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In-licensing lessons: 
Benchmarking Best Practice
Ben Folwell, Director BD&L lead
Pengfei Lu, Manager



Discovering hidden gems 
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Whether there is a need to support near term revenue generation with a quick win in a major market or ensure early access to lock 
in on an innovative product, data driven asset search screen and robust benchmarking practices 
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Benchmarking best practice
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Benchmark detailed deal terms for asset(s) of interest against appropriate comparators to support future negotiations
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• Filtered by 
products 
which 
launched/exp
ected to 
launch first 
indication in 
oncology

• Deal list forms 
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Benchmarking tool



Buy side perspectives on deal structures

Case Study: Benchmarking analysis, dynamic 
dashboard and deal case study profiling for an 
oncology focused biopharma company
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Context
The oncology focused biopharma were looking to prepare for future licensing deals involving 
their assets. They wanted to understand what typical royalty rates, and other deal dynamics 
were, in comparable oncology product deals – with a focus on solid cancers and ovarian 
cancer

Approach
Deal data from Evaluate, Biomedtracker and BioSciDB sources were filtered on deal type, 
inclusion of royalty rates and phase (PII or later) and were consolidated in a consistent format

Filtered deals were matched against Evaluate product and company fields (i.e. market cap, 
OD status, modality, region etc) to form the benchmarking attributes

The data was used to form a dynamic deals benchmarking excel dashboard, allowing the user 
to specific a set of deal attributes to see the effect on deal size and royalty rate – alongside 
deal counts and standard deviations

The data – and insights – were also presented in a PowerPoint slide deck, alongside select 
case study deals, which were chosen based on their relevance to the client’s own asset

Impact
The client received a PowerPoint deck outlining the methodology steps, the key insights from 
key deal set, and case study profiles on the strongest analogous deals. The client also 
received a supporting excel file with the raw deal data and a dynamic dashboard allowing 
them to review deal dynamics based on a comprehensive set of attributes

Example Deliverables:



For questions,
please contact:
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Ben Folwell PhD
Principal, BD&L Practice Lead
Citeline | Evaluate Consulting & Analytics 
+44 (0)7717 715677
Benjamin.Folwell@norsetlla.com
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