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obody cares how much you know, 
until they know how much you care.” 
This quote sums up Sharon Callahan’s 

leadership style to perfection. She sincerely 
believes in leading with love. “Love creates 
an environment for everyone to thrive, and 
when people thrive, the business thrives too,” 
Sharon says. “When you love the people who 
you work with, there is space for them to be 
imperfectly human, which is actually perfect.”

She learned this lesson from her son Henry, 
who when he was 9 years old said to her: “stop 
talking to me like I’m one of your employees.”

“This is when I realized that being a de-
cisive, focused leader who gets things done 
didn’t work so well at home and certainly 
didn’t make him feel loved,” Sharon says. “It 
made me think that, maybe my way of being 
at work didn’t make people feel cared about 
either. In that one sentence, Henry reminded 
me to express love in every part of my life be-
cause leadership isn’t a thing that you do, or a 

She took the reigns with a vision of what 
could be. “We focused our energy on connect-
ing with each other as a leadership team in a 
more real and genuine way, and as we broke 
some rules and had some fun, we started trust-
ing each other,” she says. “That trust allowed 
us to stop looking at what we had and start 
looking at what was possible. When you live 
in possibility, you can create anything because 
infinite choices become available to you. We 
didn’t spend any more time figuring out 
which company had the better thing — we 
challenged ourselves to make a new company 
that was not only bigger and better, but 
smarter, more compassionate, and more imag-
inative than any company we had known.”

Colleagues are inspired by Sharon’s authen-
ticity, her accessibility, and her willingness to 
be a sounding board and mentor — formally 
and informally. No matter how busy she is, she 
always sets aside time each week for one very 
important task: mentoring. “Sitting down 
for a coffee with a young person to hear what 
they’re up to and to offer them the benefit 
of my experience is one of the most valuable 
uses of my time,” Sharon says. “My goal is to 
leave this industry better than I found it. And 
I hope to accomplish this by mentoring and 
nurturing diverse talent so that they can have 
the dream career that I’ve enjoyed.”

Sharon defines success through the value 
she brings to others. “My friend, coach, and 
mentor Ellen Fields, always reminds me that 
when you bring your whole self to work 
every day, that gives everyone you work with 
permission to do the same,” she says. “This 
requires vulnerability, which often makes us 
uncomfortable. And that allowing yourself to 
be truly seen leaves people touched, moved, 
and inspired — and we’re all better for it.” 

philosophy, it’s who you are. It’s a lot of little 
things, like treating people with generosity 
and respect, having integrity, and telling the 
truth — even if it means having difficult con-
versations. Because that’s what relationships 
are. Relationships are everything, in your life, 
and in your career.”

Sharon’s efforts to create a great place to 
work have paid off with big dividends in a 
short amount of time. In three short years as 
CEO of TBWA\WorldHealth and chief client 
officer of Omnicom Health Group, Sharon has 
led TBWA\WorldHealth to triple in size and 
celebrate numerous creative awards for some 
of the industry’s most important and cut-
ting-edge brands. In 2018, Sharon was named 
Industry Person of the Year, in 2019 TBWA\
WorldHealth was recognized as Agency of the 
Year, and this May she was named Woman of 
the Year by the Healthcare Businesswomen’s 
Association (HBA).  

“My biggest career highlight was being 
honored as 2019 HBA Woman of the Year,” 
she says. “I’m very proud of this honor because 
it not only recogizes the success I’ve had in our 
business, but more importantly acknowledges 
my style of leadership and my track record of 
nurturing top talent, especially my commit-
ment to advancing the influence and impact 
of women in our business. It’s no surprise that 
62% of our leadership team is women — we 
are authentic, we do good, and we raise hell.”

A little more than three years ago, she was 
CEO of a small advertising agency, LLNS. 
Leadership from Omnicom, LLNS’s parent 
company, asked Sharon to work with the CEO 
of another agency and merge the two compa-
nies to make a bigger and better agency that 
would bring more value to clients. “As we 
formed a leadership team, I quickly discovered 
why mergers don’t work,” she says. “Mergers 
give you limited choices — I get the job, or 
you get the job, our way or your way, this 
culture or that culture. Everyone loses, and it 
takes too long. We were supposed to create 
greater value, but we just saw stalemates and  
compromises.”

A Celebration of Leadership

Sharon Callahan
TITLES AND COMPANIES: CEO, TBWA\

WorldHealth and Chief Client Officer, Omnicom 

Health Group

INDUSTRY  AWARDS: Healthcare 

Businesswomen’s Association Woman of the 

Year, 2019; MedAdNews Industry Person of the 

Year, 2018; PharmaVOICE 100, 2017; HBA STAR 

Volunteer, 2006

COMPANY  AWARDS: MedAdNews Agency of 

the Year, 2019

COMMUNIT Y  AWARDS: Arthritis Foundation 

Commitment to a Cure honoree, 2019; Women’s 

Venture Fund Highest Leaf Award, 2014

ASSOCIATIONS: Healthcare Businesswomen’s 

Association, advisory board; LGBT Victory 

Fund, vice chair; Arthritis Foundation, board;  

Women Against Alzheimer’s, board; Coalition 

for Healthcare Communications, board; 4A’s 

Government Relations Committee

T WIT TER: @SharonFCallahan

SHARON 
CALLAHAN

IMAGINE IF… 
the pharmaceutical industry 
was the most trusted industry 
in the world.

Committed. Kind.

What you see  
is what you get.
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hroughout a 25-year career in clinical 
development and late-phase research, 
Cynthia Verst, Pharm.D., M.S., has as-

sembled high-performing teams, successfully 
led the world’s largest R&D clinical operations 
group, and built three leading real-world and 
late-phase research business units within the 
clinical research organization industry.

She is widely regarded as a dynamic leader 
with a proven track record for operational ex-
cellence and driving business-critical growth 
within the evolving healthcare landscape.

Cyndi is the enterprise leader of IQVIA’s 
CORE-powered clinical development ap-
proach, an initiative that leverages the com-
bined Quintiles and IMS Health merger assets 
to transform the R&D industry, drive produc-
tivity, and to help sponsors get new therapies 
to patients faster. CORE-powered solutions 
and the team have helped IQVIA drive im-
pressive new business performance in the 
first two years post-merger. Early indicators 
are very promising and reveal fewer protocol 
amendments, reduced timelines, and signifi-
cant acceleration of patient enrollment rates.

She describes her latest role as her most 
challenging due to the required amalgama-
tion of R&D and real-world evidence; change 
management requirements; the merger of two 
different, but complementary business models; 
and the learning curve of data science domain 
expertise.

Before being appointed president of clini-
cal operations in 2015, Cyndi served as pres-
ident of real-world and late-phase research 
at Quintiles. Before joining what is now 
IQVIA, she served as senior VP of global late 
phase research for OptumInsight, a division 
of UnitedHealth Group, where she and her 
team successfully established a global late-
phase research business unit. Cyndi began 
her career in biopharma at Procter & Gamble 
Pharmaceuticals as section head in its North 

American medical and technical affairs group, 
successfully leading the Phase IIIb/IV research 
requirements of marketed products.

In addition to her role at IQVIA, Cyndi is 
chair of the Association of Clinical Research 
Organizations (ACRO), making her a princi-
pal voice in the clinical development industry. 
At ACRO, part of her remit is setting the 
agenda for 2019, which is to drive greater 
connectivity with regulators and make sure the 
industry understands the impact that CROs 
and technology companies have in transform-
ing clinical development. 

She has been instrumental in transforming 
the association by including technology pro-
viders along with research companies among 
the membership, which has produced 30% 
year-over-year growth. 

Colleagues say Cyndi is an inspirational 
force, who leads with a mission to help design, 
build, and launch transformative R&D solu-
tions that improve patient care.

“One distinct profession goal is to improve 
patient care by helping to ensure that clinical 
research becomes a clinical care option via data 
and technology enablement between investi-
gators and community physicians,” she says. 

With unlimited resources, she would ad-
dress the challenge of patient access to clinical 
trials. “I would create a democratized, digital 
research community that would entail all the 
required benefits/utilities to encourage health-
care ecosystem-wide adoption,” she says. 

Cyndi is known for her ability to crystalize 
issues and then lead a team toward solutions. 
Always data-driven, she encourages a wide 

Connecting the Dots  
for Clinical Innovation

Cynthia Verst, 
Pharm.D.
TITLE: President, Design and Delivery 

Innovation, Research & Development Solutions

COMPANY: IQVIA

INDUSTRY  AWARDS: One of the Top Women 

in Biotech by Fierce Biotech, 2014

COMPANY  AWARDS: Core-Powered Team 

earned the CEO Team Award, which recognized 

its innovation, high performance, passion, and 

substantive impact to the enterprise, 2017

ASSOCIATIONS: ACRO, Chair of the Board of 

Directors Chair; Q2 Solutions — a joint venture 

between IQVIA and Quest Diagnostics, board 

member; Drug Information Association (DIA)

T WIT TER: @IQVIA_Global

CYNTHIA VERST

IMAGINE IF… 
every patient had the 
choice of a clinical trial as a 
treatment option.

Never stop believing.

T

Passionate. 
Collaborative.

range of input and feedback and builds consen-
sus while making all team members feel heard 
and respected. She is passionate about improv-
ing the processes of drug development in order 
to get new drugs, biologics, and devices to the 
patients who need them sooner.

When the going gets tough, she focuses on 
keeping the vision and expected outcomes top 
of mind to keep the team motivated, all the 
while showing a deep appreciation and recog-
nition of their hard work.

She says for her, success is the sense of mak-
ing a difference in the advancement of clinical 
research and in the career development of her 
team members. 

As for what she would do differently, she 
says her past successes and failures and her 
journey define her, and she wouldn’t change 
a thing. 
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hen Merck KGaA Darmstadt, 
Germany acquired Sigma-Aldrich 
in 2015, the organization doubled 

overnight, leaving its leadership team with a 
lot to do. But for Udit Batra, CEO of Milli-
poreSigma, the first order of business was clear: 
give employees a sense of purpose to unite. 
“Our purpose is to collaborate with the global 
scientific community to solve the toughest 

poreSigma and couldn’t ask for a better job. 
The company is seeing new science coming to 
the forefront, from the microbiome to novel 
treatments, including cell and gene therapies. 
And it is leading the way in genome-editing 
technology, with 18 patents granted to date.  

“We are not bystanders; we collaborate 
with our customers from the beginning of 
their journey — from research and discovery 
to manufacturing to testing, as they bring new 
medicines to market,” he says. 

His goal is to set a vision and lead people 
to it. This requires a lot of collaboration and 
communication, listening, reading, and obser-
vation. “I want to see with my own eyes what 
motivates every employee at MilliporeSigma,” 
During visits to the company’s 59 global facil-
ities, he meets with colleagues and customers, 
to understand, first hand, the challenges they 
face and opportunities they seek. He is particu-
larly  motivated by the innovation taking place 
in the M Lab Collaboration Center, where 
engineers, scientists, and customers work side 
by side, learning, training, exploring. There 
are nine of these labs located around the globe.

Udit plays a key role in creating an envi-
ronment of innovation through three guiding 
principles: getting alignment on the problem 
statement; getting comfortable with nuances; 
and engaging leaders who know the space 
where innovation happens. To address that 
last point, the company created an innovation 
board that includes the heads of R&D, strategy 
and business development, intellectual prop-
erty, and quality and regulatory affairs. 

“We meet monthly to discuss technologies 
and manage the rhythm of execution in R&D 
across the organization,” he says. “It’s a power-
ful group precisely because we understand the 
science behind every idea.”

One of Udit’s favorite activities beyond 
the office is the organization’s Curiosity Cube, 
a retrofitted shipping container turned mobile 
science lab. “The Cube crisscrosses the United 
States and Canada, mostly visiting underserved 
communities to increase access to science edu-
cation in elementary and middle schools,” he 
says. “The concept is based on our Curiosity 
Labs program, in which our employees go into 
classrooms and conduct hands-on experiments. 
With the Curiosity Cube, we’re able to extend 
our impact beyond the classroom and reach 
even more students and their families. Since its 
inception, the Cube has reached nearly 75,000 
students in North America.” 

problems,” he says.  “We introduced this goal 
in 2015, and if you ask anyone in our organi-
zation anywhere in the world, they will repeat 
it back, verbatim. These are not just words 
— we all truly believe that this is how we can 
accelerate access to better health.”

Leading the acquisition of Sigma-Aldrich 
for Merck KGaA, Darmstadt, Germany was 
a true highlight for Udit. The merger is the 
largest in the company’s 350-year history. 
“Since we closed the deal, we have outpaced 
the market in terms of sales growth, year over 
year,” he says. “We are realigning all our SKUs 
into a handful of umbrella brands and making 
it simpler for customers to interact with us. 
Our innovation intensity is now twice what 
it was when we started this process. In 2014, 
roughly 2% of our sales were driven by inno-
vative products launched in the previous five 
years. Today, that number is nearly 5%.”

Udit says he is humbled to lead Milli-

Simplifier-in-Chief. Problem Solver.

Udit Batra
TITLE: CEO

COMPANY: MilliporeSigma

INDUSTRY  AWARDS: MassBioEd 

Foundation’s Champions for Biotechnology 

Award, 2018; CEO of the Year, CPhI Pharma, 

2016; PharmaVOICE 100, 2016; multiple 

honors and awards, including nationally 

competitive, recognized fellowships at Merck 

& Co., DuPont, and Mitsubishi 

COMPANY  AWARDS: MilliporeSigma 

named by Boston Business Journal’s “Best 

Places to Work” list, 2019; named in The Boston 

Globe’s annual “Top Places to Work” list, 2016 

and 2017; received an exclusive certification 

as a top employer in North America by 

the independent Top Employers Institute, 

2018, 2017; R&D 100 Award for Corporate 

Responsibility, 2017; R&D 100 Award for Top 

Innovations, 2016; Life Science Industry Award, 

BioInformatics, 2016

ASSOCIATIONS: Greater Boston Chamber 

of Commerce, board member; Massachusetts 

Biotechnology Council and the Massachusetts 

High Technology Council, vice chairman, 

chairman — June 2019; Advisory Council 

at Princeton University’s Department of 

Chemical Engineering, Advisory Council at 

the University of Delaware’s Department 

of Chemical Engineering

UDIT BATRA

IMAGINE IF… 
we could solve the toughest 
problems in the life sciences.

SETTING THE VISION 
FOR INNOVATION

Inspire courage.
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listair Macdonald’s ability to 
evaluate a situation, deploy a 
process-oriented and productive 

team, and communicate his passion 
for the outcome are the hallmarks of 
his leadership style. This style has 
serve him well as he’s run just about 
every type of company in the industry 
during his career, putting several orga-
nizations in good order after significant 
mergers. Today, as CEO of Syneos 
Health he is once again bringing these 
key leadership strengths to the table.

“This is the biggest, scariest, and 
hardest thing I have ever been a part 
of, but it’s delivering on the vision 
that we have to change the develop-
ment and product delivery paradigm,” 
he says. “I’m focused on building the 
right team to deliver the Syneos Health 
model in its lab to life entirety. My 
goal is to build an organization that 
changes the way that drugs are deliv-
ered to market. We want to speed up 

the process, enable maximum economic return 
for our customers, and get much needed treat-
ments into the hands of patients.”

Colleagues say Alistair is the right person 
for the job to oversee almost 24,000 clinical 
and commercial personnel in support of cus-
tomers in more than 110 countries. They say 
he is unfailingly kind, caring, authentic, and 
driven to do the right thing.

“My job is to challenge the status quo with 
my team, and see that they cascade challenges 
and come up with new solutions,” he says. “As 
CEO of a large company like Syneos Health, 
it’s easy to get a bit distant from the day-to-
day business, but I like to challenge, I like to 
ask questions, and I like to see it spark the cu-
riosity in the team. We should all be challeng-
ing the status quo every day — we should not 
fear change and should embrace new ideas.”

Alistair inspires those around him through 
the enthusiasm he brings to the organization, 
ensuring that everyone lives Syneos Health’s 
patient value “Passionate to Change Lives,” 
which he says is at the core of everything they 
do. 

“I’m also an eternal optimist and continu-
ally look for the good in people,” he says. “If 

and happy. I hate it when people are unhappy, 
it cuts me. I tell my folks be happy, get help 
if you’re not, and remember a problem shared 
is a problem halved. Talk about issues, and if 
you can’t fix something today then let’s have 
another go at it tomorrow.”

Alistair is also dedicated to making sure 
Syneos Health has a gender-balanced and 
diverse workforce. In support of this mission, 
Syneos Health is a member of the Health-
care Businesswomen’s Association (HBA). To 
further support the development of diverse 
leaders, the company launched an internal 
recognition program modeled after the presti-
gious HBA awards, the Syneos Health Rising 
Star and Luminary Awards program. Thus far 
the program has honored more than 60 women 
worldwide, providing expanded career visibil-
ity opportunities and peer-to-peer network-
ing. This year, the program grew to include 
a Syneos Health Mentor of the Year Award, 
which honored Mike Menta, president, Syneos 
Health Consulting.

“I care about the people who work at 
Syneos Health and those who move on from 
us,” he says. “If we don’t show that we care 
about our people and their development, then 
they won’t care about the work we do or the 
patients we impact.” 

you can see the good and help a person realize 
their potential, their performance is better and 
so is their overall experience.”

Through his many leadership roles, Alistair 
knows that different people respond to differ-
ent stimuli, so he has learned to lean in on 
different styles to motivate individuals. 

“I know I can lean pretty hard on some 
people, and need to put my arm around oth-
ers,” he says. “I’m very flexible, and I have 
a strong need to see that people are treated 
fairly. I do believe in what goes around comes 
around, so I want people to recognize that 
while I’m fair and occasionally firm, it’s always 
for the good of the organization.”

Alistair and his teams are motivated know-
ing that the work they do is making a differ-
ence to patients everywhere. 

“I know we don’t own the products we 
work on, but I think the delivery we bring is 
second to none,” he says. “The model we are 
deploying is shaving valuable time from the 
product development lifecycle and that’s my 
mission.”

Always pragmatic, Alistair realizes there 
are bumps in the road that can be frustrating, 
but for him the payback for the hard work is in 
some of the letters and e-mails he and his team 
receive from sites, patients, and particularly 
parents and families of patients. 

“I recently received an email from a mother 
of a patient who was involved in one of our 
rare disease trials sharing an image of her 
daughter’s wheelchair gathering dust in their 
garage,” he says. “It brought me to tears at my 
desk — and I don’t mind admitting that. I 
felt so proud of our team, of the customer, and 
their product. The patient is now out enjoying 
a new life. This is amazingly rewarding, and 
we all need to remember that we are a part 
of that.”

Alistair is an ardent believer in mentoring, 
noting everyone in a senior position should 
be a mentor. “You got where you did because 
you did something well, and we should all be 
passing our success and learnings on to the 
next generation,” he says. “It’s beyond just 
mentoring about work, as the world is a tough 
place, and people need support in all sorts of 
ways. It’s important to me as I get a big per-
sonal kick out of seeing others being successful 

Inspiring. Caring.
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FROM LAB TO LIFE

Alistair Macdonald
TITLE: CEO

COMPANY: Syneos Health

ASSOCIATIONS: Healthcare 

Businesswomen’s Association

IMAGINE IF… 
everyone had access to the treatments  
they needed to live a better life.

BE GOOD!
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“THE BEST PART OF MY DAY IS PARTNERING 
WITH 24,000 PEOPLE WHO WANT TO CHANGE 

AN ENTIRE INDUSTRY.”

ALISTAIR MACDONALD

syneoshealth.com

Congratulations to Alistair Macdonald, our CEO, on being named to the 2019 PharmaVOICE 100.

Shortening the distance 
from lab to life.
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assionate about all things digital, 
Ritesh Patel has been leading Ogilvy 
on a journey of innovation in his role 

as chief digital officer, health.
When he joined Ogilvy Health, he inher-

ited a small team of talented, digitally minded 
employees and has since grown that team to 
include strategists, content strategists, and 
developers who created a culture of digital 
innovation to help clients think digital. 

“We worked to create the industry’s first 
marketing cloud, enabling clients to truly 
have a 360-degree view of their HCP custom-
ers,” he says. “I also led the team to success-
fully create an electronic health record practice 
enabling clients to directly message healthcare 
providers on an EHR platform. About 85 cli-
ent brands now use this innovative solution.”

Ritesh was also the lead curator of the 
Ogilvy Health Innovation Lab, which has been 
responsible for showcasing “the art of the pos-
sible.” Under this guidance, the lab is focused 

this may sound crazy coming from a digital 
evangelist, I do worry that sometimes we are 
looking to machines to solve every problem. 
We need to be more thoughtful about how all 
the technology we are embracing will impact 
our world.”

Two barriers he would like to see broken 
are the silos that exist within the industry, 
which make it hard to achieve true collab-
oration. Additionally, Ritesh would like to 
ensure that the regulatory bodies are better 
funded and staffed to keep pace with the rate 
of innovation. 

Colleagues say they are as positively im-
pacted by Ritesh as are clients and partners. 
He seeks to educate and inspire those around 
him by showing them the art of the possible, 
supporting those who need it, and creating an 
environment for the best minds to succeed.

Mentoring is important to Ritesh, who 
believes in helping people grow, learn, and 
achieve their true potential. 

“I thrive in providing career advice, work 
advice, and sometimes just being there to lis-
ten,” he says. “Success to me has always been 
about seeing the people I have mentored or 
worked with go on to do amazing things.”

He also takes the time to give back to 
underserved communities, through the boards 
he sits on, such as the Asthma and Allergy 
Foundation of America. 

on voice-activated systems such as Alexa and 
Google Home, connected homes, wearables, 
chatbots, and AI and how these tools and 
technologies have and will continue to impact 
healthcare in the not-too-distant future.

Ritesh has achieved all this during a period 
of significant change for the industry. But no 
matter how great the challenge is, he is always 
determined to find a solution. Now working 
for Ogilvy’s consulting practice, he consults 
with major clients on digital transformation 
and innovation. “We are managing through a 
period of incredible change in our industry and 
at Ogilvy,” he says. “My goal is to continue to 
grow and learn from my peers and colleagues 
and educate and entice a new generation of 
folks to have a passion for healthcare.”

Ritesh, who was recognized as a Phar-
maVOICE 100 in 2018, evangelizes the power 
of digital wherever possible, speaking regu-
larly at industry events, conducting workshops 
and webinars, and sharing as much knowledge 
as he possibly can with others.

“Early in my career, I was exposed to the 
power of computers and their ability to disrupt 
businesses,” he says. 

He understands that delivering innovative 
solutions is hard because it involves navigat-
ing uncharted waters. “I try to be the calm in 
the storm and keep people focused on the big 
picture and the goal,” he says. “And, while 

Healthcare’s Digital Evangelist 
Ritesh Patel
TITLE: Chief Digital Officer — Health

COMPANY: Ogilvy

INDUSTRY  AWARDS:  The 2018 Media 

for Social Impact Leadership Council Award; 

Cannes Lion — The Grand Prix in Product 

Design for Kingo

ASSOCIATIONS: Christopher and Dana 

Reeve Foundation, board member; AAFA.org

RITESH PATEL

IMAGINE IF… 
AI truly achieves the results it promises in healthcare.

The coolest job  
on the planet

Helpful. 
Passionate.
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ith a quest to drive better connec-
tivity among people, processes, and 

technologies, Sam Osman has been 
redefining Cenduit’s focus from solely provid-
ing interactive response technology (IRT) to 
helping sponsors gain better control of their 
trials with complementary eClinical technolo-
gies and services.

Soon after he was named CEO, Sam began 
an ongoing practice of visiting sponsors 
around the globe to learn about their current 
clinical research programs and their ambitions 
for future research. Part of his charter was to 
encourage and partner with sponsors to re-
place outdated manual processes with modern 
eClinical technologies. 

Under Sam’s leadership, Cenduit has 
earned a global reputation for enabling spon-
sors to safely, quickly, and economically build 
quality clinical trials regardless of size, com-
plexity, geography, or indication. In 2018, 
Cenduit achieved its highest year-over-year 
bookings and number of go-live events for 
study starts in company history.

“I want to drive the global adoption of 
healthcare technology and reduce friction for 
the capture and use of clinical data in the same 
way that social media has become an integral 
and daily part of our lives,” Sam says. “Ran-
domization and trial supply management and 
associated eClinical technologies are directly 
linked to bettering patient lives. I want my 
teams to challenge the status quo and build 
clinical trial technologies that proactively 
yield a better quality of life for all patients and 
their families.”

He understands the patient journey in-
timately. Early in Sam’s life, he was a pro-
fessional athlete and faced the nearly insur-
mountable challenge of learning to walk again 
after contracting osteomyelitis and multiple 
surgeries following a car accident. 

“This pivotal and life-changing event 
made me incredibly passionate about devoting 
my career to the life-sciences industry and 
to developing new technologies that would 

focus on improving the quality of life for all 
patients,” he says.

Sam has transformed the way in which 
Cenduit’s R&D teams embed themselves into 
future products and service developments. 
He was instrumental in Cenduit’s Innovation 
Hackathon, which allows developers, prod-
uct managers, and others to spend several 

days working together collaboratively to de-
velop new technological innovations, several of 
which have become part of Cenduit’s product 
roadmap.

“Every day we run transactions that pro-
vide patients with medications that can im-
prove their quality of life,” Sam says. “Doing 
our job better is what keeps me motivated.”

Drugs are coming to market faster and 
studies are getting more complex, and those 
who are developing clinical solutions must 
think two steps ahead. Sam says the industry 
needs to prepare for the future advancements 
needed to address rare diseases and other com-
plexities not yet seen or realized across diverse 
therapeutic areas. He notes that anticipation, 
research, and being adaptable to this future 
are key.

A galvanizing leader, Sam says his job is 
to inspire and energize Cenduit’s global teams 
toward its goals. 

“In this industry, we can achieve so much 
more together to solve problems and anticipate 
what the future holds through diversity of 
thought,” he says. “I want to be remembered 
as a leader who challenges and pushes others to 
follow their passions and catalyze a variety of 
perspectives and backgrounds.”

Colleagues admire his ability to create 
a sense of purpose and vision for the group, 
translate broad strategies into specific ob-
jectives, and allocate resources according to 
strategic priorities. He communicates directly 
with clarity, transparency, and honesty. Sam 
consistently delivers on commitments while 
upholding the highest standards of quality. 
He sets clear and high expectations and holds 
himself and others accountable for decisions 
and results achieved.

“I want to build, inspire, and continue to 
grow a global team of problem solvers, who are 
on a mission to develop technology and cre-
ative solutions that fundamentally change the 
way we approach digital healthcare,” he says. 
“The possibilities are limitless when everyone 
recognizes that they have the potential to be 
effective by tapping into their own passion 
— be that by developing an app, solving for 
a critical quality issue, or leading a new study 
build.”

Equally, Sam sees his role as not only mak-
ing a difference in the industry but also to the 
lives of the people who work with him. 

The Quest for Clinical Innovation

Sam Osman
TITLE: CEO 

COMPANY: Cenduit LLC

INDUSTRY  AWARDS: PharmaVOICE 100, 

2019; 2019 Triangle Business Journal 40 

Under 40, in recognition of his business 

accomplishments and contributions to the 

community

COMPANY  AWARDS:  Top 5 finalist in the 

Lehigh Valley Business of the Year Award, 2018; 

Grant Thornton’s list of the top 100 largest 

private companies in North Carolina, 2018

ASSOCIATIONS: A Wishgranter and a 

Trailblazer Champion for the Make a Wish 

Foundation of Eastern North Carolina; the 

Marbles Kids Museum, helping to further the 

organization’s commitment to STEM related 

initiatives in Triangle Research Park; mentor for 

the Triangle Startup Network; SPCA of Wake 

County

T WIT TER: @CenduitLLC

SAM OSMAN

IMAGINE IF… 
we didn’t live within the 
boundaries of what was 
possible yesterday.
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Galvanizing. Potent.
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CalciumUSA.com

NaMOOste

In today’s complex healthcare 
environment, achieving the most 
productive marketing posture 
can be challenging. Fortunately, 
Calcium provides a unique balance 
of strategic, scientifi c, creative, 
and digital expertise that can center

your 
focus, 
stretch 

your resources, and elevate brand 
performance to a higher plane. 
We’re committed to going to the 
mat for our clients. But we’ll ensure 
that the process is as serene 
as possible. So experience a 
(nourishing) breath of fresh 
air by contacting:

Steven.Michaelson@CalciumUSA.com
or 917-612-3290.
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Visionary. 
Driven.
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or many years, Don Feiler has been at 
the vanguard of helping agencies and 
marketers transform the way they think 

about targeting and reaching customers. His 
goal is to provide them with rich and relevant 
content that can be customized to their indi-
vidual needs.

However, what truly distinguishes Don is 
his strategic digital thinking. For him, digital 
is much more than just a channel or platform; 
it’s a unique mode of content delivery that 
should be strongly allied with a brand or 
business strategy to deliver the transformative 
results agencies and their clients seek.

As chief digital officer at Calcium, Don 
remains at the forefront of discovering lead-
ing-edge technological solutions and making 
them actually work to help drive success.

“At Calcium, it’s my job to sort through 
all of the new technologies and channels and 
buzzwords and noise to find solutions that ac-
tually work, and work in a way that is on strat-
egy to move the needle for our clients,” he says.

He understands that the pharmaceutical 
industry tends to lag behind the rest of the 
business world when it comes to digital com-
munications. “Keeping our digital pros sharp, 
and selling robust, challenging projects to our 
clients is a big challenge,” he says. 

One of the barriers is the regulation of 
life-sciences communications, he says, noting 
that it’s important to move these into the 21st 
century to give citizens valuable interactions 
that could improve overall health and quality 
of life.

“We need to find better ways to allow all 
parties, including patients and caregivers, to 
communicate in a modern modality,” he says.

Don began his digital and entrepreneurial 
journey in 1998 with the formation of Arche-
type Digital Solutions, a boutique graphics 
and digital services company. With Wyeth-
Ayerst as his first client, Don grew the busi-
ness to include digital support for Phila-
delphia-area pharmaceutical agencies, which 
involved building websites, intranets, online 
medical education offerings, interactive booth 
activities and kiosks, and early laptop-deliv-

efforts, our work product will be consistently 
superior,” he says.

When challenges arise he strives to main-
tain an even keel, noting that people take their 
cues from their leaders. In his leadership role, 
he maintains a “not to worry, we’ve got this” 
posture, which he says is crucial to weathering 
challenging situations. He models advice from 
early in his career: don’t get too excited when 
things are going well, and don’t get too wor-
ried when things aren’t going so well.

Don says there’s nothing he would change 
about his path because without his past ex-
periences he wouldn’t have the insights and 
learnings he has today. “It was a big step in 
my evolution when I stopped thinking about 
‘what I would do differently’ and put all of my 
energy into ‘what will I do next?’” he says. 

ered e-details. He eventually merged Arche-
type Digital Solutions into the Star Group 
and assumed the role of executive VP, digital 
services, overseeing all of the agency’s digital 
work in CPG, professional services, life sci-
ences, B2B, higher education, and automotive 
verticals. 

Don believes in surrounding himself with 
smart people, placing them in a positive work 
environment with well-defined roles and re-
sponsibilities, and getting out of their way. 

He measures success in human terms, 
saying when he sees a team member manage 
a difficult situation or overcome an obstacle to 
create great work, or step in unasked to help a 
colleague he considers these wins. 

“If our people are consistently challenging 
themselves and cranking out personal best 

Rocking it for Digital Innovation.

Don Feiler
TITLE: Partner and Chief Digital Officer

COMPANY: Calcium USA LLC

INDUSTRY  AWARDS: Elite Award 

Winner, Digital Crusader, PM360, 2019

COMPANY  AWARDS: Agency of the 

Year, Med Ad News, 2018

T WIT TER: @donfeiler

DON FEILER

IMAGINE IF… 
we gave the same effort to understanding and 
treating mental health that we give to physical health.

ALWAYS ON
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CalciumUSA.com

NaMOOste

In today’s complex healthcare 
environment, achieving the most 
productive marketing posture 
can be challenging. Fortunately, 
Calcium provides a unique balance 
of strategic, scientifi c, creative, 
and digital expertise that can center

your 
focus, 
stretch 

your resources, and elevate brand 
performance to a higher plane. 
We’re committed to going to the 
mat for our clients. But we’ll ensure 
that the process is as serene 
as possible. So experience a 
(nourishing) breath of fresh 
air by contacting:

Steven.Michaelson@CalciumUSA.com
or 917-612-3290.
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Innovative.
Conscientious.
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P atient-centricity is a hot topic now, but 
Susan Raiola, president of Real End-
points, was a pioneer in the field long 

before the importance of hub and patient ser-
vices were even on many people’s radar. Susan 
is on a life mission to help pharmaceutical 
manufacturers connect with their patients in a 
meaningful, real-world way. 

With more than a decade of experience 
in the pharmaceutical industry, Susan has 
consulted for both large and small pharma-
ceutical companies and has assisted with the 
commercial strategy across multiple therapeu-
tic areas, including immunology, gastroen-
terology, cardiovascular, oncology, as well as 
orphan diseases. 

“We have witnessed exponential change 
within the healthcare ecosystem arena over the 
past 24 months related to access and reimburse-
ment,” Susan says. “I am singularly focused on 
innovating on behalf of pharma companies and 
payers, with a particular concentration on the 
value proposition of products brought to mar-
ket and how this impacts the lives of patients. 
Today, pharma companies need to think about 
so much more than the molecules they bring 
to market; they now must understand all of 
the wrap-around services that help make their 
medications effective.”

Real Endpoints is a boutique pharmaceuti-
cal services firm that solves some of the most 

vexing issues related to pricing and reimburse-
ment, and linking pharmaceutical companies 
and payers in a holistic way. With her unique 
skill set and insights, Susan has become an 
invaluable contributor to in-line and launch 
success by helping pharmaceutical partners 
truly understand their patient populations 
and real-world needs as well as bringing them 
closer to other key stakeholders, such as physi-
cians, office staff, and advocacy groups.

Living her mission, Susan has created a 
deep expertise in understanding the patient 
journey and helping pharmaceutical manufac-
turers shape and provide best-in-class services 
to meet the important needs of their patients. 
She is the go-to expert for pharmaceutical 
manufacturers to understand the must-haves 
of patient and hub services and how to gain the 
most value out of those programs while being 
a champion for patients.

Colleagues say she has an amazing ability 
to collaborate and she is able to bridge a range 
of functional teams. 

“I try to inspire my teams by being enthu-
siastic and demonstrating a deep commitment 
to our mission,” she says. “I have found that 

Connecting Pharma and Patients

Be calm and carry on. 

Susan Raiola
TITLE: President

COMPANY: Real Endpoints

COMMUNIT Y  AWARDS: Downtown 

Community Enrichment Award for establishing 

and running tutoring program in Newark

ASSOCIATIONS: Healthcare 

Businesswomen’s Association; B.I.G. Meeting 

for Women Entrepreneurs; DEEPC — tutoring 

program in downtown Newark 

SUSAN 
RAIOLA

positive energy, and a caring concern is re-
turned exponentially.”

Susan considers herself to be part leader 
and part coach, modeling her approach after 
that of the Hall of Fame basketball coach 
John Wooden: “True success is attained only 
through the satisfaction of knowing you did 
everything within the limits of your ability 
to become the very best that you are capable 
of being.”

As a thought leader, Susan has developed 
several novel diagnostic assessments to help 
optimize the design of patient-support pro-
grams based on competitor benchmarking, 
key stakeholder insights, and assessments of 
customer unmet needs and pain points. 

She truly believes that empowering others 
and helping them to grow makes the biggest 
difference in life. “Being a mentor is very im-
portant to me,” she says. 

Watching Susan work so effectively with 
pharma clients to create successful results is 
astonishing, colleagues say. Companies will 
completely overhaul their patient support 
programs after getting recommendations from 
Susan and her team. 

“As the pharma industry continues to 
evolve, I am motivated to support and drive 
that evolution, connecting the dots and pro-
viding excellent service to every customer with 
whom I come into contact, as well as patients 
and solving some of the varying issues in 
pharma,” she says.  

IMAGINE IF… 
pharma companies truly understood not only the science,  
but also the true impact on patients.
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mong circles of academics, research-
ers, investors, life-science peers and 
influencers, Dan Bradbury is an expe-

rienced and respected name that carries a lot 
of weight. As a leader who is committed to 
mentoring and knowledge sharing, Dan has 
continued to be involved in company creation 
serving as an investor, advisor, or director with 
more than 35 start-ups under his belt.   

As chairman and CEO at Equillium, 
Dan leads a team with deep expertise that 
is developing therapies for severe immu-
no-inflammatory diseases where there is a 
significant unmet need. Equillium’s lead 
product candidate, itolizumab, targets T cell 
modulation, offering broad therapeutic util-
ity in treating a diverse set of inflammatory 
diseases. Equillium is currently pursuing 
three disease indications for itolizumab, 
including acute graft versus host disease 
(aGVHD), uncontrolled moderate to severe 
asthma, and lupus nephritis. 

The formation of Equillium came about 
when Dan was presented with the opportunity 
to acquire the rights to itolizumab, a thera-
peutic that uniquely targets the CD6/ALCAM 
pathway. He quickly assembled a leader-
ship team comprised of industry veterans and 
guided the company through a successful IPO, 
all within a timespan of about 19 months.

Before Equillium, Dan was CEO of 
Amylin Pharmaceuticals, where he 
is credited with driving growth and 
steering the company’s eventual ac-
quisition by Bristol-Myers Squibb 
for more than $5 billion. Thanks to 
Dan’s leadership, Amylin launched 
three first-in-class medicines, in-
cluding the first once-a-week ther-
apy to treat diabetes. However, the 
road was not always smooth. “In a 
two-year span from 2009 to 2011, 
I successfully managed Amylin 
Pharmaceuticals through a work-
force reduction, followed by a proxy 
challenge, and a complete response 
letter from the FDA,” he says. De-
spite these challenges, Dan drove 
tremendous innovation in the space, 
including the successful launch of 
Byetta and Bydureon (exenatide).

Dan has been involved in several signifi-
cant product launches, including the licensing 
of Exendin-4, the first GLP-1 receptor agonist 
in 1996 and he was a key member of the team 
that successfully commercialized Byetta in 
2005.

“However, the biggest highlight of my ca-
reer was the launch of Bydureon in 2012 when 
I was the CEO of Amylin,” he says. “Bydureon 
was the first extended-release, once-weekly, 
GLP-1 receptor agonist.” To this day, Dan 
keeps in his office a 3D model of exenatide 
binding to the GLP-1 receptor that his daugh-
ter made when she was an intern at Scripps 
Research Institute at the age of 16.

“She identified an additional bond that we 
hadn’t even discovered when I was at Amylin,” 
he says.

Developing medicines that truly bring 
value to people and change their lives re-
mains his top professional priority. Being in 
an industry that works toward developing 
life-changing new medicines is what gives 
him purpose. 

He believes one of the biggest challenges 
facing the industry is how to fund innovation 
and how the healthcare system can make new 
innovative medicines widely available and 
affordable. 

“There’s not a lack of innovative science, in 
fact, we’re in a golden age of biology,” he says. 

“The biggest challenge is how to enable wider 
access to these new medicines.”

Always calm and resourceful under pres-
sure, Dan’s view is that any problem can be 
tackled with the right people around the table. 
His goal is to enable others to be successful, 
and he gives those around him the resources 
they need to reach their objectives. 

These are lessons he took from mentors in 
his life, who have emphasized the importance 
of having a great team. One of the best pieces 
of advice he received was that it’s not import-
ant to always be the one who steps forward or 
makes the decision.

“My leadership style is to not tell people 
what to do, but to support others and ensure 
they have the resources to be successful,” Dan 
says. “When challenges arise, I try to clearly 
and openly communicate what the challenges 
are, and I try to keep people focused on the end 
goal — the importance of creating innovative 
medicines.”

Dan understands the importance and value 
each person plays in building a sustainable 
biotechnology business. Having received great 
support in his career, Dan currently mentors 
several first-time CEOs, which allows him to 
share his experience and be involved in helping 
other people be successful.

“It’s satisfying when you give advice, and it 
works out with a great result for the company 
and for patients,” he says. 

Achieving Success Through Authenticity 

Authentic. Enabling.
DAN BRADBURY

IMAGINE IF… 
affordable healthcare 
was available to all.

A

Daniel Bradbury
TITLE: Chairman and CEO

COMPANY: Equillium Inc.

AWARDS: Father of the Year from 

the American Diabetes Association, 

2011; the Corporate Directors Forum 

Director of the Year Award for 

Enhancing Economic Value, 2012

ASSOCIATIONS: Member of 

the Board of Trustees at the Keck 

Graduate Institute, at Claremont 

College; UCSD Rady School of 

Management, Dean’s Advisory 

Council; BIOCOM; San Diego 

Forever curious.
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Designed to Make  
Every Second of your  
Enrollment Period  
Count.

Achieve enrollment timelines with a customized, end-to-end recruitment plan from WCG Patient Engagement services.  
Backed by proven methods, a knowledge base of industry site enrollment performance, and our on-the-ground site 
support, we partner with you to enable your sites to achieve recruitment milestones on or ahead of schedule. These 
efficiencies could amount to you saving two months in patient screening time, or 4,838,400 seconds. 

wcgclinical.com
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onald Deieso, Ph.D.’s intrinsic values of 
commitment, living a purposeful life, and 
contributing to mankind are evident to 

all who work with him. As executive chairman 
and CEO of WIRB-Copernicus Group (WCG), 
he sets an example for colleagues by displaying 
strength of character in daily behavior and ap-
plying values in times of challenge. 

Dr. Deieso stands as a champion for 
patients. “I have enjoyed the opportunity 
to lead eight companies during my career,” 
he says. “While each has been rewarding 
in many ways, building the WCG family 
of companies has been the most gratifying. 
Improving the clinical trial process to bring 
new drugs to market has such a profound 
impact on so many lives. It is humbling to 
consider that the actions of WCG positively 
affect millions of lives through our involve-
ment in each new drug or device. The scale 
of this endeavor exceeds what any single one 
of us can do. We set out to do good while 
doing well.”

In that regard, since the founding in 2012, 
the company has grown more than 15 times 
in size. But for those at WCG, under Dr. 
Deieso’s leadership this simply means helping 
many more patients enjoy better cures and 
interventions. “I am proud to be a small part 
of this great organization,” he says. “Success 
to me means fulfilling the important mission 
of WCG — improving the health of millions 
of lives who rely on us to make a difference. 
I constantly remind the WCG organization 
to never forget that they are servants to man-

the right people, trust them, and they will 
show themselves great.

Everyone who is lucky enough to engage 
with Dr. Deieso is inspired by his passion for 
doing what’s right for patients. He sincerely 
believes the industry can, and should, do more 
to make the patient journey truly about the 
patient. “I want to be known as someone who 
has contributed to changing the practices of the 
pharma industry to achieve greater success in 
drug development,” Dr. Deieso says. “There are 
so many current practices that are limiting more 
effective clinical trial processes. These anachronis-
tic and adverse practices remain in place because 
of the reluctance of some in the industry to take 
prudent risks aimed at improvement. As long as 
this negative bias to change remains, history will 
repeat itself over and over. Disruption 
of these practices must precede any real 
improvements.”

In addition to his leadership role 
at WCG, he serves as an operating 
partner and co-lead of Arsenal Cap-
ital Partners’ healthcare team, which 
affords him the opportunity to serve 
as chairman of a number of best-of-
breed healthcare companies, includ-
ing BioIVT and TractManager.

Dr. Deieso says the pharmaceu-
tical industry is at an unprecedented 
time in its evolution; the rules and be-
haviors that proved successful during 
the past few decades are no longer 
sufficient to assure success going for-
ward. “We need to find new solutions 
to old problems,” he says. “More than 
70% of new drugs are coming from 
young emerging biopharma compa-
nies — some with fewer than 10 
employees. That should be a wake-up 
call for the large biopharma com-
panies — innovative and energetic 
cultures will always prosper.”

Dr. Deieso says as humans, mak-
ing a difference in the world is our 
highest purpose, which reminds him-
self of each day. “I want the world to 
be better because I was part of it,” he 
says. “In the timeline of humanity, 
we are here for a microsecond of time 
— make the most of it.” 

kind. It is a sacred trust made with patients 
throughout the world.”

Dr. Deieso’s colleagues know he is invested 
in their success and development as patient 
champions. “Being a leader requires a deep 
understanding of psychology as applied to 
human nature,” he says. “Inspiring people to 
follow the mission of an organization and to 
align their interests to living a purposeful life 
is what separates leaders from followers. Doing 
this while respecting the integrity of each 
colleague and serving as a role model for their 
behavior is no small accomplishment.”

Colleagues say Dr. Deieso is always will-
ing to roll up his sleeves and pitch in. “I 
bring together the brightest minds available 
and we tackle the issue as a team,” he says. “I 
expect those around me to provide the best 
of their thinking, and they deserve no less 
from me. I consider myself a ‘teacher for life’ 
— I am committed to contributing to the 
growth of those around me. Each employee 
and colleague at WCG is on a separate and 
important personal and professional growth 
journey. Those in senior management must 
accept the responsibility and the privilege of 
guiding and developing careers. I would like 
to be remembered as the mentor of a new 
generation of passionate, skilled leaders rec-
ognized for their commitment to improving 
global health.”

Over time Dr. Deieso has learned to appre-
ciate the power of a collaborative management 
style. And his advice to young leaders is this: 
Find the best people, find people who are 
considerably smarter than you, find people 
who have energy, who are purpose-driven and 
trust them. Give them responsibility. Give 
them encouragement. Never allow them to 
become complacent. Hire talented people who 
are passionate about finding a better way to do 
things. And, most importantly, after choosing 

Change Agent. Passionate and Intense.

Donald A. Deieso, Ph.D. 
TITLE: Executive Chairman and CEO

COMPANY: WIRB-Copernicus Group

INDUSTRY  AWARDS: PharmaVOICE 100, 

2019 and 2016

COMPANY  AWARDS: 20 Innovators 

Changing the Face of the Clinical Trials 

Industry, CenterWatch, 2013; EY 

Entrepreneur of the Year, finalist in New Jersey, 

2010
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IMAGINE IF… 
patients thought of clinical 
research as a first resort.

Have the courage  
to make change —  
and be the change.
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support, we partner with you to enable your sites to achieve recruitment milestones on or ahead of schedule. These 
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 “An Outstanding Customer 
Service Experience”  

For a complimentary consultation, call us at 1-866-616-4777 • impact@PH-phrequency.com

www.PH-phrequency.com

J.D. Power 2017 Certified Contact Center Program recognition 
is based on successful completion of an audit and exceeding a 
customer satisfaction benchmark through a survey of recent servicing 
interactions. For more information, visit www.jdpower.com/ccc.

PHrequency, Publicis Health’s Pharmaceutical Customer Service 
Contact Center, has been recognized by J.D. Power for providing

as an Outsourcer for the 
Live Phone Channel.

PHrequency™ is the dedicated, healthcare-focused, integrated 
contact center offering multichannel resources proven to 
increase receptivity and engagement for both clinical and 
patient stakeholders.
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s the new president and CEO of Sunov-
ion, Antony Loebel, M.D., heads an 
organization that has an ambitious 

vision to lead the way to a healthier world. 
Sunovion is among the fastest-growing phar-
maceutical companies in the United States, 
and while that success is important, Dr. Loebel 
places the emphasis on a singular goal: con-
tinuing to transform patients’ lives. Dr. Loebel 
notes that bringing important new medical 
advances to patients is a challenging endeavor 
that benefits from the right culture and values 
within a company.

“One of our touchstones is to serve and 
create value for patients,” he says. “In my new 
role as president and CEO, I am focused on en-
suring that we have the right intellectual and 
cultural framework to encourage and enable 
new ideas to come forward in a free-flowing 
manner. We strive to ensure that employees 
at all levels feel empowered to contribute to 
the fullest extent of their capabilities. At Su-
novion, we encourage an environment of disci-
plined intellectual and scientific freedom while 
ensuring that we keep focused on the end goal 
of making our medicines and solutions acces-
sible to patients worldwide.” 

Under Dr. Loebel’s leadership, the global 
clinical development organization was formed 
to bring together Sunovion and its parent com-
pany Sumitomo Dainippon Pharma’s R&D 
efforts. “By leveraging our global strengths we 
now have an enhanced ability to bring forward 
new medicines in an expedited way to patients 
around the world,” he says

Dr. Loebel leads by ensuring the company 
has the right people with the right capabilities 
in place, then empowers them to pursue a 
project or program. “I set a tone and expecta-
tion that ensure employees understand that the 
quality of our work throughout the company 
is of paramount importance,” Dr. Loebel says. 
“In our complex ecosystem we are only as good 
as our weakest link. So we never stop getting 
better at whatever we do.”

Before taking the helm in April, Dr. 
Loebel was Sunovion’s chief medical offi-
cer, during which time he was named a  
PharmaVOICE 100 in 2013. He was instru-
mental in the development of Latuda, which 
became  an industry-leading medicine for pa-
tients with  bipolar depression. Before joining 
Sunovion, Dr. Loebel served in drug develop-
ment and medical affairs roles at Pfizer.

He has pledged to build on a 
strong foundation in Sunovion’s 
therapeutic areas and position the 
company to help even more people 
living with serious medical condi-
tions. “Our company recently an-
nounced that FDA granted Break-
through Therapy designation to 
SEP-363856, a novel agent for the 
treatment of people with schizophre-
nia, which speaks to the different 
approach Sunovion takes to address 
the unmet needs of patients,” he says. 
“We are hopeful that this molecule 
will change and elevate expectations 
for the treatment of patients with 
schizophrenia and other serious men-
tal health conditions.”

Dr. Loebel has a track record of 
leading the successful development 
of new treatments for patients with 
brain disorders, as well as bringing 
new innovation to research and devel-
opment. In 2015, he was recognized 
by the International Society for CNS 
Drug Development for his leadership 

in the field. He has committed himself and his 
colleagues to reinvent neuropsychiatric drug 
discovery to be able to identify multiple new 
and effective potential drug candidates across a 
range of disease areas. As a result, several com-
pounds with novel mechanisms of action have 
been identified by discovery and translational 
scientists at Sunovion and these are now mov-
ing through various stages of preclinical and 
clinical development. In addition, Dr. Loebel 
notes that new methods of diagnostic assess-
ment, patient monitoring, and data analysis 
need to be constantly developed to keep up 
with the pace of scientific and clinical advance.

Dr. Loebel takes a collaborative approach 
to working with stakeholders to address com-
plex problems. “We should focus on applying 
resources to basic research to uncover more 
about the underlying biology of the brain and 
to unlock more of the brain’s secrets. This is 
best done in a collaborative way involving 
academic, government and industry scientists 
and researchers,” he says. “Everyone benefits 
when we bring a diverse range of perspectives 
to bear so that we can learn from each others 
experience.”  

Cultivating Intellectual and Scientific Freedom
Antony Loebel, M.D.
TITLE: President and CEO

COMPANY: Sunovion Pharmaceuticals Inc.

INDUSTRY  AWARDS: Recognized for 

achievements in advancing new treatments 

for CNS disorders by the International Society 

for CNS Drug Development (ISCDD), which 

presented him with its Award for Leadership; 

PharmaVOICE 100, 2013 

ASSOCIATIONS: Board-certified psychiatrist; 

Clinical Assistant Professor of Psychiatry at 

the New York University School of Medicine; 

Fellow of the American Psychiatric Association 

(APA); Member of the American College of 

Neuropsychopharmacology (ACNP)

T WIT TER: @sunovion

DR. ANTONY LOEBEL

IMAGINE IF… 
we could prevent the onset of neuropsychiatric disorders.
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impact every day.
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Congratulations
T O  T H E  2 0 1 9 

P h a r m a V O I C E  

1 0 0  H O N O R E E S !

www.publicishealth.com 
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escribed by colleagues as a great lis-
tener, collaborator, and mentor, Mi-
chael O’Neal, M.D., gladly shares his 

vast knowledge — imaging and therapeutic 
area leadership in numerous areas such as 
breast, lung, and lymphoma cancer — with 
others who aspire to be involved in any aspect 
of clinical trials.

Dr. O’Neal has  made immense contribu-
tions to the field of oncology therapy over his 
30-year career.

As chief medical officer, head of oncol-
ogy, at Bioclinica, Dr. O’Neal has worked 
on clinical trials that have contributed to 
more than 75 regulatory approvals during 
his 17-year tenure at the company. 

Drawing on extensive clinical training 
in internal medicine and diagnostic ra-
diology, Dr. O’Neal leads the company’s 
staff radiologists, oncologists, and clinical 
project management teams. He also over-
sees the oncology imaging core lab, which 
has helped assess drug efficacy and safety 
across thousands of clinical trials. Bioclinca 
provides expert independent review and 
scientific services to sponsors, ranging from 
large pharmaceutical companies to smaller 
organizations hoping to bring the next 
breakthrough cancer therapy to patients. 
In addition to oversight of imaging data in 
support of regulatory approval for oncology 

drugs, he has participated in protocol re-
view, charter development, and independent 
review for more than 350 oncology clinical 
trials to date.

“I truly enjoy what I do and I believe our 
efforts have great value,” he says. “I hope that 
I inspire others who observe my passion for 
what we do.”

One of Dr. O’Neal’s greatest contribu-
tions is the development of a standardized 
approach that enables research sites to pro-
duce comparable study data across different 
countries, which is essential to successful 
clinical trials and regulatory approval. 

Dr. O’Neal works closely with pharma-
ceutical company sponsors and their teams 
to ensure the latest industry criteria are op-
erationalized so that imaging is performed 
according to the study protocol for every 
subject a site enrolls. 

He brings clarity to sponsors’ objectives 
to drive their research forward. Clients rec-
ognize him as an oncology imaging authority 
who can help them navigate all phases of 
their oncology clinical trials. 

Because of their large-scale and global 
nature, Dr. O’Neal says oncology clinical tri-
als present unique challenges, making them 
difficult to manage. Additionally, differences 
in tumor types and mechanisms of action 
of therapies often require the incorporation 
of new complex assessment criteria as ex-
ploratory endpoints — an area in which Dr. 
O’Neal is an expert.

Early in his career, Dr. O’Neal was a 
radiologist in the hospital setting. But he 
viewed clinical trials as an opportunity to 
contribute to the field of oncology in another 
way. 

He explains that moving into research 

has afforded him an opportunity to make a 
difference in patients’ lives on a global scale. 

Many people describe Dr. O’Neal as a 
generous leader, who is willing to share his 
thoughts and ideas with everyone. 

“Mentoring is important to me because I 
know that the success I enjoy is due to others 
having mentored me,” he says. 

Dr. O’Neal is a key source of support to 
colleagues working to bring breakthrough 
knowledge to the industry. 

Colleagues note he is highly collaborative 
and eager to share what he’s learned with 
teams of physicians, scientists, and specialists 
from around the world working toward a 
common mission. 

“More ideas produce better solutions and I 
enjoy developing outside-the-box solutions,” 
Dr. O’Neal says. “The industry could benefit 
from increased collaboration and a common 
database to allow AI to augment imaging and 
decrease variability.” 

Leading the Way in Oncology Clinical Trials

Michael O’Neal, M.D.
TITLE: Chief Medical Officer, Head of Oncology

COMPANY: Bioclinica

INDUSTRY AWARDS: US - CACA Award, 2011

ASSOCIATIONS: ACR, ASH, ASCO, AMA

DR. MICHAEL O’NEAL

IMAGINE IF… 
cancer was a memory and not a disease.
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ith enormous energy and deter-
mination to see scientific advances 
achieved, as CEO and Co-founder 

of Lyndra Therapeutics Amy Schulman’s in-
spiring objective is to change how people take 
medicine.

Lyndra seeks to address compliance through 
a pipeline of therapies for Alzheimer’s disease, 
HIV, opioid use disorder, and schizophrenia.

Amy’s leadership has set Lyndra on an 
accelerated and exciting growth path. In just 
the last six months the company has released 

with an incredible dedication to en-
hancing other careers. She is always 
happy to provide feedback, which is 
core to her mentoring style. In addi-
tion to mentoring those around her, 
Amy is a senior lecturer at Harvard 
Business School. 

A high achiever, Amy also is a 
managing partner of Polaris Partners, 
which aims to accelerate the com-
mercial and therapeutic potential 
of early-stage academic research. By 
partnering with passionate entrepre-
neurs with transformational science, 
Polaris fosters company creation and 
growth through an active investment 
model.

Amy’s leadership credentials are 
undeniable. When she joined Po-
laris, she assumed the role of CEO of 
Arsia Therapeutics, a Polaris-backed 
company acquired by Eagle Pharma-
ceuticals in 2016. As a managing partner, she 
also represents Polaris investments as executive 
chair of SQZ Biotech.

Before joining Polaris, Amy was the gen-
eral counsel of Pfizer, led the Pfizer Consumer 
Division and was president of Pfizer Nutrition, 
where she was instrumental in the division’s 
sale to Nestle for $11.85 billion in 2012. 

Throughout her career, she has followed a 
key piece of advice: Whatever you do, commit 
and do it well. 

clinical data demonstrating for the first time 
that a once-weekly oral therapy can replace a 
daily pill, received patent approval for an ul-
tra-long-acting oral drug delivery system, con-
tinued to grow its team, and boosted clinical, 
regulatory, and manufacturing capabilities. 
And to top it all off, the company raised $60 
million in Series B funding.

For Amy, bringing together a team of di-
verse thinkers was a priority when she founded 
the company. She has fostered a culture where 
everyone is expected to work hard, step out of 
their comfort zones, and make a difference. Ev-
eryone can bring their best self to work every 
day without being asked to change, and she 
champions different points of view. 

In September, Amy will become executive 
chair of the board, serving alongside current 
board chair Catherine Reynolds and other 
board members, such as Dr. Patricia Hurter 
steps into the CEO role. 

Amy exhibits focus, grit, and determi-
nation together with an amazing ability to 
empower and lead a diverse and talented team. 
She is excited by work that is challenging 
enough to keep her fully present and engaged 
to solve problems.  

“I seek to inspire others by rolling up my 
sleeves and pitching in, staying calm when 
others are frustrated or anxious, not worrying 
about what doesn’t matter, retaining curiosity, 
and maintaining an unwavering belief in get-
ting it right,” she says. 

Amy’s colleagues say she is empathetic, 
noting that she is ultimately about under-
standing people, whether they are a patient, 
caregiver, employee, or shareholder.

Amy’s direct communication style, abil-
ity to build confidence in others, and skill 
at resolving conflict through fearless con-
versation are perfect traits for guiding a dy-
namic start-up company. “I’m rarely fearful 
and almost never when others are,” she says. 
“Fearless is what it takes to survive and create 
durable value.”

She pairs this courageous leadership style 

Changing How Medicine is Taken 
Amy Weinfeld 
Schulman
TITLES/COMPANIES: CEO and Co-founder, 

Lyndra Therapeutics; Managing Partner, Polaris 

Partners

INDUSTRY  AWARDS: PharmaVOICE 100, 

2019; Scrip Award Executive of the Year – For 

Small Cap & Private Pharma Companies 

Nominee, 2018; TedMed Hive Innovator, 2017; 

Xconomy’s Newcomer Award, 2017; 3 People 

to Watch in Kendall Square in 2016, STAT News, 

2015; Scientific American’s Worldview 100 List, 

2015; Top 15 Women in Biotech, Fierce Biotech, 

2014; 50 Most Powerful Women in Business, 

Fortune Magazine, 2013; 100 Most Influential 

Lawyers in America, The National Law Journal, 

2013; Top 50 Innovators, The American 

Lawyer, 2013; Margaret Brent Women 

Lawyers Achievement Award, American Bar 

Association, 2012

COMPANY  AWARDS: NEVY Award Nominee 

— Hottest Early Stage Startup – Tools & Tech, 

2017

ASSOCIATIONS: Senior Lecturer at Harvard 

Business School; serves on the boards of 

directors of Alnylam Pharmaceuticals, Blue 

Buffalo, Ironwood Pharmaceuticals, and the 

Whitehead Institute

AMY SCHULMAN

IMAGINE IF… 
incremental scientific advances were aggregated and 
accelerated to generate real progress.

Work in progress.
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Congratulations  
Jennifer Gottlieb 
for being named to 
PharmaVOICE 100!

We applaud you for your strategic prowess, always-on inspiration, and tireless 
commitment to making the world a healthier place through marketing 
communications. Congratulations on this important recognition of your 
life’s work creating transformative and innovative new tools, campaigns and 
services to help advance knowledge and access to life-changing and life-
saving therapies in service to our ultimate stakeholders — patients.

W2O1914_PharmaVOICE_Congrats_JennG_Ad_M02v6.indd   1 6/28/19   3:09 PM
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ver the last 13 years, Jennifer Got-
tlieb has helped build W2O into the 
behemoth it is today. At the time 

she joined W2O, it was a $6 million biotech-
nology-focused, San Francisco-based start-up 
agency. Jennifer was brought on board to di-
versify and scale the business in terms of client 
mix, talent, offerings and global presence. 

In partnership with Jim Weiss, founder 
and CEO (PharmaVOICE 100 — 2018), 
Jennifer expanded W2O’s footprint, which 
now includes 15 offices across the United 
States and EMEA, and grew the company to 
become a $177 million award-winning, top 
10 healthcare agency. After holding many po-
sitions within W2O, among them chief client 

Over the years, Jennifer has worked to con-
tinuously scale W2O amid rapid convergence 
as data and analytics have become critical to 
ensuring clients have laser-focused strategies 
for maximum results, and digital has become 
the common denominator for all marketing 
and communications. 

“I make sure we are always one step ahead 
as a firm,” she says. “Analytics and digital are 
the standard now. I also ensure that we, as a 
healthcare-focused agency, are using the most 
cutting-edge technology, such as machine 
learning and predictive analytics. These in-
novations have the ability to change the way 
we do business, change the way our clients do 
business and, most importantly, change the 
way people manage their health.”  

Colleagues say Jennifer is a determined 
leader, and when she sets her mind to some-
thing, she makes it happen. She loves to solve 
problems, finding it exciting to look at every 

facet of a situation, know what the team 
needs to accomplish, and determine how 
to creatively solve the problem. 

Jennifer is admired for her dedica-
tion to clients, especially when they face 
challenges in their business. Her style 
has always been to align the end-game 
deliverable with a strategy that includes 
well-timed communications and tactics 
that achieve clients’ goals.

Jennifer encourages her teams to take 
risks, supports them, and credits them 
fully for a job well done. 

Making a difference in people’s careers 
matters to Jennifer, whether it’s helping 
them develop an innovative idea for a 
client or holding a one-on-one meeting 
to shed light on the evolution of their 
role. She is passionate about the people 
who make W2O what it is. “It all comes 
down to seeing what you do every day, no 
matter how small or large, as important,” 
Jennifer says. “I encourage my colleagues 
to live in the moment and measure success 
by those moments.” 

officer and chief operating officer, Jennifer was 
appointed president in 2018.

Today, W2O is one of the largest and most 
diverse agencies in the industry, with a roster 
of more than 150 healthcare clients spanning 
the entire healthcare ecosystem. Because of 
Jennifer’s outstanding leadership skills and 
deep knowledge of the healthcare industry, 
W2O continues to gain opportunities to rep-
resent many of the most important and inno-
vative medicines on the market. The firm has 
been invited to participate in numerous new 
business pitches for marketing, communica-
tions, and digital assignments, with 10 AOR 
wins in 2018 and countless other assignments 
over the course of the year. 

Jennifer has contributed to W2O’s success 
by devising leading-edge marketing solutions, 
nurturing new talent, and achieving net-
workwide synergy and efficiencies as the firm 
expanded by adding new offices and offerings. 

Determined. Resourceful.

Jennifer Gottlieb
TITLE: President

COMPANY: W2O

INDUSTRY  AWARDS: PRWeek’s Hall of 

Femme, 2018; PRWeek’s Champion in PR, 2017 

COMPANY  AWARDS: MM&M Startup Guru, 

2019; Best Large Agency to Work For, Holmes 

Report, 2019; Best Place to Work For, AdAge, 

2019; Large Agency of the Year, finalist, Holmes 

Report, 2019; Best Large Agency of the Year, 

Nominated, Holmes Report, 2019; Outstanding 

Large Agency, finalist, PR Week, 2019; Best Large 

Agency to Work For, Holmes Report, 2018; Best 

Place to Work, MM&M, 2018; Top Places to Work 

in PR, PR News, 2018; Global Digital Agency of 

the Year, nominated, Holmes Report, 2018, 2017; 

Mid-Sized Consultancy of the Year, nominated, 

PR Week UK Awards, 2017

COMMUNIT Y  AWARDS:  NorthShore Autism 

Circle, volunteer; PR Council’s SHEQUALITY 

Project, member; Gilda’s Club NYC 12th Annual 

Celebrating Women Luncheon 

ASSOCIATIONS: Association for the Multiple 

Impaired Blind, board member; Healthcare 

Businesswomen’s Association, corporate 

member; Public Relations Society of America; 

The LAGRANT Foundation, corporate member

T WIT TER: @JennGottlieb
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IMAGINE IF… 
we could identify the exact 
cause and a corresponding 
treatment for each and 
every disease.

Make a difference.
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w2ogroup.com

Congratulations  
Jennifer Gottlieb 
for being named to 
PharmaVOICE 100!

We applaud you for your strategic prowess, always-on inspiration, and tireless 
commitment to making the world a healthier place through marketing 
communications. Congratulations on this important recognition of your 
life’s work creating transformative and innovative new tools, campaigns and 
services to help advance knowledge and access to life-changing and life-
saving therapies in service to our ultimate stakeholders — patients.

W2O1914_PharmaVOICE_Congrats_JennG_Ad_M02v6.indd   1 6/28/19   3:09 PM
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recision medicine relies on the right 
patient getting the right medicine at 
the right time. Peter Keeling, CEO 

of Diaceutics, is advancing that objective by 
helping patients access precision medicine 
drugs through better testing.  

Diaceutics is a data analytics, and implemen-
tation services company that uses its massive 
global data lake — comprising data from more 
than 2,500 laboratories, including testing data 
on 110 million patients  from 35 countries — 
to educate pharmaceutical clients on the global 
laboratory testing ecosystem and therefore ensure 
more people with life-threatening illnesses are 
given the right treatment at the right time.

Since 1995, Peter has been committed to 
demonstrating that better testing is equal to 
or greater in its healthcare impact than bet-
ter treatment. His goal is to ensure the right 
business model and economics are applied 
to unlocking the potential to change disease 
outcomes faster. He founded his first company, 
Diagnology, in 1996 to support point-of-care 
tests for high-impact therapies. Raising VC 
capital for a diagnostics venture amid the dot.
com boom was a huge challenge. Closing the 
company after seven years was the toughest 
professional challenge Peter has faced.

He founded Diaceutics in 2005 when 
precision medicine had not yet been widely 
adopted. At that time, pharma companies did 
not have large precision medicine teams and 
the industry was still focused on blockbuster 
drugs. Patient testing was barely on the radar 
and when it was, adoption of better tests  
proved to be slow and inefficient. Patients all 
over the world were, therefore, missing the 
opportunity to be put on life-saving medica-
tion in time.

Peter’s leadership and unwavering com-
mitment to making patient lives better was 
well ahead of its time. Today, more than 
500,000 cancer patients have received better 
testing under Diaceutics’ model. Twenty of 
the world’s top 30 companies are Diaceutics’ 
customers and clients return 80% of the time. 

In addition, Peter has turned the Diaceu-
tics “better testing, better treatment” vision 
into a profitable business model, guiding it 
toward an IPO on the London Stock Exchange 
in March 2019; this was just the fourth North-
ern Ireland company to be listed on the LSE. 
Diaceutics currently operates in 17 countries 
and across three continents.

Peter believes better knowledge and bet-
ter data are the drivers of better testing and 
articulating the gaps in patient care through 
evidence is an ongoing battle of harvesting and 
analyzing fragments of the diagnostic journey. 

“We are getting there but patients are 
missing out on life-saving treatments because 
we have not yet finished that task,” he says.

He notes that if he could he would have 
the company sponsor the end-to-end commer-
cialization of the next 10 cancer biomarkers 
to demonstrate Diaceutics can do this better 
in months not years. “Everyone will benefit 
at that point,” he says. Peter established the 
Precision Medicine Connective, a nonprofit or-
ganization that works with established patient 
advocacy groups to educate patients about 
better testing and help them become advocates 
for themselves.

Peter has created a culture in which his 
staff are free to explore outside-the-box solu-
tions. Diaceutics has a Culture Club group, 
which is responsible for harnessing the passion 
of the team who bring richness and variety to 
the organization as the company grows. 

Peter takes the time to support, motivate, 
and help people find their strengths and to de-
velop their skills. He understands the impor-
tance of listening, saying that feedback comes 
every day from the bottom to the top of the 
company and from inside and out.

After 33 years in the healthcare industry, 
mostly in leadership roles, Peter has learned 
that being open, honest, humble, and trans-
parent as a leader are qualities that his team 
has come to respect. “I understand my re-
sponsibilities as a leader of people and their 
lives and their families’ wellbeing and I try 
to ensure the right decisions are made for the 
business and all its its investors and stakehold-
ers,” he says. 

Putting Precision Medicine to the Test

Peter Keeling
TITLE: CEO

COMPANY: Diaceutics

INDUSTRY  AWARDS: Business 

Person of Month, Business and Finance, 

2019; Ernst and Young Entrepreneur of 

Year Finalist, 2018 

COMPANY  AWARDS: First IPO of 

2019 London AIM Market; Winner 

Made in N. Ireland, 2019; Sunday Times 

Tech 100, 2018;  Small & Emerging 

Exporter of the Year Award at the 

Export Industry Awards in Dublin, 2017 

COMMUNIT Y  AWARDS: Visionary 

Partner with UICC for World Cancer Day

PETER KEELING

IMAGINE IF… 
patients knew earlier.

P

PASSIONATE. 
TENACIOUS.

Hurry up, I’m waiting.
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ndrea Heslin Smiley is an industry 
visionary who has made an exponen-

tial impact on the healthcare eco-
system, empowering patients to live their 
best possible lives. She brings together the 
world’s leading biopharma companies, service 
organizations, and the government to create 
partnerships that solve real-world problems.

Andrea joined VMS BioMarketing in 2008 
to lead the company’s strategic marketing and 
brand development business units, and within 
two years she was named president and CEO in 
2011. “It is critical that we all identify oppor-
tunities for the company to innovate, evolve, 
and transform,” she says. “As an industry, we 
have access to almost unlimited data that illus-
trates where and when patients are adherent in 
their therapy or not. The challenge is to make 
sense of all this data so we can better motivate 
and inspire patients using personalized solu-
tions that result in improved outcomes.”

Andrea inspires and enables others to inno-
vate by ensuring they have the tools, knowl-
edge, and a supportive culture — one that 
encourages curiosity, creativity, risk-taking, 

to explain their condition or their therapy or 
provided the emotional support the way our 
clinical educators do. What could be better 
than working with these amazing people who 
change others’ lives?”

Andrea also is positively impacting the 
people who work at VMS. “We are like fam-
ily,” she says. “We care deeply about each 
other the same way we care deeply about the 
purpose of our work. We celebrate together. 
We openly discuss and learn from our mis-
takes, and we push one another to be the best 
versions of ourselves.”   

and challenging the status quo. “An un-
wavering focus on delivering results helps 
our team be emotionally connected to the 
importance of our work and lead us to 
turn good into great,” she says. 

Once at the helm of VMS, Andrea de-
cided the company’s sole focus would be 
patient adherence through personalized 
nurse-led education. Andrea made this 
the No. 1 mission of VMS by spinning 
off commoditized business units within 
her first year as president and CEO. This 
proved a wise move, as VMS BioMarket-
ing programs have shown to dramatically 
enhance the patient experience while im-
proving outcomes and adherence. 

“This decision impacted every role 
across the company, but in doing so, we 
have been able to establish the company as 
a leading provider of personalized support 
programs using clinical nurse educators 
to help patients successfully start and stay 
on therapies after a prescribing decision is 
made,” Andrea says. “This laser focus on 
what we do best has enabled us to impact 

and make a difference to so many patients’ 
lives by providing them with the right support 
to achieve better health outcomes.”

With the immense growth in the devel-
opment of specialty medicines today, Andrea 
also recognized an increased need for improved 
education within the HCP office setting be-
tween healthcare professionals and patients. As 
a result, VMS delivers peer-to-peer education 
programs for physicians, nurses, office staff, 
and other HCPs to help patients in dozens of 
disease categories. VMS also provides educa-
tion and support for patients in clinical trials. 

“I have personally experienced the strug-
gles and challenges that patients and caregiv-
ers deal with on a daily basis — even minute 
by minute — to care for themselves and 
others,” Andrea says. “I have been a caregiver 
for family members with diabetes and Alzhei-
mer’s. I feel very lucky that every day at VMS 
we hear stories about patients and families who 
have experienced the life-changing impact 
of programs that not only provide education 
but much-needed emotional support. People 
tell us that no one had ever taken the time 

A Patient Support Rock Star

Real connections matter.

Andrea Heslin Smiley 
TITLE: President and CEO

COMPANY: VMS BioMarketing 

INDUSTRY  AWARDS: Hall of Femme, MM&M 

Magazine; PM360 ELITE, Master Educator Award; 

Chairman’s Ovation Award, Eli Lilly and Company

COMPANY  AWARDS: Great Place to Work-

Certified; Top 100 Best Workplace for Women 

in America; Best Medium-Sized Workplace in 

America; Best Workplace for Giving Back in 

America; Best Women-Owned Companies, 

Working Mother magazine; Three time Inc. 500 

Fastest Growing Companies in America; Growth 

100 company, the Kelley School of Business 

Johnson Center for Entrepreneurship and 

Innovation; Fortune 500 pharmaceutical client 

Global Supplier of the Year

COMMUNIT Y  AWARDS:  Gubernatorial 

appointment from Mitch Daniels to the Indiana 

Commission for Women

ASSOCIATIONS: Board of Directors, Zyla Life 

Sciences; Board of Directors, Appian Rx; Board 

of Directors, Indiana Alzheimer’s Association; 

previous board activities, include Salvation Army, 

Lung Force Women’s Cabinet, Summer Stock 

Stage, Indiana Court Appointed Special Advocates 

(CASA), Indiana Commission for Women

ANDREA HESLIN SMILEY

IMAGINE IF… 
empowering patients changed the 
way people engage in their health.

SUPPORTIVE. RESILIENT.
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Astellas is committed to turning innovative science into medical solutions that 
bring value and hope to patients worldwide. Every day, we work together to 
address unmet medical needs and help people living with cancer, overactive 
bladder, heart disease and transplants, among other conditions. We remain 
dedicated to meeting patients’ needs, and our support for them will never 
waver.

At Astellas, we’re focused on making changing tomorrow a reality.

Turning Innovative 
Science into Value for Patients

www.astellas.com/us @AstellasUS

9X11_color_portrait_619.indd   1 6/27/2019   1:53:36 PM
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ercival Barretto-Ko, president of Astel-
las US, has clear vision for his teams: be 
bold by being innovative in everything 

they do — from developing new therapies to 
serving patients better. 

As part of his leadership mandate, Percival 
is committing the company to its three core 
values: patients, people, and performance.

The first pertains to discovering, develop-
ing, and launching life-changing medications. 
Percival says the company expects to bring 
four new products or product indications 
to the market this year. One of these is an 
FDA-designated breakthrough therapy called 
enfortumab vedotin as a treatment option 
for certain patients with urothelial cancer. In 
2018, the company. 

The second goal, Percival says refers to 
the continual commitment to development, 
engagement, and inspiration of the workforce. 
It also means building a diverse and inclusive 
workplace — an important area of focus for 
him. 

“At Astellas, we’ve actively increased ini-
tiatives to create a more diverse and inclusive 
space, and we are proud of the culture we have 
built,” he says.

The third objective, performance, stems 
from the first two. “By effectively implement-
ing priorities related to patients and people, 
the company’s performance will take care of 
itself,” he notes. “To ensure that we can ben-
efit patients long into the future requires us 
to continue to be a vibrant, forward-thinking, 
and high-performance company.”

Percival is committed to balancing inno-
vation with ensuring patients have appropriate 
access to medications, noting that innovation 
without patient access is meaningless.

“This balance is at the root of my goals 
as president of Astellas,” Percival says. “To 
achieve this, it’s important that we truly listen 
to patients, understand their needs, and ensure 
that our employees understand the journey 
that patients undertake.” 

He says to achieve this goal, efforts include 
bringing patient stories to life internally, 
gathering employee insights, as well as work-
ing in partnership with organizations such as 
the Academy of Oncology Nurse and Patient 

His leadership team says Percival’s style 
is rooted in respect, integrity, and ensuring 
there is clarity in purpose in everything the 
company does. 

“Leaders need to have high expectations of 
their teams, but it is important that they do so 
with respect, civility, and kindness,” Percival 
believes. “Ultimately, kindness builds empathy, 
compassion, and a sense of purpose focused on 
the patients we serve, and for each other as an 
organization to drive our inclusive culture.”

He believes in giving back and is proud 
that Astellas employees have spent more than 
107,000 hours volunteering in local commu-
nities. 

“Recently, Astellas was also awarded a per-
fect score on the Human Rights Campaign’s 
Corporate Equality Index for the fifth consecu-
tive year,” Percival says. 

He is a mentor to about a dozen individu-
als, all of whom are in different stages of their 
careers. “I am a big believer in mentorship, as 
I myself have benefitted from it,” he says. “In 
fact, I continue to have mentors in whom I 
believe.” 

Navigators (AONN+). For example, Astellas 
is working with AONN+ to create an acuity 
tool for oncology patients to help determine 
the level of support these patients need from 
their oncology team.

Since taking the helm at Astellas, Percival 
has challenged everyone in the organization 
to share their stories and their “why.” He says 
helping others understand the whys builds 
empathy, drives inclusion, and is critical to the 
company’s unique culture of purpose. And he 
openly shares his own story of being raised in 
the Philippines by a single mother and three 
older sisters, and how this impacted his per-
spective and personal journey with health and 
access to healthcare.

Colleagues say Percival balances his drive 
as a leader with a compassionate approach to 
talent management and expectations. He as-
pires to make his objectives clear both through 
communication and through example, model-
ing daily what he expects and wants to achieve 
in the workplace. 

Percival’s career path has been built on 
broadening his reach and taking on respon-
sibilities outside of his comfort zone 
as well as seeking roles that exposed 
him to healthcare systems outside of 
the United States, including those in 
Europe, Canada, and Latin America.

Patients, People, Performance
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TITLE: President

COMPANY: Astellas US

COMPANY  AWARDS: Human Rights 

Campaign’s Corporate Equality Index 

Best Places to Work; Forbes America’s Best 

Employers; Corporate Knights Global 100 Most 

Sustainable Companies; Fortune Magazine 

50 Best Companies Giving Back in the U.S.; 

Working Mother 100 Best Companies for 

Working Mothers; DiversityComm “Best of 

the Best” Employer; Wall Street Journal Top 10 

Oncology Companies 

COMMUNIT Y  AWARDS: 50 Best Workplaces 

in Chicago

ASSOCIATIONS: Pharmaceutical Research 

and Manufacturers of America (PhRMA), board 

of directors; Chicago United, board of directors

T WIT TER: @AstellasUS

PERCIVAL BARRETTO-KO

IMAGINE IF… 
we had a healthcare system 
that was truly patient-centric.

Bold. Kind.

C
O

M
M

A
N

D
E

R
S

 &
 C

H
IE

F
S

P

(c
) P

ha
rm

aL
in

x 
LL

C
. R

ig
ht

s 
do

 n
ot

 in
cl

ud
e 

pr
om

ot
io

na
l u

se
.  

Fo
r d

is
tri

bu
tio

n 
or

 p
rin

tin
g 

rig
ht

s,
 c

on
ta

ct
 m

w
al

sh
@

ph
ar

m
av

oi
ce

.c
om

Com
pli

men
ts 

of 
Pha

rm
aV

OIC
E



Astellas is committed to turning innovative science into medical solutions that 
bring value and hope to patients worldwide. Every day, we work together to 
address unmet medical needs and help people living with cancer, overactive 
bladder, heart disease and transplants, among other conditions. We remain 
dedicated to meeting patients’ needs, and our support for them will never 
waver.

At Astellas, we’re focused on making changing tomorrow a reality.

Turning Innovative 
Science into Value for Patients

www.astellas.com/us @AstellasUS
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lizabeth Garner, M.D., wears a drag-
onfly pendant almost every day. Drag-
onflies, she says, symbolize transfor-

mation, adaptability, going with the flow, 
self-realization, and simple good luck.

But it wasn’t luck that led her to where she 
is today. It was sheer determination, a focus on 
excellence, and a can-do attitude. Those who 
know Dr. Garner say she is a brilliant mentor, 
teacher, and colleague; and as importantly, she 
is viewed as an exceptional leader. 

As a highly regarded executive with an 
accomplished career across many facets of the 
industry, she has a distinguished reputation for 
developing novel therapies in women’s health-
care. Her experience includes serving at large 
pharmaceutical companies, including Myriad 
Genetics, Abbott Laboratories, and Merck 
Research Laboratories. 

“I strongly believe that to be successful in 
any profession one must have a passion for the 
work,” she says. “You must also be determined She leads in a calm, inspiring, and genuine 

way, with completely open communication 
to management and all employees. She works 
hard to build a company culture that inspires 
employees to do and be their best.

“I inspire others by my passion for my 
work, my determination, my focus on ex-
cellence, and my can-do attitude,” she says. 
“Many times, I have seen my teams look at me 
in disbelief as I insist that we get something 
done that seems impossible and thoroughly 
enjoyed watching their amazement at their 
own accomplishment when they push through 
with me and succeed. People often don’t real-
ize what they are capable of until they chal-
lenge themselves beyond what they believed 
to be possible.”

Dr. Garner describes her leadership style 
as collaborative yet decisive. “Although I tend 
to have strong opinions, I try hard to always 
have an open mind and to invite my team 
members to express their opinions,” she says. 
“I find that many of the best ideas come from 
my colleagues when they feel encouraged and 
empowered to work collaboratively with me 
rather than simply carrying out directions.” 

Editor’s Note: As this issue was going to press, Dr. 
Garner was named chief medical officer for ObsEva, a 
women’s health company.

to get past obstacles and challenges 
and remain focused.”

In Dr. Garner’s current position as 
chief medical officer, and senior VP, 
research and development, at Agile 
Therapeutics, she serves as a mem-
ber of the senior management team 
providing strategic leadership on the 
company’s overall development strat-
egy. She leads the research, pharma-
covigilance, and medical affairs teams 
in the advancement of the company’s 
product pipeline. In addition, she co-
leads the development and execution 
of the company’s regulatory strategy 
and is the clinical lead for all interac-
tions with the FDA. 

“I believe innovation does not al-
ways have to come in the form of a 
fancy new device or product,” she says. 
“Innovation is also about coming up 
with incremental changes to increase 
efficiency and productivity by paying 
attention to the details of how we get 
things done and seek out areas for im-
provement,” she says. 

In 2018, Dr. Garner served in a 
crucial role in achieving a successful 
formal dispute resolution with the 
FDA, and she served a vital role during 
the company’s 2014 initial public of-
fering helping to raise $49.7 million.

While at Merck, she was one of the key 
leaders on the human papillomavirus (HPV) 
vaccine program for which she was instru-
mental in achieving successful outcomes and 
obtaining FDA approval for a new indication 
for the vaccine. This medical breakthrough 
was for Gardasil, which is now a routine vac-
cination for young females and males in the 
United States for the prevention of certain 
cancers; the product is also approved in more 
than 122 countries worldwide.  

Career highlights have included participat-
ing in the Merck FDA Advisory Committee 
meeting for Gardasil in Agile’s IPO. “Both 
were invaluable experiences through which I 
learned volumes over a short period of time 
and had to dig deep and persevere to achieve 
success,” Dr. Garner says. 

Dr. Garner serves as an extraordinary role 
model to all members within the company 
as well as an inspiration to her staff in the 
advancement of their careers. She sets clear 
goals and expectations and serves to support all 
employees in the achievement of those goals. 

Passionate. Patient-Focused.

Elizabeth Ijeoma 
Onyemelukwe Garner, M.D.
TITLE: Chief Medical Officer, Senior VP, Research 

and Development, 

COMPANY: Agile Therapeutics Inc.

INDUSTRY  AWARDS: Honoree, Executive 

Women of New Jersey, Salute to the Policy 

Makers, 2018

COMPANY  AWARDS: Abbott Excellence 

Award for significant contribution to 

Investigator Meeting Initiative, 2012; Abbott 

Excellence Award for significant contributions 

to FDA background package and supporting 

documents, 2011; 2011 Merck Women’s 

Leadership Development Program (WLDP); 

Key Talent at Merck, 2010; Special Achievement 

Award for contributions to Gardasil Advisory 

Committee Meeting and Approval, 2010

ASSOCIATIONS: American Medical Women’s 

Association (AMWA); Executive Women of New 

Jersey (EWNJ); Healthcare Businesswomen’s 

Association (HBA)

T WIT TER: @egarnermd
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IMAGINE IF… 
we figured out the mind-body 
connection.
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or the past 16 years, Barry Greene has 
been the driving force behind Alnylam 
Pharmaceutical’s journey to becoming 

a leading biopharmaceutical company devel-
oping a new class of medicines. And under his 
leadership, Alnylam developed the first-ever 
FDA approved RNA interference (RNAi) 
therapeutic, Onpattro (patisiran), for the treat-
ment of patients living with hATTR amyloi-
dosis with polyneuropathy.

With an eye always toward doing what’s 
right for patients, Barry was instrumental 
in orchestrating value-based agreements for 
Onpattro with leading health insurers. He 
says creating these agreements for a new class 
of medicine required the company’s leaders 
to think outside the box, and ultimately the 
agreements garnered praise from payers, in-
cluding Harvard Pilgrim Health Care, Express 
Scripts, and Aetna Pharmacy Management. So 
far, Onpattro has been launched in the United 
States and Europe, and received regulatory 
approval in Canada and Japan.

“Our intention is to bring innovation to 
all we do, even outside of R&D, including our 
unique approaches to value-based agreements, 
disease awareness and education programs, pa-

South America. Colleagues say Barry’s inspir-
ing leadership, denoted by a clarifying vision, 
mission, and clear goals and objectives, has 
been critical to Alnylam’s success.  

Barry strives to be honest, crisp, and always 
supportive. He’s committed to making Al-
nylam a great place to work for all employees. 
His teams say he goes out of his way to connect 
with people at every level of the company, 
hosting new hire breakfasts and one-on-one 
meetings with employees to ensure they’re en-
gaged and meeting their career goals. “It’s im-
portant to me to articulate strategy and remain 
content rich and avoid administrivia,” he says. 

“I learned that if you focus on a shared 
vision and mission, operate under an aligned 
set of core values, set big stretch goals, and 
support each other, teams thrive,” Barry adds. 

Barry focuses on what’s right for patients, 
always doing the right thing, embracing vig-
orous debate, driving politics out, staying pos-
itive, and setting big, hairy audacious goals. 

As the co-executive sponsor of Alnylam’s 
diversity and inclusion initiative, Barry has 
spearheaded programs, such as unconscious 
bias training, to empower employees to act 
with an inclusive mindset. Alnylam also part-
ners with organizations that promote D&I 
in its communities, such as Women in the 
Enterprise of Science & Technology, OUT 
Bio, Healthcare Businesswomen’s Association, 
Posse Foundation, and Wheaton’s Summit for 
Women in STEM. 

tient advocacy, and patient finding strategies,” 
Barry says. 

As Alnylam continues to advance its late-
stage pipeline products, Barry is spearheading 
the commercial U.S. and EU launch for giv-
osiran, an investigational RNAi therapeutic 
in development for the treatment of acute 
hepatic porphyria (AHP) for which the com-
pany recently completed regulatory filings 
in the United States and EU. Additionally, 
Alnylam is advancing lumasiran, an investi-
gational RNAi therapeutic for the treatment 
of primary hyperoxaluria type 1 (PH1) with 
results from its Illuminate-A Phase III pivotal 
trial expected in late 2019 and, if positive, the 
company will submit filings for regulatory 
approval starting in early 2020.

During his career, the 2018 PharmaVOICE 
100, has had the opportunity to develop and 
launch several innovative, high-impact medi-
cines. “They are each special, and hearing the 
stories of the patients they benefited is highly 
rewarding,” he says. 

The company also is innovating diagnos-
tic algorithms, healthcare provider education, 
patient advocacy and education, and use of 
digital in countries where it is permitted.

Alnylam’s journey has had its ups and 
downs, including two restructurings in its 
early years, but Barry has helped to steer the 
company through those challenges. Today, 
the company has more than 1,200 employ-
ees across North America, Europe, Asia, and 

Setting Big Hairy Audacious Goals

Barry Greene
TITLE: President

COMPANY: Alnylam Pharmaceuticals

INDUSTRY  AWARDS: PharmaVOICE 100, 

2018; The 11th Annual Myer Saxe Award 

from the Alzheimer’s Association, 2010; 

Alzheimer’s Association 2010 Century Award; 

Albert Einstein Award, 2008; Pharmaceutical 

Executive 45 Under Forty Five, 2008; Women 

Unlimited Inc. You Make the Difference 

Recognition

ASSOCIATIONS: Acorda Therapeutics, board 

of directors; Karyopharm Therapeutics, board 

of directors — lead director; Alzheimer’s 

Association, Hope for the Harbor event 

committee; American Heart Association Heart 

and Stroke Ball 2020, Chair

T WIT TER: @BarryGreene

BARRY 
GREENE IMAGINE IF… 

new drugs were 
developed in 
weeks not years.

Yes, we can.
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Congrats  to  our  insp i r ing  leader,  Sher r i  Wi lk ins ,  on  be ing 
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ime and again Sherri Wilkins, presi-
dent of Carling Communications, has 
gained the respect of clients and her 

peers. Since Sherri became president in July 
2018, she has helped diversify the agency’s cli-
ent portfolio beyond the HCP ecosystem and is 
now actively facilitating high-value, high-im-
pact consumer and digital conversations. 

Sherri is excited to shape the next phase 
of growth for Carling. “We’ve improved em-
ployee retention rates — cutting voluntary 
exits by 50% — and I’ve worked hard to build 
a team of leaders who can help me reinforce a 
strong culture of transparency and teamwork 
across the United States and abroad,” she says.

But the transition was not always an easy 
process, Sherri says. When she became presi-
dent, many team members had left for other 
industry jobs. 

“Any mass exodus, regardless of the reasons 
behind it, can trigger real feelings of panic,” 
she says. “I am so proud of how far our team 
has come and how solid and sophisticated our 
business is today. As difficult as those initial 
months were, I believed in where I knew we 
had to get, and how quickly we needed to get 
there, and I’d do it all again.” 

Sherri has worked hard to integrate the 
agency within the Fishawack Group while 
maintaining a strong sense of identify and 
culture. Under her leadership, the creative 
and client services teams are consistently chal-
lenged to produce work that makes clients feel 
heard and solves their business needs. Sherri is 
now highly focused on positioning the agency 
for its next phase of growth in the United 
States and globally.

She reminds her leadership team to evolve 
themselves at work through the core ideas of 
not shying away from situations and tasks that 
are a little scary or unknown. And along the 
way to learn, then teach, with the goal of re-
placing themselves, even if only theoretically. 

“I think if you aren’t replacing yourself, 
then you probably aren’t teaching, and if you 
aren’t developing others, you’re probably not 
evolving yourself,” Sherri says. “That’s my 
personal philosophy anyway. We often toss 
around terms like scalable and sustainable as 
business entities, but those same principles 
need to apply to leadership equally.”

“I’m pretty gregarious — definitely not 
bashful,” she says. “I am very social outside the 
office, and I am the same person who shows 
up to work as president, just with a twist. We 
spend more time at work than we do pretty 
much anywhere else, so you might as well 
show up with a smile on your face.” 

One of Sherri’s top priorities is to engage 
with every employee and to try to figure out 
a way to help them reach their full potential. 
Those who work with Sherri say one of her 
greatest strengths is bringing in the right peo-
ple and trusting those around her. 

“I believe the best way to inspire is to 
model the positive behaviors you expect from 
others that will make them — and you — a 
success,” Sherri says. “Demonstrating a com-
mitment to each other is paramount, and 
this in turn helps us produce the best work 
with our client partners. I hope my people 
are inspired by my commitment to ensuring 
their work environment is strong, positive, 
solutions-oriented, and supportive.”

Sherri’s approach to leading the agency is 
simply a reflection of who she is as a person, 
and you can see that in her achievements out-
side the office as well. Her efforts to improve 
literacy in children and adults, and various 
volunteer activities with the Junior League and 
Habitat for Humanity earned her recognition 
by The Healthcare Marketer’s Exchange as a 
finalist for its Humanitarian Award. 

New York Hustle. 
Southern Hospitality. 
West Coast Swagger.

Sherri Wilkins
TITLE: President

COMPANY: Carling Communications, 

a member of The Fishawack Group of 

Companies 

INDUSTRY  AWARDS: PM360 Elite 

Transformational Leader, 2019; Manny Awards 

MedAdvocate, 2019; MM&M Awards Jury, 2018

COMPANY  AWARDS: Board Member, The 

Fishawack Group of Companies

COMMUNIT Y  AWARDS: Carolina Club 

Leaders Inaugural Ambassador Corps

ASSOCIATIONS: Healthcare 

Businesswomen’s Association; Junior League 

of San Diego

SHERRI 
WILKINS

 IMAGINE IF… 
we worked together to 
find healthcare solutions 
vs. creating an economy of 
competition. 
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drian Gottschalk measures success by 
looking at whether he and his teams 
have given their all in tackling the 

problem, persevered through the challenges, 
learned from their mistakes, worked with 
integrity, and had a positive impact on the 
patients they serve.

“If we routinely measure ourselves by these 
metrics, we will make a difference and, ulti-
mately, develop very important medicines,” 
says the president and CEO of Foghorn Ther-
apeutics. Foghorn discovers and develops new 
medicines based on insights into genetic mu-
tations in the chromatin regulatory system, 
in other words the system that directs which 
genes our cells express and when, where, and 
in what order. Adrian has set the company on 
a trajectory to create novel therapies that can 
change the status quo of care and the lives of 
patients suffering from cancer and other seri-
ous diseases. 

“By manipulating this system 
with our Gene Traffic Control prod-
uct platform, we will change how 
genes turn on and off, he says. “Un-
like approaches that edit genes, this 
novel way of thinking will alter what 
our DNA has in store for us — and 
rewrite destiny for millions of people 
living with disease.”

Adrian has built a successful, 
high-performing biotech company, 
with an outstanding culture cen-
tered around people, teamwork, sci-
entific excellence, and new ways to 
think — on an immutable founda-
tion of integrity and mutual respect.

Adrian says his job is to provide 
encouragement and push the team to 
think big. He says providing an en-
vironment for others to truly think 
and act creatively, take risks, and 
reward learning is key. 

“Helping my team see the pos-
sibilities is perhaps my biggest con-
tribution,” he says. “One of the most 
valuable pieces of advice I received 
came from a very good mentor and 
friend of mine, Dan Mangelsdorf, 
who said: context is definitive and 
leadership is all about setting con-
text. I try to set the right context for 
my teams and remind ourselves that 
we are part of something much big-

success. Adrian brings an incredibly intelli-
gent, wise, thoughtful, and compassionate 
hand to any organization. He articulates a clear 
strategy and breathes a sense of purpose into 
priorities. No matter how busy everyone is, the 
team always comes first with Adrian. 

“My goal is to treat everyone with dignity 
and respect and to appeal to the broader sense 
of purpose we all have — to make our lives 
mean something,” Adrian says. “And I believe 
that helping our fellow human beings is one 
of the greatest ways to make our lives matter. 
Hopefully, I lead by example on this and my 
actions inspire others to do the same.”

Adrian has extremely high expectations of 
what is expected from him, including trans-
parency, clarity of purpose, advocacy, support, 
and partnership. Colleagues say they value his 
candid feedback and his ability to actively and 
genuinely listen to his employees, colleagues, 
and peers. 

“My goal as a leader is to provide 
the vision and overall purpose and 
then get out of the way of my team,” 
he says. “I am there to support them, 
encourage them, and ensure they 
have the resources they need to do 
innovative and life-changing work.”

Mentoring and helping others 
develop is so critical for those who 
are privileged to be in leadership 
positions, Adrian says. “Discovering 
and developing medicines is the ul-
timate team sport and I imagine that 
the longest lasting legacy for any 
of us will be the people we touch. 
Helping to develop the next gen-
eration of leaders and innovators in 
biotech is one of the most important 
and best parts of my job.” 

ger than any one of us — making medicines 
for our fellow human beings.”

He says leading and building Foghorn 
with an ever-growing team of passionate col-
laborators over the last two years has been a 
career highlight.

He has an impressive track record of pro-
fessional accomplishments, including building 
Biogen’s global commercial strategy group 
and ensuring a successful launch for multiple 
therapies. Additionally, he restructured the 
Biogen office in Japan and chartered a new 
path for the team’s structures moving forward. 

Adrian is known for thoughtfully engag-
ing with team members at all levels and career 
stages and providing them with constructive 
counsel and sound advice that they can apply 
throughout their careers.

Those who have worked with Adrian are 
impressed not only with what he is able to 
accomplish but how he is able to achieve that 

Setting the Context for Success

Adrian Gottschalk
TITLE: President and CEO

COMPANY: Foghorn Therapeutics
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IMAGINE IF… 
we could diagnose and 
treat all diseases earlier.
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hen Kevin Gorman, 
Ph.D., became CEO of 

Neurocrine Biosciences 
in 2008, the company was going 
through a difficult period having 
faced a significant regulatory set-
back. Dr. Gorman relied on his 
Ph.D. in immunology and MBA in 
finance, as well as his comprehensive 
understanding of both sides of the 
biopharma business and clear-headed 
and rational thinking, to help the 
company navigate its challenges. 

First, Dr. Gorman and his lead-
ership team had to dramatically scale 
back the workforce — from more 
than 600 employees to just 67 — 
and they headed back to the drawing 
board. By leveraging their in-house 
R&D expertise, the company was 
able to rebuild the pipeline with 
the discoveries of the molecules that 
would eventually become Ingrezza 
(valbenazine), the first FDA-ap-

proved treatment for tardive dyskinesia (TD), 
an involuntary movement disorder, and Or-
ilissa (elagolix), the first FDA-approved oral 
treatment for endometriosis in more than a 
decade, which was launched by Neurocrine 
Biosciences’ commercial partner AbbVie. 

“I am proud to say that today we are stron-
ger than ever as a fully integrated company 
with more than 600 employees dedicated to 
developing life-changing new medicines for 
people with neurological, psychiatric, and en-
docrine disorders,” Dr. Gorman says. 

He describes the approval of Ingrezza as a 
defining moment in his career. TD is a disrup-
tive disease that affects an estimated 500,000 
people in the United States and can negatively 
impact patients socially, emotionally, and 
physically causing them to feel embarrassed or 
judged by others, or drive them to withdraw 

to drive camaraderie,” he says. “During this 
all-employee meeting, I, along with the entire 
management team, make a point of thanking 
the team for its hard work and highlighting 
the importance of life outside of work.”

He also has created an initiative to recog-
nize key employees who have excelled in their 
field and are poised for advancement. Dr. Gor-
man notes that when you hire excellent people, 
remove obstacles and let them do their jobs, 
you see excellent communications and fast and 
better decision-making. This approach allows 
employees to follow their nose, adapt, and en-
gage in healthy debates.

Beyond the office, Dr. Gorman is passion-
ate about the education of young scientists and 
finding ways to better serve their academic 
advancement. “I support several local scholar-
ships, offering undergraduates the opportunity 
to partner with graduate students or post-doc-
torates in the lab so they can understand what 
a career in scientific research entails and to 
encourage interest in the life sciences,” he says. 

Dr. Gorman says the mentors in his life 
have taught him that you don’t mentor by 
merely talking to a person you need to let 
the person make decisions and experience the 
outcomes — both good and bad. “You learn 
best from your mistakes as well as reviewing 
the decision-making process that led to that 
outcome,” he says. 

from society and isolate themselves. The con-
dition is caused by prolonged use of treatments 
that block dopamine receptors in the brain, 
such as antipsychotics.

Dr. Gorman is committed to advancing 
the therapies in Neurocrine Biosciences’ pipe-
line, with the potential to bring three new 
medications across four indications to patients 
with high unmet needs by 2020.

“What makes this job so inspiring is that 
we can say we brought a new therapy to pa-
tients — to our fellow humans — that will 
make a significant impact on their lives and 
the lives of those around them,” he says.

One of the core tenets of Dr. Gorman’s 
leadership is accountability. “I have deliber-
ately cultivated an environment in which my 
colleagues are empowered to take risks and to 
explore new avenues without feeling they run 
the risk of being unduly blamed or penalized 
if an idea doesn’t work out,” he says.

His colleagues say Dr. Gorman is a solu-
tions-oriented leader, who listens to and re-
spects the opinions of his team members and 
allows them to use their collective knowledge 
to overcome a complex issue or determine an 
alternative plan. “I strive to be respectful of ev-
eryone’s individual opinions, expertise, and ac-
complishments by empowering them to bring 
new and unique ideas to the table each day,” 
he says. “I strongly believe that this approach 
fosters inspiration and results in the passion 
and tenacity to develop impactful medicines.”

He rewards integrity, transparency, and 
cross-functional collaboration and has put in 
place several initiatives that put employees at 
the center. “For example, we bring together 
all of the company’s employees to continue 

Bringing Innovation to Patients

Kevin Gorman, Ph.D.
TITLE: CEO

COMPANY: Neurocrine Biosciences

INDUSTRY  AWARDS: Xconomy Awards San 

Diego, CEO, 2019; San Diego Business Journal 

— SD 500, 2018; Ernst & Young Entrepreneur 

of the Year San Diego, 2018; Ernst & Young 

National Entrepreneur of the Year, Life 

Sciences, 2018; The San Diego Union-Tribune 

— Leadership Winner, medium company, 2018

COMPANY  AWARDS: The San Diego Union-

Tribune Top Workplace, 2018

DR. KEVIN GORMAN

IMAGINE IF… 
we could unlock the pathways 
of the brain to specifically 
target and treat diseases.
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Novartis Oncology

Congratulations 
Susanne Schaffert, Ph.D., President of Novartis Oncology

Susanne inspires us every day with her bold vision, authentic leadership and passion 
for people.

At Novartis Oncology, we are reimagining cancer and blood disorders to help 
people live longer, better lives. We are passionate about discovering and developing 
treatments that transform the standard of care.
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S usanne Schaffert, Ph.D., 
started with Novartis more 
than 20 years ago carrying a 

bag; today she is president of Novar-
tis Oncology, a role she assumed at 
the start of 2019. 

Susanne considers herself to be a 
trailblazer, having had to overcome 
a number of life and professional 
challenges. 

“I have faced a lot of challenges 
— from losing my father at a young 
age, to being a woman in science 
when there were far too few of us, 
and later, needing to balance a career 
and family,” she says. “I had to be a 
pioneer in many ways and I am ded-
icated to clearing a path for others. 
My mentors have been so helpful 
to me throughout my career. And 
mentoring others, seeing them grow 
and stretch themselves have been 
some of the proudest, most reward-
ing moments in my career. I want to 
encourage more women to raise their 
hand to take on leadership roles and 
push outside of their comfort zone. 
Too often they feel the need to have 
everything worked out at work and 
at home before trying something 

new, which can be a disadvantage. Instead, 
why not imagine what the world could be 
like and change it. We’ve got to push past the 
doubt and have the confidence to be bold and 
try new things.”

Susanne is well-versed in trying new 
things. Following the Novartis acquisition of 
Advanced Accelerator Applications, she led 
the company’s integration into Novartis and 
served as its first president, helping the team 
successfully launch Lutathera in the United 
States and Europe.

Today, Susanne oversees a global business 
comprised of more than 7,000 associates in 85 
countries dedicated to bringing transformative 
medicines and programs to patients.

“At Novartis Oncology, we’re reimagining 
cancer and blood disorders to help patients live 
longer, better lives,” she says. “There has been 
a lot of progress made already, but there is still 
so much more to do to help the 22 million 
people who are projected to die from cancer 
by 2030. There’s no single way to beat cancer, 
and that’s why we are pursuing multiple treat-
ment approaches.” Novartis has four distinct 
cancer treatment platforms: targeted therapies, 
radioligand therapies, cell and gene therapies, 
and immunotherapies. 

Susanne’s colleagues are inspired by her 
ability to be a bridge builder; she is lauded for 
her ability to find creative solutions to prob-
lems by bringing people together and facilitat-
ing effective collaboration. She is open-minded 
and a true believer that diversity is needed to 
deliver innovation. A working mom, Susanne 
knows the value of women helping women and 
she has mentored countless women in their 
pursuit of careers in the sciences. 

Susanne believes a successful team is an 
“unbossed” team and is embarking on a new 
cultural journey for the organization. “We 
encourage our associates to embrace their curi-
osity and diverse thinking so they’re empow-
ered to take greater ownership and collaborate 
across the organization to maximize their 
impact for patients, physicians, customers, and 
healthcare systems,” she says.  

After several roles in sales and marketing, 
Susanne was named to lead the oncology busi-
ness in Germany, then in region Europe, and 
ultimately to overseeing the oncology business 
worldwide. She also served as the global head 
of Novartis investor relations for three years. 
Her science background, coupled with her 
business acumen, enabled her to effectively 
explain mechanisms of action and research 
results to investors and analysts.

The role in investor relations, she says, was 
her most challenging. “My mentor at the time 
told me I should take the role because it would 

Susanne Schaffert, Ph.D. 
TITLE: President, Novartis Oncology

COMPANY: Novartis

INDUSTRY  AWARDS: EURORDIS Company 

Award for Innovation in Rare Diseases, 

2018; Women Worth Watching Award, 2015; 

Pharmaceutical Executive 45 Under 45: The 

Change Generation, 2008; Career of the Year, 

Handelsblatt, Germany, 2008 

T WIT TER: @susanneschaffe1

DR. SUSANNE SCHAFFERT

stretch me,” she says. “And he was right; the 
role pushed me out of my comfort zone. It was 
difficult, and it was probably the biggest learn-
ing curve I have had in my career. I’m grateful 
that I listened to his advice. I learned a lot in 
that role and it led me to my next roles.”

Another one of her mentors was David 
Epstein, former CEO and division head phar-
maceuticals at Novartis, who encouraged her 
to take a critical role as head of marketing 
in Germany just as she was embarking on 
another life journey — becoming a mom for 
the first time. “David worked with me to find 
a way forward, and he is still someone I turn 
to for advice and support,” she says. “There 
were a few opportunities like this that really 
enabled my career.” 

IMAGINE IF… 
we could transform how cancer is treated and cured. 

Leading With a Global Perspective

Genuine. 
Patient-Focused.
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Novartis Oncology

Congratulations 
Susanne Schaffert, Ph.D., President of Novartis Oncology

Susanne inspires us every day with her bold vision, authentic leadership and passion 
for people.

At Novartis Oncology, we are reimagining cancer and blood disorders to help 
people live longer, better lives. We are passionate about discovering and developing 
treatments that transform the standard of care.
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Genuine. 
Patient-Focused.
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t could be argued that Bob Rhatigan is the 
father of modern aesthetics, leading the 
launch and rise of Botox. Today, as CEO of 

Merz Americas, Bob is once again upending 
the category, reshaping and expanding the 
market through creativity, innovation, and 
vision. Under his guidance, the company de-
veloped a real understanding of what people 
want from medical aesthetics treatments and 
what keeps them from pursuing their goals. As 
a result, he leads the company’s strategy and 
operations for the fastest-growing brand in the 
U.S. medical aesthetic toxins.

The first step was to erase the stigma often 
associated with medical aesthetics treatments. 
Next, he recognized that reaching a different 
type of consumer would mean adopting a 
different type of marketing. So he led Merz 
Americas to engage in partnerships with social 
media influencers across the country.

Bob has an uncanny ability to read con-
sumer markets, identify trends, marshal his or-
ganization toward emerging or latent portions 
of those markets, and drive success.  

When he joined Merz Americas, Bob in-
stituted a new corporate motto: “How have 
you helped a sales rep or customer today?” He 
reached out to customers one at a time, asked 
them how Merz could do better and how he 
could personally help them. Not only did cus-
tomers listen, so did the salesforce. He drove a 
culture change and successfully created a new 
customer-centric operating philosophy within 
Merz. He developed a fresh, thoughtful new 
structure for the sales team, gave each rep the 
opportunity and responsibility to work closely 
with his or her customers, and empowered 
everyone to find innovative ways to help make 
those clinicians successful. And he hired the 
most experienced and innovative leaders in the 
medical aesthetics and neurotoxin industries.  

“My role is to inspire, enable, and lead the 
company with a clear strategy and to create a 
culture of accountability,” he says. 

His leadership has energized Merz Ameri-
cas, instilling optimism and drive throughout 
the organization based on a simple mantra: 
“Your success is our success.”

“One of my favorite sayings is ‘drive versus 
ride,’” he says. “It’s important to realize that 
you are in control of your own destiny. For 

and is a respected authority among those 
around him. “I aim to provide open and con-
structive feedback in a timely manner,” he 
says. “I encourage my leadership team to take 
the same approach with their direct reports.”

Bob is an ardent supporter of the com-
pany’s Merz Cares program, which bolsters 
nonprofit organizations aligned with its focus 
areas of women’s empowerment and veteran’s 
affairs. “These are causes I personally feel pas-
sionate about,” he says. 

example, at Merz Americas, we encourage 
each employee to sit in the driver’s seat when 
it comes to advancing initiatives and building 
value. This approach helped reduce employee 
turnover and increase results to the highest 
growth rate the company has seen in years.”

He publicly acknowledges and shares the 
company’s successes and has embedded this 
culture of recognition throughout Merz Amer-
icas. Bob operates with great humility; he is 
unfailingly fair and kind, and instills confi-
dence in those around him. He 
has a unique ability to recognize 
the skills and talents of others 
and helps them to maximize their 
potential.

Over the years, Bob has devel-
oped and applied a set of simple 
management principles that pro-
vide a good navigational point of 
reference for him and the organi-
zation. He communicates clearly 
and precisely what his expectations 
consist of, then guides, advises, and 
mentors to achieve the desired re-
sults. He holds people accountable 
and gives praise for achievements 
and provides assistance when out-
comes are not met. He is always 
willing to get in the trenches with 
his teams. He has earned respect 

Reinventing the Aesthetics Industry

BOB RHATIGAN

IMAGINE IF… 
we simplified  
navigating the complex  
healthcare system.

Authentic. Integrity.
I

Bob Rhatigan
TITLE: CEO

COMPANY: Merz Americas

INDUSTRY  AWARDS: Top Aesthetics CEO, 

Aesthetic Everything, 2019, 2018, 2017; Innovator in 

Dermatology, Cosmetic Surgery Forum, 2013; Top 

25 DTC Marketer, DTC Perspectives, 2008; Excellence 

in Sales Leadership, PDI, 2004

COMPANY  AWARDS: Top Aesthetics Company, 

Aesthetic Everything, 2019, 2018, 2017

Tigers don’t  
hunt squirrels.
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s CEO of Foundation Medicine, Cindy 
Perettie has a passion to improve the 
lives of cancer patients and to make 

sure they have a seat at the table when critical 
care and development decisions are made. Her 
vision is for Foundation Medicine to continue 
to evolve from a highly successful genomic 
testing company to one that fully enables the 
use of molecular information across all oncol-
ogy stakeholders to improve cancer care for 
patients.  

“We live in an age of targeted therapies 
and breakthrough advancements in cancer 
care, and comprehensive genomic profiling 
testing and actionable insights from data 
can make a difference for many patients,” 
Cindy says. For example, using the company’s 
embedded patient model, all patients with 
metastatic cancer have access to comprehensive 
genomic profiling to help inform treatment 
options.  

Cindy wants to ensure physicians, bio-
pharma companies, and regulatory bodies can 
use data, both genomic and clinico-genomic, 
in partnership with Flatiron Health, for bet-
ter decision making to improve outcomes for 
patients.

She is motivated by the stories from pa-
tients who have benefited from Foundation 
Medicine’s genomic tests and how they are 
making a difference in their lives. “I love 
hearing these stories and always look for op-
portunities to share them with my amazing 
team,” she says. 

Cindy’s pedigree in oncology runs deep. 
She previously served as VP of Genentech’s 
HER2 bio-oncology franchise, which encom-
passes Herceptin, Perjeta, and Kadcyla. While 
at Genentech, she introduced eight new mo-
lecular therapies that drive improved patient 
outcomes compared with the standard of care. 
And while at Roche, she led global oncology, 
overseeing the group that managed the lifecy-
cle of 21 late-stage medicines, which impact 

the lives of hundreds of thousands of patients 
every year. 

At Roche, she was also part of a small team 
that worked closely with the CEO on the rede-
sign of the company’s organizational structure, 
processes, and priorities to exercise agility and 
empower employees to execute on innovation. 

“In a company of 40,000-plus employ-
ees, driving change management and culture 
was incredibly challenging,” she says. “I was 
honored to be part of this effort, as our work 
contributed to ensuring lasting improvements 
and efficiencies.”

Having a clear vision and an understanding 
of the end goal of the business helps Cindy 
make decisions. Keeping these mandates top 
of mind also helps her motivate her teams. 
Colleagues say she strives to remove any ob-
stacles that get in the way of their ability to 
inform and improve the patient journey.

“It’s important to provide perspective on 
what you can control and what you cannot,” 
she says. “I also find that level setting expec-
tations helps to instill a sense of motivation.” 

Team members say she strives to help ev-
eryone enjoy their work by creating a culture 
of transparency and collaboration.

Success, Cindy says, is measured by the 
feedback she and her team receive from the 
community on how well they are delivering on 
the company’s mission. 

“For my folks’ work to be recognized 
beyond the walls of our organization, in par-
ticular from patients and physicians, is the 
ultimate success metric,” she says. 

Cindy says Sue Hellman, CEO of the 
Gates Foundation, taught her to always take 
a patients-first model to decision making, 
especially when faced with difficult choices. 
“Because Foundation Medicine is committed 
to using our molecular information platform 
to improve day-to-day care for patients, this 
advice has really helped guide my actions as 
CEO,” she says.

As a leader in a field typically dominated 
by men, Cindy cares deeply about the role of 
women in science and business. At Genen-
tech, she ran a highly successful program for 
high-potential female directors, helping build 
their skills to move forward, and improving 
their executive presence, including engaging 
in difficult conversations, providing strategic 
oversight, and being a visionary. The program 
saw 85% of the participants promoted within 
two years.

Cindy is also passionate about the im-
portance of STEM for women and girls. As 
part of Genentech’s commitment to LGBTQ 
efforts, including serving as an executive 
sponsor for Gay Out & Equal (gPRIDE), 
she participated in numerous diversity ac-
tivities.

She is a mentor to several individuals, not-
ing that someone once took a chance on her, 
and she feels strongly about doing the same 
for others. 

Improving the Patient Journey

Cindy Perettie
TITLE: CEO

COMPANY: Foundation Medicine Inc.

COMPANY  AWARDS: No. 30 on Fast 

Company’s 2019 Top 50 Most Innovative 

Companies List, No. 1 in the biotech category

ASSOCIATIONS: BIO, regulatory and 

pharmacovigilance committee, chair; 

Fast Company’s Impact Council, member; 

Genentech Access To Care Foundation, 

previous member; gPRIDE for LGBTQ 

community, Roche Genentech, previous 

member

T WIT TER: @cindy_perettie

CINDY PERETTIE
IMAGINE IF… 
healthcare was 
truly personalized.

A
Authentic. Courageous.

Be curious.
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You may be fluent in industry lingo, but we know how much 
substance is behind the speech. You can talk the talk and 
walk the walk. Thank you for sharing your wisdom, guidance, 
and friendship. We couldn’t do this without you.

Congratulations on this incredible recognition!
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rew Desjardins knows that taking 
risks is vital to building brands and if 
done right, there is a chance to change 

the face of healthcare. 
In fact, Drew has made a career of inspir-

ing risk and transformation. From sales rep 
to brand manager to chief strategy officer and 
executive VP at Dudnyk, he has turned his 
25 years of industry experience into a role 
that allows him to serve clients, customers, 
and colleagues with groundbreaking strategic 
solutions. 

Drew understands that the best innovative 
ideas are not always first in market, and are not 
about convincing someone to buy what you’re 
selling. Innovation is about driving the indus-
try forward in a way that can yield actionable 
output and ultimately change lives. 

Drew’s foray into pharma began in the 
field, carrying a bag in the Wild West era 
of pharmaceutical sales. He then transitioned 
into a marketing role, working his way from 
product manager to executive director on bil-
lion-dollar brands. An early proponent for op-
timizing customer engagement, he conceived  
the very first relationship marketing program 
in Wyeth Pharmaceuticals’ history.

Although originally hired to lead the client 
services department at Dudnyk, it was soon 
clear that Drew’s specialty was solving prob-
lems. His arrival helped transform the agen-
cy’s account-rooted model for strategy into a 
dedicated discipline. He built clear processes 
for extracting insights, thus ensuring consis-
tent results for each account. His vision has 
paid off; with Drew at the helm of Dudnyk’s 
strategic ship, the agency has executed an un-

and more and more drugs are paid for by 
our government, that access and promotional 
budgets will become squeezed even more,” he 
says. “Consequently, our ability to champion 
the causes and advance the treatments of pa-
tients with rare diseases could be significantly 
compromised.”

As a manager, Drew leads by example. He 
expects excellence, and consistently models the 
behavior he wants to see from his teams. Over 
the years, he has learned the importance of 
regularly asking for feedback and tailoring his 
management style to get the best out of each 
person. “I try to share my vision for projects 
or strategies in detail — often role-playing 
the part of the customer or rep — and lead by 
example,” he says. “I try to empower people 
to use their natural abilities, clearing obstacles 
for them and putting them in a position to 
succeed.”

Drew takes his work seriously, but he 
doesn’t take himself too seriously. His fluency 
in corporate buzzwords has inspired countless 
affectionate jokes around the agency. A father 
of four daughters, he keeps his colleagues 
laughing with stories of teenage antics, school-
age shenanigans, and what it’s like to be the 
lone male in a house full of women.  

precedented number of workshops for the last 
three years running.

“I get very excited about trying to solve 
problems in innovative ways, whether it’s 
by putting a new twist on an old tactic or 
by using technology in imaginative ways,” 
he says. “My goal is not about trying to be 
innovative for the sake of being innovative, 
but rather it’s about doing whatever is needed 
to solve whatever problems we are trying to 
resolve. Sometimes this requires a different 
approach. I feel that a big part of my responsi-
bility is to create an environment where we can 
come up with novel solutions to our clients’ 
challenges together.” 

Drew understands the challenges clients 
face and works tirelessly to provide the best 
possible solutions that will help them succeed 
in their business and shine in their role. He 
evokes a trusting, almost conspiratorial en-
ergy. He may have crossed over to the agency 
side, but he hasn’t forgotten what it means 
to have the weight of a brand launch on his 
shoulders. This balanced viewpoint gives him 
an intuitive sense of how to make that cru-
cial link — explaining the agency’s choices 
through the lens of what the client is trying 
to achieve. 

Drew says among the many industry chal-
lenges, he is deeply concerned about the 
steadily declining access to healthcare profes-
sionals. “I worry that as the population ages 

Forward-thinking. Collaborative.

Drew Desjardins 
TITLE: Executive VP, Chief Strategy Officer

COMPANY: Dudnyk

INDUSTRY  AWARDS: PM360 PharmaChoice 

Awards, Elite Strategist; Med Ad News Manny 

Awards, Most Creative Agency; MM&M Awards, 

Small Healthcare Agency of the Year; MM&M 

Awards, Gold Award for Best Use of Direct 

Marketing to Consumers

COMPANY  AWARDS: Lederle Laboratories 

Gold Cup Award; Wyeth Pharmaceuticals 

Presidents’ Achieving Excellence Award; Wyeth 

Pharmaceuticals Presidents’ Golden Circle 

Award

T WIT TER: @drewdesjardins

DREW DESJARDINS

IMAGINE IF… 
there was a way to easily 
identify any rare disease.

Chief 
Problem Solver
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You may be fluent in industry lingo, but we know how much 
substance is behind the speech. You can talk the talk and 
walk the walk. Thank you for sharing your wisdom, guidance, 
and friendship. We couldn’t do this without you.

Congratulations on this incredible recognition!(c
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Like many at Parexel, I’m driven to improve patient health. I believe 
it’s vital to connect with patients early in the development journey 
to make sure we’re addressing their real-world needs. Simplifying 
the journey not only makes it easier for patients to participate in a  
trial, it also increases the likelihood we’ll be successful in addressing 
challenges like patient and payer access and patient adherence while 
ultimately bringing urgently needed treatments to market. 

In parallel with our “patients first” mindset, Parexel is also leading 
the charge in collaborating with our biopharma partners to embrace 
disruptive innovation. Our suite of solutions from Clinical to 
Commercial helps our customers transform scientific discoveries into 
new treatments in the shortest timeframe possible and ensures their 
market success. I couldn’t be more proud of my 20,000 colleagues 
who keep the patient at the forefront of everything they do. They 
have a deep conviction in what they do and it shows in how they 
deliver – With Heart – every day.

Peyton Howell

Peyton Howell, Executive Vice President and  
Chief Commercial and Strategy Officer, Parexel

Why everything we do, we do

B1119-18 Parexel PharmaVoice advertorial v4a AW.indd   1 08/07/2019   12:00
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uring her 25-year career, Peyton How-
ell hasn’t done it all, but she has mas-
tered many diverse roles, all with the 

singular intent to improve the lives of patients. 
From her first job as a graduate intern for 
The Ohio State University Hospital, Peyton 
has been involved with almost every aspect 
of the healthcare industry, working with and 
advocating on behalf of life-sciences companies 
and patients facing healthcare access issues. 
She began as a consultant and then became 
an entrepreneur and founder of Lash Group, 
where she created some of the first patient 
access and reimbursement programs. She led 
Lash Group through the transition of being 
acquired by AmerisourceBergen and then took 
on corporate roles that included the acqui-
sition of other specialty and pharma services 
business and eventually took on the role of an 
executive officer.  

Peyton says leading entrepreneurial 
pharma service teams, creating and growing 
some of the first patient access programs, and 
taking Lash Group from a start-up to more 
than 3,000 employees are career highlights.

Today, she is applying that same passion 
and expertise to the life-sciences industry as 
executive VP and chief commercial and strat-
egy officer at Parexel, helping pharmaceutical 
companies navigate the complexities of today’s 
challenging environment to deliver therapies 
to the patients who need them. 

Peyton has a keen understanding for how 
all stakeholders within healthcare must work 
together to improve the outlook for patients, 
her colleagues say. 

“My goal is to bring my passion and ex-
pertise in patient access to the life-sciences 
and drug development industries to speed the 
efficiency and effectiveness of bringing new 

treatments to patients,” she says. This includes 
creating a patient-first focus in all aspects of 
global drug development —─ from clinical 
trial design through to real-world evidence ─— 
to support patient access and reimbursement. 
After spending 25 years only on the post-ap-
proval side of the industry, Peyton says she is 
excited to now support innovation and bring a 
patient focus to all aspects of clinical research 
and drug development at Parexel.

In the short time she has been leading 
Parexel’s commercial strategy, which includes 
global sales, strategy, marketing, and Par-

exel’s consulting services portfolio, she’s led 
the charge to bring energy and focus to the 
company’s global team of more than 20,000 
colleagues. One key accomplishment, occur-
ring just nine months after she came on board, 
was launching a new biotech division as part of 
a new patient focused strategy. Peyton identi-
fied an opportunity among emerging biotech 
companies to bring a consultative, strategic 
account management approach to customers 
that includes leveraging Parexel’s unique reg-
ulatory and strategic consulting capabilities 
to help customers reach their drug develop-
ment and commercialization goals quickly 
and cost-effectively. She also supported the 
introduction of Parexel’s Patient Innovation 
Center, which helps sponsors improve the pa-
tient experience in clinical research. The center 
was designed to reduce the practical, financial, 
and geographical barriers patients and caregiv-
ers often face.

Peyton is passionate about transforming 
drug development to include the evidence and 
health outcomes necessary for patient access 
and reimbursement of new patient treatments 
around the world. Colleagues say she is a 
creative problem solver who takes a bigger 
picture view based on her broad understanding 
of the healthcare industry challenges. She is 
determined to find a solution to rising drug 
development and patient affordability and 
access challenges and she constantly works to 
find better solutions that benefit patients.  

Peyton always makes it a point to be avail-
able for young professionals to turn to, in both 
professional and personal settings and is highly 
engaged on Parexel’s initiatives to support 
diversity, inclusion, and workplace flexibility. 
She believes it is Parexel’s customer-facing  
employees that make the company success-
ful, so she works to make all employees feel 
inspired, engaged, and appreciated for the im-
pact they have on bringing new treatments to 
patients. As a result, colleagues say she has had 
an enormous impact on company culture. 

Revolutionizing CROs
Peyton Howell 
TITLE: Executive VP and Chief Commercial & 

Strategy Officer

COMPANY: Parexel

COMMUNIT Y  AWARDS: The Ohio State 

University, Distinguished Alumnus Award, 

College of Public Health, 2013; Business 

Woman of the Year, Charlotte, N.C., 2004

ASSOCIATIONS: Healthcare Financial 

Management Association (HFMA); Academy 

of Managed Care Pharmacy (AMCP); American 

College of Healthcare Executives (ACHE); 

Healthcare Businesswomen’s Association 

(HBA); Association of Clinical Research 

Professionals (ACRP); American Cancer Society 

— volunteer and sponsor; Cystic Fibrosis 

Foundation, Charlotte NC, — volunteer and 

former local chairperson

T WIT TER: @PeytonRHowell

PEYTON HOWELL

IMAGINE IF… 
we all focused every day on the impact we can make by 
bringing new treatments to patients more quickly.

D

Passionate. 
Courageous.
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Like many at Parexel, I’m driven to improve patient health. I believe 
it’s vital to connect with patients early in the development journey 
to make sure we’re addressing their real-world needs. Simplifying 
the journey not only makes it easier for patients to participate in a  
trial, it also increases the likelihood we’ll be successful in addressing 
challenges like patient and payer access and patient adherence while 
ultimately bringing urgently needed treatments to market. 

In parallel with our “patients first” mindset, Parexel is also leading 
the charge in collaborating with our biopharma partners to embrace 
disruptive innovation. Our suite of solutions from Clinical to 
Commercial helps our customers transform scientific discoveries into 
new treatments in the shortest timeframe possible and ensures their 
market success. I couldn’t be more proud of my 20,000 colleagues 
who keep the patient at the forefront of everything they do. They 
have a deep conviction in what they do and it shows in how they 
deliver – With Heart – every day.

Peyton Howell

Peyton Howell, Executive Vice President and  
Chief Commercial and Strategy Officer, Parexel

Why everything we do, we do

B1119-18 Parexel PharmaVoice advertorial v4a AW.indd   1 08/07/2019   12:00
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onathan Fox, M.D., Ph.D., is a one-of-
a-kind physician-scientist, who is re-
nowned for his intellectual curiosity 

and track record of success with cardiovascular 
medicines.

During his 15 years in big pharma, Dr. 
Fox was on the team that built the data 
set that helped Crestor establish itself as 
a best-in-class statin. He drove clinical 
development for the drug Brilinta, and 
chaired the podium at its advisory commit-
tee meeting, presenting the data that led to 
its FDA approval. He served as an industry 
representative to the FDA Cardiovascular 
and Renal Drug Products Advisory Com-
mittee (CRDAC), building relationships 
with key regulators and scientists that help 
him to this day.

His long history of cardiovascular clinical 
development gives him a strong foundation 
for advancing important new medicines, yet 
he maintains the ever-present curiosity of an 
academic scientist.

Dr. Fox says his biggest career highlight 
was his move into biotechnology, first as the 
founding chief medical officer at MyoKardia 

of improvement on a six-minute walk test after 
12 months, followed by a longer-term all-cause 
mortality endpoint at 30 months.

Dr. Fox encourages his team to decon-
struct complex challenges into the technical, 
environmental, and human elements to find 
solutions, and he recognizes that only when 
everyone shares the challenge and sets aside 
differences to work together can the challenge 
be solved. 

“I tend to have a light touch in terms 
of management style unless firmer guidance 
seems like it might be helpful,” he says. “Col-
laboration, communication, and celebration 
help our people keep their eye on the prize.”

Dr. Fox’s colleagues are inspired by his 
“glass at least half-full” outlook and his focus 
on the big picture. He celebrates the team’s 
accomplishments and consistently reminds 
everyone that their hard work is about helping 
other people. 

“In short, success is producing results that 
make a difference in people’s lives.” 

and today as president and chief medical officer 
at Eidos Therapeutics.

Dr. Fox says a whole new world of op-
portunity has opened based on the industry’s 
focus on developing targeted therapies for 
genetically driven diseases with known molec-
ular targets and precise mechanism of action. 
“In this environment, we are working with 
lean teams of experts with ready access to top-
level resources and we’re addressing important 
therapeutic gaps in the treatment of rare, 
under-recognized, and under-served genetic 
diseases,” he says. 

Dr. Fox has been the driving force behind 
the development of Eidos’ small molecule, 
AG10, to treat TTR amyloidosis, a disease 
that causes a devastating cardiomyopathy that 
affects hundreds of thousands of people in the 
United States. He was integral to the company 
moving from IND-enabling studies through 
Phase III in less than three years.

What truly sets Dr. Fox apart in his role at 
Eidos is his focus on relationship building. He 
has spoken, at length with patients and disease 
advocacy organizations to understand what 
endpoints would be meaningful to them in a 

drug to treat their cardio-
myopathy. Through those 
conversations, he uncovered 
the information that, while 
a decrease in mortality is 
extremely important, a 
drug that can make every-
day tasks less burdensome 
is also critical. With this 
information, he leveraged 
his relationships with the 
FDA to finalize the design 
of the Phase III program, 
establishing an initial ap-
provable primary endpoint 

The Continuing Inquisitiveness 
of a Physician-Scientist 

Jonathan C. Fox, 
Ph.D., M.D.
TITLE: President and Chief Medical Officer

COMPANY: Eidos Therapeutics Inc.

AWARDS: U.S. FDA Division of Cardiovascular 

and Renal Products Advisory Committee, 

industry representative

COMMUNIT Y  AWARDS: American College 

of Cardiology, Fellow; Young Investigator’s 

Award.

ASSOCIATIONS: Sigma Xi Scientific Research 

Society, Alpha Omega Alpha Medical Honor 

Society, Molecular and Cellular Cardiology, 

American College of Cardiology

T WIT TER: @EidosTx

DR. JONATHAN FOX

IMAGINE IF… 
we understood the relationships between 
genotype, environment, and phenotype.

Do the right thing,  
the first time.
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INTELLECTUALLY CURIOUS. 
ENTHUSIASTIC.
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hen Dan Gold, Ph.D., was asked 
to step in as CEO to restructure 

MEI Pharma, he more than rose to 
the challenge. Dr. Gold shepherded the com-
pany through a transformational period and 
revived interest in drug candidates that had 
been overlooked. In the process, he has built 
a supportive, professional work environment.  

MEI Pharma (formerly Marshall Edwards 
Inc.) had been struggling with under-capital-
ization and disappointing clinical results when 
Dr. Gold took the reins in 2010. He moved 
the company from Australia to the United 
States, staffed the team appropriately, and 
turned around its pipeline through strategic 
in-licensing of underappreciated molecules for 
the treatment of various cancers.

Dr. Gold has an extraordinary knack for 
uncovering overlooked drug candidates, ob-
taining them cost-effectively, and conducting 
necessary research to answer important ques-
tions and realize their development potential.

With a Ph.D. in immunology and 15 years 
of basic research experience, he successfully 
serves as the de-facto chief scientific officer 
for MEI in addition to his official capacity as 
CEO. Dr. Gold is applying his considerable 
skills as the primary evaluator of the science 
and technologies the company is interested 
in pursuing. Complementing all of this, is 
his knack for business excellence, which has 
allowed Dr. Gold to raise, secure, and conserve 
capital, convene the right people, and set his 
team on a path for success.

Curing cancer is a long end-game busi-
ness Dr. Gold says, and he understands that 
patience and persistence are necessary virtues 
to navigate the ups and downs of drug devel-
opment. For example, after a negative Phase 
II MDS trial with the drug pracinostat, Dr. 
Gold did not shut down the program as many 
advised. Instead, he encouraged the team to 
dig into the data to understand why it failed, 
while continuing to follow patients enrolled 
in a study assessing pracinostat in AML, dis-
ease closely related to MDS. His persistence 
was rewarded when pracinostat was granted 
with a break through designation by the FDA 
which helped secure a global partnership 
with Helsinn Pharmaceuticals for worldwide 
development and commercialization rights to 

He believes first and foremost in doing 
everything with integrity and he maintains an 
open mind, weighing both sides of an issue to 
make confident, well-informed decisions.

His team is inspired by Dr. Gold’s passion 
that the work they are doing significantly 
and positively impacts people’s lives. “If we 
perform well, we are doing good for countless 
cancer patients and their families,” he says.

In addition to his role at MEI, Dr. Gold 
serves on the board of trustees of Hope Funds 
for Cancer Research, which supports scientific 
research to address unmet medical need. 

pracinostat. For MDS, it turned out that many 
of the subjects were not able to tolerate the 
treatment, so they dropped out of the trial. 
With this knowledge, pracinostat returned 
to the clinic in MDS at a reduced dose, and 
early indications suggest this change allowed 
patients to stay for longer periods of time on 
the drug with hope that they will now derive 
beneficial effects. 

Dr. Gold has a long resume of successes. 
His first role in the industry was as co-founder 
and chief scientific director of Favrille, which 
he considers to be a career highlight. He also 
was the first to successfully clone 
the CD3 epsilon gene in 1985.

As a leader, he believes in sur-
rounding himself with talented, 
impassioned people and enabling 
them to perform to the best 
of their abilities. He trusts and 
positions his team members to 
succeed and then acknowledges 
their achievements.

“I challenge the people 
around me to think deeply about 
issues and then give them the au-
tonomy to make a decision, using 
the best information on hand,” 
he says. “This allows people to 
confidently decide important 
courses of actions, without fear 
of taking the blame if it doesn’t 
work out. We all can then learn 
from the mistake and make the 
correct decision next time.”

Integrity. Open-Minded.

Pure Gold: 
the Art and  Science of  Success 

Daniel Gold, Ph.D.
TITLE: CEO

COMPANY: MEI Pharma

ASSOCIATIONS:  ASH, ASCO, the 

American Association of Immunologists 

DR. DAN GOLD

IMAGINE IF… 
cancer was a manageable disease. 

W

Eye of the tiger
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Ed Mitzen, founder of Fingerpaint, is a one-of-a-kind businessman. 
Why? Because he puts people at the core of everything he does. A true 

entrepreneurial philanthropist, he is committed to giving equal weight to 
human and economic results. If you know him, you know that his spirit is 

contagious, and he makes everyone a believer that business success can 
be the result of working to better your community and your people.

 

2019 PHARMAVOICE 100
Ed Mitzen

Congratulations
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t this point in Ed Mitzen’s storied career 
he has owned and led two health and 
wellness advertising agencies, includ-

ing his current agency Fingerpaint, received 
every industry accolade, won multiple creative 
awards, so what’s left to do? For Ed, the answer 
is easy: pay it forward. 

“My wife and I are currently building a 
homeless shelter for Saratoga County,” he says. 
“We are also trying to buy an old condemned 
church in Albany and turning it into a job 
creation engine for a very impoverished part 
of the city.”

He was recently recognized with the indus-
try tribute of the Heart Award for his commit-
ment to philanthropy and social causes.

“My philanthropic efforts have become 
such a big part of my life, and I’m grateful I 
am able to return to what I value most, which 
is helping others,” he says. “I am just finishing 
writing a book with Forbes called ‘More than 
a Number: The Power of Empathy and Philan-
thropy in Driving Ad Agency Performance.’ 
It’s a fun read that I would recommend to 
anyone in our industry.”

Ed reflected on his 25 years of experience 
running agencies to reveal what people need to 
know before starting a relationship with an ad 
firm. Ed provides helpful advice and warning 
signs of a good or bad ad agency, as well as 
the principles for creating a winning corporate 
culture.

Ed spends a lot of time thinking about 
what he can do for the Fingerpaint staff to 
make life exceptional. 

“I want to have a company that every tal-
ented person in the industry is dying to work 
at,” he says. In fact, he says if he had unlimited 
resources he would pay for every employee’s 
rent or mortgage and then their kids’ tuition 
— talk about a life-changing benefit that 
would change peoples’ lives.

He has deliberately created a culture that 
brings out the best of the Fingerpainters, who 
are committed to executing meaningful brand 
experiences that are never paint by number. 

In support of his teams’ efforts, Ed studies 
other industries to better understand how they 
are using technology and innovation to move 
their businesses forward. “This enables me to 

try to be a mentor to anyone who asks,” he 
says. “Whether they are a high school student 
looking to study advertising in college, or 
a seasoned industry veteran who needs help 
with something, I will help anyone I can. My 
life has been exceedingly blessed, and I feel a 
responsibility to help others.” 

see what’s possible when companies don’t hide 
behind regulations’ limitations,” he says.

Teams operate in a title-less environment, 
so there are no hierarchies or fiefdoms to get in 
the way of generating great strategy and cre-
ative on behalf of their clients. “I get tremen-
dous motivation by creating a positive culture 
for my staff,” he says. “I’m not in this game 
for the money. I want to leave a lasting legacy 
built on kindness and appreciation, as well as 
giving back to our communities.”

He is particularly proud that over the 
many ups and downs of agency life, he has 
never had to lay off a single person and while 
managing through economic highs and lows, 
he has always put his people before profits.

“My goal is to continue to build the pre-
mier independent health and wellness agency, 
while also taking exceptional care of my staff 
and our communities,” he says. “I try to lead 
from a position of empathy and kindness. My 
staff knows I will always be there for them, 
and in turn they give me their very best each 
and every day.”

Colleagues say Ed is the antithesis of a mi-
cromanager leader, something he also admits 
is one of his leadership strengths. “I hire peo-
ple smarter than me and get out their way,” 
he says “I trust people to bring their ‘A’ game. 
And I leave my ego at the door and will take 
out the trash if it’s needed, which my staff sees 
and appreciates.”

Ed’s ego-less approach bleeds through to 
the organization’s structure, which includes 
integrated talent across offices in Saratoga 
Springs, N.Y.; Conshohocken, Pa.; Phoenix, 
Ariz.; and Cedar Knolls, N.J. 

Ed is just as selfless in giving back to those 
who are looking for a mentor or guidance. “I 

Philanthropic.Kind.

Ed Mitzen
TITLE: Founder

COMPANY: Fingerpaint

INDUSTRY  AWARDS: EY NY Entrepreneur 

of the Year Finalist; Person of the Year by 

Saratoga Living Magazine; The Giving Circle’s 

Compassion Founders Award; Citizen of the 

Year by Saratoga County Citizens Committee 

for Mental Health; MedAdNews Industry 

Person of the Year

COMPANY  AWARDS: Number “Agency 

of the Year” Awards from all of the major 

healthcare publications; named INC 5000 

Fastest Growing Companies list — seven years 

in a row; hundreds of creative awards over the 

years

COMMUNIT Y  AWARDS: Giving Circle’s 

Compassion Award; Albany Business 

Review’s Company of the Year; Heart Award, 

MedAdNews

T WIT TER: @edmitzen

ED MITZEN
IMAGINE IF… 
Apple buys a 
pharma company.A

NICE GUYS CAN 
FINISH FIRST.

Paying It Forward
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Ed Mitzen, founder of Fingerpaint, is a one-of-a-kind businessman. 
Why? Because he puts people at the core of everything he does. A true 

entrepreneurial philanthropist, he is committed to giving equal weight to 
human and economic results. If you know him, you know that his spirit is 

contagious, and he makes everyone a believer that business success can 
be the result of working to better your community and your people.
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s global president of emerging markets 
for Pfizer’s biopharmaceuticals group, 
Susan Silbermann has established a 

bold vision to look past traditional models and 
strategies in order to improve and accelerate 
access to medicines for the more than 5 billion 
people in emerging parts of the world.

Under her leadership, the emerging mar-
kets business is innovating to partner with 
governments, non-governmental organiza-
tions, patients, and others to increase access 
to Pfizer’s portfolio in core therapeutic areas, 
including vaccines, oncology, inflammation 
and immunology, internal medicine, and rare 
disease, as well as anti-infectives and sterile 
injectables. The business is also developing 
programs and partnerships with nonprofit 
and other groups, such as Gavi, the Vaccine 
Alliance, and UNICEF, which are improving 
health and the quality of life in the poorest, 
underserved populations.

“For myself and my team, this means mak-
ing bold moves, innovating, and not being 
afraid to question the status quo to impact 
billions of lives,” she says. 

many of the broader related health challenges, 
such as early screening to find these patients 
and begin managing disease, improving ac-
cess to medicines and treatment, providing 
education, and even finding jobs for parents 
who need to work while also caring for their 
children,” she says.

An inclusive and professional leader, Susan 
is always happy to help others. She says a 
good leader works to understand each person 
as an individual and the part they play on the 
team, as well as their particular strengths and 
passions. 

“When you can help people put those 
strengths to work, and they can see that what 
they are doing makes a real difference, their 
energy and commitment are unstoppable,” 
Susan says. “And, I’ve found that they, in turn, 
inspire others. It’s a true multiplier effect.”

She is passionate about diversity and in-
clusion and is the founding member and the 
first chair of Pfizer’s Global Women’s Coun-
cil, helping to bring gender issues and career 
advancement to the forefront. She serves as a 
member of the Catalyst advisory board, and 
as the executive sponsor for Pfizer’s African 
American Leadership Network (PAALN). Her 
efforts can be directly linked to Pfizer having 
32% women at the VP level and above. 

Before this role, Susan was the global 
president of Pfizer Vaccines, where she was 
responsible for the operational management 
and commercial development of vaccines that 
protect people at all stages of life and address 
unmet needs for serious and life-threatening 
conditions. 

She led the launch of Prevenar 13 adult 
and Trumenba, the acquisition of Baxter Vac-
cines, as well as the establishment of a robust 
vaccines pipeline.

During her 30-year career, Susan says there 
have been plenty of times when she has been 
right and just as many when she was wrong. 
“I’ve learned from all of these experiences and 
had the courage to be authentic through each 
and every one of them,” she says.  “I will con-
tinue to learn and honestly embrace who I am 
so that I keep growing, keep doing better, and 
hopefully inspire others to do the same.”

Access to needed medications globally is 
what matters most to Susan, who would like to 
see every person, regardless of their age, where 
they come from, or the size of their wallet, 
have sustainable access to the resources and 
treatments that they need to live a long and 
healthy life.

A strong believer in community, Susan 
says during a recent trip to Africa and in par-
ticular to the Korle Bu Teaching Hospital’s 
Sickle Cell Clinic in Ghana, which Pfizer has 
supported via a grant to its partner SickKids 
Foundation in Toronto, she witnessed how a 
network of physicians and volunteers are giv-
ing hope to many families through newborn 
screening, counseling, education, and care.

“When we work as a community com-
mitted to finding solutions, we can address 

Boldly Accelerating Access  
for the 5 Billion Patients in Need

Susan Silbermann 
TITLE: Global President, Emerging Markets

COMPANY: Pfizer 

AWARDS: Annual Women Worth Watching 

Award, 2008; 2018 Auburn Seminary Woman of 

Moral Courage; 2016 Financial Times Top 100 

LGBT Executives; 2015 Financial Times Top 100 

LGBT Executives

ASSOCIATIONS: Member of the Board 

of Gavi, the Vaccine Alliance; Catalyst Inc., 

advisory board

SUSAN SILBERMANN 

IMAGINE IF… 
every person, regardless of their age, where they come from or 
the size of their wallet, had sustainable access to the resources 
and treatments that they need to live a long and healthy life.

Be yourself,  
everyone else is taken.

Bold. Authentic.
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Patients First, Always
n every job she has held, Christine Verini 
has dedicated her life to making sure pa-
tients don’t wait for needed treatments. 

Through all of her diverse range of positions 
— from commercial and medical affairs on 
the pharma side to chief operating officer at 
the nonprofit organization CancerCare — she 
has never lost her passion or her focus on 
patients. 

Christine’s knowledge of the cancer mar-
ketplace runs deep and she is an expert on 
some of the most difficult issues people with 
with a cancer diagnosis face. She is committed 
to sharing her insights with the hope that by 
being better informed, stakeholders can col-
laborate to solve these complex issues. 

Fellow CancerCare board members say her 
experience as a creative thinker, a developer of 
people, and a mission-driven professional are 
the attributes that every organization looks 
for in a leader. Colleagues who have worked 
with her over the years all say she continuously 
strives to innovatively champion patient advo-
cacy and support. 

Cancer patients and their loved ones 
have certainly benefited in many ways from 
her leadership, background, and experience 
throughout her career. She is passionate about 
understanding the patient journey to ensure 
it is always at the forefront of everything she 
does.

“I understand that patients are active con-
sumers in their care,” Christine says. “My role 
is to make sure patients and their families are 
proactive in not just their physical health, but 
their emotional health as well.” 

For example, when she worked at Eisai 
Pharmaceuticals she helped create and launch 
Magnolia Meals, a program that provides 
meals at no cost to households affected by 
cancer. It was her desire to learn more about 
the practical needs of people impacted from 
a cancer diagnosis undergoing treatment that 
led her to realize there was an area of unmet 

proudest achievement so far in her career, and 
the most demanding. “Trying to help as many 
patients and families as possible is so reward-
ing, but also challenging,” she says. 

Colleagues report that since coming on-
board, she has helped strengthen the organi-
zation and contributed to the development 
of many important strategic partnerships and 
programs. She has used her business acumen 
to easily transition from the pharmaceutical 
industry to the chief operating officer position. 

Her colleagues say Christine’s dedication 
to the cancer community is unwavering and 
her passion for advocating for patients and 
their families is inspiring beyond measure. 

need and it was out of this discovery that this 
amazing program was born. 

Christine moved from the drug manu-
facturing industry and joined the team at 
CancerCare in 2015; she was appointed chief 
operating officer in 2018. In this role, she 
oversees the daily operations of the nonprofit 
organization and provides leadership to func-
tional areas, including human resources, infor-
mation technology, program marketing, facil-
ities, financial assistance, and public relations. 
She leads the development and execution of 
organizational strategies and business plans, 
evaluates and revises processes, and acts as a 
company spokesperson.

CancerCare, which turned 75 this year, is 
a leading national organization that provides 
free, professional support services and infor-
mation to help people manage the emotional, 
practical, and financial challenges that cancer 
presents. The organization’s services include 
counseling and support groups via one, on-
line, and in-person; educational workshops; 
publications; and financial and co-payment 
assistance — all provided by oncology social 
workers and world-leading cancer experts.

Christine says her role at CancerCare is her 

Passionate. Purposeful.

Christine Verini
TITLE: Chief Operating Officer

COMPANY: CancerCare

INDUSTRY  AWARDS: Eisai Human 

Healthcare Award for Corporate Social 

Responsibility and Patients, 2012; Women in 

Industry Award; Corporate Reputation for 

Magnolia Meals Initiative, Wall Street Journal

ASSOCIATIONS: Healthy Women, Vice Chair, 

board of directors

CHRISTINE VERINI

IMAGINE IF… 
we had unlimited resources 
for cancer care.

I am grateful.
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hatbots and Paul Balagot. The story 
goes at precisioneffect that Paul, who 
recognized the power of the technol-

ogy, would propose a chatbot at every oppor-
tunity. Colleagues say they couldn’t get him to 
stop talking about them.

By the end of 2018, however, Paul’s drive 
pushed the agency to its strongest innova-
tion year ever: AI technology infused into 
two branded patient chatbots, the first drug 
branded healthcare skill for Amazon Alexa, 
and a highly engaging Wii Fit game devel-
oped for HCPs.  

Bringing that level of interactivity and 
authenticity into the highly regulated, highly 
conservative field of pharmaceuticals requires 
a substantially higher level of superhuman 
patience, planning, ingenuity, negotiation, 
and salesmanship. When his team members 
were struggling with navigating the complex 
world of voice assistant technology and natural 
language processing, he told them: If it were 
easy, everyone would be doing it. 

“As chief experience officer, I’m responsi-
ble for driving innovation throughout the or-
ganization,” Paul says. “That being said, inno-
vation comes from all areas of the organization 
and always starts with defining a true unmet 
need or problem that needs solving. We pres-
sure test on the problem and use case before 

his love for science and the art of storytelling. 
He capped that experience with a completely 
different turn when he was accepted into 
Johnson & Johnson’s information management 
leadership development program. Paul credits 
the program with accelerating his appreciation 
for technology and its vast applications in 
healthcare.

As a leader in precisioneffect’s West Coast 
office, he has created an environment that 
produces first-in-class quality communications 
and top-notch relationships, resulting in the 
company becoming the second-largest health-
care agency in the area. 

He also spearheaded the agency’s internal 
team compliance program to ensure new and 
tenured team members were always up on the 
latest compliance trends, enabling clients to 
sleep better at night.

Paul leads by assisting others to find the 
answers themselves. He challenges his teams 
to rethink operations and consistently scale 
media and engagement to meet the needs of 
clients. He approaches problem solving with 
so much patience, composure, and focus that 
he creates a sense of assurance and safety even 
when facing steep challenges. 

“I’ve learned that whatever obstacle or 
challenge life throws at you, you will often 
wind up ahead by embracing the challenge 
versus shying away from it,” Paul says. “By 
embracing obstacles, we are in a mindset of 
exploring what can be done versus what can’t. 
This mentality has served me well and opened 
up opportunities I didn’t expect.” 

deciding to invest in solving it as it’s import-
ant for us that the innovations we develop have 
strong clinical and commercial utility.”

Paul reminds his team that by its nature, 
innovation means there are very few guide-
books or how-to documents to help. He rec-
ommends that they just roll up their sleeves 
and be prepared to be disappointed, exhausted, 
and, ultimately, completely thrilled when 
something works out.

His innovative bent does not stop at 
branded chatbots and Alexa skills. He con-
tinues to search for new ways to integrate AI, 
voice, and real-world evidence into everyday 
healthcare applications. Also, he and his team 
have pioneered many industry breakthroughs, 
including a black-box Facebook community, 
branded Pandora advertising, and podcast 
sponsorships for healthcare professionals.

“I measure success by assessing the amount 
of new ground I’ve been able to break both 
professionally and personally,” Paul says. “Life 
is dynamic and ever-changing and I believe 
one must continue to look for ways to expand 
their horizons and get out of their comfort 
zone to keep up with the pace of change.”

Paul’s unique ability to see new oppor-
tunities is grounded in his own somewhat 
differentiated education. At UC Irvine he re-
ceived degrees in biology and drama, elevating 

Did Someone Say Chatbot? 

Paul Balagot
TITLE: Chief Experience Officer

COMPANY: precisoneffect

INDUSTRY  AWARDS: Multiple MM&M 

awards

ASSOCIATIONS: Executive in Residence (EIR) 

Program – University of California, Irvine

PAUL BALAGOT

IMAGINE IF… 
we could preempt disease.
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ontinuous iimprovement and disrup-
tive innovation are central to Susan 
Dorfman, Ph.D.’s leadership style. As 

president of CMI Media, Dr. Dorfman pushes 
boundaries to ensure the company continues 
to be indispensable to clients in the long term. 

Dr. Dorfman’s focus on the audience and 
what moves them — from the perspectives of 
behavior, psychology, and predictive analytics 
mashed up with unique vision and a disruptive 
mindset — has her consistently pushing the 
envelope to the benefit of the agency’s clients.

She has been instrumental in CMI/Com-
pas’s growth as a leader over the past eight 
years. She draws on her diverse background, 
insights, and passion to bring new ways to en-
gage with pharma’s most important audiences, 
and ultimately increase awareness of new prod-
ucts that will result in better health outcomes.

Before her recent promotion, Dr. Dorfman 
was chief commercial officer at CMI/Compas 
and played a central role in developing and 
launching industry-changing tools and pro-
cesses. In the past year she led the launch of 
ByConsumer, a revolutionary way to market to 
patients and consumers via relevant, personal, 
and customized targeting solutions. This suc-
cess aligns to the impact she made with 
ByDoctor, which enables pharma clients to 
identify the most efficient and effective ways to 
reach healthcare providers. The two offerings 
have helped identify CMI as a leading force in 
pharma marketing.

In addition, she conceived and launched 
CMI’s Own the Audience program, where 
CMI takes full marketing responsibility for 
a pharma client’s brand. She looked at tradi-
tional approaches to engaging with HCPs, 
and rather than following the tried-and-true 
methods she tackled the challenge of engaging 
with low-see and no-see HCPs to understand 
what made them tick, overlaying the tradi-
tional nonpersonal promotion (NPP) outreach 
with deep data insights. Dr. Dorfman was 
so convinced this approach would work that 
CMI told clients the company would front 
the money for the initiative. Not only has 
this plan worked extremely well, returning an 
incredible amount on investment, but it has 
completely changed the approach to NPP.

She has dramatically scaled up the data and 
analytics team within CMI to extract more in-
sights using AI and machine learning to help 
clients bring therapies to patients. 

Dr. Dorfman believes in what CMI does, 

and says the results speak for themselves. “I 
work for the people who work for our company 
and no task is too large or small,” she says. “I 
love to learn; I never stop reading and I also 
never settle for no. I think this attitude is 
infectious and inspirational because it’s honest 
and is built on proof and the trust of the people 
with whom I work.”

Colleagues are inspired by Dr. Dorf-
man’s adoption of CMI’s mission, 
her attention to people — team 
members and clients — and 
her visionary approach to of-
ferings. She believes there is no 
challenge that can’t be solved. 
And by working closely with top 
industry minds, she and her col-
leagues don’t fear obstacles and are 
motivated to overcome them. “Seeing 
CMI deliver on our mission year after 
year with growth and scale has truly made 
coming to work an incredible honor and 
adventure,” she says. “My goal is to lead 
our organization forward to dream the 
unthinkable, build the unimaginable, and 
deliver the unexpected.”

Dr. Dorfman was recognized in 2008 
and 2009 as a PharmaVOICE 100 for 
her mission-driven style. Colleagues 
say her kindness and passion make 
her a true beacon of inspiration to all 
future leaders. 

The Original Disruptor

Susan Dorfman, Ph.D.
TITLE: President

COMPANY: CMI Media

AWARDS: PM360 ELITE, HBA Rising Star, 

MM&M Innovation Catalyst; Co-author: 

Electronic Health Records: Strategies for 

Long-Term Success

ASSOCIATIONS: Edison Ventures Fund — 

Edison Director Network Member

T WIT TER: @sdorfman

DR. SUSAN DORFMAN

IMAGINE IF… 
healthcare was  
prioritized over sick care.
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aving recently joined McCann Health 
to lead customer engagement glob-
ally, Jeffrey Erb is building upon the 

success he had in establishing HealixGlobal 
within IPG Mediabrands. In less than three 
years of its launch, HealixGlobal achieved ag-
gressive revenue goals and more than doubled 
in size, while continuing to bring innovation 
to the highly regulated, and often slow to 
adopt, healthcare industry. And that was, in 
large part, due to the vision and passion of its 
president, Jeffrey Erb.    

Jeff focuses on being collaborative and 
looks for his team to work in partnership with 
him toward the organization’s strategic goals. 
Colleagues say his transparency and open 
communication about the strategic direction 
of the agency keep them all aligned on the 
same objectives. He makes his team feel like 
they have a stake in the organization and are 
valued no matter what seniority or tenure 
they have. Jeff empowers his teams, which 
allows them to be innovative, build new skill 
sets, speak up with ideas, and bring their pas-
sion into their work. He is the type of leader 
others want to be.

Jeff’s philosophy is that the best way to 
build a great organization is to empower peo-
ple, and to ensure that they do not feel like an 
employee, but rather that they are part of a 
larger whole. After all, he says, people spend 
80% of their waking lives at work, and that 
environment should not be dictated to them, 
but rather it should be cultivated and grown 
based on open collaboration. 

“My leadership style is one of transpar-
ency, honesty, and approachability,” Jeff says. 
“I meet with every single person who joins 
the company and I make an effort to take 
people out to lunch on a one-to-one basis as 
frequently as possible.”

Colleagues say the agency’s open culture is 
a direct result of his leadership style. During 
a recent employee survey, the open-ended 
responses reflected how much this culture is 
valued. In short, employees love it. 

On the innovation front, Jeff has incor-
porated psychological and behavioral data to 
improve media targeting and engagement for 
healthcare providers and consumers, some-
thing that has been elusive. He is responsible 
for bringing high levels of qualitative and 
quantitative analytics to the forefront of the 
creative and media planning process through 
the development of HealixGlobal’s proprietary 
analytics tools, Synapse and DNA. Synapse is 
a behavioral engine that evaluates motivations 
behind why people interact with media. DNA 
allows the agency to layer traditional qualita-
tive marketing data with the psychology of 
human qualitative engagement. Together, the 
tools provide valuable insight into why people 
engage with communication programs the 
way they do — all anonymously and within 
HIPAA guidelines. 

“I have an entrepreneurial spirit and enjoy 
coming up with new approaches and solutions 
to problems,” he says.  “I tend to find it hard 
to relax, as my mind is usually spinning on a 
new way of tackling things. I don’t think I’d 
make a good retiree.”

Jeff has a natural desire to keep the in-
dustry moving forward and improve how 
brands connect with healthcare providers, pa-
tients, and caregivers, which is reflected in the 
groundbreaking solutions he creates to address 
the market’s needs. “I enjoy pushing people to 
think outside of the box, to come up with new 
approaches, and then applying these ideas to 
healthcare,” Jeff says. “I am the driver of this 
process.”

Jeff’s motto, although already taken by 
Nike, is the way he lives his life: Just Do It. “I 
don’t wait around for others to provide oppor-
tunities for me, I create my own opportunities. 
To be successful you have to work as a team, 
drop your ego, and make things happen. You 
make an impact by just being the best version 
of yourself you can be.” 

Editor’s Note: As this issue was going to press, Jeff was 
named global president of engagement at McCann Health. 

Doing Something Great
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we could download and preserve our mind onto a hard drive. 

Transformative. Honest.
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Jeffrey D. Erb
TITLE: Global President of 

Engagement

COMPANY: McCann Health

INDUSTRY  AWARDS: MM&M 2019 

Top 10 Innovation Catalyst; PM360 

2018 Most Innovative Company; 

MM&M Health Influencer 50; DTC 

Perspectives Innovator of the Year; 

PM360 Elite Transformational Leader; 

Healthcare Marketer’s Exchange 

Humanitarian Organization of the Year 

Special Jury Prize; Ben Franklin Award, 

Most Innovative New Company

ASSOCIATIONS: Point of Care 

Communications Council; Volunteers 

of America; Food Bank for NY City; 

Pajama Program; Ad Club of New 

York, Brain and Behavior Research 

Foundation

T WIT TER: @jeffreyerb
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Rubius Therapeutics congratulates 

Chief Executive Officer 

Pablo J. Cagnoni, M.D. for being 

recognized as one of this year’s 

PharmaVOICE 100 Most Inspiring 

People. Your relentless pursuit of 

doing what’s right on behalf of

patients is unmatched, and we are 

so proud to have you as our leader. 

You’re a gem!

 

Red blood cells are no longer just 

for carrying oxygen. At Rubius 

Therapeutics, we are transforming 

them into medicines.

ON BEHALF 
OF EVERY RUBY, 

www.rubiustx.com @rubius_tx www.linkedin.com/company/
rubius-therapeutics

® Rubius Therapeutics, Inc. 2019 All Rights Reserved.

Do you want to become a RUBY? We are hiring!  
Visit www.rubiustx.com/careers today.
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ubius Therapeutics is developing an en-
tirely new class of medicines, Red Cell 
Therapeutics, or RCTs, and CEO Pablo 

Cagnoni, M.D., is leading the charge. The rel-
atively new biopharma company is focused on 
genetically engineering red blood cells to turn 
them into medicines for metabolic disorders, 
cancer and autoimmune diseases. The goal of 
these medicines is to be more efficacious and 
carry fewer safety risks than other gene and 
cell therapies.

“We’re going to change medicine for pa-
tients, by focusing on patients, while working 
with integrity and pushing the boundaries of 
science by creating an entirely new class of cel-
lular medicines,” Pablo tells his team. 

Pablo has significant experience working 
with innovative medicines. For the past 20 
years he has been committed to advancing 
the development of breakthrough treatments 
for people with cancer and other diseases. He 
has played a key role in the development, ap-
proval, and commercialization of more than 20 
life-changing treatments, including Tasigna, 
Afinitor, Kyprolis, and Tarceva.

Before joining Rubius, Pablo most re-
cently served as president and CEO of Tizona 
Therapeutics, a privately held biotech com-
pany focused on developing next-generation 
immunotherapies for the treatment of cancer. 
Before Tizona, he served as president of Onyx 
Pharmaceuticals, where he had global strategic 
oversight and accountability of the business 
from early product development to commer-
cialization of the company’s portfolio. At the 
time of his departure, Onyx was on track to 
deliver yearly revenue in excess of $1 billion 
and had more than 800 employees. 

He has also authored more than 50 pub-
lications, numerous book chapters, and has 
lectured extensively in several areas related to 
clinical oncology and drug development. 

When Pablo joined Rubius in June 2018, 
he led the IPO team that successfully took the 
company public, just one month later. He has 
grown the company from 50 to 250 employees 
while advancing and building the pipeline. 

experienced industry leader. He is patient 
focused, a great communicator, and readily ad-
dresses issues and solves problems by engaging 
his team. He believes in the value of company 
culture and leads with a touch of humility. 
Colleagues admire his courage and decisive-
ness to make hard decisions when sometimes 
the choice is unpopular, but it is the right 
thing to do. He has compassion for people, 
which shines through in his interactions with 
employees, patients, and patient advocacy or-
ganizations. And he has a sense of urgency to 
deliver new medicines to patients as quickly as 
possible. He reminds his teams that they can 
always be doing better, and they actually want 
to do better, to try harder, and to do it with 
integrity under his leadership.

Pablo’s focus on patients was on display 
during an “all-hands” meeting, so that all 
employees could hear directly from the head of 
the National PKU Alliance patient advocacy 
organization. Phenylketonuria, or PKU, is 
the disease that Rubius’ lead product is being 
developed to address. 

In the company’s newly designed office 
space, Pablo was assigned an office, but for-
went the formality and he moved into the open 
seating area to be in contact with employees; 
his office is now used as a conference room. 

Another remarkable testament to his lead-
ership is that employee turnover in 2018 was 
less than 1%. This is truly remarkable — if 
not unprecedented — in the Cambridge/Bos-
ton area where biotech scientists are so heavily 
recruited from one company to another.

Pablo lists the development and approval 
of numerous life-saving and life-changing 
medicines; his part in the first industry busi-
ness development transaction for CART cell 
therapy at Novartis; and Rubius’ recent IPO 
— the largest in history for a preclinical stage 
company — as career highlights. 

“I want to look back at my career and 
know that I have done everything that I pos-
sibly could to change and extend the lives of 
patients with cancer and other debilitating 
diseases,” Pablo says. 

Pablo hit the ground running, colleagues say, 
immersing himself in the company’s vision, 
mission, pipeline, data, and strategic plan. . 

In addition to his oncology and innovative 
biopharma expertise, Pablo is an inspiring 
leader, solid communicator, and charismatic 
professional. He calls his leadership style in-
clusive but decisive. “I believe in creating the 
right culture, hiring and inspiring the right 
people, and advancing science-driven decision 
making that puts patients first,” he says. 

Colleagues say he is the perfect leader to 
oversee such an ambitious approach as RCT. 
He inspires confidence as an oncologist and 

Pushing the Boundaries of Science

Pablo J. Cagnoni, M.D. 
TITLE: CEO

COMPANY: Rubius Therapeutics

ASSOCIATIONS: ASCO, AACR; CRISPR 

Therapeutics, board of directors; Tizona 

Therapeutics, board of directors, and Tango 

Therapeutics, board of directors

DR. PABLO CAGNONI IMAGINE IF… 
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Chief Executive Officer 

Pablo J. Cagnoni, M.D. for being 

recognized as one of this year’s 

PharmaVOICE 100 Most Inspiring 

People. Your relentless pursuit of 

doing what’s right on behalf of

patients is unmatched, and we are 

so proud to have you as our leader. 

You’re a gem!

 

Red blood cells are no longer just 

for carrying oxygen. At Rubius 

Therapeutics, we are transforming 

them into medicines.

ON BEHALF 
OF EVERY RUBY, 

www.rubiustx.com @rubius_tx www.linkedin.com/company/
rubius-therapeutics

® Rubius Therapeutics, Inc. 2019 All Rights Reserved.

Do you want to become a RUBY? We are hiring!  
Visit www.rubiustx.com/careers today.

(c
) P

ha
rm

aL
in

x 
LL

C
. R

ig
ht

s 
do

 n
ot

 in
cl

ud
e 

pr
om

ot
io

na
l u

se
.  

Fo
r d

is
tri

bu
tio

n 
or

 p
rin

tin
g 

rig
ht

s,
 c

on
ta

ct
 m

w
al

sh
@

ph
ar

m
av

oi
ce

.c
om

Com
pli

men
ts 

of 
Pha

rm
aV

OIC
E



6262 July/August 2019  PharmaVOICE

s chief financial officer, John Donovan 
has played a massive part in the contin-
uous goal-breaking growth at CMI/

Compas. Now as president of Compas, he 
aims to guide the agency to the next chapter 
of growth and innovation.

By focusing on relationships with media 
suppliers, as well as with clients, John has led 
Compas to be the innovative agency it has 
grown to be: delivering a new level of media 
management services, including the highest 
standards in accountability and transparency, 
in the most cost-effective manner. His en-
dorsement of a “performance-based” model for 
sharing savings with clients has demonstrated 
Compas’ ability to fully stand behind its ser-
vices and solutions.

John says his recent appointment to presi-
dent of Compas is the culmination of his pro-
fessional goals after serving in several financial 
and managerial positions over a 40-plus year 
career, 23 of which have been in the pharma 
industry. His role is to find more efficient, 
accountable, and innovative processes to effec-
tively manage clients’ media investments and 
deliver the greatest overall value and return.

In fact, if John had unlimited resources he 

John says his style is to lead by example. “I 
learned this from my father,” he says. “Actions 
speak louder than words. Demonstrating a 
strong work ethic, a passionate belief in the 
mission of the company, and doing the right 
thing for clients, suppliers, and co-workers can 
be extremely gratifying and rewarding.”

One thing that stands out about John that 
shows who he really is is his respectful inter-
actions with suppliers. Suppliers are treated 
the same way clients are. Negotiations are 
not an opportunity to get the most out of the 
other party; they are an opportunity to make 
sure everyone is getting what they need and 
want. He established guidelines and policies 
that dictate that everyone at CMI/Compas 
treats suppliers with the same respect. In fact, 
Compas has a dedicated team that focuses on 
supplier relationships. And as a result, the 
company has strong relationships that greatly 
benefit clients.

Colleagues say he is a go-to person for all 
departments across the more than 500 people 
at CMI/Compas. He is completely approach-
able and extremely knowledgeable in all facets 
of the pharma industry, as well as the CMI/
Compas business. 

When challenges arise, John says, he aims 
to be calm, positive, and helpful. “I’m willing 
to roll up my sleeves and work alongside those 
around me,” he says. “I break the challenge 
down into manageable chunks and create 
small wins until the challenge is solved.”

Those who work with John say he is a great 
mentor and an essential leader. “I think it’s 
important to pay it forward,” he says, “I think 
it often makes the road traveled less bumpy.

would provide the entire industry with better 
technology to eliminate the waste and fraud 
that is prevalent in digital advertising. 

“Those savings can be reinvested in such 
things as new drug discovery, better compli-
ance, and better outcomes,” he says.

John is not afraid to take risks when deci-
sions are anchored in robust analytics from his 
team. With this mindset, he has been able to 
transform the client-agency relationship in an 
environment defined by extreme regulation 
and cost pressure. His superior negotiation 
skills have resulted in millions of dollars in 
savings, reduced risk, and increased profitabil-
ity for the agency.

In 2016 when Compas sister agency CMI 
Media was acquired by WPP, John played a 
huge role in its success, serving as point per-
son through the diligence and contract review 
processes.  

Colleagues say he is a trusted mentor for 
many, lending his time, an ear, or financial 
advice whenever needed. Colleagues also say 
John leads with integrity and principle. He 
pushes and strives for the organization to in-
novate but does so in a manner that is always 
consistent with the company’s values. 

Moving the Business of Medical Media Forward

John F. Donovan
TITLE: President

COMPANY: Compas Inc.

INDUSTRY  AWARDS: CFO of the Year 

Philadelphia Business Journal, 2016; Elected to 

the NJ Tech Council CFO Hall of Fame 2016

COMMUNIT Y  AWARDS: Elected to the 

Delaware Valley Irish Hall of Fame, 2011

ASSOCIATIONS: Secretary/Treasurer and 

Past President of the Irish Memorial Inc.; 

Director Emeritus and Past President of The 

Friendly Sons of St. Patrick
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IMAGINE IF… 
we could focus on healthier lifestyles rather than disease 
treatment and management.
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Trusted partner.
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TRUSTWORTHY. GENUINE.
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Doug Williamson, 
M.D.
TITLE: Chief Medical Officer and VP, US 

Medical 

COMPANY: Lundbeck

ASSOCIATIONS: PhRMA Research & 

Development Leadership Forum; MAPS 

Executive Forum

Stop learning and 
you stop living.
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hen Doug Williamson, M.D., was 
a child he wanted to be an astronaut 

to explore parts unknown within 
our galaxy. As he grew older, he changed 
course and decided he wanted to explore the 
parts unknown in an area that is extremely 
close and personal to each of us: the mind. He 
became a psychiatrist and committed himself 
to tackling the challenge of brain disorders. “I 
have a passion for confronting unsolved health-
care challenges in an area where science isn’t 
making fast enough progress: neuroscience,” 
he says.

Today, as chief medical officer and VP, 
U.S. medical at Lundbeck, Doug is helping 
the company achieve the goal of restoring 
brain health, so every person can be their best. 
He launched an ambitious transformation 
project — a new operating model that elevates 
Lundbeck’s U.S. medical group from a sup-
portive role to a more proactive and strategic 
business-critical role.

At the core of the transformation project 
is the development of several new capabilities 
that will better enable his team to proactively 
leverage strategic insights to drive the U.S. 
business. Lundbeck’s U.S. medical group is 
well on its way to becoming a well-integrated, 
data-driven department that generates strate-
gic knowledge in support of the patients the 
company serves and the business. 

The cross-functional operating model in-
troduced by the project gives medical pro-
fessionals a seat at the table, ensuring the 
overarching strategy for products incorpo-
rates medical expertise and insights and is 
firmly rooted in unmet patient, prescriber, 
and payer needs.

He believes in the power of working 
collaboratively across teams, functions, 
and geographies to do more for patients, 
customers, and the company. That’s why 
he is championing a variety of cross-func-
tional collaborations between Lundbeck 
US and its global headquarters in Den-
mark, including efforts to inject regional 
perspectives into global research and 

no “failures” in brain research and there is no 
such thing as wasted time. “For every study 
that doesn’t work out or every new drug that 
doesn’t meet its end points, we learn some-
thing that moves us forward,” he says. “By 
reminding ourselves that there is always some-
thing to be learned and applied toward our 
next step forward, we work to keep everyone 
motivated and focused on the important job of 
restoring brain health.”

Doug works to unite his team to achieve 
a common purpose: restoring brain health. 
“I try to create an environment that allows 
creativity and innovation to thrive,” he says. “I 
am always cautious about innovation for inno-
vation’s sake; innovation should usually be the 
answer to a problem, not another question.”

Doug actively works to reject the “leaders 
are the experts” notion and succeeds in build-
ing a team where everyone is encouraged to 
bring their talents and ideas forward so that 
they can bring transformational therapies to 
those living with some of the most complex 
diseases. 

He is committed to career development 
and he actively works to promote those who 
live out Lundbeck’s purpose and beliefs. In the 
past two years, Doug has promoted 18 em-
ployees on his team of 95. Of the promotions 
given, 72% were obtained by women. His 
dedication to his responsibility in fostering 
a collaborative, inclusive environment that 
promotes those most qualified, helps build the 
highly stable and motivational environment 
in which his employees feel empowered to 
make smart decisions. “I try to focus on 
what we’re trying to achieve and why it’s 
important, and then challenge us to find a 
way to get there together,” Dr. William-
son says. 

development decisions. Raising the needs of 
prescribers and patients from across all regions 
helps Lundbeck more completely meet the 
needs of its customers. 

Doug encourages his team members to 
focus on what they do well and use their ex-
pertise to help more patients, and U.S. medical 
colleagues actively pursue collaborations with 
other companies, academic research institu-
tions, and nonprofits in a variety of pre-com-
petitive, patient-centric collaborations. A 
recently announced collaboration is aimed 
at identifying biomarkers for schizophrenia; 
and a first-of-its-kind precompetitive, pub-
lic-private collaboration is working to incor-
porate patient/caregiver-rated endpoints into 
development and approval of new Alzheimer’s 
treatments. 

Doug says while setbacks and challenges 
are endemic to neuroscience research, there are 

Driving Transformative Changes

Authentic. 
Impactful.

DR. DOUG WILLIAMSON

IMAGINE IF… 
no one had to 
endure brain 
diseases.

W

(c
) P

ha
rm

aL
in

x 
LL

C
. R

ig
ht

s 
do

 n
ot

 in
cl

ud
e 

pr
om

ot
io

na
l u

se
.  

Fo
r d

is
tri

bu
tio

n 
or

 p
rin

tin
g 

rig
ht

s,
 c

on
ta

ct
 m

w
al

sh
@

ph
ar

m
av

oi
ce

.c
om

Com
pli

men
ts 

of 
Pha

rm
aV

OIC
E



Imagine
...if we could extend the average life 
expectancy by an additional 25 years.

Here’s how Soligenix is contributing towards this goal.

Rising to the Challenges  
of Rare Disease Treatment 
Lorem ipsum dolor sit amet, consectetur adipiscing elit, 
sed do eiusmod tempor incididunt ut labore et dolore 
magna aliqua. Ut enim ad minim veniam, quis nostrud 
exercitation ullamco laboris nisi ut aliquip ex ea 
commodo consequat. Excepteur sint occaecat cupidatat 
non proident, sunt in culpa qui officia deserunt mollit 
anim id est laborum.

Targeted Approach  
to Treating Oncology & Inflammation
Sed ut perspicatis unde omnis iste natus error sit 
voluptatem accusantium doloremque laudantium, totam 
rem aperiam, eaque ipsa quae ab illo inventore veritatis 
et quasi architecto beatae vitae dicta sunt explicabo. 
Neque porro quisquam est, qui dolorem ipsum quia 
dolor sit amet.

Addressing Critical Concerns
for Industry and Government
Sed ut perspiatis unde omnis iste natus error sit 
voluptatem accusantium doloremque laudantium, totam 
rem aperiam, eaque ipsa quae ab illo inventore veritatis 
et quasi architecto beatae vitae dicta sunt explicabo. 
Duis aute irure dolor in reprehenderit in voluptate.

Christopher J. Schaber, PhD 
President and CEO of Soligenix, Inc.

Innovating with a Mission
O

6464 July/August 2019  PharmaVOICE

ver a 30-year career, Christopher 
Schaber, Ph.D., has been dedicated 
to developing drug therapies to treat 

rare diseases and areas of unmet medical need.
By collaborating to bring to market two 

neonatal drug therapies for orphan diseases, 
which have had a positive impact on saving 
lives. The first is a novel pharmaceutical gas, 
called INOmax (inhaled nitric oxide), for pul-
monary applications in newborn infants. The 
second is a synthetic surfactant technology, 
Surfaxin (lucinactant) to prevent and treat 
respiratory distress syndrome in premature 
infants. 

He has created a novel business model at 
Soligenix to fund development efforts that 
bridge both therapeutic indications and med-
ical countermeasures (MCMs). Over the last 

seeing two pivotal Phase III clinical programs, 
one of which is to determine the efficacy of 
SGX301 (topical synthetic Hypericin) and 
fluorescent light irradiation for the treatment 
of cutaneous T-cell lymphoma (CTCL) and 
a study of SGX942 for the treatment of oral 
mucositis in patients being treated with con-
comitant chemoradiation for the treatment of 
squamous cell carcinoma of the head and neck.

Dr. Schaber also leads the charge within 
his organization to work with and provide 
support to advocacy organizations, be it in his 
role as a member of the corporate council for 
the National Organization for Rare Disorders, 
his time on the board of the Alliance for Bi-
osecurity, or serving as board chair of BioNJ. 
He also collaborates with smaller rare disease 
patient advocacy organizations, such as the 
Cutaneous Lymphoma Foundation, and he is 
active in academia, fostering and advising on 
entrepreneurship with multiple universities, 
including Rowan, Rutgers, and Temple.

He always makes sure the contributions of 
his employees are recognized. Employees say 
Dr. Schaber leads by example and truly cares 
and that he has positioned the company to 
look out for them and their well-being.  

He takes time to mentor others, saying 
it’s important to grow the next generation of 
leaders and drug developers. “I love working 
with bright, passionate people,” he says. “I 
remain committed to having a positive impact 
on patients’ lives while educating and guiding 
tomorrow’s leaders. 

several years, Dr. Schaber has led the charge in 
raising significant capital on the open markets 
as well as identifying, writing, reviewing, and/
or submitting multiple government grants 
and contracts that have resulted in awards of 
more than $70 million that provided major 
financial assistance in advancing the compa-
ny’s rare disease pipeline. He understands that 
raising capital for clinical biotech is oftentimes 
challenging, especially when the pipeline’s 
value is not fully appreciated or recognized.  

“I have to continue to be creative, positive, 
and always keep the main goal of our team’s 
hard work at the forefront of my mind,” he 
says. “For me it is always, first and foremost, 
helping patients. In the biotechnology indus-
try there are always obstacles, and in drug 
development there are more failures than 
successes; therefore, it’s crucial to be prepared, 
anticipate success, plan for failure as well, and 
develop potential contingencies/scenarios that 
will allow you to move forward.”

Dr. Schaber believes that any detours, set-
backs, or failures that he has experienced along 
his career provided tremendous life experiences 
that helped shape the type of person and leader   
he is today. And he draws on good advice he 
received in his career: do what you love for as 
long as you can; stay focused; always challenge 
yourself to improve the way you do things; and 
when you get knocked down, always get up. “I 
try to avoid getting too high with the highs or 
too low with the lows,” he says.

Today, Dr. Schaber and his team are over-

Passionate. Caring.

Never be complacent,  
always move forward.

Christopher J. Schaber, 
Ph.D.
TITLE: Chairman, President, and CEO

COMPANY: Soligenix Inc.

INDUSTRY  AWARDS: Chairman of BioNJ, 

2019; Finalist for the EY Entrepreneur of the 

Year award, 2018

COMPANY  AWARDS: Corporate LiveWire 

Healthcare & Life Sciences Awards, 2016; 

Excellence in Developing Treatments for Rare 

Diseases, 2016

ASSOCIATIONS: Board Member and 

Chairman, BioNJ; Corporate Council Member 

National Organization for Rare Disorders 

(NORD); Member of Emerging Company, 

Rare Disease, Regulatory and Biodefense 

Committees — Biotechnology Innovation 

Organization (BIO); Member of Rowan 

University Entrepreneurship Advisory Council; 

Member of Rutgers University Industry 

Advisory Board; Member of NJ Research, 

Innovation and Talent Working Group 

(advisory group to NJ Governor Phil Murphy)

DR. CHRISTOPHER SCHABER

IMAGINE IF… 
we could extend 
the average life 
expectancy by an 
additional 25 years.
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Imagine
...if we could extend the average life 
expectancy by an additional 25 years.

Here’s how Soligenix is contributing towards this goal.

Rising to the Challenges  
of Rare Disease Treatment 
Lorem ipsum dolor sit amet, consectetur adipiscing elit, 
sed do eiusmod tempor incididunt ut labore et dolore 
magna aliqua. Ut enim ad minim veniam, quis nostrud 
exercitation ullamco laboris nisi ut aliquip ex ea 
commodo consequat. Excepteur sint occaecat cupidatat 
non proident, sunt in culpa qui officia deserunt mollit 
anim id est laborum.

Targeted Approach  
to Treating Oncology & Inflammation
Sed ut perspicatis unde omnis iste natus error sit 
voluptatem accusantium doloremque laudantium, totam 
rem aperiam, eaque ipsa quae ab illo inventore veritatis 
et quasi architecto beatae vitae dicta sunt explicabo. 
Neque porro quisquam est, qui dolorem ipsum quia 
dolor sit amet.

Addressing Critical Concerns
for Industry and Government
Sed ut perspiatis unde omnis iste natus error sit 
voluptatem accusantium doloremque laudantium, totam 
rem aperiam, eaque ipsa quae ab illo inventore veritatis 
et quasi architecto beatae vitae dicta sunt explicabo. 
Duis aute irure dolor in reprehenderit in voluptate.

Christopher J. Schaber, PhD 
President and CEO of Soligenix, Inc.
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he most empowering and 
impactful professional advice 
Debbie Hart ever received 

was: “Just be yourself.” She holds that advice 
close as she works hard to move the needle of 
care for patients in need and to empower and 
encourage others to move their needles as well. 
She describes rising to and working with her 
team and members to conquer the challenges 
facing the biopharma industry as one of the 
most exciting parts of what she does. 

Under her leadership as founding presi-
dent and CEO of BioNJ, Debbie advocates 
on behalf of the industry to bolster medical 
innovation, support the discovery and devel-
opment of new therapies and cures, and ensure 
patients have access to the right medicines and 
treatments at the right time.

What she has achieved has garnered the 
attention of other biotech organizations, and 
she was recently invited to address the board 
of another biotech state affiliate. “This was 
incredibly humbling that our industry col-
leagues thought that we might be able to share 
something of value,” she says.

This past year, Debbie was named by N.J. 
Governor Phil Murphy to the reinstated New 
Jersey Commission on Science, Innovation and 

Technology and she was elected as chair of 
the state’s bicameral, bipartisan biotechnol-
ogy task force, where she spearheaded a white 
paper urging state government action to help 
the biopharma industry. Many of the task 
force proposals have either been adopted or are 
working their way through the legislative pro-
cess. The governor also appointed Debbie as 
co-chair of the New Jersey Higher Education 
Strategic Plan Research, Innovation and Tal-
ent Working Group, where she continues to 
impact research, innovation, and collaboration 
among the state’s academic institutions and 
industry with the goal to positively impact 
research at New Jersey’s academic institutions 
and the opportunities for  STEM students and 
professors at New Jersey institutions.

As a result of her tireless efforts to advance 
medical innovation and make a difference for 
patients around the world, Debbie was named 
one of the world’s 100 most influential peo-
ple in biotechnology by Scientific American 
Worldview. In addition to BIO President and 
CEO Jim Greenwood, Debbie was the only 
trade association executive named to the list 
and one of only 26 prominent women within 
the biotechnology industry to be included. 

Colleagues say Debbie leads by challeng-

Rising to the Challenge

Debbie Hart
TITLE: President and CEO

COMPANY: BioNJ

INDUSTRY  AWARDS: Women’s Fund of 

New Jersey as a Woman Advancing Science; 

NJBIZ New Jersey’s Best 50 Women in Business; 

Honored by the New Jersey State General 

Assembly in commemoration of Women’s 

History Month as a Woman Advancing Science; 

PolitickerNJ’s Health Care Power List; World’s 

100 Most Influential People in Biotechnology 

by Scientific American Worldview; ROI-NJ’s 

Influencers Power List ; HudsonMod Magazine’s 

list of Women in Power; New Jersey’s top CEOs 

by COMMERCE Magazine; New Jersey’s Top 

25 Leading Women Entrepreneurs & Business 

Owners by Leading Women Entrepreneurs; 

named seven times to the NJBIZ Power 100, a 

listing of the 100 most influential people in New 

Jersey business; named twice to the NJBIZ Top 50 

Healthcare Influencers

COMPANY  AWARDS: New Jersey Inventors 

Hall of Fame Award, from the New Jersey 

Institute of Technology

COMMUNIT Y  AWARDS: Woman of 

Achievement by the Mercer County Board of 

Chosen Freeholders; Anchor House Volunteer 

Award; New Jersey Society of Association 

Executives Points of Light Award; New Jersey 

Society of Association Executives Executive of 

the Year Award; Community Spirit Award from 

the New Jersey Council of Community Colleges

T WIT TER: @DebbieHartBioNJ

DEBBIE HART

IMAGINE IF… 
disease did not exist.

I see opportunity.

ing herself and others to do better, and her 
innovative approach to problem-solving in-
spires them to also think outside of the box. 
“I am candid about what works and just as 
candid about what doesn’t,” she says. “I believe 
giving people the gift of feedback allows them 
to adjust course to be their most successful 
selves. I try to create a supportive environment 
where my team can make mistakes and grow 
and succeed and, most importantly, have fun.”

Success, she says, is measured one person 
at a time, whether it’s supporting someone 
in a job transition, helping an entrepreneur 
find funding, or connecting with a potential 
partner. “The key for success is answered by 
the questions: ‘How many people did I help 
today and did I make a difference in someone’s 
life?’” she asks. 
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As New Jersey’s life sciences trade association, our mission at BioNJ is to help our 
Members help Patients. And we are so proud of the medical innovation coming from the 
Garden State. It is second to none. Our Members are delivering new therapies and cures 
for Patients around the globe. 

New Jersey represents:

New Jersey’s Life Sciences Industry:  
A Global Leader

• Nearly 3,300 life sciences establishments

• Headquarters or major presence of more than half of the world’s 40 largest 
life sciences companies

• Over 350,000 direct, indirect and induced jobs

• More than 1,000 drugs in development

• Companies with a footprint in New Jersey represented more than 40% of  
all FDA new novel drug approvals in 2017 and 2018

• The world’s highest concentration of scientists and engineers per square mile 
– more than 225,000 statewide

• Elite research universities – including 63 academic institutions turning out 
27,000 life sciences graduates each year

Because Patients      Can’t Wait®

Congratulations to 
BioNJ Chairman Dr. Chris 
Schaber of Soligenix and 

President and CEO Debbie 
Hart for Being Named Two 

of PharmaVOICE’s 2019  
100 Most Inspiring People! 

Visit www.BioNJ.org or call us at 609-890-3185 to learn more about the medical innovation taking place in New Jersey.

THE FORUM FOR THE INDUSTRY EXECUTIVE

Be here.

Be 
brilliant.

(c
) P

ha
rm

aL
in

x 
LL

C
. R

ig
ht

s 
do

 n
ot

 in
cl

ud
e 

pr
om

ot
io

na
l u

se
.  

Fo
r d

is
tri

bu
tio

n 
or

 p
rin

tin
g 

rig
ht

s,
 c

on
ta

ct
 m

w
al

sh
@

ph
ar

m
av

oi
ce

.c
om

Com
pli

men
ts 

of 
Pha

rm
aV

OIC
E



September 12, 2019
The Lighthouse at Chelsea Piers • New York

The PharmaVOICE 100 Celebration brings together inspirational and  
influential leaders from across all sectors of the life-sciences industry  

to engage in much-needed collaboration through the sharing of ideas, insights,
and business perspectives, and to network in an intimate setting.

Moderator Panelists 

Melinda Richter 
Global Head of 
Johnson & Johnson 
Innovation JLABS
PharmaVOICE 100 — 
Red Jacket
 

Melinda fosters 
Johnson & Johnson’s 
external R&D engine 
and supports 
the innovation 
community by creating 
capital-efficient 
commercialization 
models that give early-
stage companies a big 
company advantage. 
By providing 
infrastructure, services, 
educational programs, 
and networks in 
global hotspots. 

David R. Epstein  
Executive 
Partner, Flagship 
Pioneering
PharmaVOICE 100 
— 2010

David, who is 
also Chairman of 
Axcella Health 
and Chairman 
of Rubius 
Therapeutics, 
has more than 
25 years of drug 
development, 
deal making, 
commercialization, 
and leadership 
experience. From 
2010 to mid-2016 
he served as CEO 
officer of Novartis 
Pharmaceuticals.

Amy Heymans
Founder, Chief 
Experience Officer, 
Mad*Pow 
PharmaVOICE 100 
— 2018

Amy plays an 
essential role 
in Mad*Pow’s 
visualization 
of a changed 
healthcare system 
in the United 
States. She works 
with organizations 
to improve 
the customer 
experience, 
leverage design to 
drive change, and 
facilitate human-
centric innovation.

Michelle Keefe
President 
Commercial 
Solutions, Syneos 
Health
PharmaVOICE 100 
— Red Jacket

Michelle is 
an innovative 
healthcare 
executive with 
a proven ability 
to identify and 
capitalize on 
opportunities in 
the marketplace 
to improve 
competitive 
performance and 
deliver exceptional 
results. 

Ritesh Patel
Chief Digital 
Officer — Health & 
Wellness, Ogilvy
PharmaVOICE 100 
— 2018

Ritesh is a digital 
evangelist who 
is an outspoken 
advocate about 
the future of 
digital health. 
He is passionate 
about educating 
peers and clients 
about what digital 
transformation and 
innovation mean to 
healthcare. 

Imagining the Possibilities: the Future of Healthcare. 
The PharmaVOICE 100 Celebration panel will explore the future

of healthcare through the lens of innovative technologies, transformative 
business models, enhanced digital tools, and promising opportunities to improve 

the healthcare ecosystem for the ultimate stakeholder: patients.  

PRE-FORUM RECEPTION
EXECUTIVE FORUM

NETWORKING EVENT

THE LIGHTHOUSE AT CHELSEA PIERS
PIER 61, CHELSEA PIERS

NEW YORK, NY 10011

PharmaVOICE100-2019-panelists071619.indd   1 7/18/19   1:22 PM
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tuart Shanler, M.D.’s career can be 
defined in many ways, but the three 
adjectives that best describe him are: 

creative, tenacious, and zealously intellectual. 
A Mohs surgeon and board-certified derma-

tologist, Stu theorized that alpha-agonists, spe-
cifically oxymetazoline, might address the most 
common symptom of rosacea: persistent facial 
redness. He taught himself about intellectual 
property and filed a patent for the treatment of 
rosacea. In 2009, he left private practice to co-
found Vicept Therapeutics and filed an IND to 
develop a new medicine based on his discovery. 
He shepherded the treatment, now Rhofade, 
from conception all the way through FDA ap-
proval and commercialization. 

The transition from being a full-time clin-
ical practitioner to being chief scientific officer 
of a privately funded specialty pharma startup 
was a huge challenge, but Stu’s indomitable 
spirit was up to the task. 

He and Cofounder Neal Walker built a 
team with the depth of expertise needed. And 
along the way, he expanded his formidable 
intellectual capabilities to include an under-
standing of drug formulation, clinical trial 
design, and FDA regulations. 

the essence of the innovations are appropriately 
understood, disclosed, and filed.

Colleagues describe Stu as a problem-solver 
who is always ready to help them analyze 
situations and find solutions to all sorts of 
challenges. He is able to communicate at an 
in-depth level with people across all parts of 
the business — from research, drug develop-
ment, clinical to commercial operations. Stu is 
as comfortable speaking with investors as he is 
with researchers. 

Stu’s teams say he leads by example, 
demonstrating dedication to his work, a will-
ingness to accept new challenges, and an 
ability to confront difficult problems head on. 
He understands how important it is to be the 
calm, rational voice in the room and to orga-
nize people and solutions.

“That said, the problems we deal with are 
often complex and require a multidisciplinary 
approach, and I think it is both reassuring and 
inspiring to work with a leader who appreci-
ates that recognizing sometimes that outside 
expertise is needed and this is not a sign of 
weakness, but a sign of strength,” he says. 

“As a practicing physician for almost 20 
years, I have a personal connection to the work 
we do and how it can affect patients on an 
individual level.” 

Vicept was ultimately sold to Allergan. 
And in 2012, Stu cofounded Aclaris Therapeu-
tics and became its chief scientific officer. He 
his committed to identifying promising new 
technologies, particularly for patients with 
difficult or underserved diseases. 

At Aclaris, he continues to find medical 
applications for topically applied high-concen-
trations of hydrogen peroxide, for which he is 
known as a world expert. “For me, this often 
involves working with everyone from a solo in-
ventor who may have a promising technology 
to interdisciplinary teams evaluating the phar-
macologic potential of the drug candidate, the 
pathophysiologic mechanism of the disease, 
the commercial viability of such a product, 
etc.,” he says. “Though my title is chief scien-
tific officer, I often feel that I am really more of 
a chief utility officer.”

One of his chief roles at Aclaris is to iden-
tify areas of unmet need and promising ideas 
or technologies. In addition, having devel-
oped a significant level of expertise working 
with intellectual property, he serves as an 
interpreter between the bench/preclinical re-
searchers, formulators, and clinical researchers/
clinical team, and the legal team to assure that 

Digging Beneath the Skin’s Surface 

Stuart Daniel Shanler, M.D.
TITLE: Chief Scientific Officer

COMPANY: Aclaris Therapeutics Inc.

ASSOCIATIONS: American Academy of 

Dermatology, fellow; American College of Mohs 

Micrographic Surgery and Cutaneous Oncology, 

fellow; American Society for Dermatologic 

Surgery, fellow; American Society for Lasers in 

Medicine and Surgery, fellow; Noah Worcester 

Dermatologic Society,  elected Board of Trustees 

2013; Society for Investigative Dermatology, 

sustaining member; Women’s Dermatological 

Society, member; National Rosacea Society, 

member; Dermatologists in Industry Association, 

memberDR. STUART SHANLER

IMAGINE IF… 
healthcare was 
not politicized.

Honorable. Objective.
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Life shrinks or 
expands in proportion 
to one’s courage. 

— Anais Nin
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September 12, 2019
The Lighthouse at Chelsea Piers • New York

The PharmaVOICE 100 Celebration brings together inspirational and  
influential leaders from across all sectors of the life-sciences industry  

to engage in much-needed collaboration through the sharing of ideas, insights,
and business perspectives, and to network in an intimate setting.

Moderator Panelists 

Melinda Richter 
Global Head of 
Johnson & Johnson 
Innovation JLABS
PharmaVOICE 100 — 
Red Jacket
 

Melinda fosters 
Johnson & Johnson’s 
external R&D engine 
and supports 
the innovation 
community by creating 
capital-efficient 
commercialization 
models that give early-
stage companies a big 
company advantage. 
By providing 
infrastructure, services, 
educational programs, 
and networks in 
global hotspots. 

David R. Epstein  
Executive 
Partner, Flagship 
Pioneering
PharmaVOICE 100 
— 2010

David, who is 
also Chairman of 
Axcella Health 
and Chairman 
of Rubius 
Therapeutics, 
has more than 
25 years of drug 
development, 
deal making, 
commercialization, 
and leadership 
experience. From 
2010 to mid-2016 
he served as CEO 
officer of Novartis 
Pharmaceuticals.

Amy Heymans
Founder, Chief 
Experience Officer, 
Mad*Pow 
PharmaVOICE 100 
— 2018

Amy plays an 
essential role 
in Mad*Pow’s 
visualization 
of a changed 
healthcare system 
in the United 
States. She works 
with organizations 
to improve 
the customer 
experience, 
leverage design to 
drive change, and 
facilitate human-
centric innovation.

Michelle Keefe
President 
Commercial 
Solutions, Syneos 
Health
PharmaVOICE 100 
— Red Jacket

Michelle is 
an innovative 
healthcare 
executive with 
a proven ability 
to identify and 
capitalize on 
opportunities in 
the marketplace 
to improve 
competitive 
performance and 
deliver exceptional 
results. 

Ritesh Patel
Chief Digital 
Officer — Health & 
Wellness, Ogilvy
PharmaVOICE 100 
— 2018

Ritesh is a digital 
evangelist who 
is an outspoken 
advocate about 
the future of 
digital health. 
He is passionate 
about educating 
peers and clients 
about what digital 
transformation and 
innovation mean to 
healthcare. 

Imagining the Possibilities: the Future of Healthcare. 
The PharmaVOICE 100 Celebration panel will explore the future

of healthcare through the lens of innovative technologies, transformative 
business models, enhanced digital tools, and promising opportunities to improve 

the healthcare ecosystem for the ultimate stakeholder: patients.  

PRE-FORUM RECEPTION
EXECUTIVE FORUM

NETWORKING EVENT

THE LIGHTHOUSE AT CHELSEA PIERS
PIER 61, CHELSEA PIERS

NEW YORK, NY 10011

PharmaVOICE100-2019-panelists071619.indd   1 7/18/19   1:22 PM
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A HUMANITY-DRIVEN FOCUS

As CEO of Ferring Pharmaceuticals, Paul 
Navarre has committed the company 
to developing disruptive, cutting-edge 
treatments and technologies for pa-

tients. 
When he joined Ferring in 2017, the 

company’s main challenge was to create an 
innovative, strategic portfolio. “Since then, 
we’ve made tremendous progress,” Paul says. 
“We clarified the strategy and developed an 
exciting pipeline. This is translating into high 
single-digit top-line growth for 2019 and the 
very real prospect of doubling our sales in the 
next five years.”

He has been tireless in his efforts to grow 
the organization, working to broaden the com-
pany’s pipeline portfolio to include potential 
breakthrough treatments in new disease areas, 
including microbiome and uro-oncology, 
while at the same time building on the com-
pany’s leadership and deep legacy in women’s 
health and reproductive medicine.  

Paul helped drive the strategic acquisition 
of microbiome pioneer Rebiotix, which de-
veloped RBX2660, an investigational com-
pound with the potential to be the world’s 
first approved human microbiome product for 
the prevention of recurrent clostridium diffi-
cile infection (CDI). CDI is an infection that 
affects more than 500,000 people and causes 
about 29,000 deaths each year.

Paul has a deep understanding of the need 
to remove the stigma around infertility and 

engage women in healthy, fearless conversa-
tions. 

In support of last year’s National Infer-
tility Awareness Week in April, Ferring 
launched the #TalkAboutTrying campaign 
to raise awareness and empower women and 
couples to seek help sooner. The impactful 
campaign continues to encourage people to 
share their personal experiences on social 
media as a way to provide inspiration and 
support to those who are going through sim-
ilar struggles.

Additionally, Paul is leading the commer-
cialization efforts in the United States for a 
novel gene therapy in development as a po-
tential treatment for patients with high-grade 
non-muscle invasive bladder cancer (NMIBC), 
who are unresponsive to Bacillus Calmette-
Guérin therapy.

With a focus on transforming the com-
pany’s culture and motivating Ferring’s em-
ployees, Paul has set the organization on an 
ambitious trajectory to achieve its goals while 
maintaining a “people-first” philosophy that 
extends to employees, patients, and partners. 

“I want to work with my team to develop 
an ever more impactful organization that cre-
ates valuable solutions for patients, physicians, 
and our shareholders,” he says. “I want to help 
the people around me to become better and 
happier in their roles knowing we are helping 
people to live better lives.”

His steady leadership and guidance helps 
team members overcome issues by remaining 
calm and positive. He inspires those around 
him to stay focused on what needs to be 
achieved and what can be controlled. 

Paul is credited with creating an atmo-
sphere of purposeful thinking, high-energy, 
and enthusiasm for what’s to come. He be-
lieves in always focusing on the end customer, 
managing through people, and staying true to 
who he is.  

“I believe in people and I share my confi-
dence with those I manage,” he says. “Authen-
ticity is critical.”

Mentoring is important to Paul, who acts 
in this role as an official and informal mentor 
to several people. 

“I always say yes when someone I know 
asks for my help,” he says. “This can be very 
demanding, but it also helps to keep my en-
ergy up. I like to give, and I receive a lot in 
return when I do.”

Authentic. 
Performance-Driven.

Winning together!

PAUL NAVARRE

One of Paul’s main goals is to bring hu-
manity back to healthcare and he has made 
this a focus of his speaking engagements at 
conferences. 

“We need to make sure that we — all 
stakeholders — truly focus on helping patients 
rather than maximizing profits,” he says. “I am 
not opposed to doing both, but I am commit-
ted to putting humanity first.”

Paul supports several charities, and one 
of his favorite philanthropic causes is Ephata. 
“These are Catholic sisters helping young kids 
in Madagascar with eye diseases,” he says. 
“They educate them to become independent. 
Whatever you give them makes a huge dif-
ference.” 

IMAGINE IF… 
we could bring humanity back to healthcare.

Paul Navarre
TITLE: CEO

COMPANY: Ferring Pharmaceuticals Inc. (US)

Industry Awards: Eyeforpharma Board of 

Expert (2002-2003)

COMPANY  AWARDS: Sales Manager of the 

Year (Europe, P&G, 1995)

COMMUNIT Y  AWARDS: Hall of Fame, 

Business School ISC (Institut Superieur du 

Commerce de Paris), 2019

ASSOCIATIONS: Event Co-Chair, Community 

Hope; Co-Gala Chair, Morris County Chamber 

Cabinet Member
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THE FORUM FOR THE INDUSTRY EXECUTIVE

Be here.

Be 
driven.

2 CITIES
2 DEGREES
1 PROGRAM

YEAR 1
NOVEMBER–DECEMBER
2 weeks in London

APRIL–MAY
2 weeks in Chicago

SUMMER
Harris Policy Project

YEAR 2
NOVEMBER–DECEMBER
2 weeks in London

APRIL–MAY
2 weeks in Chicago

SPRING
MSc Dissertation

SUMMER
LSE Capstone Project

Solutions to  
global health challenges 
require global thinking.

lse.uchicago.edu/pharmaAPPLY NOW

DOUBLE EXECUTIVE  
MASTERS IN HEALTH POLICY
FROM THE UNIVERSITY OF CHICAGO AND 
THE LONDON SCHOOL OF ECONOMICS
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