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Since its foundation in 2005, the Centre for Executive Leadership for the pharmaceutical industry – C.E.L.forpharma 

in short – welcomed over 4800 executives from pharma, biotech and other life science industry sectors from 

around the world.

 

many executives travel a long way to C.E.L.forpharma’s 1- or 2-day courses to be trained face-to-face by international 

top-notch experts on new competencies in market-facing functions: Market Access - Medical Affairs - Marketing 

- Business Development. our expert faculty equips them with market-oriented competencies to better manage the 

business processes that lead to success in the market. Companies investing in C.E.L.forpharma’s open enrollment 

courses not only acquire new business-critical competencies, but also learn from other companies, and in 

addition boost the motivation of talented executives. Not surprisingly, our delegates not only come from Europe 

but also from beyond: middle & Far East, russia, turkey, U.S.a, etc.

 

at C.E.L.forpharma’s courses you learn from true industry experts, carefully selected for the international reputation 

they enjoy in their field of expertise and professional network. They combine a strong theoretical backbone with 

a wealth of practically relevant experience in working with healthcare companies across a wide spectrum of 

therapeutic areas and geographical markets. in addition, they are skilled in transferring the essentials of their 

expertise to a broad international executive audience.

 

You also learn a lot through interacting in a small class with your peers from a rich variety of functional areas, 

geographical and therapeutic markets. the discussions sparked during a C.E.L.forpharma course add a valuable 

learning dimension, as testified by many past participants; you can find a selection of testimonials in this brochure.

 

this brochure provides a summary of the C.E.L.forpharma courses that have proven to be highly valued by past 

participants. For more details about content, the expert-trainers, dates, locations and new courses, please visit our 

website at www.celforpharma.com. 

 

We look forward to meeting you at one of our unique courses!

 

 

Sincerely yours,

 

Luc De Langhe

Co-Founder & CEO

Welcome 4800 +
Executives
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Principles of Pharma Market  
Access in Europe

•   Senior consultants with the Adelphi Group, a group of specialist companies  
 that uniquely embraces all  the disciplines that integrate into Market Access.

•  this expert faculty combines a unique blend of expertise and experience  
 of all  strategically vital aspects in market access optimisation.

By Mark Silvey & Nick Proctor

Understand market access and grasp the structure of a healthcare system with its stakeholders – Learn the market 
access environment in Europe’s major markets – Know how to develop a market access plan and how to  
communicate value to stakeholders.

Grasp the full  meaning of Market Access, its importance for optimising product  
launches and its implications for the whole organisation, from phase ii up to post-launch.

Learn to integrate market access concepts into clinical and brand marketing plans. 

Have a good understanding of the differences across the healthcare systems in europe (eU-5)
with respect to optimising market access for your brands.

Gain insight into how stakeholders – and which ones! – impact  
on the success of your brand along its l ifecycle.

Know how to develop a Market Access Plan from early phase ii up to post-launch,  
including all  tactical components.

Learn to use the concepts and techniques that have proven  
to be successful in influencing the market access decision-makers. 

Gain expert insight and advice from an expert faculty with vast relevant cross-functional  
and multi-therapeutic experience from both industry and consultancy.

What Participants Say About This Course:

1

2

3

4

5

6

7

Great course to step into Payer’s 
shoes. Very practical case 
studies and explanations of local 
approaches.

Purman Consulting
Gabor Purman, Behavioral 
Economist - The Netherlands  
- June 2018

By Attending This Course, You Will

2-Day Course

Great overview of Market Access 
principles in Europe!

Ipsen Pharma
Jan Swiderski, Public Affairs  
Manager - France - June 2018

Great course! Really good introduction 
to Market Access. Would recommend 
this to anyone looking to understand 
the fundamentals of Market Access.

GSK
Frances Jenkins, Market Access and 
Medicines Vision - United Kingdom  
- December 2017

Brussels, 4-5 december 2018
Zurich, 25-26 June 2019

London, 24-25 September 2019 
Brussels, 3-4 december 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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Really good fundamental course! 
It’s broad and high level. Thanks!

Allergan
Deirdre Murphy, Manager, Pricing 
& Reimbursement - United 
Kingdom - October 2017

Gary Johnson is perhaps one of the authorities when it 
comes to teaching or explaining the whole process of value 
based pricing and HTA. Enriched myself with the examples 
he gave to explain and illustrate the key trends/inflexion 
points experienced by lead brands, and in addition  
also got to learn how these brands actually replaced  
the standard of care.

Fresenius Kabi
Venky Rao, Senior Director, Oncology Portfolio  
- Germany - June 2018

Many thanks to Gary  
for the extremely 
interesting course.

Abbott
Sergey Yagubov, Market 
Access Manager - Russia 
- June 2018

Value Pricing for Market Access  
The Fundamentals

•   the most down-to-earth pharma pricing and forecasting expert with superb training talent.

•   Founder & Ceo of inpharmation, europe’s most respected pharma forecasting & pricing specialist consultancy. 

•   Has been involved in pricing and/or forecasting of around half of the new molecular entity launches  
 over the past five years.

•   Author of Sales Forecasting for Pharmaceuticals: An Evidence Based Approach and Value Pricing for  
 Market Access: Evidence-Based Pricing for Pharmaceuticals.

By Gary Johnson

Understand the language, the concepts and research techniques in pharmaceutical pricing – Learn how to set prices  
for optimal access and returns across market access systems, payer types and at different times of a product’s  
life cycle – Grasp the impact of international reference pricing and parallel trade, and how to deal with these. 

Understand how price affects Market Access throughout a healthcare system  
and how to set prices for optimal access and returns.

Learn what constitutes value for different payers and which pricing techniques  
to deploy across different payer types and at different times in a product’s l ife cycle  
to measure your added value.

Understand how international reference pricing and parallel trade  
can prevent a product being priced to its true value and how to deal with these.

Be able to group major international markets into categories of pricing  
and market access systems – and understand which pricing techniques work best for each.

Leave with a collection of techniques and principles that you can implement immediately.

Receive Gary’s book Value Pricing for Market Access: evidence-Based Pricing for Pharmaceuticals,  
which will  be a valuable reference to have with you.

What Participants Say About This Course:

1

2

3

4

5

6

By Attending This Course, You Will

2-Day Course

Brussels, 6-7 december 2018
Zurich, 27-28 June 2019

London, 26-27 September 2019
Brussels, 5-6 december 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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Health Economics  
for Non-Health-Economists

•   europe’s most entertaining health economics and HtA expert.

•   A unique profile: an academic professor, past-president iSPoR,  
 consultant and former pharma executive. 

•   Sought-after advisor and educator to health policy makers and pharma companies.

•   Highly respected for his vast international and cross-therapeutic experience.

•   Author of Health economics for non-economists (Pelckmans Pro, 2018).

By Lieven Annemans

Understand the terminology, tools, models and argumentation used in health economic evaluation articles – Learn to 

distinguish good from bad ones – Know how to integrate hECoN studies into clinical & marketing plans – Learn how 

to use hECoN evaluations towards healthcare payers.

Learn about the language, key principles and methods of health economic evaluations.

Know how to interpret the results of health economic evaluations.

Learn to integrate health economic evaluations  
in product development, pre-marketing and post launch.

Gain insight into the perspective of decision makers.

ensure alignment of health economics with marketing strategies.

Understand and avoid the pitfalls of health economic evaluations.

Gain expert insight and advice from Lieven Annemans who has conducted health economic  
evaluations in over 20 countries across a wide spectrum of therapeutic areas.

What Participants Say About This Course:

1

2

3

4

5

6

7

This course has been a fantastic overview 
to Health Economics and already has helped 
to understand previous comments made by 
colleagues at work. Prof. Annemans is very 
engaging and knowledgeable, giving very useful 
examples to help understand.

Astellas
Mary Coombs, Senior Manager, Pricing and 
Contracting - United Kingdom - March 2018

Concise, clear, lively and 
includes all needed elements 
for understanding the health 
economics basics and more.

UCB
Cesar Libanati, Head  
of Medical External Affairs  
- Belgium - March 2018

Very useful training to get a 
good sense of HE modelling and 
strategy. I feel more confident 
to read HE papers and challenge 
my HEOR colleagues!

Lundbeck
Alice Rouleau, Senior 
Epidemiology Research 
Manager - France - March 2018

By Attending This Course, You Will

2-Day Course

Brussels, 23-24 october 2018
Brussels, 13-14 december 2018
Brussels, 26-27 March 2019

Brussels, 20-21 June 2019
Brussels, 8-9 october 2019
Brussels, 17-18 december 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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This course is structured, interactive and 
helpful! The 3 most valuable aspects are: 
the core perspectives of HTA, the impact 
on regulatory decisions and the future 
developments.

Merck
Georgios Amexis, Director Global Regulatory 
Lead, RAC - Germany - May 2017

Emerging reimbursement opportunities 
in the context of medical nutrition 
makes HTA a key topic.

Nutricia Advanced Medical 
Nutrition
Tomasz Rudka, Medical Affairs 
Manager - Belgium - April 2018

The Health Technology Assessment Course
Trends & Opportunities

•   europe’s most entertaining health economics and HtA expert.

•   A unique profile: an academic professor, past-president iSPoR, consultant  
 and former pharma executive. 

•   Sought-after advisor and educator to health policy makers and pharma companies.

•   Highly respected for his vast international and cross-therapeutic experience.

•   Author of Health economics for non-economists (Pelckmans Pro, 2018).

By Lieven Annemans

Understand what hta really means, the different types of htas across the EU and what can be expected  

from it – Learn the optimal hta process and which criteria for assessment should be applied  

– discover multiple solutions for optimising the quality of the evidence.

Understand what Health technology Assessment really means and the different types  
of HtAs across the eU.

Understand the optimal HtA model,  how to work effectively with the different HtA processes /  
stakeholders and how to influence decision-making.

Learn how to determine the many possible criteria for assessment and their relative weights.

Be introduced to the Health economic principles used in HtAs and understand that there are  
many other factors at play in the assessment.

discover solutions to the most common problems and mistakes when optimising the quality  
of the clinical evidence.

What Participants Say About This Course:

1

2

3

4

5

By Attending This Course, You Will

1-Day Course

Highly professional 
course addressing key 
topics of HTA.

Bayer
John Claessens,  
Head RA & QP  
- The Netherlands  
- April 2018

Brussels, 22 november 2018
Brussels, 14 May 2019

Brussels, 26 november 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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Martin skillfully mixes concepts and 
examples to teach valuable lessons in 
business development. His course is 
interesting, fun, and the sections on profiling 
and valuing opportunities and structuring 
the deal were quite helpful.

Siemens Healthineers
Tim Durham, Senior Manager, Strategic 
Business Development - Germany - April 
2018

The course gives a great overview of 
business development subjects and 
some useful, practical tools.

Sanofi
Mark Macdonald, Business 
Development and Programme 
Manager - United Kingdom  
- April 2018

Since I didn’t have any prior 
experience in BD, this was a 
great introduction, covering 
the broad picture BD is. Martin 
is a good and funny teacher!

Disphar International
Sophie Van Tomme, Director 
Product Development 
- The Netherlands - April 2018

The Pharma Business Development Course
An Overview Course

•   Martin uniquely combines a wealth of Bd experience with entertainment talent.

•  A former senior Bd executive with Roche and Paul Capital Partners.

•  Board member of several start-ups and Founder of transformRx.

•  Author of Business development for the Biotechnology and Pharmaceutical  
 industry (Gower, 2008) and Licensing, Sell ing and Finance in the Pharmaceutical  
 and Healthcare industries (Gower, 2012).

By Martin Austin

Understand the structure of the pharma business development process – Grasp the terminology, challenges, concepts 

& tools in each step, from analysis and planning … up to closing and following-up a deal – be prepared for the financial 

and legal pitfalls.

Grasp the entire process of deal-making within the pharmaceutical and biotech industries,  
and learn the language, the concepts and tools from a practitioner’s point of view.

Know how to profile the most suitable products for your company’s profile, and where to search  
for the opportunities.

Grasp the principles of valuation and know what works best for which purpose.

Get expert advice on negotiation strategy and tools, and on how to best conduct the interactions.

Learn what makes up a good term sheet and how to assess those from other parties.

Know how to best manage the contract phase and how to avoid the financial and legal pitfalls  
that can break a deal.

Capitalise on Martin Austin’s vast experience in concluding and financing successful deals  
in the pharma and life science biotech industries.

What Participants Say About This Course:

1

4

2

5

3

6

7

By Attending This Course, You Will

2-Day Course

London, 11-12 december 2018
Zurich, 2-3 April 2019
London, 18-19 June 2019

Brussels, 8-9 october 2019
London, 10-11 december 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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Course was excellent. Patrik was very 
knowledgeable and I feel has given 
me a good platform to build upon 
creating my own valuation models.

Evaluate
Nick Cattle, Senior Analyst  
- United Kingdom - March 2018

Very insightful! Great breakdown 
of different perspectives of 
valuation!

Cura Innova Ventures
Kenneth Fernald, Partner  
- The Netherlands  
- March 2018

Fantastic intro from  
a valuation veteran!

Eurofins BioPharma 
Product Testing
Marcel Langoor, Director 
Business Development  
- The Netherlands  
- March 2018

Pharma-Biotech Product & Company Valuation
An Introductory Course

•  europe’s top valuation expert of high-growth l ife science companies.

•  Patrik is Founder & Ceo of Venture Valuation AG, specialists in independent assessments  
 and valuation of emerging high-growth companies in biotechnology and life sciences.

•  Patrik and his team carried out valuations for the novartis Venture Fund.

•  Author of  Assessment and Valuation of High Growth Companies.

•  owner of Biotechgate, the global business development database for the l ife science industry.

By Patrik Frei

Understand the valuation concepts and techniques that are commonly applied in the pharma and biotech world  

– Know how to assess and calculate the value of a biotech company – Learn how to calculate the value  

of a pharmaceutical in development and how to structure a licensing deal.

Know what determines the value of l ife science biotechs and emerging pharma companies.

Gain a thorough understanding of key valuation terms, concepts, tools & techniques.

Be able to assess the risk profile of a biotech company prior to its valuation.

Learn and practice how to calculate the value of a biotech company.

Learn and practice how to calculate the value of a development compound (using an excel tool  
you can take home and use for any other compound in development).

Know how to structure l icensing deals between pharma and biotech, covering issues such  
as milestones and royalty payments.

What Participants Say About This Course:

1

4

2

5

3

6

By Attending This Course, You Will

1-Day Course

Madrid, 8 october 2018
Zurich, 22 november 2018
Zurich, 22 May 2019

Frankfurt, 4 november 2019
London, 4 december 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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The Pharma Licensing  
Negotiation Course 

•  30 years of l icensing experience encompassing both big and small pharma/biotech companies.

•  Currently Senior Consultant with Plexus Ventures, a leading global Pharma Business development firm.

•  Formerly with J&J’s Global Pharma Bd Group where he negotiated over 50 commercial l icence agreements.

•  Former Chairman of the european Pharmaceutical Licensing Council and Member of the editorial Board  
 of the Business development & Licensing Journal for the Pharmaceutical Licensing Groups.

By Roger Cox

Learn and practice in role plays the whole armamentarium of winning strategies, tools, dos & don’ts, tricks & tips in 

each step of the pharma licensing negotiation process: planning – internal negotiations – making the first contact – 

term sheet assumptions – face-to-face meetings – resolving issues – contract closure.

Have the tools and skil ls to conclude the best financial deal when negotiating a l icence agreement  
in the Pharma and Biotech sectors.

Know what you need to prepare and check before a negotiation.

Use the appropriate negotiation styles in a variety of negotiation positions.

Learn the communication techniques to effectively manage expectations, l isten analytically,  persuade  
and build consensus.

Be able to negotiate financials and to bargain for advantage using proven techniques for building value  
and win-win outcomes.

Know how to negotiate term sheets and contracts to successfully close the deal.

Apply the theory in role-play negotiation scenarios.

Benefit from Roger’s wealth of experience which cuts through all  relevant industry sectors: big Pharma,  
small Pharma, Biotech and investors.

What Participants Say About This Course:

1

4

5

6

7

8

Relevant content that was directly applicable 
to a business negotiation I am currently 
working on in the “real world”. Appreciated 
the dynamic and experienced colleagues and 
instructor and especially the small-class, 
interactive format. Ready for the next course!

Gilead Sciences
Jennifer Watt, Senior Director, Alliance 
Management, Research Transactions - USA  
- April 2018

Dr. Roger Cox is clearly a visionary! He leads 
the course in such a way that we literally 
found ourselves in workshops that were like 
“real life” licensing negotiations! We could 
not get enough of the simulations and we 
also had a chance to work on a very detailed 
NPV spreadsheet before the commercial 
negotiations, which got us deep down to the 
core of it like a finance professional. 

DEVA Holding A.Ş
Zeynep Gümüşyazıcı Bayramoğlu, Business 
Development Manager- Turkey - April 2018

3

2

By Attending This Course, You Will

2-Day Course

C.E.L.forpharma provides access to 
great knowledge through industry 
experts. My experience is positive 
both for the content received and 
the overall organization but most 
valuable for the exchange with the 
speaker and the participants who dig 
in great experience and contribution.

Haselmeier
Frédéric Gabriel, Chief Strategy 
Officer - Switzerland - November 
2017

Brussels, 29-30 november 2018
Zurich, 20-21 May 2019

Brussels, 10-11 october 2019
London, 2-3 december 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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•  over 25 years l icensing experience in the healthcare sector - including eight years working  
 in Bd & Licensing for a multinational.

•  As a freelance l icensing and business development consultant since 1996,  
 he has successfully concluded numerous inward and outward l icensing agreements  
 for clients covering small molecules, biologicals and delivery technologies.

•  Author of Scrip’s best-sell ing report: Practical Guide to Pharmaceutical Licensing.

By David Scott

be able to decide on the best deal type for products in r&d – Know what to include in Cdas, mtas and term sheets – 

Learn how to prepare product information and how to find potential partners – Know how to calculate the value  

of your product and optimise the deal structure.

Understand the key factors leading to a successful out-l icensing deal of a pharmaceutical compound in R&d.

Learn how to profile your product and prepare product information to maximise its attractiveness to third parties.

Understand the key factors leading to valuing your product and how to set up a spreadsheet to optimise the 
commercial structure of the deal.

Find out how to target potential partners – and the best way to make successful contacts.

Learn what to include in a term sheet, as well as in CdAs and MtAs, and which issues to watch out for during 
negotiations.

Understand the due dil igence process and what will  be expected from you.

Get expert advice on negotiation strategy and on managing a deal post-signature.

What Participants Say About This Course:

1

3

4

5

6

7

Well organized and focused 
on the most relevant aspects 
related to licensing!

Ospedale San Raffaele
Daniela Rosa Deponti, IP 
Management - Italy - April 
2018

Thank you for this great course! 
I highly valued the overview 
we got.

Vifor Pharma
Sanjiv Verma, Regulatory 
Affairs International Manager  
- Switzerland - April 2018

2

By Attending This Course, You Will

The Pharmaceutical Out-licensing Course
For R&D-based Products 

2-Day Course

High quality, well-considered 
content. Time was well managed 
to get the most out of the two 
days. Excellent.

Alfacyte
Gillian Brown, CEO - United 
Kingdom - May 2017

Brussels, 27-28 november 2018
Zurich, 23-24 May 2019

London, 5-6 december 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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The Pharma  
Brand Planning Course 

•  Co-author of Good PHARMA. How Marketing Creates Value in Pharma (Corstjens & demeire, 2014).

•  Contributed to the design of Roche’s and novartis’ Brand Planning Processes. designed  
 and runs Roche’s courses for marketing and non-marketing audiences worldwide.

•  Visiting Professor at CedeP (inSeAd) and other business schools.

•  developed business simulation games for the pharma industry (e.g. StRAtPHARM)  
 and trained thousands of executives on pharma marketing strategy since 1990.

By Edouard Demeire

Learn how to analyse your brand’s market so that you discover all sales levers – Know how to determine priority  

segments and define a value positioning statement – Learn how to design the optimal mix of marketing tactics  

in both red (highly competitive) & blue (highly innovative) ocean markets. 

increase the sales and marketing Roi of your brands by learning how to determine the marketing tactics  
that wil l  effectively leverage opportunities in the market.

ensure your future brand marketing plans will  logically l ink marketing tactics to smarter patient / stakeholder 
insight and analysis.

Know how to design marketing mixes for your brands in “Red ocean” (highly competitive) markets that are 
superior to the competition.

Learn how to make the competition irrelevant by creating “Blue ocean” (highly innovative) market environments 
for some brands, using value innovation concepts and tools.

Be armed with a box full  of handy tools you can use back in the office.

Benefit from edouard’s wealth of experience in training & coaching numerous pharma companies on  
best-practice pharma brand marketing planning across a wide spectrum of therapeutic and geographical 
markets.

What Participants Say About This Course:

1

3

4

5

6

Very relevant to my current responsibilities, 
and good source for implementation 
towards making a ‘simple’ brand plan. I 
highly valued the interactive aspect of the 
course. Very high quality training course 
that covers my needs!

Mundipharma
Liesbet Broodcoorens, Product Manager 
Primary Care - Belgium - June 2018

I think the course is the right 
level of detail for varying levels of 
employees. By attending, you get 
the process from start to finish 
as well as relevant examples.

Jazz Pharmaceuticals
Lucy Mitchell, Senior Manager, 
Business Analysis and Insights 
- United Kingdom - June 2018

Very educated lecturer! Good 
detailing, clear explanations, 
relevance in practice. Thanks!

Chiesi
Vladislav Ivanov,  
Key Account Manager  
- Bulgaria - June 2018

2

By Attending This Course, You Will

2-Day Course

Zurich, 27-28 november 2018
Zurich, 14-15 May 2019

Brussels, 19-20 november 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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•  Co-author of Good PHARMA. How Marketing Creates Value in Pharma (Corstjens & demeire, 2014).

•  Contributed to the design of Roche’s and novartis’ Brand Planning Processes.  
 designed and runs Roche’s courses for marketing and non-marketing audiences worldwide.

•  Visiting Professor at CedeP (inSeAd) and other business schools.

•  developed business simulation games for the pharma industry (e.g. StRAtPHARM)  
 and trained thousands of executives on pharma marketing strategy since 1990.

By Edouard Demeire

Understand the marketing principles that determine a pharmaceutical’s commercial success – Learn how your 

function can contribute to a pharma brand’s success in the new environment – Know how pharma marketers take 

strategic and tactical decisions - Gain ideas for cross-functional synergies that benefit a brand’s success.

Become familiar with the terminology, concepts and decision-making processes of your colleagues in 
pharmaceutical marketing and know how you can better collaborate towards a common goal: the brand’s success.

Understand the drivers of a pharma brand’s success and how you can contribute to commercial success  
in an environment that changed dramatically due to Market Access hurdles, the internet, new influencers  
and decision makers. 

Learn why and how a pharma brand’s success is determined by the synergistic collaboration of several functions 
with a variety of external stakeholders. 

Know how you can align your activities with a brand’s strategy and discover tactical synergies between  
your function and the marketing function. 

Benefit from edouard’s wealth of experience in training & coaching executives in numerous pharma companies  
on best-practice pharma marketing across a wide spectrum of therapeutic and geographical markets.

Receive edouard’s book GOOD PHARMA. How Marketing Creates Value in Pharma  (Corstjens & demeire, 2014)

1

3

4

5

6

2

By Attending This Course, You Will

Any newcomer in the pharma 
industry could have this course 
before interacting with marketing 
colleagues and others to understand 
the marketing world.

Galderma International
Delphine Kerob, Medical Affairs 
Director Rx - France - June 2018

This course gives a broad idea 
of the marketing process and 
language. The trainer Edouard 
Demeire gives a lot of practical 
examples across diseases. Really 
a very interesting course!

PharmaMar
Sylvie Claessens, KAM Oncology 
- Belgium - June 2018

What Participants Say About This Course:

Principles of Pharmaceutical Marketing  
for Non-Marketing Functions

2-Day Course

Very comprehensive course for non-
marketing professionals, and for the ones 
who interface with marketing.

Santen
Sreenivasu Mudumba, VP, Retina 
Franchise and Global Pharmaceutical 
Development - USA - December 2017

Zurich, 29-30 november 2018
Zurich, 16-17 May 2019

Brussels, 21-22 november 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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Enthusiastic presenters 
and all relevant  
pharma examples.

Bristol-Myers 
Squibb
Marit de Beijer, 
Marketer  
- The Netherlands  
- June 2018

Fun, learning & sharing.

Sanofi
Petra Dens, DCV 
Multichannel and 
Digital Manager 
- Belgium - June 2018

Completing this training is a great 
opportunity. It gave me a wider scope of new 
marketing and digital approaches, and it 
completed the picture of strategy and tactics 
I need to implement in order to win. This is a 
great tool, dedicated to success and winning.

Sanofi
Boban Golubovic, DCV Business Excellence 
and Multi-Channel Manager SECE MCO 
- Serbia - June 2018

The Strategic Digital  
Pharma Marketing Course

•   Senior Consultants with Across Health, europe’s leading consultancy  
 specialised in eCRM and digital communication in life sciences.

•   Healthcare industry leaders in the multi-channel space with specific expertise  
 in patient-centric strategies and campaign management.

•   Worked on many multi-channel projects for leading pharmaceutical and medtech  
 companies in CnS, gastroenterology, neurology, fertility and oncology.

By Vladimir Rogiers & Jan Keuppens

Learn how to design a digital marketing strategy for your brand, therapeutic area or company that integrates  

into the whole marketing mix – Grasp the full power and trends of all digital tactics in pharma – Learn how,  

and when, to select the appropriate tactics, optimise the mix and how to measure their business impact.

Be able to define a digital strategy for your brand or therapeutic area to stay competitive.

Know how to select the digital tactics which are best suited to achieve your specific brand plan drivers 
and leverage points.

decide per tactic how ambitious you want to be and what it takes to implement your preferred tactic  
in your preferred scope.

Know how to tightly integrate digital into your overall  marketing, sales and medical education strategy 
and ensure “fusion” of your online and offl ine efforts while respecting legal and regulatory guidelines.

Learn from well-metricised examples of successful e-tactics for physicians, consumers/caregivers and 
other new stakeholders l ike payers, nurses and pharmacists.

Know whether you are focussed on the right KPis and be able to answer Roi-related questions 
concerning your digital tactics.

Receive Across Health’s book Delighting Pharma Customers in the Omnichannel Age  – which is described 
as “the missing manual for pharma marketers”.

What Participants Say About This Course:

1
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By Attending This Course, You Will

2-Day Course

Zurich, 18-19 october 2018
London, 11-12 december 2018
Brussels, 19-20 March 2019

London, 18-19 June 2019
Brussels, 1-2 october 2019
Zurich, 26-27 november 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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The Multi-Channel  
Patient Engagement Course

•   Managing Partner & Senior Consultant with Across Health, europe’s leading consultancy  
 specialised in eCRM and digital communication in life sciences.

•   Healthcare industry leaders in the multi-channel space with specific expertise  
 in patient-centric strategy and campaign management.

•   Both Beverly & Vladimir have worked as dedicated digital marketing consultants  
 for big players in the healthcare industry (e.g. Johnson & Johnson).

By Beverly Smet & Vladimir Rogiers

Learn how to engage patients with multi-channel disease awareness / patient activation campaigns – Know how  

to support patients in their therapy with multi-stakeholder / multi-channel patient adherence programmes – be able  

to measure success and impact on the critical success factors of a patient-centric organisation.

Learn how to engage with your patients in a multi-channel environment and how to support them during therapy.

Acquire the concepts & tools to determine the ideal patient-channel mix and influence patient behaviour along 
their entire journey.

Know how to measure the success of your patient-centric programmes.

Gain ideas, tips & tricks from successful cases in europe across therapy areas, as well as insights from 
exchanging best practices and discussing issues with your peers.

Know how to organise patient-centricity internally and influence internal stakeholders to get the right mindset 
across your organisation.

Learn about emerging and disruptive technologies that wil l  force pharma’s business model to become truly 
patient-centric.

Learn face-to-face from two of Across Health’s top consultants who have acquired in-depth expertise in patient-
centric multi-channel campaigns through numerous assignments with pharma companies across eMeA and 
across diverse therapy areas.

Receive Across Health’s book Delighting Pharma Customers in the Omnichannel Age  – which is described  
as “the missing manual for pharma marketers”.

What Participants Say About This Course:

1

3

4

5

6

7

8

Concrete examples from 
experienced speakers with 
real life cases. Thanks!

Ipsen Pharma
Pascale Cavillon, Patient 
Centricity Director - France 
- April 2018

The experts are real key opinion 
leaders in the multi-channel area 
and it was very interesting to 
communicate with them.

Amgen
Peter Ganelin, Project Head  
- Russia - April 2018

Good general overview and in-depth 
knowledge, with many examples of daily 
experience, and many practical exercises. 
Everything was very very good.

Actelion
Annamaria Quadri, Global Scientific 
Information Specialist  
- Switzerland - April 2018

2

By Attending This Course, You Will

2-Day Course

Zurich, 16-17 october 2018
Brussels, 20-21 november 2018
Brussels, 28-29 March 2019

Brussels, 16-17 october 2019
Zurich, 19-20 november 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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A great comprehensive overview of 
the drivers of non-adherence. This 
course should now be delivered at the 
university of medicine & pharmacy. 
Great speakers!!!

Servier
Olivier Gryson, Head of Digital 
Marketing - France - September 2017

Great intro into patient adherence and 
framework into designing a PSP. I really 
enjoyed the day and meeting other 
delegates to get their experience in their 
own companies.

Bristol-Myers Squibb
Pratik Thakkar, Medical Advisor  
- United Kingdom - September 2017

A useful course giving a deep 
understanding of the main 
reasons behind a specific 
patient behavior.

Pfizer
Paolo Reggio, Sr. Medical 
Manager Vaccines - Italy  
- November 2017

Principles of Patient Adherence 
& Support Solutions

•   Prof. Weinman is one of the most prominent experts in the field of patient adherence  
 and is head of Health Psychology (europe) for Atlantis Healthcare, global leaders  
 in patient behaviour change & adherence solutions.

•   nathan o’donnell is director of Client Services at Atlantis Healthcare  
 with expertise in designing, developing and implementing global PSPs.

By John Weinman & Nathan O’Donnell

Understand the drivers of non-adherent behaviour – identify adherence opportunities  

to improve commercial brand outcomes – Learn how to design patient Support programmes  

that resonate with all stakeholders.

Fully understand the extent and nature of the adherence challenges that patients face,  
and in particular the evidence-based drivers of their non-adherent behaviour.

Be able to identify adherence opportunities to effectively contribute  
to commercial brand outcomes and decrease healthcare resource util isation.

Know how to design and deliver Patient Support Programmes  
that resonate with all  stakeholders (patients, payers, pharma).

Learn the dos & don’ts, including managing regulatory restrictions,  
effective enrolment and regional implementation.

Have the unique opportunity to interact with one of the world’s leading experts on improving patient 
adherence, Prof. John Weinman, and learn from director of Client Services nathan o’donnell  
how to design, develop and implement global PSPs.

What Participants Say About This Course:

1

2

3

4

5

By Attending This Course, You Will

1-Day Course

Brussels, 22 november 2018
London, 27 June 2019

Brussels, 15 october 2019
Zurich, 21 november 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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Neal has a wealth of knowledge 
which would be highly valuable to 
any LCM team - not only LLCM!

Tillotts Pharma
Janine Murray-Stevens, 
International Brand Manager  
- Switzerland - April 2018

Good overall harmonized program! 
It was good to be a small group of 
participants!

Orion
Piero Pollesello, Global Brand 
Manager - Finland - April 2018

Late Stage Pharma  
Lifecycle Management

•   europe’s most authoritative expert on l ifecycle management strategies  
 in the pharmaceutical industry.

•   Leading consultant for superior decision making in LCM and brand strategy.

•   A world-class speaker and trainer!

•   Co-author of Pharmaceutical Lifecycle Management – Making the Most  
 of each and every Brand (Wiley & Sons, 2012).

By Neal Hansen

prepare for patent expiry with a winning LCm plan for established brands – Know which drivers of differentiation can 

be used - Learn where, when and how to compete in a generic world using late stage LCm strategies & tactics – Learn 

how to make portfolio management decisions for mature brands.

Understand product maturity and be prepared for what happens at patent expiry.

Know which drivers of differentiation can be used in a seemingly undifferentiated world.

Learn where, when and how to compete in a generic world using pricing and contracting strategies, 
authorised and own generic strategies, Rx to otC switching strategies, etc.

Learn how to select the best tactics for your brand(s).

Be able to take portfolio management decisions for established brands.

Know how to build winning organisations for late stage LCM.

Gain insights from real world LCM case studies and benefit from neal’s insightful recommendations 
based on his unique background as a senior consultant in working on LCM solutions for many pharma 
companies.

What Participants Say About This Course:

1

4

2

5

3

6

7

By Attending This Course, You Will

2-Day Course

This condensed training provided the key 
industry-relevant information for established 
brands teams. Very useful for people 
managing pre-patent LOE products!

Shire
Gilles Bertrand, Global Commercial Lead 
- Switzerland - November 2017

Brussels, 15-16 november 2018
Brussels, 15-16 May 2019

Zurich, 28-29 november 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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Strategy & Planning for Commercial Launch  
Success in Pharma — A Cross-functional Approach

•  top experts from trilations, a strategic marketing consultancy that has been involved in major drug launches  
 in over 40 countries and over 15 therapy areas.

•  Joeri is a former professor of Marketing at Antwerp University and has 10 years of experience in advising  
 major pharma companies on global and european launch programmes for strategic brands.

•  Formerly with MSd (Merck & Co), where he led several major brand  
 launches internationally, Kurt has 15 years of launch experience  
 within big and small pharma/biotech companies.

By Joeri De Haes & Kurt Arco

master the critical success factors of a commercial drug launch – Learn to design a state-of-the-art multi-channel  

& multi-customer interaction launch strategy and plan, tailored to a drug’s profile – be able to effectively prepare external 

stakeholders and the cross-functional launch team.

Master the major elements and principles of commercial launch excellence in pharma.

Have an in-depth understanding of the 4 launch types and their strategic implications.

Know which market and customer insights are crucial for determining the optimal launch strategy and plan.

Learn how to design the optimal communication and multi-channel/customer interaction strategy for your brand.

Be equipped with a step-by-step roadmap for preparing a successful launch.

Know which stakeholders you should engage in the pre-launch phase, and how to plan for optimal impact.

Be able to assign the different roles and responsibil it ies of the launch team members, and to build launch 
capabilit ies within the organisation.

What Participants Say About This Course:

1

3

4

5

6

7

If you are a member of a launch 
team and you want to ensure focus 
and clarity at launch, this course 
will go a long way to keep everyone 
on track to deliver excellence in 
launch execution.

Visiblegy
Mark Bradley, Sales & Marketing  
- United Kingdom - June 2018

Well-structured and interactive insight 
into commercial launch approach. 
Many thanks!

Sotio
Pavel Solský, Chief Financial and 
Commercial Officer - Czech Republic 
- June 2018

This is an intensive course that excellently 
combines high-level input with a wealth of 
real world experience of the speakers. I can 
strongly recommend it for everyone who is 
in charge of successfully launching a new 
drug, be it a launch lead or a team member.

Teva
Christian Wunderlich, Franchise Head 
CNS - Germany - June 2018

2

By Attending This Course, You Will

2-Day Course

Zurich, 11-12 october 2018
Brussels, 4-5 december 2018
London, 25-26 June 2019

Zurich, 24-25 September 2019
Brussels, 10-11 december 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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The Pharma  
Forecasting Course 

•  the most down-to-earth pharma forecasting and pricing expert with superb training talent.

•  Founder & Ceo of inpharmation, europe’s most respected pharma forecasting & pricing specialist consultancy.

•  Has been involved in pricing and/or forecasting of around half of the new molecular entity launches  
 over the past five years.

•  Author of Sales Forecasting for Pharmaceuticals: An Evidence Based Approach  
 and  Value Pricing for Market Access: Evidence-Based Pricing for Pharmaceuticals.

By Gary Johnson

Learn the evidence-based concepts, models and techniques that work best to forecast the sales of pharmaceuticals  

– Know how to build market access into your forecasts – Learn to distinguish reliable from bad forecasts and how  

to forecast cost-effectively – Get practice with an Excel-based forecasting tool that integrates all the techniques taught.

Learn the techniques and approaches that have been proven to work best for forecasting sales of 
pharmaceuticals – including pharma-specific drivers l ike Market Access, step-care, targeted therapies etc.

Be able to challenge the forecasts others have produced for you, and build your own forecasts in most situations.

Understand the concepts behind evidence-based forecasting techniques for pharmaceuticals, which will  be 
explained in simple, non-mathematical terms and backed up with real examples from the pharma industry rather 
than with vague i l lustrations.

Be able to determine the right level of detail  to include in your forecast and understand the reliabil ity of the 
different data sources you will  use.

Receive an excel-based forecasting tool which integrates all  the techniques taught during the workshop. this 
ensures you leave with a hands-on abil ity to apply what you have learned over the two days.

Receive Gary’s book Sales Forecasting for Pharmaceuticals: An evidence Based Approach. this is an excellent 
resource which dives further into the content and examples covered during the course and will  assist you  
in your forecasting activities.

What Participants Say About This Course:

1

3

4

5

6

The course is highly relevant, thought-
provoking and delivered by a very 
engaging tutor. I am confident I will be 
applying my learnings as soon as I get 
back to the day job, and referring back to 
the content from now on.

Daiichi Sankyo
Niki Harris, Digital Health Innovation 
Manager - United Kingdom - June 2018

The forecasting course can be of interest for a 
broad audience. Professionals with vast experience 
and newcomers will find useful information. The 
course is well-structured, has a friendly language 
and explains quite difficult subjects with simple 
language and great examples.

Servier
Alexander Nozdrachev, Business Development 
Director - Russia - June 2018

During the course, I 
have learned more about 
forecasting than I thought was 
possible. Thank you!

Amgen
Margriet Sofie Snoeijs, 
Associate Business Analysis 
and Info - The Netherlands 
- June 2018

2

By Attending This Course, You Will

2-Day Course

Zurich, 9-10 october 2018
London, 13-14 december 2018
Zurich, 4-5 April 2019

London, 20-21 June 2019
Brussels, 19-20 September 2019
London, 12-13 december 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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Medical Affairs for Modern Pharma
New Challenges & Competencies

•   Leading international consultant in pharmaceutical medical affairs who has worked with medical affairs teams  
 in europe, the USA as well as in emerging markets in Asia-Pacific and the Middle east.

•  Chris’ professional roles have included Managing director at Choice Healthcare Solutions, Head of Strategy  
 for the Choice Group, and Founder & Md of one of the UK’s first specialist medical communications agencies.
  Currently, he is Managing Partner at Havas Life Medicom UK.

•  devised medical affairs strategies and implemented programmes to support more  
 than 50 medical brands on behalf of the world’s leading pharma companies.

By Chris Toller

Learn how medical affairs can enhance the commercial success of pharma brands with market insight generation, brand value 

definition, and hCp/patient engagement – Learn the critical success factors of a competitive medical affairs strategy and  

of an impactful tactical mix – Get familiar with the fundamentals of health economics and of leadership development.

Be able to manage medical affairs not only from a scientific perspective but also from the perspective 
of a brand’s commercial success factors.

Learn how medical affairs can contribute to market understanding and to brand development strategy.

Be equipped with the insights and tools to develop a competitive medical affairs strategy and to decide 
on the optimal tactical mix.

Learn the pros and cons of commonly used medical affairs tactics.

develop a medical affairs perspective on pharmaco-economics and Market Access.

Benefit from Chris’ wealth of experience in working with medical affairs departments across a wide 
spectrum of therapeutic and geographical markets. 
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By Attending This Course, You Will

What Participants Say About This Course:

Very warm and open atmosphere. Chris 
is clearly very knowledgeable about 
medical affairs.

LEO Pharma
Maj Dinesen, Senior Principal 
Medical Affairs Specialist - Denmark 
- April 2018

This course immensely helped me to gain 
self-confidence and enabled me with new 
tools needed for a career change.

AstraZeneca
Alice Monsutti, Medical Science Liaison 
CV/Diabetes - Switzerland - April 2018

One of the best organized training 
courses I have attended so far. 
Great effort to cater to the needs 
of pharma/medical affairs.

Galderma
Gregor Schäfer, Medical Lead  
- France - April 2018

2-Day Course

Brussels, 13-14 november 2018
Brussels, 21-22 May 2019

Zurich, 26-27 September 2019
London, 12-13 december 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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The Strategic  
e-Medical Affairs Course

•   Across Health’s UK director and expert on digital and customer-centric  
 innovation in the new go-to-market model of l ife sciences.

•   Strategic advisor to pharma, biotech and medical device companies on multichannel  
 communication programmes at the corporate, regional,  and brand level.

•   extensive international experience spanning the clinical,  medical  
 and commercial phases of product development across  
 a wide range of therapeutic indications.

By Ben Harbour

Learn to design a digital innovation strategy for medical affairs – Grasp the full power and trends  

of the whole spectrum of digital tactics that affect physicians and patients – Learn how to optimise  

the mix of tactics and to measure their business impact.

What Participants Say About This Course:

not miss the opportunities offered by the internet for digital/cross-channel  
customer-centric communication in Medical Affairs.

Be able to design a digital strategy for key disciplines in Medical Affairs: medical education,  
medical information, KoL management, dissemination of data and clinical trial recruitment.

Know how to integrate digital initiatives in a balanced Medical Mix 
while respecting legal and regulatory guidelines.

Be able to assess the clinical impact of e-medical programmes and how to create KPis  
and dashboards to assess the success of your cross-channel activities.

Learn from well-metricised examples of successful e-medical tactics for physicians,  
consumers/caregivers and other new stakeholders.

Be prepared for emerging digital trends that wil l  impact Medical Affairs.

Receive Across Health’s book Delighting Pharma Customers in the Omnichannel Age.

1

2

3

4

5

6

7

It was an excellent 2-day training, which provided 
me with many incentives and most importantly, 
specific steps to move forward. I would specifically 
go back and work on as many steps of the 
Multichannel TA eMedical Strategy as possible in 
order to maximize impact and support our strategic 
imperatives.

Novartis
Katerina Mantopoulou, Scientific Excellence & 
Operations Head - Greece - March 2018

By Attending This Course, You Will

2-Day Course

THE course to learn about 
digital strategies for medical 
affairs.

Gilead Sciences
Chris Robinson, Senior 
Medical Project Manager 
- United Kingdom - March 
2018

Very current and up-to-date facts & 
figures, good speakers. Networking 
was a key aspect to me!

Merck Group
Frank Buchholz, Associate Director 
Medical Information Operations  
- Germany - March 2018

Zurich, 11-12 october 2018
London, 6-7 december 2018
Brussels, 21-22 March 2019

Zurich, 15-16 october 2019
London, 10-11 december 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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The Value Adding  
Medical Science Liaison

•  Physician with over 15 years’ experience in Medical Affairs in mid-size and big pharma,  
 in both headquarters and national affi l iates, across a wide spectrum of therapeutic areas.

•  ten years of experience in managing Medical Managers, Medical Advisors and MSLs,  
 with both hands-on and strategic experience in Medical Affairs.

•  A very effective trainer with a passion for the growing role of Medical Affairs  
 in pharmaceutical markets.

Understand the role of mSLs within the organisation – Gain business acumen by understanding how the mSL can optimally add value to both 

external and internal stakeholders – Know how strategic decisions determine mSL tactics – Learn how to successfully plan and implement  

typical mSL tactics, and how to assess their impact – discuss and discover how to deal with issues that mSLs typically are confronted with.

Understand Medical Affairs’ role along a brand’s l ife cycle and how MSLs fit into the overall  Medical Affairs 
strategy & organisation.
Gain business acumen by understanding how to contribute to the success of your Brand.
Learn the typical strategic decision-making process that determines which MSL tactics will  contribute  
to a pharma company’s success in the market.
Know how to design a tactical MSL plan based on business needs and the company’s plans & strategies.
Learn how to effectively manage Key opinion Leaders.
Acquire a thorough understanding of the impact and execution of MSL tactics: Advisory Boards, CMe,  
face-to-face discussions, round tables, scientific presentations and studies.
Be familiar with KPis and other metrics used by management to assess the MSL function, and know how  
to use those metrics to demonstrate added value.
Be able to deal with most common issues during implementation: compliance, off-label use, the collaboration 
with reps and other colleagues in the field, etc.
Gain a better understanding of your colleagues in sales and marketing and how to work synergistically  
for more impact in the market.
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By Attending This Course, You Will

2-Day Course

By Maaike Addicks

As someone looking to get into the MSL 
field, this course gives an excellent 
overview of the role, practical methods 
and effective tactics. This information 
is hard to find elsewhere and I feel I now 
have a much more complete knowledge 
of the MSL role.

University of Liverpool
Christopher Clarke, Postdoctoral 
Research Associate - United Kingdom 
- June 2018

This training was really well organised. All 
attendees can actively join every session 
and share their opinion positively. Also, 
this is a good opportunity to make a new 
network in the MSL field, which was really 
important for me. Thank you, Maaike and 
Sarah, for your organisation.

ONO Pharma UK
Takaaki Nakamura, Clinical Science 
Manager - United Kingdom - June 2018

It is a very useful training which 
organizes in an exceptional 
manner the MSL role today. Maaike 
Addicks has deep knowledge of 
the role, both in theory and in 
a practical manner. The whole 
course was very well organized.

Astellas
Eleftherios Siasakos, Medical 
Science Liaison - Greece - June 
2018

What Participants Say About This Course:

Brussels, 11-12 december 2018
Brussels, 23-24 May 2019

Zurich, 17-18 october 2019
Brussels, 27-28 november 2019

Visit www.celforpharma.com for updates.

Dates & Locations

For team training requests, email inge.cornelis@celforpharma.com.
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8 Reasons to Attend  
a C.E.L.forpharma Course

Face-to-Face With Real Experts
a unique opportunity to learn face-to-face  

from internationally acclaimed pharma 

experts on leading edge business-critical  

competencies.

Learn From Your Peers
our small class sizes (max. 24) stimulate discussion  

across functional disciplines and between industry peers  

from different geographical and therapeutic markets,  

as well as from other healthcare industry sectors.

Latest Market Developments  
& Examples
our up-to-date course content helps  

you to address your company’s new challenges  

in a fast-paced healthcare environment.

Your Colleagues Recommend Us
Since 2017, over 200 executives have written  

a testimonial after attending one of our courses.  

Check the testimonials section of each course page  

to see if someone from your company wrote one.  

What’s more, the average ‘likelihood to recommend’  

score given by past participants is 8.7/10!

Quality Guaranteed
Since our foundation in 2005, the quality of our courses 

has been our number one priority. With the average 

“expectations were met” score given by past participants 

being 8.5/10 – we are confident you will be satisfied.

Convenient Locations
We hold all of our courses close to international  

airports or in city centre locations with direct transport 

links to an airport, making it easier for time constrained 

executives to attend.

Exclusive Network of Experts
C.E.L.forpharma courses are the only opportunity 

to attend open enrolment training with our faculty 

members, who are sought-after experts with limited 

time for public speaking.

Boost Your Career
Whether you are looking to expand your area  

of expertise or you quickly need to get up  

to speed in a new functional area, our 1- and 2-day 

courses will help you reach your career goals.

  
 

 
 

 
 

 



C.E.L.forpharma, J.E. mommaertslaan 20a —1831 diegem — Belgium; info@celforpharma.com; www.celforpharma.com, (t) +32 2 709 01 40; (f) +32 2 721 13 82 — BTW BE 0871.088.704, RPR Brussel

For course queries

Annelies Swaan

Head of Business Operations

annelies.swaan@celforpharma.com

direct tel: +32 2 709 01 42 

mobile: +32 486 98 52 49

For team training and in-house courses

Inge Cornelis

Head of International Account Management

inge.cornelis@celforpharma.com

direct tel: +32 2 709 01 43 

mobile: +32 473 65 15 77
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