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  Audrey’s Life Science Meeting Picks for Nov. 2012 – January 2013 
Complimentary Service of AudreysNetwork.com 

Nov. 21, 2012 
 

*********************************************** 
BioCentury TV Today, See new program Webcast Starting Sunday, Nov. 18, 2012 
www.biocenturytv.com, Available anytime starting at 9:00 a.m. EDT 
 
Topic: “Antibiotic Wars: Gaining the Upper Hand” 
Speakers: FDA leaders who co-chair the agency’s Antibacterial Drug Development Task 
Force: Dr. Edward Cox, Director of the Office of Antimicrobial Products at the Center for 
Drug Evaluation and Research; Dr. Rachel Sherman, Associate Director of the Office of 
Medical Policy at CDER 
The two members of Congress who spearheaded the bipartisan GAIN Act: Sen. Richard 
Blumenthal, Democrat of Connecticut; Rep. Phil Gingrey, Republican of Georgia 
And two biotech executives leading the charge for new drugs: Mark Leuchtenberger, 
President and CEO of Rib-X Pharmaceuticals, which has qualified two drugs for GAIN 
incentives; Dr. Barry Eisenstein, SVP of Scientific Affairs at Cubist Pharmaceuticals, who 
testified to Congress on behalf of the GAIN legislation 
 
Date: Original broadcast Sunday, Starts Nov. 18, 2012 

Watch the Broadcast 
8:30 - 9:00 a.m. EDT 

WUSA Channel 9  
in Washington, D.C. 

Watch on the Web Any Time 
www.biocenturytv.com 
Continuously available  
starting at 9:00 a.m. 

You can see past programs at the website as well. 
 
Topic Description 
Battling Bugs 
A Two-Part Special Report 
A decades-long slowdown in antibiotic development has created a public health crisis. Drug 
resistant infections in hospitals kill more Americans every year than car accidents, breast 
cancer and AIDS — combined. But economic disincentives and new regulatory barriers have 
driven most drug companies to abandon antibiotics. Now Congress stepped in to pass 
“GAIN” — the Generating Antibiotic Incentives Now Act. The new law provides new 
economic and regulatory incentives to develop drugs for antibiotic-resistant infections. 
In a two-part series, BioCentury This Week television explores the scientific, regulatory, 
political and commercial consensus for action. Join Washington Editor Steve Usdin’s 
conversation with six key players in the effort to reverse the collapse of antibiotic drug 
development: 
FDA leaders who co-chair the agency’s Antibacterial Drug Development Task 
Force: 
• Dr. Edward Cox, Director of the Office of Antimicrobial Products at the Center for Drug 
Evaluation and Research 
• Dr. Rachel Sherman, Associate Director of the Office of Medical Policy at CDER 
The two members of Congress who spearheaded the bipartisan GAIN Act: 
• Sen. Richard Blumenthal, Democrat of Connecticut 
• Rep. Phil Gingrey, Republican of Georgia 
And two biotech executives leading the charge for new drugs: 
• Mark Leuchtenberger, President and CEO of Rib-X Pharmaceuticals, which has qualified 
two drugs for GAIN incentives 
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• Dr. Barry Eisenstein, SVP of Scientific Affairs at Cubist Pharmaceuticals, who testified to 
Congress on behalf of the GAIN legislation 
****************************************************** 
Bio2Device Group, Tuesday Morning, Nov. 27, 2012 
 
Topic: “How to avoid pitfalls in regulatory documentation and reduce risks during 
Inspections, Audits, and Litigation”  
Speaker: Connie Hoy, Vice President of Regulatory Affairs and Quality Assurance  
Date and Time: Tuesday morning, Nov. 27, 2012, 8:30am  
Location: Sunnyvale City Council Chambers, 456 West Olive Ave., Sunnyale, CA  
Cost: $0  
No registration is required. 
 
Topic Description  

During the course of each day, multiple documents are generated by multiple people in an 
organization to show compliance to the global regulations and our internal processes. These 
documents are then filed and, perhaps, never looked at again until there is an inspection by 
a regulatory body, or worse yet, when there is litigation. 

This presentation will focus on some of the common mistakes that are made when we 
generate documentation that can lead to non-conformities during inspections and costly 
payment during litigation. Some of the things that will be covered include how much detail 
is enough? How much detail is too much? Why writing in a passive voice is dangerous. What 
types of language should be avoided altogether? What type of policy should a company 
have for use of email? This will be an interactive presentation with real life examples and 
brainstorming with the group. 

Speaker Bio 
Connie Hoy has over 28 years’ experience as a regulatory professional. She worked her way 
up the ladder from a neophyte to a regulatory VP over the course of her career by being 
hands-on with all areas of regulatory and by working hard to stay on top of the ever 
changing regulatory climate. She has personally written over 100 510(K) applications and 
been project leader for ISO implementation and CE marking projects for the last 12 years. 
Connie is also well versed in international regulatory submissions and has gained product 
approvals in almost every country in the world. She successfully led the team for a major 
warning letter at one of her companies and avoided a pending consent decree. (Note: the 
warning letter did not occur while Connie was an employee there) . This success lead to a 
promotion to a VP position and Connie has now been a member of an executive team for 7 
years. 
In addition to being a regulatory professional, Connie is a Scuba Diving professional who 
teaches handicapped students to dive. She is a volunteer scuba instructor with the Wounded 
Warrior Project, which is by far more rewarding and more challenging than working in 
regulatory.  
********************************************************* 
CHI and Merrell Datasite, Tuesday Morning, Nov. 27, 2012 
 
Topic: Global Intellectual Property: A Different Approach than in the U.S. 
Speaker: Steven Carlson, Principal, Fish and Richardson  
Date and Time: Nov. 27, 10 a.m.-11 a.m. PDT (duration 60 minutes) 
Cost: Free 
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Register here: 
http://www.elsevierbi.com/mkt/webinars/SP/AC112712Reg_iframe.html#register 
 
Topic Description 
The California Healthcare Institute (CHI), in collaboration with Merrill DataSite, invite you to 
listen to a 60-minute, complimentary webinar. Learn about global intellectual property, 
review strategies for positioning patent applications in foreign markets, gain proactive 
strategies for lawsuits around infringement, and get an overview of patent litigation in 
foreign countries. 
 
****************************************************** 
Prescience International, Thursday, Nov. 29, 2012 
 
Topic: “Successful Financing Negotiations: Valuation, Financing Terms and the Term Sheet”  
Speaker: Herbert Fockler, Partner, Wilson Sonsini Goodrich & Rosati  
 
Date: Thursday, November 29  
Time: 11:30am – 1:30pm 
Venue: Wilson Sonsini Goodrich & Rosati, 650 Page Mill Road, Palo Alto, 94304 
Cost and Registration: Regular rate: $35, Partner rate: $25, Meet with Alumni rate: $20, 
Student rate: $15, EBC Members: Free, On-site, if space allows: add $10 to the above 
Register at More info and registration: http://contractnegotiations.eventbrite.com 
 
Topic Description 
Negotiation is often considered as the fuel for success and the last stage of the financing 
process is finalizing the terms of the investment deal. This workshop will examine the 
methods commonly used to determine a company's valuation and address how investors 
utilize them to value early-stage companies and technology projects.  
 
Herbert Fockler, Partner at Wilson Sonsini Goodrich & Rosati, will help you understand 
investor expectations and discuss key provisions to include in term sheets and negotiation 
strategies to help you "seal the deal". Follow the experts' guidelines to obtain the results 
you are expecting.  
 
The "How to... Workshop Series" is dedicated to giving you the keys to a successful 
business, from creation to exit. Join us to hear tips and tricks delivered by industry experts. 
As all our events, the "How to... Workshop" is interactive, informal, and intend to be a 
conversation more than a presentation. We aim to get you something you can act on. So 
bring your questions with you!Speaker Bio 
Herbert Fockler's practice focuses on corporate and securities work for both private and 
public companies. He has substantial experience with venture capital financings, public 
offerings, and public and private mergers and acquisitions in the high-technology area.  
 
Herb has worked with computer software and hardware companies in the Internet, 
enterprise software, IC design automation, workstation, and mobile electronic-device areas, 
and with biotechnology companies in the development of new drugs and medical devices. 
He has represented numerous start-up, venture-backed, and public companies and 
individual entrepreneurs. He is one of the firm's attorneys working in the developing areas 
of alternative energy and clean technologies and serves as a judge in the California 
CleanTech Open business plan competition.  
 
He is the past chairman of the Subcommittee on Transactional Documents and Issues of the 
American Bar Association's Committee on Venture Capital and Private Equity, and is a 
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frequent speaker on various aspects of U.S. securities law. He also has served as a lecturer 
at Santa Clara University Law School, teaching an upper-level course in acquisitions of high-
technology companies. Herb has a leadership role in the firm's Technology Committee and 
Knowledge Management program. Outside of law, he has substantial experience as a 
computer programmer—especially in the area of computer graphics—and ran a software 
house while in law school. 
******************************************************* 
Bio2Device Group, Tuesday Morning, Dec. 4, 2012 
 
Topic: “New skills wanted! Reinvent your life science profile to stay in the game”  
Speaker: Olivier Roth 
Date and Time: Tuesday morning, Dec. 4, 2012, 8:30am  
Location: Sunnyvale City Council Chambers, 456 West Olive Ave., Sunnyale, CA  
Cost: $0  
No registration is required. 
 
Topic Description 
California Healthcare Institute (CHI) is reporting a decline in biomedical employment in 
California since 2008: “Approximately 6,300 biomedical jobs, or 2.3 percent of California's 
biomedical workforce, have been lost across the state, when biomedical employment 
peaked at approximately 273,559 jobs.” Even PhD and Masters’ holders have difficulties 
finding positions.  
Clinical trial professionals need to find solutions to enrich their skillset to stay in the job 
search game and match demanding employer’s expectations. Trainings are essential for 
workers in the healthcare industry in the need to rethink their profile to be more marketable 
in a challenging job market climate. 
 
Speaker Bio 
Olivier Roth is the Marketing & Communication Coordinator at Clinovo, a CRO based in 
Sunnyvale, focused on streamlining clinical trials for life science companies through 
technology solutions. Olivier helps managing Clinovo’s marketing and communication from 
marketing strategy to partnership management, lead generation, event planning and new 
business opportunities. Prior to Clinovo, Olivier was working as a Strategic Marketing 
Consultant at VivaSante, an international consumer healthcare company based in Paris. 
Olivier recently launched the TechTrainings by Clinovo, a series of hands-on courses for 
clinical trial professionals, leveraging his company’s years of on-field experience and 
industry expertise. The TechTrainings are technical hands-on classes for entry-level or 
experienced clinical trial professionals designed to help them reach the next step in their 
professional career. 
 
************************************************************************ 
WIB San Francisco Bay, Wednesday Evening, Dec. 5, 2012 
 
Event: “WIB-San Francisco Bay Area's Annual Holiday Party” 
Date and Time: December 5, 2012, 6:30 p.m. - 9:30 p.m. 
Location: CuriOdyssey Museum, 1651 Coyote Point Drive, San Mateo, CA 94401 
Cost: Members: $20; Non-Members: $50 
Register at 
https://netforum.avectra.com/eweb/DynamicPage.aspx?Site=WIB&WebCode=EventDetail&
evt_key=f56d5a67-0b18-4091-a184-fede70d6f60c&msm=c8b77757-256a-4bb7-b187-
923dee57e3b6&cst=266f0fc3-f6e8-4f9d-9be3-41080345b8fb&ent=91b58190-7406-434b-
aafd-27255c8f233d 
 



 

5 

Event Description 
Please join us in celebrating the season at our annual holiday party, December 5, 2012 from 
6:30 p.m. – 9:30 p.m. at the CuriOdyssey Museum in San Mateo, CA. You won’t want to 
miss this warm and festive event where you can network and share the holiday spirit with 
fellow WIB members and friends. The evening will include food, fun, music, and a silent 
auction. This holiday celebration is always a sell-out event, so register before November 30, 
2012 to guarantee your spot. We look forward to celebrating with you! 

 
******************************************************************** 
UC Berkeley Extension Course, Thursday and Friday, Dec. 6-7, 2012 
 
Course: “Life Science Business Development,” (formerly known as Biotechnology Business 
Development) 
Instructor: Audrey S. Erbes 
Guest Speakers:  

 Thomas L. Gutshall, Chairman as well as Co-Founder of Cepheid 
 Harold (Hal) Etterman, MBA, CEO, Knight Financial Plans & Services, LLC 
 Carolyn Feamster, MBA, a business strategy and analysis consultant 
 Gilbert R. Mintz, Ph.D., President of GRM Associates 
 Ginger Dreger, J.D., M.S., Partner in Arnold & Porter LLP’s Intellectual Property 

Practice Group 
 Chris Dokomajilar, Manager, Senior Biopharma Analyst at Deloitte Recap LLC 

Dates and Time: Thursday and Friday, Dec. 6-7, 2012; 8:30 am – 5:00 pm for classroom 
intensive and balance of term for working on term project 
Location: Downtown University of California, Berkeley Extension, 425 Market St., 8th Floor, 
San Francisco, CA 94105 
Cost: Fall term—fee: $895, (EDP 408294). Register at 
http://extension.berkeley.edu/catalog/course2005.html 
 
Course Description 
This intensive course including two days of classroom and balance of term for individual 
research is designed to provide participants with an understanding of the critical role 
business development and licensing functions play in the commercialization of new products 
or technology and to the development of a successful life science company. The term 
assignment is designed to give students the opportunity to put the knowledge and materials 
from class to immediate and practical use with resulting document for inclusion in their 
portfolio. 
Upon successful completion of the course, participants will: 
 Understand the various aspects of the business development function in the life science 

industry and appreciate the skills required to be effective in business development and 
licensing roles 

 Appreciate types of deals and their role in commercialization strategies and funding of a 
company 

 Understand importance of IP status and patent life cycle planning 
 
Who Will Benefit from This Course 
This course is suitable for marketing and business development professionals as well as 
scientific professionals working in bioscience companies, especially those considering a 
career move into BD. Licensing, potential entrepreneurs, scientific, clinical, regulatory 
financial, legal and auxiliary personnel will also benefit from insights gained in the course. 
Although there are no format prerequisites, those who have been exposed to the life science 
industry and/or the Drug Development Process course will most benefit from the course. 
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Deliverables 
Lectures, discussion, and guest expert lecturers will address business development topics 
and issues. Student will be exposed to templates and primers for major business 
development documents and offered mentoring by instructor in researching and developing 
their term project. They will have access to two major industry databases for use in 
researching their project during the term. These include Deloitte’s Basic Recap.com, a life 
science deal database, and BioCentury’s Report on BioBusiness and access to latter’s 
archives.  
An extensive hard-copy reader, including lecture slides for note-taking, templates for 
frequently-used business development documents and a sizable online accessible reference 
list, will be prepared and distributed by the instructor for use by students during and after 
class. Registered students can also apply for six months of access to the online UC Berkeley 
library resources for an additional $25. 
 
Course Instructor 
Audrey Erbes, Ph.D., is a global life-science business development and marketing consul-
tant, industry educator, organization leader and public speaker who originated several 
bioscience business development and marketing courses at the UCB and UCSC Extensions. 
She is known for her industry blog publications on Audreysnetwork.com. She has 25 years 
of managerial experience in the biopharmaceutical industry including Executive Vice 
President and Cofounder of Kowa Research Institute, a biopharmaceutical licensing and 
investment subsidiary of Kowa Company Ltd., Japan. Previously, she held both U.S. and 
international management positions at Syntex Corp. in market research, product 
management, strategic marketing, and business development, with a special emphasis on 
Europe and Asia/Pacific/Canada.  
 
Guest Speakers and Their Topics 
Thomas L. Gutshall, Chairman as well as Co-Founder of Cepheid in 1996, was the 
company’s first CEO.  He also served as President and COO for CV Therapeutics from 1994-
96. Previously, he was the Executive Vice President for Syntex Corporation and a member of 
its Pharmaceutical Executive Committee.  Tom serves on the board of directors for 
PROFUSA. He graduated from the University of Delaware with a BS in Chemical Engineering 
and completed the Executive Marketing Program at Harvard University. He serves the 
University of Delaware as a member of the Chemical Engineering Advisory Council and was 
named to the Delaware Alumni Wall of Fame in 2001. Topic: “Cepheid: How to Build Your 
Own Biotech Company”  
 
Harold (Hal) Etterman, MBA, CEO, Knight Financial Plans & Services, LLC has over 
twenty-five years experience in Finance, Operations and Information Technology, including 
over ten years serving as a CFO, COO and interim CEO. Hal’s extensive international and 
domestic experience includes medial devices, software development, medical information 
publishing, Internet/data security and Homeland security systems. Hal had earlier worked 
for Siemens Medical Systems for nearly 17 years in Manufacturing Operations, Divisional 
Sales and Service, Corporate Finance and Information Systems. After Siemens, Hal was the 
CFO/COO for a medical laser manufacturer and has served as a financial planning consultant 
for 3 medical device businesses. Most recently he has just completed four major Sarbanes-
Oxley projects where he successfully helped his client firms through their internal audits 
resulting in SOX certified SEC filings. Topic: “Financial Planning and Funding for a Bioscience 
Venture: New, Emerging and Growing Entities” 
 
Carolyn Feamster, MBA, a business strategy and analysis consultant, has over 25 years 
experience in the pharmaceutical and biotech therapeutics, diagnostics and drug delivery 
systems.  She has broad expertise across numerous therapeutic areas, including oncology, 
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CNS, transplantation, autoimmune disease, women’s health and urology. Carolyn worked in 
R&D and pharmaceutical marketing at Syntex, where her responsibilities included the major 
brands Naprosyn and Cellcept. In 1995, Carolyn joined ALZA Corporation as Senior Director 
of New Product Marketing with commercial responsibility for building and managing the 
pipeline products. She shepherded three products onto the market and was instrumental in 
evolving the three ALZA therapeutic franchises: urology, CNS and oncology. Carolyn was VP 
of New Product Planning at Corixa Corporation and, most recently, Vice President of 
Business Strategy and Analysis at Clearview Projects. Topic: "Preparing for and Planning 
Deals for Maximum Strategic Impact" 
 
Gilbert R. Mintz, Ph.D., President of GRM Associates, a biotechnology business 
development, licensing, strategic planning consulting firm, has expertise in building early-
stage companies by focusing their strategic planning and licensing activities, and raising 
money through venture capitalists. His 20-plus years in the biotechnology industry include 
general and laboratory management and executive level business development roles. He 
has executed technology platform, corporate and academic collaborations; in/out licensing 
of late-stage products for partnerships in the US, Europe and Japan; as well as analyzed 
and managed intellectual property activities. He has consulted with Affymetrix and other 
biotechnology companies; served as the President and CEO, Director of an early-stage 
cancer company; and provided transactional and strategic planning advice to numerous pre-
IPO biotechnology companies.  He has held senior management positions at Genelabs 
Technologies, Anergen (Corixa), Cygnus and Trega Biosciences. Topic: “Working Your Way 
through the Bioscience Licensing Process: Negotiating and Writing  Deal Contract” 
 
Ginger Dreger, J.D., M.S., partner in Arnold & Porter LLP’s intellectual property practice 
group, concentrates her practice on counseling and providing strategic advice to emerging 
and established public companies in the biotechnology, medical device, and pharmaceutical 
industries. She advises clients on domestic and international patent matters, including 
worldwide patent protection and enforcement strategies; freedom-to-operate issues; 
intellectual property due diligence; and analysis of third-party patents. Corporate 
experience included role with Genentech’s in-house legal department. Topic: "What you 
Need to Know about Patents Working in Business Development" 
 
Chris Dokomajilar serves as a senior Biopharma Analyst at Deloitte Recap LLC. He 
provides advisory services to clients in the Life Sciences, including Biotech and 
Pharmaceutical companies, and Legal and Venture Capital firms. His focus areas include 
alliances, M&A, financing, and pharmaceutical manufacturing. Prior to joining Recap, Chris 
managed international labs and clinical trials at the University of California San Francisco. 
His research on trends in infectious diseases has been published in medical and scientific 
journals. Before transitioning into science, Chris held finance positions at Bank of America. 
Chris holds a bachelor’s degrees from the University of California Berkeley in Molecular and 
Cell Biology and in Integrative Biology. Topic: “BioPharma Alliances: Trends in the 
Marketplace” 
 
Course Content Outline 
The Function of Business Development In A Bioscience Company 
 How a discovery product becomes identified as potential commercial product  
 Assessing commercial potential of a life science discovery product 
 Development of business model and plan 
 Typical activities of BD function  
 
Financing The Development And Commercialization Process Of Life Science Products And 
Technologies 
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 Preparing financials and marketing company for getting funding from banks, individual 
investors, angel investors, VCs, bridge loans, and finance rounds 

 Discuss various financial vehicles for funding and maintaining a company 
 
Developing And Protecting The Product’s Intellectual Property Status 
 Role of patents in business development function and alliances 
 Filing for patents worldwide—the process 
 Due diligence of developing IP estate needed to successfully commercialize the product 
 Developing legal resources to protect the patent 
 Life science IP life cycle planning: U.S. and international patent issues 
 
Licensing Process 
 Working through the licensing process 
 Intellectual property as corporate assets 
 Contractual terms and provisions 
 Financial and strategic variables of contracts 
 Specific collaborations and licenses 
 Strategic alliance and alliance management 
 Preparing for and planning deals for maximum strategic impact 
 Academic licensing and offices of technology transfer 
 
Business development from the entrepreneurial perspective 
 Developing the business model and plan for a start up company 
 Building the management team 
 Financing and staffing to IPO 
 Implementation of business plan 
 Building valuation and meeting the payroll 
 
Alliance Deals: Trends in the Marketplace 
 Environment of dynamic macro level in which deals happen 
 Status quo and trends 
 Analysis of deals and what it tells us 
 Changing business models as reflected in deals 
******************************************************************* 
Merrell Datasite, Thursday Morning, Dec. 6, 2012 
 
Topic: “What is a Virtual Data Room” 
Speakers: David Yeary, Vice President of Sales-Life Sciences, Merrill DataSite® and Jim 
Snaza, International Sales and Operations, Merrill DataSite® 
Date and Time: December 6, 2012; 1:00 PM EDT / 10:00 AM PDT 60 minutes 
Cost: Complementary 
Register at 
http://www.elsevierbi.com/mkt/webinars/SP/AC120612Reg_MERiframe.html?elq=bbf52727
c9ab468e8ceb34970226c87d&elqCampaignId= 
 
Topic Description 
For the past decade, corporations and individuals have experienced the advantages of 
virtual data room (VDR) technology to conduct due diligence or share confidential 
information among a group. As the electronic equivalent of the old “paper-based” data 
rooms once used for due diligence, a VDR is a more efficient, less expensive, and much 
more secure solution.  
Today, companies in the life science industry are involved in an increasing number of 
activities where sharing highly confidential documents or data is required, whether it’s 



 

9 

within fundraising, research and development, licensing or sale, mergers and acquisitions, 
or ongoing alliance management – all require keen organization and quick response to 
maximize opportunity. Merrill DataSite® would like to invite you to a webinar that will 
review how cloud-based VDR technology can be used to ease challenges faced within the life 
sciences industry. 

 
Speaker Bios 
David Yeary is the Vice President of Sales-Life Sciences for Merrill DataSite®. With over 23 
years working in the Life Sciences Industry, David joins us from Morgan Lewis, LLP as 
Director, Business and Practice Development, where he assisted and lead business 
development opportunities in Life Sciences, Technology, Clean Tech and Digital Media and 
Entertainment. He also worked with private equity, venture capital and investment banks to 
bridge relations between client and investor. He has worked with numerous startups as an 
advisor for business development, commercialization and marketing and communication 
functions. 
 
Jim Snaza brings 8 years of international sales and operations experience to the Merrill 
DataSite team, which he has been a part of since 2005. Since joining Merrill DataSite, he 
has managed North and South American operations teams and lead large scale Life Science 
projects from inception to completion. A native of Minnesota, Jim has proven successful in 
the global landscape, with experience living, working and traveling to over 35 countries 
around the globe. A graduate of The University of South Dakota, he has attended prominent 
business programs in Germany and in Japan, where he also worked for the U.S. State 
Department. 
 
 
*************************************************************** 
VC Task Force, Thursday Evening, Dec. 6, 2012 
 
Event: “Life Sciences Investor Pitch” 
Moderator: Meredith L. Warshaw, PhD, CSO, Molecular Image and Chair, Life Sciences, VC 
Taskforce 
Panelists:  
Klaus Hambuschen, The Angels' Forum  
Don Ross, Health Tech Capital 
Jose Bolanos, MD Foundry 
Benjamin Pensak, Morgan Lewis 
Date and Time: December 6, 2012, 6:00-8:30 PM 
Agenda: 
Doors open and networking: 6 PM 
Program: 6:30-8:30 PM 
Hors d'oeuvres and beverages will be served. 
Location: Two Palo Alto Square, Palo Alto 
Event Sponsor: Morgan, Lewis & Bockius, LLP 
Registration: 
$45 VC Taskforce Members, 
$55 Affiliate Organization Member 
$75 General 
Register at http://vctaskforce.ticketleap.com/life-sciences-investor-pitch/ 
 
To present a pitch, prior to registering, please contact Maya Desai PhD, 
mayudi80@gmail.com, or call 909.565.7201 to learn of slot availability. Slots to present are 
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assigned on a first-come basis. If a slot is available you must register and send Maya Desai 
PhD your confirmation number and the name of your company. Receipt of your confirmation 
number ensures assignment of a presentation slot. You will also receive further instructions 
and advice on preparing your best pitch. 
 
Please note: Registering does not reserve a pitch time. You must contact Maya Desai PhD 
per instructions above to reserve a slot to pitch. 
 
Life Science Chairperson: Meredith L. Warshaw, PhD 
Program Manager: Maya Desai PhD 
Event Description 
The Life Science Investor Pitch programs through VC Taskforce offer an opportunity for 
entrepreneurs seeking start up funding to pitch in front of a distinguished panel of investors. 
VC Taskforce and Morgan, Lewis & Bockius, LLP have partnered to bring to you a 
scintillating program series to bring entrepreneurs and investors together in the life science 
fields. The evening will be exciting and a terrific learning experience for all entrepreneurs. 
Entrepreneurs learn what investors are looking for in a pitch presentation. 
 
Entrepreneurs seeking capital will pitch for 2 minutes in front of the investor panel. This is 
followed by 5 minutes of Q&A and then non-rebuttal feedback by the panel. A score of 1-5 
is given to each presenting company by each panel member. Please note that pitching time 
limits will be strictly enforced! 
 
Investors come and listen to entrepreneurs’ pitches. You never know where you’ll find your 
next deal. Find out how our panel of investors rates entrepreneurs’ pitches; which investors 
pass and for what reasons; and which entrepreneurs other investors want to talk to ASAP. 
Please let us know if you would like to participate on one of our Life Science Investor Pitch 
panels. 
 
This is a great opportunity for entrepreneurs to network with investors, present their 
company, and hear first-hand what it takes to raise early-stage capital in 2012. If you are 
an entrepreneur in a startup that is currently seeking capital and would like to present your 
best 2 minute elevator pitch to a panel of investors, you must register in advance and have 
confirmation from the program manager that you are on the list of presenters. The 
maximum number of presenters is limited to ten. 
 
******************************************************************* 
San Francisco RAPS, Thursday Evening, Dec. 6, 2012 
 
Topic: “Quality System Complacency: Recognize It, Avoid It and Eliminate It to Ensure 
Compliance” 
Speaker: Kristen C. Grumet, director, regulatory compliance, Intuitive Surgical 
Date and Time: Thursday Evening, Dec. 6, 2012; 5:30-8:30 pm  
5:30–6:30 pm Registration, Networking and Refreshments 
6:30–6:45 pm Welcome and Introductions 
6:45–8:30 pm Featured Presentation and Q/A Session 
Location: Intuitive Surgical, 1266 Kifer Road, Building #101, Sunnyvale, CA 
94086; For directions, call +1 408 523 2100. 
Contact: Kiran Gulati +1 510 541 7919, kiran.gulati@comcast.net 
Cost: $20 for members or nonmembers 
Register at http://www.raps.org/publications-amp-resources/raps-store/product-
detail/productid/3679920.aspx 
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Registration Deadline: Payment MUST be received no later than Friday, 30 November 
2012. Space is limited and may fill prior to deadline; advance registration is strongly 
recommended. 
 
Topic Description 
Join your quality and regulatory colleagues from the San Francisco Bay Area for an evening 
of networking and to hear an expert presentation entitled, "Quality System Complacency: 
Recognize It, Avoid It and Eliminate It to Ensure Compliance." This educational program is 
sponsored by the RAPS San Francisco Bay Area Chapter and is intended to facilitate the 
exchange of ideas among local regulatory professionals. 
Webster’s Dictionary defines "complacency" as "self-satisfaction, especially when 
accompanied by unawareness of actual dangers or deficiencies." Complacency regarding 
quality systems can wreak regulatory havoc among established medical device 
manufacturers, fostering an environment in which risks are trivialized and quality problems 
are neglected and allowed to worsen. This presentation will provide attendees with: 

 Important factors contributing to quality system complacency  
 How to avoid them or break an existing cycle  
 A challenge to evaluate their own company's state of complacency 

A dinner buffet will be provided for all meeting participants and attendees may claim two 
(2) RAC recertification points. 
 
************************************************************** 
Medtech Frontiers, Thursday Evening, Dec. 6, 2012 
 
Topic: “The Role of the Research Commons in Clinical Research” 
Speaker: John Wilbanks, Chief Commons Officer at Sage Bionetworks and a Senior Fellow in 
Entrepreneurship at the Ewing Marion Kauffman Foundation 
 
Date: Thursday, December 6, 2012; 6:00 – 9:00 pm, presentation begins at 6:45 pm  
Location: Triple Ring Technologies, 39655 Eureka Drive, Newark 
Cost: The event is free, but registration is required for planning purposes 
For more information and registration visit 
http://www.medtechfrontiers.com 
 
Topic Description 
Many of the biggest impacts of technology have been driven by monopolies and their 
network effects. When we choose open standards as our monopolies, we get vast open 
networks – HTML, TCP/IP, and other systems where anyone can compete. When we choose 
walled gardens as our monopolies, we get very different results – Apple, Facebook, and 
Twitter control precisely how and when competition, and entrepreneurship can happen. 
We’re faced with this choice right now in biomedical research, and the decisions we make 
will define how the avalanche of data we can capture turns into knowledge we can use to 
improve health and accelerate discovery. 
 
Speaker Bio 
John Wilbanks is the Chief Commons Officer at Sage Bionetworks and a Senior Fellow in 
Entrepreneurship at the Ewing Marion Kauffman Foundation. He currently runs the Consent 
to Research project (CtR), a patient-contributed clinical research study in which people take 
the data they can gather about their own health and donate it for computational analysis. 
He has worked at Harvard’s Berkman Center for Internet & Society, the World Wide Web 
Consortium, the US House of Representatives, and Creative Commons. He is a past affiliate 
of MIT’s Project on Mathematics and Computation and also started a bioinformatics 
company called Incellico, which is now part of Selventa. 
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John also sits on the Board of Directors for iCommons, the Advisory Boards for Boundless 
Learning, Genomic Arts, Curious, and Genomera, and is a Research Fellow with Lybba.org. 
He holds a degree in Philosophy from Tulane and studied modern letters at the Sorbonne 
*************************************************************** 
UC Berkeley BioExec Institute, December 6-7, 2012 
 
Program: Module C: Growing Value  
Dates: December 6-7, 2012 
Location: UC Berkeley 
Price: $2400; Full Program (all 3 modules) = $6900 (savings of $300 ) 
See details at (http://executive.berkeley.edu/programs/bioexec-institute 
 
Day 5: Deal-maker for a Day 
Licensing and partnering are an integral part of the Biopharmaceutical industry. The 
formerly distinct pharmaceutical and biotechnology industries are merging into one 
interdependent Biopharmaceutical Industry. Partnered products are the future of innovation 
leading to a significant increase in attempts to acquire and/or license innovation from 
others. Big pharmaceutical companies will control fewer and fewer of their new products 
from discovery through line extension or OTC. This Day explores the underlying economics 
of deals; the different strategies for measuring risk; and how decisions are made amidst 
uncertainty. 
 
Day 6: CEO for a Day 
Depending on the stage of a company CEO's face different challenges. This session will 
explore the different stages of a company from pre-clinical, pre/post IND, in-human through 
to commercial. CEOs from BioPharma will be be on hand to discuss their first-hand 
experience. 
 
************************************************************ 
CACO, Friday, Dec. 7, 2012 
 
Topic: Biomarkers: overview and applications in clinical trials and clinical molecular 
diagnostics 
Speaker: Ann Kapoun (Oncomed) 
Date and Time: Friday, Dec. 7, 2012, 11:00 am – 1:30 pm 
Location: SF Bay Area: Foster City Crowne Plaza 
Registration open soon; Register at http://www.caco-pbs.org/aspx/login01.aspx 
*************************************************** 
CACO, Monday Afternoon, Dec. 10, 2012 
 
Topic: Population PK/PD Modeling 
Speakers: Joga Gobburu (U.Maryland), Rose Feng (U. Michigan), Mike Eldon (Nektar), Jin 
Jin (Genentech) 
Date and Time: Monday, Dec. 10, 2012, 12:45 – 5:30 pm 
Location: SF Bay Area: Foster City Crowne Plaza 
Registration open at http://www.caco-pbs.org/aspx/login01.aspx 
 
Topic Description 
In today’s drug discovery and development community, with the goals of doing more with 
less, doing prospectively not retrospectively, teasing out critical factors from complicated 
data sets that cause a clinical trial fail or succeed, Pharmacokinetic and pharmacodynamic 
(PK/PD) modeling & simulation has become ever more necessary and instrumental 
throughout various phase of drug discovery, development, and regulatory submissions. 
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Utility, timing, applications of PK/PD modeling/simulation in various scenarios have been 
one of the hot topics among drug discovery and development community. 
This workshop is intended to provide expert and authority perspectives on some of the 
elements related to the utility of PK/PD modeling & simulation in drug discovery & 
development. Particularly, we will cover the following areas:  

· Overview of population PK/PD modeling/simulation: theories and applications in past, present, 
and future in drug development & regulatory submissions 

· The nuts and bolts of population PK modeling 
· Case studies: Application of population PK/PD modeling/simulation to optimize the clinical 

study design 
 
**************************************************** 
Bio2Device Group, Tuesday Evening, Dec. 11, 2012 
 
Topic: “Current Concepts in Treatment of the Diabetic Foot Ulcers and Other Chronic 
Wounds” 
Speaker: Alex Reyzelman, MD, Private Practice 
Date and Time: Tuesday, Dec. 11, 2012 – 6:00 – 9:00 pm  
Location: Wilson Sonsini Goodrich & Rosati, 650 Page Mill Road, Palo Alto CA  
Cost:  
$6 - Students/In-transition - Members only  
$11 - Early-bird Registration - Members only  
$20 - Late Registration and Non-Members  
$25 - Walk-ins 
 
Topic Description 
Diabetes foot ulcers are a major and serious issue in our aging community. Diabetic ulcers 
are the most common foot injuries leading to lower extremity amputation. The risk of lower 
extremity amputation is 15 to 46 times higher in diabetics. 
Diabetic ulcers and other chronic wounds are characterized by prolonged inflammation, 
bacterial bioburden and ischemia. These factors represent the barriers to wound healing 
that need to be addressed in order to achieve wound closure. 
The armamentarium of advanced therapies for the treatment of acute and chronic wounds 
continues to grow. From medical devices like orthotics and casts or devices that apply 
negative pressure to prescription drugs to surgical therapies to bioengeineered skin 
substitutes to natural solutions. Dr. Reyzelman will about how diabetic ulcers affect patients 
and provide an overview of the therapies currently being deployed and the possibilities 
being developed.  
 
Speaker Bio 

Dr. Alexander M. Reyzelman, D.P.M., F.A.C.F.A.S. is the Co-Director of the UCSF Center for 
Limb Preservation, which specializes in treating lower extremity wounds in patients at high 
risk of amputation, particularly those with diabetes and peripheral arterial disease. 

Dr. Reyzelman has been in private practice since 1998, and extensively involved in clinical 
trials of a wide variety of wound care products and devices. He has published numerous 
influential papers in peer-reviewed journals. He is also Chair of and Associate Professor at 
the California School of Podiatric Medicine at Samuel Merritt College.  
 
Dr. Reyzelman received his B.S. in Biology from USF in 1991, and went on to graduate from 
the California College of Podiatric Medicine in 1995 with a Doctor of Podiatric Medicine 
degree. He then completed a three-year residency in podiatric surgery at the University of 
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Texas Health Science Center in San Antonio, receiving the honor of academic chief resident 
in his final year. He is a board certified in foot surgery by the American Board of Podiatric 
Surgery. 
************************************************* 
Prescience International, Thursday Afternoon, Dec. 13, 2012 
 
Topic: “8th Annual Trends in Financing Investor Panel and Holiday Celebration” 
Panelists—information coming soon 
Date and Time: Thursday, December 13, 2012 
3:00 PM - 3:30 PM Registration and Networking 
3:30 PM - 5:00 PM Industry Panel 
5:00 PM - 6:30 PM Holiday Celebration Networking Reception 
Location: Orrick, Herrington & Sutcliffe LLP, 1100 Marsh Rd., Menlo Park, CA 94025 
Cost:  
• General Ticket: $60 
• Partners' Network: $50 
• Meet with Alumni & Students: $40  
• BioCenter Members: Free  
• On-site Registration: add $10 to the above  
This event is typically sold out, so early pre-registration is recommended to avoid 
disappointment on the day! 
Register at http://2013vcoutlook.eventbrite.com/ 
 
Topic Description 
Steady capital is a must for all companies. The first step in funding is knowing where to 
look. Join experts from the investment world at our annual “Trends in Financing Investor 
Panel & Holiday Celebration” to understand the types of financing that are occurring in your 
industry today - including topics such as who is getting funding while the world faces 
complex financial challenges - and what is new and to expect for 2013.  
Our Panel discussions are candid, interactive and informal. We want you to walk away with 
the real story behind how things work so you can make it happen yourself. This Panel will 
be followed by a Holiday Celebration Networking Reception. 
 
***************************************************** 

PMWC Silicon Valley, Monday and Tuesday, Jan. 28-29, 2013  

Event: “PMWC Silicon Valley 2013” 
Date and Time: Monday, January 28 -29, 2013, 8:00 AM - 5:00 PM  
Location: Silicon Valley- address not published as yet 
Future registration price will be $1,500 
Register at http://attendpmwc2013.eventbrite.com/ 
 
Conference Description 
The Personalized Medicine World Conference (PMWC) is the only fully integrated conference 
to examine the advances and challenges of Personalized Medicine through a practical lens. 
PMWC brings together the thought-leaders of business, government, healthcare-delivery, 
research and technology into one information-rich, two-day conference. 
2013 Program includes:  
Track 1: Features leading industry figures and clinical pioneers selected by the Program 
Committee cover diverse topics organized in six sessions over the two days.  
 
Track 2: Featuring established companies, clinicians, and researchers presenting on their 
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latest products and services enabling Personalized Medicine. Presenters have included 
Kaiser, Merck, Complete Genomics, Roche, Lucile Packard Children’s Hospital, and others.  
 
Track 3: Select, emerging companies, present on their platforms and technologies; compete 
to win the PMWC Most Promising Company Competition Award. Companies have included 
Integrated Diagnostics, NextBio, QuantaLife, Telome Health, and others. 
Exhibition Hall: Affymetrix, Response Genetics, SRI, Oracle, Fluidigm, DNA Genotek, 
23AndMe, Moffitt Cancer Center, Genomic health, Complete Genomics, Sony DADC are just 
a few who exhibited in 2012. 
PMWC Connect: A website to network before, during, and after the Conference. 
Tutorials: 101 on The Technologies of Molecular Biology, Systems Biology & Bioinformatics 
Key Concepts, How Current Genomic Technologies Deployed in Personalized Medicine to 
Improve Clinical Care and more. 
 
If you want to check out the caliber of program and speakers, you can see some of the Main 
Track speaker videos from PMWC 2012 at  
http://www.youtube.com/playlist?list=PL231FCDB929C13F06&feature=view_all. 
The program committee is also revealed on the PMWC Silicon Valley 2013 website at 
http://2013sv.pmwcintl.com/committees.php. 
************************************************************** 
5th Personalized Medicine World Conference, Monday-Tuesday, Jan. 28-29, 2013 
 
Selected Speakers: Janet Woodcock,M.D., FDA; Lawrence Corey, M.D., Fred Hutchinson 
Cancer Research Center;Pascale Witz,GE Healthcare; Robert Jesse, M.D., Ph.D., Department 
of Veterans Affairs; Gil Omenn, M.D., Ph.D., Institute Of Medicine 
Dates: January 28-29, 2013 
Location: Location in Mountain View, California to be announced. 
Contact Information: team@pmwcintl.com  
Register at http://attendpmwc2013.eventbrite.com/# Get 10% off by October 15. Enter 
code: prescience 
 
Topic Description 
Changes in health care are happening now - come learn from the movers and shakers 
leading the way at the 5th annual PMWC. Tap into the unique ecosystem of CEOs, 
entrepreneurs, researchers, clinicians, regulators and payers to share best practices and 
build on lessons learned. Engage in the multi-faceted debates currently facing the field of 
personalized medicine. 
The three tracks at PMWC 2013 will present the latest progress and next challenges for the 
implementation of personalized medicine within a framework to address the coverage 
barriers. Prescience is pleased to be the sponsor of the PMWC 2013 Innovation Award.  
 
Critical Issues To Be Tackled:  

 Cost vs Benefit: How do we define and benefit from 
transformational technologies?  

 Form vs Function: What about the less sexy basics of sampling, 
preparation and QA?  

 Biomarkers & Therapeutic Targets: What is the promise versus the 
reality?  

 Social Networks: Is the immediate feedback connecting patients, 
scientists and clinicians?  

 Best Data Practices: What are the best practices for scientific data 
validation and dissemination?  

 Partnerships: What defines an effective partnership between 
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academia, industry, regulators and payers?  
 Addressing the Reimbursement Conundrum: What's best for 

patients and industry?  
 Ethical & Legal Issues: Which pitfalls are associated with new 

diagnostic tools and targeted therapies?  
 
********************************************************************* 
Bio2Device Group, Tuesday Evening, Feb. 12, 2013 
 
Topic: “Tentative: The role of P&R in asset valuation for in- and out-licensing or 
funding/acquisition decisions”  
Speakers: Anand Mehra, MD, Partner, Sofinnova Ventures 
Date and Time: Tuesday, Feb. 12, 2013, 6:00 – 9:00 pm  
Location: Location: Wilson Sonsini Goodrich & Rosati, 650 Page Mill Road, Palo Alto CA 
Cost:  
$6 - Students/In-transition - Members only  
$11 - Early-bird Registration - Members only  
$20 - Late Registration and Non-Members  
$25 - Walk-ins 
 
Topic Description 
Needs to be filled in 
 
Speaker Bio 
Anand joined Sofinnova Ventures in 2007 to focus on biopharmaceutical investing. Anand’s 
diverse background equips him to work with entrepreneurs on scientific, clinical, and 
strategic levels. Currently, he is a director of Marinus and Nextwave Pharmaceuticals, and 
led the firm's investments in Vicept (Acquired: Allergan) and Aerie. Anand also played an 
important role in the firm’s investments in Hyperion, Preglem (Acquired: Gedeon Richter), 
and Amarin (NASDAQ: AMRN). 
 
Prior to joining Sofinnova Ventures, Anand worked in JP Morgan’s private equity and venture 
capital group, where he was heavily involved in new investments, management of their 
public portfolio, and the firm’s spin-out from the bank. Before joining the venture 
community, Anand was a consultant in McKinsey & Company's pharmaceutical practice, 
advising pharma and biotech on key strategic issues, and an NIH-funded Fellow focused on 
reperfusion injury in stroke. 
Anand received his M.D. from Columbia Medical School and graduated Phi Beta Kappa from 
the University of Virginia. 
*********************************************************************** 
UC Berkeley Extension, Thursday Evenings, Feb. 14-28, March 7-14 and 28  
 
Topic: “Life Science Product Marketing: It’s All in the Plan” 
Instructor: Audrey S. Erbes, Ph.D. 
Guest Speakers: 

 Deb Donovan, Director of Marketing at Avantis Medical Systems 
 Christian Schuler, Partner, Simon Kucher 
 Stanley Skrzypczak, M.S., M.B.A., Senior Director, Commercial Development, 

Genomic Health  
 Charles Versaggi, President, Versaggi Biocommunications 
 Steven Wong, Senior Consultant, Plan A 

Dates and Time: Thursdays, Feb. 14-28, March 7-14 and 28, 2013; 6:00 – 9:00 pm 
Location: UC Berkeley Extension, 1301 Shoreway Road, Suite 400, Belmont, CA 94002 
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Fee: (Fee and EDP number to be announced in December—$695 in 2012) 
See more details and register at http://extension.berkeley.edu/catalog/course135.html in 
early December. 
 
Course Description 
This science product marketing course introduces industry-relevant product planning 
knowledge and skills required for successfully marketing life science products and, 
specifically, explores the development of strategic and tactical marketing programs for their 
launch. Topics include learning about different market research approaches; information 
resources critical for developing a successful plan, product strategy and positioning with 
differentiated claims; and how to identify the most lucrative target audience. Course 
activities include a team-developed preliminary marketing plan. 
The course is appropriate for professionals at all levels in life science marketing research, 
product planning and management, product sales, promotion, business development and 
licensing, public and corporate relations, as well as other company functions involved in the 
development and commercialization of a product and its labeling, including clinical and 
regulatory. 
Course participants will learn about the development of a marketing strategy, product 
positioning, differentiated claim structure and selection of target audience as members of a 
class-based product team that replicates a company-based team. They will understand what 
goes into successful tactical marketing and promotional programs and gain insights into 
what it takes to gain management approval and resources for implementation. 
 
 
Course Instructor 
Audrey Erbes, Ph.D., Principal, Erbes & Associates and www.audreysnetwork.com, is a 
life-science business development and marketing consultant and developer of 
customized executive education. With more than 30 years of managerial experience in 
the biotech and pharmaceutical industry, she was Executive Vice President and 
cofounder of Kowa Research Institute, a biopharmaceutical licensing and investment 
subsidiary of Kowa Company Ltd., Japan and before that held U.S. and global 
management positions at Syntex Corp. (acquired by Roche) in market research, product 
management, strategic marketing and planning, and business development.  
 
Guest Speakers and Their Topics 
Debbie Donovan, B.A., an expert in medical device marketing, is focused on developing 
digital marketing programs for medical technology companies—including the integration of 
social media channels. Currently, Debbie is the Director of Marketing at Avantis Medical 
Systems supporting market adoption of Third Eye® Retroscope. Previously, she was a 
Senior Manager at Intuitive Surgical and, addition, had experience serving Ob/Gyn, 
Orthopedics/Spine and ENT physicians at Conceptus, Kyphon and Somnus. Her expertise is 
in developing effective strategies and leading teams in marketing communications, public 
relations and event programs. Before heading to the client side, Debbie began her career at 
a medical advertising and public relations agency. “e-Marketing: Connecting with Providers 
and Patients” 
 
Christian Schuler, a Partner in the Life Science Division of Simon - Kucher & Partners 
working out of the company’s San Francisco office, specializes in strategic pharmaceutical 
marketing, value-to-customer, market entry strategies, P&R strategies and generic defense 
strategies. Since joining Simon - Kucher & Partners, Mr. Schuler has conducted in-depth 
research and data analysis for life science companies and developed various national and 
international pricing and market entry strategies for new chemical entities, medical devices 
and scientific equipment. He has published various articles on pharmaceutical marketing, 
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fixed reference pricing, generic defense strategies and functional food in German and 
English and is a frequent speaker on international conferences on pharmaceuticals.  “Role of 
Pricing and Reimbursement in Product Management Strategic Planning” 
 
Stanley Skrzypczak, M.S., M.B.A., Senior Director, Commercial Development, Genomic 
Health was previously Senior Director of Oncotype Marketing and Director of Managed Care 
Marketing there. He has over 25 years of successful biotech and pharmaceutical sales and 
marketing experience, including product, managed care, clinical marketing and sales 
management. In his last position at Genentech, he was the Senior Product Manager for 
Xolair Marketing. Stan initially built a career in field sales and management for 7 years at 
Searle Pharmaceuticals, prior to joining Genentech where he worked for 18 years. “Product 
Management 101 – Developing/Executing The Tactical Plan”  
 
Charles S. Versaggi, Ph.D., is President, Versaggi Biocommunications®, a marketing 
consultancy specializing in corporate and marketing communications for the global life-
science industry. Based in the San Francisco Bay Area, the firm serves clients in every stage 
of development — from seed funding through research and development, clinical trials, 
regulatory approval and worldwide product marketing. With nearly 30 years of strategic 
marketing and communications experience, Dr. Versaggi has directed marketing and 
communications initiatives for life science companies ranging from startups to Fortune—100 
global leaders. These include the launch of the first genetically engineered vaccine and 
genomic disease management products, and the first applications of minimally invasive 
surgery. "Building Value through Strategic Marketing Planning and Communications." 
Steven Wong, B.A., is a Senior Consultant at Plan A, a strategic marketing consulting firm 
servicing biotechnology and pharmaceutical companies. He specializes in developing 
patient-based forecast models and prioritizing marketing opportunities in therapeutic areas 
such as oncology and infectious diseases. At Plan A, he has directed numerous consulting 
engagements, including opportunity assessments, complex population modeling, and 
therapeutic area strategy. Additionally, Mr. Wong co-authored several editions of Plan A’s 
ONCOSight and Innovations in Anticancer Drugs multiclient report series. "Market Research 
Information Resources” 
 
Course Content Outline 
Strategic Marketing Research, Analysis and Creativity 

 Marketing plan outline 
 Market research tasks and methodology for implementation 
 Analysis of market research results for input to planning 
 Development of market strategy 
 Selection of best market segment and target audience focus 
 Development of product positioning and claim structure 

The Marketing Program  
 Development of tactical marketing program: steps and content 
 Development of information about the product and its competitive market needed for 

hiring vendors and providing direction that would assist in selection and 
implementation of tactical programs 

 Selection of tactical marketing activities and programs for plan implementation 
Writing the Product Marketing and Sales Plan 

 Putting all the elements together in draft plan 
 Writing final preliminary plan for implementation 
 Selling the plan and obtaining prospective “company commitment” to proposed 

plan, marketing programs and related budget with guest Marketing Committee 
Presentation of Team Marketing Plans 
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