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    “Welcome to

           C.E.L.forpharma”

“Where you can learn
 face-to-face from true experts and your peers 

  to boost your market & thought leadership!”

TRUSTED
Since our foundation in 2005,

 5.000+
Executives 

Trained

Top FACULTy

 20+
True Industry 

Experts

SMALL CLASSES

5To
 25

participants

InTERnATIonAL
In 2018, executives  

came from

44
Countries

Luc De Langhe, Co-Founder & CEO

Top QUALITy
In 2018, our audience gave an

8,9/10
Recommendation 

Score

CRoSS-InDUSTRy
In 2018, executives came from

188
Companies
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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.

Great module! Good examples given, 
not just theory. The module is clear 
with good lecture notes.”

novo nordisk 
Csilla Wolf-Ypeij 
Sr. Manager Strategic Supply Chain 
Switzerland (December 2018)

Great course and presenters. Really 
enjoyed the content and discussion. 
Definitely a must for understanding/
introduction to Market Access. Would 
be good to see follow-on course.”

Astellas
Shirley Radforth 
Director pricing and Contracting 
United Kingdom (December 2018)

Excellent program, 
comprehensive overview, 
exactly what I hoped for.”

Reata pharmaceuticals
Dawn Bir 
Chief Commercial officer
USA (September 2018)

What participants Say About This Course

• receive clear schematic overviews of the eU5 national market access
systems as a resource to reference in your daily work.

• Theoretical concepts and frameworks are put into practice through real world
exercises that prompt thought processes and discussions.

Additional Benefits

Dates & Locations 25-26 June 2019, Zurich 24-25 September 2019, London
3-4 December 2019, Brussels

Principles of Pharma Market 
Access in Europe 

The Experts
nick proctor  
& Mark Silvey 

• What Market Access means to the industry and the different categories of payers.

• The Market Access systems in France, Germany, Italy, Spain and the UK,
and how to compare differences across the EU.

• The difference between hospital and retail/primary care decision making.

• Understand payers: Their drivers, their perspectives and decision-making processes.

• How to develop a Market Access Plan, from pre-phase II up to launch, including strategies and tactics.

• How to communicate value in your product story.

• How to optimise the Value Dossier to address various stakeholder needs.

Learn

https://www.celforpharma.com/content/newsletter-signup-form?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all
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Prof. dr. Lieven annemans has been involved as expert in a large number 
of hTas and is actively involved in hTa on a european level.

a unique profile: academic professor, past-president iSPor, consultant 
and former pharma executive.

highly respected for his vast international and cross-therapeutic 
experience, Lieven is a much sought-after advisor and educator  
to health policy makers and the innovative healthcare industry.

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

• The meaning of HTA and the key decision-making processes of HTA in the EU.

• The health economic principles used in HTAs and the interpretation by HTA bodies.

• The different types of HTA approaches across the EU.

• How to deal with the many possible criteria for assessment and their relative weights.

• How to prepare all departments within a company for the different HTA processes.

• Pros & cons of a possible joint clinical assessment in the EU.

• The solutions to the most common problems and mistakes
when optimising the quality of the evidence.

Very good overview of connected  
topics/processes. Lieven’s teaching 
style is excellent. Thanks!”

Bayer
Mimi De Ruyck 
Head Market Access  
& Stakeholders Management 
Belux (November 2018)

Great lecturer with big experience 
in this field.”

Sanofi
Mirela Horvat Kiš 
public Affairs and Market Access 
Country Head 
Croatia (November 2018)

An excellent and highly 
informative course delivered 
with charisma and humour  
— thank you!”

BresMed Health Solutions
James Horscroft 
Senior Insights Analyst 
United Kingdom  
(November 2018)

What participants Say About This Course

• Learn from europe’s most entertaining health economics and hTa expert.

• exchange experiences and discuss issues with your peers from other
companies, functions, therapy areas and countries.

Additional Benefits

Dates & Locations 15 May 2019, Brussels 26 November 2019, Brussels

The Health Technology 
Assessment Course 
Trends & Opportunities

The Expert
Lieven Annemans

Learn

https://www.celforpharma.com/content/newsletter-signup-form?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all
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Founder & ceo of inpharmation, europe’s most respected 
pharma forecasting & pricing specialist consultancy.

gary has been involved in pricing and/or forecasting of around  
half of the new molecular entity launches over the past 5 years.

author of Value Pricing for Market Access: Evidence-Based Pricing 
for Pharmaceuticals.

Excellent basic course, ideal to 
have an overview and the first 
insights. Gary is very clear.” 

Shire 
Tomasz Mazur 
Senior Finance Business 
partner Europe 
Switzerland (December 2018)

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)

What participants Say About This Course

• You will 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.

Additional Benefits

Dates & Locations 27-28 June 2019, Zurich 26-27 September 2019, London
5-6 December 2019, Brussels

Value Pricing  
for Market Access 
The Essentials

The Expert
Gary Johnson

Learn •  The concepts and language of pharma pricing and Market Access that confuse many executives.

• A helicopter view of pricing and Market Access systems in some of the largest pharma markets.

• Why setting prices and defending prices with health economics are not the same.

• How payers respond to your product’s profile: Measuring the strength of clinical profiles.

• Evidence-based techniques for getting the most accurate feedback when conducting payer research.

• How to analyse past payer behaviour to predict future pricing behaviour.

• The international pricing system: Correctly predict its impact on your prices around the globe.

• How to implement a pricing and Market Access strategy and what to do when you run into trouble.

https://www.celforpharma.com/content/newsletter-signup-form?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all
mailto:inge%40celforpharma.com?subject=
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One of the best courses I’ve 
attended this decade.”

Roche
Frank Sima 
Business Development  
& Market Access Manager 
Austria (September 2018)

If you work in a pharma company, you 
need to learn about this topic, otherwise 
you are not ready to cross-function.”

AstraZeneca
Mohamed Aseed 
Sr. Clinical Research Manager 
United Arab Emirates  
(September 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)

What participants Say About This Course

• Face-to-face training by Prof. dr. Lieven annemans combines
very productive learning with great fun!

• exchange experiences and discuss issues with your peers from other companies,
functions, therapy areas and countries.

Additional Benefits

Dates & Locations 26-27 March 2019, Brussels
20-21 June 2019, Brussels

8-9 October 2019, Brussels
17-18 December 2019, Brussels

Health Economics  
for Non-Health-Economists 

The Expert
Lieven Annemans

Prof. dr. Lieven annemans has conducted health economic evaluations 
in over 20 countries across a wide spectrum of therapeutic areas.

a unique profile: academic professor, past-president iSPor, consultant 
and former pharma executive.

highly respected for his vast international and cross-therapeutic 
experience, Lieven is a much sought-after advisor and educator  
to health policy makers and the innovative healthcare industry.

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

• The full meaning of QALYs and ICERs, and how to calculate them.

• Commonly used health economic modelling techniques.

• Key principles of costs analysis and budget impact analysis.

• The 10 guidelines for conducting and reporting health economic evaluations.

• How to assess peer reviewed health economic articles.

• How health economic evaluations are integrated in clinical trial programmes.

• The use of health economic evaluations in pricing & reimbursement decision making.

• The importance of health economic evaluations along the innovation life cycle.

Learn

https://www.celforpharma.com/content/newsletter-signup-form?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all
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Leading international consultant in pharmaceutical medical affairs 
who has worked with ma teams across the globe.

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

I recommend this course! Very 
interactive sessions, knowledgeable 
expert, very well structured and 
organised. Theory supported  
by real life examples.”

Sanofi
Céline Luscan 
project Leader Medical Affairs 
France (November 2018)

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)

One of the best organised 
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)

What participants Say About This Course

• This course is a unique opportunity for medical affairs executives
from different companies to discuss the issues and challenges they face
within their own companies.

• The exercises in this course can easily be replicated in your own company
with your own team(s).

Additional Benefits

Dates & Locations 21-22 May 2019, Brussels 26-27 September 2019, Zurich
12-13 December 2019, London

Medical Affairs  
for Modern Pharma 
New Challenges & Competencies

The Expert
Chris Toller

• Medical Affairs’ co-leadership role in cross-functional pharma organisations.

• How to create, measure and demonstrate VALUE in the Medical Affairs (MA) function.

• How medical insights contribute to brand development strategy and a brand’s success in the market.

• How to design a Strategic MA Plan that aligns with a company’s strategic goals.

• Tips and tricks for Medical Affairs tactics to communicate and engage
with physicians, patients and payers.

• What MA needs to know about pharmaco-economics and Market Access.

• Strategic thinking and leadership skills in the MA function.

Learn

https://www.celforpharma.com/content/newsletter-signup-form?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all
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managing director UK with across health, europe’s leading consultancy 
specialised in ecrm and digital communication in life sciences.

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

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

Great introduction to the many 
technologies that I was previously 
unaware of but can now look to 
leverage to improve customer 
engagement and outcomes.”

Sandoz 
Nicholas Adomakoh 
Medical Affairs Lead  
for Anti-infectives 
Germany (December 2018)

This has been one of the most valuable 
+ educational courses I have attended 
in a long time. So well facilitated, 
providing the right level of knowledge 
building, workshops, practical exercises & 
networking. Thanks for a great 2-days!”

Bristol-Myers Squibb 
Sejal Patel 
Final Signatory/Medical Strat/ops 
United Kingdom (December 2018)

This course is a must for anyone 
working in medical affairs and in 
pharma! The course brings you up 
to speed with the latest trends in 
digital strategy.”

Bayer
John Wahba 
Medical Advisor for Women’s 
Health & Established products 
United Kingdom  
(December 2018)

What participants Say About This Course

•  receive across health’s book Delighting Pharma Customers in the Omnichannel Age.

•  benchmark your digital activities against other companies and learn from  
 other ma executives how to overcome some of the challenges you are facing.

Additional Benefits

Dates & Locations 21-22 March 2019, Brussels  
 

15-16 October 2019, Zurich 
10-11 December 2019, London

The Strategic  
e-Medical Affairs Course 

The Expert
Ben Harbour

•  The landscape, opportunities and trends of digital communications in Medical Affairs’ ecosystem.

•  Conceptually understand how digital communication technologies work.

•  How to assess and compare the impact of the different communication channels  
 on physicians and patients.

•  How to design a multichannel innovation strategy for Medical Affairs (MA) in 6 steps.

•  Best practices, cases studies, dos & don’ts of Med Ed, social media, mobile applications, etc.

•  How to integrate digital initiatives in the MA mix while respecting legal and regulatory guidelines.

•  Which KPIs to use to assess the success of your multi-channel MA activities.

Learn

https://www.celforpharma.com/content/newsletter-signup-form?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all
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Physician with over 15 years of experience in medical affairs  
in mid-size and big pharma, in both headquarters and national 
affiliates, across a wide spectrum of therapeutic areas.

maaike has 10 years of experience in managing medical managers, 
medical advisors and mSLs, with both hands-on and strategic 
experience in medical affairs.

experienced in medical affairs development, as well as change 
management in different companies.

The course was well-organised, and 
it allowed inexperienced people 
to discover the world of MSLs. I 
believe this course could be useful 
for experienced MSLs too (as a 
refresher).” 

paxVax Berna 
Danilo presotto 
Medical Communication Specialist 
Switzerland (December 2018)

Great course on the role of the 
MSL with a lot of useful tips 
and tricks, even for the more 
experienced MSL.”

Chiesi
Leen de Jong 
Medical Science Liaison 
The Netherlands  
(December 2018)

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

Astellas
Eleftherios Siasakos 
Medical Science Liaison 
Greece (June 2018)

What participants Say About This Course

• Share best practices and discuss issues with mSLs from other companies.

• discussions will help you formulate the added value and the role of the mSL
in your individual situation.

• return to the office with handy checklists and decision-support tools
(e.g. confrontation matrix, advisory board checklist, etc.).

Additional Benefits

Dates & Locations 23-24 May 2019, Brussels 17-18 October 2019, Zurich
27-28 November 2019, Brussels

Business Acumen
For Medical Science Liaisons

The Expert
Maaike Addicks

• The impact of the MSL role on the success of pharmaceutical brands.

• The concepts and analytical tools used in medical planning to decide on strategies
and tactics with the highest impact.

• KOL engagement: How to identify KOLs, make a solid KOL plan and how to build relationships
based on mutual benefits.

• How to optimally plan and implement tactics: Advisory Boards, scientific interchange, CME, etc.

• How to showcase the impact and value of an MSL, using the Medical Plan and the right metrics.

• How to work cross-functionally with your colleagues in Sales, Marketing, Market Access …

Learn
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Prof. John Weinman is a prominent expert in the field of patient 
health behaviours 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.

Very interesting. Many thanks 
to the experts for having 
provided us so many insights 
about adherence.”

Roche Diabetes Care
Ekatarina Chernyakova 
IDS Group Leader 
Russia (November 2018)

Very interesting and relevant topic! The course provided 
a great overview of applicable behavioural science, 
an excellent framework to assess beliefs that drive 
non-adherent behaviours, and a good introduction 
to practical solutions (personalised patient support 
programmes) to improve adherence. The speakers  
were engaging and are true experts in the field.”

UCB
Kuyler Doyle 
Director, new product planning 
Belgium (November 2018)

This C.E.L.forpharma training 
course has been one of the 
most interesting, interactive, 
needs-centric training I have 
ever attended. Thanks to the 
organising team and the highly 
experienced trainers.”

phoenix Clinical Research
Maha Dakhloul 
Clinical operations Manager 
Lebanon (November 2018)

What participants Say About This Course

• You will have the unique opportunity to interact face-to-face with Prof. John
Weinman, one of the world’s leading experts on improving patient adherence.

• The programme includes an interactive session during which you can discuss
the challenges you are facing in your current patient/caregiver/hcP
support solution(s).

Additional Benefits

Dates & Locations 27 June 2019, London 15 October 2019, Brussels

Personalising Patient Experiences 
Using Behavioural Science 

The Experts
John Weinman  
& nathan o’Donnell

• The drivers of patient health behaviours (e.g. non-adherence to medication).

• How to identify and interpret specific individual drivers of health behaviours.

• Actionable steps to design or enhance personalised solutions that address these drivers.

• Identify strategic behavioural change opportunities that contribute
to commercial brand outcomes and optimise healthcare resource utilisation.

• How to design and develop personalised interventional content that engages all stakeholders.

• Understand the application of digital technology for delivering personalised, scalable support experiences.

• Dos & don’ts for managing regulatory restrictions, effective enrolment and regional implementation.

Learn
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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.

dr. Joeri de haes is a former professor of marketing at antwerp 
University with 10 years of experience in advising major pharma 
companies on global launch programmes for strategic brands.

Formerly with mSd (merck & co), where he led several major brand 
launches, Kurt arco has 15 years of international launch experience 
within big and small pharma/biotech companies.

• A comprehensive overview of the launch process: From discovery/development up to maturity.

• A structured roadmap with detailed steps to plan your full cross-functional launch process.

• The 4 launch types: Selecting the right launch strategy based on your brand’s profile.

• The market and customer insights that are crucial for defining the launch strategy and plan.

• How to use the patient journey and leverage points to define and prioritise customer segments.

• How to design an omni-channel launch strategy to engage with the right key stakeholders.

• How to organise internally in order to be optimally prepared for launch.

• Best practices drawn from real-world examples of successful and failed launches.

The course was excellent! Very 
professional and relevant information. 
Both trainers are very good and a 
great combination: one leaning more 
towards theory, well complemented by 
the other leaning towards practical.” 

Boehringer Ingelheim 
Frank Düring 
Sr. Launch Readiness Manager 
Germany (December 2018)

Great insights in launch 
excellence! Theory linked 
to operation excellence.”

Bayer
Philippe Weiss 
Marketing Manager  
/ Head of Sales 
Switzerland (December 
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 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)

What participants Say About This Course

• You will be able to put theory into practice during group work
on real-world case studies.

• You will receive handy take-home templates and models.

• cross-check your approach and experiences during cross-functional
discussions with industry peers.

Additional Benefits

Dates & Locations 19-20 March 2019, Zurich
25-26 June 2019, London

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

Strategy & Planning for Commercial 
Launch Success in Pharma 
A Cross-functional Approach

Learn

The Experts
Kurt Arco  
& Joeri De Haes

https://www.celforpharma.com/content/newsletter-signup-form?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all
mailto:inge%40celforpharma.com?subject=
https://www.celforpharma.com/?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all
https://www.celforpharma.com/?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all
https://www.celforpharma.com/course/strategy-planning-commercial-launch-success-pharma?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all
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Inge Cornelis
+32 2 709 01 43

inge@celforpharma.com 

Questions?

Visit www.celforpharma.com for updates. Visit www.celforpharma.com for updates.

david has advised many top pharma companies on Strategic account 
management projects, is author of an influential report on pharma 
Kam and has presented/chaired at many international events focused 
on Kam in pharma.

Prior to consultancy, Pijush gained 18+ years of experience in Field 
Force effectiveness, Strategic account management, crm and 
business analytics at abbott/abbVie, leading regional and global 
initiatives.

•  The Inside/Out Model: An organisational approach for effective Strategic Account Management.

•  How to engage the organisation to become more strategic account focussed.

•  A process that ensures integration of brand and account strategies.

•  CSFs, processes, collaboration models and best practices to connect key functions.

•  Analytical tools for discovering new growth opportunities within strategic accounts.

•  Best practices for determining qualitative and quantitative KPIs.

•  A methodology for change management and sustainability.

Great knowledge and experience of the 
course faculty. Useful activities and 
applicable, pragmatic solutions for a 
very complex topic.”

Bristol-Myers Squibb 
Fabian Kurth
Strategy & operations  
/ Account Lead oncology 
Germany (December 2018)

Very practical and useful workshop run 
by professionals with great pharma 
experience.”

AbbVie
Grzegorz Dudzinski
Customer Excellence Manager 
Poland (December 2018)

Inspiring, well-structured, 
pragmatic, high level and 
experienced experts.”

Eisai 
Miguel Lopez
oncology Business Unit 
Director Spain & portugal 
Spain (December 2018)

What participants Say About This Course

•  The workshop format of this course facilitates optimal peer learning.

•  create your own organisational vision & strategy, based on a best practice template.

•  You will gain practice with proven tools and techniques for developing  
 strategic accounts.

Additional Benefits

Dates & Locations 14-15 May 2019, London 
 

17-18 September 2019, Brussels

Strategic Account Management  
in Pharma 
Driving Excellence in a Multi-functional Organisation

Learn

The Experts
David Wright  
& pijush Bose

https://www.celforpharma.com/content/newsletter-signup-form?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all
mailto:inge%40celforpharma.com?subject=
https://www.celforpharma.com/?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all
https://www.celforpharma.com/?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all
https://www.celforpharma.com/course/pharma-strategic-account-management?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all
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2019 C.E.L.forpharma Training Calendar

CoURSE MARCH ApRIL MAy JUnE JULy AUGUST SEpTEMBER oCToBER noVEMBER DECEMBER

Health Economics for Non-Health-Economists  26-27 20-21 8-9 17-18
Lieven Annemans  BRUSSELS BRUSSELS BRUSSELS BRUSSELS
The Health Technology Assessment Course  15 26
Lieven Annemans  BRUSSELS BRUSSELS
Principles of Pharma Market Access in Europe  25-26 24-25 3-4
Mark Silvey & Nick Proctor ZURICH LONDON BRUSSELS
Value Pricing for Market Access  27-28 26-27 5-6
Gary Johnson ZURICH LONDON BRUSSELS

Business Acumen For Medical Science Liaisons  23-24 17-18 27-28
Maaike Addicks  BRUSSELS ZURICH BRUSSELS
The Strategic e-Medical Affairs Course  21-22 15-16 10-11
Ben Harbour  BRUSSELS ZURICH LONDON
Medical Affairs for Modern Pharma  21-22 26-27 12-13
Chris Toller  BRUSSELS ZURICH LONDON
Personalising Patient Experiences Using Behavioural Science  27 15
John Weinman & Nathan O’Donnell LONDON BRUSSELS

The Multi-Channel Patient Engagement Course  28-29 16-17
Beverly Smet & Vladimir Rogiers  BRUSSELS LONDON
Late Stage Pharma Lifecycle Management  15-16 28-29
Neal Hansen  BRUSSELS ZURICH
The Strategic Digital Pharma Marketing Course  19-20 18-19 1-2 26-27
Vladimir Rogiers & Jan Keuppens  BRUSSELS LONDON BRUSSELS ZURICH
Strategy & Planning for Commercial Launch Success in Pharma  19-20 25-26 24-25 10-11
Joeri De Haes & Kurt Arco  ZURICH LONDON ZURICH BRUSSELS
The Pharma Brand Planning Course  14-15 19-20
Edouard Demeire ZURICH BRUSSELS
Personalising Patient Experiences Using Behavioural Science  27 15
John Weinman & Nathan O’Donnell LONDON BRUSSELS
Strategic Account Management in Pharma  14-15 17-18
David Wright & Pijush Bose  LONDON BRUSSELS
The Pharma Forecasting Course  4-5 20-21 19-20 12-13
Gary Johnson  ZURICH LONDON BRUSSELS LONDON
Pharma Marketing For Non-Marketing Functions  16-17
Edouard Demeire ZURICH

The Pharma Business Development Course  2-3 18-19 8-9 10-11
Martin Austin ZURICH LONDON BRUSSELS LONDON
The Pharma Licensing Negotiation Course  20-21 2-3
Roger Cox ZURICH LONDON
The Pharmaceutical Out-licensing Course  23-24 15-16 5-6
David Scott ZURICH MUNICH LONDON
Pharma-Biotech Product & Company Valuation  22 17 4
Patrik Frei ZURICH MUNICH LONDON
The Pharma Forecasting Course  4-5 20-21 19-20 12-13
Gary Johnson  ZURICH LONDON BRUSSELS LONDON

Market Access, Pricing & Health Economics

Medical Affairs

Strategic Pharma Marketing

Business Development & Licensing

https://www.celforpharma.com/content/newsletter-signup-form?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all
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https://www.celforpharma.com/course/health-technology-assessment-course?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all
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CoURSE MARCH ApRIL MAy JUnE JULy AUGUST SEpTEMBER  oCToBER noVEMBER DECEMBER

Health Economics for Non-Health-Economists 26-27 20-21 8-9 17-18
Lieven Annemans BRUSSELS BRUSSELS BRUSSELS BRUSSELS
The Health Technology Assessment Course 15 26
Lieven Annemans BRUSSELS BRUSSELS
Principles of Pharma Market Access in Europe 25-26 24-25 3-4
Mark Silvey & Nick Proctor ZURICH LONDON  BRUSSELS
Value Pricing for Market Access 27-28 26-27 5-6
Gary Johnson ZURICH LONDON  BRUSSELS

Business Acumen For Medical Science Liaisons 23-24 17-18 27-28
Maaike Addicks BRUSSELS ZURICH BRUSSELS
The Strategic e-Medical Affairs Course 21-22 15-16 10-11
Ben Harbour BRUSSELS ZURICH  LONDON
Medical Affairs for Modern Pharma 21-22 26-27 12-13
Chris Toller BRUSSELS ZURICH LONDON
Personalising Patient Experiences Using Behavioural Science 27 15
John Weinman & Nathan O’Donnell LONDON  BRUSSELS

The Multi-Channel Patient Engagement Course 28-29 16-17
Beverly Smet & Vladimir Rogiers BRUSSELS  LONDON
Late Stage Pharma Lifecycle Management 15-16 28-29
Neal Hansen BRUSSELS ZURICH
The Strategic Digital Pharma Marketing Course 19-20 18-19 1-2 26-27
Vladimir Rogiers & Jan Keuppens BRUSSELS LONDON  BRUSSELS ZURICH
Strategy & Planning for Commercial Launch Success in Pharma 19-20 25-26 24-25 10-11
Joeri De Haes & Kurt Arco ZURICH LONDON ZURICH BRUSSELS
The Pharma Brand Planning Course 14-15 19-20
Edouard Demeire ZURICH BRUSSELS
Personalising Patient Experiences Using Behavioural Science 27 15
John Weinman & Nathan O’Donnell LONDON  BRUSSELS
Strategic Account Management in Pharma 14-15 17-18
David Wright & Pijush Bose LONDON  BRUSSELS
The Pharma Forecasting Course 4-5 20-21 19-20 12-13
Gary Johnson ZURICH LONDON BRUSSELS LONDON
Pharma Marketing For Non-Marketing Functions 16-17
Edouard Demeire ZURICH

The Pharma Business Development Course 2-3 18-19 8-9

10-11

Martin Austin ZURICH LONDON BRUSSELS LONDON
The Pharma Licensing Negotiation Course 20-21 2-3
Roger Cox ZURICH  LONDON
The Pharmaceutical Out-licensing Course 23-24 15-16 5-6
David Scott ZURICH  MUNICH  LONDON
Pharma-Biotech Product & Company Valuation 22 17 4
Patrik Frei ZURICH  MUNICH  LONDON
The Pharma Forecasting Course 4-5 20-21 19-20

12-13

Gary Johnson ZURICH LONDON   BRUSSELS LONDON

Brussels London Zurich

Inge Cornelis
+32 2 709 01 43

inge@celforpharma.com
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Visiting Professor at cedeP (inSead) and 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 and runs roche’s courses for marketing and non-marketing 
audiences worldwide.

developed business simulations and decision support tools for  
the health care industry and trained tens of thousands of executives 
worldwide on pharma marketing strategy since 1990.

I would highly recommend both  
this course and the marketing for  
non-marketing functions one. Edouard is  
a very enthusiastic speaker and the 
courses gave me very good new learnings 
for practicing in the real world.”

Alexion pharma nordics
Jessica Lindberg
Marketing Specialist
Sweden (November 2018)

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)

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

Chiesi
Vladislav Ivanov
Key Account Manager
Bulgaria (June 2018)

What participants Say About This Course

• You will be equipped with a set of practical tools and checklists for making
and/or improving pharma brand marketing plans.

• You will learn from your peers during group work on the betaprolol case,
developed by edouard demeire.

Additional Benefits

Dates & Locations 14-15 May 2019, Zurich 19-20 November 2019, Brussels

The Pharma  
Brand Planning Course 

The Expert
Edouard Demeire

• A process for brand planning that identifies market opportunities and boosts brand performance.

• Analytical tools to discover key leverage points from patient-centric and stakeholder insights.

• Market segmentation: How to determine priority segments for your brand.

• Brand positioning: How to develop a good positioning statement and ensure it is implemented.

• How to make a good SWOT and extract CSFs required for your brand’s success.

• How to design effective and efficient tactical mixes for highly competitive markets (“Red Ocean”).

• How to create a “Blue Ocean” market environment where competition is irrelevant.

• Best practices drawn from pharma and other industry sectors.

Learn
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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.

A very interesting course 
that helps you think  
strategically – Thanks!”

Boehringer Ingelheim
Jovi Mateo Gómez 
omnichanneling and Data Lead 
Spain (December 2018)

The exercise on building a MC 
campaign is excellent for learning 
how to get things right according to 
a digital strategy which we defined 
ourselves. Interactive course with 
high engagement and real-life cases 
– highly recommended!”

Actelion pharmaceuticals
Jonathan Schmid
Digital Solutions 
Switzerland (December 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)

What participants Say About This Course

• You will be able to put theory into practice during group work
on the elbonia case, developed by across health.

• receive across health’s training book Delighting Pharma Customers
in the Omnichannel Age.

Additional Benefits

Dates & Locations 19-20 March 2019, Brussels
18-19 June 2019, London 

1-2 October 2019, Brussels
26-27 November 2019, Zurich

The Strategic Digital Pharma 
Marketing Course 

The Experts
Jan Keuppens  
& Vladimir Rogiers

• How to integrate digital into your overall pharma marketing, sales and medical education strategy.

• A step-wise process to define a multi-channel customer engagement strategy.

• The 6 multi-channel communication strategies to consider.

• The possibilities, impact and best practices of each digital communication channel.

• Know how to select the best-suited digital tactics and how to implement them.

• Know which KPIs to use to measure the ROI of your digital tactics.

• How to correctly use key measurement tools, such as the MCQ, the NPS, etc.

• Learn from real-life examples to avoid pitfalls and gain new ideas.

Learn
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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).

This is a top-quality course! I highly 
valued the case studies, the group 
exercises and the fact that it was  
a 2-day course. I strongly  
recommend it!”

Will-pharma
Claudia Burattini
Digital Brand Manager
Belgium (November 2018)

This is the right mix between theory & 
examples. It’s an opportunity to network 
and exchange information with peers. 
Both experts were very engaging and 
swift to respond to discussions and 
questions. It’s one of the best organised 
workshops!”

novo nordisk
Hana Prusková
patient Support project Manager
Switzerland (November 2018)

Excellent course! We learned 
practical techniques that  
can be applied right away.”

Siemens Healthare
Tim Durham
Senior Manager Strategic 
Business Development 
Germany (November 2018)

What participants Say About This Course

• You will learn the dos & don’ts and pitfalls of patient activation
and support programmes during practical exercises and discussions
of real-life examples.

• receive across health’s training book Delighting Pharma Customers
in the Omnichannel Age.

Additional Benefits

Dates & Locations 28-29 March 2019, Brussels 16-17 October 2019, London

The Multi-Channel  
Patient Engagement Course 

The Experts
Vladimir Rogiers 
& Beverly Smet

• The impact of patients on decisions along their journey and the leverage points for your brand.

• Models for patient segmentation based on the behaviours of health consumers.

• How to take advantage of digital channels to activate patients.

• How to create a Patient Support Programme (PSP) that integrates multiple channels
and boosts patient engagement.

• How to optimise your multi-channel mix based on the impact and reach of the various channels.

• Setting the right Key Performance Indicators for measuring the impact of PSPs.

• Critical success factors for building a patient-centric organisation.

Learn
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Visiting Professor at cedeP (inSead) and 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 and runs roche’s courses for marketing and non-marketing 
audiences worldwide.

developed business simulations and decision support tools for the 
health care industry and trained tens of thousands of executives 
worldwide on pharma marketing strategy since 1990.

I got a lot of information from this 
course and it was tied together very 
well. The info was practical. Edouard 
gave examples that are relevant 
and easy enough to understand. I 
recommend it!”

Shire
Lee LeBrun
Advertising and promotion  
program Lead
Switzerland (November 2018)

Great course with a knowledgeable 
speaker! It’s very interactive,  
and exercise-based.”

LEo pharma
Roberto Balabasquer Pinto
procurement Category Manager 
for Marketing
Denmark (November 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

• benefit from edouard’s wealth of experience in training & coaching executives
in numerous pharma companies on best-practice pharma marketing.

• receive edouard’s book GOOD PHARMA. How Marketing Creates Value
in Pharma (corstjens & demeire, 2014).

Additional Benefits

Dates & Locations 16-17 May 2019, Zurich

Pharma Marketing  
for Non-Marketing Functions 
Broaden Your Impact on a Drug’s Success

The Expert
Edouard Demeire

• What Pharma Marketing is and why market-led organisations will be more successful.

• Critical patient and stakeholder insight generation to which all functions can contribute.

• How to gain critical disease market insights from business intelligence data.

• Essentials of brand strategy development: Where to play & how to win (Segmentation & Positioning).

• How pharma marketers develop tactical plans based on customer-centric insights.

• How to create cross-functional synergies between Sales, R&D, Medical Affairs, Market Access
and Marketing, contributing to a brand’s commercial success.

Learn
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dr. neal hansen is europe’s most authoritative expert  
on lifecycle management strategies in the pharmaceutical industry. 

Leading consultant for superior decision making in Lcm 
and brand strategy.

co-author of Pharmaceutical Lifecycle Management – Making the Most of 
Each and Every Brand (Wiley & Sons, 2012).

I highly valued this course. By 
attending, you get an understanding 
of LCM from a wider perspective, 
examples from real life and  
thought-provoking content.  
Big thanks to Neal!”

GlaxoSmithKline
Gorkem Guner
Life Cycle Management Director 
United Kingdom (November 2018)

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

orion
Piero Pollesello
Global Brand Manager
Finland (April 2018)

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)

What participants Say About This Course

• This course format stimulates intense interaction with your peers
who deal with mature brands and loss of exclusivity issues.

• a unique opportunity to learn face-to-face from and discuss your own case
with pharma’s leading Lcm expert, which neal truly is!

Additional Benefits

Dates & Locations 15-16 May 2019, Brussels 28-29 November 2019, Zurich

Late Stage Pharma  
Lifecycle Management 

The Expert
neal Hansen

• What happens to drugs approaching patent expiry, and the options for competing thereafter.

• Pros & cons of all LCM strategies: Product enhancement, pricing and contracting strategies,
authorised and own generic strategies, Rx to OTC switching strategies…

• Creative solutions to prolong the competitiveness and profitability of your brands.

• The right timing and successful planning process for preparing a brand’s loss of exclusivity.

• The roles of global/regional/local functions in successful LCM.

• How to prioritise and manage a portfolio of established brands.

• Lessons from successes and failures from real-world pharma cases.

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

gary has been involved in pricing and/or forecasting of around  
half of the new molecular entity launches over the past 5 years.

author of Sales Forecasting for Pharmaceuticals: An Evidence Based 
Approach.

Highly practical content that can be 
used on every forecast opportunity. 
Very comprehensive theoretical 
content with a combination of useful 
practical exercises.”

Janssen
Gabriela Gonzalez-Koch
Sr. Business Insights  
and Analytics Manager
Germany (October 2018)

Very accessible training which  
starts from the basics but quickly 
goes to in-depth forecasting 
principles.”

AbbVie
Guillaume Van Dael
Finance Manager
Belgium 
(October 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)

What participants Say About This Course

• You will learn the dos & don’ts during practical exercises and discussions
of real-life examples, as well as learn from industry peers that deal
with pharma forecasts on a regular basis.

• receive an excel-based forecasting tool which integrates all the techniques
taught during the workshop, as well as gary’s book.

Additional Benefits

Dates & Locations 4-5 April 2019, Zurich 19-20 September 2019, Brussels
20-21 June 2019, London  10-

The Pharma  
Forecasting Course 

The Expert
Gary Johnson

• The 6 proven principles for producing the most accurate forecasts.

• When and how to use epi-based vs. sales-based forecasts.

• How to build Market Access correctly into your forecasts.

• Market share forecasting, including the simple models that provide the best forecasts.

• Uptake models: Why products are taken up by the market at different speeds and how to model this.

• Extrapolation techniques: How to project a trend in the most accurate way.

• The sources of data and the advantages and disadvantages of different source types.

• How to deal with unique-to-pharma issues like lines of therapy, co-prescription, etc.

Learn

11 December 2019, London
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as a former senior bd executive with roche and Paul capital  
Partners, martin uniquely combines a wealth of bd experience 
with entertainment talent.

board member of several start-ups and Founder of Transformrx.

author of Business Development for the Biotechnology  
and Pharmaceutical Industry (gower, 2008) and Licensing, 
Selling and Finance in the Pharmaceutical and Healthcare  
Industries (gower, 2012).

Being new to business development, 
this course was highly valuable! I left 
not only with greater knowledge but 
also with a number of pearls I can put 
into practice immediately!”

otsuka 
Rita Doramajian
Director, Early Assets, BD&L, 
Strategy & Innovation
Canada (December 2018)

This BD training course was very 
valuable and interesting, and provided 
key information and tips to develop 
BD skills!”

Sanofi
Olivier Brun
Alliance Manager External 
opportunities
France (September 2018)

Outstanding course for a 
newcomer in the field of NBD. 
Concentrated information,  
great presentation.”

Will-pharma
Karlygash Abildayeva  
new Business Development 
Manager
Belgium (September 2018)

What participants Say About This Course

• capitalise on martin’s vast real-world bd experience. his course
is full of examples, practical insights, tips … and fun!

• network and share experiences with peers from both the pharma
and biotech side.

Additional Benefits

Dates & Locations 2-3 April 2019, Zurich 8-9 October 2019, Brussels
18-19 June 2019, London 12-

The Pharma  
Business Development Course
An Overview Course

The Expert
Martin Austin

• Comprehensive overview of the business development process in the pharma-biotech world.

• Analytical toolkit to profile opportunities that will be successful for your company.

• Sources and search tips for finding suitable candidates.

• Overview of forecasting and valuation approaches, and typical issues in the process.

• The pros and cons of different deal structures: JVs, licensing, M&A, etc.

• Key success factors and tips for writing a good term sheet and leading the negotiations.

• How to manage the contract phase and to avoid the financial and legal pitfalls that can break a deal.

Learn

13 December 2019, London
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Formerly a pharma busdev & Licensing executive,  
david has worked as a Senior bd&L consultant since 1996. 

concluded numerous inward and outward licensing  
agreements for clients covering small molecules, biologicals 
and delivery technologies.

author of Scrip’s best-selling report Practical Guide 
to Pharmaceutical Licensing.

I attended other courses before,  
but this one was the most structured  
and clearest of all. The expert,  
David Scott, is a wonderful speaker  
and the material provided is excellent.”

peptomyc
Laura Soucek
CEo
Spain (November 2018)

Great course, with first an overview of the 
different kind of deals and the process of 
out-licensing and then a wonderful action 
plan, full of tips and useful information!”

Enyo pharma
Tatiana Dantheny
Head of the CEo project office
France (November 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)

What participants Say About This Course

• This is a very practical course, with plenty of directly applicable tools
and information for your out-licensing activities: checklists, clear instructions,
action plan, a valuation tool, etc.

• Participants at this course are senior executives, including biotech ceos
planning to initiate out-licensing activities, adding an additional learning dimension.

Additional Benefits

Dates & Locations 23-24 May 2019, Zurich 15-16 October 2019, Munich
5-6 December 2019, London

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

The Expert
David Scott

• The critical steps in the licensing process of a pharmaceutical compound in R&D.

• How to profile your product and prepare information to maximise attractiveness to 3rd parties.

• Key factors in the valuation of your product and how to set up a spreadsheet to optimise
the commercial structure of the deal.

• How to target potential partners – and the best way to make successful contacts.

• What to include in term sheets, CDAs and MTAs – The issues to watch out for during negotiations.

• Understand the due diligence process and what will be expected from you.

• Expert advice on negotiation strategy and on managing a deal post-signature.

Learn
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dr. roger cox has 30 years of licensing experience encompassing  
both big and small pharma/biotech companies.

currently Sr. consultant with Plexus Ventures, roger was formerly 
executive director with J&J’s global Pharma bd group where  
he negotiated over 50 commercial licence agreements.

This was my second 
C.E.L.forpharma course,  
after the excellent company 
valuation course. It was quite 
excellent – most informative  
and helpful. I wish I had taken 
the course 5 years ago!”

TΔS
Kieran Clarke 
CEo  
United Kingdom  
(November 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. I feel so lucky that I had the chance to follow Dr. 
Cox’s course and to meet with such professional attendees.”

DEVA Holding A.Ş
Zeynep Gümüşyazıcı Bayramoğlu 
Business Development Manager
Turkey (April 2018)

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
Sr. Director, Alliance Management
USA (April 2018)

What participants Say About This Course

•  The role-plays include a variety of negotiation scenarios: royalty negotiations,  
 term sheet negotiations, etc.

•  To ensure you optimally benefit from the role play sessions with executives  
 from a variety of backgrounds, the audience size is limited to 10 max.

Additional Benefits

Dates & Locations 20-21 May 2019, Zurich 2-3 December 2019, London

The Pharma Licensing  
Negotiation Course 

The Expert
Roger Cox

•  The skill set required to successfully negotiate licence deals in the pharma-biotech world,  
 to persuade and build consensus.

•  What you need to prepare and check before starting a negotiation.

•  The methods for determining value and spreadsheet financial modeling to improve negotiation outcomes.

•  Practise negotiating skills in 4 interactive role plays featuring typical Pharma/Biotech licensing situations.

•  The differences between integrative and distributive negotiation strategies and tools to improve leverage.

•  The various types of licence agreements used in pharma-biotech, and methods to determine  
 royalty rates and value sharing.

Learn
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Questions?

Visit www.celforpharma.com for updates. Visit www.celforpharma.com for updates.

•  The skill set required to successfully negotiate licence deals in the pharma-biotech world,  
 to persuade and build consensus.

•  What you need to prepare and check before starting a negotiation.

•  The methods for determining value and spreadsheet financial modeling to improve negotiation outcomes.

•  Practise negotiating skills in 4 interactive role plays featuring typical Pharma/Biotech licensing situations.

•  The differences between integrative and distributive negotiation strategies and tools to improve leverage.

•  The various types of licence agreements used in pharma-biotech, and methods to determine  
 royalty rates and value sharing.

Very good course as introduction 
for assessing/valuing BioPharma 
Companies/Products.”

Evotec
Stephan Grosse
Controlling  
Germany (November 2018)

A highly relevant and clearly presented 
program with excellent materials. 
Recommended for all who are starting  
out in biotech deal-making.”

Vicarius pharma
Francis Marsland
General Counsel and Head of BD
Switzerland (November 2018)

Very knowledgeable,  
entertaining.”

LenioBio
Remberto Martis
CEo  
Germany (November 2018)

What participants Say About This Course

•  gain practice in calculating the value of a phase ii compound with  
 an excel-based valuation tool, which you can use when back in the office.

•  The audience of this course is always an interesting mix of executives  
 from pharma, biotech and related (e.g. tech transfer) companies.

Additional Benefits

Dates & Locations 22 May 2019, Zurich 17 October 2019, Munich
4 December 2019, London

Pharma-Biotech  
Product & Company Valuation
An Introductory Course

•  The main valuation approaches, tools & techniques currently used in the pharma-biotech world. 

•  Methodology for assessing the risk profile of a company prior to considering any deal.

•  How to calculate the value of a biotech company with the Discounted Cash Flow method. 

•  An overview of all valuation methods used for life science products.

•  How to calculate the value of a compound in development, using the most commonly used tool,  
 i.e. the risk-adjusted Net Present Value or expected Net Present Value.

•  How to structure the licensing deal between companies, covering issues such as  
 milestone and royalty payments.

Learn

dr. Patrik Frei is Founder & ceo of Venture Valuation,  
specialists in independent assessments and valuation of emerging 
high-growth companies in biotechnology and life sciences,  
and owner of biotechgate, the global business development  
database for the life science industry.

europe’s top valuation expert of high-growth life science  
companies and author of Assessment and Valuation  
of High Growth Companies.

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

Dates & Locations

The Expert
patrik Frei
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complement your internal training programme with face-to-face 
learning from acclaimed experts, with cross-functional competency 
development and with learning from industry peers.

2

3

IDEnTIFy
CoMpETEnCy GApS 

in your market-facing 
team(s)

RETAIn
yoUR TALEnT 

because they value  
C.E.L.forpharma’s training  

courses

BooK
 In ADVAnCE 10-15-20… 

CoURSE DAyS
for a pre-determined period

SEnD
yoUR TEAM MEMBERS

to the right course  
at the right time

1

Inge Cornelis
+32 2 709 01 43

inge@celforpharma.com 

Contact Us

4

5ACQUIRE
nEW CoMpETEnCIES 
to think from the market’s  

perspective and act  
cross-functionally

BooST
yoUR BUSInESS 
pERFoRMAnCE

6
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i accept that c.e.L.forpharma regularly sends me information by email on topics discussed within their website  
(www.celforpharma.com) and relevant to my function, under the condition that i can unsubscribe at any time.  
i accept that relevant personal details are stored in a database for that purpose, as per c.e.L.forpharma’s  
Privacy Policy (www.celforpharma.com/we-value-your-privacy), of which i accept the terms.

i, the participant(s), have read and accept c.e.L.forpharma’s 
Transfer & cancellation Policy (www.celforpharma.com/transfer-cancellation-policy)
and Privacy Policy (www.celforpharma.com/we-value-your-privacy)

in order to complete the registration, please tick the following box(es):

Confirm Registration

company name  

VaT number  

invoicing address

Street address  

city/Province  

Postcode  

country  

Company Details

Title  

First name  

Last name  

Job Title  

email  

mobile number  

country of Work  

participant Details

1* course Title  

 course date(s)  

2* course Title  

 course date(s)  

Course(s)

Payment method bank Transfer  credit card (+3%)

Po number (optional)  

payment

Registration Form
Complete the below form and email to britt.decat@celforpharma.com  
or fax to +32 2 721 13 82 or go to www.celforpharma.com and 
complete the online registration form.

Inge Cornelis
+32 2 709 01 43

inge@celforpharma.com 

Questions?
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COMPETENCIES
Market AccessRegulatory Affairs, Public Affairs, Market Access…

Pricing, Health Economics, Outcomes Research,

c.e.L.forpharma is the only international training institution where  
Pharma, bioTech & medTech executives can learn  

business-critical competencies in market-facing functions
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