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    “Welcome to 

           CELforPharma”

“Where you can learn 
   from true experts and your peers  

   to boost your market & thought leadership!”

TRUSTED
Since our foundation in 2005,

 6.000+
Executives 

Trained

TOP FACULTY

 25+
True Industry 

Experts

SMALL CLASSES

5TO
 25

Participants

INTERNATIONAL
In 2019, executives  

came from

46
Countries

Luc De Langhe, Founder & CEO

TOP QUALITY
In 2019, our audience gave an

8,9/10
Recommendation 

Score

CROSS-INDUSTRY
In 2019, executives came from

216
Companies
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Visit www.celforpharma.com for practical details  
and more information on this programme.

Prof. Dr. Lieven Annemans has participated in more than 400 health economic 
evaluations in over 20 countries across a wide spectrum of therapeutic areas. 
He has also been involved as expert in a large number of Health Technology 
Assessments (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 full meaning of QALYs and ICERs, two key measures in cost-effectiveness studies,  
 and how to calculate them.
•  The challenges with the QALY, especially in particular diseases, and how these can be addressed.
•  How payers in different countries apply ICER thresholds that are used to select candidates  
 for reimbursement.
•  The logic and maths of commonly used models that health economists use to simulate treatment  
 outcomes and to predict and compare the cost-effectiveness of different treatments.
•  The basic principles of a budget impact analysis, which also considers the perspective  
 of the payer’s budget and the choices that have to be made across patient populations.
•  How health economic insights can add tremendous value to pharma/medtech products  
 throughout their entire lifecycle, from early clinical development up to post-launch.

•  The supporting training materials (i.e. workbook, exercises, slide printouts  
 and additional readings) will optimize learning retention.

•  A Learning Coach will address any content-related questions within the scope  
 of this course, with the support of Prof. Dr. Lieven Annemans.

Additional Benefits

ONLINE SELF-STUDY PROGRAMME

ONLINE SELF-STUDY PROGRAMME:

Basics of Health Economics
Health economic evaluations: Fundamentals & challenges – The payer’s perspective  
– HECON’s value contribution from early clinical development up to post-launch

The Expert
Lieven Annemans

Learn

I was very satisfied at the end of the Basics of Health Economics self-study programme. 
In addition to the training impact of Prof Lieven Annemans’ presentation style and 
slides, this self-study programme is really well designed in terms of user-friendliness, 
its structure, the alternation of theory and exercises, the audiovisual quality and the 
training support materials. It keeps you motivated and concentrated till the end. This 
learning experience is not only enjoyable, it is also very rewarding. At the end you will be 
happily surprised when you do the final test and discover that you have reached a level 
of understanding that you would not believe is possible in about 8 hours.”

Daiichi Sankyo
Curd Lejaegere
VP EU Mid-Sized Countries
Belgium (September 2020)

This is the perfect introduction course for 
non-health economists. Prof Lieven Annemans 
presents all the key concepts very well, in a format 
- presenter plus slides - which makes it lively, 
almost as if it was live. The self-study format is well 
adapted to busy agendas as you can start with and 
go back to the course when you want. Thank you 
very much for this programme!”

Norgine
Florie Doublet
Global Brand Manager
United Kingdom (September 2020)

What Participants Say About This Course
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Visit www.celforpharma.com for updates and more course dates.  

•   Receive clear schematic overviews of the market access systems  
  in Europe’s major markets as a resource to reference in your daily work. 

•   Dr. Nick Proctor is available for Q&A during breaks and after the course  
  so you can discuss challenges you are facing and get advice from  
  a sought-after market access expert. 
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What Participants Say About This Course

Additional Benefits

Dates & Locations 14 October 2020 (live online)
8 December 2020 (live online)

Understanding Market Access  
& Payers in Europe

•  What market access means to the pharmaceutical industry and how to differentiate  
 the different categories of payers.

•  The patterns of healthcare and pricing & reimbursement systems and the different  
 payer archetypes across Europe.

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

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

•  The market access plan and process, from before phase II up to launch, including strategies and tactics.

•  How internal stakeholders (e.g. Medical Affairs, Clinical, Marketing, Health Outcomes…)  
 should contribute for optimal results.

Learn

Great training, lots of insights, 
appreciated there was always time 
for questions, complementing the  
presentations and interactions. 
Recommended for everyone 
who wants to get market access 
understanding.”

Sandoz
Maja Natek
Global Medical Manager Oncology
Germany (December 2019)

A very good overview of the country systems and 
other aspects that I had less insights on (hospital 
/ retail funding, how to develop access plans). Very 
good for people planning a transition to market 
access or simply curious to know more to facilitate 
cross-functional collaboration.”

Celgene
Silviu Popa
Associate Director, Government  
Relations, CEE & MENA
Belgium (December 2019)

Concise, focused course, really 
valuable to get an overview of 
the Market Access framework  
in EU5 with examples from  
real life.” 

Merck Sharp & Dohme
Aikaterini Spyratou
Associate Director Marketing
Switzerland (June 2019)

Senior consultant to the pharmaceutical industry for over 20 years, 
most recently as a Director with Access Infinity. Over the past  
15 years, he has led pricing, reimbursement and access projects for 
the majority of the world’s top pharmaceutical brands  
and manufacturers.

Nick has a strong background in pricing, evidence synthesis,  
health economics and outcomes research, as well as experience  
of working with payers in all major developed and emerging 
international health markets.The Expert

Dr. Nick Proctor
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Founder & CEO of Inpharmation, Europe’s most respected  
pharma forecasting & pricing specialist consultancy.

Gary Johnson 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.

This course covered lots of new 
information which I can use in my  
day-to-day while giving a wider context 
to how prices are arrived at.”

Bayer
Stephen Oddy
Sales & Marketing Manager 
Pulmonary Hypertension
United Kingdom (September 2019)

Value Pricing for Market Access 
brings you better understanding  
of the meaning of the value  
of a price/price strategy  
in (complex) markets.”

Santhera
Jur van der Wild
Market Access Manager EU
The Netherlands (September 2019)

Very good introduction to a wide 
variety of topics. Good presenter with a 
lot of stories. The size of the audience 
(a small group) provided more in-depth 
discussion.”

LEO Pharma
Magnus Gotfredsen
Senior Global Pricing Analyst
Denmark (September 2019)

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 10-11 December 2020 (live online) 25-26 March 2021 (live online)
15-16 June 2021 (live online)

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.
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Excellent well-paced course 
that gives you the language and 
questioning skills of health economic 
assessments.” 

Pfizer
Rachel Russell
Director Health Economics & 
Outcomes Research Team Leader
United Kingdom (March 2019)

The course was a very positive learning 
experience that largely met my original 
expectations. I would recommend the course 
to anyone who wants to improve his/her 
understanding of health economics.”

EFPIA
François Bouvy
Executive Director Economic and Social 
Affairs
Belgium (October 2019)

Thank you Prof. Annemans for an 
excellent course on Health Economics. 
Thoroughly enjoyed learning in a very 
relaxing environment and sharing 
experiences with fellow colleagues.” 

Lundbeck
Mayura Deshpande
Senior Medical Manager
United Kingdom (June 2019)

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 8-9 October 2020, Brussels
10-11 December 2020 (live online)

16-17 March 2021 (live online)
8-9 June 2021 (live online)

Health Economics  
for Non-Health-Economists 

The Expert
Lieven Annemans

Prof. Dr. Lieven Annemans has participated in more than 400 health economic 
evaluations in over 20 countries across a wide spectrum of therapeutic areas. 
He has also been involved as expert in a large number of Health Technology 
Assessments (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 full meaning of QALYs and ICERs, and how to calculate them.

•  Commonly used health economic modelling techniques.

•  Key principles of cost 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
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Prof. Dr. Lieven Annemans has participated in more than 400 health economic 
evaluations in over 20 countries across a wide spectrum of therapeutic areas. 
He has also been involved as expert in a large number of Health Technology 
Assessments (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.

A very well-balanced course, 
not too technical but not too 
general, an HTA overview by 
an excellent teacher.” 

Novartis
Christophe Gerbeau
Head Market Access Early 
Products
France (May 2019)

The course is highly valuable to jump into the HTA 
topic and to understand the multi-layered context. 
The lecturer combines relevant medical topics 
with health economic questions in an eloquent 
and flexible way. In summary, Prof. Annemans 
teaches the auditorium complicated things in a 
very entertaining way. The course is really fun.”

Livanova
Claudia Lentner-Böhm
Director Market Access DACH
Germany (November 2019)

Very valuable, as this course provides 
you with a good theoretical foundation 
as well as relevant real-life examples 
and policy developments. There is also 
room for discussion and questions 
with clear answers.” 

Celgene
Esther Berden
Associate Director Government 
Relations & Policy Europe
Belgium (May 2019)

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 24 November 2020 (live online) 17 June 2021 (live online)

The Health Technology  
Assessment Course 
Fundamentals, Trends & Opportunities

The Expert
Lieven Annemans

Learn
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Founders of Remap Consulting, a specialist pharmaceutical pricing  
and market access consultancy.

Dr. Paul Craddy’s expertise in RWE has been gained from many years 
working in global and European pricing and market access positions  
in Takeda/Nycomed and IMS/Cambridge Pharma.

Dr. Graham Foxon’s expertise is in developing global launch pricing 
strategies and producing HTA submissions to address payers’ requirements 
using RWE. His experience includes both consultancy at IMS and Adelphi 
Values, as well as positions in GSK, Ferring and a start-up biotech.

•  To reinforce peer learning, the experts will use a small pre-course questionnaire  
 (by email) and polling during the day to actively engage  
 the whole audience throughout the course.

•  Real-life case studies will be used to illustrate the theory and/or to facilitate  
 interactive exercises.

Additional Benefits

Dates & Locations 13 October 2020 (live online) 3 March 2021 (live online)

Generating RWE  
for Optimising Market Access
The Fundamentals

The Experts
Paul Craddy  
& Graham Foxon

•  The fundamental concepts and principles for utilising Real World Evidence (RWE)  
 towards optimising Market Access.
•  The  value RWE adds over RCTs over a product’s entire lifecycle.
•  The terminology used within the world of RWE, such as the exact difference  
 between Real World Evidence and Real World Data (RWD).
•  Why RWE is important to regulators, payers, physicians and pharma and how  
 to tailor the evidence to their specific needs.
•  The common sources of data available for RWE and how to assess the robustness of the data.
•  The critical success factors when developing a RWE study.

•  How to effectively incorporate RWE into product launch decisions.

Learn

What Participants Say About This Course

It’s been an excellent course, 
with good insights, excellent 
content, and slides that will be 
useful guides when determining 
franchise strategies.”

Novartis
Emma Riley
Medical Science Liaison
United Kingdom  
(November 2019)

Up to date with latest developments in 
different areas as in regulatory, marketing, 
pricing and reimbursement, digital areas.”

Johnson & Johnson
Veronica Zilli
Senior Manager Government  
Affairs & Policy
Belgium (November 2019)

Good mix between theory 
and practical examples.”

UCB
France Ferrière
Medical & Science Partner
Belgium (November 2019)
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Leading international consultant in pharmaceutical Medical Affairs  
who has worked with MA teams across the globe.

Chris Toller’s 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.

Very motivating course to 
refresh my knowledge and 
coming back with new ideas 
how to dynamize my medical 
team.”

Menarini
Nicole Dumont
Head Medical
Switzerland  
(September 2019)

Chris is a very knowledgeable and engaged 
trainer! The covered content was all very 
relevant and I learned a lot about medical 
affairs in those two days.”

Bristol-Myers Squibb
Marc Bachofner
Scientific Advisor Immuno-Oncology
Switzerland (December 2019)

The training days were just great! All 
of us got inspiration, hints and good 
guidance of what could be done even 
better at our workplaces. It certainly 
contributed to our professional 
development. Very thankful for that 2 
days!”

Richter
Eva Luczai
Medical Affairs Leader
Hungary (September 2019)

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 14-15 October 2020 (live online) 
8-9 December 2020 (live online)

16-17 March 2021 (live online)
22-23 June 2021 (live online)

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
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/medical-affairs-modern-pharma?utm_source=C.E.L.forpharma&utm_medium=brochure&utm_campaign=all


Subscribe to our NEWSLETTER at www.celforpharma.com to receive tips & insights from our expert faculty.

Inge Cornelis
+32 2 709 01 43

inge@celforpharma.com 

Questions?

Visit www.celforpharma.com for updates and more course dates.

11

The course helped me and my colleague 
determine clear next steps in progressing 
our digital strategy project. Discussions 
during the exercises helped us with some 
fresh ideas for tactics to incorporate into our 
digital plans.”

Vertex Pharmaceuticals
Jaclyn Milovic
Associate Director Medical Information
United Kingdom (October 2019)

Excellent two days 
discussing future of 
e-medical - highly 
recommend to medical 
affairs today for some 
direction in this field.”

Pfizer
Kate O’Callaghan
Medical Advisor
Ireland (October 2019)

Brilliant course to attend. All the time 
we need to be one step ahead of our 
competitors to be successful. So, 
attending this course will help you better 
understand and organise new types of 
digital activities.”

Santen
Irina Romina
Medical Affairs Manager
Russia (October 2019)

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 10-11 December 2020 (live online) 18-19 March 2021 (live online) 
27-28 May 2021 (live online)

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 multi-channel 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

Managing Director UK with Across Health, Europe’s leading  
consultancy specialised in omnichannel customer engagement 
strategies for life science organisations.

Ben Harbour is a Strategic Advisor to pharma, biotech and medical 
device companies on multi-channel 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.
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What Participants Say About This Course

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

•  Discussions will help you to formulate and to better communicate the added value  
 and the role of the MSL in your individual situation.

•  Put the learnings into practice immediately through handy checklists  
 and decision-support tools (e.g. Confrontation Matrix, Advisory Board Checklist,  
 Medical Plan PowerPoint template, KOL planning Excel template).

Additional Benefits

Dates & Locations 6-7 October 2020 (live online) 
1-2 December 2020 (live online)

9-10 March 2021 (live online)
24-25 June 2021 (live online)

Business Acumen for MSLs

The Expert
Maaike Addicks

•  To understand the full impact of the MSL role on the success of a pharmaceutical company.

•  How you, as an MSL, add the greatest value and how to prioritise activities towards maximizing this value.

•  The structure and purpose of a Medical Plan, and how you can contribute to it.

•  How to perform a SWOT and Confrontation Matrix such that the outcome determines  
 the Critical Success Factors of your tactical plan.

•  How to identify and map KOLs, how to structure your KOL plan and determine  
 the optimal tactical mix, and how to build relationships based on mutual benefits.

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

•  How to optimally contribute to team performance and how to align your activities cross-functionally.

Learn

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 Addicks 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.

Led the development of the Medical Affairs Competency Matrix  
for the Dutch Association of Pharmaceutical Medicine

Really happy with the type and level of information.  
The online side of the course worked well, which is also 
good to experience. It also works well for discussions with 
peers and the information/tips & tricks from them, thanks 
to the extra exercises like the polling, break-out rooms  
and a white board option.”

Truvion Healthcare
Mare Phillips - de Graaf
Scientific Medical Manager
The Netherlands (July 2020)

Excellent course, very 
educational and enjoyable,  
I thoroughly recommend  
this course for MSLs/medical 
affairs professionals.”

Galen
Suzanne McFarlane
Medical Science Liaison 
Manager
United Kingdom (July 2020)

Very professional and very 
enriching training due 
to the experience of the 
trainer and the exchanges 
with my peers.”

Servier
Valérie Van Der Linden
Medical Advisor 
Oncology
Belgium (July 2020)
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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.

Natalie Newell is a Global Patient Strategy Director for Atlantis 
Healthcare with expertise in designing, developing and implementing 
global patient awareness and activation strategies, global and local 
patient support programs, as well as payor and market access 
strategies.

Great frameworks. By looking at what experts 
have already researched and published, 
we could save a lot of money spent on 
unsuccessful PSPs and on market research 
in which we try to understand patients!” 

Amgen
Irena Majcen
Business Analysis and Information  
- Customer Experience
Switzerland (June 2019)

Great course from experts 
in a small group setting  
to enhance learning.  
Very well organised.” 

Roche
Ciara O’Brien
Medical Manager
United Kingdom  
(June 2019)

Great and detailed introduction 
into behavioural science, 
including methodological 
insights which can be applied  
in practice.” 

DSM
Peter Szabolcs
Corporate Science Fellow 
Human Nutrition & Health
Switzerland (June 2019)

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 19 November 2020 (live online) 11 March 2021 (live online) 
29 June 2021 (live online)

Understanding Patient Behaviour  
& Developing Personalised Solutions

The Experts
John Weinman  
& Natalie Newell

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

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

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

•  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.

This high level training provides 
a useful overview of many 
aspects of product launches, 
such as organisational 
structure, patient journey, 
multi-channel approaches, 
segmentation … ”

Takeda
Gilles Bertrand
Global Brand Lead
Switzerland (September 2019)

Very insightful and useful course …  
the expert speaker effectively 
identifies the key trends and 
emphasizes on the importance of 
customer centricity which is key to 
launch success.”

Novo Nordisk
Fahad Nadeem Khan
Insights and Launch Excellence
Turkey (September 2019)

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 17-18 December 2020 (live online) 2-3 March 2021(live online)
15-16 June 2021 (live online)

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

Learn

A course presented by two highly 
skilled experts with a ton of hands-
on experience. Very much down to 
practice, with a lot of takeaways.” 

Actelion Pharmaceuticals
Andreas Brecht
Senior Medical Science Manager
Switzerland (March 2019)

Launch excellence experts from Trilations, a strategic marketing 
consultancy that has been involved in major drug launches  
in over 40 countries and over 15 therapy areas.

Formerly with MSD (Merck & Co), where he led several major brand 
launches, Kurt Arco has 20 years of international launch experience 
within big and small pharma/biotech companies.

Leen Helsloot has 10+ years’ experience in advising major pharma 
companies on Global and European launch programmes for strategic 
brands, in different regions and therapy areas.

The Experts
Kurt Arco  
& Leen Helsloot
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Founder and Principal Consultant respectively with Imonic,  
a consultancy specialised in strategic account management in pharma.

David Wright 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 Bose gained 18+ years of experience in leading 
global and regional programs in Strategic Account Management and various 
associated Field Force effectiveness capabilities for Abbott and Abbvie.

•  How to develop patient-centric strategies that drive value for both your company,  
 your account and patients.

•  Approaches to uncover the unmet needs of Key Accounts.

•  Analytical tools for discovering new growth opportunities within Key Accounts.

•  How to prioritise triple-win opportunities for optimal value creation.

•  What well-coordinated multi-functional account teams look like, and how such teams result  
 in much more effective KAM.

•  Best practices for setting Account Plan KPIs and for measuring Key Account success 
 organisationally.

Very powerful tips and tricks to 
optimise the KAM team in place!”

Teva
Nathalie Plasman
Therapeutic Area Manager
Belgium (November 2019)

Excellent well-paced course 
delivered by very experienced 
speakers.”

Novo Nordisk
Csilla Wolf-Ypeij
Senior Manager Strategic 
Supply Chain
Switzerland (November 2019)

Thank you very much David and PJ 
for two engaging days and thank you 
CELforPharma for ensuring a smooth 
registration process and for taking 
care of all logistics!”

Allergan
Dino Bertani
Executive Director Strategic Account 
Management Excellence
Switzerland (November 2019)

What Participants Say About This Course

•  The highly interactive format of this course facilitates optimal peer learning.

•  You will gain practice with proven tools and techniques during group exercises.
Additional Benefits

Dates & Locations 24-25 November 2020 (live online) 24-25 March 2021 (live online)

Strategic Account Management  
in Pharma 
Driving Value in Your Key Accounts Through Triple-Win Strategies

Learn

The Experts
David Wright  
& Pijush Bose
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Visiting Professor at CEDEP (INSEAD), author of KICCASS PHARMA  
– Keep it Customer Centric, Agile & Strategically Simple In Pharma  
& Diagnostic Management (2020)

Edouard Demeire contributed to the design of Roche’s and Novartis’ 
brand planning processes and runs Roche’s courses for marketing and 
non-marketing audiences worldwide.

He 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.

Thank you very much for two 
engaging days! The group works 
are very valuable and the expert 
is very knowledgeable.”

Helsinn Healthcare
Sabrina Perucchi
Marketing Manager
Switzerland (November 2019)

Great exploration of theory! Edouard 
is very knowledgeable and a great 
trainer.”

Alexion
Federica Martinelli
Senior Specialist, Global 
Marketing Operations
Switzerland (November 2019)

The course gives a very good overview  
of marketing relevant topics and tools  
for the brand strategy, branding, positioning  
and implementing of tactics. Mr. Demeire  
is a very good presenter and teacher.”

Takeda
Eveline Binder
Senior Customer & Brand Manager Oncology
Switzerland (November 2018)

What Participants Say About This Course

•  You will be equipped with a set of practical tools and checklists  
 for developing and/or improving cross-functional pharma brand plans.

•  You will develop fit-for-purpose planning skills and learn from your peers  
 during group work on the Betaprolol case, developed by Edouard Demeire.

Additional Benefits

Dates & Locations 26-27 November 2020 (live online) 
 

29-30 April 2021 (live online) 
1-2 July 2021 (live online)

The Pharma  
Brand Planning Course 
Designing a Customer-centric and Agile Mix of Tactics, Across Functions

The Expert
Edouard Demeire

• A cross-functional process for planning tactics that will strategically boost the success of your brands.

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

• “Where to play?” - What segmentation criteria are useful, and how to prioritise opportunities for your brand.

• “How to win?” - How to develop a brand positioning statement and a value proposition.

• What is a good SWOT and how to correctly extract Critical Success Factors such that a brand’s  
 strategy successfully translates into customer-centric tactics.

• How to design effective, efficient and agile tactics for Red Ocean (highly competitive) markets.

• How to create a Blue Ocean (highly innovative) 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 omnichannel customer engagement 
strategies for life science organisations.

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.

Digital format worked very well. Glad  
I didn’t have to spend 3 days travelling etc.  
This is a great format for this course and there 
is sufficient time for discussions.”

Kowa Pharmaceutical
Rod Coombs
Vice President Sales and Marketing
United Kingdom (June 2020)

Valuable course content  
and nicely structured - even  
as an online training.”

Janssen
Alexander Moll
Product Manager CAR-T
Germany (June 2020)

It is a good way to learn and reflect with 
peers, it’s the only course focusing on 
pharma! The online format was good, 
there was still a lot of interaction.”

Allergan
Katrien Vaelen
Digital/Multichannel Marketing 
Analyst BeLux
Belgium (June 2020)

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 8-9 October 2020 (live online) 
15-16 December 2020 (live online) 

11-12 February 2021 (live online) 
10-11 June 2021 (live online)

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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Senior Consultant & Managing Partner with Across Health,  
Europe’s leading consultancy specialised in omnichannel customer 
engagement strategies for life science organisations.

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

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

I really liked the examples & case studies 
and also all the market insights. Good 
pace, never boring.” 

Medtronic
Virginie Delage
Marketing Manager Heart Failure 
Solutions
Switzerland (March 2019)

Excellent course with good balance 
of theory + practical group work. 
Speakers clearly very knowledgeable and 
experienced. I would recommend this 
course.” 

GlaxoSmithKline
Shazia Hasan
Multi-channel Medical Director
United Kingdom (October 2019)

Great way to think differently 
about this area. The pace and 
content of the course was well 
matched to the learning. Thanks, 
very enjoyable.” 

Chiesi
David Lyons
Patient Lead
United Kingdom  
(October 2019)

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 19-20 November 2020 (live online) 27-28 April 2021 (live online)

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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Dr. Neal Hansen is Europe’s most authoritative expert  
on lifecycle management strategies in the pharmaceutical industry. 

Founder and CEO of Align Strategy, an independent international 
consulting business focused on advising and facilitating 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).

Great food for thought to start/
restart the discussion on LCM and 
Mature Brands at my company and 
in my team.”

Grünenthal
Ana Inacio
Director, Global Established 
Brand Lead
Germany (November 2019)

Great course! Neal can adapt, 
tailor the course to stick to the 
needs of the audience. This course 
provides strategic views combined 
with very concrete operation 
implementation tools.”

Sanofi
Louis-Emmanuel Lagrange
Portfolio Maximization Lead
France (November 2019)

Thank you very much for organising 
this valuable easy-to-understand 
course. Sarah is the best partner, very 
helpful through the organisation.”

Fresenius Medical Care
Gül Obert
Senior International Product 
Manager CAPD Therapy & PD Fluids
Germany (November 2019)

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 from and discuss your own case  
 with pharma’s leading LCM expert, which Neal truly is!

Additional Benefits

Dates & Locations 17-18 November 2020 (live online) 18-19 May 2021 (live online)

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 Johnson 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.

This course was very useful 
with techniques, tools, and 
tips for launches of new 
products.”

Vetoquinol
Jean-Luc Aubel
Sales Forecast Manager
France (September 2019)

It is a very helpful and insightful course for 
professionals with or without statistical / forecasting 
knowledge, covering topics that look at forecasting in 
different methods. It is also a great way to gather in-
depth information about the pharmaceutical industry, 
and a good opportunity to meet and network with other 
professionals in the field.”

Janssen
Shirlina Ang Rosén
Nordic Senior BI Analyst
Sweden (September 2019)

I highly valued the models of 
forecasting, ready to implement 
it in my daily routine/work/job. 
Recommended!”

Servier
Yuliya Samchenko
Business Development 
Manager
Ukraine (September 2019)

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 17-18 December 2020 (live online)
4-5 March 2021 (live online)

29-30 April 2021 (live online)
22-23 June 2021 (live online)

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
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Founder and CEO of MIO Consult GmbH, an accounting consultancy 
specialising in International Financial Reporting Standards (IFRS) 
accounting for licence deals in the pharma-biotech-medtech world.

Formerly with Roche (2004-2016) as Head of Accounting and External 
Relations, Michelle managed the accounting for all R&D alliances 
within the Roche Group globally.

Highly respected for her contribution to IFRS standard setting  
and EU adoption of the standards.

•  You will be able to use a decision tree that shows in advance  
 how any licensing deal will be accounted for.

•  You will have the opportunity to ask questions to a finance expert about  
 

17 June 2021 (live online) 

the deals you are working on.

Additional Benefits

Dates & Locations

Financial Acumen for Executives in 
Pharma-Biotech-Medtech Licensing

The Expert
Michelle I Olufeso

• The types of financial statements and their components relevant for deal accounting.

• To understand the accounting terminology and implications of licensing contracts.

• How the classification of the IP transferred in a deal impacts on deal accounting.

• How to mitigate the risk of having income fluctuations in financial statements  
 as a result of uncertainty around R&D deals.

• How to determine the accounting implications of in-licensing deals before deal signing.

• How to determine the accounting implications of out-licensing deals before deal signing.

• The accounting implications of equity transfers before deal signing.

Learn

Why You Should Attend

Most BusDev & Licensing executives in pharma, biotech or medtech companies have little understanding  
of accounting implications of the deals they are working on. As a result, when the deals are signed,  
the accounting treatment is often contrary to what was expected by the executives. 
By attending this course, you will be well equipped to pre-determine the accounting treatment  
to ensure there are no surprises post deal signing.

NEW
COURSE!
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Jürgen is a Managing & Founding Partner of the global BD&L advisory 
firm ActeaVentures GmbH, and formery held marketing and BD&L 
positions at Roche, Pfizer and the biotech Cardion. He has been 
involved in several high-profile transactions and numerous regional 
and local carve-out deals in Europe, US, China and South East Asia in 
various therapeutic areas.

Stefan is a Senior Consultant with ActeaVentures GmbH and brings 
over 25 years hands-on experience in M&A and in- & out-licensing. He 
was a Global Alliance Director at Roche up to 2001, where he closed 6 
deals in 4 years. After Roche, Stefan served as CEO for several biotech 
companies (Capsant, Mutabilis, FABPharma).

What Participants Say About This Course

•  Capitalise on the vast real-world experience of the experts.  
 Their course is full of examples, practical insights and tips!

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

Additional Benefits

Dates & Locations 15-16 December 2020 (live online) 11-12 March 2021 (live online)
9-10 June 2021 (live online)

The Pharma  
Business Development Course
An Overview Course

•  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

Excellent mix of diverse topics, with excellent 
usage of examples to bring the theory to life. 
Excellent moderator with a wealth of experience, 
which was shared generously. Well-run course 
and a valuable investment of my time! An 
enriching experience! Thank you!”

GlaxoSmithKline
Panayota Bird
Access Director Global Health Medicines
United Kingdom (June 2019)

Excellent overview of  
the Business Development 
process and function.”

EirGen Pharma
Damien Burke
Head of Commercial 
Operations
Ireland (June 2019)

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)

The Experts
Dr. Jürgen Parrisius 
& Stefan Fischer
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Formerly a pharma BusDev & Licensing executive,  
David Scott 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 can recommend this course to any 
person from BD and mainly legal and 
clinical & regulatory, involved in BD 
deals execution.” 

Glenmark
Svetlana Bolsheva
BD Director Russia & CIS
Russia (May 2019)

Very efficient course for Biotech 
executives. Necessary before negotiation 
with big pharma biz dev team.” 

Eneapharm
Karim Ioualalen
President CEO
France (October 2019)

I learned a lot and the content 
was just right. Also, the 
exercises helped a lot to put 
the theory into practice.” 

Monocl Strategy & 
Communication
Paola Jo
Management Consultant
Sweden (October 2019)

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 3-4 December 2020 (live online) 20-21 May 2021 (live online)

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 Regional Advisor for UK and Europe 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 course is a very efficient one, both 
for experienced Business Development 
professionals and also for those who are 
just starting to work in licensing. Real world 
content, great structure and rich expertise 
of the trainer make it a great value.”

DSM
Araksya Topchyan
Global Marketing Manager Pharma
Switzerland (May 2019)

Great to meet Roger and all other 
experienced participants at the 
course! I’m happy to have more tools 
to utilise for the challenges of BD&L 
in pharma.”

Abdi Ibrahim
Elif Ulku
Business Development Supervisor
Turkey (December 2019)

Highly specialised course.  
I appreciated the experience  
sharing with people from the field. 
Highly recommended.”

Alfa Intes Industria 
Terapeutica Splendore
David Alessio
Business Development Manager
Italy (December 2019)

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, we purposely limit the audience size to 10 max.

Additional Benefits

Dates & Locations 30 Nov - 1 Dec 2020 (live online)
4-5 February 2021 (live online)

18-19 May 2021 (live online)

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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Excellent course, exceptionally  
clear advice in a complex field.” 

A’n’I Molecular
Hans Hoppe
CEO
United Kingdom (May 2019)

The course structure, provided material 
and lecture content was excellent. Would 
definitely recommend it!”

Mabylon
Tiziana Sonati
Director of Operations and  
Portfolio Manager
Switzerland (May 2019)

It’s been a very good 
experience. Difficult concepts 
very easily explained. Highly 
recommendable.” 

Bioiberica
Oriol Huguet
Head of Pipeline Development
Spain (May 2019)

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

2 December 2020 (live online) 9 March 2021 (live online)
21 May 2021 (live online)

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

•  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.
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