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© PharmaFT

Defining a cross-functional team purpose and
developing knowledge, skills and capabilities

Differentiating your organisation, generating access
and delivering sustainable commercial outcomes

EXxperts in consulting, developing and deploying
elLearning that enhances knowledge, skills and
capabilities

Revolutionising healthcare consultancy and
transforming business performance.
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) Digital Learning Excellence
</ by PharmaFT

We help clients develop and deploy digital learning across:

* Arange of eLearning solutions that include personalised avatars, multi-lingual and Al
translations and experiential learning assets.

+  Our team includes instructional designers, qualified medics, experienced Medical Affairs
professionals and ABPI approvers.

Consultancy, creation, and deployment of eLearning for:

* Disease area elearning and digital learning.

* Clinical trial data and competitive landscape learning.

*  Product and competitor eLearning and digital learning.

» Selling skills eLearning and digital learning.

« KAM elearning and digital learning.

* Marketing eLearning inc. promotional e-newsletters, customer and patient learning

We’ve not found a topic we can’t create engaging and valuable learning for

Our team and experience

Having additional experience and expertise
when partnering with an agency, is essential.
At PharmaFT our team includes Global
Medical Directors, Global Market Access
Directors, Global Scientific Operations
Directors, Medics and ABPI approvers, all of
which provide a unique and practical
approach to Learning and Development.

O : Creating Engaging Digital Learning Assets that
Develop Knowledge, Skills and Capabilities.
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Medical Excellence
by PharmaFT

D

We help clients across:

* Medical affairs strategy and planning

» Publications planning and delivery

» Scientific platform development and core statements
« Gap analysis and evidence planning

* Medical education (promotional and non-promotional)
« Congress planning and engagement

* MSL strategy, training, effectiveness and content

*  Medical and HEOR writing — now including ABPI approvers!
+ Data strategy, insights and analytics

+ KOL mapping, identification and development

* Real World Evidence planning and generation

Our team and experience

Having additional experience and expertise
when partnering with an agency, is essential.
At PharmaFT our team includes Global
Medical Directors, Global Market Access
Directors, Global Scientific Operations
Directors, all of which provide a unique and
practical approach to Medical Excellence.

Connecting Medical, Launch and Commercial
Excellence
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Commercial Excellence
by PharmaFT

D

We help clients across:

* Process and strategy development of sales methodology (Transactional and value-based)

+ Key Account Management (Principles, application and embedding)

+  Cross-functional team working (inc. knowledge, skills and capability building)

* Understanding the healthcare system and the patient experience

» Developing clinical training materials (TA and product/competition) for a medical and
commercial audience

* Developing blended learning training curriculums and learning pathways (clinical, product
and skill/capability building)

+ Sales leadership development

Our team and experience

Having additional experience and expertise
when partnering with an agency is essential.
At PharmaFT our team includes Global
Commercial Directors, Global Medical
Directors, Global Market Access Directors,
Global Scientific Operations Directors,
experienced Healthcare sales trainers and
consultants together with a full Al and digital
learning team.

Connecting Medical, Launch and Commercial
Excellence
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Launch Excellence
by PharmaFT

D

We help clients across:

* Global, regional and local consultation of launch training strategy, processes/digital
learning and capability building

+  Consult, develop and implement commercial and medical capability building strategy

« Enabling region and local markets including localised consultation and implementation
strategy

+ Development of therapy area, account working and product training assets — blended
learning approach that includes Al

«  Strategic account management to account working expertise than enables cross-
functional team alignment that drives sustainable commercial outcomes

* Leadership engagement, development and coaching

*  Measuring success

Our team and experience

Having additional experience and expertise
when partnering with an agency is essential.
At PharmaFT our team includes Global
Commercial Directors, Global Medical
Directors, Global Market Access Directors,
Global Scientific Operations Directors,
experienced Healthcare sales trainers and
consultants together with a full Al and digital
learning team.
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Connecting Medical, Launch and Commercial
Excellence
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Event Excellence
by PharmaFT

D

We help clients with:

* Full event management for training, meetings, launches and conferences - five delegates
to many thousands

« Staging, lighting and production using the latest technology and cutting edge equipment

* Event and product branding — strategy, design and marketing

+ Content design and support — graphic design, slide production, video and sound

+ Bespoke entertainment using world class speakers and artists from around the globe

+ Gala dinner and prestige evening events — theming, entertainment and full production

+ Tailored communication packages to drive excitement and engagement pre and post
event

* Branded support literature, gifting and recognition

Our team and experience

Having additional experience and expertise
when partnering with an agency is essential.
At PharmaFT our team includes Global
Commercial Directors, Event Directors,
Global Marketing Directors, Creative
Directors and experienced Healthcare sales
trainers and consultants together with a full
Al and digital learning team.

o o o Injecting passion, life and longevity into product
& & & |aunches
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' PharmaFT - Overview

Core business services include (but not restricted to):

Learning and development consultancy - Pharmaceuticals, Medtech, Bio-Similar and
Generic

Medical, launch and Commercial Excellence - Medical strategy, planning, development
and enablement

Multi-lingual L&D partners — scalable and native language team with translation
services

Technology-Based Learning Solutions - eLearning expertise, Artificial Intelligence and
blended-learning (taking any topic and making it engaging)

Sales Training - Leadership engagement, core knowledge, skills and capabilities
development. Virtual and face to face delivery experts

Global experts in Account Management - Strategy, planning, development, enablement
and embedding

Payer and Market Access Development - Strategy, processes, engagement and
capability development

Therapy Area Training - eLearning and blended learning development, clinical
referencing, approval and deployment

Product Training - eLearning and blended learning development (inc. competitive
analysis), clinical referencing, approval and deployment

Conferencing - established conference partners. From concept design, professional
production through to event management.

Revolutionising healthcare consultancy
and transforming business performance.
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PharmaFT — Core Business Services

Revolutionising healthcare consultancy and transforming business performance
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Why PharmaFT?
Core Business Services

T

Core business services include (but not restricted to):

Learning and development consultancy - Pharmaceuticals, Medtech,
Bio-Similar and Generics
Over 30 years worth of experience in Healthcare L&D. We understand because we've

been there! All the PharmaFT team are experienced Healthcare global leaders and
successful L&D professionals.

Medical, launch and Commercial Excellence - Medical strategy, planning,
development and enablement

Experience in over 40 Global markets. Trusted partners with Global Healthcare
businesses throughout the whole spectrum of selling products

Multi-lingual L&D partners — scalable and native language team with
translation services

J

We understand the importance of making that local connection. This promotes local by-in
and tailoring. Full translation services or Al base-line (including images) translation
processes dependent on project needs.

Revolutionising healthcare consultancy
and transforming business performance.



Why PharmaFT?
Core Business Services
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Core business services include (but not restricted to):

Technology-Based Learning Solutions - eLearning expertise, Artificial
Intelligence and blended-learning (taking any topic and making it engaging)

Professional and cutting-edge eLearning specialists that cover all topics. We can either
supply the subject matter experts or you can! A true collaboration. We are vastly
experienced in taking source language materials and eLearning, translating and
reprogramming to meet the needs of a regional or global business.

Sales Training - Leadership engagement, core knowledge, skills and
capabilities development. Virtual and face to face delivery experts

Expert therapy area, product training and skills consultancy with experience in delivering
sales training solutions in over 40 global markets. We are trusted partners numerous blue-
chip, global multi-billion $ organisations. Trusting PharmaFT with pre, launch and post
product learning.

Global experts in Account Management - Strategy, planning, development,
enablement and embedding

Having developed global account management processes for clients such as GSK,
Novartis, AstraZeneca and Roche, PharmaFT take the principles of selling and apply this
to a therapy area and product and spend time with the leadership to embed and with the
cross-functional team, to really make that difference.

Revolutionising healthcare consultancy
and transforming business performance.
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Why PharmaFT?
Core Business Services
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Core business services include (but not restricted to):

Payer and Market Access Development - Strategy, processes,
engagement and capability development

Having developed the Strategic Pricing eLearning and App for a global client, we have
extensive expertise in payer engagement, negotiation and tender management. We even
have a ‘payer’ on the PharmaFT panel. We've also recently assisted AstraZeneca with
multi-indication pricing and have developed a global market access strategy for bringing
new products to market.

Therapy Area and Product Training - eLearning and blended learning
development, clinical referencing, approval and deployment

Not only are we experience therapy area and product trainers, we are also a group of
highly qualified medics that can ensure accuracy and focus within your product and
therapy area training. From trials to clinical governance. We have a global head of
medical affairs within the PharmaFT team.

Conferencing - established conference partners. From concept design,
professional production through to event management

We are committed partners to a handful of our clients, as event management specialists,
bringing sales conferences, training sessions and larger launch conferences to life. With a
partnership programme with some of the leading agencies within conference and event
management.

Revolutionising healthcare consultancy
and transforming business performance.
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PharmaFT — case Studies and Example

Revolutionising healthcare consultancy and transforming business performance



(}T Nephrology Launch 2022-2023

Overview

To engage in a competitive tendering We ensured the internal commercial training

process and RfP response for a multi- teams across EMEA were equipped with the

national block-buster product within right learning and mindset to deploy the

Nephrology. To consult and propose learning with consistency.

layered, engaging and dynamic learning

pathways for medical and commercial We ensured a positive learning experience for

launch teams. all through constant engagement and the
development of new approaches to

This included deep-diving into medical and knowledge, skill and capability building.

therapy area learning, clinical trials,

referencing, selling (KAM), product learning

and the competitive landscape.

We were required to engage, motivate and
enable all levels of regional and global
leadership and ensure that processes and
learning were embedded and sustained

through effective coaching.
Head of Global Launch

Excellence

Our Approach and Actions Outcome

. Delivery of a timely, professional and engagin
'q P. Leadership and country engagement plans @ bIende?j/-Iearning é/oIEtion 9aging
er-.LJ developed and deployed. ’

Solution identified, agreed, developed and 7 Additional value in PharmaFT becoming a

[ [ 3
l:ET?.I.J created — 17 x eLearning modules covering @ repository of knowledge around the disease area,
therapy area and selling. KAM, the product and landscape.

Training solutions created that align with PharmaFT were seen to drive quality of L&D as

[} [

I:ET?'.I.J each of the core topics —all materials @ delegates were encouraged and developed in
created (with scientific accuracy) and \\~/ internal consultation and alignment with product
briefed in to each country. strategy.

o o Comprehensive train the trainer program

|E ?.LJ created and delivered to senior country q

T leaderships and delivery team plus CO"CI usion
coaching.

Analysis of clinical data and development of PITETIERY St S XesEeEe dl SHosc o

°q P‘ accurate and engaging training (blended and deadlines, which included clinical sign-off
I:I.'T'.I.] learning) including competitive landscape and the delivery of a train the trainer process.
and core selling skills. This ensured all launch countries were able to

plan effectively and scale their approach to

e o Leaming clinics and localisation and . ,
I:ET?'.I.J translation of all materials including meet client global goals on KPI's for pre-
reprogramming and tailoring. launch.
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Overview

Our client had identified that it required a
more formulaic and process driven way of
engaging their most important customers.
KAM within the healthcare arena is widely
accepted but with little alignment on what it
is, or the value it can provide patients,
customers and our business.

Program

We were engaged to review current

processes, to embark on an internal
alignment piece of what KAM is and what it
is not. We were asked to engage the top 10
global markets and to understand how a
KAM approach may help them drive
commercial outcomes and differentiation in
the marketplace.

Once we had engaged all key markets,

Our Approach and Actions

e Engage Global Centre of Excellence

IETP_]_] leadership and bring KAM onto the agenda.

Work closely with the US CoE to create a
KAM framework that would differentiate
client if implemented with conviction.

[} [
&1
Create individual learning pathways

2. 2 dependent on the country and the client
I;E P-_l] healthcare system and account
archetyping.

Develop a blended learning approach that

|;q P_:] included elLearning (inc. bitesize), virtual
1Lr and classroom learning.

Develop and deploy an implementation

[ [ d
I:I.q_.l._?.l.J process that is easy to follow for each
country and easy to measure.

. o Work with key franchises to tailor and

'ET?J.J embed learning within regional and local
leadership including measuring the ‘right
things’.

Global Account Management

we presented a number of universal truths
that related to every market. This included
that there is an infinite demand for healthcare
and a finite resource to deliver it.

We proposed an account working framework
that allowed cross-functional teams,
regardless of the therapy area or product, to
understand their most important customers
better than the competition and how to
identify strategic opportunities, especially
around the patient experience.

The program we designed, delivered and
scaled, was a blended learning approach that
heavily involved sales leadership and carried
with it clear ways to measure outputs from
lead and lag KPIs to key account opportunity
management.

Outcome

AR Company aligned value-creation processes that
@ aligns with global best practices within the
healthcare sector.

A Bespoke learning paths for multi-disciplinary
@ account teams regardless of market and type of
key account.

Process and progress adopted by launch
@ marketing and program tailored with additional

\\+~/ mapping and developing value within a patient
experience.
Conclusion

PharmaFT created Account Working Excellence
for the clients Global business. This process was
rolled-out to major markets and localisation
ensured that there was a learning continuum
and met and drove the commercial needs of the
business.



®) Global Payer Excellence
Z

Framework

Overview

Market access (payer excellence) is vital for
all healthcare sales organisations as this
allows the business to successfully
introduce their innovations into healthcare
systems, reach patients in need, gain
reimbursement for their products, and
achieve commercial success. It plays a
pivotal role in driving innovation, improving
patient outcomes and advancing the overall
healthcare industry.

In large organisations with a global footprint,
there are always several methodologies and
processes that differ in their approach. The
potential impact being a misalignment of
best practices or effective ways of driving
consistent outcomes.

Our Approach and Actions

O e ENgage senior stakeholders and create a
&1

global project steering committee —
PharmaFT to chair.

° e Work closely with the project team to

I:ET?.LJ identify best practice from over 300 assets
and processes identified.

Create a blueprint for Market Access from

Payer Needs Analysis through to the

localisation of Value Propositions.

)

. e COmmunicate and gain global buy-in to
I:ETP'.I.J framework and deployment methodologies.

Develop an interactive Market Access
Academy for localisation within Degreed.

brd

. o Launch the Market Access Academy on

IE ?.LJ the global stage alongside senior client
T leadership and continue to grow the

knowledge and capability bank.

It was recognised within senior management
that a uniformed approach, that can be tailored
to local market needs, was required.

PharmaFT were asked to gather and analyse
current systems, processes and assets within
Global Market Access and to gain a consensus
on the entire process from 5 years pre-launch
to 2-5 years post-launch.

Upon completion of the analysis and an intense
period of collaboration with the senior Market
Access leadership, PharmaFT created an entire
Market Access Academy with interaction
learning, processes, workshops,
communications and tools.

We continue to work on the Academy especially
around Multi-indication Pricing.

Outcome

Aligned and centralised approach to pre-launch, at
743\ :

launch and post-launch cross-functional team
\{/ o

activities.

A Launched the global Market Access Academy
@ within Degreed with interactive learning, practical
workshops, tools and processes.

R\ The project continues to deliver an aligned
@ approach to Market Access that impacts all client
products and services across the globe.

Conclusion

This was an interesting yet challenging project
with collaboration at the very heart of delivering a
great outcome. Senior leaders and marketeers
were heavily invested in this process. The
alignment of all methodologies continues to allow
client to generate payer value and differentiate
their products and services.



o) Leading MedTech Client

Selection of Completed Project

Consultative Selling Programme

To collaborate, design, develop and deploy a unified approach to consultative selling with a view to
H - upskills all customer-facing employees within CVG and beyond. We developed a comprehensive
I;ET?_L] process, alongside the project team, and deployed an interactive eLearning that has subsequently

been embraced across the organisation. The program has also been tailored within Australia.

Artificial Intelligence (Al)
We are currently working on an analysis and review of how artificial intelligence (Al) is used within
H - Learning and Development. The project is assessing the translation capabilities, accuracy and value
I;ET?_L] of Al assisted translations of existing courses, PPTXs and images. The analysis is geared towards the
client leveraging international assets and best practices within minutes ensuring that great work is
shared throughout the business at minimum cost and without the time constraints and excessive
costs of 3 party translations.

CVG/Selling Skills and FLSM Coaching — Blended Learning Pathway (inc. virtual workshops)
This project involved assessing current ways of working, reviewing existing materials and working in
H - collaboration with client to identify a blended learning pathway that will develop the knowledge, skills
I;ET?_L] and capability of the sales teams. Our approach was to develop knowledge-based elL.earning and then
to create interactive, instructor-led workshops focusing on skills and capabilities. We deployed the
workshops across a wide EMEA audience in English, French, Spanish, German, Italian and Russian.
This included a tailored learning and developmental pathway for first-line sales managers.

Strategic Pricing

With two elements to this project, firstly PharmaFT were asked to develop a comprehensive eLearning
H - in collaboration with the Director of Global Pricing Strategy and the associated team. This covered all
I;ET?_L] aspects of pricing from a strategic perspective but aimed at a sales team audience. The second

workstream within this project was to develop an interactive ‘Strategic Pricing App’ that assists in the

learning and development (and mindset) of accurate pricing and negotiations.

Remote Selling eLearning

PharmaFT were engaged in developing a wide range of interactive eLearning assets around the time of
H - COVID-19. Throughout Healthcare, there was an urgent need to develop remote selling guidance that
l;ETa_] included knowledge of the remote sell, the skills the sales teams needed to develop and how these

skills can be worked on to improve the capabilities as a whole.
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PFT

PharmaFT Limited

Email: contact@ pharmaft.com

Managing Director: steve @ pharmaft.com

Commercial Director: jo@pharmaft.com
Telephone: +44 0330 9120050

Registered Office:
20-22 Wenlock Road, London. N1 7GU
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