


What is Fresenius ?
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Fresenius constantly delivered relevant innovations to healthcare since 1912

1912

Foundation of
pharmaceutical
company

Dr. E. Fresenius

Work with Paul Ehrlich
for IV Diluents
for Salvarsan

Expansion into
Infusion Solutions,
Parenteral and
Enteral Nutrition

1955-70

® 1980’s

Development of
Polysulfon fibers for
Hemodialysis by
Dr. Krick and

Dr. Heilmann

Acquisition of US IV
Gx producer APP
Pharmaceuticals

Foundation of a
leading portfolio of
affordable iv-generic
medicines in US and
Europe in vials,
syringes, bags and
bottles

2008

Else Kroner: ,Who, if not us ?"

Fresenius Kabi AG ©

#Future Fresenius:

Establishing an
innovation culture
for future growth by
Michael Sen

Launch of first
biosimilar in

Europe after acquisition
of Merck KGaA
biosimilar pipeline



This has made Fresenius a leading healthcare company touching more than
450m patient lives every year
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Need to create a constant path of
innovative products

* Create an innovation culture throughout the
company

« Communicate innovation targets clearly and
repeatedly

« Optimize structures and processes for funding,
decision taking and risk-management
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Innovation management depends on choice where to find and solve your
“unmet needs”
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Incremental innovation:
building on existing technologies for
existing markets

Examples:

Prefilled syringes
Typically low risk, lower cost projects
Easier to develop, produce and promote
Decision taking within operating units

Ready to administer iv pre-mixes

Decision criteria: +
Customer interest, competitive environment
Net present value attractive / pay-back <5.5 yrs

Can be developed and launched based on existing capacities,
capabilities and competencies

Downsides:
+ Limited innovation potential, limited commercial value
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Room temp stable vs. cold storage



Applying new technologies or entering new markets requires a different

innovation management concept

Typically high risk, high cost projects with longer
lead times

Compatibility with budgets and profitability targets
of operating units might be limited

Challenging running business practice might create
internal friction

Decision criteria of incremental innovation are not
applicable

Project requires more contributors and coordination
to deliver on time and budget and to manage risks

Example GLP-1 agonists, e.g. Semaglutide

Extension of GLP-1 agonists

into weight loss, CKD etc.

Human Insulin (1983) > Daily and weekly GLP-1 agonists
ultra-long acting insulin (2013) ‘ for Diabetes treatment
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Implementation of an Innovation Council at Group CEO level

Manage communication, screening and valuation of
internal and external innovation ideas

Facilitate swift and structured decision taking across
operating units

Secure funding for identified projects of interest in
case decision criteria of operating units are not met

Provide alternative project environments (e.g.
partnerships, incubator / innovation accelerator
models, etc.), if needed

Manage innovation culture and organisational
hunger for attractive new ideas
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Connecting the dots

Translational research can be a great source for
novel ideas and projects

Solving unmet medical and pharmaceutical needs
helps a) serving society and b) keeping European
industry relevant and competitive
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What are we looking for when evaluating projects and ideas ?

Is there a strategic fit and is it the right product for the company ?
Is the concept sound and properly based on science, facts and / or evidence ?

Is the unmet need relevant and going to persist ? What is the (anticipated ) competitive environment for

that need at the anticipated time of launch ?
Can the concept be IP protected ?

What are the unresolved scientific, technical and / or commercial challenges to realize the concept?

Estimate costs, times, risks, etc. for an indicative business plan

Is there an ,,owner" of the project idea, who wants to drive this to realiziation ?
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Looking forward to deliver
attractive and needed
healthcare solutions also in the
future to society, patients and
stakeholders

A partner of the Global Health Equity Network



Dr. med. Marc - A. Mahl

President Pharma, Nutrition & Sustainability
Fresenius Kabi AG

Marc-Alexander.Mahl@Fresenius-Kabi.com

+49 173 345 8380



