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Pharmaceutical pricing and reimbursement is a
complex and ever-changing issue. In a rapidly
evolving market it is crucial that the industry
gets the latest information on the pricing and
reimbursement mechanisms across Europe.
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Learn from the experts including:

Lambert Verbakel from =11 1111 compares current
pricing systems across Europe

Stefan Holmstrom from ALLERGAN RED EUROPE
analyses governmental cost containment methods across Europe
Rainer Walenta from ©OLVAY PHARVIACEUTICALS
presents an overview of the pricing policy in Germany
Patrick van Ginneken at 717251 Gl examines the
way to create a dialogue between the pharma industry and
health authorities

Dr. Gabor Legyel at "/ ATIONAL HEALTH INSURANCE
FUND analyses the pricing strategies in new member states
Kate Masschelein from 711 C 00 examines the ways of
maximising the use of price corridor strategies

Joanna Lis from LIV analyses the needs and requests for
pricing and reimbursement strategies in Poland

Jens Christensen at /L1(-AEELLO evaluates the health
economics in practice from clinical trial to launch

Gain first-hand experiences from:

Martin Egler from =/ OF AVENTIS on latest changes
in the pricing environment

Luis Gonzalez Vaqué from U ROPEATN COMIMISSION
on parallel trade of pharmaceuticals in the EU

Patricia Villa from 5 CHERING-PLOUGH on the pricing
policy in Italy

Jorgen Aberg from 7O CHE about the latest trends in
Pricing and Reimbursement

Early bird special offer:
Book by 06/05/05 and save 10%

Book online at:
www.melifesciences.com
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Day 1

08:30

09:00

09:10

09:50

10:30

10:50

11:30

12:10
13:10

13:30

Registration and Coffee 14:10

Opening Remarks from the Chair

How Has the Pricing Environment Changed?
Market overview
Overview of cost-containment measures
Major challenges for drug manufacturers emerged in 2005
Reaction of the pharmaceutical industry
Future of pharmaceutical pricing and reimbursement

Martin Egler
Senior Manager Health System and P & R Intelligence

14:50

15:10

Pricing Systems Across Europe
Supply and demand side price control
Commonalties and differences of pricing systems in the EU
Price control and free movement-an impossible marriage?
Free pricing and negotiated reimbursement-the way foreword?

Lambert Verbakel
Director Pricing for Europe

15:50

Morning Coffee and Networking

Pricing and Reimbursement in Spain
Challenges faced by the Industry after the change in Government
The new ‘Strategic Plan for Pharmaceutical Policy”: implications for
the Industry
Compulsory price cuts and rebates: any rationale for these measures?
The future reference price system: unresolved issues
What does the future hold for the Spanish pharmaceutical market?

16:30

Jorge Mestre-Ferrandiz
Industrial Economics Researcher

Pricing Policy in Germany
Is Germany still a high price country?
What do the ongoing Health Care Reforms mean for the German
Pricing Policy:
- Pricing/reimbursement regulations in 2003-2005
Industrial strategies in the changing economic environment:
- “Silent suffering” vs. confrontation

17:10
Rainer Walenta
Director Global Pricing & Reimbursement
Luncheon
Coffee and Networking
Italy: The Price Policy

The price dossier

Impact on business
Future challenges

17:50

Patrizia Villa
Regulatory and Pricing Director

18:30

Unification of Prices for Europe
National and international price referencing systems
From wholesale to consumer prices
Profitability of reimbursement

Ernst J. Johannes, MD
Director Global Health Economics & Strategic Pricing

Afternoon Tea and Networking

Use of Health Economics in Decision Making
Increasing demand for health economic analysis
How cost-effectiveness analysis is used in policy making, including pricing
and reimbursement
Importance of cost-effectiveness in decision making
What can be learned from experience to date?

Dr. Clive Prichard
Health Economist

Health Economics in Practice from Clinical Trial to Launch
Input to the clinical protocol
Working with the clinical data — Totals or in depth detailed data
Analyses — Specific country analysis
Publication and practical use for pricing

Jens Christensen, M.Sc. (Econ)
Pricing & HE Specialist
International Marketing

Bridging Between Health Economics and Pricing
Timing of health economic evaluations and pricing studies
The difference between cost-effectiveness and cost benefit analysis
and its effect on price
Willingness to pay assessment: the ultimate price assessment?
Value of perfect information

Prof. Dr. Lieven Anemans
Health Economist Ghent University
Senior Consultant Health Economics and Outcomes Research

Maximising the Use of Price Corridor Strategies
Pricing in a global framework: What are pricing corridors and why work
with them?
The importance of channels of distribution
How do pricing corridors affect your pricing across EMEA?
Why are pricing corridors never enough? Balancing local responsibility
with regional accountability (reward and recognition)

Kate Masschelein
Pricing and Strategic Marketing Manager

Focus on Medical Devices
Recognising the differences between medical devices and medicines
The importance of decision maker education
Establishing the strongest evidence foundation for medical device pricing

Amanda Wilde
Reimbursement & External Affairs Manager
(A Bristol Myers Squibb Company)

Closing Remarks from the Chair and Close of Day One



Day 2

08:30

09:00

09:10

09:50

10:30

10:50

11:30

12:10

13:10

Re-registration and Coffee

Opening Remarks from the Chair

Pricing Strategies in New Member States
Cross country price comparison
Reference countries
Reference pricing, price comparison
Impact on top 5 market

Dr. Gabor Legyel
Head of Pharmaceutical Department

Pricing and Reimbursement Strategies in Poland -

Needs and Requirements
Economic analysis in health care as a tool of health care resources management
Cost containment or increasing profitability methods in health care policy
Premium price for innovations
Regulations and pricing and reimbursement trends in Poland

Joanna Lis
Health Economics Manager

Morning Coffee and Networking

Parallel Trade - A Natural Consequence of Price Discrimination:
A Polish Perspective

Parallel trade situation in Poland:

- Directions of parallel trade

- Challenges to free movement of pharmaceuticals

- A perspective for the future

Potential parallel trade benefits for Poland:

- Improving access to modern treatment

- Savings for the healthcare system

- Optimising prescription patterns

The position of the industry

- Alleged impact on R&D

- Patient safety is not endangered

- Possibility for “cohabitation”

Tomasz Dzitko
Delfarma

The Parallel Trade of Pharmaceuticals in the EU:
Parallel Imports, Shopping via Internet etc.
Intellectual property rights and parallel trade
The impact of the accession of ten new Member States: factors affecting
parallel trade in the enlarged EU
Candidate countries: What next?
Impact of Electronic Commerce: European Court of Justice Case Law

Luis Gonzalez Vaqué
Adviser

Luncheon

Coffee and Networking

13:30

14:10

14:50

15:10

15:50

16:30

17:10

Parallel Trade and What Has Happened Since the Accession?
Update on trademarks and repackaging
Regulatory framework for parallel trade within the EU
What has happened since the accession?
What are the safety issues in parallel trade?

Thilo Bauroth
Head of Legal Department

Creating a Dialogue Between Pharma Industry and
Health Authorities

Understanding the payer's perspective:
Actual and future cost-structure of healthcare
Impact of ageing population
Increased quantitative and qualitative healthcare demand

Initiatives to establish/improve dialogue:
Pharma-industry versus individual company approach
Drug vs disease approach
Commercial and non-commercial attitudes of pharma companies
Key opportunities and challenges

Patrick van Ginneken
Access Manager for Central and Eastern Europe

Afternoon Tea

Governmental Cost Containment Methods Across Europe
How do smaller companies adapt
Are Governments being unfair?
Consequences for companies and industry
Strategies for adapting to the pressure
Does Health Economics play a role?
Small thinking big and big thinking small
Future trends

Stefan Holmstrom
Manager Strategic Pricing and Reimbursement

Looking to the Future: What are the Trends in Pricing
and Reimbursement

What will be the pricing system in Europe in 2015?

Identifying sustainable pricing strategy

Convergence in Europe?

Jorgen Aberg
Manager of Health Economics

Biggest Challenges in Pricing and Reimbursement for the
Next Three Years
This session invites delegates to raise any specific issues to our international
speaker panel. Suggested issues for discussion include:

Current trends and developments

Expectations

Closing Remarks from the Chair & Close of Conference

Does your company have services, solutions or technologies that the
conference delegates would benefit from knowing about? If so, you can
find out more about the exhibiting, networking and branding opportunities
available by contacting:

in our sponsorship division on +44 (0) 20 7647 2210
Email: garethb@marcusevansuk.com
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AUTHORISATION Signatory must be authorised to sign on behalf of contracting organisation

This booking is invalid without a signature

TO BOOK ONLINE GO TO WWW.MELIFESCIENCES.COM

Pay in UK Sterling

[0 CONFERENCE FEE @ £1395.00 + Service Charge = £1729.80

[0 EARLY BIRD DISCOUNT FEE @ £1255.50 + Service Charge = £1556.82

Pay in Euro
[0 CONFERENCE FEE @ €2232.00 + Service Charge = €2767.68
[0 EARLY BIRD DISCOUNT FEE @ €2008.80 + Service Charge = €2490.91

A 24% service charge is added to all conference fees prior to the event and is inclusive of programme materials,
luncheon and refreshments. Please note that Early Bird Discounts only apply to bookings made prior to 6th May 2005.

METHODS OF PAYMENTS

Cheque - made payable to marcus evans Ltd - VAT NO. 782 8383 85

Bank Transfer - marcus evans, Barclays Bank Plc, PO Box 544,

54 Lombard Street, London EC3V 9EX - Sort Code : 20 00 00

A/C NO : 70427683, quoting delegate name(s) / invoice number and LS008 as reference
Credit Card - Please debit my MASTERCARD / VISA / EUROCARD / AMEX / DINERS CARD
Payment is required within 5 working days

Card Holder’s Name
No

cesercsecsanes frgmereresenseneene :”"E;(b:‘&:é:a

THREE WAYS TO REGISTER

1 2 3

Mail to marcus evans
4 Cavendish Square
London W1G 0BX

Telefax bookings direct
to marcus evans on
+44 (0) 20 7637 0843

Book online on
www.melifesciences.com

Terms & Conditions:

1. Fees are in inclusive of programme materials and refreshments.

2. Payment Terms: Following completion and return of the registration form, full payment is required within 5 days from receipt of invoice. PLEASE NOTE:
payment must be received prior to the conference date. A receipt will be issued on payment. Due to limited conference space, we advise early registration
to avoid disappointment. A 50% cancellation fee will be charged under the terms outlined below. We reserve the right to refuse admission if payment is
not received on time. Unless otherwise stated on the booking form, payment must be made in pounds sterling

3. Cancellation/Substitution: Provided the total fee has been paid, substitutions at no extra charge up to 14 days before the event are allowed. Substitutions
between 14 days and the date of the event will be allowed subject to an administration fee of equal to 10% of the total fee that is to be transferred
Otherwise all bookings carry a 50% cancellation liability immediately after a signed sales contract has been received by marcus evans (as defined above)
Cancellations must be received in writing by mail or fax six (6) weeks before the conference is to be held in order to obtain a full credit for any future
marcus evans conference. Thereafter, the full conference fee is payable and is non refundable. The service charge is completely non-refundable and
non-creditable. Payment terms are five days and payment must be made prior to the start of the conference. Non-payment or non-attendance does not
constitute cancellation. By signing this contract, the client agrees that in case of dispute or cancellation of this contract that marcus evans will not be
able to mitigate its losses for any less than 50% of the total contract value. If, for any reason, marcus evans decides to cancel or postpone this
conference, marcus evans is not responsible for covering airfare, hotel, or other travel costs incurred by clients. The conference fee will not be refunded,
but can be credited 1o a future conference. Event programme content is subject to change without notice

4. Copyright etc: All intellectual property rights in all materials produced or distributed by marcus evans in connection with this event is expressly reserved
and any unauthorised duplication, publication or distribution is prohibited

5. Client information is kept on marcus evans group companies database and used by marcus evans group companies to assist in providing selected
products and services which maybe of interest to the Client and which will be communicated by letter, phone, fax(inc. automatic dialling) email or other
electronic means. If you do not want marcus evans to do this please tick this box [ ]. For training and security purposes telephone calls maybe recorded.
6. Important note: While every reasonable effort will be made to adhere to the advertised package, marcus evans reserves the right to change event
dates, sites or location or omit event features, or merge the event with another event, as it deems necessary without penalty and in such situations no
refunds, part refunds or alternative offers shall be made. In the event that marcus evans permanently cancels the event for any reason whatsoever,
(including, but not limited to any force majeure occurrence) and provided that the event is not postponed to a later date nor is merged with another event,
the Client shall receive a credit note for the amount that the Client has paid to such permanently cancelled event, valid for up to one year to be used at
another marcus evans event. No refunds, part refunds or alternative offers shall be made.

7. Governing law: This Agreement shall be governed and construed in accordance with the law of England and the parties submit to the exclusive
jurisdiction of the English Courts in London. However marcus evans only is entitled to waive this right and submit to the jurisdiction of the courts in
which the Client’s office is located.

Following marcus evans’ highly successful Strategic Pricing conference in
London, this 2nd Annual Strategic Pricing conference addresses the key issues
in pricing and reimbursement, defining the role of health economics, as well as
analysing the top 5 markets and the impact of EU accession.

This conference will enable you to benefit from our international panel of
speakers, who are presenting the most up-to-date strategies and info and
looks at the future of pricing and reimbursement in years to come.

Our unique, high profile event gives the opportunity to gain the insight into the
latest changes in this ever-changing environment and new directions that are
being mapped out.

marcus evans invites all Presidents, Executive Vice Presidents, Heads,
Senior Decision Makers, Senior Management from:

Pharmaceutical and Biotechnology Companies, Diagnostics, Medical Device,
Generics, Animal Health Companies, Contract Research Organisations involved in:

Pricing and Reimbursement

Pricing

Market Pricing

Commercial Pricing

Health Economics

Outcome Research

Corporate Affairs

Public Affairs

Regulatory Affairs/Government Affairs
Corporate Strategy

Business Strategy

Operations

Marketing and Sales

Marketing & Business Development

Together with:
Regulatory Bodies
Consultancies
Government Bodies

If you would like further information about the event or information about
how to book, please contact:

Senior Marketing Manager
Email: olas@marcusevansuk.com Tel: +44 (0) 20 7647 2325

Should you require accommodation whilst attending a marcus evans
conference, please do not hesitate to contact our accommodation agent
First Option who will be more than happy to make a reservation for you.
Please quote the name of the marcus evans conference you are attending.

Freephone within UK: 0870 191 4717
Tel outside UK: +44 (0)161 601 4038 Fax: +44 (0)161 968 9310
marcusevanshotels@first-option.co.uk
www.first-option.co.uk/marcusevans/



