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The Paring Down  
of Dermatology 

I
n the past several years, we have seen a continual move 
toward consolidation in our field. This has included 
not only the purchase of dermatology practices by 
large groups and hospitals, but also the loss of several 

family-owned and/or smaller pharmaceutical compa-
nies via purchase or merger. Most 
recently, it was announced that Valeant 
Pharmaceuticals intends to purchase 
Medicis Pharmaceuticals. How will this 
affect our specialty?

In the short run, the results may 
not be apparent. It may take years for 
an equilibrium to materialize after a 
takeover of this magnitude during the 
integration of such large companies. 
Inevitably, there will be bumps in the 
road, which impede speedy changes.

Competition with other players in 
the field will likely yield short-term 
benefits for our specialty, such as ‘price 
wars’ for cosmetic treatments or medications, such as Botox 
or Restylane. These potential savings have to be weighed 
against the market expansion necessities that are likely to 
take place when companies wage battle with the goal of 
increasing sales. New areas of expansion often translate to 
non-core cosmetic surgeons and medispas being wooed, a 
possible negative development. 

While it would be pleasant to hope that new competition 
would spur corporate support of dermatology as a whole, 
it is not clear that this is happening. With fewer companies 
present, there simply are fewer opportunities for smaller 
societies that exist to educate* and seek sponsorship for 
meetings and expenses. In personal communications with 
several dermatologists in charge of fundraising for non-
profit societies, there is a general concern that donations 
are down. Additionally, charitable donations, sponsorship of 
new dermatologists, and meeting support are being critically 
affected by mergers of companies, even at this time.

Without as many innovative and small companies, drug 
development could slow down as well. While many der-
matology companies bring out new drugs, most of these 
are fostered in the labs of start-up or smaller companies. 
Because there will be no need for extra versions of drugs 

(how many varieties of any particular 
topical agent are needed by one com-
pany?), new forms of pharmaceutical 
development may be hampered.

Sadly, the culture of our specialty may 
be affected greatly. We are a collegial 
specialty, used to meeting and greeting 
the CEOs of major companies when 
we attend the American Academy of 
Dermatology (AAD) meeting. While 
we may not often do so, many derma-
tologists have a relationship that allows 
them to write or call management in 
pharmaceutical companies to talk with 
them if we have an issue with a drug 

they manufacture. If the corporate structures becomes so 
Byzantine that it is nearly impossible to know who does 
what at a company or the proper channel to consider if 
change is needed, that opportunity would be lost.

Lastly, the benefits to young dermatologists may also 
diminish over time as less competition is noted. While many 
dermatologists decry the gifts—whether educational or gas-
tronomic—that companies provide, there is no doubt that 
new textbooks or computer programs are, in many ways, 
essential, yet unaffordable, for the average resident. With 
fewer companies could come less likelihood of free or sub-
sidized educational options for the future of our specialty, 
dermatology residents.

Can this work out for the better? Only if the companies 
that are forming and reforming now accept and embrace 
the culture of our beloved specialty and remember that der-
matologists are surely partners in promoting their long-term 
financial success. n
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