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* Can Your CDMO Leadership Deliver?

2025 has already delivered a stark wake-up call to the CDMO sector. As Novo Nordisk's
acquisition of Catalent reverberates through the industry and JPMorgan's healthcare
conference catalyzes major investment deals, one thing becomes crystal clear: the CDMO
landscape isn't just evolving—it's fundamentally transforming.

The Stakes Have Never Been Higher

Consider this: The global CDMO market is charging toward $547.1 billion by 2030, with North
America already commanding 25% market share and eyeing 58% growth. Meanwhile, South
Korea isn't waiting for permission to enter the game, with Samsung Biologics making
aggressive moves and showcasing their manufacturing prowess. The BioSecure Act's
geopolitical ripples may push manufacturing partnerships away from China, creating a prime
opportunity for U.S.-based CDMOs to reclaim business lost to overseas cost advantages.

But here's the real question keeping CDMO executives awake at night: Do you have the
leadership capacity to seize this moment?

The Global CDMO Market
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The only surefire way to lose over the next five years is to stand still.
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https://www.globenewswire.com/news-release/2024/10/16/2963825/28124/en/Healthcare-Contract-Development-and-Manufacturing-Organization-CDMO-Strategic-Business-Research-Report-2023-2030.html
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The Leadership Reality Check

When Merck spent $76 million building in-house capabilities for their antibody drug conjugate
line, they made a statement about the value of manufacturing infrastructure. But for most
biotechs, that capital investment is neither feasible nor strategic. They're looking to CDMOs as
specialized partners—not just service providers. This distinction is critical.

The market's 7.6% CAGR tells only part of the story. Behind these numbers lies a more complex
narrative about leadership capability. As one biotech CEO recently confided, "We're not just
buying manufacturing capacity; we're betting our company's future on our CDMO partner's
ability to deliver."

In the current CDMO landscape, leadership emerges as the linchpin for success. The ability of
CDMOs to capitalize on the projected market growth hinges on having leaders who can
effectively steer their organizations through uncharted waters. These leaders must not only
focus on delivering results today but also invest strategically for future success.

The industry needs CDMO leaders to continuously push for innovation, operational
improvements, and strategic growth initiatives. In an industry where change is constant,
leaders must be willing to embrace new technologies, explore emerging markets, and adapt
their business models to stay ahead of the curve

The Uncomfortable Truth About Scale with Technology

Let's be honest—the infrastructure for tomorrow's growth must be built today. The CDMO
industry is not immune to the disruptive forces of technological advancement, particularly in
areas such as Al and automation. But infrastructure isn't just about capital investment and
automation. While emerging technologies promise efficiency, the increasing complexity of
biologics, antibody-drug conjugates, and cell and gene therapies demands more human
expertise, not less.

The high-mix, low-volume reality of R&D and clinical work demands something automation
alone cannot provide: exceptional leadership. This involves not only identifying and developing
high-potential individuals within the organization but also ensuring that they are engaged and
challenged in their roles, to navigate the nuanced landscape of intellectual property exchange
and complex decision-making.

The Succession Planning Emergency

Here's an uncomfortable question: If your top three leaders left tomorrow, could your
organization maintain its trajectory? In an industry where emerging companies readily throw
C-suite titles at talented individuals, bench strength isn't a nice-to-have—it's survival.
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Effective succession planning goes beyond simply filling
positions. It requires a comprehensive approach that
includes mentorship, cross-functional exposure, and
opportunities for emerging leaders to tackle challenging
assignments.

The next generation of CDMO leaders must navigate stricter
GMP guidelines, complex global compliance reform, and
ever-evolving regulatory landscapes while maintaining the
agility to seize market opportunities. This requires a new
breed of leader: one who can drive operational excellence
while building trust-based partnerships that withstand
market pressures. By investing in their talent pipeline,
CDMOs can ensure they have the right people in place to
drive growth and innovation in the years to come.

The Path Forward for CDMO
Leaders

Trust is paramount. When issues arise with drug production
or supply, it's the pharmaceutical company's brand that
faces scrutiny, not the CDMO. This underscores the critical
importance of building and maintaining strong, trust-based
relationships with clients. CDMOs must demonstrate not
only technical expertise but also a proactive approach to
communication, problem-solving, and risk mitigation.

Successful leaders in this space must possess a high degree
of emotional intelligence, and ability to navigate complex
client relationships with transparency and integrity. This
involves being willing to admit faults when necessary while
also rallying their teams to deliver exceptional results. By
fostering a culture of open communication and shared
commitment to client success, CDMOs can differentiate
themselves in a competitive market and build long-lasting
partnerships that drive mutual growth.

As the aging global population drives demand for new
therapies, and chronic disease rates rise, the pressure on
CDMOs will only intensify. Success in this environment
requires leaders who can:
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Navigate the delicate balance between quality and speed.
Build trust through proactive communication and consistent delivery.
Drive continuous innovation while maintaining regulatory compliance.

Identify and capitalize on emerging therapeutic niches.

QOO 9

Cultivate and retain top talent in an increasingly competitive market.

Your $500 Billion Decision

The CDMO industry stands at a pivotal juncture. The question isn't whether the CDMO market
will reach $500 billion—it's whether your organization will capture its share. The winners won't
be determined by technology alone, but by leadership teams capable of driving transformation
while maintaining unwavering focus on quality and delivery.

Ultimately, the success of CDMOs in this rapidly evolving market will depend on their ability to
differentiate themselves through a combination of technical expertise, operational excellence,
and strong client relationships. Those organizations that can consistently deliver high-quality
products and services, while also demonstrating a capacity for innovation and adaptability, will
be best positioned to capture a significant share of the growing market.

As you consider your organization's readiness for this future, ask yourself: Are you willing to
bet $500 billion on your current leadership team? If there's even a moment's hesitation in your
answer, it's time to act. The market won't wait, and neither should you.

In an industry where patient lives hang in the balance, standing still isn't just a strategic mistake
—it's an existential threat. The time for bold leadership decisions is now.

Authors

Vanessa Damoulis, PhD.
Vice President

04



https://www.kingsleygate.com/consultants/vanessa-damoulis-phd/

>{ Kingsley Gate



