STRATEGY 2025
ADDRESSES ALL ASPECTS
OF OUR DEVELOPMENT
AND MANUFACTURING
ACTIVITIES, FROM THE
PLATFORM TECHNOLOGIES
WE NEED TO HOW
OUR PEOPLE WILL
WORK IN THE FUTURE
AND WHAT OUR
CLIENTS WILL EXPECT
FROM A COMPANY
LIKE RENTSCHLER
BIOPHARMA.
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With the biopharmaceutical industry undergoing
significant transformation, it is essential that CDMOs
evolve to meet the changing needs of their clients.
As a privately owned company with a long-term view
and a commitment to building a sustainable business,
Rentschler Biopharma SE has taken the time to
gather external insights into trends and issues in the
biopharmaceutical industry that will impact how the
company should operate in the future. Strategy 2025
is a vision that addresses innovation, growth, and
partnering needs that Rentschler must fulfill to establish
formidable competitive advantage and create greater
value for its clients.
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LONG-TERM VISION

Our employees are our main assets

progressing through preclinical to phase

like, in order to chart our path into the fu-

III clinical development.

ture. I was convinced that, if we followed

Rentschler Biopharma is a fifth-genera-

and the key to realizing the long-term

tion family-owned company that has been

vision of the company. For two years in

developing bioprocesses and produc-

a row, Rentschler Biopharma has been

A UNIQUE APPROACH TO STRATEGY

was bound to follow. What followed next

ing biopharmaceuticals since 1974. As a

recognized as one of “Germany’s most

PLANNING

was a fantastic adventure around the

privately owned firm, Rentschler Bio-

attractive employers” according to the

In 2016, I was approached by Prof. Rent-

world together with my team, which laid

pharma is able to rapidly make difficult

F.A.Z. Institute, ranking number two in

schler to take over the helm as CEO of

the foundation for what was to become

decisions, implement innovative pro-

the biotechnology sector. On behalf of

Rentschler Biopharma. I had been a

our “Strategy 2025.”

grams, and build a business that is sus-

all of our employees, Chairman of the

member of the Supervisory Board since

Long-term commitment to growth and

tainable for the long term.

Board Prof. Nikolaus F. Rentschler and

2013, and this transition meant a direct

innovation is reflected in this “Strategy

the right approach, financial success

The innovative spirit of our leader-

myself also received Ernst and Young’s

role reversal for the both of us. While

2025,” a vision for our company that itself

ship has enabled Rentschler Biopharma

“Entrepreneur of the Year Award 2019”

handing over the reins, he requested me

was developed over an extended period to

to be positioned at the forefront of new

in the “Industry” category as the result

to develop a long-term strategy for Rent-

ensure input from many diverse and valu-

developments in the biopharma indus-

of the dedicated contribution of many

schler Biopharma, a vision that would

able sources. The goal was to define what

try. We received the first marketing

hands and many minds to meet the needs

carry us into the future. I found myself

the company should look like in 2025 giv-

approval for interferon-

of our clients in bioprocess development

becoming very aware of both the excit-

en the megatrends that will shape society,

and manufacturing all over the world.

ing possibilities and daunting responsi-

and hence the industry of tomorrow.

in 1983 and

were the first company to install 1000L single-use (SU) bioreactors and pro-

Today, we have more than 140 cli-

bility that this task brought with it. Brac-

Unlike most strategy planning ini-

duce commercial batches in a 2000-L

ents, and we have worked as a dedicated

ing myself, I took the time to reflect. The

tiatives, which are completed in a few

SU bioreactor. We have hence been

CDMO with more than 280 different bio-

sustainability of a promising long-term

weeks, the process for developing Rent-

an expert provider of drug substance

molecules, including monoclonal and

vision cannot be governed by financial

schler Biopharma’s Strategy 2025 took

manufacturing for more than 40 years

bispecific antibodies, fusion proteins,

KPIs alone. No, we had to catapult our-

18 months. Both internal and external

with proven experience exceeding 100

enzymes, blood factors, cytokines, and

selves into the future. We had to gather

experts were consulted to gather as many

formats, including difficult-to-manu-

growth factors. Over 20 products have

insights on what the world, the society,

insights as possible to establish the prin-

facture proteins.

reached the market, and many more are

and the industry of tomorrow would look

ciples on which our vision is anchored.
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External sources included companies
outside of the pharmaceutical industry,

and what our clients will expect from a
company like Rentschler Biopharma.

physicians from renowned hospitals,

When it comes to innovation, we are

academics, and patients. Venture capi-

focusing on three main horizons to posi-

talists were interviewed, because their

tion Rentschler Biopharma as a partner

expectation of a return on investment

of choice and add long-term client value:

in 5–7 years gives them a good sense of

improving conventional biopharmaceu-

where technology is headed. Headhunt-

tical development and production pro-

ers provided insights on the new gen-

cesses, building capabilities for designer

eration of people entering the workforce

biomolecules, such as bispecifics, and

and what leadership might look like in

meeting the needs for new therapeutic

the future. Clients and non-clients alike

modalities.

RENTSCHLER
BIOPHARMA’S STRATEGY
2025 IS OUR MANUAL
TO DEVELOP FURTHER
COMPETITIVE
ADVANTAGES AS WE
GROW THE COMPANY
INTO A LEADING
BIOPHARMACEUTICAL
CDMO.

GROWTH THROUGH EXPANSION

LEVERAGING STRATEGIC ALLIANCES

of opportunity include partnerships in

In addition to identifying new areas for

Strategy 2025 is also supported by Rent-

early discovery, cell-line development,

innovation and ways to improve client

schler Biopharma’s technology alliances,

modification and bioconjugation of anti-

interactions, the Strategy 2025 planning

which are a key component of our inno-

bodies, and the packaging and logistics

process provided numerous insights into

vation strategy. Our main goal is to offer

of finished products. A significant goal

the organization of Rentschler Biophar-

our clients the best-available and best-

is to position Rentschler Biopharma as a

ma and identified opportunities for sig-

fit solution possible. Hence, we seek out

CDMO that can support our client–part-

nificant growth.

strategic alliances with other organiza-

ners with services from gene to patient.

A key request of our North American

tions that have best-in-class capabilities.

clients was to establish a local site in

Their offerings are integrated seamlessly

DEVELOPING COMPETITIVE ADVANTAGE

the region. With about a third of rev-

into our business processes. Rentschler

Rentschler Biopharma’s Strategy 2025 is

enue generated in the United States, we

Biopharma manages the entire process,

our manual to develop further competi-

elected to acquire a site in that country.

ensuring that all parts of the project are

tive advantages as we grow the company

Early in 2019, we closed on a biopharma

aligned. As a result, clients not only ben-

into a leading biopharmaceutical CDMO.

facility in Milford, Massachusetts near

efit from outstanding services; their time

We will continue building strategic ca-

fit-for-purpose process solutions that not

the renowned Boston biotech hub, giv-

to market is reduced significantly.

pacity to meet the needs of emerging

KEY TRENDS ANALYSIS

only improve efficiency and productivity,

ing us access to new technologies, a

Our alliance partners also continue to

life-saving therapies. We will also con-

During the development of Strategy

but also enhance interactions with clients

large talent pool, and the opportunity

conduct their own business interactions

tinue investing in our partners to devel-

2025, the key trends in the biopharma-

and partners and enable them to partici-

to exchange ideas with leading industry

and further develop their knowledge and

op mutually successful alliances so that

ceutical industry were identified and

pate more in the development process.

and academic experts.

offerings, which often benefits us as well.

together we can drive supply excellence
for reliable delivery to the patient.

provided information on what they like

We are continually working to improve

about Rentschler Biopharma and what

our processes so they help our clients

they think should be changed.

reduce their time to market, including

evaluated based on the input gained from

We are developing standardized plat-

dent, family-owned, and 100% dedicated

The facility is FDA, EMA and Health

With this approach, these alliances extend

these experts. A vast data pool was gen-

form processes that are pre-validated

CDMO offering flexible solutions and

Canada licensed. It currently supplies

the high level of services that Rentschler

We will become highly agile, simplify

erated for in-depth analysis, giving us a

and pre-qualified, or at a minimum offer

exceeding client expectations. We will

a market product for Shire/Takeda, and

Biopharma can offer while driving further

our interactions with clients, reduce

solid platform from which to determine

a simpler, streamlined pathway, mini-

be broadening our substantial knowl-

investments are underway to enable us to

innovation within the company.

time to market for the highest-quality

the path that the company should follow

mizing risk and affording reduced devel-

edge of complex molecular entities into

qualify it as a multi-product production

One example is our alliance with LEU-

biologics — from conventional proteins

going forward.

opment

design

new biomolecules and modalities and

site. Notably, it has flexible cleanroom

KOCARE, which is the exclusive formula-

to highly complex biomolecules and

Key questions we addressed included:

and development are also combined

expanding into regions where Rentschler

capacity capable of expanding within

tion developer for Rentschler Biopharma,

viral vectors — and establish ever stron-

What will the treatment of severe and

with improved workflow strategies and

Biopharma has not been very active in

the current footprint. A 500 L bioreactor

offering

approach

ger partnerships with our clients. Our

rare diseases look like in 10–20 years?

approaches for streamlining unit opera-

the past.

and downstream processing train will be

with maximum design space for antibody

business models, services, and talent

Will mAbs continue to be the major thera-

tions, including automation and process

operational in mid-2020, and additional

stabilization. We have had 10–12 clients

will continue to rapidly drive client proj-

pies of choice, or will the importance of

intensification.

BETTER SERVING OUR CLIENT–PARTNERS

SU bioreactors up to 2000 L will be added

in just the last few months benefit from

ects from concept to market execution.

Our second priority is the further

As part of our research on industry

shortly thereafter. We will therefore be

more effective formulation development

As a result, Rentschler Biopharma will

enhancement of our capabilities for

trends, we also learned that the main fac-

able to support partner projects from ear-

through this collaboration, providing them

be highly sought by companies looking

Indeed, one key trend is the shift in

producing more complex, designer mol-

tors driving the selection of contract ser-

ly stage development through clinical and

tremendous commercial advantage.

for a premium outsourcing partner to

the market to personalized medicine,

ecules, including the capability to pro-

vice providers — apart from quality — are

commercial production. Further expan-

We fully expect to expand our strategic

particularly cell and gene therapies. The

duce customized expression hosts and

close collaboration in strategic partner-

sion planning includes another building

alliances going forward. Potential areas

aging of the global population is another,

supporting bioprocesses in optimized

ships, as well as transparent communi-

for large-scale SU manufacturing and lab

particularly when combined with the fact

integrated solutions that allow efficient

cation. These attributes are seen as es-

capacity for new modalities.

that people today expect to remain active

assembly and stabilization of biomol-

sential to facilitating further innovation

In addition to the United States, Rent-

even

Meanwhile,

ecules with complex architectures. Our

along the value chain. Clients want to be

schler Biopharma is also experiencing sig-

the approach to health care by younger

“smart” bioprocessing approach enables

partners with CDMOs that can provide

nificant growth in Asia, notably in Japan.

people is changing, because this group

the creation of optimized, robust, and

support from concept to market.

In late 2019, we expanded our existing col-

wants to remain healthy and prevent ever

reproducible cGMP-ready bioprocesses

This is why Rentschler Biopharma

laboration in Japan with Summit Pharma-

becoming ill in the first place. Finally,

from the start, leading to reduced costs,

seeks to partner with our clients to devel-

ceuticals International Corporation (SPI),

the increasing reliance on outsourcing

time, and effort.

op optimal solutions for their complex

a wholly owned subsidiary of Sumitomo

cell and gene therapies increase even
further?

during

retirement.

timelines.

Integrated

Strategy 2025 also addresses innova-

and challenging products and process-

Corporation. Through strong collabora-

tive therapy areas that rely on technolo-

es. We work closely with our partners

tion with SPI, Rentschler Biopharma has

gies other than mammalian cell culture,

to help them plan, build, and implement

secured new contracts with Japanese

THREE MAIN INNOVATION PILLARS

most notably viral vectors for the produc-

long-term strategies for their candidate

pharmaceutical companies. We are work-

With the biopharmaceutical industry un-

tion of gene and cell therapies. Further

pipelines, including complex and next-

ing with SPI and Japanese clients to out-

dergoing these significant transforma-

down the road, we may enter additional

generation biologic molecules for the

line projects from early clinical stage up

tions, Rentschler Biopharma recognizes

new fields through collaborations with

treatment of severe and rare diseases.

to commercial launch and ensure optimal

the necessity of evolving to meet the

companies that have similar manage-

Enhancing the depth of this collabo-

service. Japanese pharmaceutical compa-

changing needs of our clients. Strategy

ment approaches and that fit well with

ration with clients is a fundamental

nies are playing an important and expand-

2025 addresses all aspects of our devel-

Rentschler Biopharma.

aspect of Strategy 2025, which will lead

ing role in the global healthcare market,

by drug makers is particularly relevant
for us as a CDMO.

opment and manufacturing activities,

Through our Strategy 2025, we have

to improvement of our relationships with

and we are delighted to be continuing this

from the platform technologies we need,

identified the steps that must be taken

our clients and the ability to provide

productive collaboration as we grow our

to how our people will work in the future

for us to remain a worldwide, indepen-

stronger portfolio management support.

client base in Japan.
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a

database-driven

convert medical research into outstanding treatments.
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