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[bookmark: _Toc331153773]Executive summary
The pharmaceutical industry is a complex industry. Within the industry, there are two types of manufacturers; manufacturers of raw materials and manufacturers of end products. This study focuses on the manufacturers of pharmaceutical end products. Creating end products is done by 2 types of firms; originator and generic pharmaceutical firms. The originator firms are the patent holders of known drugs they created and developed. The generic firms “copy“ drugs from which the patents have expired. 
The pharmaceutical industry spends a lot of money on R&D because it is needed to be successful in the market. In addition, new drug introductions need to be protected from generic pharmaceutical firms copying the formula. A patent expires after, more or less, 20 years. After the patent expires, imitation drugs come to the market to steal market share of originator drugs. They do this with a cheaper, imitation drug. Generic pharmaceutical firms also need to invest in R&D, just like originator pharmaceutical firms. They have to create the same drug for a lower price. This requires cost-efficient production and low priced raw materials. 
A few studies conducted before this research indicate that pharmaceutical R&D is very important, especially for originator pharmaceutical firms. Studies of DiMasi (2003), Scherer (2001 and 2004), Grabowski and Vernon (1990) focus on the return of R&D and specifically the drug prices that need to be handled to be profitable when spending much on R&D. Kyle’s (2006) research focuses on the characteristics of pharmaceutical firms. 
Pharmaceutical marketing, also pharma marketing, is different than marketing in other industries. Because, most of the times, you cannot focus on the end user, the patient. The Decision Making Unit is different, whereas in other industries the decision maker is also the end user. The decision maker in the pharmaceutical industry is the physician (prescription drugs) or the pharmacist (non-prescription drugs). There are a few studies that focus on the ROI (Return on Investment) of pharma marketing and how it can be implemented to be profitable. Most of the studies look at the marketing of direct to consumer sales of prescription drugs. This is not possible in every county because of restrictions from the government. None of the studies did focus on the effect that marketing has on the profit.
This thesis investigates whether R&D and marketing can contribute to the profit, what effect this has on the profit and if this is different for an originator pharmaceutical firm than for a generic pharmaceutical firm. The main hypothesis is: “Is it for a pharmaceutical firm more interesting to invest in R&D or in marketing to be more profitable and is this different when following a specific strategy?” To answer this question, a sample of 14 pharmaceutical firms is selected. Of these 14 firms, 9 originator and 5 generic, the profit, R&D- and marketing expenditure from 2007 till 2011 are collected. This is secondary data and is collected from the annual or quarterly financial reports of these firms. Because some of the statements are stated in another currency, the ABN Valutacentrum is used to calculate every variable in the same currency, the U.S. Dollar. 
After the data collection, the data needs to be tested. The testing is done through tests in SPSS. First the correlation test is done, to see if the variables are correlated. After that the explore test is done to see how the data is distributed. The last test is the linear regression. This test is done 6 times. The results from the tests give answers to the main hypothesis and hypothesis. 
The findings of this study are that R&D and marketing expenditures have an effect on the profit of pharmaceutical firms. The contribution of R&D and marketing expenditure to the profit is higher for generic pharmaceutical firms. Originator pharmaceutical firms have a higher R&D expenditure. This is according to the expectation before doing the study. For generic pharmaceutical firms, the expenditure on marketing is lower than for originator pharmaceutical firms. This was an unexpected result. Originator pharmaceutical firms spend more on marketing, in actual Dollars and in percentage of sales. 
The overall conclusion of this thesis: For originator and generic pharmaceutical firms R&D and marketing expenditures create a higher profitability. The profitability of R&D and marketing expenditure of generic pharmaceutical firms are higher than for originator pharmaceutical firms.
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[bookmark: _Toc331153774]1.	Introduction
This introduction gives an insight in how the pharmaceutical industry and the firms within the industry work. Furthermore, this chapter will explain what an originator- and generic pharmaceutical firm is and how research and development (R&D) is used in the industry,
1.1 [bookmark: _Toc331153775] Pharmaceutical industry
The pharmaceutical industry can be divided in two types of manufacturers:
1. the manufacturer of pharmaceutical raw materials
2. the manufacturer of pharmaceutical (end) products
When people refer to the pharmaceutical industry, most of the times, this related to the manufacturer of pharmaceutical (end) products. Within this sector there are two main types of producers. (SOMO, 2003)
1. The originator or the innovative firms, the patent holders of known drug brands they created and developed. 
2. The generic firms’ or the imitation firms that copy drugs from which the patents have expired. 
Within the industry different kinds of drugs circulate; on one hand there are the drugs that are available without prescription, also called OTC drugs (Over the counter). These drugs can be obtained in every grocery store, pharmacy or drugstore. On the other hand there are the drugs that need to be prescribed by a physician, also called prescription drugs. (SOMO, 2003) 
This thesis is based on the manufacturer of pharmaceutical (end) products also called drugs. No distinction is made in whether the pharmaceutical firms sell OTC- or prescription drugs. 
1.2 [bookmark: _Toc331153776] Innovation vs. imitation
Pharmaceutical firms customarily apply for patent protection on new chemical entities before clinical tests in humans commence. The basic statutory patent life is 20 years, and by the time commercial marketing is allowed, approximately 12 to 13 years of basic product patent life remain, under regulatory conditions of the late 1990s. Drug patents provide particularly strong protection against competition from other firms because even a slightly different molecular variant must undergo the full panoply of clinical tests required by the FDA, (US Food and Drug administration). Numerous cross-industry surveys have shown that managers of pharmaceutical R&D assign unusually great importance to patent protection as a means of recouping their investment in research, development, and testing. (Scherer, 2004)
Besides the generic threat, the possibility and opportunity for generic pharmaceutical firms to enter the market, the government could be another threat for originator firms. Most of the time, governments only reimburse the cheapest drug, even when this isn’t the better drug. Generics are often the cheapest drug and therefore reimbursed. (Reiffen and Ward, 2007)
1.3 [bookmark: _Toc331153777] R&D
[image: ]Creating, developing, testing and introducing a new drug is a long-lasting period in which originator pharmaceutical firms spend a lot of money and time in. R&D of pharmaceutical products require lengthy period that extents over 10 years and enormous cost.  Prior to market launch, new drugs undergo a long and complicated series of steps, including an evaluation of efficacy and safety, application for approval, and investigation and approval of drug applications by regulatory authorities (Takeda.com 2012). Generic pharmaceutical firms need to invest in R&D as well as originator pharmaceutical firms, they have to create the same drug for a lower price. This is a challenge on cost-efficiency.
Figure 1.1	The R&D cycle. (Source: Takeda.com)
The pharmaceutical industry is the most research intensive industries that support their R&D with private funds. In 2002, Big Pharma firms (Pfizer, AstraZeneca, Merck & CO) devoted 18 percent of their sales revenue to research, development, and testing activities. The much lower percentages often reported in the press are misleading because they use firm wide revenue, including the sales of less research-intensive activities. Excluded from the 18 percent figure was roughly $10 billion of activity by start-up firms in biotechnology doing little else but R&D that had not yet yielded salable products (Scherer, 2004).
Originator pharmaceutical firms invest in clinical trials to get the new drug FDA approval. This is an investment that generic pharmaceutical firms not need to make. Additionally, generic pharmaceutical firms also need to invest in R&D. They have to create the same drug for a lower price.
1.4 [bookmark: _Toc331153778] Marketing
Pharmaceutical marketing, also pharma marketing, is different from marketing in other industries. Because, most of the times, you cannot focus on the end user, the patient. The patient does not decide which drug he or she needs. Consequently, a pharmacist (for non-prescription drugs) or a physician (prescription drugs) makes the choice for which drugs a patient should take.  In some countries promoting a drug is prohibited, which makes creating awareness of the new drug tricky. Additionally, this is only for prescription drugs. In the United States, promoting a prescription drug is legal. In the Netherlands this is prohibited. For OTC drugs it is no problem to promote. Marketing a pharmaceutical product is therefore difficult in the Netherlands. Many pharmaceutical firms consequently visit pharmacists, physicians and hospitals to convince these groups to sell or prescribe their product. Many questions remain like; are these methods effective and what is addition to the profit. 
1.5 [bookmark: _Toc331153779] Decision Making Unit
The DMU (decision making unit) is a model that states all users in the selling process. The units or roles can be distinguished as follows:
1. Initiator: takes the initiative for the decision to purchase
2. Influencer: helps in formulating the technical specifications or provide information useful when evaluating from the available alternatives.
3. Advisor: increased number of alternatives to consider.
4. Gatekeeper: contact flow of information on suppliers governed.
5. Decider: determines which supplier a contract is signed.
6. Buyer: has the formal power to choose a supplier and negotiate with him.
7. User: important person, this is after all the person to work with the purchased product.
In most industries the user is also the decision maker and the buyer (Verhage, 2008). In the pharmaceutical industry this is different. 


The DMU model for the pharmaceutical industry the following rolls can be distinguished;
1. Care initiator: person that suggests to start using care facilities.
2. Influencer: person or institution whose opinion, advice or information affects the decision-maker. 
3. Decider: person who makes the decision. 
4. Care recipient: person who proposes the care question/demand. 
5. User: person who actually uses the care. 
6. Payer: person or institution that pays for the use of care.
7. Caregiver: person or institution who decides whether the requested care can be offered.
An example: In an initial consultation with a patient, a physician is the caregiver. When he refers the patient to a specialist the physician become the influencer. More units can play the same role. The roles of initiator and influencer are mostly filled by family and friends (Den Engelsen, van Beek, Blijham, 2007). 
The different DMU model makes the impact and power of the pharmaceutical firms on behavior of end users less. It is very important to focus on the right roles and persons in the DMU model.
1.6 [bookmark: _Toc331153780] Thesis problem
The pharmaceutical industry invests intensively in R&D to create drugs. Marketing is needed to launch the new drugs into the market. But in some countries it is not possible to promote drugs. Both R&D and marketing expenses can have an effect on the profit of pharmaceutical firms. This thesis investigates whether R&D and marketing expenses have an effect on the profit and what this effect might be.
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[bookmark: _Toc331153781]Literature review
To date there has been a lot of research done on the R&D topic, but never a study that investigates whether it is more profitable to invest in R&D or in marketing. There are a few studies that focus on the ROI or pharmaceutical marketing and how it can be implemented to be profitable. Most of the studies look at the marketing of direct to consumer (DTC) sales.  None of the studies that I found did focus on what kind of effect marketing has on the profit. For the literature review these papers and articles have been very useful in understanding the market and prior studies done involving the topic of R&D and marketing return on investment.
[bookmark: _Toc331153782] Studies done before this research
Reiffen and Ward (2005) demonstrate in their paper “branded generics as a strategy to limit cannibalization of pharmaceutical markets”, that introducing a generic version of its previously-patented product, a branded firm can influence the equilibrium in the generic segment of the market for the product. This in turn can increase the firm’s profits from selling the branded version. They use structural estimates from previous literature to calculate the magnitude of the effects in the generic and branded segments. They conclude that their estimates show that generic price is higher in the equilibrium with the branded generic entry. 
The article of Grabowski and Vernon (1990) investigates the returns on R&D for 100 new drug introductions into the United States, during the decade of the 1970’s. They found that, in contrast to prior studies, the latter incorporates several significant structural changes that have occurred in the pharmaceutical industry during the 1980’s. These include higher real drug prices and a greater degree of generic competition. A major finding in this study is that the return on R&D on average new drugs introduced during the latter half of the 1970’s was markedly better than that of early 1970’s introductions. This latter finding is consistent with the more rapid rate of industry growth in real R&D expenditures. The study also finds that the variation in returns is highly skewed, with only the top 30 drugs covering mean R&D costs on a fully allocated basis. 
DiMasi, Hansen and Grabowski (2003) mention in their paper; “the price of innovation: new estimates of drug development costs”, that the R&D costs of developing new drugs is a topic that has interest. The interest had intensified as firms have become increasingly concerned about improving productivity in a period of consolidation and cost containment pressures in the marketplace, and industry critics question industry statements about the level of R&D costs and the impact that price regulation would have on R&D.  The study found a relationship between pharmaceutical industry profitability and investment in R&D. The relationship has been examined in Scherer (2001). Scherer (2001) found a high degree of correlation between the deviations from trend for the time series on pharmaceutical industry R&D expenditures and on gross margins, indicating that R&D outlays are affected significantly by changes in profitability. The results from the study of DiMasi, Hansen and Grabowski (2003) indicate that variability in drug development costs has declined, but is still substantial.
“The link between gross profitability and pharmaceutical R&D spending” by Scherer (2001) explains that there are three ways that profitability and R&D investments can be linked. 
1) Successful R&D leads, with long and variable lags, to new products, which, depending on the reception in the market can add great profits to the pharmaceutical firm. The distribution of profit outcomes, as researched by Grabowski and Vernon (1990) is highly skewed. A minority of new products confer profits, while the majority returns less than the capitalized cost of R&D, including the cost of failed projects.
 2) The profits earned by a firm serve as a source of funds to support R&D investments and some managers are known to set R&D budgets using rules of thumb emphasizing an indicator of current cash flow or sales. R&D funds can also be raised through new capital issues. Prior tests of the hypothesis of internally generated funds have yielded mixed results. For most well-established firms, R&D spending is not greatly dependent upon internal cash flow, but small high tech enterprises and the research-intensive pharmaceutical industry were probable exceptions.
3) Managers expectations of future profit opportunities which are tempered by contemporary market conditions can use a demand-pull influence on R&D investments.  
Scherer tested how well these relationships hold for investments in pharmaceutical firms. The firms operate within a wide variety of fields in addition to ethical drugs. The more diversified firms almost never publish R&D outlay breakdowns subdivided among these fields, and they seldom report their operating margin results in enough detail to relate R&D indices with any precision to measures of profitability. Scherer used an approach to analyze the R&D investment and profits at the aggregated industry level. He found out that a robust pattern persists. Combined with evidence that profit rates of return on pharmaceutical industry R&D investments tend to exceed risk-adjusted capital costs by only modest amounts, the patterns suggest that pharmaceutical industry R&D is best described by a virtuous rent-seeking model.  As profit opportunities expand, firms compete to exploit them by increasing R&D investments and perhaps also promotional costs, until the increases in costs dissipate most supranormal profit returns. 
The paper of Kyle (2006) examines the influences of market structure, firm, and product characteristics on the launch of new drugs in the largest pharmaceutical markets. These markets are also called the G7 nations. The G7 nations consist out of the United States of America, Canada, The United Kingdom, Japan, Germany, France and Italy. The author discovered that despite the incentives to amortize large and sunk development costs over many markets, only one-third of the prescription drugs sold in one of these G7 countries, are also marketed in the other six. She states that economic theory suggests that entry is a function of market size, the level of competition, and the fixed costs associated with product launch. 
Theories on entry suggest that some features of the pharmaceutical industry will result on “too little” entry in equilibrium. Additionally, identifying the sources competitive advantage in this industry has implications for industry structure and, perhaps, the regulation of entry within a country, as well as managerial decisions such as the choice of a licensing partner. (Kyle, 2006)
The main finding of the paper of Kyle is that firm-level characteristics and their interaction with other variables are at least as important in understanding competition as the "usual suspects" like market size and entry barriers. In particular, market characteristics alone correctly predict entry for only about 30% of the sample. Including firm characteristics improves this prediction substantially. These firm variables affect entry in several ways. First, there is a great deal of heterogeneity in firms' cost of entry, related to country of origin, size, and experience. Second, these costs vary within a firm across markets, i.e., the interaction of firm and market characteristics matters. Similarities between the country of headquarters and the target country, such as a shared border or language, greatly increase the likelihood of product launch. Finally, entry also depends on the interaction between a potential entrant's characteristics and those of the incumbent competitors. The effect of competition on profitability also depends on the characteristics of both the potential entrant and the incumbents: domestic incumbents are more sensitive to foreign competition than are foreign entrants.
Narayanan, Desiraju, and Chintagunta report in their paper of 2004; Return on Investment Implications for Pharmaceutical Promotional Expenditures: The Role of Marketing-Mix Interactions, that pharmaceutical direct-to-consumer (DTC) advertising and detailing (sales force) affect demand synergistically, detailing raises price elasticity, and detailing has a higher return on investment than does direct-to-consumer. In the study the authors used monthly observations from 1993 till 2002 and examined market shares, prices and promotional expenditure of three brands in a particular segment. To improve the representativeness of the study they repeated the analysis on a second category. The aim of the study is to present which interactions of the marketing mix has a higher ROI. The main conclusions of this research are that 1) the interaction between price and detailing is negative. Because a higher price adversely affects demand, the negative interaction implies that at higher levels of detailing, the demand is even more sensitive to higher prices. 2) A brand’s expenditures on detailing and DTC can affect sales in two ways: by affecting product category sales and by affecting the brand’s share of category sales. The analysis reveals that whereas DTC has a significant effect on category sales, detailing does not. In contrast, both detailing and DTC affect brand shares, and detailing has a much greater effect than DTC. 3) when making resource allocation decisions, it is important for managers to consider synergies among the various marketing investments to be profitable.
[bookmark: _Toc331153783] Link to this thesis
The literature review is mainly to get an insight of the researches done before this study, to see whether the articles are correlated. Most of the articles that are relevant for this study, investigate the effect of R&D or marketing expenditure on the profit, but do not specify this effect on whether the pharmaceutical firm has a originator or generic strategy. 
Grabowski and Vernon (1990) find that the rapid growth of the pharmaceutical industry has an effect on the expenditure on R&D. The expenditure rises but the variation in returns is highly skewed. Because this research is done 22 years ago, it might be outdated. That is why, in this study, the expectation is that R&D has an effect on the profitability of pharmaceutical firms, whether this is negative or positive. 
DiMasi, Hansen and Grabowski (2003) found a relationship between the profitability of pharmaceutical firms and R&D investment. The relationship was also found by Scherer (2001). The study indicates that R&D outlays are effected significantly by changes in profitability. Scherer says that successful R&D leads to new products and can add great profits to pharmaceutical firms. This study therefore focuses on what kind of effect the R&D expenditure has on the profit. The expectation is that R&D investment has a positive effect on the profit, and that the positive change in profit causes an increase in R&D expenditure. This latter effect could not be clarified by this study.
The Scherer (2001) article has evidence that as pharmaceutical firm’s profit opportunities expand, firms compete to exploit them by increasing R&D investments and perhaps also promotional costs, until increases in costs dissolve most supranormal profit returns. In the article they do not investigate the promotional, or marketing expenditure, but it can be assumed that promotional/marketing investment can increase profit.
The article of Kyle (2006) was used to get an insight in the characteristics of pharmaceutical firms and new product launches. The article was not used to get information on the investment in R&D and marketing, nor the effect of the latter on the profitability of pharmaceutical firms.
The aim of the study of Narayanan, Desiraju and Chintagunta (2004) is to present the interactions of the marketing mix has a higher return on investment (ROI) in the direct to consumer segment. Some interactions are not significant  (price vs. detailing) but others are significant (detailing vs. DTC sales). Detailing and DTC both affect brand shares. From these results the assumption can be made that a higher ROI increases the profit. Therefore marketing expenditure can effect profitability. 



[bookmark: _Toc331153784]Hypotheses
Previous research conducted show that R&D and marketing expenditure do have an effect on the profit. The studies focus on the whole pharmaceutical market and do not specify the following strategy of the firms they investigated. So, what is the trade-off between originator- and generic pharmaceutical strategy when looking at the R&D and marketing expenditure and the profit. This research takes into account the pharmaceutical firm’s strategy and investigates what kind of effect the expenses on R&D and marketing have on the pharmaceutical firms profit.
1.7 [bookmark: _Toc331153785] Hypothesis for this study
After reading and analyzing the articles and papers in the literature review, a few questions came to mind. How can an investment or expenditure be profitable, what is the effect on the profit. Is brand awareness for originator pharmaceutical firms important or is it the goodness of the drug that contributes to the profit of pharmaceutical firms. The hypothesis for this study is: “Is it for a pharmaceutical firm more interesting to invest in R&D or in marketing to be more profitable and is this different when following a specific strategy?”
This main hypothesis will eventually be answered, but that depends on the outcomes of the hypothesis. The hypotheses are stated below:
1. R&D has a positive effect on the profit of both generic- and originator firms. 
2. Originator pharmaceutical firms spend more on R&D than generic pharmaceutical firms. The R&D expenditure is higher for originator pharmaceutical firms.
3. For originator pharmaceutical firms, R&D has a higher positive effect on the profit than for generic pharmaceutical firms. 
4. Generic pharmaceutical firms spend more on marketing than originator pharmaceutical firms. The marketing expenditure is higer for a generic pharmaceutical firm.
5. For generic pharmaceutical firms, marketing has a higher positive effect on the profit than for originator pharmaceutical firms. 
In chapter 7, conclusion, the main hypothesis and hypotheses are answered. Expected is that hypothesis 2 and 4 can be tested through descriptive statistics. Hypothesis 1, 3 and 5 can be tested by developing a linear regression model. Moreover the methodology of this study is explained in chapter 5; methodology.

1.8 [bookmark: _Toc331153786] Conceptual model
To get a visual look at the study, a conceptual model is created. This conceptual model is a visual representation of the theory, it gives an overview of the concepts and relationships that are measured and analyzed in this study.  The article of DiMasi, Hansen and Grabowski (2003) concluded that firms that have a higher profit because of their investment in R&D, are going to increase their R&D budget for the following year. The relationship between R&D expenditure and profit is that they both affect each other. 
The relationship of profit and marketing expenditure is not mentioned sufficiently in the literature. Therefore the assumption is made that marketing expenditure has a causal relationship with profit.
[image: ]Expected is that marketing and R&D expenses have an positive effect on the profit and that the chosen strategy (originator or generic) has a causal relationship. The expectation is that the specific strategy a pharmaceutical firm is following, originator or generic, affects the profit and the profit affects the strategy. Pharmaceutical firms chose a strategy, originator or generic, but can change their strategy when it is not profitable anymore. This assumption can be made from the article of Reiffen and Ward(2005), they state that introducing a branded generic into the market can be more profitable. An originator pharmaceutical firm can introduce a branded generic to prevent generic pharmaceutical firms from stealing their market share.
Figure 3.1 Conceptual model 

[bookmark: _Toc331153787]Data descripion 
To obtain answers to the hypothesis stated in chapter 3, the data needs to be collected. This chapter gives an insight in the data that is used in this study and how it is collected. A variation of SPSS tests is conducted to ensure representative data for this research and to give a correct answer to the hypothesis. 
1.9 [bookmark: _Toc331153788] Data
This study is based on secondary data. It is collected from quarterly and annual financial reports from the selected pharmaceutical firms. 14 firms are chosen to participate into this study. 9 pharmaceutical firms with an originator strategy and 5 pharmaceutical firms that follow a generic strategy. To test the data a correlation- and explore test and linear regression are assessed.
1.9.1 [bookmark: _Toc331153789]Quarterly financial reports 
The reports are retrieved from the websites of the selected pharmaceutical firms. The data points are from the year 2007 till 2011 in quarterly periods. Data collected from these reports are:
· Profit
· R&D expenditure (in $, actual amount and % of sales)
· Marketing expenditure (in $, actual amount and % of sales)
· Sales 
Some of the data needs to be calculated because not all variables as stated above can be retrieved from the reports. This applies to the percentage of R&D and marketing of the sales.
Sales figures are needed to calculate the percentage of sales that is spend on R&D and marketing. By calculating both, a correct conclusion can be based on the expenditure. Additionally, large pharmaceutical firms earn more and therefore, in numbers spend more on R&D than smaller pharmaceutical firms. This way, the firms are judged on an equal manner. 
For R&D expenditure all R&D costs will be taken into account. The variable marketing expenditure consists of marketing, sales, general and administrative costs. In many quarterly and annual reports the marketing expenditure is not a single post. This is incorporated in the post of general, administrative, sales and marketing costs.
1.9.2 [bookmark: _Toc331153790]Exchange rates
Some of the reports are in another currency than US Dollars. The ABN Valutacentrum is used to calculate the specific exchange rate of the specific quarter in the specific year. The chosen rate is the mid rate, to have a mean number. For example: Dr. Reddy’s quarterly reports of Q1 in 2007 are in Indian Rupees. The exchange rate of USD – INR of March 2007 is 1 USD = 42,9 INR (mid rate) and is collected from the Valutacentrum (ABN AMRO, 2012). 
1.9.3 [bookmark: _Toc331153791]Strategy 
The strategy variable is an independent dummy variable. It will consist out of a 1 or a 2. 1 is the generic strategy and 2 is the originator strategy of a pharmaceutical firm. The classification of the pharmaceutical firm in Originator or Generic is based on the pharmaceutical executive top 50 (Pharmaceutical executive, 2011) and Top 10 generic pharmaceutical firms. (Fiercepharma, 2012)
1.10 [bookmark: _Toc331153792] Selected firms
The firms chosen for this research are listed in the table underneath. 9 originator and 5 generic pharmaceutical firms are selected on their performance and rank on the list for largest pharmaceutical firms. Some of the largest firms could not be incorporated in this research because there was too little information about this firm available. For example, Merck & Co is in the Top 5 of the pharmaceutical firms, yet, information could not be collected.
	Pharmaceutical firms 
with original strategy
	Pharmaceutical firms 
with generic strategy

	Abbott Laboratories
	Dr. Reddy’s

	AstraZeneca 
	Mylan Labs

	Eli Lilly & Co.
	Par Pharmaceuticals

	GlaxoSmithKline
	Teva Pharma

	Johnson and Johnson
	Watson Pharmaceuticals

	Novartis
	

	Pfizer
	

	Sanofi-Aventis
	

	Takeda
	


Table 4.1 pharmaceutical firms incorporated in the study


[bookmark: _Toc331153793]Methodology 
This chapter gives an insight in the way this study is conducted, which tests are needed to get the results.
1.11 [bookmark: _Toc331153794] SPSS tests
To test the hypothesis, a few tests done in SPSS are considered necessary. The tests that will be assessed are; correlation and explore test and linear regression analysis. Dependent and independent variables are needed to succeed these tests. Underneath are the dependent and independent variables of this research.
Dependent variable: 
· Profit
Independent variables: 
· R&D expenditure (Dollars, actual amount) 
· R&D expenditure (percentage of the sales)
· Marketing expenditure (Dollars, actual amount)
· Marketing expenditure (percentage of the sales)
· Strategy (dummy)
Interaction variables: 
· R&D expenditure*strategy
· Marketing expenditure*strategy

1.11.1 [bookmark: _Toc331153795]Correlation test
Before the linear regression analysis can be done, the data needs to be tested on correlation. If the correlation is medium or high, the linear regression can be done. The variables Profit, R&D and marketing are tested. These tests are done at a 99% confidence interval. Only with a correlation above 0,6 the variables are taken into the study.
1.11.2 [bookmark: _Toc331153796]Exploratory analysis
The explore function in SPSS “explores” the data to see how the data is distributed. It checks the data for the mean and the level of skewness and kurtosis. This test is used to answer  hypothesis 2 and 4.
1.11.3 [bookmark: _Toc331153797]Linear regression
The interest of this test lies in the relationship between variables profit (dependent) and R&D and marketing (independent). This linear regression gives an answer to hypothesis 1, 3 and 5. The next paragraph gives the equation for the linear regression models. The unstandardized coefficients are used to calculate the value of the utility of the dependent variable. The results are in a ceteris paribus condition. 
1.12 [bookmark: _Toc331153798] Empirical Model
The regression analysis is done in SPSS. The main effect of this regression analysis is to find what relations exist between the variables, more precisely, whether one variable 'causes' the other. In this study the regression analysis explains what effect R&D and marketing expenditure has on the profit of a specific pharmaceutical firm. Whether the expenditures cause the profit to be higher or lower. The general equation model of the linear regression model is : yi = β0+ β1 X1i+ i
For this study the following equations are used:
A) y= β0 + β1*marketing + β2*R&D + 
B) y= β0 + β1*marketing + β2*R&D + β3*(marketing*originator) + β4 *(R&D*originator) 

1.12.1 [bookmark: _Toc331153799]Explanation of the parameters
The equations consists out of the variable to predict (y), this is the dependent variable; profit of originator and generic pharmaceutical firms).  y is affected by the intercept (β0), this value is calculated by  SPSS. The dependent variable is also affected by the slope of the regression line (β1 and β2) and the score of the independent variable (X1 and X2). So the profit is eventually effected by marketing or R&D expenditure and by the interaction between marketing expenditure and originator strategy and the interaction between R&D expenditure and originator strategy.
Hypothesis 1 is tested through the equation A. The parameter β2*R&D will test whether R&D expenditure has an effect on the profit. If this value is negative, R&D expenditure has a negative effect on the profit. If this value is positive, R&D expenditure has a positive effect on the profit and is hypothesis 1 supported. 
Hypothesis 3 is tested through the equation B. The parameter β2*R&D will test whether R&D expenditure has an effect on the profit. The parameter β4*(R&D*originator) will test whether R&D expenditure has an effect on the profit of originator pharmaceutical firms specifically and if this is different for generic pharmaceutical firms.
Hypothesis 5 is tested through the equation B. The parameter β1*marketing will test whether marketing expenditure has an effect on the profit. If this value is negative, marketing expenditure has a negative effect on the profit. If this value is positive, marketing expenditure has a positive effect on the profit. The parameter β3*(marketing*originator) will test whether marketing expenditure has an effect on the profit of originator pharmaceutical firms specifically. and if this is different for generic pharmaceutical firms. 


[bookmark: _Toc331153800]Results
The collected data needs to be tested to support this study. The data is explored and tested on correlation. After this test, one linear regression analysis is done to support or reject the hypothesis.
1.13 [bookmark: _Toc331153801] Correlation test
	Variable
	Correlation

	Profit – R&D
	0,755

	Profit – Marketing
	0,781

	R&D – Marketing
	0,908


All variables in the correlation matrix are significant (p < 0,05). The correlation matrix shows that the variables profit, R&D and marketing are highly, positively, correlated. Since there is a strong positive relationship between profit and R&D and profit and marketing, the linear regression can be assessed. The high correlation between R&D and marketing expenditure makes it not possible to take into account both R&D and marketing expenditure variables. The linear regression models have to be adjusted 
Table 6.1 Outcome correlation test
1.14 [bookmark: _Toc331153802] Exploratory analysis
The exploratory analysis shows how the data is distributed. The results show that the data is heterogenic, there are a lot of differences. The originator pharmaceutical group is almost normally distributed. The skewness for both R&D and marketing lies close to 0, however, kurtosis of 7,420 shows that R&D for originator pharmaceutical firms is leptokurtic.  This means that the data has high peaks. For marketing the kurtosis has a negative value of 0,541. This means that marketing is platykurtic distributed, low peaks. The data is not normally distributed.
The generic pharmaceutical firms have more or less the same values for kurtosis and skewness of R&D and marketing. Table 6.2 show the results of the explore test. This means that the data is mainly left orientated and has high peaks. The data is not normally distributed. The consequences of the results are presented in the conclusion.
	Variable
	Originator (mean)
	Generic (mean)

	R&D (in Dollars)
	1399
	73,2

	Marketing (in Dollars)
	2947
	258

	Kurtosis R&D
	7,420
	3,090

	Kurtosis Marketing 
	-0,541
	3,196

	Skewness R&D
	0,129
	1,775

	Skewness Marketing 
	0,590
	1,900


Table 6.2 Outcome Explore test
1.15 [bookmark: _Toc331153803] Linear regression
Because of the high correlation between R&D and marketing expenditure, the linear regression model needs to be adjusted. Because of the high correlation marketing is not incorporated in the model, to prevent multicollinearity. To answer hypothesis 1 the equation of the linear regression analysis A is adjusted, marketing expenditure is taken out of the equation:  y= β0 + β1*R&D + . 
The linear regression model (A) is created, the dependent variable is profit of pharmaceutical firms. The independent variable is the R&D expenditure of originator and generic pharmaceutical firms. Because R&D and marketing expenditure variables are highly correlated, the outcome of this test is more or less equal for the effect of the marketing expenditures variable on the profit of pharmaceutical firms.
The second linear regression model (B) gives the results to answer hypothesis 3 and 5. Also in this model, marketing expenditure is taken out of the equation. The linear regression (B) equation is: y= β0 + β1*R&D + β2*(R&D*Strategy) + 
For hypotheses 3 and 5 the linear regression model (B) is created,  the dependent variable is profit of pharmaceutical firms. The independent variable is the interaction between R&D expenditure and an originator or generic strategy. Because R&D and marketing expenditure variables are highly correlated, the outcome of the test is more or less equal for the interaction between marketing expenditures and originator or generic strategy on the profit of pharmaceutical firms.
1.15.1 [bookmark: _Toc331153804]Outcome of linear regression A
The R-value is 0,755. This number indicates a high degree of correlation. The R2 value indicates 0,570; therefore, about 57% of the variation in the profit is explained by R&D.
Both the constant and R&D are significant, respectively 0,003 and 0,000 (p < 0,05). By looking at the β’s the regression equation for this regression analysis can be made. Profit = 265,989 + 1,374*(R&D) + i
At the α = 0.05 level of significance, there exists enough evidence to conclude that R&D is useful as a predictor of profit of pharmaceutical firms. The consequences of the results are presented in the conclusion.
	Variable
	Unstandardized Beta’s
	P-value

	Β 0 (constant)
	265,989
	0,003

	R&D
	1,374
	0,000


Table 6.3.1 Outcome linear regression (A) – Coefficients
1.15.2 [bookmark: _Toc331153805]Outcome of linear regression B
The R-value of the linear regression analysis is 0,755. This number indicates a high degree of correlation. The R2 value indicates 0,57; therefore, about 57% of the variation in the profit is explained by R&D and the interaction between R&D expenditure and chosen strategy. This is a sufficient percentage of the model that is explained.
Only the constant is significant (p < 0,05). The R&D expenditure has a negative value (UNS β = -0,691), this means that R&D in this model has a negative effect on the profit. However, this variable is not significant and not useful in this study (sig. 0,756). The interaction R&D*strategy has a positive value (UNS β = 1,015). This value is close to 1 which means that R&D for generic pharmaceutical firms is more profitable than R&D for originator pharmaceutical firms. Unfortunately this variable is not significant (sig. 0,345) and therefore not useful for this study. By looking at the β’s the regression equation for this regression analysis can be made. Profit = 326,027 + i. The consequences of the results are presented in the conclusion.
	Variable
	Unstandardized Beta’s
	P-value

	Β 0 (constant)
	326,027
	0,003

	RD
	-0,691
	0,756

	RD*Strategy
	1,015
	0,345


Table 6.3.2 Outcome linear regression (B) – Coefficients


[bookmark: _Toc331153806]Conclusion
By collecting the results from this study, the hypotheses are answered. This chapter will end with the conclusion of this master thesis.
1.16 [bookmark: _Toc331153807] Answering the hypothesis
The SPSS test results are used to answer the hypothesis. 
1. R&D has a positive effect on the profit of both generic- and originator firms. 
Expenditures automatically reduce the profit directly. Investments need time to eventually be profitable. The money is spent, knowing that is will pay-off in the future. Spending money on R&D can be seen as an investment or an expenditure. For originator firms investing money in R&D is important because that means that they are creating new drugs, or making existing drugs better. Consequently the expectation is that R&D expenditure, eventually adds up to the profit. The linear regression model shows that this hypothesis is confirmed. R&D expenditure has a positive effect (of 1,374) on the profit of pharmaceutical firms. The results are presented in table 7.1. This hypothesis is confirmed, R&D has a positive effect on the profit of pharmaceutical firms.
	Variable
	Unstandardized β’s
	P-value

	Β 0 (constant)
	265,989
	0,003

	R&D expenditure
	1,374
	0,000


 Table 7.1 SPSS test results for R&D adding up to profit
2. Originator pharmaceutical firms spend more on R&D than generic pharmaceutical firms. The R&D expenditure is higher for originator pharmaceutical firms
The exploratory analysis confirms that the R&D costs for originator pharmaceutical firms are higher. This was expected from the beginning of this study. The results are presented in table 7.2. This hypothesis is confirmed, originator pharmaceutical firms’ expenditure on R&D is higher than generic pharmaceutical firms. 
	Variable
	Originator (mean)
	Generic (mean)

	R&D (in Dollars)
	1.399
	73,2

	R&D (percentage)
	15,5%
	6,2%


Table 7.2 Values of R&D in Dollars and percentage


3. For originator pharmaceutical firms, R&D has a higher positive effect on the profit than for generic pharmaceutical firms. 
Table 7.3 shows the results of the regression analysis. The regression analysis shows that the value of R&D contributing to the profit for originator pharmaceutical firms is not higher than for generic pharmaceutical firms. The unstandardized beta value is closer to 1 rather than 2. Nevertheless, the values are not significant. This hypothesis is rejected, for originator pharmaceutical firms, R&D does not contribute more to the profit than for generic pharmaceutical firms.
	Variable
	Unstandardized β’s
	P-value

	Interaction R&D and Strategy
	1,015
	0,345


Table 7.3 R&D contribution to profit for originator and generic firms
4. Generic pharmaceutical firms spend more on marketing than originator pharmaceutical firms. The marketing expenditure is higer for a generic pharmaceutical firm.
The explore test results show that the marketing costs for a generic pharmaceutical firms are lower than for an originator pharmaceutical firm. Additionally, this is tested for the expenditure from the quarterly financial statement, as well as for the calculated percentage of sales. The results are presented in table 7.4. This hypothesis is rejected, generic pharmaceutical firms do not spend more on marketing.
	Variable
	Originator
	Generic

	Marketing (in Dollars)
	2.947
	258

	Marketing (percentage
	30,9%
	21,6%


Table 7.4 R&D- and marketing expenditure in Dollars and percentage
5. For generic pharmaceutical firms, marketing has a higher positive effect on the profit than for originator pharmaceutical firms. 
Unfortunately, a linear regression analysis specially for marketing variable is not useful because of the high correlation between R&D and marketing expenditure. Additionally, the test indicates that marketing expenditure has an effect on the profit of originator and generic pharmaceutical firms. This effect is the same as the interaction effect (R&D*Strategy) 1,015, which indicates that marketing has a higher positive effect on the profit of generic pharmaceutical firms. This hypothesis is confirmed, for originator pharmaceutical firms, marketing does not contribute more to the profit than for generic pharmaceutical firms.
1.17 [bookmark: _Toc331153808]Main hypothesis 
From the different conclusions, the main hypothesis can be answered. “Is it for a pharmaceutical firm more interesting to invest in R&D or in marketing to be more profitable and is this different when following a specific strategy?”
Originator pharmaceutical firms spend more on R&D than generic pharmaceutical firms do. But now this is tested and confirmed by the data. Furthermore, R&D expenditure has a positive effect on the profitability of pharmaceutical firms., specifically, R&D expenditures contribute more to the profitability of generic pharmaceutical firms. 
For generic pharmaceutical firms, the expenditure on marketing was expected to be higher than for originator pharmaceutical firms. The conclusion is that originator pharmaceutical firms spend more on marketing than generic pharmaceutical firms, in actual Dollars and in percentage of sales. Because of the high correlation between R&D and marketing expenditure, the conclusion can be drawn that marketing expenditure has a positive effect on the profitability of pharmaceutical firms., specifically, marketing expenditures contribute more to the profitability of generic pharmaceutical firms.
The overall conclusion of this thesis: For originator and generic pharmaceutical firms R&D and marketing expenditures create a higher profitability. This is different for a originator or generic pharmaceutical strategy. R&D and marketing expenditure contribute more to the profit of generic pharmaceutical firms. 
1.18 [bookmark: _Toc331153809] Summary of rejected and supported hypotheses
	Hypothesis
	Confirmed/rejected

	Hypothesis 1
	Confirmed

	Hypothesis 2
	Confirmed

	Hypothesis 3
	Rejected

	Hypothesis 4
	Rejected

	Hypothesis 5
	Confirmed


The table underneath gives a short overview of the hypothesis that were supported and rejected.
Table 7.5 summary of hypotheses
1.19 [bookmark: _Toc331153810]Managerial implications
This thesis is useful for managers of pharmaceutical firms that have questions about the investment in R&D or marketing, in which of the latter they should invest. The following paragraphs give useful recommendations for these managers.
Regarding the question in which cost, R&D or marketing, it is more profitable to invest in, the answer is simple: Invest in both. The emphasis or focus does not matter. The recommendation for managers of pharmaceutical firms is that they focus on which of the 2 (R&D or marketing) they are best at assessing. This can be pertaining to the competition (other pharmaceutical firms) or with respect to each other (R&D or marketing). The choice of investing more in R&D or marketing is up to the manager. This thesis makes the choice of the manager investing in R&D and marketing easier. 
It is true that managers of generic pharmaceutical firms have an easier choice. Because every Dollar or Euro they spent on R&D or marketing, has more effect (positive) on the profit than for originator pharmaceutical firms. This means that they can invest a lower percentage of R&D or marketing and be equally profitable, in comparison to originator pharmaceutical firms.
1.20 [bookmark: _Toc331153811]Recommendation for further research 
This study can be of better quality if there are more than 14 pharmaceutical firms included in the study, for example 50 pharmaceutical firms. The variable marketing should consist only out of marketing costs. The R&D expenditure variable should consist purely out of R&D cost and not patents, clinical trials and other costs that need to be made to make the drug applicable for market entree. 
1.21 [bookmark: _Toc331153812] Restrictions of this study 
This research also has restrictions. This chapter is divided in restriction of the data and restrictions of this research. 
1.21.1 [bookmark: _Toc331153813]Data restrictions
One of the largest firms could not be incorporated in this research because there was too little information about this firm available. For example, Merck & Co is in the Top 5 of the pharmaceutical firms, yet, information could not be collected.
The variable marketing expenditure consists of marketing, sales, general and administrative costs. In many reports the marketing expenditure cannot be found as a single post. For this study, this was the only way to examine and measure the marketing expenditure, the data was not sufficient enough. The expenditure on marketing is therefore higher and might give the wrong image of the expenditure. Additionally, further research could be done by on qualitative basis, where the researcher takes interviews with CFO’s (Chief Financial Officer) of pharmaceutical firms to pertain the exact numbers/values. 
Some of the linear regression analysis show low R2 values, this means that the independent variable only explains a low percentage of the dependent variable and that there are other variables/factors that explain the dependent variable.
Some of the tests were not sufficient or significant. This problem can maybe be solved by selecting a larger sample. Now only 14 pharmaceutical firms were selected. A sample of 30 firms might give another result and conclusion.
1.21.2 [bookmark: _Toc331153814]Research restrictions
This study does not discuss the reasons why pharmaceutical firms, who spend more on R&D compared to the rest of the sample, have higher profits. This could, for example, be affected by the way the pharmaceutical firm communicated with the market or in which country the firms are situated. Further research could clarify this.  
Also not taken into account is the brand awareness of the drugs and the firm. For example, In the United States, Pfizer has a higher awareness than Dr. Reddy’s. This might affect the sales and the profit without spending on marketing.
This study did not take into account the effect on R&D expenditure by the increase in profit because of earlier R&D investment. 
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1. [bookmark: _Toc331153820]Correlation matrix
The correlation matrix is used to check the correlations between the dependent and independent variables. For this study the Pearson correlation and the sig. (2 tailed) outcomes of all variables underneath are used. The data from table is used in chapter 6, results and 8, conclusion.
	Correlations

	
	
	Profit
	RD
	Marketing

	Profit
	Pearson Correlation
	1
	,755**
	,781**

	
	Sig. (2-tailed)
	
	,000
	,000

	
	N
	277
	277
	277

	RD
	Pearson Correlation
	,755**
	1
	,908**

	
	Sig. (2-tailed)
	,000
	
	,000

	
	N
	277
	277
	277

	Marketing
	Pearson Correlation
	,781**
	,908**
	1

	
	Sig. (2-tailed)
	,000
	,000
	

	
	N
	277
	277
	277

	**. Correlation is significant at the 0.01 level (2-tailed).


Table A1. Correlation matrix


[bookmark: _Toc331153821]Explore
The explore test is done to see how the data is distributed and what the distribution is. In this research the mean, skewness and kurtosis are used from the table underneath. This table is used in chapter 6, results and 8, conclusion. 
	Descriptives

	
	Strategy
	Statistic
	Std. Error

	Profit
	Originator
	Mean
	2316,81
	89,976

	
	
	95% Confidence Interval for Mean
	Lower Bound
	2139,24
	

	
	
	
	Upper Bound
	2494,38
	

	
	
	5% Trimmed Mean
	2313,45
	

	
	
	Median
	2258,00
	

	
	
	Variance
	1432919,687
	

	
	
	Std. Deviation
	1197,046
	

	
	
	Minimum
	-925
	

	
	
	Maximum
	6280
	

	
	
	Range
	7205
	

	
	
	Interquartile Range
	1812
	

	
	
	Skewness
	,205
	,183

	
	
	Kurtosis
	-,176
	,363

	
	Generic
	Mean
	140,33
	37,062

	
	
	95% Confidence Interval for Mean
	Lower Bound
	66,79
	

	
	
	
	Upper Bound
	213,87
	

	
	
	5% Trimmed Mean
	140,99
	

	
	
	Median
	75,00
	

	
	
	Variance
	137358,708
	

	
	
	Std. Deviation
	370,619
	

	
	
	Minimum
	-1480
	

	
	
	Maximum
	1794
	

	
	
	Range
	3274
	

	
	
	Interquartile Range
	175
	

	
	
	Skewness
	,129
	,241

	
	
	Kurtosis
	7,420
	,478

	RD
	Originator
	Mean
	1399,21
	43,374

	
	
	95% Confidence Interval for Mean
	Lower Bound
	1313,61
	

	
	
	
	Upper Bound
	1484,81
	

	
	
	5% Trimmed Mean
	1364,31
	

	
	
	Median
	1306,00
	

	
	
	Variance
	332997,382
	

	
	
	Std. Deviation
	577,059
	

	
	
	Minimum
	401
	

	
	
	Maximum
	4896
	

	
	
	Range
	4495
	

	
	
	Interquartile Range
	662
	

	
	
	Skewness
	1,580
	,183

	
	
	Kurtosis
	6,838
	,363

	
	Generic
	Mean
	73,20
	7,720

	
	
	95% Confidence Interval for Mean
	Lower Bound
	57,88
	

	
	
	
	Upper Bound
	88,52
	

	
	
	5% Trimmed Mean
	64,97
	

	
	
	Median
	42,00
	

	
	
	Variance
	5959,455
	

	
	
	Std. Deviation
	77,198
	

	
	
	Minimum
	4
	

	
	
	Maximum
	371
	

	
	
	Range
	367
	

	
	
	Interquartile Range
	61
	

	
	
	Skewness
	1,775
	,241

	
	
	Kurtosis
	3,090
	,478

	Marketing
	Originator
	Mean
	2947,84
	98,067

	
	
	95% Confidence Interval for Mean
	Lower Bound
	2754,30
	

	
	
	
	Upper Bound
	3141,38
	

	
	
	5% Trimmed Mean
	2893,97
	

	
	
	Median
	2828,00
	

	
	
	Variance
	1702240,679
	

	
	
	Std. Deviation
	1304,699
	

	
	
	Minimum
	995
	

	
	
	Maximum
	6702
	

	
	
	Range
	5707
	

	
	
	Interquartile Range
	1766
	

	
	
	Skewness
	,590
	,183

	
	
	Kurtosis
	-,541
	,363

	
	Generic
	Mean
	258,00
	28,734

	
	
	95% Confidence Interval for Mean
	Lower Bound
	200,99
	

	
	
	
	Upper Bound
	315,01
	

	
	
	5% Trimmed Mean
	224,21
	

	
	
	Median
	130,00
	

	
	
	Variance
	82565,657
	

	
	
	Std. Deviation
	287,342
	

	
	
	Minimum
	30
	

	
	
	Maximum
	1418
	

	
	
	Range
	1388
	

	
	
	Interquartile Range
	198
	

	
	
	Skewness
	1,900
	,241

	
	
	Kurtosis
	3,196
	,478

	Percentage_RD
	Originator
	Mean
	15,533
	,4038

	
	
	95% Confidence Interval for Mean
	Lower Bound
	14,736
	

	
	
	
	Upper Bound
	16,330
	

	
	
	5% Trimmed Mean
	15,072
	

	
	
	Median
	15,400
	

	
	
	Variance
	28,859
	

	
	
	Std. Deviation
	5,3721
	

	
	
	Minimum
	8,5
	

	
	
	Maximum
	59,2
	

	
	
	Range
	50,7
	

	
	
	Interquartile Range
	5,7
	

	
	
	Skewness
	3,526
	,183

	
	
	Kurtosis
	24,809
	,363

	
	Generic
	Mean
	6,299
	,2046

	
	
	95% Confidence Interval for Mean
	Lower Bound
	5,893
	

	
	
	
	Upper Bound
	6,705
	

	
	
	5% Trimmed Mean
	6,216
	

	
	
	Median
	6,150
	

	
	
	Variance
	4,187
	

	
	
	Std. Deviation
	2,0461
	

	
	
	Minimum
	1,2
	

	
	
	Maximum
	15,1
	

	
	
	Range
	13,9
	

	
	
	Interquartile Range
	1,8
	

	
	
	Skewness
	,995
	,241

	
	
	Kurtosis
	4,414
	,478

	Percentage_M
	Originator
	Mean
	30,949
	,3252

	
	
	95% Confidence Interval for Mean
	Lower Bound
	30,307
	

	
	
	
	Upper Bound
	31,590
	

	
	
	5% Trimmed Mean
	30,774
	

	
	
	Median
	30,800
	

	
	
	Variance
	18,722
	

	
	
	Std. Deviation
	4,3269
	

	
	
	Minimum
	22,3
	

	
	
	Maximum
	47,3
	

	
	
	Range
	25,0
	

	
	
	Interquartile Range
	5,1
	

	
	
	Skewness
	,648
	,183

	
	
	Kurtosis
	1,347
	,363

	
	Generic
	Mean
	21,681
	,5489

	
	
	95% Confidence Interval for Mean
	Lower Bound
	20,592
	

	
	
	
	Upper Bound
	22,770
	

	
	
	5% Trimmed Mean
	21,588
	

	
	
	Median
	20,450
	

	
	
	Variance
	30,127
	

	
	
	Std. Deviation
	5,4888
	

	
	
	Minimum
	6,2
	

	
	
	Maximum
	35,4
	

	
	
	Range
	29,2
	

	
	
	Interquartile Range
	6,9
	

	
	
	Skewness
	,381
	,241

	
	
	Kurtosis
	,213
	,478


Table A2. Explore test results



[bookmark: _Toc329286323][bookmark: _Toc331153822]SPSS outcome regression analysis (profit– R&D)
Underneath the outcomes of the linear regression analysis with dependent variable being profit and independent variable being the expenditure on R&D for all firms included in the study.  For the hypotheses of this research the following outcomes/ test results are used are used in chapter 6, results and 8 conclusion:
· R
· R square
· Sig. (ANOVA)
· Unstandardized coefficients (β) 
· Sig. (Coefficients)
	Model Summary

	Model
	R
	R Square
	Adjusted R Square
	Std. Error of the Estimate

	1
	,755a
	,570
	,568
	942,835

	a. Predictors: (Constant), RD


Table A 3.1 model summary



	ANOVAb

	Model
	Sum of Squares
	df
	Mean Square
	F
	Sig.

	1
	Regression
	3,240E8
	1
	3,240E8
	364,512
	,000a

	
	Residual
	2,445E8
	275
	888938,565
	
	

	
	Total
	5,685E8
	276
	
	
	

	a. Predictors: (Constant), RD

	b. Dependent Variable: Profit


Table A 3.2 Anova test results


	Coefficientsa

	Model
	Unstandardized Coefficients
	Standardized Coefficients
	t
	Sig.

	
	B
	Std. Error
	Beta
	
	

	1
	(Constant)
	265,989
	87,177
	
	3,051
	,003

	
	RD
	1,374
	,072
	,755
	19,092
	,000

	a. Dependent Variable: Profit


Table A 3.3. Coefficients 


[bookmark: _Toc331153823]SPSS outcome regression analysis (profit- R&D*(R&D*Strategy))
Underneath the outcomes of the linear regression analysis with dependent variable being profit and independent variable being the interaction between the expenditure on R&D for generic pharmaceutical firms.  For the hypotheses of this research the following outcomes/ test results are used are used in chapter 6, results and 8 conclusion:
· R
· R square
· Sig. (ANOVA)
· Unstandardized coefficients (β) 
· Sig. (Coefficients)
	Model Summary

	Model
	R
	R Square
	Adjusted R Square
	Std. Error of the Estimate

	1
	,755a
	,570
	,567
	944,643

	a. Predictors: (Constant), RD_strategy, RD


 Table A 4.1 model summary
	ANOVAb

	Model
	Sum of Squares
	df
	Mean Square
	F
	Sig.

	1
	Regression
	3,226E8
	2
	1,613E8
	180,751
	,000a

	
	Residual
	2,436E8
	273
	892351,142
	
	

	
	Total
	5,662E8
	275
	
	
	

	a. Predictors: (Constant), RD_strategy, RD

	b. Dependent Variable: Profit


 Table A 4.2 Anova test results
	Coefficientsa

	Model
	Unstandardized Coefficients
	Standardized Coefficients
	t
	Sig.

	
	B
	Std. Error
	Beta
	
	

	1
	(Constant)
	326,027
	107,468
	
	3,034
	,003

	
	RD
	-,691
	2,222
	-,380
	-,311
	,756

	
	RD_strategy
	1,015
	1,093
	1,134
	,929
	,354

	a. Dependent Variable: Profit


 Table A 4.3. Coefficients 

Master thesis		“Better well stolen then poorly made, is it?”	        

1

Robin van Zeijl, 362088		4
[bookmark: _Toc331153824]Excel sheets Abbott laboratories (2007 – 2011)
This appendix gives an insight in the collected data of Abbott Laboratories for the years 2007 till 2011 and is used in the study to conduct the tests. 
	2007
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	779
	578
	1657
	10,9
	31,3
	generic
	
	5290
	
	
	
	
	
	

	Q2
	1186
	583
	1796
	9,2
	28,2
	generic
	
	6370
	
	
	
	
	
	

	Q3
	926
	640
	1945
	10,0
	30,5
	generic
	
	6376
	
	
	
	
	
	

	Q4
	1687
	704
	2010
	8,9
	25,5
	generic
	
	7878
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	4578
	2505
	7408
	25914

	
	
	
	
	
	
	
	
	
	
	
	1687
	704
	2010
	7878


Table A 5.1 Data from 2007
	2008
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	1147
	619
	2018
	9,2
	29,8
	generic
	
	6765
	
	
	
	
	
	

	Q2
	1406
	656
	2052
	9,0
	28,1
	generic
	
	7314
	
	
	
	
	
	

	Q3
	1396
	680
	2067
	9,1
	27,6
	generic
	
	7497
	
	
	
	
	
	

	Q4
	1744
	733
	2298
	9,2
	28,9
	generic
	
	7951
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	5693
	2688
	8435
	29527

	
	
	
	
	
	
	
	
	
	
	
	1744
	733
	2298
	7951


Table A 5.2 Data from 2008



	2009
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	1060
	650
	2070
	9,7
	30,8
	generic
	
	6718
	
	
	
	
	
	

	Q2
	1671
	670
	2024
	8,9
	27,0
	generic
	
	7494
	
	
	
	
	
	

	Q3
	1639
	675
	2085
	8,7
	26,9
	generic
	
	7761
	
	
	
	
	
	

	Q4
	1865
	748
	2226
	8,5
	25,3
	generic
	
	8791
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	6235
	2743
	8405
	30764

	
	
	
	
	
	
	
	
	
	
	
	1865
	748
	2226
	8791


Table A 5.3 Data from 2009
	2010
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	1470
	730
	2162
	9,5
	28,1
	generic
	
	7698
	
	
	
	
	
	

	Q2
	1605
	857
	2743
	9,7
	31,1
	generic
	
	8826
	
	
	
	
	
	

	Q3
	1181
	1078
	2673
	12,4
	30,8
	generic
	
	8674
	
	
	
	
	
	

	Q4
	1831
	1059
	2798
	10,6
	28,1
	generic
	
	9968
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	6087
	3724
	10376
	35166

	
	
	
	
	
	
	
	
	
	
	
	1831
	1059
	2798
	9968


Table A 5.4 Data from 2010
	2011
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	1301
	930
	2850
	10,3
	31,5
	generic
	
	9040
	
	
	
	
	
	

	Q2
	1773
	1037
	2762
	10,8
	28,7
	generic
	
	9616
	
	
	
	
	
	

	Q3
	594
	1009
	4238
	10,3
	43,2
	generic
	
	9816
	
	
	
	
	
	

	Q4
	2083
	1153
	2906
	11,1
	28,0
	generic
	
	10379
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	5751
	4129
	12756
	38851

	
	
	
	
	
	
	
	
	
	
	
	2083
	1153
	2906
	10379


Table A 5.5 Data from 2011

[bookmark: _Toc331153825]Excel sheets AstraZeneca (2007 – 2011)
This appendix gives an insight in the collected data of AstraZeneca for the years 2007 till 2011 and is used in the study to conduct the tests. 
	2007
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	Sales

	Q1
	-
	-
	-
	-
	-
	Originator
	
	6966

	Q2
	1991
	1225
	2605
	16,9
	35,8
	Originator
	
	7273

	Q3
	1888
	1337
	2488
	18,7
	34,8
	Originator
	
	7150

	Q4
	1837
	1430
	3056
	17,5
	37,4
	Originator
	
	8170


Table A 6.1 Data from 2007
	2008
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	Sales

	Q1
	2143
	1236
	2737
	16,1
	35,7
	Originator
	
	7677

	Q2
	2279
	1297
	2834
	16,3
	35,6
	Originator
	
	7956

	Q3
	2443
	1292
	2486
	16,6
	32
	Originator
	
	7775

	Q4
	1816
	1355
	2856
	16,5
	34,8
	Originator
	
	8193


Table A 6.2 Data from 2008
	2009
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	Sales

	Q1
	3003
	980
	2376
	12,7
	30,9
	Originator
	
	7701

	Q2
	2608
	1059
	2828
	13,3
	35,5
	Originator
	
	7958

	Q3
	3032
	1056
	2663
	12,9
	32,5
	Originator
	
	8200

	Q4
	2164
	1314
	3465
	14,7
	38,7
	Originator
	
	8945


Table A  6.3 Data from 2009



	2010
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	Sales

	Q1
	3519
	991
	2462
	11,5
	28,7
	Originator
	
	8576

	Q2
	2917
	1320
	2450
	16,1
	30
	Originator
	
	8178

	Q3
	2258
	1077
	3011
	13,6
	38,1
	Originator
	
	7898

	Q4
	2283
	1930
	2522
	22,4
	29,3
	Originator
	
	8617


Table A  6. 4Data from 2010

	2011
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	Sales

	Q1
	3288
	1162
	2508
	14
	30,3
	Originator
	
	8292

	Q2
	2858
	1198
	2868
	14,2
	34
	Originator
	
	8430

	Q3
	4169
	1296
	2644
	15,8
	32,2
	Originator
	
	8213

	Q4
	2052
	1867
	3141
	21,6
	36,3
	Originator
	
	8656


Table A  6. 5Data from 2011

[bookmark: _Toc331153826]Excel sheets Dr. REddy’s (2007 – 2011)
This appendix gives an insight in the collected data of Dr. Reddy’s for the years 2007 till 2011 and is used in the study to conduct the tests. 
	2007
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	USD =
	INR

	Q1
	37
	12
	78
	3,8
	23,8
	generic
	
	327
	
	1 =
	42,9

	Q2
	87
	10
	91
	2,0
	18,3
	generic
	
	495
	
	1 =
	40,5

	Q3
	47
	17
	91
	4,4
	23,3
	generic
	
	390
	
	1 =
	39,6

	Q4
	90
	22
	88
	5,5
	22,0
	generic
	
	398
	
	1 =
	39,1

	
	
	
	
	
	
	
	
	
	
	
	

	
	INR
	
	
	
	
	
	
	
	
	
	

	
	1605
	533
	3346
	
	
	
	
	14049
	
	
	

	
	3531
	402
	3667
	
	
	
	
	20039
	
	
	

	
	1852
	676
	3604
	
	
	
	
	15454
	
	
	

	
	3513
	852
	3433
	
	
	
	
	15573
	
	
	


Table 7.1 Data from 2007
	2008
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	USD =
	INR

	Q1
	50
	20
	80
	6,7
	26,3
	generic
	
	302
	
	1 =
	39,8

	Q2
	34
	19
	100
	6,4
	33,4
	generic
	
	299
	
	1 =
	42,4

	Q3
	-27
	19
	82
	7,3
	30,5
	generic
	
	268
	
	1 =
	45,9

	Q4
	25
	21
	89
	7,7
	32,3
	generic
	
	277
	
	1 =
	47,8

	
	
	
	
	
	
	
	
	
	
	
	

	
	INR
	
	
	
	
	
	
	
	
	
	

	
	2003
	806
	3166
	
	
	
	
	12018
	
	
	

	
	1422
	810
	4228
	
	
	
	
	12670
	
	
	

	
	-1230
	894
	3760
	
	
	
	
	12320
	
	
	

	
	1194
	1023
	4275
	
	
	
	
	13252
	
	
	


Table 7.2 Data from 2008

	2009
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	USD =
	INR

	Q1
	-128
	13
	123
	3,2
	30,1
	generic
	
	411
	
	1 =
	44,6

	Q2
	53
	21
	119
	5,9
	32,6
	generic
	
	364
	
	1 =
	46,2

	Q3
	72
	29
	129
	6,8
	30,5
	generic
	
	421
	
	1 =
	44,4

	Q4
	47
	21
	131
	5,8
	35,4
	generic
	
	369
	
	1 =
	44,5

	
	
	
	
	
	
	
	
	
	
	
	

	
	INR
	
	
	
	
	
	
	
	
	
	

	
	-5701
	579
	5505
	
	
	
	
	18319
	
	
	

	
	2452
	992
	5481
	
	
	
	
	16831
	
	
	

	
	3194
	1269
	5708
	
	
	
	
	18703
	
	
	

	
	2108
	953
	5811
	
	
	
	
	16424
	
	
	


Table 7.3 Data from 2009
	2010
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	USD =
	INR

	Q1
	47
	21
	81
	7,6
	29,8
	generic
	
	272
	
	1 =
	44,4

	Q2
	62
	27
	152
	6,0
	34,2
	generic
	
	445
	
	1 =
	44,5

	Q3
	76
	30
	148
	6,4
	31,8
	generic
	
	464
	
	1 =
	48,9

	Q4
	74
	28
	116
	7,4
	30,4
	generic
	
	381
	
	1 =
	52,9

	
	
	
	
	
	
	
	
	
	
	
	

	
	INR
	
	
	
	
	
	
	
	
	
	

	
	2077
	914
	3594
	
	
	
	
	12060
	
	
	

	
	2746
	1196
	6756
	
	
	
	
	19783
	
	
	

	
	3708
	1459
	7215
	
	
	
	
	22677
	
	
	

	
	3912
	1491
	6125
	
	
	
	
	20173
	
	
	


Table 7.4 Data from 2010


	2011
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	USD =
	INR

	Q1
	47
	21
	81
	7,6
	29,8
	generic
	
	272
	
	1 =
	44,4

	Q2
	62
	27
	152
	6,0
	34,2
	generic
	
	445
	
	1 =
	44,5

	Q3
	76
	30
	148
	6,4
	31,8
	generic
	
	464
	
	1 =
	48,9

	Q4
	74
	28
	116
	7,4
	30,4
	generic
	
	381
	
	1 =
	52,9

	
	
	
	
	
	
	
	
	
	
	
	

	
	INR
	
	
	
	
	
	
	
	
	
	

	
	2077
	914
	3594
	
	
	
	
	12060
	
	
	

	
	2746
	1196
	6756
	
	
	
	
	19783
	
	
	

	
	3708
	1459
	7215
	
	
	
	
	22677
	
	
	

	
	3912
	1491
	6125
	
	
	
	
	20173
	
	
	


Table 7.5 Data from 2011




[bookmark: _Toc331153827]Excel sheets EliLilly (2007 – 2011)
This appendix gives an insight in the collected data of Eli Lilly for the years 2007 till 2011 and is used in the study to conduct the tests. 
	2007
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	

	Q1
	719
	834
	1336
	19,7
	31,6
	originator
	
	4226
	
	
	
	
	

	Q2
	926
	854
	1524
	18,4
	32,9
	originator
	
	4631
	
	
	
	
	

	Q3
	1178
	844
	1477
	18,4
	32,2
	originator
	
	4586
	
	
	
	
	

	Q4
	1052
	954
	1758
	18,4
	33,9
	originator
	
	5189
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	3876
	3486
	6095
	18633

	
	
	
	
	
	
	
	
	
	
	1053
	954
	1758
	5190


Table 8.1 Data from 2007
	2008
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	

	Q1
	1056
	877
	1550
	18,2
	32,2
	originator
	
	4807
	
	
	
	
	

	Q2
	1206
	951
	1700
	18,5
	33,0
	originator
	
	5150
	
	
	
	
	

	Q3
	-232
	844
	1477
	16,2
	28,4
	originator
	
	5209
	
	
	
	
	

	Q4
	-925
	1168
	1899
	22,4
	36,4
	originator
	
	5212
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	-1307
	3840
	6626
	20378

	
	
	
	
	
	
	
	
	
	
	-925
	1168
	1899
	5212


Table 8.2 Data from 2008


	2009
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	

	Q1
	1683
	947
	1529
	18,8
	30,3
	originator
	
	5047
	
	
	
	
	

	Q2
	1467
	1040
	1708
	19,7
	32,3
	originator
	
	5292
	
	
	
	
	

	Q3
	1069
	1122
	1701
	20,2
	30,6
	originator
	
	5562
	
	
	
	
	

	Q4
	1138
	1217
	1954
	20,5
	32,9
	originator
	
	5935
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	5357
	4326
	6892
	21836

	
	
	
	
	
	
	
	
	
	
	1138
	1217
	1954
	5935


Table 8.3 Data from 2009
	2010
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	

	Q1
	1717
	1039
	1614
	18,9
	29,4
	originator
	
	5485
	
	
	
	
	

	Q2
	1736
	1187
	1755
	20,7
	30,5
	originator
	
	5748
	
	
	
	
	

	Q3
	1671
	1219
	1694
	21,6
	30,0
	originator
	
	5654
	
	
	
	
	

	Q4
	1401
	1439
	1990
	23,3
	32,2
	originator
	
	6189
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	6525
	4884
	7053
	23076

	
	
	
	
	
	
	
	
	
	
	1401
	1439
	1990
	6189


Table 8.4 Data from 2010
	2011
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	

	Q1
	1273
	1124
	1785
	19,2
	30,6
	originator
	
	5839
	
	
	
	
	

	Q2
	1531
	1260
	2043
	20,2
	32,7
	originator
	
	6252
	
	
	
	
	

	Q3
	1502
	1280
	1917
	20,8
	31,2
	originator
	
	6147
	
	
	
	
	

	Q4
	1043
	1356
	2134
	22,4
	35,3
	originator
	
	6048
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	5349
	5020
	7879
	24286

	
	
	
	
	
	
	
	
	
	
	1043
	1356
	2134
	6048


Table 8.5 Data from 2011

[bookmark: _Toc331153828]Excel sheets GlaxoSmithKline (2007 – 2011)
This appendix gives an insight in the collected data of GlaxoSmithKline for the years 2007 till 2011 and is used in the study to conduct the tests. 
	2007
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	USD =
	GBP

	Q1
	4247
	1424
	3280
	13,0
	29,9
	originator
	
	10965
	
	1 =
	0,51

	Q2
	3937
	1610
	3757
	13,9
	32,4
	originator
	
	11580
	
	1 =
	0,49

	Q3
	3898
	1569
	3300
	14,0
	29,5
	originator
	
	11176
	
	1 =
	0,49

	Q4
	3931
	1945
	3441
	16,0
	28,2
	originator
	
	12192
	
	1 =
	0,49

	
	
	
	
	
	
	
	
	
	
	
	

	
	GBP
	
	
	
	
	
	
	
	
	
	

	
	2166
	726
	1673
	
	
	
	
	5592
	
	
	

	
	1929
	789
	1841
	
	
	
	
	5674
	
	
	

	
	1910
	769
	1617
	
	
	
	
	5476
	
	
	

	
	1926
	953
	1686
	
	
	
	
	5974
	
	
	


Table 9.1 Data from 2007
	2008
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	USD
	GBP

	Q1
	4096
	1560
	3440
	13,7
	30,2
	originator
	
	11372
	
	1 =
	0,50

	Q2
	4252
	1604
	3530
	13,7
	30,0
	originator
	
	11748
	
	1 =
	0,50

	Q3
	3598
	1516
	3022
	12,6
	25,2
	originator
	
	12004
	
	1 =
	0,55

	Q4
	3097
	1603
	3243
	14,9
	30,2
	originator
	
	10751
	
	1 =
	0,68

	
	
	
	
	
	
	
	
	
	
	
	

	
	GBP
	
	
	
	
	
	
	
	
	
	

	
	2048
	780
	1720
	
	
	
	
	5686
	
	
	

	
	2126
	802
	1765
	
	
	
	
	5874
	
	
	

	
	1979
	834
	1662
	
	
	
	
	5882
	
	
	

	
	2106
	1090
	2205
	
	
	
	
	5268
	
	
	


Table 9.2 Data from 2008
	2009
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	USD
	GBP

	Q1
	2864
	1557
	3086
	11,5
	22,8
	originator
	
	13538
	
	1 =
	0,69

	Q2
	3968
	1538
	3712
	11,4
	27,5
	originator
	
	13494
	
	1 =
	0,60

	Q3
	3585
	1390
	3329
	10,1
	24,1
	originator
	
	13792
	
	1 =
	0,62

	Q4
	4389
	1790
	4557
	10,8
	27,6
	originator
	
	16518
	
	1 =
	0,61

	
	
	
	
	
	
	
	
	
	
	
	

	
	GBP
	
	
	
	
	
	
	
	
	
	

	
	1976
	1074
	2129
	
	
	
	
	6769
	
	
	

	
	2381
	923
	2227
	
	
	
	
	6747
	
	
	

	
	2223
	862
	2064
	
	
	
	
	6758
	
	
	

	
	2677
	1092
	2780
	
	
	
	
	8094
	
	
	


Table 9.3 Data from 2009
	2010
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	USD
	GBP

	Q1
	3685
	1445
	3535
	9,8
	24,0
	originator
	
	14714
	
	1 =
	0,65

	Q2
	971
	1506
	5826
	10,7
	41,5
	originator
	
	14050
	
	1 =
	0,66

	Q3
	3434
	1529
	3155
	11,0
	22,7
	originator
	
	13904
	
	1 =
	0,62

	Q4
	-58
	1692
	6702
	11,5
	45,6
	originator
	
	14688
	
	1 =
	0,64

	
	
	
	
	
	
	
	
	
	
	
	

	
	GBP
	
	
	
	
	
	
	
	
	
	

	
	2395
	939
	2298
	
	
	
	
	7357
	
	
	

	
	641
	994
	3845
	
	
	
	
	7025
	
	
	

	
	2129
	948
	1956
	
	
	
	
	6813
	
	
	

	
	-37
	1083
	4289
	
	
	
	
	7197
	
	
	


Table 9.4 Data from 2010


	2011
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	USD
	GBP

	Q1
	3500
	1448
	3313
	11,0
	25,2
	originator
	
	13170
	
	1 =
	0,62

	Q2
	3176
	1523
	3619
	11,3
	26,9
	originator
	
	13440
	
	1 =
	0,62

	Q3
	3405
	1517
	3230
	10,5
	22,3
	originator
	
	14498
	
	1 =
	0,64

	Q4
	3248
	1717
	3225
	12,1
	22,6
	originator
	
	14241
	
	1 =
	0,64

	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	

	
	GBP
	
	
	
	
	
	
	
	
	
	

	
	2170
	898
	2054
	
	
	
	
	6585
	
	
	

	
	1969
	944
	2244
	
	
	
	
	6720
	
	
	

	
	2179
	971
	2067
	
	
	
	
	7104
	
	
	

	
	2079
	1099
	2064
	
	
	
	
	6978
	
	
	


Table 9.5 Data from 2011


[bookmark: _Toc331153829]Excel sheets Johnson and johnson (2007 – 2011)
This appendix gives an insight in the collected data of Johnson and Johnson for the years 2007 till 2011 and is used in the study to conduct the tests. 
	2007
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales

	Q1
	3652
	1652
	4802
	11,0
	31,9
	originator
	
	15037

	Q2
	4031
	1866
	5029
	12,3
	33,2
	originator
	
	15131

	Q3
	3268
	1834
	4899
	12,3
	32,9
	originator
	
	14870

	Q4
	2332
	2328
	5721
	14,5
	35,6
	originator
	
	16057


Table 10.1 Data from 2007
	2008
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales

	Q1
	4747
	1712
	5123
	10,6
	31,6
	originator
	
	16194

	Q2
	4375
	4896
	5507
	29,8
	33,5
	originator
	
	16450

	Q3
	4290
	1861
	5195
	11,7
	32,6
	originator
	
	15921

	Q4
	3517
	2108
	5665
	13,3
	35,8
	originator
	
	15812


Table 10.2 Data from 2008
	2009
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales

	Q1
	4643
	1518
	4608
	10,1
	30,7
	originator
	
	15026

	Q2
	4263
	1638
	4797
	10,7
	31,5
	originator
	
	15239

	Q3
	4245
	1617
	4767
	10,7
	31,6
	originator
	
	15081

	Q4
	2604
	2213
	5629
	13,4
	34,0
	originator
	
	16551


Table 10.3 Data from 2009


	2010
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales

	Q1
	6280
	1557
	4779
	10,0
	30,6
	originator
	
	15631

	Q2
	4220
	1648
	4756
	10,8
	31,0
	originator
	
	15330

	Q3
	4219
	1657
	4709
	11,1
	31,4
	originator
	
	14982

	Q4
	2228
	1982
	5180
	12,7
	33,1
	originator
	
	15644


Table 10.4 Data from 2010
	2011
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales

	Q1
	4510
	1738
	5056
	10,7
	31,3
	originator
	
	16173

	Q2
	3422
	1882
	5215
	11,3
	31,4
	originator
	
	16597

	Q3
	4111
	1773
	5240
	11,1
	32,7
	originator
	
	16005

	Q4
	318
	2155
	5458
	13,3
	33,6
	originator
	
	16255


Table 10.5 Data from 2011



[bookmark: _Toc331153830]Excel sheets Mylan labs (2007 – 2011)
This appendix gives an insight in the collected data of Mylan Labs  for the years 2007 till 2011 and is used in the study to conduct the tests. 
	2007
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	-18
	36
	62
	7,5
	12,8
	generic
	
	483
	
	
	
	
	
	

	Q2
	128
	31
	77
	5,7
	14,2
	generic
	
	542
	
	
	
	
	
	

	Q3
	235
	33
	97
	7,0
	20,6
	generic
	
	472
	
	
	
	
	
	

	Q4
	-1480
	82
	213
	7,1
	18,5
	generic
	
	1149
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	-1099
	182
	449
	2646

	
	
	
	
	
	
	
	
	
	
	
	-1480
	82
	213
	1149


Table 11.1 Data from 2007
	2008
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	-455
	83
	252
	7,8
	23,7
	generic
	
	1062
	
	
	
	
	
	

	Q2
	-4
	80
	259
	6,7
	21,8
	generic
	
	1187
	
	
	
	
	
	

	Q3
	479
	74
	275
	6,2
	23,1
	generic
	
	1191
	
	
	
	
	
	

	Q4
	-985
	80
	267
	6,7
	22,4
	generic
	
	1191
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	-47
	317
	1053
	4631

	
	
	
	
	
	
	
	
	
	
	
	-985
	80
	267
	1191


Table 11.2 Data from 2008


	2009
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	146
	58
	241
	5,0
	20,6
	generic
	
	1168
	
	
	
	
	
	

	Q2
	121
	74
	279
	5,9
	22,2
	generic
	
	1255
	
	
	
	
	
	

	Q3
	-15
	69
	259
	5,5
	20,6
	generic
	
	1255
	
	
	
	
	
	

	Q4
	266
	74
	271
	5,5
	20,3
	generic
	
	1337
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	226
	275
	1050
	5015

	
	
	
	
	
	
	
	
	
	
	
	266
	74
	271
	1337


Table 11.3 Data from 2009
	2010
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	125
	61
	255
	4,8
	20,0
	generic
	
	1278
	
	
	
	
	
	

	Q2
	100
	66
	268
	4,9
	19,8
	generic
	
	1356
	
	
	
	
	
	

	Q3
	131
	71
	272
	5,3
	20,2
	generic
	
	1344
	
	
	
	
	
	

	Q4
	249
	84
	291
	5,9
	20,4
	generic
	
	1426
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	355
	282
	1086
	5404

	
	
	
	
	
	
	
	
	
	
	
	249
	84
	291
	1426


Table 11.4 Data from 2010
	2011
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	130
	75
	279
	5,2
	19,4
	generic
	
	1436
	
	
	
	
	
	

	Q2
	203
	72
	314
	4,6
	20,0
	generic
	
	1570
	
	
	
	
	
	

	Q3
	192
	70
	319
	4,5
	20,3
	generic
	
	1572
	
	
	
	
	
	

	Q4
	389
	77
	302
	5,0
	19,8
	generic
	
	1528
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	654
	294
	1214
	6106

	
	
	
	
	
	
	
	
	
	
	
	389
	77
	302
	1528


Table 11.5 Data from 2011

[bookmark: _Toc331153831]Excel sheets Novartis (2007 – 2011)
This appendix gives an insight in the collected data of Novartis for the years 2007 till 2011 and is used in the study to conduct the tests. 
	2007
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	2466
	1502
	3070
	16,5
	33,6
	generic
	
	9128
	
	
	
	
	
	

	Q2
	2225
	1529
	3329
	16,3
	35,4
	generic
	
	9400
	
	
	
	
	
	

	Q3
	1611
	1552
	3181
	16,1
	33,1
	generic
	
	9613
	
	
	
	
	
	

	Q4
	1185
	1847
	3679
	18,6
	37,0
	generic
	
	9931
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	7487
	6430
	13259
	38072

	
	
	
	
	
	
	
	
	
	
	
	1185
	1847
	3679
	9931


Table 12.1 Data from 2007
	2008
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	2716
	1674
	3334
	16,9
	33,6
	generic
	
	9909
	
	
	
	
	
	

	Q2
	2604
	1767
	3665
	16,5
	34,2
	generic
	
	10726
	
	
	
	
	
	

	Q3
	2420
	1942
	3415
	18,1
	31,8
	generic
	
	10747
	
	
	
	
	
	

	Q4
	1759
	1834
	3683
	18,2
	36,5
	generic
	
	10077
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	9499
	7217
	14097
	41459

	
	
	
	
	
	
	
	
	
	
	
	1759
	1834
	3683
	10077


Table 12.2 Data from 2008


	2009
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	2296
	1694
	3226
	17,4
	33,2
	generic
	
	9709
	
	
	
	
	
	

	Q2
	2443
	1792
	3532
	17,0
	33,5
	generic
	
	10546
	
	
	
	
	
	

	Q3
	2491
	1825
	3405
	16,5
	30,7
	generic
	
	11086
	
	
	
	
	
	

	Q4
	2692
	2148
	4168
	16,6
	32,2
	generic
	
	12926
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	9922
	7459
	14331
	44267

	
	
	
	
	
	
	
	
	
	
	
	2443
	1792
	3532
	10546


Table 12.3 Data from 2009
	2010
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	3530
	2037
	3584
	16,8
	29,5
	generic
	
	12131
	
	
	
	
	
	

	Q2
	2958
	1893
	3688
	16,2
	31,5
	generic
	
	11716
	
	
	
	
	
	

	Q3
	2794
	2548
	3741
	20,3
	29,7
	generic
	
	12578
	
	
	
	
	
	

	Q4
	2420
	2592
	4784
	18,3
	33,7
	generic
	
	14199
	
	
	
	
	
	


Table 12.4 Data from 2010
	2011
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	1872
	1608
	3315
	16,9
	34,8
	generic
	
	9518
	
	
	
	
	
	

	Q2
	1872
	1608
	3315
	16,9
	34,8
	generic
	
	9518
	
	
	
	
	
	

	Q3
	1872
	1608
	3315
	16,9
	34,8
	generic
	
	9518
	
	
	
	
	
	

	Q4
	1872
	1608
	3315
	16,9
	34,8
	generic
	
	9518
	
	
	
	
	
	


Table 12.5 Data from 2011




[bookmark: _Toc331153832]Excel sheets Par Pharma (2007 – 2011)
This appendix gives an insight in the collected data of Par Pharma for the years 2007 till 2011 and is used in the study to conduct the tests. 
	2007
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	63
	14
	32
	6,0
	13,7
	generic
	
	234
	
	
	
	
	
	

	Q2
	4
	14
	34
	8,4
	20,4
	generic
	
	167
	
	
	
	
	
	

	Q3
	2
	32
	33
	15,1
	15,6
	generic
	
	212
	
	
	
	
	
	

	Q4
	2
	17
	39
	10,9
	25,0
	generic
	
	156
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	71
	77
	138
	769

	
	
	
	
	
	
	
	
	
	
	
	2
	17
	39
	156


Table 13.1 Data from 2007
	2008
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	4
	17
	31
	11,0
	20,1
	generic
	
	154
	
	
	
	
	
	

	Q2
	-27
	15
	36
	13,4
	32,1
	generic
	
	112
	
	
	
	
	
	

	Q3
	3
	13
	30
	8,8
	20,3
	generic
	
	148
	
	
	
	
	
	

	Q4
	-119
	14
	40
	8,5
	24,4
	generic
	
	164
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	-85
	59
	137
	578

	
	
	
	
	
	
	
	
	
	
	
	-119
	14
	40
	164


Table 13.2 Data from 2008


	2009
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	25
	7
	32
	3,4
	15,7
	generic
	
	204
	
	
	
	
	
	

	Q2
	38
	5
	44
	1,2
	10,9
	generic
	
	404
	
	
	
	
	
	

	Q3
	42
	6
	45
	2,0
	15,3
	generic
	
	294
	
	
	
	
	
	

	Q4
	21
	21
	44
	7,2
	15,1
	generic
	
	291
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	126
	39
	165
	1193

	
	
	
	
	
	
	
	
	
	
	
	21
	21
	44
	291


Table 13.3 Data from 2009
	2010
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	42
	4
	41
	1,4
	14,1
	generic
	
	291
	
	
	
	
	
	

	Q2
	23
	22
	48
	8,6
	18,8
	generic
	
	255
	
	
	
	
	
	

	Q3
	43
	10
	50
	4,3
	21,4
	generic
	
	234
	
	
	
	
	
	

	Q4
	26
	14
	53
	6,1
	23,2
	generic
	
	228
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	134
	50
	192
	1008

	
	
	
	
	
	
	
	
	
	
	
	26
	14
	53
	228


Table 13.4 Data from 2010
	2011
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	-138
	10
	46
	4,3
	19,8
	generic
	
	232
	
	
	
	
	
	

	Q2
	18
	8
	46
	3,6
	20,5
	generic
	
	224
	
	
	
	
	
	

	Q3
	39
	9
	35
	4,2
	16,3
	generic
	
	215
	
	
	
	
	
	

	Q4
	-247
	19
	46
	7,5
	18,0
	generic
	
	255
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	-52
	46
	173
	926

	
	
	
	
	
	
	
	
	
	
	
	-247
	19
	46
	255


Table 13.5 Data from 2011

[bookmark: _Toc331153833]Excel sheets Pfizer (2007 – 2011)
This appendix gives an insight in the collected data of Pfizer for the years 2007 till 2011 and is used in the study to conduct the tests. 
	2007
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	4053
	1665
	3361
	13,3
	26,9
	originator
	12474
	
	
	
	
	
	

	Q2
	-
	-
	-
	-
	-
	originator
	11084
	
	
	
	
	
	

	Q3
	-
	-
	-
	-
	-
	originator
	11990
	
	
	
	
	
	

	Q4
	2711
	2260
	4653
	17,6
	36,2
	originator
	12870
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	8144
	8089
	15626
	48418

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	12870


Table 14.1 Data from 2007
	2008
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	2794
	1791
	3492
	15,1
	29,5
	originator
	
	11848
	
	
	
	
	
	

	Q2
	2790
	1966
	3862
	16,2
	31,9
	originator
	
	12125
	
	
	
	
	
	

	Q3
	2722
	1885
	3523
	15,7
	29,4
	originator
	
	11973
	
	
	
	
	
	

	Q4
	1388
	2303
	3660
	18,6
	29,6
	originator
	
	12350
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	9694
	7945
	14537
	48296

	
	
	
	
	
	
	
	
	
	
	
	1388
	2303
	3660
	12350


Table 14.2 Data from 2008


	2009
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	2730
	1705
	2876
	15,7
	26,5
	originator
	
	10867
	
	
	
	
	
	

	Q2
	3049
	1695
	3350
	15,4
	30,5
	originator
	
	10984
	
	
	
	
	
	

	Q3
	3971
	1632
	3282
	14,0
	28,2
	originator
	
	11621
	
	
	
	
	
	

	Q4
	1077
	2813
	5367
	17,0
	32,5
	originator
	
	16537
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	10827
	7845
	14875
	50009

	
	
	
	
	
	
	
	
	
	
	
	1077
	2813
	5367
	16537


Table 14.3 Data from 2009
	2010
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	3149
	2226
	4436
	13,3
	26,5
	originator
	
	16750
	
	
	
	
	
	

	Q2
	3926
	2181
	4774
	12,7
	27,9
	originator
	
	17132
	
	
	
	
	
	

	Q3
	1414
	2188
	4599
	13,7
	28,8
	originator
	
	15995
	
	
	
	
	
	

	Q4
	793
	2797
	5671
	16,3
	33,0
	originator
	
	17180
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	9282
	9392
	19480
	67057

	
	
	
	
	
	
	
	
	
	
	
	793
	2797
	5671
	17180


Table 14.4 Data from 2010
	2011
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	3118
	3091
	4503
	18,7
	27,3
	originator
	
	16502
	
	
	
	
	
	

	Q2
	3682
	2237
	4973
	13,2
	29,3
	originator
	
	16984
	
	
	
	
	
	

	Q3
	3669
	2188
	4621
	12,7
	26,9
	originator
	
	17193
	
	
	
	
	
	

	Q4
	2293
	1596
	5371
	9,5
	32,1
	originator
	
	16746
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	12762
	9112
	19468
	67425

	
	
	
	
	
	
	
	
	
	
	
	2293
	1596
	5371
	16746


Table 14.5 Data from 2011

[bookmark: _Toc331153834]Excel sheets Sanofi Aventis (2007 – 2011)
This appendix gives an insight in the collected data of Sanofi Aventis for the years 2007 till 2011 and is used in the study to conduct the tests. 
	2007
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	2665
	1081
	1873
	15,1
	26,1
	originator
	
	7177
	
	
	
	
	
	

	Q2
	2262
	1101
	1931
	15,9
	27,8
	originator
	
	6939
	
	
	
	
	
	

	Q3
	2569
	1084
	1754
	15,4
	25,0
	originator
	
	7025
	
	
	
	
	
	

	Q4
	1052
	1271
	1996
	18,4
	28,9
	originator
	
	6911
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	3876
	3486
	6095
	18633

	
	
	
	
	
	
	
	
	
	
	
	-3620
	220
	537
	-2508


Table 15.1 Data from 2007
	2008
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	2477
	1089
	1783
	15,7
	25,7
	originator
	
	6937
	
	
	
	
	
	

	Q2
	2121
	1091
	1789
	16,3
	26,7
	originator
	
	6689
	
	
	
	
	
	

	Q3
	1722
	1089
	1651
	15,9
	24,1
	originator
	
	6853
	
	
	
	
	
	

	Q4
	2076
	1306
	1945
	18,4
	27,4
	originator
	
	7089
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	27600

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	7121


Table 15.2 Data from 2008


	2009
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	2854
	1152
	1732
	16,2
	24,4
	originator
	
	7107
	
	
	
	
	
	

	Q2
	2976
	1108
	1895
	14,9
	25,5
	originator
	
	7438
	
	
	
	
	
	

	Q3
	2886
	1109
	1707
	15,0
	23,1
	originator
	
	7400
	
	
	
	
	
	

	Q4
	2137
	1214
	1991
	16,5
	27,0
	originator
	
	7361
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	3876
	3486
	6095
	18633

	
	
	
	
	
	
	
	
	
	
	
	-4840
	117
	761
	-3312


Table 15.3 Data from 2009
	2010
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	3302
	1110
	1701
	15,0
	23,0
	originator
	
	7385
	
	
	
	
	
	

	Q2
	3421
	1080
	1958
	13,9
	25,2
	originator
	
	7783
	
	
	
	
	
	

	Q3
	3244
	1085
	1851
	13,9
	23,7
	originator
	
	7821
	
	
	
	
	
	

	Q4
	2515
	1126
	2057
	15,2
	27,8
	originator
	
	7395
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	3876
	3486
	6095
	18633

	
	
	
	
	
	
	
	
	
	
	
	-6091
	211
	585
	-4356


Table 15.4 Data from 2010
	2011
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	3027
	1100
	1933
	14,1
	24,8
	originator
	
	7779
	
	
	
	
	
	

	Q2
	2945
	1197
	2268
	14,3
	27,2
	originator
	
	8349
	
	
	
	
	
	

	Q3
	3344
	1221
	2114
	13,9
	24,2
	originator
	
	8753
	
	
	
	
	
	

	Q4
	2828
	1293
	2221
	15,2
	26,1
	originator
	
	8508
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	3876
	3486
	6095
	18633

	
	
	
	
	
	
	
	
	
	
	
	-5440
	-32
	-220
	-6248


Table 15.5 Data from 2011

[bookmark: _Toc331153835]Excel sheets Takeda (2007 – 2011)
This appendix gives an insight in the collected data of Takeda for the years 2007 till 2011 and is used in the study to conduct the tests. 
	2007
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	USD =
	JPY

	Q1
	1862
	401
	1200
	12,9
	38,6
	generic
	
	3107
	
	1 =
	117,9

	Q2
	1163
	487
	1315
	17,6
	47,3
	generic
	
	2777
	
	1 =
	123,2

	Q3
	1589
	546
	1326
	17,1
	41,5
	generic
	
	3193
	
	1 =
	115,1

	Q4
	278
	943
	995
	35,3
	37,3
	generic
	
	2670
	
	1 =
	111,9

	
	
	
	
	
	
	
	
	
	
	
	

	
	JPY
	
	
	
	
	
	
	
	
	
	

	
	219579
	47267
	141520
	
	
	
	
	366333
	
	
	

	
	143295
	60046
	161952
	
	
	
	
	342135
	
	
	

	
	182873
	62902
	152631
	
	
	
	
	367527
	
	
	

	
	31095
	105573
	111372
	
	
	
	
	298807
	
	
	


Table 16.1 Data from 2007
	2008
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	USD =
	JPY

	Q1
	681
	2358
	1110
	59,2
	27,9
	generic
	
	3985
	
	1 =
	99,6

	Q2
	1028
	817
	1324
	21,0
	34,1
	generic
	
	3889
	
	1 =
	105,5

	Q3
	1444
	539
	1085
	14,3
	28,7
	generic
	
	3775
	
	1 =
	104,8

	Q4
	787
	836
	1198
	22,5
	32,2
	generic
	
	3720
	
	1 =
	90,2

	
	
	
	
	
	
	
	
	
	
	
	

	
	JPY
	
	
	
	
	
	
	
	
	
	

	
	67796
	234829
	110600
	
	
	
	
	396881
	
	
	

	
	108471
	86238
	139734
	
	
	
	
	410259
	
	
	

	
	151296
	56531
	113674
	
	
	
	
	395620
	
	
	

	
	70983
	75448
	108096
	
	
	
	
	335576
	
	
	


Table 16.2 Data from 2008

	2009
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	USD =
	JPY

	Q1
	1403
	661
	1194
	17,1
	30,9
	generic
	
	3863
	
	1 =
	98,1

	Q2
	1226
	739
	1252
	18,8
	31,8
	generic
	
	3934
	
	1 =
	95,7

	Q3
	1278
	823
	1239
	19,8
	29,8
	generic
	
	4162
	
	1 =
	89,5

	Q4
	505
	944
	1018
	26,5
	28,6
	generic
	
	3565
	
	1 =
	92,3

	
	
	
	
	
	
	
	
	
	
	
	

	
	JPY
	
	
	
	
	
	
	
	
	
	

	
	137594
	64867
	117144
	
	
	
	
	378977
	
	
	

	
	117311
	70714
	119819
	
	
	
	
	376476
	
	
	

	
	114355
	73698
	110854
	
	
	
	
	372493
	
	
	

	
	46569
	87113
	94006
	
	
	
	
	329019
	
	
	


Table 16.3 Data from 2009
	2010
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	USD =
	JPY
	
	
	

	Q1
	1113
	666
	1203
	17,5
	31,6
	generic
	
	3802
	
	1 =
	93,3
	
	
	

	Q2
	1376
	702
	1192
	17,3
	29,3
	generic
	
	4065
	
	1 =
	88,4
	
	
	

	Q3
	1333
	790
	1276
	17,9
	29,0
	generic
	
	4407
	
	1 =
	83,3
	
	
	

	Q4
	432
	1216
	1500
	29,2
	36,0
	generic
	
	4161
	
	1 =
	81,3
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	USD
	Profit
	R&D
	marketing
	sales

	
	JPY
	
	
	
	
	
	
	
	
	
	4570
	3553
	5484
	17459

	
	103834
	62113
	112223
	
	
	
	
	354698
	
	
	317
	179
	313
	1025

	
	121639
	62082
	105406
	
	
	
	
	359327
	
	
	
	
	
	

	
	111005
	65806
	106293
	
	
	
	
	367105
	
	JPY
	Profit
	R&D
	marketing
	sales

	
	35094
	98873
	121923
	
	
	
	
	338255
	
	
	371572
	288874
	445845
	1419385

	
	
	
	
	
	
	
	
	
	
	
	35094
	98873
	121923
	338255


Table 16.4 Data from 2010


	2011
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	USD =
	JPY
	
	
	

	Q1
	1442
	698
	1262
	16,2
	29,2
	generic
	
	4319
	
	1 =
	82,7
	
	
	

	Q2
	1123
	762
	1349
	17,7
	31,4
	generic
	
	4295
	
	1 =
	80,4
	
	
	

	Q3
	953
	921
	2017
	16,6
	36,4
	generic
	
	5535
	
	1 =
	76,8
	
	
	

	Q4
	-391
	1192
	2083
	24,2
	42,2
	generic
	
	4933
	
	1 =
	77,3
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	USD
	Profit
	R&D
	marketing
	sales

	
	JPY
	
	
	
	
	
	
	
	
	
	3266
	3647
	6841
	19520

	
	119236
	57715
	104394
	
	
	
	
	357219
	
	
	140
	73
	129
	438

	
	90315
	61286
	108496
	
	
	
	
	345283
	
	
	
	
	
	

	
	73165
	70737
	154941
	
	
	
	
	425106
	
	JPY
	Profit
	R&D
	marketing
	sales

	
	-30238
	92147
	160995
	
	
	
	
	381324
	
	
	252478
	281885
	528826
	1508932

	
	
	
	
	
	
	
	
	
	
	
	-30238
	92147
	160995
	381324


Table 16.5 Data from 2011


[bookmark: _Toc331153836]Excel sheets Teva (2007 – 2011)
This appendix gives an insight in the collected data of Teva for the years 2007 till 2011 and is used in the study to conduct the tests. 
	2007
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	418
	135
	456
	6,5
	21,9
	generic
	
	2080
	
	
	
	
	
	

	Q2
	629
	137
	469
	5,7
	19,7
	generic
	
	2386
	
	
	
	
	
	

	Q3
	648
	141
	458
	6,0
	19,4
	generic
	
	2366
	
	
	
	
	
	

	Q4
	700
	168
	518
	6,5
	20,1
	generic
	
	2576
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	2395
	581
	1901
	9408

	
	
	
	
	
	
	
	
	
	
	
	700
	168
	518
	2576


Table 17.1 Data from 2007
	2008
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	240
	179
	514
	7,0
	20,0
	generic
	
	2572
	
	
	
	
	
	

	Q2
	610
	198
	669
	7,0
	23,7
	generic
	
	2823
	
	
	
	
	
	

	Q3
	685
	194
	648
	6,8
	22,8
	generic
	
	2842
	
	
	
	
	
	

	Q4
	-708
	215
	680
	7,5
	23,9
	generic
	
	2848
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	827
	786
	2511
	11085

	
	
	
	
	
	
	
	
	
	
	
	-708
	215
	680
	2848


Table 17.2 Data from 2008


	2009
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	475
	219
	800
	7,0
	25,4
	generic
	
	3147
	
	
	
	
	
	

	Q2
	641
	169
	846
	5,0
	24,9
	generic
	
	3400
	
	
	
	
	
	

	Q3
	701
	195
	883
	5,5
	24,9
	generic
	
	3550
	
	
	
	
	
	

	Q4
	386
	219
	970
	5,8
	25,5
	generic
	
	3802
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	2203
	802
	3499
	13899

	
	
	
	
	
	
	
	
	
	
	
	386
	219
	970
	3802


Table 17.3 Data from 2009
	2010
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	240
	207
	934
	5,7
	25,6
	generic
	
	3653
	
	
	
	
	
	

	Q2
	927
	169
	833
	4,4
	21,9
	generic
	
	3800
	
	
	
	
	
	

	Q3
	685
	194
	648
	6,8
	22,8
	generic
	
	2842
	
	
	
	
	
	

	Q4
	1794
	363
	1418
	6,2
	24,3
	generic
	
	5826
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	3646
	933
	3833
	16121

	
	
	
	
	
	
	
	
	
	
	
	1794
	363
	1418
	5826


Table 17.4 Data from 2010
	2011
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	829
	239
	1053
	5,9
	25,8
	generic
	
	4080
	
	
	
	
	
	

	Q2
	617
	243
	1088
	5,8
	25,8
	generic
	
	4212
	
	
	
	
	
	

	Q3
	968
	227
	918
	5,2
	21,1
	generic
	
	4344
	
	
	
	
	
	

	Q4
	542
	371
	351
	6,5
	6,2
	generic
	
	5676
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	2956
	1080
	3410
	18312

	
	
	
	
	
	
	
	
	
	
	
	542
	371
	351
	5676


Table 17.5 Data from 2011

[bookmark: _Toc331153837]Excel sheets Watson pharmaceuticals (2007 – 2011)
This appendix gives an insight in the collected data of Watson Pharmaceuticals for the years 2007 till 2011 and is used in the study to conduct the tests. 
	2007
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	51
	38
	103
	5,7
	15,4
	generic
	
	671
	
	
	
	
	
	

	Q2
	57
	35
	97
	5,8
	16,1
	generic
	
	603
	
	
	
	
	
	

	Q3
	55
	35
	112
	5,9
	18,9
	generic
	
	594
	
	
	
	
	
	

	Q4
	61
	36
	109
	5,7
	17,4
	generic
	
	628
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	224
	144
	421
	2496

	
	
	
	
	
	
	
	
	
	
	
	61
	36
	109
	628


Table 18.1 Data from 2007
	2008
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	82
	38
	106
	6,1
	16,9
	generic
	
	627
	
	
	
	
	
	

	Q2
	95
	39
	104
	6,3
	16,7
	generic
	
	622
	
	
	
	
	
	

	Q3
	94
	45
	101
	7,0
	15,8
	generic
	
	640
	
	
	
	
	
	

	Q4
	87
	48
	113
	7,4
	17,5
	generic
	
	646
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	358
	170
	424
	2535

	
	
	
	
	
	
	
	
	
	
	
	87
	48
	113
	646


Table 18.2 Data from 2008


	2009
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	80
	42
	134
	6,3
	20,1
	generic
	
	667
	
	
	
	
	
	

	Q2
	90
	42
	128
	6,2
	18,9
	generic
	
	677
	
	
	
	
	
	

	Q3
	102
	52
	120
	7,9
	18,1
	generic
	
	662
	
	
	
	
	
	

	Q4
	90
	61
	138
	7,8
	17,5
	generic
	
	787
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	362
	197
	520
	2793

	
	
	
	
	
	
	
	
	
	
	
	90
	61
	138
	787


Table 18.3 Data from 2009
	2010
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	107
	60
	152
	7,0
	17,7
	generic
	
	857
	
	
	
	
	
	

	Q2
	99
	62
	157
	7,1
	17,9
	generic
	
	875
	
	
	
	
	
	

	Q3
	14
	76
	241
	8,6
	27,3
	generic
	
	882
	
	
	
	
	
	

	Q4
	30
	98
	206
	10,3
	21,6
	generic
	
	952
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	250
	296
	756
	3566

	
	
	
	
	
	
	
	
	
	
	
	30
	98
	206
	952


Table 18.4 Data from 2010
	2011
	Profit
	R&D expense
	marketing expense
	%R&D
	%Marketing
	Strategy
	
	sales
	
	
	
	
	
	

	Q1
	86
	74
	165
	8,4
	18,8
	generic
	
	877
	
	
	
	
	
	

	Q2
	96
	81
	188
	7,5
	17,4
	generic
	
	1081
	
	
	
	
	
	

	Q3
	118
	73
	190
	6,8
	17,6
	generic
	
	1081
	
	
	
	
	
	

	Q4
	156
	67
	212
	4,3
	13,7
	generic
	
	1545
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	Profit
	R&D
	marketing
	sales

	
	
	
	
	
	
	
	
	
	
	
	456
	295
	755
	4584

	
	
	
	
	
	
	
	
	
	
	
	156
	67
	212
	1545


Table 18.5 Data from 2011


		100
image3.jpeg
Marketing
expenditure

R&D expenditure

Originator/Generic
strategy




image1.jpeg




image2.gif




