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What's Big in 2008? Key industry and expert speaker panel including:

1. The China pharma market has emerged as one of the top markets Eric von Zwisler, Chief Executive, Zuellig Pharma China
for global drug sales. It is predicted that China will become the world’s

largest pharmaceutical market by 2020, with sales topping $60

James Lee, General Manager, Logistic Division

billion by 2010. Zuellig Pharma China
2. Pharmaceutical companies are grappling with the complexity David Tao, President Assistant, Fosun Pharma
of getting their drugs to the market, seeking effective collaboration Philip Xiao, President, Profex China

with distributors and partners.

) i ) o Robert W. Pollard, Director of Market Research, Synovate China
3. In the meantime, China healthcare reform in 2008 has significant

impact on the pharma industry, creating new channels for distribution Amar Urhekar, Managing Director
via CHCs. McCann Healthcare Worldwide China
This conference will provide a practical overview of China pharma Byron Wang, General Manager, Med Pharma China

and medical devices markets, equipping you with the know-how to

> : = Wang Wei, Chief Appraiser, GYY Judicial Expertise Institution
operate more effectively and to exploit growth opportunities.

former President of Intelligence Department, SFDA Shanghai

Gather critical insights on: Tao Jian Hong, Deputy Director, SFDA
e The impact on the pharma industry from the 2008 healthcare reforms Hu Shan Lian, Professor, Social Healthcare Department
e “New!” Pharma marketing channels — CHCs Fu Dan University

e SFDA regulatory updates

e “Fast-growing” pharma marketing channels direct to consumers —
third terminal chain stores

e |nsider tips on successful collaboration with distributors! —
for both drugs & medical devices Ari Silverman, Engagement Manager, McKinsey China

Zeo Wang, Attorney at Law, Perkins Coie

Dr. Victor Shi, President of Asia Region, Qiagen
Managing Partner, Aura Partners

Plus! Post Conference Site Tour on 13th Sept, 2008 — Limited places!
Jointown Group — one of China’s biggest distributors provides you with a unique and practical behind

the scenes look into pharma distribution and supply chain operations in China

www.ibcchina.com.cn/chinapharma
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3rd Annual China Pharma Marketing Conference

0830 Morning coffee and registration

0900 Opening remarks from Chairperson

Eric von Zwisler, Chief Executive
Zuellig Pharma China

Market overview & impact of

the latest healthcare reforms

0910 Doing business in China: Brief
guide for expanding your business
in China’s pharma market

o Effectively selecting China as a
significant partner in global pharma
research and development

e Qverview of the key differences
in doing business in China’s pharma
industry compared with other key
markets globally

¢ Understanding the culture and
building relationships from the
perspective of the provider and
the customer

Eric von Zwisler, Chief Executive
Zuellig Pharma China

0950 The impact of China’s healthcare
reform on the pharma industry

in 2008

e Taking a look back at the history
of China’s healthcare

e How did the previous
healthcare reform influence China’s
pharma industry?

e What’s new and what'’s big in 2008?

David Tao, President Assistant
Fosun Pharma

1030 Morning refreshment and networking

1100 Changes in the reimbursement
system — Opportunities

and challenges

e Review of the geographic coverage
and drug category of the new
reimbursement system

e Assessing the opportunities and
challenges created from the new

reimbursement system on China’s
pharma industry

e Establishing an effective pricing
strategy to balance the profit margin
and medical insurance demand

Hu Shan Lian, Professor, Social

Healthcare Department
Fu Dan University

1140 Panel Discussion:

Emerging trends in distribution

and how to break into CHCs —

A new profitable channel for

pharma distribution?

e How will pricing strategies affect
the profit margins in CHCs?

e Drug category overview in CHC

e Purchasing system for CHC

Tao Jian Hong, Deputy Director, SFDA

Hu Shan Lian, Professor

Social Healthcare Department

Fu Dan University

David Tao, President Assistant

Fosun Pharma

1220 Luncheon

Regulatory updates & practices

1345 Latest initiatives and trends
in regulatory development
in China’s pharma sector

e Understanding the new regulatory
updates from SFDA

e What are the key global trends in
pharma regulations and how does
this relate to the China market?

e The long term impact of the new
regulations on China’s pharma market

Tao Jian Hong, Deputy Director, SFDA

1425 Panel Discussion:

Sharpening your edge by
enhancing regulatory know-how —
Best practices and the new rules

of the game

Understanding the new rules of
engagement for PR, marketing,

Day One 11th September 2008

advertising, medical affairs and other
forms of promotion and marketing
require teams to keep up with changes
and new rules and regulations. Learn
about some best-practice areas and
how and why these functions of the
business have become more vital

than ever before.

Robert W. Pollard, Director of Market
Research, Synovate China

Mark Lotter, Managing Director
NovaMed China

Amar Urhekar, Managing Director
McCann Healthcare Worldwide China

1505 Afternoon refreshment and networking

Profitable operations & practice

1535 China - Global hotspot for

1615

strategic growth and outsourcing

e The big picture — an overview of
the Chinese pharma market through
data snapshots

e Structure of China’s pharma industry
for outsourcing

e Rising global impact on China’s
pharma industry — drivers & trends

Robert W. Pollard, Director of Market
Research, Synovate China

Innovative marketing and
branding strategies for ‘third
terminal’ market

e What are the characteristics of China’s
third medical terminal market?

e |Innovative brand building and
effective pricing

e Applying 4C rules as your effective
strategy: convenience, consumers’
needs, cost & communication

Liu Jing Nan, General Manager

China Nepstar Drug Chainstore
(confirming)

1655 End of day one

REGISTER TODAY! Call our customer service today to reserve your pl
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0830 Morning coffee and registration

0900 Opening remarks from chairperson

Distribution management &

marketing strategy

0910 Investor perspectives
and opportunities

e An in-depth look at opportunities
available in China’s life sciences and
healthcare related sectors

e Where to invest — pharma, biotech,
CROs or other services?

e (aining a better understanding of
what attracts investors’ interest

Ari Silverman, Engagement Manager
McKinsey China

0950 Collaboration and identifying the
best partner to boost your business
in China
e Selecting the best partner, optimizing
your business operation in China

e How can your distributor help
to increase market share in a
sustainable way?

e Building and keeping an effective
partnership with the right distributor

Byron Wang, General Manager
Med Pharma China

1030 Morning refreshment

1100 Paradigm shift in the China
medical device market

e Regulatory controls in the China
medical device market, where is it
heading and how can you benefit
from it?

e What is the optimized distribution
model for win-win for all the supply
chain partners?

e How to access effective distribution
for medical devices in China?

James Lee, General Manager for
Logistic Division, Zuellig Pharma China

1140 Evaluating consumers’ behavior
in China’s OTC market

e Qverview of the structure and
content of China’s OTC market

e Tracking the process of consumer’s
selection and purchasing decisions

e What impacts consumers’ behavior
during the process of purchasing
OTC drugs?

Philip Xiao, President, Profex China

1220 Luncheon

1345 In-licensing and out-licensing:
successful approaches in China

e Review the market for optimal results
and get business done in China

e What are the options available for you
with in-licensing and out-licensing?

e Which effective methods are best
suited to your business in China?

Dr. Victor Shi, President of Asia Region
Qiagen, Managing Partner, Aura Partners

1425 Direct to women sales —
Brand engagement and successful
strategies in women’s health

e How to engage with this important
segment and keep up with the new
concerns for brand engagement?

e Ensuring substantial and long-term
profitability in the women’s market

Representative from AstraZeneca
(confirming)

1505 Afternoon refreshment

Generics & Quality Assurance

1535 Opportunities and challenges for
China to become a global supply
base of generics

e Why it is a make-or-break
opportunity for China’s pharma
industry to become an influential
global player?

Day Two 12th September 2008

e How can China’s manufacturers
win this compelling while
challenging endeavor?

e Understanding the standard and
criteria for global distributors to select
their strategic partner in generics

Wang Wei, Chief Appraiser, GYY

Judicial Expertise Institution, former

President of Intelligence Department

SFDA Shanghai

1615 Panel Discussion:

Are you prepared for the “Post-
patent times?”

Wang Wei, Chief Appraiser, GYY
Judicial Expertise Institution, former
President of Intelligence Department
SFDA Shanghai

Zeo Wang, Attorney at Law
Perkins Coie

Philip Xiao, President, Profex China

1655 Closing remarks from

the chairperson and end
of the conference

Sponsorship &

Exhibition Opportunities:

IBC’s 3rd China Pharma Marketing
& Distribution conference offers a
unique platform to raise awareness
about your new products & services
to a highly targeted audience. Ask
us about tailor-made options that
deliver your message the way you
want to, contact: Linda Lian,

Tel: 86 21 5116 5912, ext 155;
E-mail: linda.lian@ibcchina.com.cn

ace at this event Tel +86 (21) 5292 8862 or Email register@ibcchina.com.cn
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3rd Annual China Pharma Marketing Conference

11-12 September 2008 | Sofitel Hyland Shanghai Hotel, Shanghai
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China’s Growing Medicine Market

API market share in 2005... ...and 2010’s estimate

China $4.4 China $9.9

World $31.0 World $46.0

China’s active pharmaceutical
ingredient (API) industry is

expected to grow 17.2% annually Total Value
between 2005 and 2010. $35.4 billion

Total Value
$55.9 billion

Source: Chemical Pharmaceutical Generic Association

The Structure of Bioengineering and Pharmaceutical Industry

Biochemicals A Branded B
Genetics
Traditional
Chinese 26% Patented 11%
Medicines
67% 73%
Western Medicines Generics

Must-Not-Miss! Post Conference Site Tour on 13th Sept, 2008

Jointown Group — one of China’s biggest distributors provides | JUHE-4[E 5 KB 255045 2 —, A
you with a unique and practical behind the scenes look into | XFIIRIAZUAEE A S5 e B r 6 B2 24935

pharma distribution and supply chain operations in China. K BERACE .
This half day tour takes you to visit China’s 3rd largest R IIIZ S W SUEFE R E S =K

domestic distributor. Jointown Group mainly focuses on the PR 29505 T JUMNIE S — R DA 24 Rl AN
] pharmaceutical business and industry investment, with core ST A A, L2 A A BTN
businesses in logistics and distribution. Jointown also enjoys extensive cooperation with AT RIS AN R RS AR
domestic and foreign logistics equipment suppliers and logistics integrators. This site tour o [R5 T )
will show you the modernisation and automation of pharmaceutical logistics as well as its KAHE 2y A RaF A1

model of operation and management.

Call our customer service today to reserve your place at this event Tel +86 (21) 5292 8862 or Email register@ibcchina.com.cn
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3rd Annual China Pharma Marketing Conference

| HOTEL INFORMATION |

Sofitel Hyland Shanghai Hotel
No 505 Nanjing Road East,
Shanghai, PRC
Tel: +86 (21) 6351 5888*4469
Fax: +86 (21) 6351 4177

Contact Person: Christine Wang
sofitel-sales@hyland-shanghai.com

| 5 EASY WAYS TO REGISTER

China

[/ Mail the attached registration
form with your cheque to
IBC Conferences And Event

Management Services (Shanghai)
259, off for 3rd an Co.,Ltd
5% off for 3rd and Room 3203, LT SQUARE,
subsequent delegates. No 500, Chengdu Road (North),
Shanghai, 200003, PRC
Please call Jay Wang at T TEL: +86 (21) 5292 8862
+86 21 5292 8862 for details | FAX:+86 (21) 5375 0686
X . . X E-MAIL: register@ibcchina.com.cn
This label contains your priority booking code. WEB: www.ibcchina.com.cn/chinapharma
To expedite registration, please do not remove label. Singapore
If you have already received a copy of this brochure, we apologise. For reasons of confidentiality, your full particulars were not available to IBC Asia (S) Pte Ltd for deduplication prior to mail drop. <] Mail the attached registration form
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Orchard Building, Singapore 239693
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(65) 6514 3180 / (65) 6732 1970
' FAX: (65) 6733 5087
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[T 3RD ANNUAL CHINA PHARMA MARKETING CONFERENCE + SITE TOUR, 11-13 SEPTEMBER 2008, SOFITEL HYLAND SHANGHAI
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HIAT i

Company / A#]:
Address / i@l

Bank Address: No. 1000 Lujiazui Ring Road,
Pudong, Shanghai 200120 PR. China

R Payments by US$
Post Code / Hi4: Country/ % Payment by telegraphic transfer in US$
Tel / Wif: Fax/ fE1: must be made to:

IBC CONFERENCES AND EVENT
MANAGEMENT SERVICES (SHANGHAI)

CO,, LTD.

A/C No: 001-396282-056

Beneficiary Bank: HSBC Bank (China)
Company Limited

Bank Address: No. 1000 Lujiazui Ring Road,
Pudong, Shanghai 200120 PR. China
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Annual China Pharma Marketing Conference.
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| . IMPORTANT NOTE:
Code: 80071 Eric Please quote the name of the delegate and event
B - | title on the advice when remitting payment. Bank
charges are to be deducted from participating
organisations own accounts. Attendance will
only be permitted upon receipt of full payment.
Participants wishing to register at the door are
responsible to ensure all detalls are as published.
IBC Conferences and Events Management
(Shanghai) Co., Ltd. will not be responsible for any

Name & Title of Approving Manager / ¥ 54: f)_E 4t 4 S
Name & Title of Training Manager / £l 3 1t 4:
Main Business/Activity / 7] 3 %\ 45
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| cannot attend this event but/ BAFES MILKEN
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[ I would like to purchase 1 3rd Annual China Pharma Marketing Conference documentation USD532/CNY3,717 per set /37 S8 M Bt Al % 1
(USD532/CNY3,717)

EARLY BIRD SPECIAL RATE NORMAL RATE

Register & pay before 4 July 2008 Register & pay before 15 August 2008 Register & pay after 15 August 2008

usb RMB usb RMB usb RMB

REGISTER TODAY

Currencies

Conference + Site Tour QusD 1,795 0 CNY 12,550 QuUsD 1,895 0 CNY 13,250 QUSD 1,995 Q CNY 13,950 event re-scheduled or cancelled.
DATA PROTECTION
Conference Only QUsSD 1,395 QCNY 9,750 Q1 USD 1,495 0 CNY 10,450 QUsD 1,595 0 CNY 11,150 The personal information shown on this brochure, and

GROUP BONUS: 3rd and Subsequent delegates from the same company and billing address are entitled to 25% discount off the registration fees g‘{;ypg‘;vs‘ﬂzfe?w{{;“gﬂ;;nge;?n‘;ﬂ: ﬁféﬁ::sé,gﬂg

*All fees are inclusive of a 5.5% Sales Tax. We recommend TT/Wire transfer for payment in US$. For credit card payment, please note that the US$ equivalent may vary as  in the UK and internationally. Sometimes your details

the RMB rate will be charged. Fee includes luncheons, refreshments and complete set of documentation. It does not include the cost of accommodation and travel. may be obtained from, or made available to, external
companies for marketing purposes. If you do not wish

Cancellations received in writing 10 working days before the event will be entitled to a full refund less 10% your detas to be used for marketing purposes, please

CANCELLATIONS / SUBSTITUTION administration fee. Thereafter, cancellations are not refundable. Participants may be substituted at any time. write to our Database Manager, IBC Asia (S) Pte Ltd.

REGISTER NOW! Fax back to +86 (21) 5375 0686



