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Patient Insight

09.10 It's Time To Think Practically! Actionable Insights Into
Using Patient Data & Feedback To Improve Patient
Welfare & Strategic Success

You want to support patients, but there is so many rules and
regulations! How can pharma gain real insights into patient
needs and understand their journey with limited data access?

How can the industry better understand the patient voice
to deliver what patients want and need to improve patient
outcomes?

+  What tools are out there to tackle patient data, information and
feedback and translate them into real-life, applicable insights and
action plans?

Benchmarking patient engagement levels throughout to
determine to what extent your activities are making a difference

The Patient Journey

09.30 High-Impact Strategies To Improve The End-To-End
Patient Journey: How Can Pharma Improve Patient
Experience?

journey to determine where pharma can most tangibly Q&A'
improve patient experiences and commercial success

Combatting misinformation by uncovering where patients seek
information and equipping patients with accessible, easily digestible
information from day one to empower them to make their own
decisions

How can you accurately measure and determine the value that your
strategies are adding to the patient - and the business?

teva

Beyond the pill! Examining opportunities in the patient

Head of Patient Services
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-} Teva Speciality
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Lu Zheng
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Patient Services
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Patient Involvement
In Clinical Trials

10.00 Strategies To Engage Patients Early On In Clinical Trial
Design & Drug Development To Ensure Faster, More
Effective Market Access & Better Patient Outcomes

Practical steps to improve patient recruitment and increase
adherence and retention to ensure accurate testing, produce
optimal products and enable drugs to get from lab to shelf as
quickly as possible

. Meaningful methods to involve patients from the start
and post-trial to gain real-world evidence and incorporate
impactful, value-adding patient feedback into drug
development

How can patients be encouraged to participate in the creation
of new medical devices, apps and digital health to enrich
business and patient outcomes?

. Closing the loop - how can pharma brands build a community
and better relay the outcomes of a clinical trial to the patient
volunteers?

Oleksandr Gorbenko

-» Global Patient Centricity
&g Director
" Ipsen
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10.45 Morning Refreshment Break With Informal Networking ! : /,E

10.50 The Patient Platform: Sharing Insights & (

Feedback Around Patient Motivations, Wellbeing,
Preferences & Experiences

. What has motivated you to be here today and want
to directly engage with the industry?

. What have been the highs and lows of your
experiences and relationships with pharma?
Patient reported outcomes are great, but what do you
as patients consider value adding?

J How can pharma continue to encourage patients to actively
participate in the end-to-end clinical trials process?

S IPSEN

Innovation for patient care

. Where do you think opportunities lie for pharma to positively
impact your treatment and wider wellbeing?

Lorna Allen, PPI Coordinator for the
Clinical Trials Accelerator Platform
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11.20 Bonus Session; Reserved For Exclusive Conference Partner
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11.50 Forming Strong, Meaningful & Long-Lasting
Strategic Patient-Pharma Partnerships Which
Add Value To Patients & Pharma Alike

Just how do you go about forming a partnership? From identifying
the right partners to co-creating strategic relationships with
longevity, how has the relationship evolved?

Manage expectations to work together towards a common goal
and raise greater awareness of the disease, improve quality of life
and treatment options and provide support from day one

The success stories! How to maintain a successful partnership
beyond the honeymoon period and secure an ongoing
collaboration with measurable impact?

Evidence the value created for patients, the healthcare system
and pharma

Geoff Rollason
« Patient Experiences
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Pharma Industry Speakers, Patient Advocacy Groups, Patients Tackle The Hurdles To Real Patient Centricity, Embedding Patients Into The Heart OF

Business Decision Making Early, Clinical Trials, Technology & Drug Development For Tangible Business Results & Better Patient Outcomes

Internal & Patient
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In-Depth Haematology Case Study

Internal collaboration between medical and patient
engagement functions for in-depth, value-adding patient
insights and outcomes
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Collaborating With

Stakeholders

13.40

Tangible Techniques To Overcome Blockers,
Achieve Strong Collaborative Relationships & Align
Multiple Stakeholders Behind The Patient

From industry to patient advocacy groups to regulators to
healthcare and government; we've all got our own
agendas, but how can we best collaborate and refocus
on the patient?

How can we better understand different objectives
and priorities and communicate effectively to manage
expectations and align to one another?

Learning from one another! Sharing best practice, innovations
and patient strategies which have delivered real impact

Esther Wong
Lead Pharmacist - Medicines
Information, Neurology & IVIg
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Amgen
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Digital & Tech

Seizing Opportunities In Digital & Tech To Improve
Patient Experiences, Engagement & Support

Ensuring that the patient is considered on every channel: we
can't talk to them, but we really need to ensure that they buy
into what we say about them!

What exactly is involved in HTA reform and where does the
patient voice fit into this?

Closing the gap between what patients need and what
pharma believes they need to deliver medical devices, digital
and technological support and add value to patients

Looking to the future and how technology is changing patient
care

Bas van Heijst
Associate Regulatory Affairs
Director

>
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14.30
15.10

Overcoming Barriers to
Patient Centricity

15.40 Overcome Internal & Industry Barriers To Ensure
Genuine Patient Centricity, Embed The Patient At
The Heart Of The Business & Commit To More
Meaningful Patient Involvement
Break down those barriers! Challenge internal apathy
and demonstrate the value and commercial benefits of
consistent patient involvement to secure senior buy-in and
thoroughly embed patient centricity in your organisation

Navigating patient expectations, regulation, internal policies
and communications barriers to successfully execute patient
strategies

Go beyond paying lip service: how can you ascertain that your
internal patient support is actually translating to better patient
outcomes?

Michaela Dinbdck
Senior Director, Group Patient Advocacy
'Novartis
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Safeguarding Patients

Consider Patient Needs Beyond Treatment & Health:
Actionable Measures To Positively Impact Patient
Safety, Data & Wellbeing

. How can you ensure that patient safety is at the forefront of
every internal process?

. Navigating the world of data! How can you compliantly and
ethically collect and manage patient data to ensure their privacy
and integrity?

Beyond the pill, beyond the disease, beyond the treatment:
ensure you are seeing the full patient picture and considering
wellbeing factors from mental health, to pain management, to
quality of life

16.10

Kristin Janett Laseth
Director; Medical Information,

~ .4 Patient Safety & Ethics
W“j A;trtaZetzlecta AstraZeneca
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16.45

Co-Chairs’ Closing Remarks
Official Close Of Conference



5 Easy Ways To Register

@ Online @ www.patientengagementconference.com
s Phone +44 (0) 20 3479 2299

Fax this booking form to +44 (0) 20 7117 1777

™ Post this booking form to Global Insight Conferences,
5-11 Lavington Street, London, SE1 ONZ

@ Email bookings@patientengagementconference.com

Book Before
6th August

Standard

Ticket Price Prices

Pharmaceutical /Healthcare £519+var % £619+var

Patient/Charity/Not-For-Profit £349+var % £449+var

All Other Companies £719+var @ £819+var

Exhibition Stand &

2 Delegate Places £2199+var % £2699 +vat

Group Discounts:

4 delegates for the price of 3.

Or send 3 and get your third place half price!

(This applies to inhouse practitioners only, not agencies and suppliers, and cannot be used in
conjunction with any other discounts, including earlybird offers)

. Speaker notes available to download one week after the conference,
subject to speaker disclosure.

. Only one discount can be used per registration.

. Please note VAT will be charged at 20% and all registrations are

subject to a 3% booking fee

Programme Alterations: Conferences are organised many months in advance of the conference itself

and sometimes we may need to make substitutions, alterations or cancellations of the speakers and/

or topics. Whilst we make every effort to find a direct replacement if a speaker cancels,

sometimes this is not always possible within the timeframes we are

given. Any substitutions or alterations will be regularly updated on PHARVA

the conference website SsoclMedia |
Pharmuceu i<

Drive Engagement

Can You Help Pharma
Organisations Drive Patient
Centricity & Better
Engage Patients?

soLD SOLD |
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sOLD 50LD

2

Book An Exhibition
Stand + 2 Delegate
Places
Before 6th
August 2020
For Only £2,199

Save £500

PATIENT
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wwpatientengagementeonference.com | 08082020

Entrance

For more information on how to get involved, please
call +44 (0)20 3479 2299 or
email partner@patientengagementconference.com

REGISTRATION FORM

A One-Day, Brand-Led, Conference & Networking Event
9th September 2020, Cavendish Conference Centre, London

PATIENT
CENTRICITY
& ENGAGEMENT

www.patientengagementconference.com | 09.09. zozo

ATTENDEE DETAILS:
Forename (Mr/Ms/Miss/Dr)

Please complete in capitals. Photocopy for multiple bookings.

How did you hear about the conference? (Brochure code, email, advert, etc.)

Surname

Job Title Accounts Department:
Contact Name

Company Name R
Tel Email

Tel Head of Department Contact Name

Email Head of Department Email

Fax Booking Contact Name

Address Booking Contact Tel

Postcode Country Booking Contact Email

D I'd like to receive relevant updates about my specific industry’s hot topics and networking gatherings from Global Insight Conferences based on my details.

*Please sign here to confirm you agree with the terms and conditions:
PAYMENT OPTIONS: Please choose one of the payment options below:
1 Credit Card/Debit Card [ ] Visa [ | Mastercard [ ] Maestro [ | Amex 2 Bank Transfer D

Bank transfer details will be provided in your invoice. (UK VAT is chargeable
for all attending companies, regardless of country of origin. All bank
transfer charges must be carried by the company sending payment).

Card No.

IR EENRIEEENENEE

Exact name on card

Cheque [ ]| Enclosed

Please make cheques payable to Global Insight Conferences Ltd

pn L el L& L] @ veice O ronunse

Please include your PO Number if applicable, otherwise this may delay
your booking. All registrations are subject to a 2% booking fee.

Signature Date

Card Billing Address (if different to above)
TERMS & CONDITIONS

Payment Procedure: Payment is due on submission of your booking and all registrations are subject to a 3% booking fee. All orders placed on our online booking pages, by email, on the brochure’s booking
form or over the telephone will all be followed up with an official booking confirmation email. All such orders are legally-binding and carry a 100% liability immediately after receipt of order. Full payment is

a requirement of entry into the event and you will be asked to guarantee your payment with a credit card to enter the conference rooms if you have not paid before the date of the conference. Should you

fail to pay an invoice or do not attend the conference, you still remain liable for the sums due. Global Insight Conferences Ltd reserves the right to decline any booking and make any alteration to the speaker
panel, programme, date and venue. Global Insight Conferences accepts no liability for the content of presentations or papers. UK VAT is still chargeable on foreign companies attending conferences in the UK
and must be paid at the prevailing rate on UK events. All bank and transfer fees must be covered by the company attending the conference. Please note that all calls are recorded for training and monitoring
purposes. Cancellation Process: Cancellations received in writing on or after 40 working days before the conference date cannot be refunded and full payment is still due, although a replacement delegate
will always be welcome. This is due to the way in which we are charged by our suppliers as during this final month, the costs have already been incurred by the organisers. Cancellations received in writing at
least 40 working days before the conference date will receive a full refund, minus an administration charge of £149 +VAT per ticket. If payment has not yet been made and cancellations are received in writing
at least 40 working days before the conference date, the £149 +VAT per ticket administration charge is still due. GIC will not offer refunds to delegates should this event be cancelled, rescheduled or postponed
due to a fortuitous event, Act of God/force majeure, unforeseen occurrence or any other event that makes this conference impracticable, illegal or impossible. This includes but is not limited to: war, terrorist
alert, civil commotion, fire, strike, extreme weather or other emergency. Please note all exhibitors, sponsors and event partners should refer to their signed contract for more information on their specific
terms and conditions. Date & Venue: Cavendish Conference Centre, London on the 9th September 2020. Please note that accommodation and transport fees are not included in the registration fee. Global
Insight Conferences Ltd cannot reimburse any travel, accommodation or other expenses under any circumstances. Special Dietary, Access Or Speciality Requirements: We make every effort to ensure that
all delegates are able to participate fully, but please do let us know if you have any access, dietary (other than vegetarian) or any other particular requirements. Speaker & Programme Changes: Sometimes
speakers are unable to attend for personal or business reasons and whilst we make every effort to find a direct replacement, occasionally this is not possible within the timeframes we are given. GIC reserves
the right to alter or modify the advertised speakers and/or topics if necessary. Any substitutions or alterations will be regularly updated at www.patientengagementconference.com Data Protection: The
delegate names, organisations and occasionally job titles will be shared with other attendees of the event for the purpose of facilitating networking only. Should you not wish your information to be shared in
this way, please email: database@globalinsightconferences.com or write to Data Protection Officer, Global Insight Conferences, 5-11 Lavington Street, London, SE1 ONZ. When you register for the conference,
GIC will provide you with information relating to your booking and other GIC related products or services via email, direct mail, fax or telephone. Should you wish to discontinue this service at any time please
write to the Marketing Director at the address above or email or please email database@globalinsightconferences.com.

Admittance: We reserve the right to eject you without any prior notice or refund if your behaviour is disruptive, offensive, dangerous or illegal. Distribution of unauthorised materials and audio/visual
recordings are not allowed without prior consent. GIC is not liable for damage to or loss of personal belongings at the conference venue and accepts no liability for the content of the papers and presentations
given. Please note that photographs, video and audio footage, which may include speakers and delegates, may be taken at the event and used in future. « Speaker notes will be available to download one week
after the conference, subject to speaker disclosure. « Please note VAT will be charged at 20% and all registrations are subject to a 3% booking fee. + Only one discount can be used per registration. ~ Organised by

Programme Alterations: Conferences are organised many months in advance of the conference itself and sometimes we may need to make substitutions, alterations orcancellations of the
speakers and/or topics. Whilst we make every effort to find a direct replacement if a speaker cancels, sometimes this is not always possible within the timeframes we are given. Any substitutions or
alterations will be regularly updated on the conference website.

Book Before 6th August & Save £100 @ www.patientengagementconference.com



