
FTI CONSULTING’S FOURTH
ANNUAL LIFE SCIENCES 
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EXPECTATIONS FOR THE SECTOR IN 2014



OVERVIEW OF
SURVEY OBJECTIVES

FTI Consulting — Strategic Communications’ fourth 

annual Life Sciences Investor Survey assessed European 

and U.S. investors’ insights and expectations around a 

number of key industry-related topics, including the 

outlook for sector stock-price performance and 

transactions, as well as important trends in shareholder 

engagement. The following represents the most 

signi�cant �ndings from the survey.

RESEARCH METHODOLOGY

FTI Consulting — Strategic Communications executed 

primary research among 83 healthcare-focused, buy-side 

investors from Europe and the U.S. in December 2013,

so as to provide a diverse and global perspective on the 

current state of the healthcare industry.
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INVESTORS ARE OPTIMISTIC ABOUT THE OUTLOOK FOR 
HEALTHCARE STOCK PERFORMANCE

Sixty-seven percent of all investors surveyed expect healthcare to outperform or generate 
equal returns to the broader market in 2014 primarily due to strong fundamentals.

Seventy-seven percent of total investors surveyed believe current healthcare valuations 
are being supported by a foundation of innovation and science, restructuring and a favor-
able growth outlook; and do not re�ect an investment bubble.

The split amongst European and U.S. investors — as to what will drive healthcare stocks to outperform 
or generate returns in-line with the broader market in 2014 — is likely a product of European life 
sciences stocks currently trading at a discount when compared to valuations of similar stocks in the U.S. 

Despite this disparity, there is relative agreement amongst U.S. and European investors as to the 
solid foundation of the healthcare investment environment, with most investors believing strong 
innovation, restructuring and a favorable growth outlook are driving current healthcare valuations.  
This is a compelling indicator for the overall strength of fundamental performance in the sector for 
at least the next few years.   
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We are in the midst of a 
healthcare-investment bubble that 
is bound to burst soon.

Overall, healthcare valuations 
are supported by a foundation 
of fresh innovation and science, 
restructuring and a favorable 
growth outlook.
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THE BIOTECH AND LIFE SCIENCES IPO MARKET

In 2013, 62 percent of investors considered investing in a biotech or life sciences “initial-public 
offering” (IPO); and 42 percent actually made such an investment. Eighty-four percent of 
investors believe the IPO window will remain open for at least six more months.
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Did not consider
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The top three factors driving the strong IPO market are:

IPO data derived from this survey indicates a strong short-term market for potential new listings of 
life sciences companies, which re�ects that a meaningful group of investors are willing to assume 
greater risk than in past years.

The second driver of the IPO market in life sciences, an innovative pipeline/portfolio, supports the 
assertion that current healthcare valuations are being driven in part by a foundation of strong
innovation and science.

How long will the IPO window remain open for the

biotech and life sciences markets?

Greater Appetite for Risk 

Among Healthcare Investors

Company’s 

Growth Pro�le

1 3
Innovative 

Pipeline/Portfolio
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 A healthy IPO market is driving up the cost of
“mergers and acquisitions” (M&A).

THE HEALTHCARE M&A ENVIRONMENT

Creating a more 
expensive and 
competitive M&A 
environment Not impacting 

M&A 
environment

65%

35%

Celgene Commits
$3.3 B in Whopper 

Cancer Stem Cell Deal 
With OncoMed

Amgen to Buy Onyx 
for $10.4 Billion to 
Gain Cancer Drug 

However, a majority of investors still expect a moderate increase in transactions over the next 
12 months.

The healthy IPO market in the sector has been a boon to the value of transactions, as nearly two-
thirds of investors surveyed believe the recent strength of IPO activity has created a more expensive 
 and competitive healthcare M&A environment

Accordingly, investors expect M&A activity in the sector to increase moderately in 2014.

Signi�cant increase in M&A

Moderate increase in M&A

Limited change in M&A

Moderate decrease in M&A

Signi�cant decrease in M&A
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http://www.fiercebiotech.com/story/celgene-commits-33b-whopper-cancer-stem-cell-deal-oncomed/2013-12-03
http://www.bloomberg.com/news/2013-08-25/amgen-to-buy-onyx-pharaceuticals-for-10-4-billion.html


SHAREHOLDER ENGAGEMENT

Communication ActivitiesInformation Sources

Non-Deal 
Roadshows

and Investment 
Conferences

Investor-Day 
Events

Industry 
Conferences

Direct 
Interaction 
With the 
Company

Sell-Side 
Research

Scienti�c 
Meetings 
and KOL* 

Discussions

Direct interaction with company management teams is cited as the top information
source for investors.

The number of investor interactions preferred prior to an investment decision differs geographically.

Direct interaction with a company is cited as the top information source for investors, with non-deal
roadshows and investment conferences; investor-day events; and industry conferences identi�ed as 
the most important communications activities for public companies.

Interestingly, U.S. investors typically prefer 3─4 direct interactions with a management team before 
making an investment decision, while European investors typically arrive at an investment decision 
after 1─2 meetings. This revelation is likely indicative of the fact European investors generally have 
less direct access to corporate-management teams than U.S. investors.

1─2 Interactions

3─4 Interactions

5+ Interactions

Not Interested in Corporate Outreach

KEY TAKEAWAYS
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*Denotes “key-opinion leaders.”



THE CASE FOR COMMUNICATIONS 

Key Takeaways for Private Companies
In 2013, there were 43 “venture-capital” (VC) backed 
healthcare IPOs in the U.S., which raised $2.7 billion. In 
2012, there were only 14 VC-backed healthcare IPOs in 
the U.S., which raised $714 million. Clearly, the appetite 
for healthcare IPOs is healthy, and the survey 
respondents expect it to remain that way for at least 
the next six months. The access to public markets has 
given development-stage companies substantial 
negotiating power, fueling a more expensive M&A and 
deal environment.

Investors also expect M&A and deal activity will continue 
to grow in 2014; good news for private companies 
mulling an IPO, collaboration, or sale in the near-term. 
Given that investors are demonstrating an increased 
appetite for risk — a function of low interest rates and 
slow economic growth — it is incumbent on 
development-stage companies to:

Build a corporate narrative clearly de�ning the 
investment case.

Communicate their value proposition early 
and often to stakeholders.

The objective, of course, is for companies to maximize 
their optionality. The competition for mind-share among 
investors and partners is intensifying, and this places a 
greater burden on development-stage companies to 
maintain their share of voice.

The current strong capital-raising environment also 
means private, mid-stage companies may have access to 
the public markets earlier than they would have 
previously thought, and hence should:

Develop an investor-outreach program that includes:

One-on-one meetings with institutional 
investors.

Presentations or attendance at 
healthcare-investment conferences.

Even if the IPO window does not extend further, these 
companies will have a head-start on building important 
relationships with the institutional-investment community, 
which can be leveraged at the opportune time. This 
visibility will also bleed into a higher level of attention 
from potential acquirers or partners.

Key Takeaways for Public Companies
With 67 percent of investors expecting the healthcare 
sector to continue to outperform the broader market in 
2014, institutional investor interest in the space should 
continue to be strong.

It goes without saying that companies need to provide a 
clear and consistent investment narrative underlining 
their growth prospects and unique value propositions. 
As the competition for investor capital and mind-share 
intensi�es, a company’s strategy to win must be clearly 
articulated and reach its target audience. This is 
especially true for newly minted, public life sciences 
companies, which need to:

Proactively manage their shareholder base to 
reduce volatility.  

Identify and introduce the story to funds with 
long-term investment horizons.

U.S. listed healthcare companies are often deterred from 
marketing and reaching out to European investors due to 
the smaller target universe there, and the commitment of 
�nite management resources required for such endeavors. 
However, the results of the survey indicate European 
investors often make investment decisions after far fewer 
one-on-one meetings with management than their U.S. 
counterparts, which suggests a potentially positive “return 
on investment” (ROI) from these efforts.

U.S. healthcare companies should consider that this 
potentially higher ROI on investor meetings overseas 
could more than offset the increased cost and time 
commitment required for such trips. Therefore, companies 
should consider giving higher prioritization to:

Conducting non-deal roadshows in Europe.

Participating in European investment 
conferences.
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OVERVIEW OF STRATEGIC COMMUNICATIONS’ 
HEALTHCARE & LIFE SCIENCES INDUSTRY PRACTICE

CONTACT INFORMATION

FTI Consulting’s Healthcare & Life Sciences industry practice brings together 
experienced professionals from across our service offerings, including corporate 
and �nancial communications; corporate tax; economic and �nancial consultancy; 
investigations; mergers and acquisitions (M&As); and risk and regulation advisory.

The depth of knowledge and understanding of the healthcare sector
speaks for itself: FTI Consulting works with nine-of-the-10 leading global 
pharmaceutical companies; and a wide range of private, small- and mid-cap life 
sciences companies.

One of the top global healthcare communications practices in the world today,
FTI Consulting — Strategic Communications is ranked one of the foremost global 
M&A PR advisers by Mergermarket.

The �rm’s communications services include:

 Brand Communications
 Corporate Communications
 Financial Communications
 Investor Relations

For further information, please visit: http://fticonsulting.com/hcls.

 Issues and Crisis Management
 Media Relations
 Medical Education
 Public Affairs, Health Policy and Market Access

Ed Harnaga
Americas Head of Healthcare
& Life Sciences
Strategic Communications
+1 212 850 5606
ed.harnaga@fticonsulting.com

Barbara Ryan
Managing Director
Strategic Communications
+1 212 850 5679
barbara.ryan@fticonsulting.com

Ben Atwell
EMEA Head of Healthcare & 
Life Sciences
Strategic Communications
+44 (0)20 7269 7242
ben.atwell@fticonsulting.com

Julia Phillips
Managing Director
Strategic Communications
+44 (0)20 7269 7187
julia.phillips@fticonsulting.com

Americas EMEA

The Strategic Communications segment at FTI Consulting is one of the world’s most highly regarded communications consultancies. With more than 25 years of experience advising 
management teams in critical situations, the segment helps its clients leverage communications to protect and enhance their reputation and enterprise value.
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Senior Director
Strategic Communications
+44 (0)20 7269 9382
simon.conway@fticonsulting.com
 

Matthew Cole
Senior Director
Strategic Communications
+44 (0)20 7269 7254
matthew.cole@fticonsulting.com

Jim Polson
Senior Director
Strategic Communications
+1 312 553 6730
jim.polson@fticonsulting.com

Brian Ritchie
Senior Director
Strategic Communications
+1 212 850-5683
brian.ritchie@fticonsulting.com
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