FURTHER INFORMATION

The number of places is limited to 25
on a “first-come-first-served” basis
Catering is included in the course fee

Organized trip to the Octoberfest on OU I Kn 0W|edge
Wednesday evening is included YOUf SUCCGSS

Each participant will receive a certificate
of attendance

Accommodation must be arranged

by the participant

Developing a successful
payer strategy throughout

CONTACT & REGISTRATION -
a product’s lifecycle

Course fee per person 5,990 €
Registration by May 15" 2012 5,550 €

Please visit our website
www.assessment-in-medicine.de

where you will find further information and
the registration form.

In case of any questions please contact

TUTORS:

Dr. Stefan Wal .

. etan aizer . - Dr. Mark Nuijten
stefan.walzer@assessment-in-medicine.de
Telephone: +49 (0) 7621-705 105 20 Dr. Stefan Walzer

Mr. Bjoern Schwander
| f
"”‘ W www.assessment-in-medicine.de



DESCRIPTION OF THE COURSE

e 3 DAY PRACTICAL HANDS-ON WORKSHOP
ON PAYER STRATEGY
This course offers the unique opportunity
to simulate a real life payer strategy experience
within the pharmaceutical industry. Attendees
will be able to follow the various decision
processes and also milestones of a payer
strategy development as well as the option
of seeking for payer advice. Finally a payer
negotiating around the value of the product
will be simulated.

° REAL LIFE SIMULATION
A real life example from the pharmaceutical
industry will be used on the basis of pub-
lished clinical and cost-effectiveness evidence
of two compounds launched some years ago.
Pre-readings materials will be provided as well
as ad-hoc information during the course in or-

der to simulate new evidence during a lifecycle.

* INTEGRATED STRATEGY APPROACH
The uniqueness of this course and workshop
is the experience participants will get as a
result of the competitive situation throughout
the simulation: Competition as well as payers
will need to be included in the strategic
concept as well as the handling of
uncertainty and newly available data.

* DAY BY DAY NEW EXPERIENCES
FIRST DAY - PRE-LAUNCH DAY:
* Theory and expectations around an
integrated payer strategy
¢ Introduction into the real life example
e Simulation of the pre-launch phase of
two competing compounds

SECOND DAY - LAUNCH PHASE:
* Expectations for successful payer launch
strategies
* Real life workshop based on published
evidence
* Simulating a pricing decision,
payer submission and negotiation

THIRD DAY - COMPETITION AND EXPANSION:
* Competition from a
payer’s (strategy) perspective
* Market access expansion

TARGET AUDIENCE

* DIRECTORS, LEADER AND MANAGERS
FOR HEALTH ECONOMICS, PRICING,
MARKET ACCESS AND PAYER STRATEGY

°* PRODUCT/BRAND MANAGER, BUSINESS
UNIT MANAGER

°* MEDICAL MANAGER

* BRAND LEADER, LIFECYCLE LEADER

* PAYER CONSULTANTS, HEALTH ECONOMIC
CONSULTANTS

* HEALTH SYSTEM MANAGERS,
HEALTH INSURANCE/SICKNESS
FUND MANAGERS

COURSE LOCATION

Munich, Lake Starnberg
30 minutes from Munich airport

Hotel Vier Jahreszeiten
82319 Starnberg — Germany
T: +49 (0) 8151 -4470-0

http://www.vier-jahreszeiten-starnberg.de/
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