
08:00 Registration and welcome coffee

08:05 Invitation Only: Breakfast Briefing Hosted by Acino 

08:55 Pharma IQ Welcome

09:00 Chairman’s Welcome Address

CREATE A PROACTIVE SUPPLIER RELATIONSHIP MANAGEMENT STRATEGY

09:10 Identifying the Critical Success Factors for a Proactive Supplier Relationship
  Ensure that your engagement and selection strategy reflects your development priorities
  Analyse the common pitfalls in supplier selection and negotiation 
  Discuss the best strategies of aligning CMO expertise with manufacturing gaps to deliver strong return on investment

Dr. Stefan Amberg, Head External Supply Organisation (ESO) Solids, Novartis

09:50  Common Benefits and Challenges to Outsourcing Partnerships and How to Manage your External Partnership – through The Lens of  Biologics CMC Development 
  Address the crucial make or buy question, and the special challenges with outsourcing bio-manufacture
  Discover best practices for successful CDO or CMO partnerships
  Understand and mitigating the risks, and analyse how you can protect your IP
  Discuss considerations for complex supply networks and fast track projects

Ulrich Rümenapp, Head of Launch Preparation, Product Supply, Bayer

10:30 Morning Networking Coffee Break

11:00 External Manufacturing Procurement Transformation: From Tactical to Strategic
  Understand your inherent constraints: working with legacy relationships and new teams
  Begin the transformation from tactical to stratgic by analyse your procurement gaps
  Identify the realities of a EX procurement strategy for your company: putting in place a road map to achieving strategic procurement
Diogo Chaves, Director Global Procurement, External Manufacturing, Elanco Animal Health

11:40  Panel Discussion 
What does Process Excellence look like for Supplier Relationship Management?
  Analyse the current realities of supplier selection and management; what is holding us back?
  Discuss the industry priorities when evaluating potential suppliers – does this mirror supplier focus?
  Examine the trend of supplier consolidation – a step in the right direction or a barrier to process optimisation?

Ulrich Rümenapp, Head of Launch Preparation, Product Supply, Bayer
Kyriakos Berberidis, Director Supply Chain and External Manufacturing, Janssen

LOCAL MARKET MANAGEMENT FOR REGIONAL AREAS

12:20 Networking Lunch Break

13:20 Regional Supplier Management – A Middle Eastern Perspective
  Identify the key requirements for effective local market management in the Middle Eastern Region
  Analyse the most effective ways to enhance your supplier relationships from a regional perspective – why you can’t just apply the 

same strategy across all global markets
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the ‘What If’ scenarios and 
discussions around that”

– Novartis Delegate, 2018

  Discuss the opportunities for regional supplier communication standardization to drive development efficiency and timeline 
management

Kim Steffensen, Chief Operating Officer, Saudi Biotechnology

13:50  Building a Flexible Partnership for your Global Contract Manufacturing Needs
  Understand a little bit more about the ACINO story: What makes us different?
  Discuss how to prioritise services in your CMO selection and ensure a robust partnership
  Examine the importance of flexibility and agility in creating a truly strategic partnership

Felix Faupel, Associate Director Contract Manufacturing, ACINO 

14:20 Optimising Selection Processes for your CMO when Entering Unfamiliar Markets
  Examine a variety of CMO selection processes that can be applied in regional markets such as the LATAM region 
  Identify the key considerations for a successful alignment of expectations between pharma and external manufacturers
  Discuss how to establish a robust development strategy to meet the production timelines on a global scale and avoid  

critical gaps in production cycles or timing misalignments

Luiz Barberini, Operations Manager - External Manufacturing Latin America, Bayer

15:00 Tech Demo Session 

15:30 Afternoon Networking Coffee Break

16:00 How to Plan for Launch Preparation Across a Number of Global Markets
  Arrange your global launch preparation strategy to ensure that you incorporate the needs of all of your global suppliers to 

adhere to a timeline
  Identify common challenges in timeline harmonisation – how can you manage your relationships to minimise supplier delivery 

disruption
  Discuss the requirements for supplier support in launch preparation: what can your partner do to support you?

Kyriakos Berberidis, Director Supply Chain and External Manufacturing, Janssen

16:40 Interactive Round Tables Partner Selection and Regional Management

17:30 Chairman’s Closing Summary and End Of Conference Day 1

  17:45 Networking Drinks Reception

Optimising 
Communication 

Between Partners
Cynthia Provencher, 

Senior Manager, 
Supplier Relationship 

Strategy,  
Bluebird Bio

Long Term 
Management of  

3rd Party Contractor 
Quality

Kevin Mackenzie, 
Director - Quality, 

Dart Pharma

 Achieving  
Efficiency in  

Selection Processes 
with CMOs

Roundtable lead 
to be confirmed

How to  
Manage 

Challenges in Local 
Manufacturing Sites

Luiz Barberini, 
Operations 

Manager - External 
Manufacturing,  
Latin America,  

Bayer

Taking  
the First Steps 
in Outsourcing 
Manufacturing 

Processes
Marco Badiali, 

Contract 
Manufacturing 

Operations  
Manager

CONFERENCE 
HIGHLIGHTS 
INCLUDE:

Tech innovation showcase

Round table discussions

Optimising selection  
processes when entering 
unfamiliar markets

SME & Biotech Insights

Crisis Management Think Tank

Open Floor Debate
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WHY CHEAPER ISN’T ALWAYS BETTER: ESTABLISHING A STRATEGIC AND 
PROACTIVE PARTNER MANAGEMENT STRATEGY
With the pharmaceutical industry increasingly challenged to reduce their investment in external partnerships and cut 
down their number of outsourced manufacturing providers, the conversation always seems to center around cost. In this 
interactive workshop delegates will look beyond cost, taking into consideration the ‘non-commercial’ aspects to external 
supply base planning and asking themselves the question: ‘Is cheaper actually better?’ 

This workshop is designed to ensure that attendees are focused on the most effective ways to identify and generate real 
value from their outsourcing activity.

Attend This Workshop To:

07:30 Workshop Registration & Coffee

08:00 Workshop Begins

09:55 Close of Workshop

Kevin Mackenzie, Director – Quality, DartPharma 

Kevin has worked in the pharmaceutical industry for over 40 years. The vast majority of this with 
GlaxoSmithKline and its heritage companies. He has held a number of positions within Quality most 
recently as Head of the company’s Global Supplier Audit & Compliance team. 

He has performed audits and technical visits in 40 different countries including a 2-year period as site / 
regional quality head in Singapore. Kevin has been successful in helping companies in France, Germany, 
South Korea and India prepare for and successfully pass their first FDA inspections

A considerable part of his career has been in supporting technology transfer and sourcing programmes.

Since retiring from the corporate world he has been providing consultancy to a range of companies 
looking at GMP, Compliance and the Quality aspects of the supply chain.

Map out the “non-
commercial” aspects of 
your supply base and 

identify where these sit 
in your internal decision 

making process

Pinpoint the KPIs you 
should be considering 
internally by examining 

what ‘valuable’ looks like 
from any outsourcing 

activity 

Analyse how investing 
in your partnerships 
can actually reduce 
your long term value 

costs and increase your 
production quality

Understand the 
bigger picture for 
CMO selection, 

management and 
compliance to ensure 

your internal discussions 
and partnership 

management goes 
beyond cost

CONFERENCE DAY 2 - 20TH MARCH 
MORNING WORKSHOP THE CONFERENCE FORMAT - 

WHAT TO EXPECT 
Case Study Led Presentations
Well thought out theories and strategies are 
vital to success - but we know that what matters 
to you is how they work in practice. That’s why 
PCM19 has more case study led presentations 
that any other Contract Manufacturing and 
External Network forum. With the industry’s 
leading experts coming together to share 
a variety of perspectives, you’ll have the 
opportunity to hear real-life case studies about 
what has worked and what hasn’t and how you 
can approach the same challenges yourself!

Q&A Panel Sessions
Ask your most pressing questions to industry 
stalwarts in our targeted panel discussions. Hear 
how and why different companies approach the 
same challenges in unique ways, and benchmark 
your own strategies.

Roundtable Focus Topic 
Groups
Next year we’re doing round tables a bit 
differently… we will give you the opportunity to 
engage with your peers on the key topics and 
challenges that are being highlighted through 
our keynote presentations and case studies. We 
know you want to follow up on the presentations 
and ensure you can map the strategies and 
solutions on to your own challenges, so our 
speakers will share their insights and suggestions 
for your particular challenges – ensuring you 
leave with a personalised strategy and solution.
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09:30 Registration and Welcome Coffee for Non Workshop Attendees

09:55 Pharma IQ Welcome

10:00 Chairman’s Welcome and Summary of Day 1

REFINE YOUR STRATEGIC OUTSOURCING – ENHANCED DECISION MAKING 

10:10 Deciding Whether to Manufacture In-House or Outsource
  Determine your parameters by examining your capabilities in the three key decision making areas: economics, technical 

capabilities and in-house capacity
  Analyse the timeline impact of outsourcing selection vs in house capability scale up to ensure timely development
  Understand how to secure the quality and efficiency metrics required to meet your manufacturing timelines

Andre Verboven, Director of Global Network Strategy, Zoetis

10:50 When to cut the cord: Moving on from your CMO Partner as a Research Based Biotech
  Understand the biggest differences in CMO relationship paradigms between Big Pharma, Biotechs and research stage Biotechs
  Identify the warning signs that should encourage you to review whether you outsource or in-house manufacture
  Create a strategy to transition from outsourced manufacturing to in-house manufacturing that minimizes production downtime 

and process disruption

Jan Gustafsson, Operations and External Partnerships Manager, Phico Therapeutics Ltd.

11:30 Morning Networking Coffee Break

12:00 Back By Popular Demand: 
Interactive Crisis Management Think Tank
Unexpected challenges can arise anywhere, anytime- leaving you very little time to prepare or regroup. In our highly popular 
interactive session, attendees will divide into small groups to work through a given ‘crisis management’ scenario. Your task, as a 
team, is to devise a strategy that ensures production suffers as little interruption as possible, whilst protecting the necessary high 
quality levels.

Facilitated By: Roger Cassidy, Managing Director, Tamesis Pharma

13:00 Open Floor Debate: 
When to Move on from your CMO
  Discuss the best strategies for coping with unforeseen partner hurdles such as investigations with your CMO
  Learn how to correct communication misalignment and ensure that you are getting the information you need to make an 

informed decision
  Analyse the most common warning signs – how can you recognise when a partnership has broken down

Facilitated By: Roger Cassidy, Managing Director, Tamesis Pharma

“I really like it, lots of 
good ideas and I was 
as inspired as I had 
hoped”

– LEO Pharma
Delegate, 2018

CONFERENCE DAY 2 – 20TH MARCH

“Great networking 
opportunity. 
Really good mix of 
presentations and 
roundtables etc. with 
sufficient breaks for 
networking”

– Tamesis Pharma
Delegate, 2018
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“Very useful and 
made some great 
contacts and some 
ideas that will be 
implemented into 
my company’s client 
centricity training”

– Quay Pharma
Delegate, 2018

13:30 Networking Lunch Break

PROCESS EXCELLENCE FOR SUPPLIER MANAGEMENT – MOVING BEYOND THE BASICS

14:30  Generating a Return On Investment and Sustainable Supply Strategy; Differences Between the Big Pharma Perspective and the 
SME Reality
  Discover the real benefits of outsourced manufacturing for the sponsor – how you can use your network to generate an efficient 

development network whilst minimising internal development risk without the resources of a big pharma company
  Ensure that your partnership format reflects your return on investment metrics: equal partners, strategic partners or an interim 

measure
  Discuss how to communicate your needs to your partners through the lense of a CMC outsourcing partnership and SME 

Company perspective

Anders Sveno, Head of CMC & Supply Chain, PledPharma

15:10 Generating a Lean and Efficient Partner Management Model that is aligned with your Program’s Critical Success Factors
  Discuss the real benefits of outsourced manufacturing for the sponsor – how you can use your network to generate an efficient 

development network whilst minimising internal development risk 
  Examine the key KPIs for your outsourced program; what do you need to achieve and what should your external network 

parameters be? 
  Ensure that your partnership format reflects your KPI metrics and lean deliverables: equal partners, strategic partners or an 

interim measure 
  Create an external network integration road map to ensure that your CMOs are conforming to internal outsourcing protocols and 

ongoing deliverables timelines
  Discuss how to communicate your KPI metrics to your partner to ensure that delivery targets your critical success factors

Olivier Wydhooge, Global Value Engineering and Technical Team Lead, Bayer Consumer Care

15:50 Afternoon Networking Coffee Break

16:20 Creating an End to End Outsourcing Strategy – Why ‘One Size Fits All’ Just won’t work when Looking at Rare Diseases
  Discuss how to define an effective partnership and when a partnership becomes strategic rather than reactive
  Analyse different relationship models and how they can help to structure optimal external partnerships
  Understand the different limitations and challenges of each relationship model and identify which model will fit with 

your existing supplier network

Maarten van Geffen, Sr. Director Clinical Supplies & Logistics, ProQR Therapeutics - pending final confirmation

16:50 External Manufacturing Procurement Transformation: From Tactical to Strategic 
  Understand your inherent constraints: working with legacy relationships and new teams
  Begin the transformation from tactical to stratgic by analyse your procurement gaps
  Identify the realities of a EX procurement strategy for your company: putting in place a road map to achieving 

strategic procurement

Diogo Chaves, Director Global Procurement, External Manufacturing, Elanco Animal Health

17:20 Chairman’s Closing Summary and End Of Conference Day 2
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