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● External Alliances are a key strategic component of 
future growth

– Enabling Technologies

– Preclinical programs 

– Clinical Development compounds

● What is Merck seeking from potential partners?

– Synergies with existing programs

– Excellence in Science

– Novel approaches to high priority targets/projects

Merck’s Global Partnering Strategy

Points to cover:
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Success in Building Partnerships

# of alliances formed

Approximately 250 significant transactions over the past 5 years
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Merck Constantly Scans for Partnering 

Opportunities

2007 Alliances

> 5500 Interactions

> 4000 Opportunities reviewed

> 450 Reviewed under a CDA

55 Signed



We Offer a Transparent and 

Straightforward Partnering Process

Manage 
Alliance

Opportunity Identification         Executing the Deal Alliance Management

External Basic Research (EBR)                 



Regional Scientific Scouting Network
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Key Transactions (2006 – 2008)

Technologies

Abmaxis*

DowPharma

GlycoFi*

Sirna*

CNS

Gladstone Institutes

Neuromed 

Neuroptix

Addex (PD)

Addex (Schizo)

Cardiovascular

NovaCardia*

FoxHollow

NicOx

KineMed

Other

Advinus (Metabolic Disorders)

GTx (Endocrine)

Harvard University (Ophthalmology)

SurModics (Ophthalmology)

AmbrX (Diabetes)

Anti-Infectives/

Antivirals / Vaccines

Ambrilia       Dynavax

Coley            Idera

Crucell         Intercell

Cubist          Paratek

*acquisitions

Oncology

Ariad

Avalon 

Moffitt Cancer Center

Celera Diagnostics

Nicholas Piramal



Merck’s Areas of Interest – on the web!

www.merck.com/licensing
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What Does Merck Look for in a 

Therapeutic Entity?

● Potency in vitro and in vivo

● Mechanism -- evidence that agent “hits the target” in animals
– Minimally a pharmacodynamic assay

– Ideally, activity in a validated animal model

● Selectivity vs. a large range of receptors, enzymes, ion channels

● Preliminary toxicology data

● Oral bioavailability (for small molecules) 

● Good half-life for biologics or small molecules

● Strong IP position

– On the target
 Minimally, Freedom to Operate 

– On the molecule
 Most compound patents can be designed around; This is why there are so 

many “fast followers” or “me too” drugs


