
14th May 2019 
Main Conference Day One: Global Commercialisation

08:15 Registration and Welcome Coffee

08:40 Pharma IQ Welcome

08:45 Chairman’s Opening Remarks 
The chair will set the mission statement for the two days 
ahead, introduce the key themes and highlight the outline 
of the day. Take this opportunity to get to know your peers 
and discuss your priorities for the next two days.

Michael Muenzberg, Consultant for Biosimilars, Previously 
Medical Director Biosimilars Europe, Pfizer 

09:00 Networking by Numbers
A highlight of Pharma IQ events. Be ready to meet your 
peers and share best practices. You will have several 2 
minute conversations to enable you to introduce yourself to 
your peers and add to your contact pool. There is a prize in it 
for the winner, so get networking!

Please Share:
1. Who you are
2. The scope of your job role
3. What you plan to achieve from attending this event
4. Your #1 challenge

09:15 Keynote Address 
A Global View of the Biosimilars Market 
  Discuss the regionally variable challenges and opportunities 

that exist across the global biosimilars market  
  Consider recent and historical trends with a view to 

explore the future of biosimilars on a global scale
  Join your colleagues in an open forum for discussion on 

how you can help drive the industry for mutual benefit

Dr Paul Cornes, Consultant Oncologist, University 
Hospitals Bristol NHS Foundation Trust

09:50  Explore the Americas 
Panel Discussion: Exploring the Sensitivity and 
Complexity of the North American Biosimilars Market 
  Overcome the current battle to combat misinformation 

surrounding biosimilars in the US, and the essential 
methods to boost stakeholder confidence, in the face of 
immense competition from biologics

  Discuss the current regulatory landscape with respect to 
the FDA Biosimilar Action Plan and the newly published 
regulatory framework  regarding  the use of  real world 
evidence and real world data

  Explore the game-changing concept of the ‘Purple Book’ 
for pharmacists, asking “does this make either medical 
or commercial logic?”

Dr Paul Cornes,  Consultant Oncologist, University 
Hospitals Bristol NHS Foundation Trust
Don Stewart, CEO, PlantForm
Michael Muenzberg, Consultant for Biosimilars, 
Previously Medical Director Biosimilars Europe,  
Pfizer 

10:30 Networking Coffee Break

11:00   Explore the Americas 
Cracking the Canadian Market and Breaking into Brazil 
  Explore the novel and low cost method of using plants in 

the development and manufacture of biosimilars
  Discover how PlantForm was able to maximise success in 

the conservative Canadian market and break into Brazil
  Look to the future: prospects for PlantForm in China, 

India and South Africa, considering regulatory differences 
and market access strategy

Don Stewart, CEO, PlantForm

11:35  Explore the Americas 
Mexico and the Wider South American Market 
  Discover how to navigate one of the largest and most 

complex public health services in the world, with key 
takeaways to target your approach to world-wide payers

  Explore the access roadmap to 150 government public buyers, 
with a comprehensive study of timings and procedures

  Discuss the impact of biosimilars in emerging markets 
with example case-studies from Mexico, considering both 
market value and patient access 

  Draw comparisons with principle countries of the LatAm 
region 

Jose Carlos Ferreyra, President, Pharmaceutical 
institute of Mexico

12:10 Networking Lunch

13:10  Discover Asia 
Discovering the Opportunities in the Chinese Marketplace 
and Bridging the Gap to New ‘Pharmerging’ Markets
  Consider the low penetration of biologic medicines and 

what this means for the prospective biosimilar market, in 
respect to unmet medical needs 

  Understand the “Volumes Game”: Question why the 
Chinese market does not have the same fears for 
sustainability as other global market places

  Hear a case study on moving between the Chinese, 
Taiwanese and Mexican marketplaces

Fabiola Santillan, Country Manager, TTY Biopharm 

FIND YOUR SESSION! Look out for the topic note under each title to navigate your way around 
the programme.

PANEL DISCUSSION CASE STUDY KEYNOTE ADDRESS NETWORKING 
SESSION

ROUNDTABLE
DISCUSSION  

FIRESIDE CHAT

www.asdevents.com - www.asdevents.com/event.asp?id=20268
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Main Conference Day One: Global Commercialisation

13:45  Biosimilars In Europe 
Launching a Biosimilar into the European Marketplace in 
2019
  Explore the current European marketplace by analysing 

the successes and failures of big pharma and SMEs in 
their approach to  biosimilar commercialisation 

  Benchmark your branding practice and commercial strategy 
against the challenges and opportunities encountered in the 
preparation for launch of a new biosimilar 

  Get a sneak peek into pre-marketing and marketing 
activities around a launch of a new biosimilar into the 
European market  

Anna Aillerie, Head of Commercial Operations, 
Biotechnology Business Unit, Gedeon Richter

14:20 Networking Coffee Break

14:50   Biosimilars In Europe 
Miracle Market? A Discussion of the Danish Market Place 
  Explore the successful market penetration of biosimilars 

into Denmark, with consideration of the tendering 
system, high uptake and low prices 

  Uncover what role the patients, health authorities and 
physicians had in the biosimilar uptake

  Analyse the future of the Danish market place: a 
discussion on sustainability and lessons learned 

Peter Jørgensen,  Director, Industrial Association for 
Generic and Biosimilar Medicines, Denmark 

15:25 Biosimilars In Europe 
The Four Pillars Supporting Biosimilar Uptake in Spain 
  Discover the nuances of the Spanish biosimilar market 

and the barriers that have historically limited uptake 
  Explore how Biogen have built up opportunities in the 

Spanish market and resolved difficulties  
  Develop and execute a clear strategy to overcome the 

challenges associated with payers, prescribers and price 
in Spain 

Julian Sanz, Iberia Market Access Manager Lead 
(Spain & Portugal), Santen Pharmaceutical

16:00 Networking Coffee Break

16:30 Panel Discussion: 
Boosting Patient Access to Biosimilars in Europe 
  Explore the need for collaboration between Payers, 

Regulators and Industry to enhance patient access to 
biosimilars in Europe

  Consider how policy can be utilised as a tool to broaden 
patient access

  What does the future hold for the stability of the 
Biosimilars Market in the EU?

Anna Aillerie, Head of Commercial Operations, 
Biotechnology Business Unit, Gedeon Richter
Lincon Tsang, Partner, Arnold & Porter 
Simon Keady, EU Market Access Lead –  
Biosimilars, Biogen

17:10 ROUND TABLE DISCUSSIONS 
The best strategies are formed through expert 
collaboration! Break off into small groups of 8-10 people 
and collaborate with your peers in these interactive 
roundtable discussions. Choose one of the topics below, 
and get stuck into the discussions and debates! 

17:40 Chairman’s Closing Summary and End of Day 1

17:50 Networking Drinks Reception 

Europe 
Work 

collaboratively 
with your 

peers tackle 
the European 

market 

North America 
Overcome the stringent 

regulations of Canada and 
intense competition in 

the US by  bringing your 
challenges to the forefront 

of the industry 

Asia 
Consider the 

varied markets 
of China, 

Korea, Japan 
and India

LATAM 
Explore new 
opportunities 
in the LATAM 

region 

“The roundtables were very fun and allowed considerable 
networking and information sharing”

– Roche – Past Pharma IQ Attendee
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09:00 Registration and Coffee

09:30 Chairman’s Recap of Day One

09:40  Efficient Manufacturing 
Manufacturing Biosimilars for Checkpoint Inhibitors
  Ensure biosimilarity and high productivity with upstream 

process modulation 
  Utilise novel SPOT™ and SLIM™ technologies on the 

CHOBC® platform to reduce COGs
  Combine biosimilar checkpoint inhibitors to reduce 

healthcare expenditures 

 Louis Boon, Chief Scientific Officer, Bioceros 
(member of the Polpharma Biologics Group)

10:15  Ensuring Your Supply Chain 
Overcoming the Bottleneck Limiting Patient Access in 
the UK Home Care System 
  Ensure your post market success and maximise patient 

access in the UK by navigating the HomeCare system and 
learn to work collaboratively with homecare transition 
teams to guarantee a smooth switchover and maximise 
uptake

  Learn how to formalise links and the importance of a 
SPOK

  Consider the business implications of the failure to 
deliver biosimilars  to patients in the UK through 
homecare inefficiencies 

 Kalveer Flora, Specialist Pharmacist, Rheumatology and 
Biosimilars, London North West Healthcare NHS Trust 

10:50 Networking Coffee Break

11:20  Commercial Strategy 
Exploring Key Strategies to Avoid Competition 
  Explore the competitive landscape and learn to 

differentiate yourself by improving formulation and 
discussing other defining factors 

  Design effective methods for successful market access 
  Benchmark your own practice with an SME in a case 

study for low competition

Andreas Herrmann, CEO, Valerius Biopharma AG

11:55  Commercial Strategy 
Broadening Patient Reach in Emerging Markets 
  Understand the opportunity for growth in emerging 

markets 
  Explore the challenges and opportunities of utilising both 

government and out-of-pocket strategies to maximise 
patient access and commercialisation in emerging 
markets 

  Hear case studies of models with peer-proven success to 
expand patient reach

Francisco Ballester, President, Latin America, 
Sandoz

12:30 Networking Lunch

13:30  Commercial Strategy 
Payer Perspectives on Value Drivers for Biosimilars 
  Undertake a Healthcare Fiscal overview, exploring the 

medicine funding landscape for biosimilars and the New 
NHS CQUINS on Biosimilars and its implementation 

  Hear how payers are aligning biosimilars with innovative 
parent brands to streamline patient care

  Consider what the differential payer value drivers are for 
switching from parent brand to biosimilar, compared to 
biosimilar to biosimilar 

  Learn how to bridge the uncertainty gap between payers 
&pharma – the shifting paradigm

 Omar Ali, Advisor on value Based Pricing, US Embassy, 
Lecturer Value Based Pricing & Outcomes Based 
Innovative Contracting, University of Portsmouth & 
Former Member Adoption & Impact Panel at NICE

15th May 2019 
Main Conference Day Two: Accelerating Route to Market 
by Mapping Key Challenges During Manufacturing and 
Commercialisation

FIND YOUR SESSION! Look out for the topic note under each title to navigate your way around 
the programme.

PANEL DISCUSSION CASE STUDY KEYNOTE ADDRESS NETWORKING 
SESSION

ROUNDTABLE
DISCUSSION  

FIRESIDE CHAT

“I enjoyed the different speaker 
panels and the diversity on the 
content so everyone was able to 
select what meets better their 
interests”

– Shire – Past Pharma IQ Attendee
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14:05  Commercial Strategy 
Panel Discussion: The Market Value of Real World 
Evidence in the Education of Stakeholders
  Explore the contentious idea that phase three trials are 

an unnecessary part of biosimilar clinical trials
  Consider the pros and cons of incremental registration 

for multiple indications
  Hear the views of a sponsoring company, pharmacist, 

and payer

Sue Caleo-Naeyaert, Global Head Government 
Affairs, Policy and Pharmaceconomics, Fresenius 
Kabi SwissBioSim 

 Kalveer Flora, Specialist Pharmacist, Rheumatology and 
Biosimilars, London North West Healthcare NHS Trust   
Omar Ali, Advisor on value Based Pricing, US Embassy, 
Lecturer Value Based Pricing & Outcomes Based 
Innovative Contracting, University of Portsmouth & 
Former Member Adoption & Impact Panel at NICE 

14:45 Networking Coffee Break

15:15 Commercial Strategy 
Patients and the Challenge of Switching
  Explore ways to encourage patient adoption through 

understanding how a patient may feel powerless when 
being forced or encouraged to switch to a biosimilar 

  Discuss how the science behind a biosimilar, with 
respect to complexity, may add to patients scepticism 
and the importance to educate patients about their safety 
and efficacy to allay their fears 

  Understand the commercial benefits of switching 
patients between biologics and biosimilars and avoid 
hospitals only using biosimilars for new treatment starts 

Sue Caleo-Naeyaert, Global Head Government 
Affairs, Policy and Pharmaceconomics, Fresenius 
Kabi SwissBioSim 

15:50 Commercial Strategy 
‘Fire Side Chat’: Objection Handling Q&A
Informal, interactive session where you can bring your 
specific challenges to the discussion and engage more 
closely with the speakers.
  Overcome common stakeholder objections and explore 

how manufacturers and regulators can maintain the trust 
of the public on a class of drug with high potential for 
future variability, mistrust and misinformation 

  Explore how the risks of  extrapolation of indications can 
be minimised and the significance of this practice for the 
biosimilar industry 

  Bring your own challenges to the forefront of the industry 
and discuss how to tackle prescriber objections 

 Dr Paul Cornes,  Consultant Oncologist, University 
Hospitals Bristol NHS Foundation Trust
 Michael Muenzberg, Consultant for Biosimilars, 
Previously Medical Director Biosimilars Europe, Pfizer

16:25 Chairman’s Closing Summary of Day Two

15th May 2019 
Main Conference Day Two: Accelerating the Route to 
Market by Mapping the Key Challenges faced during 
Manufacturing and Commercialisation

“Good mix of experience from different perspectives made the event 
extremely valuable. Overall level of expertise and experience of all 
speakers was very high!”

– Novartis – Past Pharma IQ Attendee
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https://www.facebook.com/PharmaIQ
https://twitter.com/#!/PharmaIQ
https://www.xing.com/net/pharmaiq
http://www.linkedin.com/groups/Pharma-IQ-Network-Pharma-Biotech-2799978?gid=2799978&trk=hb_side_g
https://plus.google.com/u/0/100549875373047636841/up/#100549875373047636841/posts


10:00 – 12:30
Since the launch of the first biosimilar in 2006, the market 
has undergone changes at various rates across the world. 
Healthcare systems have either embraced the concept of 
biosimilar implementation or are recognising and positioning 
the introduction of biosimilars within their countries.  Successful 
engagement is required throughout the health system from 
national pricing and reimbursement through supply chain 
and into the front-line clinical setting. Commercial success 
is not just solely based on direct acquisition cost but also the 
value and partnership opportunities that organisations can 
bring into the market. Lessons are continually being learnt to 
deliver successful launches both internally and externally to the 
individual organisations and what is required to bring long term 
sustainability to the market. 

Session Objectives:
  Understand the cross functional roles required to deliver a 

successful commercial launch.
  Determine what “value” is and what it means to different 

stakeholders.
  Identify the requirements for successful partnerships with 

customers
 Decide whether price alone delivers success 
  Deliver robust internal benchmarks and measures to quantify 

success

What Will We Cover?
  How to deliver a single, clear message, with clear evidence to 

the organisation
  Cross functional working and the impact that functions will 

have on the day to day commercial planning.
  Customer requirements to deliver their short- and long-term 

savings plans.
  Interactive session to explore the planning required on B2B and 

B2C engagement through the supply chain.

Key Take Away:
This session will provide you with an understanding of the top line 
principles and techniques required for delivering a successful 
commercial launch within the relevant biosimilar setting. 

Simon Keady, EU Market Access Lead – Biosimilars, Biogen
Simon is currently the EU Biosimilar Market Access Lead for 
Biogen and has been involved in the successful launches of 
etanercept, infliximab and adalimumab biosimilars at both 
an affiliate and International level. A Pharmacist by training, 
Simon spent over 20 years within the UK NHS system at both 
a senior clinical and managerial level with responsibilities 
including delivering cost effective medicine savings and 
solutions across a multitude of disease areas against 
nationally defined targets. With an MBA from Lancaster 
University Management School, Simon has been successful 
in aligning healthcare and commercial strategies across a 
number of international markets. 

12:30 Networking Lunch Break

13:30 – 16:00
Value based agreements are an innovative and increasingly 
significant form of outcome-based contracting.  In this workshop 
you will gain insight into the development and deployment of value 
based agreements, with respect to biosimilar therapies and Payer 
archetypes .  Consider your global commercialisation strategy as 
you discuss the implication and construction of such agreements 
on a world-wide scale, using real-life case studies as examples.  

Session Objectives: 
  Gain a comprehensive knowledge of what a value based 

agreement is and their significance to the biosimilars  industry 
 Learn how to construct your own value based agreement 
 Discuss  the use risk of sharing within pharmaceutical s

What Will We Cover?
  Case examples of value based agreements with biological & 

biosimilar products
  Analysis of market access and payer perspectives
  Construction of value based agreements
  Assessing value & innovation: “How ugly is my child?” 
  VBA Levers in construction of risk sharing
  Assessing and evaluating payer archetypes for VBA
  Internal VBA readiness and deployment of VBA

Key Take Away:
Walk away with the essential tools you need to construct your own 
value based agreement and the knowledge of its effects on both 
Healthcare Providers and your commercial strategy  

Omar Ali, Advisor on value Based Pricing, US Embassy, Lecturer 
Value Based Pricing & Outcomes Based Innovative Contracting, 
University of Portsmouth & Former Member Adoption & Impact 
Panel at NICE

Qualified with a hospital pharmacy background, Omar has been 
working as the Formulary Advisor for Surrey

& Sussex Healthcare NHS Trust for over 15 years, and has over 
30 publications to date. He has been appointed

as Visiting Lecturer on Value Based Pricing & Innovative 
Contracting at the University of Portsmouth, is an

Editorial Content Adviser to Guidelines, and has recently been 
invited to the position of Associate Editor to the Canadian 
Journal of Population Therapeutics & Clinical Pharmacology. 
Omar has served a position on the External Reference Group 
on Cost Impact Modelling for NICE for 6 years and was 
subsequently appointed Panel Member for the newly formed 
Adoption & Impact Program Reference for NICE. He advises 
foreign investors (US Embassy) on ‘Value Based Assessments 
and recently delivered a Healthcare NHS Reform program to 
over 40 Healthcare Insurance Provider delegates visiting from 
the US.

Workshop One: 
The Value and Trust Tool Kit 

Workshop Two: 
Value Based Agreements with 
Biosimilars 

16th May 2019 
Post -Conference Workshop Day
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