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What’s New
NEW HEALTHCARE-RELATED 
PRODUCTS, SERVICES,
AND COMPANIES 

CAHG and Diaceutics to 

Launch Bioceutics

American Association of
 Pharmaceutical Scientists
Launches Foundation

The American Association of Pharmaceutical
Scientists (AAPS) has established a premier infor-
mation network — the AAPS Foundation — for
pharmaceutical scientists around the world. 

The AAPS Foundation is dedicated to the sup-
port of scientists and initiatives that promote the
discovery, development, and manufacture of drugs
by attracting and providing resources used to ad-

 education; undergraduate research grants in out-
standing academic laboratories, to  encourage
those investigating a research career;

» Multiyear new investigator grants to its most
promising young faculty members;

» Leadership Institute to ensure that current
 students and research professionals will thrive
in the pharmaceutical industry, academia, or
government; and

» Teach the Teacher program, developed to
 increase outreach to K-12 students and also
 establish ongoing relationships with high
school science and math teachers around the
country and globe.

{  For more information, 
visit aaps.org/foundation.

Perthera Launches to Provide
New Hope for Fighting 
Advanced-Stage Cancers

The scientific and medical lead-
ers of Personalized Cancer Therapy
Inc. — Perthera — a precision can-
cer therapy firm, know that every
cancer is unique, even those that
come from the same organ. Thus,
treatment that is precisely tailored
to each individual’s cancer is essen-
tial for achieving the best treatment outcomes.
Perthera Chairman, Co-Founder, and CEO Dendy
Young, formally launched the company to provide
new hope for fighting advanced-stage cancers.

In the last 10 years, there has been a tremendous
growth in the number of FDA-approved cancer
therapies, particularly those that target specific mo-
lecular abnormalities in cancer cells. Patients and
their doctors are realizing that these new therapies
can be useful across different cancer types, and that
cancers are becoming defined more by the driving
molecular abnormalities, and less by the organ in
which the cancer originated. Concurrently, the sci-
ence of understanding that individuals should re-
spond to which drugs has improved dramatically.

Perthera’s aim is to facilitate a broad-based mo-
lecular analysis of a patient’s tumor to help a pa-
tient and his or her oncologist understand which
drug should work for them.

Perthera supplies a comprehensive service, in-
cluding careful tissue collection and facilitating ad-
vanced multiplex molecular profiling to create a de-
tailed, actionable analysis of a patient’s unique cancer.
{  For more information, vist perthera.com. PV

AHG, a global professional healthcare communica-

tions company, and DIACEUTICS LTD., specialists

in personalized healthcare consulting, software,

and services, have launched BIOCEUTICS to develop com-

munication strategies and educational and marketing

campaigns specific to personalized healthcare. 

Bioceutics’ business model integrates fragmented stake-

holders by focusing on the ways in which a patient’s jour-

ney from symptoms through diagnosis to treatment can be

significantly altered when new tests are introduced along

the way and when stakeholders receive enhanced education and communication. By

combining the insights and skills of Diaceutics and CAHG, Bioceutics has a clear vi-

sion and architecture for significantly evolving marketing and education in this area.

Bioceutics specializes in accelerating the potential of personalized healthcare that, de-

spite its promising start, has not triggered the paradigm shift envisioned when the human

genome was discovered 10 years ago. For diagnostics and pharmaceutical companies, Bio-

ceutics accelerates the process with proprietary tools and services, such as the Bioceutics

Leakage Index, people-aided design, and noninterventional real-world studies. 

Personalized healthcare has not fulfilled its potential for many reasons; most im-

portantly, it has lost sight of the “person.” Also of significance are the following short-

comings: physicians lack relevant knowledge and tools; pathologists and laboratories

often are excluded from the educational mission; and testing is undervalued in re-

shaping treatment. But the potential of personalized healthcare still can be fully real-

ized. In fact, the reason it’s called personalized healthcare is because it's not just about

medicine, targeted therapy or genomics. It’s about helping the physician deliver more

preventive care, safer and more effective treatment, and greater overall wellness, while

also empowering the person to be a driver of his or her health. 

“If the first decades of personalized healthcare were about translation of the new

science into therapies and tests, the next decade requires a greater focus on how

novel therapies and tests will be used to transform the care pathway,” says Suri Har-

ris, Bioceutics’ Executive VP, strategic planning and new ventures. “Not many have

realized that with the arrival of personalized healthcare, the marketing challenge has

changed forever.”

{  For more information, visit bioceutics.com.

c

vance research, education, and training. The foun-
dation seeks to empower pharmaceutical scien-
tists, and to expand and engage the interests of fu-
ture generations of scientists, in a manner that
impacts the pharmaceutical sciences and creates
solutions addressing needs found in the treatment
of disease and the preservation of health.

AAPS Foundation funding priorities will include:
» Graduate Student Fellowships, through AAPS’
strategic partnership with the American
 Foundation for Pharmaceutical Educations,
 leaders with a 70-year history in graduate

Suri Harris

TrenDIng now: new agency is putting the “person” back into personalized healthcare. 

Dendy Young



American Conference Institute’s 18th Advanced Forum on

Structuring, Negotiating and Managing Life Sciences

Collaborative Agreements 
and Acquisitions
Maximizing Rewards in Your M&A, Licensing, Strategic Alliances 
and Partnering Deals 

Frontline Deal-Making Guidance from:

Aptalis Pharma

BioCryst Pharmaceuticals Inc.

Celgene Corporation

Cold Spring Harbor Laboratory

Cornell Center for Technology Enterprise 
and Commercialization

Daiichi Sankyo Inc.

Emergent BioSolutions

Gilead Sciences, Inc.

H. Lundbeck A/S

Lexicon Pharmaceuticals Inc.

Medicis Pharmaceuticals Corporation

Novartis Pharmaceuticals Corporation

PASCO Ventures LLC

Pfi zer, Inc.

Qiagen

Red Leaf Bioventures

Sanofi  Pasteur Inc.

Leading licensing and business development executives, in-house counsel 
and IP professionals will share their insights and experiences on how to:

• INCORPORATE the right takeaways from recent deals into optimal business 
development strategies

• NEGOTIATE agreements that provide entry into key emerging markets

• ANTICIPATE when a partnership might lead to a full M&A and incorporate 
appropriate terms into a hybrid or options agreement

• AVOID traps that can undermine collaborative efforts and lead to alliance failures

• EVALUATE viable compensation structures

• MINIMIZE risks through more effective partner selection and due diligence

• STRUCTURE option deals that meet both parties’ potential objectives

• RESOLVE hotly contested issues with universities

• DEVELOP appropriate strategies for new technologies

• CRAFT termination clauses that provide for a graceful exit when a partnership 
is not working

• OPTIMIZE organizational goals for smaller companies when negotiating with a larger, 
more experienced entity

U.S. Federal Trade Commission Spotlight:

Hear from the FTC on:
Mitigating Antitrust Risks Associated with 
Life Sciences Alliances and Agreements

• Christine White (Invited), Staff Attorney, 
Northeast Regional Offi ce, U.S. Federal 
Trade Commission

Monday, March 31, 2014 | PRE-CONFERENCE WORKSHOP | 9:00am - 12:00 pm

David and Goliath: Guidance for Smaller Companies on Negotiating 
with Larger, More Experienced Organizations

Wednesday, April 2, 2014 | POST-CONFERENCE WORKSHOP | 9:00am - 12:00 pm

Conducting Effective & Strategic Due Diligence for Life Science Partnering 
and M&A

March 31– April 2, 2014  |   The Carlton Hotel  |  New York, NY
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Register Now • 888-224-2480 • www.AmericanConference.com/collaborations

Discount Code: PV200




