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Dear Pharma Marketing News reader/subscriber: 

Welcome to the latest issue of Pharma Marketing News! I am sorry that it is late – this should have been 
the June 2008 issue. Instead it’s the summer or June/July 2008 issue! Whatever it’s called, it’s the first 
issue published since May, 2008. 

The reason this issue is late is that I decided to spend time and resources on the June Networking Dinner 
Reception and traveling to Europe. Both these activities have helped make this a better issue and fulfill 
the mission of Pharma Marketing Network as a resource for pharma marketing professionals.  

Pharma Marketing News is not just about pushing content out to subscribers. It’s also about helping 
subscribers, advertisers, web visitors, forum members, and friends network with one another online and 
off in order to improve their businesses and enhance their careers. I hope you agree it was worth the 
wait! 

John Mack, Publisher and Editor 

  
  

In this month’s article, “Value-based Pricing” (PMN 
Reprint #76-04), there are lessons to be learned 
that are applicable in the U.S. where there is a 
growing call for outcome-based pricing of drugs, 
epscially cancer drugs.  

Up Front Up Front 
Going Global 

Over the 7 years that Pharma Marketing News has 
been published, its subscriber base has become 
more international. That’s also the case with 
pharmaceutical marketing in general. 

According to Uday Bose, European marketing 
director for GlaxoSmithKline Oncology, “R&D must 
be prepared to provide data that will support 
pricing decisions in reimbursement negotiations.” 
This is as true in the U.S. as it is in the UK! 

“In the old days,” said David Owen, Director, TNS 
Healthcare, “individual markets in Europe would 
have their own products, their own marketing 
plans, brand positioning and sales forces. Now, 
we are seeing a trend towards regionalization.” 
Owen was speaking at a recent webinar 
highlighted in this issue of Pharma Marketing 
News (see “Creating the Most Effective Sales 
Calls,” PMN Reprint #76-02). 

In order to bring our readers more insight into 
pharmaceutical marketing issues around the 
world, Pharma Marketing News is endeavoring to 
reach agreements with content partners in the UK, 
India, and other markets. 

The article on value-basaed pricing, for example, 
was first published by eyeforpharma, which not 
only organizes industry conferences around the 
world, but also develops content from experts who 
present at these conferences.  

An audience poll conducted during that webinar 
revealed that a majority of pharmaceutical 
marketing and sales executives believe that in 5 
years global headquarters will have the main 
responsibility for setting marketing strategy. Eyeforpharma 

In June, I visited the 
offices of eyeforpharma 
and met with Paul Simms, 
General Manager, and 
Jessica Evans, Internation-
al Marketing Manager (see 
photo). We have very 
similar visions about 
working together to better 
inform and serve our 
readers and clients. 

What happens in European and other non-US 
drug markets no longer stays in those markets. In 
creasingly, the issues facing the pharmaceutical 
industry in one market may have an impact on 
another market.  

The UK market is a good example. While the UK 
represents only 3-4 per cent of the global market 
for drugs, it’s dealings with the pharmaceutical 
industry affect other markets in Europe and even 
in the U.S. This is due, in part, because the 
National Institute for Health and Clinical 
Excellence’s (NICE’s) assessments are closely 
followed internationally. 

Eyeforpharma works with 
many experts in Europe 
that  now  will have a voice  
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in Pharma Marketing News. Uday Bose is just one 
such expert. 

While in London I spoke at and chaired 
VIBpharma’s “Measuring Marketing ROI in 
Pharma” conference where I met several experts 
who contributed to this month’s article entitled 
“Why Pharmaceutical Marketers Ignore ROI” 
(PMN Reprint #76-01).  

Expect to see more focus international focus in 
future issues of Pharma Marketing News. If you 
wish to contribute stories or share content, please 
contact editor@news.pharma-mkting.com  

 

Networking Reception Highlights 

On June 4, 2008, Pharma Marketing Network—
portal site that includes Pharma Marketing News—
hosted its 4th Annual Pharma Networking Dinner 
Reception in Princeton, New Jersey. 

While similar events in the past had more 
attendees, the vast majority of the 60-70 
attendees of this event rated it very high in a 
survey: 83% said they met someone they may be 
able to do business with in the future, 61% said 
they met at least one potential client, and 72% 
said they would attend the next event (the rest 
weren’t sure). 

Some unsolicited comments included:  

“Congratulations on the success of the Pharma 
Marketing Networking reception. I made a number 
of valuable connections and enjoyed hearing the 
presenters.” – Christine Gaudet, Canon 
Communications 

“I just want to say thank you for a great event!  
The event was well organized yet social, food was 
great, and the quality of the attendance was very 
high.“ – Karen Davies, Varitage, Inc. 

“This is very new to us and the reception our 
product received was very exciting.” – Mark 
Eulie, Akina-USA 

“Thanks for arranging the networking event 
yesterday.  I think it's a great initiative, a first for 
me, and hope you will continue this program in the 
future.” – Jean-Paul Hepp, fomer Chief 
Privacy Officer, Pfizer 

To enhance the networking experience, a few new 
“social networking” tools were employed. 
Registered attendees, for example, could network 
with one another online before and after the event 
through a special Networking Reception 
Attendee Forum. You are invited to meet the 

attendees online in this forum by clicking here and 
using the password “ndr2008” (without quotes) to 
gain access. 

All attendees were also included in a Google Map 
especially created for this event (access it here). 
Aside from making it easier to locate attendees for 
follow-up real world visits, the map included a 
profile of each attendee, who could update his or 
her information at any time – even now! 

Presentations 
Several experts made presentations during dinner, 
including: 

John Mack, Publisher of Pharma Marketing News 
and owner of Pharma Marketing Network. 
Presentation: "Introducing Pharma Marketing 
Forums: Lurk, Learn, Network!" [Access the 
presentation here.] 

Marc Monseau, Director of Corporate 
Communications, Johnson & Johnson. 
Presentation: “Blogging: A Giant Leap for 
Pharma!”  [Access the presentation here.] 

Shaun McIver,  co-founder, President and CEO of 
Streamlogics, Inc. Presentation: “Trends Driving 
Physician Education and Branded Commun-
ications Online”  [Access the presentation here.] 

Paul Boidy, Executive Vice President, Sales and 
Customer Solutions at ReachMD. Presentation: 
“Marketing to the ‘Long Tail Physician’ Segment”  
[Access the presentation here.] 

Craig DeLarge, Associate Director, eMarketing & 
Relationship Marketing at Novo Nordisk Inc. 
Presentation: “Life Sciences Profiles of Color 
Project” [See PMN Reprint #76-03] 

See the next page for photos. 

 

Vendor Video Showcase 

One of the more innovative activities at the 
Networking Dinner Reception was the video 
recording of “elevator pitches” made by several 
attendees. Access an example “pitch” here. 

We all know that pharmaceutical sales and brand 
managers are finding it more and more difficult to 
gain access to physicians. Many vendors have 
solutions for this problem, but cannot themselves 
gain access to busy product managers who are 
much more difficult to reach than physicians! 

How can you better position yourself to reach 
decision makers within pharmaceutical com-
panies? 

Continues…
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Practice what you preach, that's what! 
 

Pharma Marketing News 
More and more these days, vendors are 
developing and offering Internet-based appli-
cations that help pharma companies reach 
physicians.  

Pharma Marketing News is an independent, free 
monthly electronic newsletter focused on issues of 
importance to pharmaceutical marketing executives. It is 
a service of the Pharma Marketing Network—The First 
Forum for Pharmaceutical Marketing Experts—which 
brings together pharmaceutical marketing professionals 
from manufacturers, communications companies, and 
marketing service providers for wide ranging 
discussions and education on a multitude of current 
topics. 

What's good for the goose—ie, physicians—is also 
good for the gander—ie, product managers. 
Vendors should also use technology to get their 
messages/product or service pitches in front of 
busy product managers who wish to choose when 
and how to receive them.  Pharma Marketing Network & Pharma Marketing News 

provide executive-level content, professional networking 
& business development with permission-based 
emarketing opportunities.  

That’s what Pharma Marketing Network’s Vendor 
Video Showcase is all about.  

See the following pages (or click here) for more 
information about this service. Subscribe Online • Download Media Kit • 

Request a Rate Card John Mack, Editor 
  

Figure: Presenters are the 4th Annual Pharma Marketing Network Dinner Reception 
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Online Vendor Video Showcase           

The online Vendor Video Showcase is a new 
and exciting promotional option that features an 
embedded video “sales pitch” in your company’s 
Preferred or Category Sponsored listing in the 
Pharma Marketing Vendor Directory. 

 

SAMPLE SH
LISTI

http://www.virsci.com/mc-

While banner ads have become passé and pop-
ups a nuisance, the use of rich media ads is 
poised for rapid growth, industry experts say. Rich 
media, which includes digital video, generates 
stronger user engagement with your value 
proposition and enhances your advertising ROI. 

Pharma Marketing Network’s Vendor Video 
Showcase is the first online pharmaceutical 

For a sample Vendor Video Sho
access the video sales pitch dir

 
A 1-YEAR Vendor V

• Your 1-minu
in the listing 

• Logo (option
• Large, bold c
• Up to 250-w
• Active (clicka
• Your compa

special Prefe
 
PLUS...30-Day

Fee for a 1-year list
Insert Banner Ad at

*Term=1 year. See the ne
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Embedded video
“sales pitch” 
OWCASE 
NG 
v-listings.htm#D-012 

marketing directory to offer rich media options. 

How It Works 
Send us you 1-minute (approx.) video file when 
ordering your Preferred or Category Sponsored 
Listing in the Vendor Directory. 

Creating your own 1-minute digital video sales 
pitch is simple and cheap using today’s 
technology. You can even use your cell phone to 
create video! Call us for help creating your video. 

We add a title page and upload the video to our 
YouTube channel and embed it in the listing as 
shown in the example on the left. Your video is 
also available through YouTube directly and can 
be found via a Google search! This is an added 
benefit at no charge to you! 

wcase listing, please visit http://www.virsci.com/mc-v-listings.htm#D-012 or 
ectly on YouTube at http://www.youtube.com/watch?v=7XH_tM2THNg  

ideo Showcase Listing Includes*: 
te video “sales pitch” is uploaded to YouTube and embedded 
(you supply the video in digital format) 
al) 
olor font for name 

ord description 
ble) Web and email links 

ny name appears prominently at the TOP of the page in a 
rred Vendor Menu in large, bold text. 

 Money Back Guarantee 
ing $ 249.50
 Top of Page, add… $ 125.00

xt/reverse page for a complete listing of options and benefits. 
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Online Vendor Video Showcase 
Options & Benefits List 

 

Option Benefit(s) 

We upload your Video sales pitch to Pharma 
Marketing Network’s YouTube channel 

OPTION: You can create your own YouTube page 
to upload your video to; this allows you to edit or 
change the video and control options like accepting 
comments, ratings, making public or private, etc. 
without paying any additional fee to PMN. 

If you require assistance in creating your video pitch 
or setting up your own YouTube page, PMN can 
provide these services for an additional fee. 

NOTE: If you do not want your video available at all 
via YouTube, we can upload it to a private area on 
PMN for an additional hosting charge – or you can 
make it available from your own site. 

 Can be found independently via Google or 
other search engine 

 You determine the video title, category, and 
tags to improve search visibility 

 Optional: Your video can be made private – 
viewable by a select group of people – and 
not broadcast to the public 

 You determine if comments about your 
video can be added automatically or not 
(PMN does not approve comments; if you 
would like to accept comments, but only 
after approval, you must upload your video 
to your own YouTube page and monitor 
comments on your own.) 

 You determine if viewers can rate your video 
or not. 

 You determine if comments can be rated. 

 You determine if your video is syndicated – 
available on mobile phones and TV. 

Embed your video sales pitch in other Web 
pages to create rich media ads 

Your video is embedded within your Preferred or 
Category Sponsored listing in the online Pharma 
Marketing Vendor Directory. It can also be 
embedded in other Web sites, including: 

 Your own Web site or third-party Web sites 

 Other Pharma Marketing Network sites such 
as Pharma Marketing Blog or Pharma 
Marketing Forums. Additional fees apply. 
Contact us. 

 

Include your video 
sales pitch in PMN’s 
Vendor Video 
Showcase DVD 

PMN intends to produce a Vendor Video 
Showcase DVD featuring vendor video pitches. 
This DVD will be distributed FREE to qualified 
pharmaceutical company executives; eg, product 
managers and others with purchasing authority. 
Vendor Video Showcase DVDs also will be 
distributed online and at trade conferences to 
qualified sales leads. Additional fees apply. 
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