SAPA-GP 2008 Commercial Symposium Report

Driven by popular demand, Sino-American Pharmaceutical Professionals Association – the Greater Philadelphia Chapter (SAPA-GP) organized a commercial symposium on April 5th at Homewood Suites in Lansdale, Pennsylvania. This event also marked the final chapter of SAPA-GP’s 2-year symposium series on “Developing innovative medicine: from bench to market”.
As the only marketing-driven symposium in the series, the event was extremely well attended.  Approximately 100 people attended the meeting with the majority being Chinese-heritage professionals from pharmaceutical and health care industries in the Greater Philadelphia area.  Rapidly growing to over 4000 members nationwide, the SAPA has become more and more influential on building science and business cooperation between US and China.  As most SAPA members work in R&D organizations in biotechnology and pharmaceutical companies, the commercial workshop provided a refreshing and educational platform for members to get exposure on commercial topics and business strategy. 

Chaired by Dr. Kai Li, Associate Director at Global Strategic Marketing of Johnson & Johnson, this event invited seven executives and managers from different commercial functions in major pharmaceutical companies, each giving an educational speech on their commercial responsibilities.  The speakers shared their insights on how business strategy/tactics are developed and implemented with focuses on marketing and business development.  In addition, the speakers discussed their career path leading to their current roles.  This great workshop also provided a superb networking opportunity, evidenced by the popular attendance for the dinner reception afterwards.
The symposium started with Dr. Li Yan, 2008 President of Elect for SAPA-GP, with enthusiastic introduction of the background and necessity of organizing this symposium. Dr. Kai Li then kicked off the symposium by introducing all seven speakers, followed by delivering an excellent Pharmaceutical Commercial Overview.  He successfully built a framework in laymen’s terms by touching base on all topics that were designed for this symposium including: Strategic Marketing, Sales & Marketing, Pricing, Business Development, and Entrepreneurship. 

The second speaker was Dr. Julie Pan, Associate Marketing Director in the Oncology New Product group at Merck & Co, Inc.  She gave a highly motivated and professional speech focusing on providing commercial leadership on drug development including asset valuation, registration strategy and life cycle planning.  

Dr. Maijing Liao, a Senior Marketing Manager at Centocor, a Johnson & Johnson company, brilliantly introduced the Marketing Excellence principles frequently employed in US pharmaceutical in-line marketing such as segmentation, branding and positioning, followed by detailed discussion on marketing tactics to implement such strategies for professionals, patients and payers.

To draw comparisons of marketing practice between US and China, the symposium invited a special guest, Mr. Yanfeng Sun, as the fourth speaker, who is a Marketing Manager of Xian-Janssen in Beijing.  Xian-Janssen is an operating Co. of J&J.  Mr. Sun delivered his talk in Chinese and in a unique humorous way that instantly piqued the audience‘s strong interests. The sales and marking paradigms in China pharmaceutical market were refreshing to the audience and speakers alike and generated intensive discussions through the mid-workshop break.

As drug price becomes everyday topics for both policymakers and average Joe in US and pricing pressure significantly contributes to the perfect storm of trend for pharmaceutical revenue reduction, Pricing Strategy is a significant commercial consideration for all pharmaceutical companies.  Mr. Patrick Deng kicked off the 2nd part of the symposium with such an urgent but interesting topic. Mr. Deng is the Director of Strategic Pricing at IMS Health.  He addressed precisely the core of the issues -- why and how to optimally price the prescription drugs to achieve value maximization.

With declining R&D productivity and drying pipeline, more and more big Pharma companies resort to M&A and L&A for growth and business development emerges as a significant driver for commercial success.  The symposium invited Dr. John Jin to deliver a speech on such a critical topic.  John is the Executive Director of Clearview Projects, which is a strategic advisory firm advising biotech/pharma on corporate and business development transactions. Dr. Jin’s insightful presentation on Business Development best practices and how to utilize BD to create value was well received by the audience.

The highlight of the workshop came from the last speaker, Dr. Peter Luo, on the topic of Entrepreneurship.  Being a successful entrepreneur himself, Dr. Luo is currently the Director of Biologics at Merck, CTO of Abmaxis Inc, a wholly owned subsidiary of Merck & Co.  He shared his enlightening story on building Abmaxis as its CTO, President and Board of Directors and establishing its novel technology platform that led to the successful acquisition of Abmaxis by Merck.    

The symposium concluded with a panel discussion focusing on career development. All speakers shared with audience their experiences and path to commercial roles and provided additional insights for commercial responsibilities in the industry.  

The success of SAPA-GP 2008 commercial workshop exemplified again its ability in fostering the communications and cooperation between R&D and Commercial as well as pharmaceutical/biotech enterprises in the US and China. We thank all the speakers for their brilliant and hard work and workshop co-chair Dr. Jiangfan Li and SAPA President Dr. Zhongda Zhang for their diligent work on logistics.  Thanks to our EC/OC members for their great teamwork spirit and Dr. Kai Li’s leadership as workshop chair. We are looking forward to the next follow up symposium along similar topic.
