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Profile

Geneva-based Serono is a global 
biotechnology leader with more 
than 4,600 employees in 44  
countries. Serono has eight  
biotechnologies on the market,  
25+ pre-clinical and clinical  
development projects, and sales in 
more than 90 countries.

Action Strategy 

Expand the business knowledge 
and develop the leadership  
potential of high-performing 
executives.

Learning Mechanism 

Two one-week intensive modules. 
The first focused on leading edge 
research in management, science, 
and engineering directly related 
to Serono’s own R&D, produc-
tion, and marketing activities. 
The second examined leadership 
issues. Between modules, par-
ticipants worked on team projects 
that translated newly acquired 
business and science frameworks 
into action strategies for Serono’s 
development.

Result

A group of high achievers with an 
intercontinental network of peers 
taking on key leadership positions 
in the company’s upper echelon.

Serono
Preparing a Biotech Pacesetter to 

Lengthen its Lead

Geneva-based biotech powerhouse Serono (now Merck Serono) has a  
signature dynamism and an industry reputation as a pathfinder. But  
leaders quickly become followers in today’s hypercompetitive market 
unless they continually strive to innovate and to reach higher levels of 
excellence.

Serono decided that, to stay on top, it needed to reach outside its sphere. 
The company decided to work with two schools of management—MIT 
Sloan and Thunderbird/Garvin School of Management—to develop a 
custom program to prepare its high-achieving worldwide management to 
lead the company into a strong future.

According to Serge Panczuk, the company’s corporate HR director, 
Serono was disappointed in MBA-style programs because they failed 
to stimulate and challenge Serono’s high potential leaders. “We tried an 
off-the-shelf program,” Panczuk says, “and found it didn’t give us what we 
needed.”

Following a wide search of leading U.S. and European universities, Serono 
determined that MIT Sloan was one of the only institutions whose faculty 
has the industry experience to challenge Serono’s senior scientists on 
their own terms. According to Panczuk, many  biotech scientists had  
difficulty relating to marketing before the program, but coming to MIT 
Sloan brought about an attitudinal sea change. 

“Being taught by a world-class MIT Sloan marketing professor who is 
immersed in real scientific research was eye-opening,” says Panczuk. 
“Here was someone who could communicate with our senior scientists at 
their level and instruct them in methodologies and techniques they could 
use to take their work to a new level.”

In addition to instruction in state of the art business frameworks,  
speakers from the science and engineering faculty at MIT exposed the 
participants to leading edge research in fields directly related to Serono’s 
research activities. “The program connected Serono’s own scientists with 
the MIT science faculty,” explains MIT Sloan professor Duncan Simester, 
faculty director of the Serono custom program. “There are few other 
institutions that can bring a faculty of this caliber and breadth to a custom 
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program such as this.”

Serono’s Panczuk agrees. “MIT is famous within the biotech industry.  
For our senior scientists, attending MIT was like a child going to Disney-
land. They were stimulated and challenged by being immersed in MIT’s 
research and educational environment.”

MIT Sloan faculty thrive on collaboration and were intrigued by the chance 
to integrate with faculty from Thunderbird and with Serono’s senior  
management team. Key executives and board members from Serono 
worked with participants to determine just how the frameworks developed 
in the program could be applied in the context of Serono’s own strategic 
plan. 

The overall quality of the program has created a major incentive for 
talented and rising executives within Serono. “By exposing our top talent 
to the world-class instruction of this MIT Sloan custom program, we are 
demonstrating just how highly we value them,” says Panczuk. “We are 
giving our best people the tools to excel, to take the company to new levels 
of performance. This program helps us to retain and develop our best 
people. It has been a huge source of maturation for them.” 

Panczuk adds that several of the program participants have been  
promoted, including four to VP positions at the highest levels within the 
company.

This program has become a 
think tank for our participants 
to step back from business as 
usual and develop a broader 
understanding of what’s going 
on in other areas of our organiza-
tion and throughout the industry.  
Participants examine industry 
trends and brainstorm key  
objectives for the future direction 
of the company.”

Serge Panczuk 
Corporate HR Director 
Serono International
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