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CHINA PHARMACEUTICAL
DISTRIBUTOR CHANNEL
STRATEGY & MANAGEMENT
CONFERENCE
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“I have been to many conferences. This is the first one that
presents channel concepts, approaches and best practices
specific for the pharmaceutical industry.”
—Attendee of the March 2009 Pharma
Distribution/Channel Strategy Forum
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Aug 26 - 28,2009 Shanghai
8H26-28H, 2009 Li&F

Aug 31 - Sept 2, 2009 Beijing
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Distributors are critical to the successful execution of
growth strategies for pharmaceutical firms in China. They
will be playing important roles in gaining accesses to new
markets such as lower tier cities and community hospitals
that will be critical to future business successes.

Come to the conference to hear about

» global pharmaceutical industry channel evolution,
trends and lessons

» fresh perspectives from different industries to help re-
think your channel strategy

» best practices in building a commercial team capable
of creating and managing a partnership-based distri-
bution channel
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Target audience E& X &

GMs / Presidents, VPs, Sales Directors, Commercial Direc-
tors, Commercial / Distributor / KA Managers, Sales Opera-
tions Managers, Bidding Manager, etc.
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£ PHARMA CHINA




About the Conference J¢ T A Vi) 2>

China Pharmaceutical Distributor Channel Strategy and Management Conference is a three-day
event for professionals who design and manage distributor channel strategies for the pharmaceutical
industry. The Conference is a great opportunity to:

Discuss timely topics that are impacting distributor channel strategies

Learn from channel experts detailed best practices about channel management
Examine new ideas for addressing some of the very difficult channel issues in China
Network with selected channel partners and peers in the industry
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Conference Schedule 21 H F& 244

08:30 Registration / Morning Tea L% 1 B
09:00 Welcome Address / Conference Overview KRIABER] | SR
09:15 Perspectives on Distributor Channel Strategy KT o5 I SRR W
e Impact on driving business success o NI MY R [ 5 i
¢ Global pharmaceutical channel trends and o AEREI LY I 1A BN 4 U
lessons
10:45 Break / Networking = W h
11:15 Panel Discussion: Distributor Channel BB HARAT IR 238 R SR
Strategies from Other Industries o SCI R A MBI T
o gdr:/c;vna:g\éi strategies for achieving competitive | | 0 7 7 AT 7 R 3 42 2 7 1 S 4
e Examples of supplier leadership and channel
power
12:15 Lunch fass -
13:15 Art and Science of Creating a Pharmaceutical | #2250 E 425\ 1238 S R S22 R
Channel Strategy in China o R MR ZAY T K £ £
e Channel structure and distributor roles o ORIk FEE BT 2 T A ]
e Role of partnership in driving performance h
14:45 Break / Networking KRB | TR
15:15 Panel Discussion: China Pharmaceutical BER: P EESITISE R GRS
Distributor Opportunities and Challenges Sk
e Market changes and supplier expectation o THIHASAY AL N 7 1 ) 28
16:15 Break / Networking HE I 3
16:45 Critical Channel Management Capabilities for PAT GRS BT B e B ig S HAE
Executing Strategies o TSGR R
e Commercial manager role definition and o UIARTHL SRR S B bR U )
support (¥ 1t
e Channel compensation design for performance
and profits
18:00 Closing Comments ZETR B




08:30 Registration / Morning Tea L% 1 B
09:00 Welcome Address / Conference Overview KR ELIE] | 2SR
09:15 Foundations of High-Performing Channel A S
Management o BT MY BE B 144
 Case studies of leading suppliers with channel | | T B R £ B 4
power . ) -
e Requirements for excellence in China
10:45 Break / Networking HE I 3
11:15 Distributor Business Models LTS R
e Key financial metrics, business practices and o TCHEWFSSIERE, FNLAT M ANLRSH N
motivations _ o LRIRTRTEH X R I K LI R
e Supplier strategies for partnerships and
influence
12:15 Lunch eSS
13:15 Territory Management for Commercial T ML 2R B ) X 4
Managers o XIRAVLH S BT AN 22 B VE A
e Territory performance analysis and gap SRS G I TR
assessment o AN S AR
e Distributor segmentation and growth planning
15:15 Break / Networking KRB | T
15:45 Distributor Performance Management for &L LEmILEEHE

Commercial Managers o AN RIS LB R L TR
e Battling for share of mind from a low share 1R IR e i
iti i . L S S Y A
postion - o SERIVFRL SIS bR BE R Ao
e Joint planning, KPI programs and
communication strategies

17:15 Summary Comments BEERHE
Day 3 ‘
08:30 Networking / Morning Tea Thes | B
09:00 Welcome / Conference Overview KRB | 2PN
09:15 Building a High-Performing Commercial Team | 77 &% B 75 b [ BA
e Commercial representative job description, o THAETAERGA, HBRIXRBELT
deployment and territory design o VZERIEIN

e Performance management and incentive
compensation practices

10:45 Break / Networking HRE I T
11:15 Potential Solution for China’'s Key Distributor M A B I Jhl B R BT RE R TR
Channel Issues o KRILVHERSE PSS
e Managing destructive channel conflict o UEEHRTHALLIE T i 7y 2
e Alternative distributor compensation models
12:15 Lunch fast
13:15 Potential Solutions for China's Key Distributor | N3} H0 B 3= B4 85 2618 W] B 0] fEfR e 5 &=
Channel Issues o UIAIKNE(CPFR) Rtk Tm
¢ CPFR and demand chain management o PRSI
e Price influence and maintenance
14:15 Building a High-Performing Distributor TR EAREEM RS EE
Channel in China o S R I B I A T R

e Sources of competitive advantage through
channel excellence

15:00 Conference Close HEEE0A




Attendees from 2009 Distribution Channel Seminars and Forums Organized or Co-
organized by ZS:

The 2009 Distribution Channel Seminars and Forums included participants from the following companies:

AstraZeneca China Novartis

Baxter International Inc. Novo Nordisk

Bayer HealthCare Pfizer

Boeringher Ingelheim Roche

Chiesi Group Sanofi-Aventis

Eisai China Inc. Shandong Luye Pharmaceutical
Elli Lilly Solvay

GE Healthcare TOSHIBA Medical China

GSK UCB Group

Johnson & Johnson Medical (China) Ltd. Zuellig Pharma China

MSD Hangzhou

Additional Program Information

For more information, please contact the program coordinator, Wenny Gu, at +86-21-2322-8200 or email
Wenny.Gu@zsassociates.com.
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Please return this reqgistration form to ZS Associates:

By email: Wenny.Gu@zsassociates.com
By fax: +86-21-2322-8201

Your registration will be confirmed via email.

China Pharmaceutical Distributor Channel Strategy and Management Conference
Registration Form i 4%

Date and Location: August 26-28, 2009 Shanghai; August 31-Sept 2, 2009 Beijing

Registration Fee*; Day 1 only: ¥ 8,000 per person
Day 2 & Day 3: ¥ 12,000 per person
Three-day Package: ¥ 15,000 per person
(5% discount if you register by Aug 7, 2009; 10% group discount will apply if three or
more people from the same company register at the same time; 10% research
support discount will apply if your company assisted us in the research.)

*The registration fee includes conference materials, meals and refreshment.

Cancellation Policy: Return of this form by email or fax is considered to be registered officially and liable to the following cancellation
policy: Cancellations made less than 2 weeks prior to the original schedule will be subject to a cancellation fee of 25% registration fee
prior to discount. Confirmed registrants who do not attend the conference, or who cancel less than 2 weeks prior to the original schedule
or later, will not be refunded any portion of the registration fee and only replacements or program transfer will apply. All cancellations must
be made in writing, and sent via fax to +86-21-2322-8201. We will confirm the course opening two weeks in advance of the original
schedule and reserve the right to cancel or postpone anytime should there be insufficient participants.

Attendee Confirmation &l ffiiA

[ves, we plan to attend the conference &#, RATHRIZ b1 B HIZ5AT Al 4085 15 18 S 54 BR T &

Please select the package and indicate the number of people from your company who will be
attending HEFEB AR SMPISVINE . TR EXAH

August 26-28, 2009 Shanghai August 31-Sept 2, 2009 Beijing
Package # of attendees Package # of attendees
[] pay 1 only [] pay 1 only

] Day 2 & Day 3 ] Day 2 & Day 3

] Three-day Package ] Three-day Package

] No, we won't be able to attend, but please keep me informed of future programs
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Participant Information 5415 B

Company
AF LR
Address
23w Huhk
Contact Person
IS IN
Phone

BERHIE
Fax f8E

Email

Participants
5& NG

Name &4z Title B4, Phone HiF Email

10

Authorized signature &3 Date H#i:

S yEiE)

Payment & Invoicing 1+ 2RI & 5

Please fax us the bank transfer form as our reference. Thanks!
TR AT UL L BATT . R g !

Bank Information 17 &.:
FFR4T: PEIHRSITAEMTEMNT
S 10011 9940 9016 2473 75

W/ BUEMPEEEE EEARAT

If you need the official receipt to be sent via courier, please type or print the official title of the
company, mailing address, addressee in Chinese. IR FE R EYBLH, HHEHE.:
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