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hen the COVID-19 pandemic 
spread across the world, Heather 

Zenk was reminded of the Win-
ston Churchill quote: “Never let a good 
crisis go to waste.”

“While there was a lot of uncertainty 
and fear during the early days of the pan-
demic, this quote inspired me to have a 
change agent mindset — especially as I led the 
COVID-19 taskforce at AmerisourceBergen,” 
Heather says. “While the pharmaceutical sup-
ply chain performed very well, we came to 
work every day thinking about how we could 
adapt our processes or even create incremental 
solutions to help our manufacturer partners, 
provider customers, and the public at large. 
This time has taught me that scary mo-
ments in life and career can foster tremendous 
growth, if approached with the right intention 
and mindset.”

As president of distribution services at 
AmerisourceBergen, Heather’s role has been 
critical in protecting and securing the supply 
chain amid the pandemic and bridging the 
gap between manufacturers and providers to 
get COVID patients the treatments they need. 
She and the taskforce team adapted the com-
pany’s approach to business continuity plans 
during the pandemic to add increased focus on 
human capital. During any crisis, the company 
prioritizes supporting families and their local 
communities, in addition to finding solutions 
for how to access a building, communicate 
with the national guard, and assessing damage 
to property.

Heather strives to lead with purpose, au-
thenticity, passion, honesty, and integrity each 
day — no matter the obstacles she faces. 

“My purpose-driven attitude and resilience 
are exactly why I was able to quickly adjust 
my strategy during the pandemic,” she says. “I 
knew my purpose, and I kept it top of mind 
even through the most challenging times.”

Reliable information during the pandemic 
was key for everyone, so Heather and her team 
committed to operating openly and transpar-
ently, even to the point of over-communicat-
ing, even when it was hard.

People are the priority for Heather. “I want 

my people to believe that they matter — their 
ideas, their safety, their work product are 
paramount. I want my team members to feel 
like they can truly bring their whole selves to 
work. I believe that authenticity brings the 
best ideas to the table, so as a leader, I’m very 
focused on creating a culture that is open, 
honest, and accepting. When we put people 
first and foster them in a culture that’s built 
on acceptance and respect, we can do powerful 
things.”

During the pandemic this meant ensuring 
her team members understood the greater 
role they were playing, the vision and 
opportunity to help the country, and staying 
true to AmerisourceBergen’s purpose to create 
healthier futures.

She looks for team members who are pas-
sionate and understand the important role the 
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pharmaceutical supply chain plays in serving 
the public and manufacturing partners.

Having had several mentors who helped 
her succeed, Heather finds it incredibly im-
portant to be a mentor and help others reach 
their full potential. The best part is forming 
that relationship and watching individuals 
take flight, she says.

Helping to support the next generation of 
leaders is also a priority for Heather, who rec-
ognizes that for any company to be successful 
in the long term, it requires team members to 
feel respected and empowered daily to do their 
best work. 

“As such, I always encourage two-way 
communication with my team, giving indi-
viduals opportunities to voice their opinions, 
concerns, and share what they need to be suc-
cessful and reach their full potential,” she says.

Since joining AmerisourceBergen 15 years 
ago, Heather has climbed rapidly through the 
ranks, a path that has been very different to 
what she imagined when she went to phar-
macy school.

“I thought I’d spend my career in a retail 
setting, supporting patients and keeping them 
adherent to their therapies,” she says. “I’m not 
sure pharmacy-student Heather would ever 
imagine eventually leading a pharmaceutical 
wholesaler’s taskforce to address a global pan-
demic. I wish I could tell my younger self not 
to worry so much about change, to stay calm, 
jump in, and swim with it like a current carry-
ing me to my next opportunity.” 

W
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Put people first,  
the rest will follow
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PARTNERS TO STRENGTHEN THE RESILIENCE 
OF THE PHARMACEUTICAL SUPPLY CHAIN
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CHANGE AGENTS

n his eight years with MedTrix Healthcare 
Communications, Kumar Badampudi, 
MBBS, has played a critical role in the 

company’s transformation from a fledgling 
conventional agency to one with award-win-
ning projects employing cutting-edge virtual 
reality (VR) and artificial intelligence (AI) 
technologies.

Kumar cites his most recent projects as his 
career highlight so far. “About three years ago, 
I was a key driver of a strategy that aimed to 
combine our knowledge of pharma, medical 
science, and technology to identify congru-
encies between medical communications and 
newer digital technologies,” he says. “This 
strategy resulted in the development of four 
distinctly unique projects that not only em-
ployed the latest technology in medical com-
munications but used it in ways that uniquely 
enhanced the effect and outcome for pharma, 
HCPs, and patients.”

Kumar notes that these projects won sev-
eral accolades, contributed 40% to 60% of the 
agency’s annual revenue, and supported a 40% 
compound annual growth rate (CAGR) in 
the last three years. But they weren’t without 
difficulties.

“Driving the strategy was challenging be-
cause it involved cross-functional collaboration 
where technology teams had to understand 
medical science, and medical writers had to 
know practical aspects of technology for the 
strategy to work,” he says.

The first test faced by Kumar and his team 
was making anatomy lessons with dissection 
of cadavers available outside the dissection 
theater, which was done through the HoloLens 
Anatomy facial anatomy application. For it to 
work, medical specialists had to perform their 
tasks in a way that met the requirements of 
the technology, and software professionals had 
to understand facial anatomy and the method-
ology of instruction.

“My goal was to facilitate all aspects of 
this project and launch the application at a 
large conference,” he recalls. “The first sign 
of success was our ability to perform three 
complex tasks at the same time — perform a 
dissection session that was carefully scripted, 
set up technology infrastructure to capture 3D 
images, and optimize the output for use in a 
mobile platform.

“I worked with the teams and was also 
involved in conceptualization, execution, and 
development,” he continues. “We launched 
the application in an event with more than 

600 participants and received extremely posi-
tive feedback from both experienced surgeons 
and new graduates.”

Being a physician himself, Kumar real-
izes that physicians train for years to make 
independent decisions that impact patient 
lives directly, and effective communication 
with HCPs should factor this in. The positive 
reviews garnered by the HoloLens app shows 
communicating with HCPs and facilitating 
learning in the way they are accustomed to — 
by active experience, reflection, and deduction 
— is a successful strategy.

Kumar also was a key architect of the 
Patient Case Player, which reimagines patient 
case studies and incorporates machine learning 
to make a case study personally relevant for 
every user. In its development, he encouraged 
the user experience design team to see them-
selves not as graphic designers but as expe-
rience designers whose objective is to evoke 
emotional responses with design. One team 
member says this advice elevated the team’s as-
pirations and made them look at their work in 

Sparking innovation by… 

FOCUSING ON THE 
VIRTUES OF THE 
VIRTUAL WORLD

DR. KUMAR BADAMPUDI
an entirely different light, leading to a Patient 
Case Player design that was praised all around 
by oncologists.

Kumar says he seeks to inspire others by 
setting an example with his actions, listening 
to colleagues’ challenges, and supporting col-
leagues in their aspirations.

“I aspire to achieve big things and believe 
that is it important to remain compassionate 
and humble while driving myself and inspir-
ing others towards those dreams,” he says.

Kumar‘s leadership style is calm and un-
assuming. “I acknowledge achievement and 
effort readily and openly,” he says. “To be a 
leader and to be successful, you have to inspire 
trust, team up with individuals whose skills 
complement yours, and be able to kindle drive 
and dedication.” 

He embraces his role as mentor. “The best 
part of mentoring someone is the knowledge 
that I am part of their journey toward success, 
and that I may be able to help prevent some 
of their failures by sharing lessons I learned 
through my successes and failures,” he says. 

I

AMBITIOUS. COMPASSIONATE.

Kumar Badampudi, MBBS

TITLE: VP, Medical Affairs & Strategy
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leven years ago, Roshawn Blunt started 
1798 at her kitchen table. Two years 
ago, 1798 achieved a size, a revenue, 

and a corporate reputation that attracted 
Fingerpaint’s attention. Eighteen months ago, 
the company was acquired and began its 
integration with Fingerpaint.

“The highlight of my career was watching 
my team pull together during this time of 
change,” she says. “One major challenge would 
have been stressful enough on my team, but 
together we weathered two challenges: the 
COVID-19 pandemic, and an acquisition. I 
couldn’t be prouder of my team for its perse-
verance.”

At Fingerprint, Roshawn is leading the 
development of Photo 51, which is focused on 
helping to accelerate go-to-market strategies 
for gene and cell therapies.

Colleagues say her experience gives her the 
foresight to solve even the most challenging of 
market access problems and, ultimately, to get 
extremely important therapies into the hands 
of patients.

“After focusing on market access for more 
than 20 years, I am more than simply pro-
ficient in my field, I am prepared to have 
thoughtful discussions on topics that will 
drive clients’ goals,” she says.

Being an entrepreneur comes with many 
roles and challenges, Roshawn says. 

“You are building a team, making deci-
sions, wading through the loneliness of know-
ing how much rests on your shoulders alone, 
making do with limited support, never having 
enough time in the day to accomplish all your 
tasks, and obtaining and maintaining the 
revenue needed to ensure that the employees 
who put their faith in you will always be com-
pensated,” she says. “You face these challenges 
daily for years. If you’re lucky, your company 
grows large enough that these challenges dim. 
When that happens, though, you face a new 
challenge: scaling your organization while 
maintaining its culture.”

Before founding 1798, Roshawn held a 
variety of strategic reimbursement, health 
economics, and commercialization positions 
at different companies, including Amgen and 
Biosense Webster, a Johnson & Johnson com-
pany, where her team was responsible for de-
veloping the global value propositions and for 
managing all health technology assessments 
for 20 countries, including the United States. 
Through alliance development initiatives and 
a comprehensive publication strategy in the 
United States, the company achieved national 
coverage in advance of FDA approval of a 
therapy.

“Since I was a teenager, I wanted to work 
on policy issues in public administration, 
and this remains on my to-do list,” she says. 

“Until I make it happen, however, I know that 
my purpose is to continue to work on market 
access projects to help patients — particu-
larly those who have government-sponsored 
healthcare — obtain the therapies they need. 
Although I don’t work for the government, I 
remain current on federal and state legislation 
and regulations, ensuring I have the knowl-
edge to help my clients navigate the complex 
healthcare landscape.”

Roshawn does what it takes to understand 
an issue and outline an appropriate solution 
and to thoroughly prepare for everything, and 
she encourages her team to do the same. 

“I show my team that even though I’m the 
boss, I’m not above doing QC on a document, 
or taking notes on a call for a client,” she says. 
“I want my behaviors and actions not only to 
reflect the culture of excellence I strive to pro-
vide for our employees, but also to communi-
cate that opportunities exist for those who are 
willing to invest in themselves and spend time 
helping their colleagues learn.”

Advice from a mentor led Roshawn to 
follow Miles’ Law maxims, including, “The 
responsibility of every manager exceeds his 
authority, and if he tries to increase his author-

ROSHAWN BLUNTE
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THOUGHTFUL.

Roshawn Blunt
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CHANGE AGENTS

ity to equal his responsibility, he is likely to 
diminish both.” 

This guidance, she says, was a useful re-
minder when navigating the corporate land-
scape as a mid-career professional.

As a mentor, Roshawn says she has learned 
more about the next generation’s motivators 
and values. She seeks to guide up-and-coming 
leaders by asking them what they really want 
to do and how she can help them.

“When individuals speak passionately 
about their goals, it’s imperative that I listen 
and act with those goals in mind,” Roshawn 
says.

Beyond the workplace, Roshawn has been 
involved with many organizations through-
out the years that are vital to championing 
more support, diversity, and opportunities for 
women in the industry, including the Health-
care Businesswomen’s Association, the Diver-
sity Alliance for Science, the Pacific Southwest 
Minority Supplier Development Council, and 
the Women’s Business Enterprise National 
Council. 
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amala Maddali, Ph.D.’s mantra for 
leadership is to “spread some sun-
shine” by being passionate and posi-

tive about her commitment to patients’ health 
through her collaborative mindset in moving 
precision/personalized medicine forward. 

Dr. Maddali has held positions as a preci-
sion medicine executive at Fortune 100 and 
500 companies. 

While working at Merck & Co., Dr. Madd-
ali played a pivotal role as a biomarker scientist 
who understood the various pharmacological 
and toxic effects of investigational drugs across 
multiple therapeutic areas in oncology, neurol-
ogy, and obesity disorders. She gained exten-
sive experience as a chief scientific commer-
cial liaison for precision medicine at top-tier 
central laboratories and reference laboratories, 
including Quintiles, now IQVIA, and Quest 
Diagnostics.

She also spent time as VP, biopharma 
collaborations and companion diagnostics, at 
Cancer Genetics Inc., where she played a 
pivotal role in developing the biomarker and 
companion diagnostics strategy in the context 
of pharma novel drug development programs. 

Cancer Genetics is a global company whose 
state-of-the-art diagnostic technologies help 
determine what will work best for each in-
dividual cancer patient and light a path for 
biophamaceutical companies working with 
immunotherapies. She promoted the proper 
use of biomarkers, personalized medicine, and 
diagnostics in drug development and patient 
management to bridge the gap between drug 
and diagnostic industries. It was at Cancer 
Genetics that she began questioning why 
there wasn’t a better way to determine the best 
options for cancer treatment and matching 
patients with cancer-related trials. She realized 
that technology could be used to help oncolo-
gists with their decision-making. 

And now here she is as the global VP at 
Deep Lens, addressing the very challenges in 
healthcare that she once spoke about. Deep 
Lens is a software company focused on a 
groundbreaking approach to faster recruit-
ment of the best-suited cancer patients to 
clinical trials.

Dr. Maddali also 
founded and is president 
of Health Collaborations 
LLC, a healthcare consulting firm focused on 
building partnerships between the U.S.-based 
and ROW companies in the precision medi-
cine space. 

She is committed to saving lives, to em-
powering those affected by cancer, and to 
inspiring younger generations to follow a path 
to healthcare and be the future of global com-
munity health. 

Colleagues say Dr. Maddali’s cross-collabo-
rative mindset comes from her unique health-
care background and her personal experience 
living with a neurodegenerative rare disease 
with symptoms similar to multiple sclerosis 
and Parkinson’s. As a result, she has become a 
patient advocate, working to bring hope and 
solutions to all patients.

Whenever possible, Dr. Maddali wants 
to ensure the patient’s voice is heard, and she 
strives to provide every patient with powerful 
tools from science and innovation to improve 
global community health. Her personal expe-
rience has given her a unique, empathic voice 
in precision medicine.

“Throughout my career, I have committed 
to building long-term strategic partnerships 

Blazing new trails to... 

INNOVATION

DR. KAMALA 
MADDALI

across the healthcare industry as well as bring-
ing empathy and humanity into profit-ori-
ented environments,” she says. “As a rare 
disease patient, I want to guide innovators 
toward investments that are both empathetic 
and profitable.”

With more than 20 years of experience 
implementing corporate strategic initiatives, 
she has been instrumental in the continual 
advancement of precision medicine. Her many 
levels of expertise include biomarkers and 
companion diagnostics, devices, therapeutics, 
recruitment of patients, patient engagement, 
patient experience, and empowerment. 

Several healthcare technology companies 
have tapped Dr. Maddali to serve as an execu-
tive advisor to cultivate artificial intelligence, 
digital health, and solutions centered on mod-
ern precision medicine. With the increased in-
terest in patient-centricity in clinical trials and 
clinical research, her involvement with patient 
advocacy and support groups in converging 

precision medicine, clinical 
trials, and clinical research 
could make a significant 
difference.

Dr. Maddali says her life journey has taught 
her that as humans we have to be doing hu-
mane business that impacts and helps others. 
Science coupled with compassion is a business 
model built for success, she explains, especially 
in the worldwide healthcare community.

A strong advocate of women empower-
ment, Dr. Maddali launched the Women in 
Bio Philadelphia chapter to foster leadership 
among women in life sciences and she was rec-
ognized for her efforts during a NYSE closing 
bell ceremony in 2017. 

Dr. Maddali has strong medical, scientific, 
as well as rare disease roots, which gives her an 
edge as a visionary leader who fosters collabo-
ration between medical, patient, and health-
care innovation sectors. Her greatest career 
highlight includes facilitating the partnerships 
with pharmaceutical companies, patient advo-
cacy groups, and physicians. 

Her most challenging assignment is learn-
ing more about how the biomedical industry 
views patient engagement. “We as an industry 
must work together to better understand the 
patient journey for real-world applications of 
innovation,” she says. 

K
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 trailblazer in the industry, Melissa 
Barnhart is sought out by colleagues 
and clients alike for her ability to 

think through problems and create innovative, 
first-to-market ideas that help clients grow 
their business and exceed goals. 

She goes above and beyond to deliver 
high-quality, innovative, and highly targeted 
media campaigns to her clients. She col-
laborates with publishers, clients, and other 
agencies to make sure everything is working 
in concert.

From management of branded promotional 
items all the way to brand strategy, Melissa 
puts the customer first and activates what they 
need to achieve success. She makes it her mis-
sion to understand the heart of what will drive 
results for clients.

Clients say Melissa is always responsive to 
feedback and takes a thoughtful and intelli-
gent approach to accountability. She employs 
her impressive diplomacy skills to put aside 
personal issues and focus on solutions — with-
out ever getting defensive or being sidetracked 

by ego or emotion. She has an intuitive fore-
sight of what a client would want/expect, or 
what would help facilitate conversations, and 
meetings are that much more productive be-
cause of it.

The results speak for themselves. Before 
her current role, Melissa led CMI Media 
Group’s gain-share media programs, resulting 
in $40 million incremental revenue for a top 
10 pharma client. 

“I was responsible for the integration of 
U.S. and ex-US omni-channel HCP media for 
a top five pharma client’s oncology portfolio, 
identifying areas of efficiencies across multiple 
regions, and oversaw the integration of a stra-
tegic planning methodology across 30-plus 
clients, using CMI Media Group’s ADAPT — 
(audience driven agile planning and targeting) 
methodology for all media activity,” she says.

Ultimately, what matters to Melissa is 
knowing that the programs her teams have 
recommended and launched have positively 
impacted patients’ lives — be it new product 
therapeutic launches or new ways to engage 
with patients, caregivers, and healthcare pro-
viders.

Melissa’s management style, sincerity, 
openness, and dedication have earned her the 
respect, support, and admiration of her entire 
team. Her positive, can-do attitude has re-
sulted in a thriving company culture and very 
low staff turnover.

She motivates her team by working with 
them to showcase how each team member 

is contributing to the larger project pur-
pose.

“I have found that once people 
understand the why, they are more 
willing to get behind their leader,” 
she says.

Melissa has found that an honesty 
policy is key to building trust, as is 

bringing others along, providing context so 
when they’re in the position to make decisions 

MELISSA BARNHART
they feel empowered and confident in their 
abilities.

“I lead with open communication, strive 
to be supportive, inclusive, collaborative, em-
powering team members to make decisions 
and challenge the status quo,” she says.

To help her colleagues deal with the up-
heaval of COVID, Melissa has reiterated the 
importance of work-life harmony, checking 
in on the team to see where they’ve needed 
additional support. 

She encourages people to take a break from 
Zoom and helps colleagues new to working 
from home to set boundaries.

Mentoring is important to Melissa, and the 
best part for her is seeing people gain confi-
dence and realizing their potential is limitless. 
She seeks to help others build their leadership 
style and offers candid information about the 
steps and missteps in her own career, and what 
she has learned with the benefit of hindsight. 

One important lesson from her career is 
that when things don’t go as planned, it often 
works out for the best. Another is to always 
tell the truth then you’ll never get caught in 
a lie.

She says she would like to be remembered 
as someone who looked at any challenge as an 
opportunity, being creative in identifying new 
ways to achieve something great together, as 
well as someone who showed respect to all, 
applied trust and open communication, and 
empowered others to succeed.

Outside of work, Melissa dedicates her 
time to supporting non-profit organizations 
focused on literacy and education. 
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ONE-ON-ONE INTERVIEW

Melissa Barnhart
CMI Media Group

Melissa Barnhart discusses the importance of empowering and mentoring 
the next generation of leaders.
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alaikannan (Malai) Sankarasubbu is 
leveraging AI to reshape the life-sci-
ences industry and digitally trans-

form drug development. His visionary aspi-
ration is to accelerate the drug development 
timeline by 50% over the next five years. He 
is well known throughout the industry for his 
ability to turn hordes of numbers and research 
into actionable insights. His innovation and 
collaboration have resulted in significant ad-
vances to the industry, and his mentoring of 
the next generation ensures that his impact 
will be long-lasting. 

Previously, he had pioneered Saama’s Smart 
Data Query (SDQ), a domain-centric, deep 
learning/AI system that learns patterns to de-
cide whether queries need to be raised during 
clinical research. SDQ classifies predictions 
across 10-plus categories and more than 80 
subcategories, generates clinical query text au-
tomatically, and reviews only those data points 
with clinical discrepancies. Sponsors can view 
clinical data in SDQ with deep integration 
with EDC systems, track and measure machine 
feedback, and approve, reject, and put discrep-
ancies on hold. 

Like many others, the year 2020 was a piv-
otal one for Malai as he tackled the challenge 
that was facing all of humanity by assuming 
the mantle of several crucial biopharma indus-
try initiatives and turning enormous amounts 
of data into actionable insights. When the 
entire world came calling on drug develop-
ers to mitigate the novel coronavirus with 
treatments, Malai used his AI expertise and 

experience to accelerate drug developers’ 
science. 

In 2020, SDQ was leveraged by a 
major pharmaceutical company in its 
COVID-19 vaccine mega-trial to shave 
an entire month off of the clinical de-
velopment process and bring a much-
needed vaccine to market to help fight 
the global pandemic. As a result of in-
fusing process and technology optimiza-
tions into SDQ, under Malai’s oversight 
the platform helped reduce data review 
cycle times to a consistent sub two-day 
cycle and enabled delivering the data 
base for analyses faster than any trial 
in the company’s history. Malai helped 
ensure SDQ produced exceptional data 
quality throughout the trial, which on 
any given day was more than 100 mil-
lion clinical data points for the vaccine 
trial.

Malai also helped pioneer additional 
innovative, new COVID-19 research last 
year by developing the Interpretable 
Machine Learning Classifier to discrim-
inate COVID-19 positive coughs from both 
COVID-19 negative and healthy coughs re-
corded on a smartphone. This type of screen-
ing is non-contact and easily applied and helps 
reduce workload in testing centers as well as 
limit transmission by recommending early 
self-isolation to those who have a cough sug-
gestive of COVID-19. The two datasets used 
included subjects from six continents. 

Malai was also integral to another COVID-
19-related milestone in 2020. In response to 
the pandemic, the White House, the Allen 
Institute for AI (AI2), and leading research 
groups created the COVID-19 Open Research 
Dataset (CORD-19), a publicly available data-
base containing more than 140,000 scholarly 
articles about COVID-19, SARS-CoV-2, and 
related coronaviruses. Recognizing the imper-
ative need to expedite COVID-19 research, 
within days Malai spearheaded the develop-
ment of a semantic search capability to help 

Igniting change by...

USING AI TO ACCELERATE CLINICAL TRIALS, 
QUELL THE PANDEMIC, AND RE-ESTABLISH 

GLOBAL HEALTH AND NORMALCY

MALAIKANNAN 
SANKARASUBBU

the global research community use this data-
base even more effectively.

Malai adheres to a collaborative approach to 
problem-solving. “You only have 24 hours in a 
day to solve problems,” he says. “If you want to 
solve complex problems, inspire others to solve 
them with you. My team wanted to contribute 
to ending the COVID-19 pandemic, so there 
was a common sense of purpose that kept the 
team motivated during the COVID period.”

These incredible achievements have oc-
curred within the 18 months, but Malai’s 
influence and impact on life-science analytics 
extend throughout his career. A community 
builder, Malai founded the Indian Deep Learn-
ing Initiative (IDLI), a Facebook group with 
more than 10,000 members, to spread knowl-
edge of AI and analytics to the world. He 
also co-founded IndicNLP.org, an open data 
platform computing tool for regional Indian 
languages, such as Tamil, Malayalam, Telugu, 
and Bengali.

Malai says he is passionate about inspiring 
the next generation to take up analytics chal-
lenges on their own and collaborate, and he 
applies this passion within Saama as well as to 
the more abundant life-sciences and technol-
ogy industries. 

M

BOUNDARY-PUSHER. INSPIRING.

Malaikannan Sankarasubbu

TITLE: VP, Artificial Intelligence Research 

COMPANY: Saama Technologies

EDUCATION: Bachelor’s degree, Information 

Technology, SSN College of Engineering, 

Chennai, India

PERSONAL RECOGNITION: 2021 PM360 

ELITE, Data Miners category; Distinguished 

Alumni Award, 2020, SSN College of 

Engineering, Chennai, India

ASSOCIATIONS: IDLI — Founder;  

IndicNLP.org — Co-founder

HOBBIES: Biking, running, volleyball

T WIT TER HANDLE: @malai_san

Innovation through AI for a better world
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hristine Roth’s career has been driven 
by her enduring passion to find cures 
for cancer patients. After starting her 

career as a scientist, Christine joined Bristol 
Myers Squibb, where she was one of the early 
pioneers in immuno-oncology through her 
work on Yervoy (ipilimumab) for melanoma.

While Christine looks back fondly on that 
experience, she says those were incredibly 
challenging years. “After decades of failures 
and doubt that engaging the immune system 
to fight tumors was likely to work, my team, 
working on an early immuno-oncology 
medicine, set out to attack the opportunity on 
multiple fronts,” she recalls. “While waiting 
for the data to mature, we had to begin 
the process of overcoming that negativity, 
engaging those who would become champions 
for the science, and creating a comprehensive 
communication plan to build belief in the 
promise of immuno-oncology.”

The initial data showed little benefit 
in terms of disease progression, however 
Christine says investigators reported clinical 
improvements in patients. 

“This discrepancy set off a concerted effort 
to better understand the kinetics of response, 
which helped define the right expectations 
for endpoints in future clinical trials,” she 
says. “It was an exciting ride with lots of 
twists and turns along the way. Today, we are 
addressing the new challenge in immuno- 
oncology, which is to extend the benefits of 
immunotherapy to a broader range of patients 
through novel combinations with the next 
wave of immuno-oncology innovation.”

Today, Christine calls her return to 
GlaxoSmithKline in 2017, after a couple of 
years at Novartis, her biggest career high-
light. As senior VP, global oncology therapy 
area head, she is leading the rebuild of GSK’s 
global oncology business and contributing to 
the transformation of GSK into a new biophar-
ma-focused company.

“I am so energized by our new ambition to 

deliver a step-change in performance and have 
a positive impact on the lives of more than 
2.5 billion people over the next decade,” she 
says. “This role fully leverages all of my di-
verse experiences across companies, functions, 
therapeutic areas, and geographies. At GSK, it 
has been tremendously fulfilling for me to help 
deliver the first wave of oncology pipeline in-
novation to patients and accelerate the delivery 
of our mid- and early-stage pipeline.”

In the first three years of GSK’s oncology 
reboot, Christine’s teams have built a compre-
hensive package of specialty pharma capabil-
ities in addition to new oncology medicines. 
They have also delivered new therapeutic op-
tions to oncology patients with unmet needs.

Christine says she’s laser-focused on build-
ing GSK’s oncology business to critical mass. 
To that end, she’s also been exploring ways to 
build a pipeline of diverse talent.

The first thing Christine looks for when 
building a team is someone who conveys his 

CHRISTINE ROTH

or her ability to put the team ahead of them-
selves, which she believes is an essential part of 
a high-performing culture. “Next, I look for 
a general sense of intellectual curiosity,” she 
says. “To me, that signals the desire to push 
beyond the obvious to get to that next level of 
customer insight or more innovative thinking. 
For my leadership team, I look for people who 
have the ability to both drive results today and 
define the path to future growth.”

For Christine, part of the enjoyment she 
derives from the mentor-mentee relationship is 
freedom from the accountability of managing 
the person. “Instead, I have the freedom to sup-
port their journey of self-discovery,” she says. 
“The biggest reward for me is playing a role in 
eliminating self-doubt and helping people to 
successfully stretch outside their comfort zone.”

Her peers and mentees describe Christine 
as a champion for inclusivity for all. She is a 
senior sponsor in GSK’s Accelerating Differ-
ence program, a development opportunity for 
women and ethnically diverse employees who 
receive one-on-one and group coaching, dia-
logue sessions, and senior-leader sponsorship.

“My job as a leader involves creating a 
culture and an environment that drives deep 
engagement, where our people can have the 
courage to take smart risks and still feel safe to 
bring their best self to work, and where they 
can reach their full potential,” she says. “If you 
get all this right, business results follow. And 
all of this is easier when your team knows who 
you are, what you stand for, and that they can 
trust you. I’ve always aspired to maintain my 
authenticity, and I am grateful that I have a 
team that welcomes and appreciates that in 
me.” 

C
TRAILBLAZING. AGILE.

Christine Roth

TITLE: Senior VP, Global Oncology Therapy 

Area Head

COMPANY: GlaxoSmithKline

PERSONAL AWARDS: TJ Martell Women of 

Influence Keynote

COMPANY  AWARDS: Pinnacle Award for 

marketing innovation, Excellence in Leadership 

Award

ASSOCIATIONS: American Society of Clinical 

Oncology, American Society of Hematology, 

Healthcare Businesswomen’s Association

GIV ING BACK: Warrior Canine Connection, 

Delaware Valley Food Bank

Helping people view 
things in a different light

Sparking innovation by… 

ILLUMINATING THE PATH OF WHAT IS POSSIBLE RATHER THAN 
WHAT MIGHT BE OBVIOUS OR EXPECTED(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
 P

ha
rm

aV
OIC

E



99 July/August 2021  PharmaVOICE

ith laser-like precision imple-
menting transformative initiatives, 

Ellen Street is focused on generating 
innovative ideas and solutions to impact the 
future and improve worldwide patient health.

As co-leader of ERT’s product organiza-
tion, Ellen drives the business forward at an 
accelerated pace by bringing ERT product 
lines together to become more scalable and ef-
ficient, and to provide the best, science-driven, 
most seamless customer experience and work-
flows. In addition to this over-arching role, 
Ellen leads ERT’s cardiac, eCOA, wearables, 
and digital biomarkers product lines, as well 
as ERT’s quality and regulatory organization. 

Among her accomplishments at ERT is 
growing the cardiac safety business through 
a transformative time, with significant im-
provements in clinical trial technology and 
methodologies for early phase characterization 

of cardiac safety with more efficient 
study designs, reduced study timelines, 
and more confidence in the safety as 
compounds progress. 

She brings with her significant 
achievements from her time at GE, in-
cluding leading a $550 million U.S. 
P&L with more than 250 commercial 
team members spanning five sales chan-
nels. Over a three-year period, Ellen and 
her team consistently grew orders in the 
range of 104% to 110% per year leading 
to both market share gain and a 34% 
increase in operating margin.

Her toughest assignment was in 2007 
when she was tasked with designing, 
building, and leading the go-to-mar-
ket strategy for a “start-up” emergency 
care-focused segment in healthcare. 
“While my company offered a variety of 
medical device and imaging technologies 
that are often used in an emergency care 
setting, no one had ever really focused 
on the needs of this important care area in the 
U.S. healthcare system,” she says. “Despite the 
financial meltdown in late 2008, and the need 
to completely revise and pivot the strategy to 
focus on leveraging existing sales team mem-
bers from other channels, I grew emergency 
care orders by more than 200% in the first full 
year and over 150% the following year.” 

Ellen combines her focus on the business 
side of her role while prioritizing the protec-
tion of employees. She makes time to work 
with employees who are struggling, while also 
being involved with hiring and recruiting. 

During COVID-19, Ellen helped her team 
by checking in with them regularly, participat-
ing in employee-driven events that included 
virtual roundtables, trivia game competitions 
between ERT locations, and posting of “ERT 
Life” pictures as people share their day-to-day 
happiness and local activities. 

Described by her colleagues as a stellar ex-
ample of someone who works hard, empowers 
her team, and treats everyone, at all levels, with 
the utmost respect, Ellen leads by example and 
jumps in as a player-coach whenever necessary. 
An authentic leader, Ellen strives daily to com-
municate transparently, model accountability, 
build trust, and treat everyone with respect. 

ELLEN STREET

She values a diversity of ideas and sees her role 
as an “integrator” across the organization to 
ensure alignment as well as ensuring a clear 
understanding of interdependencies. 

She currently formally mentors three in-
dividuals and is on the “personal board of 
directors” for several others with whom she has 
built connections with over the last 25 years. 

“The best part for me is the mutual 
learning and watching people take new paths 
that have given them new opportunities and 
energy to overcome obstacles and succeed,” 
she says. “I am passionate about challenging 
cross-functional teams to leverage processes, 
technology, and offerings with value proposi-
tions that accelerate growth and leverage the 
best ideas from anywhere,” she says. “I love 
to instill a sense of purpose and a desire to go 
above and beyond. I am also more of a systemic 
thinker, so I challenge team members to take 
a broad view and make sure they understand 
the interdependencies of their decisions or 
recommendations.” 

Taking risks and considering new chal-
lenges have been integral to Ellen’s profes-
sional growth. “I learned the most by taking 
on new opportunities that I had not originally 
envisioned pursuing,” she says. 

W
AUTHENTIC. COLLABORATIVE.

Ellen Street

TITLE: Executive VP, Product and Quality 

Management

COMPANY: eResearch Technologies (ERT)

EDUCATION: MBA, University of Texas at 

Austin; Bachelor of Mechanical Engineering 

with a Business Minor, Villanova University

INDUSTRY  AWARDS: Four-time Sigma 

Board Achievement (Top 5% of sales team); 

Omega Society; President’s Award Winner, 

Six Sigma Greenbelt Certification; Selected 

to attend multiple highly competitive GE 

Corporate Executive leadership Development 

programs

COMMUNIT Y  AWARDS: Montgomery 

County Community leader

ASSOCIATIONS: American College 

of Healthcare Executives, Healthcare 

Businesswomen’s Association, Society of 

Women Engineers, Tau Beta Pi

GIV ING BACK: Food banks and Groups 

providing healthcare to underserved 

populations; Education & Extra-Curricular 

Participation including Scholarships to support 

student engagement in Band/Music programs; 

Advancement of professional women to lead 

the transformation of healthcare

T WIT TER: @STramblings

Leading with authenticity 

Igniting change by... 

CONTINUING TO DEVELOP THE NEXT 
GENERATION OF LEADERS
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REGULATORS

 

Y E A R - R O U N D  E X P E R I E N C E S

4  D A Y  S U M M I T  |   N O V E M B E R  7 - 1 0  

E N C O R E  B O S T O N  H A R B O R ,  A  W Y N N  R E S O R T

 

 

I N N O V A T I O N

 

C O L L A B O R A T I O N

T E C H N O L O G Y

JOIN THE PREMIERE COMMUNITY

FOR LIFE SCIENCE INDUSTRY LEADERS

JOIN US 
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hristian Rodgers, aka Dr. Digital, is 
lauded by both colleagues and clients 
for his strategic expertise, industry 

knowledge, digital mastery, and team lead-
ership that pushes the boundaries of phar-
maceutical digital marketing. Undoubtedly 
following Christian’s digital lead, the group of 
associates who nominated him not only sent in 
their accolades in writing, but they also made 
an effective digital video of their testimonies. 

He inspires them to continuously elevate 
the work that they produce for clients.

Christian’s industry knowledge and un-
derstanding of healthcare marketing keeps the 
agency on the cutting edge of the space and 
producing the best work possible. He encour-
ages the entire team to further their own pro-
fessional development, and he provides team 
members with the resources to do so.

Clients say Christian Rodgers is their go-to 
guy for all things digital marketing. He brings 
his A-game and his A-team, and he’s always 
ready to go. He continually impresses those 
around him by his skilled leadership in put-
ting the best teams together, the insights he 
brings to the table, and how he challenges his 
clients to make a bigger impact.

Christian says there is a saying within 
healthcare companies: “No one wants to be the 
first to do something new, yet everyone wants 
to be the next to do it.” However, Christian is 
always thinking ahead and looks to position 
clients for the future, which often means try-
ing things that haven’t been tried before. 

He has created a great deal of trust through 
his commitment and devotion to his clients, 
which opens them up to taking risks in a slow-
to-change industry like healthcare.

Christian fully understands pharma, medi-
cal, and digital media and is able to take very 
complex ideas and put them into actionable 
concepts that work on social media to help ed-
ucate physicians or patients in whatever social 
media forum necessary. 

Christian and his team have brought the 
idea of influencer marketing to healthcare dig-
ital strategies and have created a program to 
identify and accelerate the profile of targeted 
individuals who are key to a client’s brand. For 
example, Christian and the team have identi-
fied doctors who are awesome on TikTok or 
Instagram, who might not yet be key opinion 
leaders in the wider sense. 

But by cultivating and developing these 
voices, peer-to-peer conversations can be fa-
cilitated. This type of networking has become 
more important than ever during the pan-
demic when face-to-face connections were not 
happening. 

Christian joined the Pascale team over six 
years ago, and his innovations in pharmaceuti-
cal digital marketing have been groundbreak-
ing. He launched the social media practice in 
2015, when pharmaceutical brands and med-
ical devices were just beginning to take social 
media marketing seriously. 

A determined vision guided Christian’s 
work as the agency built out its digital capa-
bilities and team. As head of digital for Pas-
cale, he has worked on the launch/re-launch of 
several pharmaceutical brands, including the 
launches of a few black-box drugs.

Since coming on board at Pascale, Chris-
tian has created a 10-person digital team 
and has built Pascale’s digital work into a 
seven-figure business. Even during the global 

Blazing new trails to… 

PUSH THE NEEDLE 
FORWARD — ALWAYS

CHRISTIAN RODGERS
pandemic, he grew Pascale’s digital revenue by 
44% from 2020 to 2021. His dedication and 
attention to detail has allowed Pascale to build 
an industry-leading community management 
and response protocol that’s been recognized 
by the FDA. 

Thanks to Christian’s mastery of all things 
digital, his team can map out and activate a 
plan in record time, no matter the size or type 
of client. A notable element of his leadership 
style is that internally, Christian structures his 
team into groups that have their own identity 
and ways of working. This allows individuals 
to shine as they are empowered to bring their 
personality and special skills to each project. 
The groups are connected to each other by 
bridges so that, although the “template” of 
success remains the same, people are free to 
achieve the end result in ways that match their 
own style of working. Once projects are up and 
running, he “consist-ifies” what works well, 
and incorporates those successes into the game 
plan across all clients.

Christian’s digital leadership instills im-
mense confidence, which in turn strengthens 
relationships, ultimately leading to long-term 
collaborations and repeat business.

“I see my role as teaching what I know, 
and steering team members toward achieving 
their goals,” he says. “Getting individuals on a 
team rowing in sync and in the same direction 
is critical, along with securing the resources so 
that decision-making happens as close to the 
front line as possible.”

Christian’s ability to always deliver and 
inspire are much-appreciated by his teams 
and clients. Christian calls this being 
#responsiveAF. 

C

DEVOTED. FUTURISTIC.

Christian Rodgers

TITLE: Head of Digital 

COMPANY: Pascale

Dr. Digital
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olleagues have called MaryAnne Rizk, 
Ph.D., “the partner to all partners.” 
It’s an identity she wears proudly. 

“The moments I’ve cherished across my career 
journey — taking big leaps — required a main 
active ingredient: strategic partnerships,” Dr. 
Rizk says.

In one of many examples, as a pre-IPO 
executive at Medidata, Dr. Rizk was respon-
sible for accelerating startup growth for the 
company and executing a corporate strategy 
partner initiative that led a private startup 
company to be publicly traded on Nasdaq.

“As the founder of the Medidata Partner 
Program, I had led strategic partnerships and 
alliances across 60-plus CROs, which included 
more than 1,000 certifications globally on 
Medidata Rave EDC,” she recalls. This allowed 
partner CROs to build offerings around the 
technology they were just accredited in. As a 
result, global market share expanded rapidly, 
with a 35% increase in revenue growth, which 
led to Medidata’s accelerated IPO.

Now, as managing partner of Rizk Man-
agement Consulting, Dr. Rizk provides advi-
sory consulting services around strategic part-
nerships and outsourcing to organizations in 
the life sciences. Her background in pharma, 

technology, and CRO organizations gives her 
a unique pedigree of experience.

“My career has always been full of assign-
ments to develop a road less traveled, forging 
new paths of business and growth,” she says. 
“As a trailblazer, I seek to set the world on fire 
with ideas to transform with innovation pow-
ered with strategic partnerships.”

This forward-looking stance left Dr. Rizk 
well-prepared for the seismic shifts resulting 
from the pandemic. 

“Even before COVID hit, my most chal-
lenging assignment was advancing the expan-
sion of decentralized clinical trials,” she says. 
“I learned how important it was to embrace 
the idea that the operational level is equally 
important as the strategy level. Most tech or-
ganizations know how important it is to build 
the most innovative solution around where 
the puck is going and not where it is. Once 
COVID hit, the rest of the world caught up 
with a vision I’ve been advocating, and a forced 
culture emerged.

“Culture eats strategy for breakfast,” she 
adds. “The culture of an organization always 
determines success regardless of how effective a 
strategy may be. While strategy defines direc-
tion and focus, culture is the habitat in which 

strategy lives or dies. Strategy focuses on 
resourcefulness and skillfulness, while 
culture defines engagement, passion, and 
execution.”

Dr. Rizk says one of the best pieces 
of advice she ever received was to teach 
others how to fish, so to speak. “Going 
back to the days of creating a powerhouse 
SaaS partnership model, it’s all about em-
powering clients to do it themselves,” she 
says. “It’s the same basic principle for in-
spiring teams. Create a level of autonomy 
demonstrated with earned experience and 
watch magic start to happen at a rapid 
rate across the ecosystem of your partners. 
This is where innovation happens.”

Dr. Rizk brings this philosophy to 
what she refers to as a “visionary pace-
setter” leadership style, involving a ton 
of high energy and a dynamic work en-
vironment. “While the bar may be high, 
the exciting journey includes support, 
coaching, and empowerment of the team 
to find their entrepreneurial path on how 
they can get there,” she says. “The goal is 
to empower all to aspire to win. My style 
helps companies grow, unites teams, and 
fast-tracks breakthrough milestones.”

DR. MARYANNE RIZK
Dr. Rizk focuses her team to find their 

“Ikigai,” which is the Japanese concept mean-
ing “reason for being” that is the intersection 
where passion plus mission plus profession 
plus vocation meet. 

As a leader, Dr. Rizk looks to ignite fire. “I 
seek to understand what drives people, finding 
out their why, and developing a hand-to-glove 
fit in their assignments to hit their personal 
goals as they strike the corporate objective,” 
she says. “The inspiration comes from within 
as they understand the purpose and how their 
work creates that domino effect impact. The 
result: home runs.”

Dr. Rizk embraces her role as mentor, 
“sharing pearls of wisdom to those who want 
to have a strand of experience to leverage.” 

One piece of advice she offers up is to rely 
on your trusted tribe and treat them like the 
family they are. 

“Your career growth depends on a network 
of professionals who will grow with you,” she 
says. “If you want to go fast, go alone. If you 
want to go far, call your tribe. The power of 
partnership is exponential.” 

C

BOLD. VISIONARY.

MaryAnne Rizk, Ph.D.

TITLE: Managing Partner

COMPANY: Rizk Management Consulting

EDUCATION: Bachelor’s of Engineering, 

Stevens Institute of Technology; Masters of 

Science, Management, Stevens Institute of 

Technology; Ph.D., Technology Management, 

Stevens Institute of Technology

PERSONAL AWARDS: Merck Award of 

Excellence, Oracle Award of Excellence

COMPANY  AWARDS: Most Innovative/

Admirable Organization

COMMUNIT Y  AWARDS: Presidents Awards, 

Stevens Institute of Technology

ASSOCIATIONS: Digital Advisory Board, Prix 

Galien Digital Health; Board of Directors, HBA; 

member, Women in BIO; member, NYCHBL; 

Board Committee, SCRS Innovation Council; 

advisor, DIA, Pink Socks

HOBBIES: Skiing, biking, swimming, golfing, 

traveling, cooking, wine tasting,  

raising dragons 

T WIT TER HANDLE: @RizkManagement

The biggest regret in life is the risk you didn’t take

Blazing new trails to… 

ENCOURAGE 
CREATIVITY, AS THAT 
TAKES COURAGE
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n her role at Genentech, Angie Namenuk 
bridges two disparate worlds: science and 
business. Angie leads the day-to-day busi-

ness operations and processes for Genentech’s 
Development Sciences organization, a team of 
about 700 global employees that enables the 
translation of promising molecule discoveries 
from research into therapeutic development. 
She also is responsible for creating the infra-
structure that optimizes and enables scientific 
innovation such as strategic planning and 
communications, resource allocation, con-
tracts, and much more.

Angie is passionate about science, people, 
and business. “I want to leverage my deep 
experience in science and business to create 
organizations that optimize how they work 
together in the overall interest of making 
innovative medicines for patients who need 
them,” she says.

Bridging disparate worlds seems to be in 
Angie’s DNA. She spear-headed the initia-
tive to optimize the interface and alignment 
between pharma and diagnostics for Roche, 
Genentech’s parent company. “While both 
groups were quite innovative and already had 
existing processes in place for working to-
gether, they were also misaligned on some key 
factors like decision-making and joint goals,” 
she says. “I drove conversations that teased out 
why the misalignments existed and how we 
might solve for them. We invested significant 
time in relationship building, deepening our 
understanding of each aspect of our business, 

and establishing new business processes that 
optimize how we work together. I’m very 
proud of this work because the partnership be-
tween Roche Diagnostics and Roche Pharma is 
critical for the patients served and the overall 
success as a company.”

Her toughest assign-
ment came when Roche 
acquired Genentech in 
2009. At the time she was 
head of the Development 
Sciences operations, over-
seeing multiple aspects of 
business operations for the scientific orga-
nizations. “With the acquisition came re-
structuring, and, ultimately, an organizational 
design that was complicated, yet created enor-
mous opportunities,” she says. Connecting and 
aligning different parts of the organization at 
first felt overwhelming, but she learned to love 
understanding challenges in the context of the 
local organization and culture, then lifting up 
and thinking about operations in a broader 
more systematic way.

Throughout her career, curiosity has 

Igniting change by... 

BEING 
CURIOUS  

ANGIE NAMENUK

guided Angie, who says complex organizations 
need leaders who continuously ask questions 
and seek answers from all areas of the company. 

Of equal importance to curiosity is being 
authentic and inspiring trust, which sets the 
stage for employees to be more comfortable 
with themselves. 

As a leader, she strives to ensure everyone 
sees how their contributions are valued, and 
she empowers her team members to solve 
problems themselves while ensuring she is 
there to support them if they need it.

“When you can inspire others to think 
together and leverage each other, it can result 
in a very engaging and creative environment 
where solutions are well-positioned to meet 
the needs of multiple stakeholders,” she says.

Mentoring is important to Angie, who 
looks after rising talent in the organization and 
engages with STEM students from underrep-
resented groups, as well as serving as a mentor 
for Women Unlimited.

Angie says sharing her personal story has 
been important too. Her mother, who was 
widowed young, raised Angie and her two 
sisters by herself, and that struggle motivated 
Angie to attend college to ensure she had more 
choices in life.

“As a result, I am a first-generation college 
student raised by a single mother,” she says. “I 
am also a member of the LGBTQ+ commu-
nity and mother of two children. It’s been im-
portant to me to share my story with openness 
and authenticity. People in an organization 
need to know that many people, including 

or even especially leaders, 
have gone through strug-
gles or have things about 
them that make them dif-
ferent — and it’s ok.”

Angie is passionate 
about paying it forward. 

She co-founded the Kahawa Foundation, after 
attending a leadership training program in 
Tanzania that focused on addressing cervical 
cancer issues in Subsaharan Africa. During 
their journey, Angie and her co-founders vis-
ited and worked with local healthcare leaders 
to identify needs and solutions to reduce the 
burden of cervical cancer in the area, which is 
the No. 1 cancer killer of women in Tanzania, 
even though these deaths would be prevent-
able with the proper screening and treatment 
available in other developed countries. 

I
CURIOUS. AUTHENTIC.

Angie Namenuk

TITLE: Executive Director, Development 

Sciences Business Management and 

Communications

COMPANY: Genentech

EDUCATION: B.S., Chemistry, Willamette 

University; MBA, Business Administration, 

Graziadio Business School of Pepperdine 

University; Certificate in Project Management, 

University of California Berkeley; Certified 

Professional Coach, IPEC

PERSONAL AWARDS: Pepperdine University 

George Award Recipient, 2012

COMMUNIT Y  AWARDS: San Carlos 

Honorary Service Award

ASSOCIATIONS: Co-Founder Kahawa 

Foundation; Healthcare Businesswomen’s 

Association (HBA); Board of Directors, Donor 

Sibling Registry

GIV ING BACK: Kahawa Foundation, which 

she co-founded 

HOBBIES: Biking, hiking, gardening

Bringing science, people and 
business together

CHANGE AGENTS
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hen Dave Mauro joined Antidote 
Technologies in the summer of 

2020, the company was already 
feeling the impact of the COVID-19 pan-
demic that had begun a few months earlier. 
With many clinical trials paused, patient 
recruitment was on hold as well, so Antidote 
had to pivot and adjust to handle the stall in 
its business model.

As executive VP, business development, 
Dave hit the ground running with confidence 
and professionalism. He set the stage for steady 
growth in the third and fourth quarters of 
2020, and by the end of the year Antidote had 
posted a revenue increase of 66% over 2019 
and saw its number of projects more than dou-
ble from the previous year.

And 2021 has started with a bang as well, 
with Antidote having closed three COVID-19 
treatment studies totaling more than $5 mil-
lion in bookings during the first few weeks of 
the new year. This puts Antidote on track to 
have its best year yet.

“I’m fortunate enough to be doing exactly 
what I want to be doing — helping an emerg-
ing company with a very important mission 
achieve our growth targets,” Dave says.

While Dave is proud of Antidote’s progress 
toward those targets, he’s also striving to be a 
mentor and role model for what he describes 
as “a highly dedicated and fun group of people 
who joined Antidote in order to help connect 
individuals to lifesaving or life-altering clini-
cal trials.” 

He’s proud of the fact that many of his pre-
vious direct reports refer to him as a mentor. 
“The best part of being a mentor is found in 
the famous quote about teachers: ‘They affect 
eternity. One can never tell where a teacher’s 
influence stops,’” Dave says. “I see many of my 
former direct reports currently leading sales 
teams, and it makes me very proud in knowing 
that they might be using some piece of advice 
that I gave them years ago.”

Colleagues and mentees praise 
Dave’s approachability, genuine em-
pathy, openness, and passion for the 
work he does. They say these qualities, 
along with his easygoing nature and 
sense of humor, help to facilitate the 
professional development of everyone 
around him.

“I’ve learned that one of the best 
ways to inspire people is to provide 
frequent reminders of their specific 
important contributions to the team 
goals,” he says. “People are inspired 
when they feel part of something big-
ger than themselves.

“Another lesson is to demonstrate 
your trust by seeking out their opin-
ions and empowering them to make 
big consequential decisions,” he adds. 
“Nothing is more inspiring to an em-
ployee than knowing their decisions 
and opinions are valued.”

Early in Dave’s career, as he learned how 
to become a pharma sales manager, a mentor 
told him something surprising and profound: 
always remember that recognition is a far more 
powerful motivator than money. That insight 
became the guiding principle in his leadership 
philosophy.

“It’s a commonly held belief that sales 
executives are ‘coin-operated,’” Dave says. “Al-
though it’s true that monetary compensation is 
how many sales execs keep score, what’s most 
important to the vast majority is the sincere 
and timely recognition of their achievements 
— especially in front of their peers. Never 
miss an opportunity to shine a spotlight on a 
job well done.”

Dave says he hires people that he trusts, 
and demonstrates that trust by giving them 
plenty of room to do their job, while always 
being available to provide guidance and sup-
port. He never ends a one-on-one call with one 
of his sales executives without asking if there’s 
anything he can help them with.

“I once overheard one of my long-tenured 
sales executives describe my leadership style to 
a new hire,” Dave recalls. “She said, ‘As a man-
ager, Dave is not a control-freak, but he is an 
information freak.’ Knowing this person well, 
I am convinced she meant it as a compliment, 
and we both laugh about it years later.

“As a leader, I feel it’s my obligation to 
understand the details around the challenges 
my direct reports are facing, so that I can be in 
a better position to offer assistance,” he adds.

DAVE MAURO

Like many leaders, Dave says keeping his 
team focused, motivated, and happy during 
the past 18 months of the pandemic has 
been an incredible challenge. “Amplifying 
this challenge for me has been the fact that I 
joined Antidote in the midst of COVID-19, 
and therefore have not met any of my new 
colleagues outside of Zoom,” he says.

During this period of virtual connection, 
Dave has helped motivate his team by provid-
ing them with the flexibility to do their work 
at a time and place that is best for their family. 
“I’ve been giving my colleagues the authority 
to make decisions on how they can achieve 
the results we desire in a manner that may be 
different in structure than we had originally 
planned,” he says. “The added stress that 
COVID puts on working families with young 
children is devastating to morale unless leaders 
convey a sense of trust and flexibility.”

One thing Dave knows now that he wishes 
he’d knew earlier in his career is that he often 
learns more from his losses than from his wins.

“When I was a younger sales executive and 
sales manager, I would want to bury a disap-
pointing loss as quickly as possible and move 
on,” he says. “Only later in my career did I 
realize the value of placing a strategic lens over 
an unsuccessful sales engagement in order to 
identify areas that can be improved. As soon as 
I learned to accept that mistakes are a part of 
every sales engagement, I became much more 
effective at anticipating challenges and obsta-
cles in subsequent opportunities.” 

W ETHICAL. ACCOUNTABLE.

Dave Mauro

TITLE: Executive VP, Business Development

COMPANY: Antidote Technologies

EDUCATION: B.S., B.A., University of Delaware

GIV ING BACK: Molly Ann Tango Memorial 

Foundation

HOBBIES: Reading — mostly non-fiction and 

current events

Delivering sales

Blazing new trails to… 

ADAPT A SELLING MODEL 
IN A POST-COVID WORLD
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 pioneer in the industry, Kristen Hege, 
M.D., has been part of some of the 
most exciting and groundbreaking 

science the life-sciences community has seen. 
She started her career as a research fellow 

in the lab at a small San Francisco Bay Area 
biotech company working on CAR T cells 
for treatment of cancer and HIV infection in 
the early 1990s, before this field was “hot.” 
In 2010, she joined Bristol Myers Squibb, 
where she oversees early clinical development 
for a number of different treatment modalities 
including CAR T, T-cell engagers, monoclonal 
antibodies, and small molecules.

Her big career moment came in March 
with the approval of Abecma, the first-in-class 
CAR T cell therapy for multiple myeloma.

“It has been very gratifying to come full 
circle back to CAR T cells and have the oppor-
tunity to partner with bluebird bio to bring 
this BCMA-directed CAR T cell product from 
target selection to FDA approval,” she says. 

Developing a novel breakthrough therapy 
at breakneck speed poses innumerable chal-
lenges, she says. 

“Add to that the complexity of patient 
specific, genetically modified, living cells as 
the drug product,” she says. 
“We did all of this only 
about four years from the 
first patient-dosed study to 
completion of the pivotal 
registration trial and sub-
mission for FDA approval, 
and you can imagine the nimble, laser-focused, 
problem-solving, parallel processing mindset 
required.”

Through most of her career, Kristen has fo-
cused on early-phase development of next-gen-
eration cancer therapies. “While many of these 
programs still fail, this is where scientific dis-
ruption achieves its first proof of concept,” she 
says. “This stage of development requires an 
innovative mindset, curiosity, and a passionate 
and focused determination to interrogate the 
lessons learned from early failures and apply 
them to enhance the probability of future suc-
cess. If you are lucky enough to experience one 
of these disruptive successes after decades of 
earlier failures, it’s is an incredible experience.”

Kristen says she seeks to hire great talent, 

often without a lot of real-world experience, 
and then invests her personal time and energy 
in their training and education. She looks for 
people with raw talent, curiosity, humility, 
a sense of purpose beyond personal advance-
ment, and a “can-do” attitude who thrive on 
challenges and redirection.

She says her focus now is to help guide 
and develop the next generation of physician 
and clinical scientists to accelerate the devel-
opment of more cutting-edge and disruptive 
technologies that will really move the needle 
for treatment of cancer and other serious dis-
eases. 

She mentors a number of predominantly 
female rising stars and has built a strong 
mentor/mentee relationship with a woman 
she mentored as a college intern 10 years ago, 
through her first biotech job and now in a 
Ph.D. graduate school program.

“I took her on her first ever wilderness 
backpacking trip in the California High Si-
erras, and since then she has backpacked all 
over the world and we take at least one trip 
together each summer where there is plenty 
of trail time to discuss science, careers, society, 
and everything in between,” she says. “This 

summer she will co-lead a 
backpacking trip with me 
for the inaugural class of 
summer interns who we 
are hosting at BMS as part 
of our Bay Area diversity 
STEM initiatives.”

Kristen also hosts summer interns and has 
co-chaired a series of conferences through the 
Society for Immunotherapy of Cancer, which 
focus on women early in their careers. 

To manage the challenges of COVID-19, 
Kristen leaned into her mentoring techniques 
to keep the team inspired and focused. She 
implemented a biweekly team newsletter, vir-
tual gatherings, and social activities. With her 
San Francisco team, she spearheaded a series 
of drive-by meet-and-greet dinner pick-ups 
for families from a local cafe, owned by one of 
her UCSF thoracic surgeon colleagues. “These 
were followed by virtual dinner hour Fireside 
Chats with inspiring local figures, including 
Joe DeRisi, the ‘virus hunter’ spotlighted in 
Michael Lewis’ The Premonition,” she says. 
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Kristen Hege, M.D.

TITLE: Senior VP, Hematology/Oncology & Cell 

Therapy

COMPANY: Bristol Myers Squibb

EDUCATION: B.A., Dartmouth; M.D., Univ 

California, San Francisco

PERSONAL AWARDS: PhRMA “We Work for 

Health Champions” Award, 2013; Fierce Biotech 

“Top 12 Women in Biopharma 2015” Award 
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Award 2019; Nature Medicine 1 of 50 featured 
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Society for Immunotherapy of Cancer 35th 

Anniversary Collaborator Award, 2020

COMMUNIT Y  AWARDS: San Francisco 

Business Times Most Influential Women in Bay 

Area Business, 2020

ASSOCIATIONS: American Society of 

Clinical Oncology (ASCO); American Society of 

Hematology (ASH); Society for Immunotherapy 

of Cancer (SITC); American Association for 

Cancer Research (AACR); New York Academy of 

Science (NYAS)

GIV ING BACK: Equal Justice Initiative; 

Algorithmic Justice League; Pursuit of 

Excellence; Breakthrough San Francisco

HOBBIES: Alpine, skate, and backcountry 

skiing around the world; backpacking; running; 

mountain biking; listening to audible books

T WIT TER HANDLE: @KristenHege

Keep moving forward

Sparking innovation by... 

COLLECTIVE 
CREATIVITY
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my Burd, Ph.D., has one very simple, 
yet highly complex, professional goal: 
To develop better, more effective, and 

tolerable cancer drugs for patients living with 
blood cancers.

From an early age, Dr. Burd was commit-
ted to improving cancer treatments. After 
getting her degree in biochemistry and doc-
torate in pharmacology she worked at a variety 
of research jobs, including in immunology 
at Boehringer Ingelheim and as an oncology 
portfolio manager at Bayer Pharmaceuticals. 

She then joined The Leukemia & Lym-
phoma Society (LLS) to become the senior 
director of its Therapy Acceleration Program 
(TAP), a strategic initiative through which 
LLS partners directly with biotechnology com-
panies to help accelerate the development of 
promising therapies in blood cancer. 

In her current role as VP of research strat-
egy at LLS, Dr. Burd provides strategic plan-
ning and oversight for mission special initia-
tives. Her career highlight has been to lead the 
Beat (acute myeloid leukemia) AML Master 
Clinical Trial, the first collaborative precision 
medicine clinical trial in blood cancer, which 
was also part of the Moonshot program that 
Vice President (now President) Joe Biden an-
nounced in 2016.

“The highlight of this opportunity was 
on Thanksgiving Day in 2016 when the Beat 
AML team — rather than eating turkey — was 
focused on making the first treatment decision 

using genomic data for this trial within seven 
days, this was a real breakthrough because of 
the technology,” she says.

AML is one of the most lethal blood can-
cers that takes more than 10,000 lives in the 
U.S. per year. The trial used advanced genomic 
technology to identify each patient’s can-
cer-driving genetic mutations so that it could 
match each patient with the most promising 
targeted treatment. It involved more than a 
dozen sub-studies, 16 sites, nine pharmaceuti-
cal partners, and 1,065 patients. 

“To coordinate all of this effectively is a 
major feat; the trial has been successful so far 
due to the numerous technologies that were 
implemented to streamline this large um-
brella trial operationally,” Dr. Burd says. “In 
fact, because of the remote digitization of the 
trial technologies, when the pandemic hit, we 
did not need to scramble as much, as we had 
already built remote data monitoring into our 
master protocol.”

It was not without challenges, however, in 
particular getting all of the partners to em-
brace the new technologies the team needed to 
use, such as a centralized oversight platform, 
remote data monitoring and digitized proto-
cols, and different management strategies than 
what is typically used in traditional trials. 

“We hope that this trial will set a new 
precedent for other precision oncology trials 
that include multiple cohorts,” she says.

Early in her career, Dr. Burd thought the 
only path to developing novel therapeutics was 
by working at a pharmaceutical company, but 
she has learned the importance of non-profit 
organizations in the drug development pro-
cess, and how they are the voice of the patient. 

Dr. Burd describers herself as persistent 
and creative, two traits that are absolutely 
necessary in her pursuit to improve the lives 
of cancer patients. She is persistent in her 
commitment to do a good job, she takes pride 
in her work, and she sets a good example 
for others to follow. Persistence also requires 
patience, which is especially important when 
engaging in drug discovery and development 
because of the number of the number of years 
it takes to develop new therapeutics. As for the 

Blazing new trails to... 

WORK TOGETHER FOR BETTER 
THERAPEUTICS AND CURES FOR BLOOD 

CANCER PATIENTS

DR. AMY BURD

creative piece, she says when you are creative, 
you get your work done by finding pragmatic 
approaches to solve problems. “This was the 
foundation of the Beat AML Master Trial both 
in trial design and execution,” she adds.

In leading her teams, Dr. Burd creates a 
vision and then empowers those around her to 
achieve that vision. “I find that having a goal 
of how to improve the lives of cancer patients 
inspires others to work together in ways they 
didn’t even think was possible,” she says.

A mentor and sponsor of next-generation 
leaders, Dr. Burd teaches courses in drug 
discovery and development and biomarkers 
at a local university, and through these activ-
ities she passes along the knowledge she has 
accumulated over the years and the passion 
and possibilities of science that she embraces. 
“I believe that by teaching, I can fuel a love 
for science and have a tremendous impact on 
young people who will be our next generation 
of scientists,” she says. 

A strong believer in work-life balance, Dr. 
Burd knows that to maintain the creativity 
and energy to be innovative it’s crucial to 
switch gears and disconnect at the end of the 
workday. 

A

PERSISTENT. CREATIVE.

Amy Burd, Ph.D.

TITLE: VP, Research Strategy

COMPANY: The Leukemia & Lymphoma 

Society (LLS)

EDUCATION: Ph.D., Pharmacology, University 

of Minnesota; B.S., Biochemistry, Ohio Northern 

University

PERSONAL AWARDS: Appointed to lead the 

Beat AML Project, which is part of the Cancer 

Moonshot that was announced in 2016 by the 

then Vice President Joe Biden (now President)

ASSOCIATIONS: American Society of 

Hematology

GIV ING BACK: The Leukemia & Lymphoma 

Society, both working for the society and 

supporting its activities and events so that it 

can continue to do great work

Beating cancer is in (MY) our blood
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et’s cut to the chase: Rob Goodwin, backed 
by an incredible team around the globe, 

condensed a normally eight-year clinical 
trial process for a COVID-19 vaccine down to 
less than a year using operational efficiencies. 
As VP and head of the Operations Center 
of Excellence Global Product Development 
at Pfizer, Rob and his team were integral to 
fast-tracking the vaccine for COVID-19. 

Rob directed the team to use innovative 
tactics such as implementing remote site 
access and monitoring technology for clinical 
trials that not only increased efficiency but 
allowed as many people as possible to social 
distance and remain safe, as well as instituting 
parallel processing and waiving the 30-day 
IND application waiting period. 

Additionally, from July to October of 
2020, Rob helped Pfizer enroll more than 
45,000 people in the COVID-19 vaccine’s 
landmark clinical trial. Under normal cir-
cumstances, recruiting that many participants 
would take two to three years. When the re-

sults came in that the Pfizer vaccine was more 
than 94% effective at preventing symptomatic 
COVID-19, Rob and his team cheered, cried, 
and celebrated together. “Being a member of 
the Pfizer COVID-19 vaccine team and help-
ing to bring one of the most vital components 
necessary to put an end to the worst pandemic 
in a century has without a doubt been the 
highlight of my career,” Rob says. “I am hum-
bled and proud of the clinical trial volunteers, 
clinical sites, healthcare workers, and our own 
team who worked to bring this breakthrough 
vaccine to the world.”

Rob has been an innovator in pharmaceuti-
cals, clinical trials, and research for almost 30 
years. In fact, he has been implementing cloud 
services at Pfizer trial sites since 2016, bring-
ing clinical trials and potentially life-saving 
care to those who normally would not have ac-
cess. While the vaccine success alone warrants 
his being named to the PharmaVOICE 100, 
there’s more to Rob as a leader than just his 
business success. Though he’s always looked 
for way to bring better and faster treatments 
to patients, Rob is defined by his dedication 
and compassion.

His leadership style is a blend of authentic, 
participative, strategic, and coaching. He cares 
about people and wants everyone’s voices to be 
heard. He also expects them to bear down and 
follow through.

“I strongly believe there’s always oppor-

Sparking innovation by… 

CHALLENGING CONVENTIONAL THINKING TO COME UP WITH 
NEW IDEAS AND APPROACHES, AND SUPPORTING THE TEAM IN 

BRINGING INNOVATIONS TO THE DRUG PROGRAMS

ROBERT GOODWIN
tunities for learning and growth no matter 
what stage you are in your career,” Rob says. 
“When I took the role, while I had certain 
leadership capabilities, I had a lot to learn 
about regulations and the different cultural 
norms across the 55-plus countries where 
we had resources. Every day was new and at 
times I felt unsure of myself, but my team 
helped me through it. In this experience, I 
grew a foot in my career.” 

The pandemic was difficult for his teams, 
and as a face-to-face communicator, it was also 
quite difficult for Rob. “At the beginning, I 
made sure to stay connected with my lead-
ership team as much as possible with twice-
a-week group meetings that weren’t always 
focused just on work,” he says. “With the 
larger organization, we tried to keep things 
light and joyful by sending out notes, making 
some fun videos, and sharing as much informa-
tion as possible about the vaccine development 
during townhall meetings. We all grew closer 
as we supported each other with the daily ups 
and downs.”

Rob actively mentors both employees and 
students. “Mentorship is really a two-way 
street, and it’s rewarding to both share my 
experiences with others but to also learn from 
them,” he says. “I’m currently sponsoring a 
new rotational program for recent graduates 
that we are very excited about to help develop 
new and upcoming talent.” 

GOOD LISTENER. 
COLLABORATOR.

Robert R. Goodwin

TITLE: VP, Head of Operations Center of 

Excellence in Global Product Development

COMPANY: Pfizer

EDUCATION: MBA, Pharmaceutical and 

Chemical Studies, Fairleigh Dickinson 

University; M.S., Research Measurement and 

Quantitative Analysis, Southern Connecticut 

State; B.S., Psychology from Eastern 

Connecticut State University	

COMPANY AWARDS: 2002 Pfizer Global 

Research and Development Award for 

implementation of Electronic Data Capture; 

2005 Pfizer Global Research and Development 

Award for Harmonizing the clinical processes 

across Clinical and Operations post Wyeth 

merger

ASSOCIATIONS: BioStats and Data 

Management Working Group; Past board 

member of CDISC; Current member of 

TransCelerate operations board; Current 

member of SCDM advisory board; Co-chair of 

Vulcan HL7/TransCelerate research accelerator

GIVING BACK: Connecticut Cancer 

Foundation

Good things come in little packages

CHANGE AGENTS
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elanie Gloria’s past experiences and 
perspectives as both a patient and a 
healthcare practitioner have served 

her well in her position as senior VP, devel-
opment operations, for Horizon Therapeutics.

Not only is Melanie a cancer survivor, but 
her son was diagnosed with a rare disease when 
he was 5 years old. Before entering the life-sci-
ences industry, Melanie’s career included a 
stint as an oncology nurse, where she cared for 
patients in one of the most difficult moments 
of their lives.

These combined experiences feed into Mel-
anie’s mission to help more people by devel-
oping treatments for rare, autoimmune, and 
severe inflammatory diseases. She cites the 
development of Tepezza to treat thyroid eye 
disease as one of the highlights of her career.

Melanie’s colleagues say she brings a keen 
sense of emotional intelligence to everything 
she does. She plays a pivotal role in ensuring 
Horizon’s programs are moving with urgency 
while setting a high bar in terms of scientific 
rigor and testing standards. She and her team 
orchestrate programs and regulatory functions, 
including pharmacovigilance, to ensure that 
Horizon’s trials result in robust data and its 
treatments meet stringent safety requirements.

Melanie knows firsthand what it feels like 
to be on the patient side of this process, and 
she is driven to ensure that the patient voice 
is always part of Horizon’s practices. This is 
what inspires her and her team to excel in 
their work, and this sense of purpose echoes 
throughout their company.

Melanie is also dedicated to supporting 
development and career growth for her team 
members. “Some of the other moments in 
my career that stand out are when I have sup-
ported my staff’s development and I see them 
advance to achieve their career aspirations,” she 
says. “I want to be remembered as someone 
who was driven to bring therapies to patients 
but also as an empathetic leader who addressed 
patients’ needs and the needs of my colleagues.

“I flex my approach based on the situation 
and am very supportive of my team,” she con-
tinues. “I look for what motivates the individ-
ual and link what we need to accomplish based 
on their personal motivators or ‘whys.’”

As a leader, Melanie considers herself “very 

adaptable and driven, as well as someone who 
maintains a growth mindset.

To help her team navigate during the pan-
demic, Melanie leaned into her super-power 
of empathy. “It was important to understand 
that everyone was struggling and had different 
challenges,” she says. “People needed support 
and I wanted to give them the flexibility they 
needed to manage their lives.

“I am super-fortunate to have a team of 
passionate individuals motivated by our work, 

Sparking innovation by… 

BUILDING 
DIVERSE TEAMS

MELANIE GLORIA
but it was isolating and hard,” she adds. “So, 
we stayed connected via coffee chats and vir-
tual happy hours.”

Melanie is passionate about mentoring 
young professionals and emerging leaders both 
inside and outside the workplace. She often 
meets with her mentees to share her knowl-
edge and experiences and help them identify 
their own career paths.

“Mentorship takes time and commitment 
to really get to know the individual and help 
them network and grow over time,” she says. 
“The best part for me is seeing the mentee 
grow and develop and knowing I played a 
small part in helping them on their journey.”

Melanie is a strong advocate for non-linear 
growth due to her own experience early in her 
career. Even though she was eager and moti-
vated, Melanie was left out of opportunities 
due to more limited experience in specific areas 
or roles. Thus, she actively seeks and helps 
individuals who carry the same passion, desire, 
and willingness to learn that she had when she 
was first starting her career.

Still, Melanie keeps in mind one of the best 
pieces of professional advice she’s ever received. 
“I always remember that you can’t force people 
to follow — you have to bring them along,” 
she says.

“I also have learned that getting a foun-
dation of experience is really important, and 
that you need to focus on the now rather than 
what’s next,” she adds. “Additionally, building 
a network is not just important, it is critical.”

Melanie’s dedication to giving back goes 
beyond being a mentor at Horizon; she gen-
erously pays it forward within the extended 
community. She volunteers with the Make-
A-Wish Foundation and the Leukemia & 
Lymphoma Society, organizations she devel-
oped relationships with during her time as 
an oncology nurse. She is also an advocate for 
people like her son who live with rare genetic 
disorders, providing a voice for what is often 
an underserved community.

In addition, Melanie serves on the board of 
directors for Lake County Haven, an organiza-
tion that empowers homeless women and their 
children to achieve permanent, independent 
living. Horizon also sponsors the organization, 
among other local partnerships in Illinois. 

M DRIVEN. EMPATHETIC.

Melanie Gloria

TITLE: Senior VP, Development Operations

COMPANY: Horizon Therapeutics

PERSONAL AWARDS: Luminary, 2020, 

Healthcare Businesswomen’s Association; 

Crain’s Notable Women in Health Care

ASSOCIATIONS: Board of Directors for Lake 

County Haven

GIV ING BACK: Lake County Haven, Make-

A-Wish Foundation, Leukemia & Lymphoma 

Society, rare disease

Together we can accomplish more than alone
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here is a reason Joe Dustin’s Twit-
ter handle is @eClinical. He’s known 
throughout the industry as a leader 

who is dedicated to transforming clinical trials 
and the role patients play in them, enabling 
research participants to become true collabora-
tors in developing new medical treatments and 
breakthroughs.

According to his peers, Joe has long under-
stood that as digital health puts power in the 
hands of patients, the nature of their role is 
shifting toward that of a healthcare consumer. 
In fact, throughout his career, Joe has been a 
visionary, translating what that shift means 
for those enrolled in clinical trials and how 
industry stakeholders must evolve what they 
are doing to not only accommodate but also 
engage patients.

Joe says he’s seen a lot during his nearly 
two decades in the clinical trial industry, but 
he counts being part of the founding team that 
built out the patient cloud business at Medi-
data as his biggest highlight. “We took patient 
cloud from an idea and an experimental app to 

a solution that changed the way we thought 
about mobile health in clinical trials and sur-
passed our growth targets nearly every year,” 
he says. “We started in 2013 as an innovation 
project, and it is now a full-on decentralized 
clinical trial solution. The team was amazing, 
and we had a lot of fun along the way.”

One of his most exciting assignments has 
been transitioning from a tech company to a 
pharma company and building out a new func-
tion all during COVID while being fully vir-
tual. “There are many of us across the business 
that were recently hired into roles that will 
benefit from an alternate approach,” he says. 
“To make change a reality, taking calculated 
risks on ideas and people is crucial to success. I 
am excited to see what the future will bring.”

Joe pushes colleagues across the industry to 
challenge the status quo, learn from their fail-
ures, and be open to doing things in new and 
different ways for the benefit of the patients 
they serve.

“I try to lead by doing,” Joe says. “I al-
ways want to try to set a good example and 
give a good direction to a task or goal. I also 
try to bring an alternate perspective to ideas 
and initiatives.” Joe says he sees value in 
assembling a team that has different life ex-
periences, backgrounds, industry exposures, 
and skill sets. “It’s easier to hire people who 
don’t need much training,” he says. “But hir-
ing someone outside of the comfort zone can 
yield better results in the end and make for a 
stronger team.”

Sparking innovation by… 

CREATING A SPACE THAT REWARDS RISK-TAKING

JOE 
DUSTIN

Joe says his leadership style is 
always evolving, and that he thrives 
on collaboration. “I want to empower 
people to do their best work and be 
better at recognizing the individual 
strengths within a team,” he says. 
“This evolves as teams — and their 
leaders — evolve.” 

Joe brings a longstanding com-
mitment to sharing his tremendous 
depth and breadth of clinical trial 
technology knowledge with others to 

enrich and grow the community.
“I always loved working with internship 

programs and new entrants to our industry, 
and I would even go back to my university 
and speak at the business school about what 
clinical trials were and their importance,” he 
says. “My best practice has always been to say, 
‘never be afraid to not know the answer.’ We 
are always learning, and it’s better that we 
learn from each other, no matter our seniority.”

Joe’s colleagues and partners all say how 
passionate he is about what he does. “I tend to 
make bold statements to get my point across 
in memorable ways,” he says. “I always loved 
going from the boardroom in the morning 
presenting a strategy then to the engineering 
floor in the afternoon to geek out with the 
teams building the next innovation. You have 
to have both and then it never feels like work.”

Joe’s attitude has always been to work 
hard and play hard. “As long as work has 
an element of joy and fun to it, then it will 
never feel like work — even during the rough 
patches,” he says. Speaking of rough patches, 
this philosophy has served Joe well during 
the COVID pandemic. He says his secret to 
keeping his teammates motivated and inspired 
has been laughter. “You can’t take yourself 
too seriously,” he says. “And in a time where 
social interaction was at an all-time low, you 
need to laugh, especially in a situation where 
you have never met your new co-workers in 
person. Your teams need to know you have a 
personality.” 

T

PASSIONATE. FUN.

Joe Dustin 

TITLE: Head of Clinical Innovation and Change 

Management

COMPANY: Bristol Myers Squibb

EDUCATION: B.S., Computer Information 

Systems & Political Science, Roger Williams 

University

COMPANY  AWARDS: Nine-time President’s 

Club Winner, Medidata

ASSOCIATIONS: Regional Advisory Council, 

Drug Information Association (DIA); Leadership 

Council, North America CNS Summit; member, 

Digital Medicine Society (DiME); co-lead of 

eSource Workstream, TransCelerate BioPharma; 

coach, Readington/Tewksbury Junior Baseball 

League 

HOBBIES: Musician — guitar, bass, drums, 

violin; tech enthusiast, world traveler; whiskey 

connoisseur; biohacker; model rockets; 

cryptocurrency

T WIT TER HANDLE: @eClinical

Innovation  
is change  
management 
in disguise
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ver the past two years, Sofia Mubarak 
Baig has led the transformation of 
the way Parexel delivers its business. 

This multi-year and multi-phased initiative 
has been a huge undertaking and Sofia’s tough-
est assignment to date, since it impacts more 
than 15,000 people across the commercial, 
delivery, and finance functions.

“Transformational initiatives, are by their 
very nature, incredibly difficult undertakings,” 
she says. “The challenges grow exponentially 
when they impact such large numbers of 
employees and span multiple years with a 
broad and deep set of changing stakeholders to 
manage. Add to this mix the fact that we are 
a service company, where operational changes 
of this nature are visible to our clients, so it 
is critically important that everything goes 
seamlessly. To heighten the challenge, COVID 
hit during one of the most critical phases of 
this program. I can safely say, this change 
initiative has kept me busy and on my toes.”

Throughout her tenure at Parexel, Sofia 
has helped to reduce development cycle times, 
support sponsors with developing and im-
plementing innovative clinical development 
strategies and, ultimately, helping to get new 
medicines to patients in need more quickly.

She describes one of her biggest career 
highlights as being able to double the produc-
tivity of the clinical research associates (CRAs) 
at Parexel, while maintaining the expected 
quality standards. “This was the single largest 
and most distributed function in the company 
— it required engaging greater than 3,500 
employees spread over 50 countries, in 70 of-
fices, across six continents. It really tested my 
ability to work effectively across borders, time 
zones and cultures,” she says.

A leader in driving diversity, Sofia helped 
to get Parexel’s women in leadership program 
going and played a leading role in hiring the 
head of diversity. She served on the gender 
partnership steering committee and has helped 
on the multicultural committee within the 
company. 

Colleagues describe Sofia as an unflappable, 
balanced expert, a reassuring presence, and 

a safe pair of hands in the face of daunting 
challenges. She has always worked relentlessly 
to deliver organizational goals and business 
results that may seem impossible to some — 
be they deploying new innovations, improving 
operational efficiencies, or driving business 
growth. “I tend to lead from the front and take 
accountability and ownership of the outcomes 
— both positive and negative,” she says. “This 
has often required me to proactively engage 
the team, remain laser-focused — despite all 
the organizational distractions — and be bold 
and ambitious about the end goal.”

A thoughtful and articulate dissenter, Sofia 
has never been afraid of questioning the ac-
cepted norms or countering the prevalent 
narratives. She has reinvented herself several 
times, taken on some of the most difficult as-
signments and led challenging change efforts 
that others either failed to deliver or didn’t 
want to touch with a bargepole.

Sofia is also adept at acknowledging peo-
ple’s perspectives, uncovering the nuance of 
their beliefs and encouraging them to bring 

Sparking innovation by... 

FUSING DIVERSE 
TALENT

SOFIA BAIG

their best work to a project. She has cre-
ated some of the most diverse, inclusive, and 
high-performing teams by focusing on perfor-
mance and not conformance. 

As a leader, Sofia is transparent and authen-
tic and has no pretentions of leadership gran-
deur. She flexes whatever leadership muscle is 
needed to get the outcomes. Her pragmatism 
acts as a force to push others gently but firmly 
away from whatever didactic or confrontational 
tendencies might otherwise rule their actions, 
and toward a shared positive trajectory.

Relationships are key to career success, 
Sofia says, noting that the shift from meritoc-
racy to relationship/stakeholder management 
is a subtle one which, if you do not notice, can 
become a career derailer.

She has mentored many leaders over the 
years and is an active sponsor, particularly to 
those who may be somewhat disadvantaged 
in a corporate setting. “I make sure their suc-
cesses are highlighted at the right time, in the 
right places,” she says. “I recommend them for 
assignments and initiatives that showcase their 
talent to others. If necessary, I will counter any 
false narratives that may be circulating the 
corridors.” 

O COURAGEOUS. DRIVEN.

Sofia Mubarak Baig

TITLE: Executive VP, Integrated Delivery 

Enablement Office (IDEO)

COMPANY: Parexel International

EDUCATION: BSc. (Hons) Chemistry, 

University of Birmingham, UK

PERSONAL AWARDS: Graduate of first 

company High Potential Program/mentored 

by Founder & CEO for 9 months — only 

12 leaders were selected out of the entire 

company to participate in this program; 

Honorable mention: Anne B. Sayigh Excellence 

in Leadership Award

Bringing ideas to life
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