
BIO One-on-One Partnering™ allows international
companies to connect with leaders, investors, and
innovators across the industry. At the BIO International
Convention, you can meet with companies from around
the world – all in one place and in a few days. It takes
companies months, if not years, to work out the
scheduling and travel for the volume of meetings they
can have in one week at the BIO International
Convention."
-Mackensie Vernetti, Director of Partnering
Operations at BIO
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The Biotechnology Innovation Organization–BIO–is known
globally as the largest advocacy association in the world for the
biotechnology industry. For the first time in three years, the BIO
International Convention is set to take place in person from June
13-16, 2022.

In 2021, Mackensie Vernetti officially became the Director of
Partnering Operations at BIO. Currently, Vernetti oversees the
development and administration of the BIO One-on-One
Partnering™ platform. As the most widely used B2B partnership
platform in the life sciences industry, Korean companies can use it
to connect with any number of U.S.-based stakeholders in one
location.



According to Vernetti, “the average
company has 25 meetings at the BIO
International Convention.” Make each
and every interaction that you have
count through pre and post-event
marketing strategies. The best way to
do so is to be active, engaged and
prepared.

To help international developers best
prepare for attending, Mackensie
Vernetti is sharing her expertise on
successfully navigating BIO One-on-
One Partnering™.

“The biggest advice we have is to
encourage companies to fill out their
company profile to the fullest. The more
information in a company profile, the
more searchable and visible that
company is for others.” The partnering
platform works similarly to a strong SEO
strategy. Profiles must be set up around
groups of keywords that enable your
company to be easily found by
prospects.

To maximize potential results, it is
ultimately up to the individual company
to take initiative beyond just signing up
for BIO One-on-One Partnering™ and
creating a basic profile.

Optimize Your Partnering Profile -
Maximize Potential Results

Vernetti notes that “it is important for
Asian companies to provide a lot of
detail in their profiles as pipeline
databases and the usual trade
publications like Endpoints do not have
great coverage of Asia.” Rather than
assuming that potential partners will
land on your profile, you must equip
your page with “searchable and visible”
details to lead them there.

Mackensie Vernetti, 
Director of Partnering Operations at BIO

Key information to feature includes
“list[ing] drug assets” and “us[ing] the
ontologies to select the appropriate
therapeutic areas, clinical indications,
and mechanisms of action to classify
them.” 



The more specific information is provided in advance, the “more productive meetings” tend to be.
Orient your profile to align with your business goals. Whether you’re looking for funding,
partnerships, or advice from other vendors, ensure the information they’re looking for is featured.
Without specifics, your company can look like a carbon copy of similar players. Profiles in general
should be “thorough, readable, and typo-free.”

If you’re struggling with where to begin, Vernetti notes that “good examples of Korean company
profiles include Immunoforge, BiOrchestra, SN Bioscience, Chong Kun Dang.”

One key resource to link on your profile is your company website. While profiles give an
overarching glimpse of your organization’s offerings, your website should serve as the ultimate
hub of all brand activities. Make it easy for interested prospects to continue learning about you.
Take them further down the partnering journey by creating target-specific assets and hosting
them on their own easy-to-navigate, conference-centric landing pages.

BIO set a Guinness World Record for Largest Business Partnering Event in 2018



Beyond a strong profile, “consistent outreach” is also needed. Vernetti recommends that Korean
companies “send requests often [as] new companies are added to the system daily, and actively
respond to incoming requests.” Business representatives must maintain an active role in the time
leading up to BIO International Convention in order to successfully connect with as many industry
professionals as possible.

Implement a Multi-Channel Approach Around Meetings

Outreach should be conducted strategically, sending customized messages to prospects based on
their own specific niche. Taking a one-size-fits-all approach will likely result in fewer meetings overall.

In addition to direct outreach, Korean developers should consider multi-channel strategies to raise
awareness for their brands. BIO provides social media post templates to help get you started. “Some
of these companies had over 100 meetings at BIO. These companies told us how effective this social
strategy worked for them. We took this model and made it easy for everyone to emulate.”

Posting is just one piece of the puzzle. Korean companies should also make sure that they have strong
digital channels optimized for the U.S. market. Each asset you create should be self-service-oriented
and hosted on your website. Materials need to quickly educate the market on your ultimate value
proposition.

What other types of assets do you need to have in your partnership toolkit according to Vernetti? 

“A non-confidential pitch deck is a good place to start. I recommend preparing news, updates, and
data on key assets, services, and products for quick follow-up.” Rather than only focusing on your
technology, ensure that your assets tell a story. Identify how your solution can solve unmet market
needs or fulfill potential partners’ own portfolio gaps.

BIO One-on-One Partnering Meeting at BIO International Convention



Outside of partnering, BIO can aid
Korean companies in securing
relationships with KOLs (key opinion
leaders) and beyond.

Despite the platform name, BIO One-on-
One Partnering™ is not just for forming
direct partnerships. It is equally as
important for securing relationships with
and advice from other industry players.
“Take the opportunity to meet with
vendors. It is highly likely you will learn
something from every vendor, and every
vendor has at least one useful connection
they can help you make.”

Beyond Partnering - Key Takeaways to Leverage BIO’s System

Ultimately, BIO was designed to support
biotechnology companies of all sizes.
Vernetti explains “our goal is to have an
effective and efficient way for the biotech
industry to keep meeting and innovating,
and BIO One-on-One Partnering has done
so for in-person, virtual, and hybrid
environments.”

Non-native English speakers need not fear
in-person events. “One of the benefits of
returning in-person is the ability to build
relationships. Those who may not speak
English as a native language should not
shy away from conversations outside of
business discussions. Everyone recognizes
they are at an international convention
and should feel comfortable making new
connections.”

Meeting Area at BIO International Convention

Whether you’re looking for additional
funding or trying to play catch up on
competitors, BIO offers a plethora of
opportunities for international companies.

Vernetti’s final piece of networking
advice is to “follow-up on your leads.
BIO’s partnering system is open for a
year after the close of the BIO
International Convention to allow ample
time to download meeting data and
exchange contact information with
those you’ve met.” Stay in touch well
past BIO events. Connect externally to
send interested prospects pipeline
updates, invite them to upcoming
webinars about your technology, and
continue guiding them through the
partnering process.

Your relationship with U.S.-based
players should not start and end at one
convention or partnering conference. It
must continue to be nurtured over time
through offline and online channels.

-Content by Shannon Lindahl, Global Business and

Marketing Associate at BDMT Global

If you are interested in connecting with Mackensie
Vernetti or in working with the Biotechnology
Innovation Organization, please send an email to
sim@bdmtglobal.com
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