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Trends in Global Tendering & how to shape them
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CUBE rl\%l Global Tender & Contracting market overview

Tender & Contractingis prevalent in all regions across the world and is growing continuously

Total Pharmaceutical Market size
in 2023 around 1'587 bn USD

— Global Tender & Contracting
Business estimated at 500-600 Aene) 278 eiidne glose e

bn USD ~ 30-40% business is driven by the off-patent

segment
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Sources: https://www.statista.com/
Source: Tender publishing websites such as e.g. TED (Tenders electronic Daily) Source: Interviews with Tender/Pharma Experts 2022 and 2023



cUBE < From winner-takes-it-all to multiple winners
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CUBE <] From national to cross-national procurement

Local in-country Cross-national
tenders tenders

Joint procurement in the Middle East:
The Gulf Cooperation Council



CUBE <I From off-patent to also on-patent tendering

Off-patent On-patent
tendering tendering

Figure 3.4. Tendering is used by several countries to procure patented and off-patent medicines
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Note: Question B11: Which of the following mechanisms are used to encourage price competition between freatment alternatives?
Source: OECD survey on On-patent competition, 2022



CUBE <] From price-only to MEAT / MCDA tendering

Price-only MEAT-based
tendering Tendering
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CUBE < Slow start in using ESG-based award criteria

ESG Criteria included in

Non ESG (Environmental tenders

& Social) criteria tenders

Examples of Environmental Tender Criteria Spain France  Hungary Luxemburg
Vear On Year Trend Select Category  Socjal-Environmental-S... ™

Automatic assessment environmental criteria. Minimization of waste or emissions 19

Company approach in favor of sustainable development in all its components 235
10% Supplier services and environmental performance based on the quality of the

supplier's services and whether or not it is committed to an environmental
approach

Environmental Considerations

Environmental policy

Environmental protection performance

5% Implemented environmental management system according to HRN EN SO 14001:2015 33
Implemented environmental management system according to the ISO 14001 standard
RSE (Responsabiité sociétale des entreprises)

social criteria 5

[~
o I o = B

B i | supplier services and environmental performance

0% Sustainable development assessed with regard to the measures taken 14
2020 2021 2022 2023 Sustainable development assessed with regard to the measures taken to meet
B this objective within the framework of this contract
W% Occurrence B AVG. Weighting
Technical value: ease of reading, expiry date, sustainable development 3



cuBe €| Clear increase in supply-related award criteria
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CUBE <1 Using data to measure integrity of bidding process

Low usage of data & tech to USlzg c:ata &
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CUBE ] Tendering more frequently used to buy Digital Health Solutions

. ﬁ +22%

800

ﬁ +13%

Quarter by quarter growth
comparison in number of
digital health tenders in Europe

600

. Big Health Data . Biomarkers / Wearables
. Genomics . Hospital Management
[l Remote Patient Engagement [l Telehealth

400

200
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CUBE

Tender shaping can happen on different levels

Procurement Archetype

B ——— Award Criteria Shaping Tender set-up Shaping

For example, shaping from

Shaping the procurement Shaping the award criteria L . )
approach from ‘price-only away from just price and into ‘wmr?er-tolfes-lt ,G” toqurds
tendering' to '"MEAT / Quality- more balanced MEAT criteria. ) multiple winners-or trying t?
Tenders' to 'negotiated and Shaping within MEAT criteria to increase the submission degdlmes
value-based contract’ increase probabilities to win. to allow for more preparation etc.
R

OV _E@@/ )—

Tender shaping may not apply to every tender and some tenders might not be big or critical
enough to justify the substantial effort, planning and engagement with the customer



CUBE

Tender archetype shaping

Shaping of actualtender archetype fromprice-only tender (bidding & auctioning)towardsvalue-based tenders (MEAT) and
finally to a value-based negotiated contract
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Different
Tender Price only tenders Criteria based tenders Negotiated agreements

Archetypes

Differentiate ngelop )/glue Value-Based
roposition

beyond price & USP negotiation

Understanding
Stakeholder

Increase Pricing Flexibility and Needs

Optimize COGS

Priorities

Stakeholder Engagement & Management




CUBE <]

Be pro-active and
anticipate and manage
upcoming tender
opportunities

In many countries, tenders are

cyclic. They have a start date, a
duration and an end-date.

Using historical data and pattern
recognition to anticipate tenders
that are not published yet.

This increases preparation time
and is a competitive advantage.
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CUBE <]

Understanding the customer and identifying /understanding the
different stakeholders within the customer is critical

Anticipate Select a Understand Map il chse Involve the
& Plan Customer Cu.s,tor.ner Stakeholders an customer
Objectives evidence

-
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« Anticipate Assess * Objectives can Map internall * Usea + Continuously
e e customers by be found via stakeholders cross-functional involve the
9-12 months their criteria prior within the team to develop customer and
before 'value vs. price' interactions, on customer. Who your unique build
published & the websites, in the is a decider value proposition relationship

possibility to RFP, discussions and whois an to this specific also after the

« Tender are influence or KAM influencer? customer and tender
cyclic and opportunity
plannable How to « Gain insights Create + "Afterthe

prioritize a into their key stakeholder e Collect evidence tender is
customer or @ objectives and map for to prove your before the next
tender? challenges customer case and impact tender”

from a customer
perspective
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Key Takeaways

* Tendering has become one of the main procurement channels in
pharma across the globe and is constantly growing

* Itisacomplexand dynamic market, and it is important to see the
trends
*  Currently in many countries, tenders are very price-driven, which can

lead to an unattractive and unsustainable market

* |tisimportant to be pro-active and strategically shape to maintain and improve
market conditions and attractiveness
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mailto:info@cuberm.com
https://www.linkedin.com/company/17945267/admin/
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	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12
	Slide 13
	Slide 14
	Slide 15
	Slide 17

