PharmaTimes

Magazine ¥ Online ¥ Awards ¥ Forums



PharmaTimes
Magazine



PharmaTimes Magazine:

PharmaTimes

PHARMA
CHART TOFPFERS
How the top 30 fared

PULLING THE PLUG: [

DRUG SHORITAGES
Can pazallel expests

e dimnevetivised?
WEATHERING

THE STOEM

Exchusve .-..m-n;oﬂ
WINNINGTHE

NHS ARGCUMENT
What pharma seeds to do

ENGINEERING
THE PHARMA
OF TOMORROW
The people
turning

the cogs

Overview

Frequency
11 issues per year, with a
combined July/August edition

Circulation
ABC average net circulation
10,334 (Jan-Dec 2009)

Readership
Is an estimated 31,500 based
on TNS Healthcare survey*

* TNS Healthcare UK carried out a web based survey to 5,354 readers between 15 September and 15 October 2008,
as a result of this survey 432 TNS web based interviews were carried out withPharmaTimes Magazine readers

Why should | advertise with PharmaTimes

Magazine?

¥ PharmaTimes MagazineOs average net
circulation is 23% higher than
Pharmaceutical MarketingOs at 10,334 vs.
8,358 respectively

¥66% of PharmaTimes MagazineOs circulation
Is requested vs. 35% forPharmaceutical
Marketing

¥ PharmaTimes Magazine is requested by
6,800 individuals vs. the 2,975 who have
individually requested for Pharmaceutical
Marketing. So, nearly 4,000 more
individuals have requested PharmaTimes
than Pharmaceutical Marketing

¥ As to PharmaFocus, we canOt comment as
they donOt have ABC audited circulation.

The above figures are based on the latest ABC
results for the period January to December
2009.



PharmaTimes Magazine: Analysis by job function

Analysis by job function

Senior Management 0
and Board Members 1,71l L7%
Marketing and Sales Management 3,488* 34%
Clinical & Medical 1,423 14%
Primary & Second.ary 1,083 10%
Care Representatives
Secondary Care 890 9%
Representatives only
Medical Representatives - general 475 5%
Primary Care 434 4%
Representatives only
NHS Liaison 187 2%
Training & Human Resources 244 2%
Other 399 3%

*This figure is made up of 1,855 marketing and 1,633 sales management readers




PharmaTimes Magazine: Analysis by industry sector

Business Information Service 88
Clinical Research Organisation 406
Consultancy 595

Contract Sales Organisation 405
Government 48
Marketing Agency 11

Market Research Agency 213
Medical Communications Agency 198
Medical Education Agency 232
Medical Supplies 15

NHS 666

Pharma/Biotech/Healthcare company 6,062
Publisher 178
Recruitment Advertising Agency 24
Recruitment Consultancy 330
Training Organisation 67
Trials/Site Management 13
Other* 783

Total 10,334

*Medical supplies, trade & industry bodies, financial, legal, IT, management consultancies, conferences, etc
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Circulation Breakdown by industry sector

59%
21%

3%
10%

[u]

Pharmaceutical industry

Industry suppliers

Healthcare, education institutions and
government agencies

Recruitment consultancies

Other (marketing agencies, medical
suppliers, trade & industry bodies,
financial, legal, IT, management

consultancy, conferences, etc)
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Banner ads

are also featured online

Optimisinglarket Access

through tH@FUSIONO proce

Contact Paul Thomas or Lloyd
+44 (0)1625 57730
www.adelphigroup.co

Creative promotion

UNSUNG HEROES:

60-Seconds with

Clive Brooks
Consultant at
eXmoor Pharma
Concepts

What does your typical day involve?
| don®t have a typical day. | may work
in my ofpce writing User Requirement

D , be in a design
meeting with colleagues, at a clientOs
site reviewing design and equipment
requirements or interviewing suppliers,
or | may be involved in validation ® either
planning, writing documentation or reviewing
results.
How would you describe your company
in a sentence?
Itis a small, friendly, innovative consultancy,
specialising in biopharmaceuticals and
secondary pharmaceuticals, that helps clients
develop their facilities and manufacturing
strategies.
What fact does no-one know about the
job you do?
People may not appreciate the breadth of
my experience B across bne chemicals, API,
solid dose pharmaceuticals, biotechnology,
biopharmaceuticals, containment (biological
and chemical), aseptic processing and
research facilities. They might also be
surprised that | am able to suggest alternative
design solutions when one isnOt obvious or
the Otraditional® approach is unaffordable.
If there was no you', what would people
miss Prst?
| imagine they would miss my advice and
experience: | get the job done on time as
well!
If you were stuck on a desert island,
‘which three things would you want with
you and why?
An Internet PC to maintain my sanity, tools to
bsh and hunt with and a boat to escape!
If someone would like to do your job,
how would they go about it?
| qualiped as a chemical engineer and
followed various opportunities to become
a biopharmaceutical engineer. A potential
candidate would need a huge amount of
experience, and take every opportunity to
gain Oon-the-jobO training. To be a successful
consultant you need knowledge, integrity and
self-conpdence.

As one of the most established and respected
companies in the construction industry, with a
wealth of experience working across a variety

of sectors, locations and project values up to
and exceeding £100 millon, ISG offers a tailored
service to individual clientOs needs. Our clients
include KPMG, the Olympic Delivery Authority,
GSK, Pbzer, Wellcome Trust, Oxford and
Cambridge Universities and Imperial College.

To bnd out more about how ISG
can meet your requirements, visit I1Sg

sgplc.com/technology or
il technology@isgplc.com

60 Seconds withE

David
Moran
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Case study

NEW WEBSITE NOW ONLINE!

your media plans further
contact Andrew King
2 345519
E: andrew@medicalmediaservice

Making Media Simple

MEDICAL MEDIA

SERVICES LTD

Column ads

Fish where
the fish are!

Every week 50,000 doctors
visit Doctors.net.uk

More Doctors.net.uk statistics:
On 7th September 2009, 36,243
doctors logged into Doctors.net.uk
In August 2009, 2,847 new
members registered with
Doctors.net.uk
The highest number of new.
registrations in one day is 506
(5th August 2009)

This year to date, there have been:
1,719,256 clicks on elements of
our weekly promotional bulletins
97,790 accredited education
modules completed
2,630,006 interactions with
campaigns on the site

The most popular sections of

Doctors.net.uk so far in 2009 are
News - 361,044 doctors viewed

one or more news items

E-mail newsletters - 109,360

doctors viewed one or more of our

Library Update e-mail newsletters

In a time of limited access

to doctors, working with the
largest online network of
doctors will ensure maximum
return on investment

For more information about
accessing your target doctors contact
Carwyn Jones on 01235 828 400,
pharma@doctors.netuk ~or visit
www.doctors.net.ukimarketing

¥ Doctorsctuk

‘OUTSOURCING NAMED-PATIENT
PROGRAMMES - AN INCREASING NEED

The provision of named-patient medicines is|
becoming an increasingly important function|
support of the life cycle of many products. Tl
accordingly, is bringing additional regulatory,|
logistical and management challenges to th
pharmaceutical industry.

Why are products provided on a
named- patient basis?

There are a number of reasons why a prod
may need to be managed on an unlicensed
named patient basis;

¥ A mature product may no longer have a
ial justi for its i i

e.g. the manufacturing or support processt
may just be too costly. However, a real clini
need may remain that could not be easily
satisfied with another product. A structured|
named patient programme may be the mo:
ethical and commercial option.

¥ Occasionally a need exists to discontinue
product on grounds of safety. However, if af
particular patient group would suffer as a
result of the withdrawal then a controlled
named-patient programme could again be
the answer.

¥ Pre-launch products can often benefit froi
structured named patient programme. This|
often provided on a Ocompassionate basis|
patients exiting clinical trials but can also |
other important patient demands if there is|
clinical justification. Again controlling this
supply has considerable benefits to all
interested parties.

Benefits of specialist distributors

Managing such programmes Oin-houseO re
a pharmaceutical company having a resourd
and infrastructure to meet the corresponding
regulatory, logistical and complex communicg
challenges. Particularly so if managed acros]
number of countries. Above all, the needs a
safety of the patient are paramount.

Some comparnies are therefore finding that
outsourcing to a specialist distributor who
has the knowledge, expertise, infrastructure
and flexibility is a cost-effective and
preferred alternative.

Clinigen Healthcare Ltd was established to
and supply unlicensed medicines on a nam
patient basis. Based in Burton-on-Trent,
Staffordshire Clinigen®s experienced team
closely with pharmaceutical companies and
professionals. These partnerships enable J
to effectively and efficiently manage the sup|
pre-launch, discontinued and specialist med
on a specific named-patient basis.

C
LT

. Www.clinigen.co.uk
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Circulation

Digital Edition for overseas readers

(s PageSuite

= 1,899

Circulation

Requested subscribers

Organisation type

1,899

Pharma companies 52%
CROs 10%
Job function
Marketeers and Senior Sales Management 35%
Clinical & Medical 25%
Senior Management 24%
Human Resources and Training 3%
Medical Representatives 3%
Other 10%

Regional breakdown

Europe 30%
North America 30%
India 14%
Rest of World 26%
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PharmaTimes: Online

www.pharmatimes.com

Activity for the period 23/02/10 to 23/03/10 based on Google Analytics:

Clinical Effectiveness Consultants
Nationwide opportunities

40,146
unigue
visitors

143,325
page views

Region of origin: UK 47%, EU 13%, USA 27%

‘ Aboutus | News bSearch ~ Magazine ~Awards and Events ~ Clubs  Find agency ~ Adver
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LATEST CLINICAL NEws B

Encorium-Pierrel deal likely to be
cash-neutral

Troubled US-based contract research
organisation Encorium does not expect to
receive any cash from Italian CRO Pierrel if
the latter goes through with its planned
acquisition of Encorium’s US business.

Drug development grasps the safety
nettle
Pharmaceutical and biotechnology
companies are adjusting their drug

and resources to
address the more rigorous focus on safety
and ‘real-life’ clinical experience in US and
European regulations

Chiltern announces new Brussels
office, country manager

UK-based contract research organisation
Chiltern International is raising its profile in
Europe, opening a new office in Brussels
and naming Maurizio Passanisi as country
manager for Belgium and the Netherlands

More Headlines

Mewe headlines Ending ‘pay-for-delay’ deals will save billions of dollar.

PFC-ELS partnership spawns full-
service Indian CRO

PFC Pharma Focus has further
internationalised its business by partnering
with Excel Life Sciences (ELS) to launch
PFC India, a full-service CRO specialising in
clinical monitoring and data management
services.

Synteract broadens base to Central
Eastern Europe

US-based contract research organisation
Synteract plans to open a Central Eastern
European office in Prague, Czech Republic
later this summer.

NIAID renews funding for US
emerging infectious diseases network
The US National Institute of Allergy and
Infectious Diseases (NIAID) has renewed its
funding for 10 previously established

Regional Centers of Excellence for
Biodefense and Emerging Infectious

Diseases Research.
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LATEST UK NEWS B

Half of NHS trusts failing to meet
core standards for quality and care
The Care Quality Commission has issued a
warning to National Health Service trusts
that they must address areas in which they
are performing under par before the
introduction of a new registration scheme in
April next year.

Deal with C could be worth over
$1 billion to Chroma

GlaxoSmithKline has signed an agreement

with Chroma Therapeutics, which could be

worth over $1 billion to the privately-owned
UK biotechnology firm

Dundee University signs £1.8m
discovery pact with DNDi
The University of DundeeOs drug discovery
unit has hooked up with the Geneva,

based Drugs for
Diseases initiative (DNDI) to discover and

ut deal” a big

Find agency ~ Advertise

Breakthrough for RPSGB’s cause to
decriminalise prescription errors

The RPSGB is celebrating a major victory in
its campaign to decriminalise single
medication errors after the Department of
Health promised to amend the Medicines Act
1968 Oat the earliest opportunityO.

NICE consults public on patient
access and flexible pricing guidelines
NICE has opened a th

Wednesday, 24 June 2009
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period to enable the public to comment on
proposals for including patient access and
flexible pricing schemes in a productOs
appraisal for use on the National Health
Service

FDA wants more info on GSK's
nausea drug casopitant
GlaxoSmithKline faces a delay in getting
approval for its investigational nausea drug
Rezonic after regulators in the USA asked

develop O: and effectiveO
for visceral leishmaniasis.

More Headlines

© Drive for patient choice goes against equality ethos, researcher claims

for more 1 0n the treatment
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LATEST BREAKING WORLD NEWS

EDA wants more info on GSK's nausea drugasopitant
GlaxoSmithKline faces a delay in getting approval for its investigational nausea
drug Rezonic after regulators in the USA asked for more information on the
treatment

© read more

Obama Odoughnut dealO a big win for pharma
The $80 billion over 10 years pledged by US drugmakers to help seniors and
disabled people afford their medications will turn out to be money well spent by the
industry, experts suggest.

read more

Ending ‘pay-for-delay’ deals will save billions of dollars EFTC

The US Federal Trade Commission says that a ban on Opay for delayO agreements
between brand-name and generic manufacturers could cut spending on
pharmaceuticals by billions of dollars a year.

© read more

Menarini_pulls filing of Factive in Europe
The European Medicines Agency says that it has been formally notified by Menarini
of its decision to withdraw its fora marketing
for the antibiotic Factive
read more

MORE WORLD NEWS HEADLINES

© Europe is biosimilar testing ground. but USA is key market

© Merck/Oncothyreon's Stimuvax in Phase il for breast cancer
© Deal with GSK could be worth over $1 billion to Chroma
© ETC wants more info before backing Merck/S-Pmerger

UK HEADLINES

Half of NHS trusts
z failing to meet core
Hear the latest views standards for
quality and care
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Encorium-Pierrel
deal likely to be
cash-neutral
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Other

www.pharmatimes.com/ worldnews

56% UK, 11% EU, 12% USA, 21% ROW

Clinical news

4,000

25%
21%

13%
25%

Medical/Clinical
Marketing/Business Development
Executive/Management

Sales

Other

www.pharmatimes.com/ clinicalnews
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58% UK, 9% EU, 12% USA, 21% ROW

31%
15%

14%
26%

UK news

3,900

Marketing/Business Development
Executive/Management
Medical/Clinical

Sales

Other

www.pharmatimes.com/ uknews

75% UK, 6% EU, 6% USA, 13% ROW
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PharmaTimes: Awards & Events

¥ UK Marketeer of the Year
¥ European Marketeer of the Year
¥ Marketing Communication Team of the Year

¥ Clinical Researcher of the Year
¥ US Clinical Researcher Competition
¥ Clinical Recruiter of the Year

¥ RBM of the Year
¥ Representative of the Year
¥ Sales Recruiter of the Year




PharmaTimes:

A

Awards overview

The PharmaTimes awards in brief:

¥ The competitions are open to individual and team talent who
would like the opportunity to benchmark their abilities against their
iIndustry peer group

¥The competition is devised by a cross-industry steering committee
drawn from UK /Europe/US pharmaceutical Managers/Directors

¥The competition measures the right criteria and truly reflects the
complex and ever changing health care environment

¥ Participation provides the individual/team with some personal
development, competition and fun

The results are announced to an audience of industry leaders and
the winners are presented with the prestigious Pharma Award which
IS now established as a global symbol of peer group recognition.

The events are featured inPharmaTimes Magazine and online at
www.pharmatimes.com
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PharmaTimes: Joint Working Projects of the Year

The PharmaTimes Joint Working Projects of the Year have been established to recognise
best practice and by so doing, promote better Industry/NHS Joint Working collaborations.

In 1999 The Pharmaceutical Industry Competitiveness Task Force (PICTF) was established to maintain

the competitiveness of the industry and sustain R&D investment in UK. The Ministerial Industry Strategy
Group (MISG) was established to oversee implementation of PICTF recommendations. In 2004, further

reviews lead to the development of a Long-Term Leadership Strategy which included three elements:

NHS/Industry Joint Working to UK PLC working with Europe _
Improving regulatory

environment for medicines

deliver improved health care to to create better pharma
patients environment

The DOH along with NHS and ABPI has issued The PharmaTimes Joint Working projects of the Year
guidance on Joint Working and why these projects steering group is populated by senior stakeholders
should take place. The overriding aim is to improve from NHS, DOH and the pharmaceutical industry
the delivery of health care to patients. and their aim is to help us to truly reflect what is best
for the Local Health Ecconomy, for industry and most
4 importantly for patients.




PharmaTimes: Great Oxford Debate 2010

This House Believes that
Medicines deliver a net
saving to the Nation

Proposing the motion:

¥ Professor Sir Michael Rawlins, Chairman, NICE.

« Dr. Martin Mackay, President of Global Research, Pfizer.

« Sir Alasdair Breckenridge, Chairman of the Medicines
and Healthcare products Regulatory Agency

Opposing the motion:

¥ Lord Philip Hunt, OBE, Minister of state, Department of Energy
and Climate Change.

« Professor Nick Bosanquet, Professor of Health Policy, Imperial

College, London.
* Professor Ken Patterson, Chairman, Scottish Medicines
Consortium
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Forums

SOPHIE N
A forum for Pharmaceutical directorsO
secretaries.

This forum helps to keep secretaries informed
about issues facing the pharmaceutical industry
as well as the well-respected ODoc SpotO which
tackles pertinent health topics.

Around 100 senior secretaries and PAs

from 50 pharma companies get together at a
PharmaTimes SOPHIE meeting to learn more
about Industry issues.

Aside from attendance at these informative
meetings, PharmaTimes SOPHIE members also
receive three newsletters per year and access to
the PharmaTimes OJargon BusterO.

PharmaTimes DirectorsO Club (PDC)

PDC is a unique, informal, networking
forum for UK pharmaceutical company
directors to meet three times a year to
focus on 'member-chosen’ industry issues.

The meeting topics are selected by the PDC
steering group and then finalised by
a Member ballot

Steering Group: Actelion, Amgen, Astellas,
Astra Zeneca, Boehringer Ingelheim,
Bristol Myers Squibb, Kimmons &
Kimmons, Lundbeck, Pfizer, Roche, Sanofi
Aventis, Shire Pharma, Takeda



PharmaTimes: Independent readership research

PharmaTimes

Where now for R&D?

" TNS Healthcare UK
carried out a web based
survey to 5,354 readers
between 15 September
and 15 October 2008.

As a result of this survey
432 TNS web based
interviews were carried
out with PharmaTimes
Magazine readers.

Survey highlights:

PharmaTimes Magazine

Content

¥85% of readers find PharmaTimes Magazine
informative, as well as topical, relevant and
enjoyable

Readership
¥ Readership is an estimated 31,500* per issue

Longevity
¥63% of respondents keepPharmaTimes Magazine
for future reference

Corporate Profiles
¥40% of readers would like to see more corporate
profiles

* Copies of PharmaTimes Magazine sent to more than half the readers are read by at
least one other colleague. The results of this question extrapolate into an estimated

readership of 31,500.

Purchasing Influence

¥67% of respondents influence purchasing
decisions

¥20% of respondents, who purchase services as
part of their role, have made contact with an
advertiser as a result of seeing an advert in
PharmaTimes Magazine

¥18% of respondents have applied for a job
advertised in PharmaTimes Magazine

Competitors
¥64% of respondent readers do not read
PharmaFocus or Pharmaceutical Marketing

PharmaTimes online jobs

Jobs
¥More than half view Opharmatimes.com/jobsearchO

PharmaTimes elert news

Elert news readership
¥81% of PharmaTimes Magazine readers read
PharmaTimes elert news



PharmaTimes: Contact

Head of Sales

Peter Coltart,

020 8487 9112,
peter@pharmatimes.com

New Business/Recruitment
Donna Lee-Randall,

020 8487 9105,
donna@pharmatimes.com

Advertising Sales

Tracy Ventriglia,

020 8487 9111,
tracy@pharmatimes.com

Switchboard 020 8878 8566 ¥ www.pharmatimes.com/advertise ¥ pharma@pharmatimes.com
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