Upcoming Pharma Training Programs
PharmaGuys Consulting
________________________________________________

· Pharma Business Development Course

· Finance for Non-Finance Professionals
· Training Needs Analysis and Alignment with Business

· Measuring the ROI of Training and Performance Improvement Programs

· Synergizing Marketing Excellence & Sales Force Effectiveness

· Pharma Brand Planning Course

· Effective Management of KOL & other 3rd party stakeholders

· Driving Campaign Excellence Using Customer Insight

______________________________________________________________________

	 The Pharma Business Development Course
 5-6 November 2007, Beijing 


· By: Martin Austin who, as former Principal with Paul Capital Partners and Global Head of Roche's Pharma 
Business Development, has unparalleled experience in concluding and financing successful deals in the pharma and lifescience biotech industries. 
· For: Executives involved in business development who need a good understanding of the whole process. 
· What: Successfully identify, search, valuate, structure, negotiate & close business development deals. 
· Fee: CNY 15,800
-20 % Early-bird Deadline: 15 October 2007
	 

 The Finance for Non-Finance Professionals
 12-13 November 2007, Shanghai
· By: Barry Johnson, teaching in China since 1996 for companies like MS, Motorola Univ., Nokia, Bayer, Novartis etc, 
· For: managers responsible for budgets and financial proposals, non-managerial staff that interrelates significantly with finance departments will also benefit from the work covered. 
· What: profit & loss statement, balance sheet, cash flow, indexes used to evaluate financially of an organization, investment decisions, budget and forecast, and Pharma examples. 
· Fee: CNY 9,800
-20 % Early-bird Deadline: 15 October 2007
 Training Needs Analysis and Alignment with Business
 12-13 November 2007, Shanghai
· By: Ron Drew Stone, a senior vice president with the ROI Institute where he has made significant contributions to perfecting the ROI Process.
Ron is authoring Training for Results: How to Align the Five Key Factors for Performance 
· For: Anyone in an organization who is responsible for managing projects or directing training and addressing training accountability, the impact of learning, 
change interventions, or technology implementation. 
· What: Situational Needs Assessment Process™, 7 tools to collect and analyze data, 3 ways to do a performance gap analysis, distinguish between hard and soft data 
Needs Assessment Plan, risk analysis tools to develop a learning transfer strategy and how to communicate needs assessment findings and recommendations. 

· Fee: CNY 9,800
-20 % Early-bird Deadline: 15 October 2007
 
 Measuring the ROI of Training and Performance Improvement Programs. 
 14-15 November 2007, Shanghai
· By: Ron Drew Stone, a senior vice president with the ROI Institute where he has made significant contributions to perfecting the ROI Process.
Ron is authoring Training for Results: How to Align the Five Key Factors for Performance 
· For: Anyone in an organization who is responsible for managing projects or directing training and addressing training accountability, the impact of learning, 
change interventions, or technology implementation. 
· What: ROI Process developed by Jack Phillips, 5 ways to collect various types of hard and soft data, isolate the effects of training, convert data to monetary values, 
tabulate appropriate training program costs, calculate ROI and communicate tangible and intangible results 
· Fee: CNY 9,800
-20 % Early-bird Deadline: 15 October 2007

	 Synergizing Marketing Excellence & Sales Force Effectiveness
 27-28 November 2007, Shanghai
· By: Edouard Demeire, Visiting Professor at numerous business schools, including CEDEP (INSEAD), and sought-after pharma marketing expert-trainer. 
· For: Business Unit Managers, Sales Managers and Product Managers. 
· What: Maximize the sales of your drugs by ensuring brand marketing strategies are successfully implemented by the sales force through superior regional commercial planning and performance management.
· Fee: CNY 12,800
-10 % Early-bird Deadline: 22 October 2007
 The Pharma Brand Planning Course 
 29-30 November 2007, Shanghai
· By: Edouard Demeire, Visiting Professor at numerous business schools, including CEDEP (INSEAD), and sought-after pharma marketing expert-trainer. 

· For: Product Managers 

· What: Design powerful marketing mix plans in 'Red Ocean" and "Blue Ocean" markets.

· Fee: CNY 12,800


-10 % Early-bird Deadline: 22 October 2007

	 Effective Management of KOLs and other 3rd Party Stakeholders
 12-13 December 2007, Beijing


	· By: Lynn Hopkins, Visiting Professor at numerous business schools, including Leeds and Liverpool, experiences in clinical and communication organizations, and Activities include Publications, Symposia and Meetings Management working closely with KOLs as well as KOL Strategies using KOL Mapping Databases.
· For: anyone dealing with KOLs - either academic or official, previous attendees include people from sales, marketing, government affairs, tendering, clinical and regulatory, R&D, logistics & manufacturing, etc.
· What: definition, role of KOLs over product life cycle, proactive planning and best practice management of KOLs, matching marketing strategies, efficiency and effectiveness of KOLs relationship and costs.
· Fee: CNY 12,800
-10 % Early-bird Deadline: 22 October 2007
 Driving Campaign Excellence Using Customer Insight Techniques
 14-15 December 2007, Beijing
· By: Lynn Hopkins, Visiting Professor at numerous business schools, including Leeds and Liverpool, experiences in clinical and communication organizations, and Activities include Publications, Symposia and Meetings Management working closely with KOLs as well as KOL Strategies using KOL Mapping Databases.
· For: anyone working in a brand team developing differentiated marketing plans in ethical, diagnostics and OTC healthcare.
· What: value of customer insight and communication strategies, techniques to gain both rational and emotional insights into different customer groups, key messages based upon insights and brand positioning, etc.
· Fee: CNY 12,800
-10 % Early-bird Deadline: 22 October 2007


Need more information?
For more information, please e-mail or call:

David Xue
Coordinator
dxue@pharmaguys.com
+86 1391 132 5130

