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Full-Service Clinical Research for Biotech and Pharma Industries 
 

About MedSource 
MedSource is recognized as a full-service clinical research organization (CRO) focusing 
on complex clinical trials, with a particular expertise in oncology. MedSource began as a 
specialized clinical monitoring group and has consistently expanded to add services and 
staff to increase the value we can deliver for our clients. Our close proximity to a world-
class leading cancer center has provided us with a breadth of oncology trial experience, 
highly trained staff, and the foundation for our therapeutic focus.  
 
Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 
 
CEOCFO: Mr. Lund, what is MedSource? 
Mr. Lund: MedSource is a company that assists the biotech and pharmaceutical 
industry with their drug development. 
 
CEOCFO: Your site indicates that you work on complex situations. What are you 
doing that the typical CRO would not? 
Mr. Lund: We tend to focus on the more complex study designs and disease states. 
Many CROs work in those areas but do not place a focus on them. They tend to take 
those types of programs as they come. We have specifically chosen to work in the more 
difficult study designs and more difficult disease states. 
 

CEOCFO: Was that the concept in the beginning or did that develop over time? 
Mr. Lund: It was not the concept in the beginning. We did have the idea of staying focused in the area of oncology as a 
point of expertise. Then as we developed experience there, we naturally moved into the more complex areas of research. 
That would include some of the rare diseases and unmet needs. 
 
CEOCFO: What are some of the challenges in dealing with the more complex areas and how are you able to 
address them? 
Mr. Lund: What makes them more complex is that in early stage research, especially in the tougher disease space, it is a 
population that is more difficult to treat. There is also a different type of complexity to their disease or disorder than, for 
example, a standard cardio vascular study or an allergy and asthma study. We are dealing in organ transplants and 
complex central nervous system studies, oncology trials--things along those lines. Even within those indications we get 
into more complex protocols or more rare disease states. If we were in oncology we might do a number of GBM 
(Glioblastoma Multiforme) studies, which is a rare brain tumor type. If we are doing breast cancer we might do triple 
negative breast cancer trials, which is a rare form and a much tougher form of breast cancer to treat. Therefore, we are 
looking for those tough to treat opportunities, which tend to be more prevalent in the biotech industry and less so in big 
pharma. 
 
CEOCFO: What is the competitive landscape? Are there many CROs that specialize in the more complex areas?  
Mr. Lund: There are not many that focus on the more complex disease states, so the competitive landscape is very 
broad. However, we are certainly in a very competitive industry and we compete with just about anyone. When it comes to 
bringing experience to the table and looking at companies that can do the type of work that we do, there are very few that 
focus in these specific areas. 
 
CEOCFO: Are the people that should know about you aware of your service? 
Mr. Lund: Probably not as many as we would like. We are not a large company and we do not have three or four dozen 
offices around the world. We are a smaller niche group, with no intention of becoming a giant CRO. We just want to be 
very good at what we do and the growth tends to follow that. Our focus is on managing that growth and maintaining the 
quality that we bring to the table. Within the circles that we work in, such as the complex diseases, we are fairly well 
known, but in the industry as a whole, we are still a very small group and not a common household name. 
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CEOCFO: What do you look for in your people? What might be different that you need for the population that you 
are dealing with? 
Mr. Lund: It is difficult to find good people, but that is one of the reasons that we have chosen to grow more deliberately 
and not to grow at a rapid pace. As you add services you have to find great people to fill the slots that you have open and 
we are not really interested in just grabbing someone with the experience that we are looking for. They really have to be a 
great fit, so they go through a very extensive interview process. We also take them through an online employment 
assessment test that gives us a sense of who they are as an individual, what their strengths are and what their work style 
and work ethics might be like. That gives us a full picture of what we are looking at. We are looking for people who are 
committed in moving forward with us with the philosophy that we have regarding how we work with each other, how we 
work with our clients, our vendors and trying to create long term relationships in each of those sections. 
 
CEOCFO: Would you give us an example of where the expertise comes in and something that a client might point 
to as you having handled differently than another CRO? 
Mr. Lund: There are a couple of things that make us different than the competition. Most CROs are going to tell the same 
story; that they have an experienced staff and offer the services that the client needs. What separates us is that when we 
get face-to-face there is a level of trust that is built, based on the people that we bring to the table and the message that 
we are giving. We have a very strong commitment to seeing the client meet their goals. We are very interested in what 
their end points are, what their long term outcome potentials are and how we can help them get there. We bring people to 
the table with years of experience. On average our team has eight to ten years of experience in the role that they are in 
and fourteen to fifteen years of clinical experience across the board. We have a deeply experienced staff. We also have a 
very low turnover rate, which most CROs tend to struggle with. We tend to be able to keep staff long-term and they tend 
to stay on through the duration of the programs they work on. Many of these programs are three to four years long, 
sometimes longer. It is not uncommon for our clients to experience a fair amount of turnover when working with other 
CROs. The average turnover in the industry is right around 30% on an annual basis, so clients tend to see two to three 
project managers roll through or a couple of directors change in the course of a trial, which can be frustrating. Our 
turnover is historically under 10%. 

 
CEOCFO: Do you feel that is because of the atmosphere or because you are able to do a good job in unearthing 
the right people? 
Mr. Lund: It is a combination of things. Sometimes we are able to find the right people but we also work hard at trying to 
build the kind of culture where we feel people would want to be a part of. In our industry, we have created a culture and 
environment that really works. Many of the people we hire come from offices where they are working them sixty to seventy 
hours a week pretty consistently. That is not uncommon to see, so when we are building our culture and we are building 
our staff, we work very hard and spend a great deal of time and effort to get good people onboard. Then we do everything 
we can to keep them there. 
 
CEOCFO: What is your geographic reach? 
Mr. Lund: Our geographic reach is primarily North America. When we work outside of the US, which we do occasionally, 
we will work with partners in the regions that we need to. 
 
CEOCFO: What is your focus as CEO: what is your day like? 
Mr. Lund: That is a good question. My days are rarely the same. Most of my day is spent working on the strategy of the 
company and making sure that we are focused on the areas that we have set as being key issues for us in regards to our 
growth and development as a company. I am looking for opportunities to grow outside of the boundaries that we sit within 
and we are looking for ways to add new services. We are currently adding offices in North America; we just added San 
Diego as a recent office and we will be opening up in Boston sometime within the next nine months. 
 
CEOCFO: How did you decide where to open these offices and does staffing come into play? 
Mr. Lund: There are two main criteria for us when we open an office. One is if we are going to be able to find the staffing 
there locally. The other is if we are hitting a biotech hub and San Diego is a very strong biotech hub. We expect to see a 
lot of activity from San Diego straight up through Vancouver, BC. On the east coast, Boston has really taken off and is 
growing probably faster than any other biotech sector in the country right now. 
 
CEOCFO: Are their one or two projects that? 
Mr. Lund: When it comes to what we accomplish as a company, based on the work that we do, the thing that we are most 
proud of are the types of programs that we are engaged in. We have worked on some of the biggest drugs in the industry. 
Some have seen great success in oncology, both in solid tumors and in leukemia. It is nice to know that we are having an 

“When we come to the table, we do so because we feel that we are the client’s best option.” 
                                                               - Eric Lund 



 
 
 

3 
 

impact in areas that are very difficult to treat. These are areas that are very personal to many people and have a large 
impact on families. The other thing that I am most proud of is the staff that we have put together. We have an incredible 
team that we believe is one of the best in the industry, not just in experience and talent, but in the level of commitment 
and dedication to research. 
 
CEOCFO: Why is MedSource a company of note? 
Mr. Lund: MedSource is not going to be the answer for every company, but when we come to the table, we do so 
because we feel that we are the client’s best option. We have a tremendous amount of experience in the complex disease 
arena and there are very few companies large or small that can match what we have created. On top of that we bring 
together one of the most experienced staffs in the industry and a group that is incredibly committed to seeing our clients 
succeed. 
 
CEOCFO: Final thoughts? 
Mr. Lund: We have accomplished a lot in 17 years. We have managed about 700 trials and more than half of those are in 
Phase I and II. This is an important distinction in complex diseases because early phase is where most of the research 
happens. It is where the go – no go decisions are made. It is where you find out which compounds are going to make and 
which ones aren’t. 
 

 
BIO: Eric Lund founded MedSource in 1997 and has held the position of President since its inception. He has more than 
20 years of experience in the biopharmaceutical industry, including leadership of clinical programs in Phases I-IV across a 
number of therapeutic areas, including oncology, hematology, allergy, and HIV/AIDS. He began his career at Rhone-
Poulenc Rorer Pharmaceuticals (RPR), first as a business team leader, later moving into clinical research. After several 
years at RPR he was retained by the emerging biotech company Aronex Pharmaceuticals where he led the management 
and strategic oversight of the clinical programs for several oncology drugs and one AIDS drug. 
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MedSource 

16902 El Camino Real 
Suite 1A 

Houston, TX 77058 USA 
281-286-2003 or 877-269-2987 

www.medsource.com


