor and the our team invested a good 
amount of time to facilitate the development of the relationship between the client and 
the other supply chain partners. 

Value: PwC helped the client realise its vision of a GxP-compliant supply chain that 
could very quickly respond to business growth needs. This allows the client to seamlessly 
take on more of the supply chain, information and financial management activities; more 
supply chain partners; more products and to operate in more countries whilst retaining 
its cost-effective character. Specifically PwC: 

Designed, developed and implemented an operating model with flexibility to accommodate 
changing market demands. 

Clearly defined and managed the tender process to select a supply chain partner and 
integrate into the business. 

Clearly articulated the implementation plan, bringing together the disparate activities that 
required alignment to support the compliant movement of drug product. 


