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YOUR PRESTIGIOUS
SPEAKER PANEL

FIND yOUR REASONS  
TO ATTEND

Media Partners:

Vice-Presidents, Directors, Deputy Directors and Heads of  
Competitive Intelligence/ Analysis / Information, Business 
Analysis, Business Intelligence, Strategic Analysis/ Information, 
Marketing Forecasting, Industrial Research, Knowledge 
Management, Business Development, Sales and Marketing, 
Scienti�c Affairs

WHO MUST ATTEND?

How well do you know your competitors? Can you 
anticipate their next step?

Pharmaceutical industry is the most frequent user of 
competitive intelligence. But that does not mean that it is 
also the most effective one. In order to succeed you need 
to know your competitor better than yourself.

This event will give you an opportunity to listen and 
direct your questions to the industry�s top intelligence 
experts. Use this opportunity to join us in our interactive 
work groups where you can exchange your ideas and 
experience.

 	Gain competitive advantage by getting to 
know your competitors 

 	Learn how to pro�t from using competitive 
intelligence in all your departments

 	Understand why a partnership with your 
main competitor can be a huge advantage

 	Ensure your business continuity by using 
counterintelligence

 	Network with top industry strategists during 
coffee breaks and cocktail reception

 And much more� 

Daniel Pascheles, Merck & Co., USA 
Vice President, Corporate Competitive Intelligence

JosØph H.A.M. Rodenberg RM, Rodenberg Tillman  
& Associates, Managing Partner

Neil Rogers, Managing Director, Stratagem 37 Ltd., UK 
Former Head of Business Analysis, AstraZeneca Respiratory  

Joao Saraiva, Chugai Pharma Europe Ltd., UK 
Team Leader � Business Intelligence

Steve Whitehead, CBIA (Corporate Business Insight 
& Awareness), Managing Executive

Richard Withers, Deallus Ltd, UK 
Managing Director

Alessandro Comai, Esade 
BSc. in Engineering, MBA, PhD Candidate 

Vijay Sethi, Ranbaxy 
Director, Business Solutions

  Working groups led by:

	H erbert Vorhauer, Novartis GmbH, Austria 
	 Head of Business Analysis



DAy 1, February 20th 2007

  8:30	 Registration and Coffee 

  9:00	 Welcoming note form the Jacob Fleming Group 

9:05 	O pening remarks from the chair 

	 JosØph H.A.M. Rodenberg, Rodenberg Tillman &  

	A ssociates

  9:10	    KEYNOTE pRESENTATiON   Corporate  
	 Counterintelligence � Enhancing CI and Business  
	 Continuity

�	 Growing threat against corporate secrets 

�	 Scope of the information theft problem 

�	 Case examples with a focus on the Pharma & Biotech 
industries 

�	 What must we protect 

�	 Counterintelligence and CI

Steve Whitehead, CBIA (Corporate Business 
Insight & Awareness), Managing Executive

  9:50 	E nhance your new product launch through CI

�	 Evaluate the commercial �attractiveness� of a product

�	 Deliver your product to the market at the most 
competitive position

�	 Suggest competition�s launch and positioning scenarios 
and develop a counter strategy

�	 Questions and answers

JosØph H.A.M. Rodenberg RM, Rodenberg Tillman 
& Associates, Managing Partner

10:30 	M orning Coffee and Networking

Using CI to Evaluate Possible Cooperation and 
Partnerships

11:00 	S trategic Impact of CI in Business Development

�	 Crucial assistance in identifying and conducting new 
deals

�	 Impact on strategic decisions

�	 Achieve a strong support for competitive intelligence

�	 Questions and answers

Daniel Pascheles,  Merck & Co.
Vice President, Corporate Competitive Intelligence

11:40 	M apping & Anticipating the Competitive  
	L andscape

Learn from a best selling author how to build a early 
warning system based on a strategic mapping tool.

Alessandro Comai, Esade
BSc. in Engineering, MBA, PhD Candidate

12:20	L uncheon

CHAIR OF THE SESSION: Daniel Pascheles,  Merck & Co.

14:00 	I nteractive War Games session

Led by: 

Neil Rogers, Managing Director, Stratagem 37 Ltd.  
Former Head of Business Analysis, AstraZeneca Respiratory

War games are an excellent technique and an essential 
decision making tool that can, and should, be used 
in any number of points along the company decision 
tree. 

This highly interactive session was tailor made for our 
audience in order to make good use of your CI. Use 
this chance to get into your competitors� heads and 
see what tools and techniques they use.

15:20 	A fternoon coffee and networking

15:50 	U sing CI efforts in licensing and portfolio  
	 management

�	 Develop partnerships in order to generate competitive 
advantage

�	 When is it better to enter a partnership?

�	 Learn how to assess your potential partners

�	 Questions and answers

Joao Saraiva, Chugai Pharma Europe Ltd.
Team Leader � Business Intelligence

16:30 	 CI in Generics Pharma Industry

�	 Relevance of CI in the generic market 

�	 Ranbaxy experience in global markets

�	 CI in Indian market

�	 Questions and answers

Vijay Sethi, Ranbaxy
Director, Business Solutions

17:10 	 Closing remarks from the chair

	 Speakers and delegates are cordially  

	 invited to attend a  

	 Networking Cocktail Reception

Berlin is a city that offers visitors almost inexhaustible variety 
of possible activities. Everyone associates something different 
with the city: the famed Museum Island, Charlottenburg 
Palace (Schloss Charlottenburg), parks, planetariums, trotting 
courses, a wealth of cultural events, lectures, and readings, 
or the sometimes brash alternative scene with its provocative 
tendencies. The constant lure of discovery and the awareness 
of being somehow part of a transition are integral to life in 
this city.

WHy BERLIN?

Booking line: tel: + 36 141 118 39, fax: + 36 141 118 41




