EXPLOITING THE UNTAPPED PROMISE OF DRUG REPOSITIONING

That's good news, but it gets even better: Finding new development paths for compounds that
have failed for reasons other than toxicity may turn out to be significantly more lucrative than
launching a comparable in-licensed drug. Because of the point in the R&D process at which
patents typically are filed, a repositioned compound will frequently remain under patent
protection—and therefore out of reach of generic competition—for three years longer than

a normal therapeutic. This additional period of market exclusivity can add billions of dollars
in additional sales. For example, while an in-licensed drug with a projected market peak of
$1 billion in revenue has a net present value of $319 million, a repositioned drug with additional
market exclusivity would be worth $406 million—a remarkable 27 percent increase in value.’
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