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Key Topics Covered:

° Upgrade the Practical Skills of Business Channels of Pharmaceutical Enterprises under the New Medicine Situation

° Policy and Market Environment Analysis

. The impact of the current medicine regulations and policy environment to the sales channels of medical products

. Management of medicine dealers’ distribution channels under the new medicine policy

. The Industry Background of innovation ideas of medicine dealers’ channel management under the new policy

. Proposal of Macro Level operation for the channel management of medicine reseller under the new policy

. Proposal of Micro Level operation for the channel management of medicine reseller under the new policy

. The commercial operation mode of medicine dealers and management of the sub-distributors

. Customer relationship management and maintenance of upstream and downstream clients of distributors under the
new situation

. Medicine terminal sales management and customer relationship maintenance under the new policy

. Terminal sales credit management

. Market development of The Third Terminal under the new medicine situation

. Customer relationship management of the terminal market

. Medicine business negotiation skills and the draw up the binding terms

. Q&A of the actual problems encountered during practical job

Understanding the pharmaceutical market in the healthcare system is a
straightforward guide to the pricing and reimbursement mechanisms in
Who Should Attend

China market, in particular recent reforms since 2007 and the current

proposed healthcare reform in the end of 2008. This meeting is aimed to add

to the understanding of some of the mechanisms that have been adopted in

China markets, and to identify the major topics of interest and concern to

pharmaceutical industry, health insurers and governments. The flaws in the

Be sure and register now
Call +86 28 6552 1255

system and look at government attempts and industry pressure for reform

were also detailed.
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Module I: Policy and Market Environment Analysis

Unit 1: The impact of the current medicine
regulations and policy environment to the sales
channels of medical products

e Several important medical policies, laws and
regulations in 2008 and the implementation

e Pharmaceutical industry policy and the future direction

e Possible impact of Health Care Reform policy to the
pharmaceutical marketing

e Opportunities of development for the pharmaceutical
companies provided by Health Care Reform and
proposal for marketing operation

e The current difficulties faced by pharmaceutical
marketing and plan recommendation

e Major development trends of the medicine circulation
system

e Analysis of development of great circulation and great
chain

e Pharmaceutical marketing model and future
development trends

e New requirements to medicine business manager

under the new medicine policy

Module Il: management of medicine dealers’
distribution channels under the new medicine policy

Unit 2: The Industry Background of innovation ideas
of medicine dealers’ channel management under the
new policy
e Difficulties and problems faced by the commercial
pharmaceutical companies and proposal of future
trends
e Analysis and prospect of the commercial medicine
market environment in 2008 and 2009
e Rise of Large-scale medicine logistics center in China
e Forming of monopoly of great flow of regional
oligopolies
e Performance of foreign investment in the field of
Chinese commercial medicine

e Analysis of the current pharmaceutical retail industry

Unit 3: Proposal of Macro Level operation for the
channel management of medicine reseller under the
new policy
e Market opportunities of the development of the Third
Terminal caused by New Rural Cooperative
e Medical and the Two Networks’ construction and
operational recommendations
e New trends of the Bidding Invitation On Internet and the
new requirements to the pharmaceutical companies

e Panel discussion

Martin Linking Business Consulting

Unit 4: Proposal of Micro Level operation for the
channel management of medicine reseller under
the new policy
The commercial operation mode of medicine
dealers and management of the sub-distributors
e Design, selection, integration and recombinant of the
sub-level of commercial distribution channels
e Preparation job before determining the sub-level
commercial distribution channels
e Notes to choose the sub-level commercial
distribution channels
e Fine management of distribution channels
e Mission of the channel members
e How to resist the challenger in the channels
e Hospital distribution channels are the most important
job of distribution
e Win-win approach is the basis of the cooperation
e Plan and establishment of sales promotion strategy
e A variety of commercial promotional activities of
distribution channels
e How to make the pricing strategy
e The competitive advantage to regard the channel as
the center
e Channel conflict and management: the dialectical
relationship between culture and to "get rid of fan"
e How to motivate members of your sub-channels
e Incentive policy: refund incentive policy; volume
incentive policy; year-end incentive policy; special
incentive policies
e Problem handling: price confusion problem;
promotional approach problem; selling beyond
agreed areas problem; staffing issues; quality
problem
e How to set up a strong channel support
infrastructure
e Product sales policy: refund and deduction rate
e How to do a good job in marketing support
e Brand marketing and channel marketing
e Improve the efficiency of channel and reduce the
cost of channel
e Sales and technical support: ads allowances;
promotions; presentation; brand sharing; product
knowledge; sales support of hospital and shop

e Panel discussion
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Module IlI: Customer relationship management and
maintenance of upstream and downstream clients of
distributors under the new situation

Unit 5: Medicine terminal sales management and
customer relationship maintenance under the new

policy

Basic concepts of terminal:

where is the terminal of pharmaceutical products
General idea of terminal market development

Terminal Sales Management System:

Set up the information system for clients of channel
terminal

Data collection, analysis and application of business
information of downstream clients

How to measure the effectiveness of your team work
result

How to do your work time management?

How to break down the team mission?

How to do sales forecasting?

Sales report management system

Panel discussion

Terminal sales credit management:

Credit of sales channels and management
Sub-dealers and end-customer's credit investigation
and the use of the result

The necessary approval procedures of credit limit
How to manage trade receivables

Effective of the good credit management

Impact of bad credit management

Ways of credit control

Danger signals of beyond the credit

Deal with the problematic trade receivables
Training of money recovery skills

Terminal sales shipments and inventory management

Market development of The Third Terminal under
the new medicine situation:

How to do a good job in The Third Terminal market
development

Product line planning: decides your profits
Organizational structure: establish corresponding
terminal sector

The management of maintenance of The Third
Terminal

The Third Terminal mode of transmission of the
operating information

How to plan the basic costs for the development of the

New Rural Cooperative Medical market?

Customer

Martin Linking Business Consulting

The eight major future development trends of the
New Rural Cooperative Medical market and how to
deal with that by pharmaceutical companies

Urban communities’ pharmaceutical market analysis
The impact of the urban communities
pharmaceutical market by the new policy
Product line planning and commercial channel
selection techniques of the urban community
pharmaceutical market

Develop strategies, development methodology and
development principles of the urban community
pharmaceutical market
Promotion methods for the urban community
medicine marketing

relationship management of the

terminal market:

Module

Strategic significance to strengthen cooperation with

downstream customers and the customer
relationship management

How to do a good job to maintenance the
relationship with the downstream customers under
the new situation (analysis of high-level public
relations skills)

Case study: differentiation Service

How to strengthen relationship and communication
with the dealers and the downstream end customer
by pharmaceutical companies under the new
situation

How to deal with the relationship with dealers by the
manufacturers

How to cooperate with the dealer to deal with the
future Bidding Invitation On Internet and community
bidding by the pharmaceutical enterprises

How to set up deeper level of friendship and trust
with downstream customers

The important role of brand and reputation in
medicine circulation. How to operate brand building?

Panel discussion

IV: Basic business negotiation skills

upgrading for the business manager

Unit 6: Medicine business negotiation skills and the
draw up the binding terms

Cognition of the negotiation process:

1. Preparation for business negotiations

2. How to set up negotiation strategy with the opponent

3. The negotiation process and details treatment

4. How to reach an agreement
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Quotation principle

e How to make concessions

e How to effectively defuse slashing prices by the
opponents

e Analysis of Buyer's commonly used tricks

e What's other bargaining chip to negotiate?

e The taboos need to pay attention to with the opponent
when negotiate a cooperation

e How to formulate the binding terms

Unit 7: Q&A of the actual problems encountered during
practical job

Trainer introduction:

Feng Yue, is EMBA of Peking University. As the first group of
academic marketing staffs, he began his career as a
professional medical representatives in multinational
corporations from 1990 .He works as medical representatives,
regional manager, great regional manager, training manager,
general manager of marketing in several well-known
multinational pharmaceutical companies of Japan, Germany,
and Hong Kong; and are still engaged in national distributor
management business of a number of medical products. He
has 12 years of pharmaceutical marketing management and 6
years of the professional marketing training experience. He
successfully planned, operated a number of prescription drugs
and non-prescription drugs; is skillful in marketing planning,
team building and team management. He has provided training
for the pharmaceutical industry for more than 200 times. He
owns Cambridge International Professional Trainer

Certification.

Lecturer Style:

His style is vivid and he has good language expression ability
and training skills. He has a sense of humor and outstanding
personal charisma. His training style is lively and strong affinity.
He has a wealth of pharmaceutical sales training experience
and front-line sales and team management experience. He
prepares cases for customers’ products and training needs and

combines the training and consulting.

Martin Linking Business Consulting

Yue Feng

has provided consulting services to:
Wyeth China

Hainan Jond Pharmaceutical Co., Ltd.

STAR Pharmaceutical Limited

Guizhou Xinbang Pharmaceutical Co., Ltd

LG Life Science (China) Co., Ltd.

Gleneagles CRC

Beijing Saike Pharmaceutical Co., Ltd.
SHANGHAI LEY'S PHARMACEUTICAL CO., LTD.
Guizhou Yibai Pharmaceutical Co., Ltd.
Wuhan Grand Pharmaceutical Group Co., Ltd.
TAKEDA PHARMACEUTICALS GROUP
Shijiazhuang No.4 Pharmaceutical Co., Ltd.
Sino-Swed Pharmaceutical Corp. Ltd. (SSPC)
Seiko Eiyo Yakuhin Co Ltd.

Johnson & Johnson Medical (China) Ltd.
Beijing Montagne Medical Device Co., LTD.
Beijing Baron Medical Equipment Co., Ltd.
InTec Products, Inc.(Xiamen)

Shandong Dong-e E-Jiao Group

Course Format:

e Through a combination of breakout sessions, group
and individual work, interactive roundtable
discussions and role-plays, delegates will
understand the total role of Commercial
Management. This includes using their judgement
and experience to forecast future business
opportunities and plan operations while liaising with,
and relying on, many other departments within the
organization.

e Trainer will use practical examples and case studies
to reinforce and expand the scope to cover
applicable concepts for commercial management.

Pre-Course Questionnaire

In order to tailor this course precisely to your needs, the
course leaders would value information on your knowledge,
experience and requirements.
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Special Meeting-upgrade the Practical Skills of Business Channels of

Pharmaceutical Enterprises under The New Medicine Situation

Sales Contract
Please complete this form immediately and fax back to

Whitney Shen

Fax No: +86 28 6552 1233

Fee Per Delegate

D Two Day Training Fee RMB 6995 per person

Premier Plus - Bring 3 or more delegates to this event and
benefit from a 15% SAVINGS off the regular price

All the registered delegates are entitled for a set of documentation
free of charge

l:l DOCUMENTATION RMB 2500

If you are unable to attend the conference/training but wish to
receive copies of the conference/training documentation, please
complete the sales contract, tick this box and return the contract
with payment details.

Full Payment is required within 5 working days

Name:

Position:

Email:

Name:

Position:

Email:

Name:

Position:

Email:

Organisation:
Address:

Town: State: Postcode:
Tel:

Nature of Business:

Fax:

Company Size:

[ ]1-99 [ ]100-249

[ ]500-999 [ ]1000+

[ ]250-499

Authorization

(Signatory must be authorized to sign on behalf of contracting
organization.)

Name:

Position:

Signature: Date:

This booking is invalid without a signature.

Martin Linking

— B o
Sudinedd ({/Jcﬁwcﬁ.f‘am
g 4

SH 09016-Sales Contract-Please Complete in Capital Letters and Black Ink

Register Now

Contact: Sales Department

Tel:+86 28 6552 1255

Fax:+86 28 6552 1233

Email: whitney.shen@matrtinlinking.net

Business Opportunities

An exhibition space is available at the conference.
Sponsorship opportunities covering lunch, evening
receptions and advertising in documentation packs
are also available. Please contact Ms. Whitney Shen
at +86 28 6552 1255.

Payment Method

Our payment terms are 5 working days on receipt of
invoice and full payments can be made by bank
transfer.

JFF4a: R ST T 4RI 55 AT FR A ]
JEPAT: TR AR AT R T B R e A AT

K 5 1 4402928009022523952

CONFIRMATION DETAILS: After receiving payment, a receipt will be issued.
If you do not receive a letter outlining the conference details two weeks prior
to the event, please contact the Conference Coordinator at Martin Linking.

Terms & Conditions:

1. Fees are inclusive of program materials and refreshments.

2. Payment Terms - Following completion and return of the registration
form, full payment is required within five (5) working days upon the
issuance of invoice. Payment must be received prior to the conference/
training date. A receipt will be issued on payment. Due to limited
conference/training seats, we advise early registration to avoid
disappointment. We reserve the right to refuse admission if payment is
not received on time.

3. Client’s Cancellation/substitution - Provided the total fee has been paid,
client’'s cancellation must be received in writing by MAIL or FAX four (4)
weeks prior to the event in order to obtain an 85% credit to attend for any
future Martin Linking Events. Under such circumstances, Martin Linking
will retain the other 15% service fee to cover expenses for prior cost that
has already been incurred upon the acceptance of registration.All
bookings carry a 50% cancellation liability immediately after a signed
sales contract has been received by Martin Linking.

4. If, for any unexpected circumstances or reasons that Martin Linking
decides to postpone this event, the client hereby indemnifies and holds
Martin Linking harmless from any cost incurred in by the client. The
event fee will not be refunded, but can be credited to future Martin
Linking’ s events. Martin Linking reserves the right to change the
content without notice.

5. Copyright etc. - All Intellectual Property rights in all materials produced
or distributed BY Martin Linking in connection with this event is expressly
reserved and any unauthorized duplication,publication or distribution is
strictly prohibited.

6. Important note: In the event that Martin Linking permanently cancels
the event for any reason whatsoever, (Including, but not limited to any
force majeure occurrence) and provided that the event is not postponed to
a later date nor is merged with another event, the client shall receive a
refund for the amount that the Client has paid to such permanently
cancelled event.

Martin Linking Business Consulting Company Limited



	SpecialMeeting-Upgrade Pharmaceutical Business Channels under The New Medicine Situation.pdf
	CoverPage.pdf
	Page1_en
	Page2_en
	Page3_en
	Page1_cn
	Page2_cn

	RegistrationForm-Whitney

