
The Power of Partnerships

Lessons from the story of Salix Pharmaceuticals
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Salix Pharmaceuticals: 1989

Founders: LorinK. Johnson, PhD
& Randy W. Hamilton

First Headquarters:
Spare room, Sunnyvale, CA (Silicon Valley)



Salix Pharmaceuticals: 1989

Office of CEO Office of Chief Scientist



Salix Pharmaceuticals: 2015

Global Headquarters: Raleigh, NC Digestive Disease Week Conference

Å22 products
ÅAnnual Sales: >$1B
Å600-strong Specialty Gastroenterology salesforce
ÅLeading company worldwide in gastrointestinal 

medicine



Salix Pharmaceuticals: 2015
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NASDAQ Market Capitalization

Mar 30, 2015:

Salix acquired by Valeant 
Pharmaceuticals 
International, Inc.

~$15B 



Some lessons from the story:

мΥ Lǘ ŘƛŘƴΩǘ Ǝƻ ŀǘ ŀƭƭ ǘƻ Ǉƭŀƴ - improvisation was vital

нΥ {ƻƳŜ ōǊǳǎƘŜǎ ǿƛǘƘ ŘƛǎŀǎǘŜǊΧ ŀƴŘ ǎƻƳŜ ǳƴŜȄǇŜŎǘŜŘ ǇƛŜŎŜǎ ƻŦ ƎƻƻŘ ƭǳŎƪ 

3: None of it would have been possible without partnerships



The original plan:

Å Blockbuster Development

ï Research                           2 yr

ï IND enabling preclinical 1 yr

ï Phase I/II                           2 yr

ï Phase III                             3 yr

ï Approval                            1 yr

ï Total                                   9 yr
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Blockbuster R&D
$M

1. Fund development of new blockbuster anti-
inflammatory product invented from the 
proprietary basic science of Dr. Johnson

2. In-license a small (boring) product in the same area 
(IBD) to help fund R&D and build market presence 



What actually happened:
1: Fundraising is hard!

Problem: Venture capital firms followed trends and fashions; Salix strategy was 
NOT haute couture ŀǘ ǘƘŜ ǘƛƳŜΧ

+ = $00,000,000.00

Solution: Angel investors and a bootstrap approach ςscale back some of the 
investment planned



What actually happened:
2: The support act became the main show

Tight funding Unforeseen delays

HARD 
CHOICES!

Pursue high-risk innovative 
science in inflammation

aŀƪŜ ǎǳǊŜ ǘƘŜ ΨǎƛŘŜƭƛƴŜΩ 
product gets to market and 
makes money



What actually happened:
3: Had to rely on partners more than expected

Out Sourced

$17M

$5M
In-License

Angel $
Equity to Licensor

US Sales
&

Marketing

ROW
Sales &

Marketing

US Sales
&

Marketing

Commercial



What actually happened:
4: The business plan revenue forecasts were wrong
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