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portfolio to address local requirements. The right R&D strategy will involve reducing costs so that 
they can develop innovative drugs tailored to emerging market needs and still make a profit. 
Sanjiv Talwar, Shail Thaker, and Matthew Wilson 

60.	� Cutting through the complexity: Insights into the future of clinical trials in 
emerging markets 
As investing in emerging market infrastructure becomes a pillar of pharma growth strategies, 
conducting clinical trials in these markets should be more attractive than ever. So why are 
such trials declining, and how should executives evaluate the opportunities in this increasingly 
complex environment?  
Jackie Hua, Shail Thaker, and Matthew Wilson 

66.	� Managing pharma supply networks in emerging markets 
Before they rush to secure sources of supply in emerging markets, pharma companies should take 
care to ensure they have the right long-term strategy, the right partners, and the right organizational 
resources to manage their partnerships. 
�Vikas Bhadoria and Jaidev Rajpal

  

72.	� The outlook for China’s medical products industry  
Robust growth prospects are creating tailwinds for China’s medical products industry. However, 
multinationals should prepare for turbulence ahead as market access becomes more complex, 
pricing pressures increase, and local competition intensifies. 
Lifeng Chen, Yinuo Li, Rajesh Parekh, and Jin Wang

80.	� Winning in Russia pharma: The next growth horizon 
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