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Albright Life Science Report

In the annual Albright Life Sciences Executive Survey, more than 100 Danish Life Science
Executives have shared their thoughts, insights and evaluations on industry trends, growth
prospects and barriers. In this report, you will gain insight into what executives from the
Medical Devices/IVD, Pharma/Biotech and other related Life Science sectors have found to
be the most likely drivers of growth, which growth strategies they expect to employ, as
well as what they see as the biggest threats to future growth!

75%
are concerned that 
increasing pricing 
pressure will limit 
growth in the future

are confident that 
strategic alliances and 
partnerships will contri-
bute to future growth

71%
of executives in Medtech/ 
IVD are concerned that 
insufficient access to 
talent will limit growth

70%

2018
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Dear Life Science Executive
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40%

44%

Pharma/Biopharma/Biotech
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Answers from the Life Science Executive Survey
generally show high confidence towards future
revenue growth. 83% of respondents are either “very
confident” or “confident” when it comes to revenue
growth prospects.

Within the Medical Devices/IVD industry, more than
87% of the surveyed executives express that they are
either “very confident” (54,2%) or “confident” (33,3%)
of their organisation’s prospects for growth over the
next three years. Within the Pharma/Biopharma/
Biotech industry, 40% of the surveyed executives
express that they are “very confident” and 44%
indicate that they are “confident” of their
organisation’s prospects for growth. Executives from
the suppliers to the Life Science industry express a
level of confidence which is comparable to that within
the Pharma/Biotech industry.

Q1: How confident are you about your organisation’s 
prospects for revenue growth over the next three years?

LIFE SCIENCES IN DENMARK

Denmark is home to one of 
the world’s strongest Life 
Science clusters. 

Life Science firms in 
Denmark are able to widely 
benefit from locational 
advantages which arise from 
operating in Denmark.

Exports from the Danish Life 
Sciences industry have 
experienced an increase of 
over 500% over the last 20 
years and the industry 
continues to grow.

The Danish Medical Device 
industry is the 2nd largest in 
Europe measured by market 
size per capita*

54%33%

Medical Devices/IVD
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" Value-based contracting/pricing tying 

payments to outcomes

" Patient-centricity driving increased interaction 

with large patient communities

" Digitization of products and/or services
" Introduction of disruptive/ground breaking 

product/service technologies
" Emerging technologies that improve study 

design and/or physician and patient 
recruitment

" Emerging technologies that optimize the 
supply chain

" Advanced data analytics and/or data-driven 

improved insights

" Strategic alliances and partnerships in order to 

e.g. access external expertise and technology
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Life Science 
Executive’s Top-3 
Growth Drivers
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We have established that Life Science executives are very positive in regard to growth

prospects. But what will drive this growth?

According to survey respondents, the two most important growth drivers are: (1)

Strategic alliances and partnerships (74% are either confident or very confident) and

(2) Advanced data analytics (67% are either confident or very confident). The latter is

in fact also anticipated to be one of the key drivers for future growth for firms who

act as suppliers to the Life Science industry, along with the introduction of disruptive
technologies (100% are either confident or very confident).

In the eyes of executives from the Medical Devices/IVD industry, the two factors,

which are seen as most likely to drive growth are: (1) Digitization of products and
services (83% are either confident or very confident) and (2) Strategic alliances and
partnerships (71% are either confident or very confident).
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73%

62%

55%

47%

45%

Strategic alliances and partnerships in order
to e.g. access external expertise and…

Advanced data analytics and/or data-driven
improved insights

Patient-centricity driving increased
interaction with large patient communities

Digitization of products and/or services

Emerging technologies that optimize the
supply chain

Pharma/Biopharma/Biotech

Top 5 Expected Growth Drivers

83%

71%

67%

63%

58%

Digitization of products and/or services

Strategic alliances and partnerships in order
to e.g. access external expertise and…

Advanced data analytics and/or data-driven
improved insights

Value-based contracting/pricing tying
payments to outcomes

Introduction of disruptive/groundbreaking
product/service technologies

Medical Devices/IVD
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“It is evident that change is on the agenda in all corners of the Life Science and Healthcare
industry and that even greater change lies ahead. The introduction of service brands,
consumerism, digital technologies and changing demographics will push the industry to
think in new paradigms and move faster and more agile than ever before.“

! "#$%&'(%)*%)$+,-.*%&/012&3#45&#$5#6-74

A majority of the factors, which – according to surveyed life science executives – are most
likely to drive future growth relate to technological developments. Technological and digital
innovations are currently redefining the Life Science Industry and this tendency is clearly
reflected in the survey results. The new and constantly improving technologies offer an
ocean of new possibilities that can benefit firms as well as consumers.

Particularly within Medical Devices/IVD, technological innovations seem to be disrupting
the industry, dissolving the lines between medicine and technology, and emphasizing the
importance of new product and service technologies, which will also benefit the life science
industry at large.

Technology at the top of Life Science executive’s minds
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Q3: Considering the following possible threats to your 
organisation's growth prospects, how concerned are you 
about each of the following?
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71H

55%

67%

43%

Medical 
Devices/IVD

Pharma/ 
Biopharma/ 

Biotech

Supplier to the 
Life Science 

Industry

Other
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Respondents’ concern towards insufficient access to talent

Insufficient access to talent

6 out of 10 Life Science
Executives answered that
they are concerned with not
having sufficient access to
talent

This is in spite of Denmark’s
extensive workforce of
skilled professionals –
among others in the Life
Science industry employing
more than 40,000 people.*
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Although industry growth prospects are
predominately positive, there are also significant
threats that may act as barriers to future growth in
Life Sciences.

In fact, a large fraction of the surveyed Life Science
executives view: (1) Increasing pricing pressure
(70% are either confident or very confident), (2)
Insufficient access to talent (59% are either
confident or very confident) and (3) Over-regulation
(46% are either confident or very confident) as
possible threats to their organisation’s growth
prospects.

71% of respondents within Medical Devices/IVD
express significant concern of their company not
being able to access the required talent, while this is
the case for 55% of executives working in Pharma/
Biopharma/Biotech.

To mitigate the risk of insufficient access to talent,
Life Science companies must adjust to changing
market conditions and make themselves increasingly
attractive towards future employees and
consequently dedicate resources to attracting and
developing their talent pool.

./012)34%56$%3&1('617)"")8%3&19)44%#"61('$6!(41()1:);$1
)$&!3%4!(%)3<41&$)8('19$)496+(4=1')81+)3+6$3651!$61:);1
!#);(16!+'1)71('617)"")8%3&>

Growth Plan for Life Science 
by the Danish government 
2018

With the Growth Plan for Life
Science, the Danish Government
aims to improve growth
conditions for the life science
industry in Denmark.

Key initiatives:

! Increased tax deductions for 
research and development 
(R&D) 

! Reduction on fees for 
commercially initiated clinical 
trials 

! Better access to skilled 
labour

! Expansion of the tax scheme 
for foreign researchers 

! Establishing a national 
organisation to promote 
clinical trials in Denmark 

! Strengthened technology 
transfer from universities

! Introduction of investor tax 
deduction

! Strengthened international 
cooperation with health 
authorities

*source: Growth Plan 2018
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71%

55%

43%

46%

51%

14%

25%

45%

0%

13%

22%

29%

38%

25%

71%

13%

18%

57%

29%

38%

57%

4%

11%

14%

33%

20%

43%

21%

25%

57%

38%

24%

29%

17%

15%

14%

17%

33%

0%

67%

75%

43%

Medical Devices/IVD
Pharma/Biopharma/Biotech

Supplier
Medical Devices/IVD

Pharma/Biopharma/Biotech
Supplier

Medical Devices/IVD
Pharma/Biopharma/Biotech

Supplier
Medical Devices/IVD

Pharma/Biopharma/Biotech
Supplier

Medical Devices/IVD
Pharma/Biopharma/Biotech

Supplier
Medical Devices/IVD

Pharma/Biopharma/Biotech
Supplier

Medical Devices/IVD
Pharma/Biopharma/Biotech

Supplier
Medical Devices/IVD

Pharma/Biopharma/Biotech
Supplier

Medical Devices/IVD
Pharma/Biopharma/Biotech

Supplier
Medical Devices/IVD

Pharma/Biopharma/Biotech
Supplier

Medical Devices/IVD
Pharma/Biopharma/Biotech

Supplier
Medical Devices/IVD

Pharma/Biopharma/Biotech
Supplier

Medical Devices/IVD
Pharma/Biopharma/Biotech

Supplier
Medical Devices/IVD

Pharma/Biopharma/Biotech
Supplier
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58%

47%

36%

20%

33%

20%

37%

9%

26%

27%
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15%

26%

70%
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Market penetration – i.e. increasing market share 
in current markets using existing products/services

Market development – i.e. targeting existing 
products/services toward new markets or new 
segments of current markets

Product development – i.e. development of new 
products/services targeting current markets 
(patients, prescribers and/or payers)

Diversification – i.e. development of new 
products/services targeting new markets (patients, 
prescribers and/or payers)

Q4: Which of the below four growth strategies do you 
predominately expect to employ to grow over the next three 
years?*

BUSINESS IN DENMARK

!"#$%&' () %$*#+ ,-"
world’s best locations for
doing business %..*&/(#+,*
0*&1") 2%+%3(#"4 5# 6%.,7
8-" 9*&:/ ;%#' &%#')
!"#$%&' %) ,-" "%)("),
<:%." (# =>&*<" ,* /*
1>)(#"))?

@Denmark is the ultimate
gateway to Europe4 A*
*,-"& =>&*<"%# .*>#,&B
*66"&)% <"&6".,:B 1:"#/"/
.*.',%(: *6 ,*< #*,.-
(#6&%),&>.,>&"$(C"/ D(,-
:(,,:" *& #* &"/ ,%<" %#/
1>&"%>.&%.B7%:*#+)(/" %
-"%:,-B /*)" *6 6:"C(1:"%#/
-(+-:B "/>.%,"/ D*&' 6*&."
D-* E%::F )<"%'
=#+:()-G?

HHI"#&(';&%1&%#/7J=K

DIVERSIFICATION

17%

MARKET 
DEVELOPMENT

20%

MARKET 
PENETRATION

22%

PRODUCT 
DEVELOPMENT

41%

FACTS & PERSPECTIVES

!"#$%&' () %+:*1%::"%/"&
(# ,-" /"<:*B$"#, %#/ >)"
*6Health IT systems?

8-" Danish population is
homogeneous %#/ .:(#(.%:
),%#/%&/) %&" D"::
/").&(1"/?

J*$<%#(") -%L" %..")) ,*
.*$<&"-"#)(L" national
health registries %#/M>%:(,B
/%,%1%)")?
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57% of respondents at 
VP-level respond that 

they expect to employ a 
product development 

strategy.

40% /# 16$7*08$9$:!"#$&'"$('$ ;<$'*1"8$7$<.$'1 1/
.*07*$ + 710+1$=9/# product development. >0/?16
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"((/8+1"8$ 16"(D"(="7 #*016$0$A.6+7"G$: @916$ #+'1
16+116$A+H/0"19/# $<$'*1"8$7?"761/ =0/? @91+0=$1"(=
'*00$(1 A+0D$17+1 + 1"A$ ?6$0$ consumers are
becoming increasingly demanding +(: competition
more fierceE

F6$ ./,"1"'+, #/'*7 "( I$(A+0D /( '0$+1"(=#+8/0+@,$
'/(:"1"/(7 #/00$7$+0'6"( 6$+,16'+0$+(: ?$,#+0$/##$07
#+8/0+@,$'"0'*A71+('$7 #/0!"#$&'"$('$ '/A.+("$7 ?6/
.*07*$ + 710+1$=9#/'*7$: /( .0/:*'1 :$8$,/.A$(1 E
I$(A+0D 6+70$+'6$: 16$/@H$'1"8$/# "(8$71"(=JK /#
>IL "( -MI +(: 16$I+("76 -MI 7.$(:"(= ?"16"( !"#$
&'"$('$7 "7#*$,$: @9.*@,"' +7?$,, +7.0"8+1$7.$(:"(= E
F6$0$"7 + 10+:"1"/( #/0 .*@,"'N.0"8+1$.+01($076".7"(
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F6$ $<.$'1+1"/( /# =0/?16 8"+ + 710+1$=9/# .0/:*'1
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FACTS & PERSPECTIVES

!"#$%&' () *+" world leader
within clinical research,
%--.&/(#0 *. -1&&"#*%2%(3%43"
&%*(#0)5!%#()+ 6143(-%*(.#)
&%#' (# *+" *.6 (# *+" $.)*
-.$$.#37 1)"/ 3()*(#0)5

!"#$%&' +%) *+" 3%&0")*
commercial drug development
pipeline (# 81&.6" $"%)1&"/ (#
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