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A New Breed of EXPLORER

These stalwart captains of industry are taking their passion, innovation, and new
ideas around improving the shortfalls within the industry to break new ground.

Hard Working. Conscientious.
Leslie Gaber started her company at NAME: Leslie Gaber
her kitchen table with her 3 and 6 year

old daughters by her side.

CURRENT POSITION: President, Leslie Gaber
Associates

EDUCATION: B.S., University of Maryland, 1979

I8 DATE AND PLACE OF BIRTH: January 1958, Rockaway,
N.Y.

FIRST JOB: Account executive with Ally & Gargano
Advertising

FIRST INDUSTRY-RELATED JOB: Pharmaceutical
recruiter

|  PROFESSIONAL ASSOCIATION: First Interview Network

CONNECTING ll
PEOPLE AND PLACES

AS OWNER OF THE RECRUITMENT FIRM LESLIE
GABER ASSOCIATES, LESLIE GABER’S NAME
HAS BECOME SYNONYMOUS WITH HELPING
TO BUILD SUCCESSFUL PHARMA COMPANIES,
AND CLIENTS SAY THE INDUSTRY IS MORE
PRODUCTIVE AND PATIENTS ARE BETTER OFF
BECAUSE OF HER EFFORTS.

She achieves this by understanding the
strengths and needs of both individuals as
well as organizations and does a tremendous
job of helping pair the two.

As the industry changes, Ms. Gaber
remains one step ahead, staying informed and
responding accordingly.

Long before it was fashionable to work in
partnership with the industry, Ms. Gaber was
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| CONNECTED VIA: LinkedIn and Facebook

WORDS TO LIVE BY: Always do the right thing,
therefore you can always hold your head high

Leslie Gaber founded he; company Leslie Gabel’:ﬁ s \
__IAssociates on her reputation, strong ethics, last-
/%ing industry relationships,and going above ahd

o

offering her business as a true value-added ser-
vice for both companies and the people they
hire.

Rather than just send along candidates for
an interview, Ms. Gaber takes the time to get
to know the organization and its needs. The
result is, more often than not, finding the right
person for the right job right away.

Ms. Gaber has been instrumental in guid-
ing the career decisions of thousands of indus-
try professionals across the country, including
many of the top sales representatives, sales
managers, sales training and operations per-
sonnel as well as marketing and MSL leaders.

Influential leaders in pharma and biotech
have turned to Ms. Gaber to build their com-
mercial organizations because of her reputation
for integrity and her honest approach to busi-
ness.

Her company’s reputation precedes her
and Ms. Gaber says every time she attends a
medical convention or conference there is
always someone who sees her name tag and
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beyond the call of duty. 1 W |

responds that they didn't know there actual-
ly was a Leslie Gaber.

Ms. Gaber began her business at her
kitchen table more than 20 years ago, and over
the years she has expanded into an office
employing more than 12 women.

Determined, motivated, and caring Ms.
Gaber is available 24/7 to cater to all of her
clients’ needs always striving to deliver the
best and most personalized services.

Today’s networking tools, such as Facebook
and LinkedIn, have become valuable tools in
allowing Ms. Gaber and her team to reconnect
with many of the more than 130,000 industry
professionals she has dealt with over the years.

An inspiration to women in the industry,
Ms. Gaber encourages others to take on chal-
lenges and achieve their goals. She gladly men-
tors others, helping them to explore opportuni-
ties and encouraging their career growth. 4

SEE DIGITAL EDITION FOR BONUS CONTENT
WWW.PHARMAVOICE.COM



DR.CANDACE

KENDLE
HOLISTIC INNOVATION

HER INSIGHTFUL MANAGEMENT STYLE,
ABILITY TO INTEGRATE INFORMATION, AND
THE INNOVATIVE WAY SHE RETHINKS ISSUES
BIG AND SMALL HAVE MADE CANDACE
KENDLE, PHARM.D., ONE OF THE MOST
RESPECTED AND ACCOMPLISHED LEADERS IN
THE CRO INDUSTRY.

Dr. Kendle founded her company, Kendle
International, when the CRO industry was
still in its infancy, taking a chance on a new
business at a time when few other women were
doing so. She has taken Kendle from being a
small consulting business to one of the largest
global Phase 11 to Phase IV CROs today with
more than 50 offices in more than 30 countries
across North America, Europe, Asia/Pacific,
Latin America, and Africa.

Perhaps most impressive is her ability to
compartmentalize information while truly see-
ing the big picture. That's apparent not just in
her achievements at Kendle but as a force
behind the entire industry.

She says the real turning point for the CRO
industry was when the first companies went
public in the 1990s, which legitimized the
CRO field and announced to the business
world the maturity of the industry.

The next milestone came in 2002 with the
development and founding of the Association
of Clinical Research Organizations (ACRO),
which has given governance, best practices,
and a voice to the industry. Dr. Kendle played
a significant role in the founding of ACRO
and in its leadership and is a past chairman of
the organization. Today, she continues to sup-
port ACRO as a director emeritus.

Dr. Kendle draws enormous pride from the
achievements of the group that shepherded the
CRO industry from infancy to becoming a
global industry. She and her contemporaries all
started as small consulting firms with the idea
to make clinical development better. Today
CROs account for about half of the research
workforce involved in drug and medical prod-
uct development.

The relationship with the client also has
evolved, and today’s CROs are both the “help-
ing hands” and the “helping brains,” with cus-
tomers looking to them to drive quality and
efficiency across the development process.

Dr. Kendle sees that relationship evolving
further to the point where biopharmaceutical
companies and CROs will engage and collab-
orate at a much higher and much more strate-
gic level — streamlining and rethinking tasks,
and developing innovative and creative solu-
tions to drive efficiencies and value across the
development enterprise.

With her strong vision and innate ability to
see and institute creative solutions to any chal-
lenge, Dr. Kendle seeks to continuously move
with industry developments. She says the big
challenge for the industry is to find a cost-
effective and efficient clinical development
model that meets the needs of the expanding
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As Founder, Chairman, and CEO of

Kendle

International, Dr. Candace Kendle has an
amazing ability to challenge and inspire
her teams to drive quality, efficiency,and
performance even in difficult times.

@
e

DID YOU KNOW?

Dr.Candace Kendle has been rowing and sculling
with the same group of women for 20 years.

Insightful. Holistic.
NAME: Candace Kendle, Pharm.D.

CURRENT POSITION: Founder, Chairman, and CEQO,
Kendle International

EDUCATION: Postdoctoral training, University of North
Carolina, Chapel Hill; Pharm.D., University of Cincinnati;
BSP, University of Cincinnati

DATE AND PLACE OF BIRTH: January 1947, Cincinnati
FIRST JOB: Jewelry counter clerk

FIRST INDUSTRY-RELATED JOB: Faculty
Member/Investigator, University of North Carolina,
Chapel Hill

DREAM JOB: Architect

PROFESSIONAL ASSOCIATIONS: Founding member,
treasurer, and past chairperson, Association of Clinical
Research Organizations (ACRO); Committee of 200;
International Society for Pharmacoepidemiology; DIA;
American Society of Clinical Pharmacology and
Therapeutics; Fortune Most Powerful

Women/U.S. State Department

Mentoring Program

WORDS TO LIVE BY: Buck up — Earl Kendle, her father

number of biologics compounds. The pharma-
ceutical industry has grown up around the
development of chemical drugs; now there is a
need for a rethink to accommodate the grow-
ing biologics sector. 4

SEE DIGITAL EDITION FOR BONUS CONTENT
WWW.PHARMAVOICE.COM
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DR.WARREN LEVY

GOOD TO THE BONES

FOR THE PAST THREE DECADES, WARREN LEVY,
PH.D.,HAS FOCUSED HIS EFFORTS ON
CREATING LARGE-MARKET PEPTIDE DRUGS
THAT CAN BE DELIVERED ORALLY AND
NASALLY.

From his early days, he has believed that
there had to be a better way to treat the body’s
ailments than with artificial molecules and
there had be more effective ways to avoid neg-
ative side effects. These tenets solidified his
belief in the importance of peptide
drugs, and as such he has guided
Unigene, as founder and CEO, to
the forefront of a revolution: one in
which peptides are becoming a
major class of therapeutic drugs.

Unigene has a patented novel
oral and nasal delivery technology
that has been shown to effectively
deliver significant levels of thera-
peutically important peptides,
including calcitonin, PTH, and
insulin.

The company also has a patented
manufacturing technology for pro-
ducing peptides cost-effectively and
in quantities sufficient to support
the worldwide commercialization
of peptide therapeutics in conve-
nient dosage forms.

In particular, Dr. Levy has made
huge breakthroughs in the area of osteoporosis,
developing treatments that are based on the
body’s own mechanisms of action.

His single vision of peptides as the key to
superior treatments for osteoporosis — going
against conventional wisdom — took guts.
Yet, it has paid off handsomely. The company
has received an approvable letter from the
FDA for Fortical, its nasal calcitonin product
for the treatment of osteoporosis. Getting For-
tical approved with a small staff of dedicated
professionals and seeing it become the most
widely prescribed drug in its category will be
hugely gratifying to Dr. Levy.

As a leader and scientist, Dr. Levy enjoys
developing creative solutions to problems and
perseveres when he believes he is right, yet

,&jfj_ .

Dr.Warren Levy, Founder and CEO of Unigene, is the
guiding force behind the company; his goal is to have
one of the smallest biotechnology firms take a drug all
the way from the research stage through FDA approval.

acknowledges when he is not, and he seeks the
assistance of others if he is unsure.

He draws inspiration from his father whose
integrity and commitment to business are
sadly lacking today.

Dr. Levy is concerned by the dearth in hon-
esty, a lack of willingness to accept responsi-
bility or a true work ethic, and a tendency to
do things for money and not because they are
the right things to do. 4+

NAME: Warren Levy, Ph.D.

CURRENT POSITION: Founder and CEQ, Unigene
Laboratories

EDUCATION: Ph.D., Northwestern University, lllinois,
1979;B.S., Massachusetts Institute of Technology,
1974

DATE AND PLACE OF BIRTH: March 8,1952, New York

FIRST JOB: Postdoctoral fellowship, Roche Institute

FIRST INDUSTRY-RELATED JOB: CEO, Unigene
MENTOR: His father
WORDS TO LIVE BY: Life has no do-overs

DID YOU KNOW?

As a postdoctoral fellow at the Roche

Institute of Molecular Biology, Dr.Warren

Levy developed sequencing methods 0
and determined the sequence

information for interferon, which
allowed it to be cloned in 1979.

SEE DIGITAL EDITION FOR BONUS CONTENT
WWW.PHARMAVOICE.COM

ALFRED MANN TIRELESS CHAMPION OF HEALTH ADVANCES

AGE IS IRRELEVANT TO AL MANN. AT 84, THIS
ENTREPRENEUR, SCIENTIST, INVENTOR, AND PHI-
LANTHROPIST STILL PUTS IN A WORK WEEK THAT
WOULD EXHAUST SOMEONE HALF HIS AGE.
OVER THE YEARS, MR. MANN HAS SUCCESSFULLY
FOUNDED 17 COMPANIES, EACH AIMED AT
DEVELOPING INNOVATIVE PRODUCTS AND TECH-
NOLOGIES TO ADDRESS UNMET MEDICAL NEEDS.

In 2001, he founded MannKind Corporation
to develop the company’s proprietary Techno-
sphere formulation technology that can be
applied to a wide range of drug delivery chal-
lenges and therapeutic areas.
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His primary focus currently is on
MannKind's lead product, Afrezza, a novel,
ultra rapid-acting mealtime insulin therapy
being studied for use in adult patients with
diabetes. Despite naysayers who point to the
market failure of a previous inhaled insulin
product, Mr. Mann is passionate about the
promise that Afrezza may hold for the diabetes
community and has been the guiding force
behind its development, investing a good deal
of his own money in the process.

Backed by a clinical program that included
more than 5,000 adult patients, MannKind
submitted an NDA to the FDA last year
requesting approval of Afrezza for the treat-
ment of adults with Type 1 or Type 2 diabetes

PharmaVOICE

for the control of hyperglycemia. In March,
MannKind received a complete response from
the FDA requesting additional information,
and Afrezza currently remains under regulato-
ry review.

This has been his greatest challenge so far,
according to Mr. Mann, but also an opportuni-
ty, since the experience of working closely with
the FDA has provided him with valuable
insight into the regulatory process.

Philanthropy and community service are
just as important to Mr. Mann. He founded
and chairs the Alfred Mann Foundation, which
is devoted to the development of advanced
medical products, and the Alfred Mann Insti-
tutes at three universities, all of which are




JEFF KOZLOFF

THETRUTH IS IN THE TELLING

FRUSTRATION CAN, IN THE RIGHT HANDS, BE A
POWERFUL MOTIVATING FORCE.THAT'S JUST
THE EFFECT IT HAD ON JEFF KOZLOFF AND
THE RESULT WAS THE CREATION OF THE
HEALTHCARE MARKET RESEARCH COMPANY
VERILOGUE.

It all began when Mr. Kozloff was working
as a pharma marketing research consultant.
He'd just spent a week traveling between four
cities for facility research, had gained five
pounds from eating M&Ms, and was coming
home without the information he had hoped
to capture earlier in the week.

He was seeking insights, reality, and the
truth. Instead, he got hypotheticals and
answers people thought he wanted to hear. The
traditional process was broken, he realized, and
the industry needed a better way to gather
information.

He knew it could be done; he’d read an arti-
cle about a consumer packaged goods company
that created a research lab where mothers were
given hats with cameras, and the company
observed how they interacted with their chil-
dren and other mothers. This research changed
the company’s approach to product develop-
ment and marketing by highlighting how cus-
tomers truly act and what they value in their
everyday environment.

It was then that Mr. Kozloff remembered a
quote from A.G. Lafley, CEO of Procter &
Gamble: If you want to understand how a lion
hunts, don’t go to the zoo. Go to the jungle.

The ENTREPRENEURS

ost situations, rapidly digest large quantities of
information, capture a holistic view of the situation,

make critical decisions
s the Co-Founder, Pre!

Ambitious.

NAME: Jeff Kozloff

CURRENT POSITION: Co-Founder, President,and CEO,
Verilogue

EDUCATION: B.S., Economics, Wharton School of the
University of Pennsylvania

DATE AND PLACE OF BIRTH: January 1977, Harrisburg,
Pa.

FIRST JOB: Golf course attendant

FIRST INDUSTRY-RELATED JOB: Analyst, |.S.0. F

Healthcare Group

PROFESSIONAL ASSOCIATIONS: PMRG, SPBT, CASRO s

WORDS TO LIVE BY: Carpe diem — seize the day

For years, pharma companies had relied on
antiquated research methods and were spend-
ing millions on after-the-fact research, survey-
ing customers for memory recall, attempting
to recreate the facts, and asking physicians to
project their behaviors during contrived exer-
cises. As a result, they were missing an oppor-
tunity to capture real-world decision-making
by observing physician-patient interactions in
their natural environment.

So Mr. Kozloff decided to change the whole
model and remove the researchers, the facili-
ties, and ultimately, the simulated bias from
the research process.

Reality would only come from listening to
customers in their natural environment.
Insights would best be derived from a large,
nationwide database of naturally occurring
dialogues to mine repeatedly. And the truth

focused on medical research. In addition, he
has served as director of both the Nevada Can-
cer Institute and the United Cerebral Palsy
Foundation. He has received more than 70
honors, including life achievement and
humanitarian awards, from the public and pri-
vate sectors. 4

DID YOU KNOW?

As a child, Al Mann played the piano and
oboe, and he was a singer.

@

What would take most people several centuries to
accomplish Al Mann, Founder, CEO, and Chairman of
MannKind Corp., has achieved in only 84 years.

SEE DIGITAL EDITION FOR BONUS CONTENT
WWW.PHARMAVOICE.COM
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Il of which come in handy
,and CEO of Verilogue.
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" DID YoU KNOW?

Jeff Kozloff and Verilogue have a partnered
with the Make-A-Wish Foundation to make a
direct impact on the well-being of a deserving
child and his or her support network.

could be verified by a team of linguists and
communication experts to derive the situa-
tional and emotional drivers of customer
behavior. So that's what he built.

Clients say Verilogue’s vast database of
physician-patient conversations and patient
charts enable them to get a holistic under-
standing of patients at various points in the
treatment continuum and, most importantly,
tailor their communication tools to incorpo-
rate terms and imagery that best speak to
patient and physician needs.

Ambitious, Mr. Kozloff likes to think big,
innovate, and push tradition, continually chal-
lenging himself and his team with aspirational
goals. One such goal is an upcoming acquisi-
tion — stay tuned. 4+

SEE DIGITAL EDITION FOR BONUS CONTENT
WWW.PHARMAVOICE.COM

Visionary. Persistent.
NAME: Alfred E.Mann

CURRENT POSITION: Founder, CEO, and Chairman, MannKind
Corp.

EDUCATION: B.A.and M.S. in Physics, UCLA; Honorary Doctorate
degrees — University of Southern California, Johns Hopkins
University, Western University,and The Technion Institute,
Israel; Research Professor, USC and Adjunct Professor,
Department of Bioengineering, UCLA

DATE AND PLACE OF BIRTH: Nov. 6, 1925, Portland, Ore.
FIRST JOB: Magazine sales at age 7

FIRST INDUSTRY-RELATED JOB: Research physicist at Technicolor
Corp.

DREAM JOB: What he’s doing right now

PROFESSIONAL ASSOCIATIONS: National Academy of
Engineering; American Diabetes Association

WORDS TO LIVE BY: Treat people with respect and integrity
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DR.BRENDAN

BRENDAN BUCKLEY M.D., D.PHIL., MAY BE A
MAN OF MANY DEGREES AND TITLES, BUT
OVERCOMING THE BARRIERS OF POORLY
CONDUCTED CLINICAL TRIALS THAT ARE
PREVENTING LIFESAVING DRUGS FROM
REACHING THE MARKET IS HIS PASSION.

Dr.Brendan Buckley sings operain a

bad baritone, but never knows the
words, so he invents pseudo-Italian lyrics
ones to cover up.

PharmaVOICE

NAME: Brendan Buckley, M.D., D.Phil., FRCPI

CURRENT POSITION: Founder and Director of
Medical Affairs, Firecrest Clinical Ltd.and Firecrest
Clinical Inc.

EDUCATION: Medical graduate, UCC, 1979; Doctoral
graduate, Biochemistry, Oxford University, 1974;
Master of Science, UCC, 1972; Bachelor of Science,
University College Cork (UCC), 1970

DATE AND PLACE OF BIRTH: May 7, 1950, Cork,
Ireland

FIRST JOB: Postdoctorate fellow

FIRST INDUSTRY-RELATED JOB: Junior doctor in an
emergency department

DREAM JOB: Ship’s captain

PROFESSIONAL ASSOCIATIONS: Fellow, Royal
College of Physicians of Ireland (RCPI); Fellow,
Faculty of Pathologists (RCPI); Fellow, Faculty of
Sports and Exercise Medicine, Royal Colleges of
Physicians and Surgeons

PROFESSIONAL MENTOR: Sir Hans Krebs, who
supervised his doctorate,and many teachers in
medical school who passed the torch

CONNECTED VIA: LinkedIn and Facebook

WORDS TO LIVE BY: Never be afraid to try

SEE DIGITAL EDITION FOR BONUS CONTENT
WWW.PHARMAVOICE.COM



The only way a company becomes

THE INDUSTRY LEADER

is to actually lead the industry.

tHE Medical Affairs

OPTIMIZING N\ COMPANY '
SCIENTIFIC EXCHANGE

The Medical Affairs Company is the industry’s leading provider of
Medical Science Liaisons. No surprise. Our seasoned leadership team
created the very first Contract Medical Organization in 1997 and today far
outpaces all other providers in this sector. While our name is new, our
successful track record speaks for itself. Medical Affairs — it is our greatest
strength and our only business. Visit themedicalaffairscompany.com
to learn more. Or, for a quicker response, contact Beth Price
at bprice@tmacmail.com or 678-581-4445.
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BRENDA SNOW
A PORT IN A STORM

AMID THE ALL-TOO-FREQUENT NEGATIVE
HEADLINES ABOUT THE LIFE-SCIENCES
INDUSTRY, THE PHILANTHROPIC AND
PROFESSIONAL CONTRIBUTIONS THAT
IMPROVE THE LIVES OF MILLIONS OF PEOPLE
LIVING WITH CHRONIC ILLNESSES ARE OFTEN

OVERLOOKED.

Brenda Snow, who has multiple sclerosis,
embodies this ideal in spirit and practice
through the company she founded to give
patients a voice. At the core of what Snow
Companies does is recognize that patients are
people.

Ms. Snow knows from personal experience
that just because someone is diagnosed with a
chronic condition, it doesn’t mean they aren't
smart, aware, and motivated to manage their
condition. In fact, she knows that those quali-
ties are enhanced by facing obstacles, such as
finding appropriate treatments and doctors
that would make living with a chronic condi-
tion less challenging.

Mes. Snow bridges the gap between the cor-
porate pharmaceutical world and that of
patients through her Patient Ambassador pro-
grams, a direct-to-patient partnership with the
industry to educate and empower patients.
This model was inspired by her need to reach
out to people with MS and share her story.
Today, that inspirational idea has changed how
pharmaceutical companies reach patients, not
just with advertising campaigns, but touching
patient audiences on a personal level.

icacious. Memorable.

NAME: Brenda Snow

CURRENT POSITION: Founder and CEO, Snow Companies
EDUCATION: B.A., University of California, Los Angeles
DATE AND PLACE OF BIRTH: March 1964, California

FIRST JOB: Photography store retailer

FIRST INDUSTRY-RELATED JOB: Consultant

DREAM JOB: Photographer

PROFESSIONAL MENTOR: Corbin Wood, business partner

PROFESSIONAL ASSOCIATIONS: Healthcare
Businesswomen’s Association; Board of Directors, 2011,
Can Do Multiple Sclerosis Center

CONNECTED VIA: LinkedIn and Facebook

WORDS TO LIVE BY: There is no limit to what a person can
do or achieve as long as you don't care who gets the credit
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The journey began 10 years ago when Ms.
Snow started working with a leading company
in the MS space to launch the first-of-its-kind
patient ambassador program.

Starting her company with three employees
in the attic of her house, she has since trans-
formed her vision for patient-to-patient out-
reach into a global network of ambassadors
that encompass numerous disease categories,
representing more than 16 brands, for the top
biotech and pharma companies. Ms. Snow
says, most importantly, she is assisting the
industry in truly delivering on the goals of
patient-centricity and patient solutions.

On a corporate level, Ms. Snow has changed
the way pharmaceutical companies are viewed
and how their products can really affect and
change people’s lives for the better.

And on a personal level, patients who have
been fortunate enough to be a part of her
patient programs feel empowered and forever
changed. She has brought smiles to the faces of
many simply because she wanted to help them
share their stories with others.

Mes. Snow’s tireless spirit continues to bring
hope and opportunity to thousands of patients
whom she will never personally meet.

Ms. Snow’s tenaciousness and passion
inspire those around her, leading to her being a
two-time PharmaVOICE 100 honoree.

Beyond her professional achievements, Ms.
Snow has helped raise tens of thousands of dol-
lars for research to support the patient com-
munity. Whether it’s helping to sponsor MS
walks, or making mortgage payments for
patients’ families who otherwise would've lost

JAMES WALKER
THE TRANSFORMER

WITH JUST $1,000 AND A DREAM OF
CHANGING HOW INFORMATION IS
PROCESSED AND DELIVERED TO HEALTH
AUTHORITIES, JIM WALKER FOUNDED
OCTAGON RESEARCH SOLUTIONS.

When the FDA began to accept
CRFs/CRTs on disc he saw this as an opportu-
nity to provide critically needed solutions to
the evolving challenges facing regulatory orga-
nizations. Bringing together standards and
technologies to affect process change remains a
challenge for the industry, and it’s one Mr.
Walker and Octagon continually find new
ways to address. He recognizes that synchro-
nizing processes and increasing automation to
reduce island-to-island inefficiencies within
clinical R&D will enable pharmaceutical orga-
nizations to develop new therapies and bring
them to market more quickly and efficiently.

Mr. Walker has continued to remain a
front-runner in recognizing the next phase or

PharmaVOICE

Brenda Snow appeared as an extra in
the 1984 Tom Hanks movie Bachelor
Party; she is in the wedding scene on
the bride’s side, second row behind the
actors playing the bride’s parents.

A

T
L
Brenda Snow founded Snow Companies in 2001 and
developed the proprietary Patient Ambassador program;

building upon that success, two additional agencies, SnoWest

and Snow Global, were established to meet the needs of
clients throughout the United States, Europe, and Asia.

their homes, Ms. Snow has generously given
her time and money.

Her primary mission is serving patients
and their families, since she understands all too
well what it’s like to face physical and financial
challenges, having been diagnosed with MS
more than 17 years ago. 4

SEE DIGITAL EDITION FOR BONUS CONTENT
WWW.PHARMAVOICE.COM

trend in document/data management require-
ments. He has guided the growth of his com-
pany, expanding the services and technologies
provided to meet the critical needs of the indus-
try to be in compliance with emerging stan-
dards. He has steered Octagon through the
recession and continues to generate innovative
and transformative ideas.

What sets Mr. Walker apart from others is
his commitment to sharing knowledge and
learning experiences. When people contact
him with a question or issue, he will provide
guidance and often potential solutions, regard-
less of whether the person he is speaking with
is, or ever has been, a client.

This collaborative spirit has been integrat-
ed into the Octagon culture and is demon-
strated by many of the company’s initiatives,
including position papers on industry trends,
summit meetings bringing industry col-
leagues together to discuss and help each other
with issues, and a blog to address subjects
important to life-sciences leaders.

Mr. Walker has created rules of thumb for
Octagon and he serves as a role model in fol-
lowing these principles, particularly in servic-
ing clients, community, and colleagues with
commitment and integrity.

This is reflected in the accolades Octagon




ROB LIKOFF

THE GRAND CONQUEROR

ROB LIKOFF HAS A WIDE RANGE OF
ACCOMPLISHMENTS AND INTERESTS AND
HE’S AS COLORFUL AND LIKABLE AS THE
DISTINCTIVE SOCKS HE WEARS.

Before founding Group DCA in 2000, Mr.
Likoff gained experience and success in virtu-
ally all areas of the industry — from research
and development to product development and
marketing. His many roles included bacteriol-
ogist, award-winning research biologist, sales
rep, product director, VP of cardiovascular
marketing, and VP/business unit head at
Novartis before conceiving the idea for Group
DCA, an innovative e-detailing business. It
was the advice of one mentor, Alexander
Strunc, that prompted Mr. Likoff to take the
entrepreneurial plunge, despite the warning
that at the beginning starting a business
might look like the Grand Canyon. Mr. Strunc
did add that once he started, it would look
more like a crack in the pavement.

The result of Mr. Likoff’s leap is a group of
companies that constitutes five specialized
divisions offering multichannel, integrated
programs designed to serve the increasingly
diverse communications needs of pharmaceu-
tical companies and healthcare professionals
with the mission of changing behavior.

Among the companies are Cue, which

-KNOW?

to the homeless in
Philadelphia.

a

NAME: Jim Walker

CURRENT POSITION: Founder, Chairman, and CEO,
Octagon Research Solutions

EDUCATION: MBA, Duke University; M.S., Rutgers
University; B.S,, Villanova University

DATE AND PLACE OF BIRTH: January 1970, London,
Ontario, Canada

FIRST JOB: Caddy at Saucon Valley Country Club

FIRST INDUSTRY JOB: Regulatory affairs at Johnson &
Johnson Pharmaceutical Research Institute

PROFESSIONAL MENTOR: His father
CONNECTED VIA: LinkedIn, Plaxo

o 4

Jim Walker has been dubbed
“the turkey sandwich making
specialist,”a moniker he
earned as part of Octagon’s
community outreach
program, which delivers food

_r‘ Rob Likoff has more than 400 pairs
of shoes — and he’s still shopping.

NAME: Rob Likoff
CURRENT POSITION: CEO and Co-Founder, Group DCA
EDUCATION: MBA, City University of New York; M.S.,

focuses on patient education, adherence, and
persistency programs; Graphic Details, which
conducts promotional programs, such as e-
detailing, online and convention-based;
iLights, a pharmaceutical manufacturer-spon-
sored healthcare publishing agency; Insight
Exchange, which offers online KOL-focused
programs; and Park Street Research, a provider
of online market research.

Mr. Likoff says Group DCA's mission is to
leverage technology to create a better, more
vibrant, and interesting way to communicate
with physicians, patients, and healthcare
providers.

By developing customized messaging that

and Mr. Walker have received. In
2003, he was named Ernst & Young
Entrepreneur of the Year in the
Emerging Company category, and
the Deloitte & Touche Fast 50 Rising
Star that same year. For five years
in a row, 2003 to 2007, Octagon
was named to the Philly 100, and
in 2004 the company was named to
Deloitte & Touche Fast 500 in the
country for its 4,372% growth rate as
well as the Deloitte & Touche Fast 50
in the region. Octagon again received the
Deloitte & Touche Fast 500 and Fast 50 recog-
nitions in 2007 and 2008. In 2008, Octagon
was awarded an Inc. 5000, and a Davey Award,
an international creative award focused exclu-
sively on honoring outstanding creative work.
His entrepreneurial spirit continues to
brew and Mr. Walker says someday he would
like to start a pharmaceutical company. 4

Jim Walker, Founder, Chairman, and CEO of Octagon
Research Solutions, has always exhibited an
entrepreneurial spirit and demonstrated the ability to
think outside the box.

SEE DIGITAL EDITION FOR BONUS CONTENT
WWW.PHARMAVOICE.COM
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FIRST JOB: Research biologist, Merck

FIRST INDUSTRY-RELATED JOB: Research biologist, Merck

DREAM JOB: Winemaker

PROFESSIONAL MENTORS: His co-founding partner, Jack
Davis; Alexander Strunc; Bob Slater

CONNECTED VIA: LinkedIn, Plaxo, Facebook, and Twitter

is both meaningful and targeted, Group DCA
engages its customers, who benefit from rele-
vant bi-directional communications.

Finding ways to help the industry change
the way it communicates with its customers
has been a significant challenge, Mr. Likoff
maintains, but it is vital the industry learn to
communicate with customers the way they
want to be communicated with — not the way
the industry wishes they did.

Beyond his achievements in establishing
Group DCA, Mr. Likoff and the company
developed Diagram, a pioneering software
application that delivers real-time targeted
messaging based on physician response.

Continual innovation is key for Mr. Likoff,
who is focused on keeping Group DCA grow-
ing and helping people to develop and possi-
bly spin off a new business idea.

Mr. Likoff believes he has the perfect job,
one in which he can use his vision to invent
new ideas and his good sense to listen when
other people have ideas. He has made it his
mission to create an environment where ideas
come to life.

Outside of work, Mr. Likoff is a frequent
speaker at the Healthcare Businesswomen’s
Association and serves on the local chapter’s
advisory board. He is also a board member and
leads fundraising efforts for the East Hampton
library. Supporting his local library is impor-
tant to Mr. Likoff, who loves to read and
believes everyone should have access to books.

An avid basketball fan, Mr. Likoff is also a
wine aficionado, enjoys playing tennis, and has
climbed Mount Kilimanjaro. 4

SEE DIGITAL EDITION FOR BONUS CONTENT
WWW.PHARMAVOICE.COM
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DR.JANET WOLFE

PREDICTING TRENDS

FROM EARLY IN HER CAREER, JANET WOLFE,
PH.D.,HAS BEEN ADEPT AT IDENTIFYING
INDUSTRY TRENDS.WHEN HER FAMILY
MOVED TO THE BOSTON AREA IN 1999, SHE
RECOGNIZED THE ABUNDANCE OF EMERGING
BIOTECH AND PHARMACEUTICAL COMPANIES
AND FORESAW HIGH DEMAND FOR
EXPERIENCED PHARMACEUTICAL CHEMISTS.

She rented a 2,000-square-foot facility in
Wiatertown, Mass., and formed Wolfe Labora-
tories. More recently, it became clear to Dr.
Wolfe that the large pharma business model
had shifted to one where a significant percent-
age of the pipeline will originate from small
pharmaceutical companies, biotechs, and
academia.

In response, she has expanded Wolfe Labo-
ratories’ integrated IND-enabling services to
accommodate increased throughput of biolog-
ics and small molecules by collaborating with
external drug discovery partners for pharma-
ceutical evaluation and preclinical develop-
ment.

Dr. Wolfe has stayed ahead of the competi-
tion by customizing preclinical discovery and
development services for her clients. Many
customers have advanced their programs
through various stages in clinical trials and

—

— L
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successfully licensed products for commercial
use.

The greatest challenge the industry faces is
filling its pipelines, Dr. Wolfe says. This is
fuelled by two interconnected problems: an
inability to produce molecules quicker than
the current attrition rates and a late-stage attri-
tion rate that is too high. She believes there is
a need for companies to conduct proof-of-con-
cept studies earlier to reduce the number of
compounds that fail late and thereby free
resources to devote to early-stage develop-
ment.

These are some of the challenges for which
Dr. Wolfe has been seeking solutions.
Through her strong, efficient, and thorough
business practices, Wolfe Laboratories has
become known as the company that does it
right the first time.

As a testament to Dr. Wolfe’s influence in
the biopharmaceutical industry, she has
received multiple achievement awards. In
2007 Wolfe Laboratories was ranked as one of
the top 100 woman-led businesses in Mas-
sachusetts by The Commonwealth Institute;
in 2008, Dr. Wolfe was named Entrepreneur
to Watch by MIT Enterprise Forum and
Boston’s Entrepreneur of the Year by the
Greater Boston Chamber of Commerce; in
2009, Dr. Wolfe was awarded the Leadership
Prize from Women Entrepreneurs in Science

Dr.Janet Wolfe, President and Founder of Wolfe
Laboratories, has successfully identified industry
trends and committed herself to improving human
health.
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NAME: Janet Wolfe, Ph.D.

CURRENT POSITION: President and Founder, Wolfe
Laboratories Inc.

EDUCATION: Ph.D., Pharmaceutical Chemistry,
University of Kansas, 1992; B.S., Chemistry,
University of the Sciences, Philadelphia

DATE AND PLACE OF BIRTH: August 1963,
Philadelphia

FIRST JOB: Assistant Professor of Pharmaceutical
Chemistry, Department of Pharmaceutical
Sciences, College of Pharmacy, University of
Tennessee Health Sciences Center

FIRST INDUSTRY-RELATED JOB: Wolfe Laboratories

and Technology, and she was honored as Ernst
& Young’s Entrepreneur of the Year Finalist;
and this year Wolfe Laboratories is an Eastern
Regional Finalist in the U.S. Chamber of
Commerce’s Dream Big Small Business of the
Year Award.

Her commitment extends beyond the
workplace to the broader community. Dr.
Wolfe has been involved in community service
her entire life. From volunteering at soup
kitchens when she was a child to teaching
underserved children as a young professor, and
even while developing and managing her own
business, Dr. Wolfe continues to make time for
others. She is director of the Institute for Pedi-
atric Innovation, which is striving for
improved medical products and medications
for babies and children. She fosters philan-
thropy at Wolfe Laboratories by giving to
organizations such as the American Cancer
Society, the Alzheimer’s Association, and the
Cystic Fibrosis Foundation. The company also
sponsors employee riders in the Pan-Mass
Challenge.

Dr. Wolfe is also co-chair of the Math Sci-
ence and Technology Initiative (MSTi) with
the Massachusetts United Way, and last year
her company hosted the 2009 Wolfe Biophar-
ma Conference, Filling Biopharma’s Pipeline,
and donated all registration fees to MSTi for
the continuation of educational programs that
motivate and teach children about the impor-
tance of pursuing careers in the sciences.

In October this year, the company will host
another conference, Emerging Markets and
Technologies: 2020 Vision, and again will
donate proceeds raised to MSTi. 4

DID YOU KNOW?

Dr.Janet Wolfe would love to be a
professional musician and if given the

opportunity and training would like to 0

be part of a Broadway musical.

SEE DIGITAL EDITION FOR BONUS CONTENT
WWW.PHARMAVOICE.COM
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PETER DERYCZ

The ENTREPRENEURS

PUBLICATION-DRIVEN

ITTAKES A GREAT LEADERTO LISTEN TO GOOD
ADVICE, DRAW KNOWLEDGE FROM IT, AND
PUT IT INTO PRACTICE. IT TAKES A TRULY
IN-TOUCH LEADER TO FIND LESSONS FROM
ALL WALKS OF LIFE.

Peter Derycz is just such an individual. Mr.
Derycz started Derycz Scientific with a mission
to bring published science to the masses.

He has derived valuable lessons from his
mentor, Thomas Karger, a man he describes as
the only true scientific and medical publisher
he knows of, a man of tremendous wisdom.

But equally, he learns important life lessons
from others, accepting knowledge from multi-
ple sources. For example, a homeless man
approached Mr. Derycz during a walk on the
beach in Santa Monica with his first child and
told him to teach his child those things that he,
Mr. Derycz, didn’t know. Brief encounters like
these have helped to shape him.

This eagerness to absorb knowledge from
multiple sources explains the man behind the
idea. Since his college days, Mr. Derycz has been
on a mission to help people learn. He posted a
note on a UCLA message board more than 20
years ago with the words: “Do you need to know
something about anything? Call Peter.”

Today, the $10 he spent on a Sharpie and
white paper has grown into a business that had
more than $14 million in revenue in 2009.
And Mr. Derycz, founder, chairman, president,
and CEOQ is not stopping anytime soon.

In the days before a Google search was pos-
sible, people from all walks of life came to Mr.
Derycz with questions, both specific and gen-
eral in nature.

He relished the idea that he was helping
others learn. After accumulating a series of
published articles, he would deliver a stack of
documents to his client at the end of the day.

In simplest terms, this is essentially what he
is still doing today. While an initial online
search may bring clients to the doorsteps of
copyrighted materials, they still need services
such as the ones offered by Derycz if they want
to dig any deeper — similar to what Apple’s
iTunes enables consumers to do with music.

With such a passion for information, it
makes sense that he would be as dedicated to
knowledge sharing beyond the workplace.
Starting in July, Derycz Scientific is supporting
Room to Read as its preferred charity. The com-
pany will be supporting the organization in its
efforts to build libraries for children in the
developing world. The company is committed
to helping Room to Read build at least one
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DID YOU KNOW?

Peter Derycz is known as one of the
founders of the “pay-as-you-go”
approach for acquiring and delivering
scientific information.

library in 2011. The first library will be built in
Nepal and the company will rely on customers
to select the next country. Room to Read also
supports lifelong scholarships for young girls in
these countries so that they have an opportuni-
ty to seek an education as an alternative to mar-
rying young, working on a farm, or worse,
being sent into undesirable professions.

Dreamer. Idealist.
NAME: Peter Derycz

CURRENT POSITION: Founder, Chairman, President,
and CEO, Derycz Scientific

EDUCATION: B.A,, University of California, Los
Angeles, 1989

DATE AND PLACE OF BIRTH: June 1962, Los Angeles
FIRST JOB: Waiter, cashier, cook

FIRST INDUSTRY-RELATED JOB: Library gopher for
researchers at UCLA

PROFESSIONAL MENTORS: Thomas Karger, a
scientific and medical publisher

PROFESSIONAL ASSOCIATIONS: Room to Read

(O MISSION DRIVEN

THE WELL-BEING OF EMPLOYEES IS A
TOP PRIORITY FOR DEBORAH
WOOD.

So it was a moment of true satis-
faction when her healthcare education
company, DWA Healthcare Com-
munications Group, was selected to
be on a list of companies by the Indi-
anapolis Star newspaper as an Indi-
anapolis Top Workplace, decided
through a survey of company
employees.

Ms. Wood says she measures suc-
cess not only on what DWA achieves
in its business, but what it achieves in
the corporate community and how
that is able to foster a sense of well-
being across the corporation. This
recognition on behalf of her staff is a
career highlight that will remain
unmatched.

With a focus on sensitivity and
integrity, as well as creativity, she has
instilled five core values into her com-
pany that are known at DWA as the
H4S: honorable, hungry, healthy,
humble, and smart.

Passionate about DWA's mission

DEBORAH WOO

PharmaVOICE

The Founder, Chairman, President, and CEO of Derycz
Scientific Peter Derycz is tireless in his quest to gather
published knowledge and make it accessible to those
who need it most.

Mr. Derycz says he and his team are excited
to inform customers and partners that each time
they deliver scientific information, they’re part
of a greater philanthropic cause. The impover-
ished world of today is the developing world of
tomorrow, and will be the users of scientific
information 10 to 20 years from now, he says. 4

SEE DIGITAL EDITION FOR BONUS CONTENT
WWW.PHARMAVOICE.COM

Deborah Wood, Founder and CEO of DWA Healthcare
Communications Group, is tenacious in her pursuit of
excellence and she perseveres through external
obstacles, internal resistance, and resource shortages;
when the opportunity to go to the next level presents
itself, she persists until she gets there.

statement, rather than its financial statement,
Ms. Wood has a deep belief and enthusiasm for
what the company does, why, how, and what
results from its endeavors. These are living,
breathing values that are never assigned to a
paperweight, Ms. Wood contends.

Her passion is bolstered by her tenacious-
ness in pursuit of excellence and she perse-
veres through external obstacles, internal
resistance, and resource shortages. When the
opportunity to go to the next level presents



ROBERT PAULL

DESIGNS ON
WORLD HEALTH

ROBERT PAULL IS A SERIAL ENTREPRENEUR;
HE CO-FOUNDED THE VENTURE CAPITAL FIRM
LUX CAPITAL, THE PUBLISHING COMPANY
FORBES/WOLFE EMERGING TECH REPORT, THE
RESEARCH BUSINESS LUX RESEARCH, THE
BIOTECHNOLOGY COMPANY GENOCEA
BIOSCIENCES, AS WELL AS THE JOHNS
HOPKINS UNIVERSITY START-UP KALA
PHARMACEUTICALS, WHICH IS FOCUSED ON
MUCOSAL DRUG DELIVERY.

With a degree in architecture, building
comes naturally to Mr. Paull, whether it’s con-
structing companies or designing buildings.
Going from an architect’s background to
Ph.D.-level expertise in cellular immunology
within months was a steep learning curve,
even for Mr. Paull.

But the result was worth the effort: Geno-

Passionate. Persistent.
NAME: Deborah Wood

CURRENT POSITION: Founder and CEO, DWA
Healthcare Communications Group

EDUCATION: M.A,, University of Nebraska; B.A.,
University of Evansville; A.S.Vincennes University

DATE AND PLACE OF BIRTH: Oct. 17, 1956, Pittsburg
FIRST JOB: Waiting tables

FIRST INDUSTRY-RELATED JOB: Subcontracting for a
medical meeting planner/consultant

DREAM JOB: Professional in theater
CONNECTED VIA: LinkedIn and Twitter

WORDS TO LIVE BY: Keep learning; when you stop
learning, you stop being relevant

itself, she persists until the result has been
achieved.

An example of this was in 2003 when
DWA decided to respond to the increased reg-
ulation and scrutiny the industry was facing
with a comprehensive compliance program for
DWA and for the benefit of clients and part-
ners. Previously, DWA had relied on the inter-
pretations of others and followed their lead on
how to maneuver through the changes.

Over time, Ms. Wood says it became
important that DWA become the compliance
experts and in response the company fash-
ioned its program around the OIG’s seven ele-

NAME: Robert Paull

CURRENT POSITION: Co-Founder, Managing General
Partner, Lux Capital Management

EDUCATION: B.S,, Architecture, University of Virginia
DATE AND PLACE OF BIRTH: 1976, Massachusetts
FIRST JOB: Architect

FIRST INDUSTRY-RELATED JOB: Founding CEO of
Genocea Biosciences

DREAM JOB: Currently have it

PROFESSIONAL MENTORS: Larry Bock, Bill Conway,
Chris Brody

PROFESSIONAL ASSOCIATIONS: University Of Virginia
Jefferson Scholars Foundation; Motorola’s Research
Visionary Board, Bill & Melinda Gates Foundation

CONNECTED VIA: LinkedIn

cea Biosciences, a company focused on vaccine
discovery and development.

Through Genocea, he partnered with the
nonprofit foundation PATH to develop a novel
vaccine for streptococcus pneumoniae, a leading
cause of death of children under the age of 5.

Mr. Paull didn't stop there. He recognized
the technology behind Genocea has the poten-

DID YOU KNOW?

Deborah Wood held cue cards, under
the direction of Barney McNulty, the
inventor of the cue card system, for
Bob Hope for a special that was taped
at Southern Methodist University.

&

ments of an effective compliance program.
The result is a compliance program that
Ms. Wood is deeply proud of.

Always eager to improve her skills, Ms.
Wood seizes every opportunity to bench-
mark or question peers inside and outside
the company, fellow business owners in and
outside the industry, and consultants. She
relishes hearing different experiences, per-
spectives, best practices, and diverse opin-
ions. She believes in bringing the outside in
to challenge herself and her colleagues to
think differently and take new paths.

Ms. Wood also encourages learning
through the company’s continuing profes-
sional development program and DWA
University. Personally, she is eager to take
courses that will push her to think more
broadly. She is committed to growing a
dynamic corporation in a challenging and
changing industry. 4+

SEE DIGITAL EDITION FOR BONUS CONTENT
WWW.PHARMAVOICE.COM
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Robert Paull,
Co-Founder and
Managing General
Partner of Lux Capital
Management, is trail-
blazing new ways to
spur innovation in the
developing world.

-
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DID YOU KNOW? £ X

Robert Paull is a fan of and has been to multiple U.S.
air guitar championships, as a spectator.

tial to develop vaccines for some of the world’s
most complicated pathogens. Genocea subse-
quently partnered with the U.S. Department
of Defense to develop a malaria vaccine, a
neglected disease that many in big pharma
turn their back on.

In the winter of 2009, Genocea closed one
of the largest life-sciences venture financings at
the time and added one of the most successful
global pharmaceutical companies as a new
investor: GSK’s venture fund SR-One.

Mr. Paull was nominated as Biotech CEO of
the Year and received the Best Vaccine Startup
award at the World Vaccine Congress. Genocea
also was selected as one of the World's Most
Intriguing Startups by BusinessWeek and won
aFierce 15 Biotech Award as one of the 15 most
promising biotech start-ups.

Mr. Paull’s out-of-the-box thinking to
address the developing world’s problems even
as a start-up company is causing many in the
venture capital industry to rethink how the
life-sciences industry can help with some of the
world’s most dire global health problems.

He has learned a lot along the way from
some highly accomplished entrepreneurs and
venture capitalists, including Larry Bock, co-
founder of more than 17 biotech companies,
which have achieved a cumulative market cap
of more than $20 billion; Bill Conway, co-
founder and chief investment officer of The
Carlyle Group; and Chris Brody, former part-
ner of Warburg Pincus and former chairman of
the National Venture Capital Association.

What concerns Mr. Paull in the broader
community is a combination of scientific
“pbrain drain” and the lack of K-12 education
in entrepreneurship and science.

As Dean Kamen has said, “society gets
what it celebrates. There are thousands of
teenagers thinking they’re going to make mil-
lions as NBA stars when that’s not a realistic
outcome for even 1% of them, while becoming
a scientist or engineer could be.” 4

SEE DIGITAL EDITION FOR BONUS CONTENT
WWW.PHARMAVOICE.COM
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DR.BRENDAN BUCKLEY -

DR.BRENDAN BUCKLEY

Professor Brendan Buckley, M.D., D.Phil.,
co-founder and director of medical affairs at
Firecrest Clinical, has extensive experience in
clinical trials and is a member of numerous
independent data and safety monitoring boards
for medium to large clinical trials. He also has
published extensively on both the results of
clinical trials and their methodology.

In addition to his role at Firecrest, Dr.
Buckley is extremely active giving back to the
clinical community. He is a clinical professor
of medicine and pharmacology in the School of
Medicine, University College Cork (UCC),

DIGITAL EDITION — BONUS CONTENT

and the National University of Ireland. He is
also a consultant physician in endocrinology
and metabolism at Bon Secours Hospital
Cork, and is director of the European Centre
for Clinical Trials in Rare Diseases, UCC.
The list of his other appointments is con-
siderable. Among them are chairman of the
Advisory Committee on Human Medicines,
the Irish Medicines Board; a member of the
Panel of Experts of European Medicines Agen-
cy (EMA); a member, Special Advisory Group
on Diabetes and Endocrinology EMA,; former-
ly Ireland’s representative (by Ministerial

appointment) to the
EMEA Committee on
Orphan Medicinal Prod-
ucts (COMP); formerly
European Commission
appointee as one of three

members representing k = ot
European Academia on

the Working Group of

Interested Parties on Orphan Medicinal Prod-
ucts of EMEA, chairman of the statutory Anti-
Doping Committee of the Irish Sports Coun-
cil; formerly Chairman of the UK
Government regulatory body the Scientific
SubCommittee on Pesticides, and Deputy
Chairman of HM Advisory Committee on
Pesticides; external referee to the EC Direc-
torate-General Research; and member of the
Board, the Irish Medicines Board, the nation-
al regulator of medicines.

In terms of Firecrest, the company he co-
founded in 2001 with a small group of clini-
cal trials investigators to develop solutions to
the growing problem of haphazard communi-
cations taking place in most clinical trials,
2009 was an exciting year: eight of the top 10
pharmaceutical companies recognized the
value of Firecrest’s new model. 4

PETER DERYCZ « DELIVERING TRUE INFORMATION

In a quest to bring knowl-
edge to people who need it,
Peter Derycz has spent the
past 20 years building teams
and companies that deliver
scientific information. For
example, in 1987, he founded
Infotrieve, a provider of solu-
tions for corporate informa-
tion centers. What is more
remarkable is that each of those organizations is
alive and well today and making a contribution
to getting scientific information to the right
people, at the right time.

He also has extensive venture capital expe-
rience; he has raised more than $100 million
for various companies since 2001.

Today, as founder, chairman, president, and
CEO of Derycz Scientific, his company helps
acquire and deploy the important knowledge
needed to make medical advancements.

One of the big challenges for an
entrepreneur he says is blending two families,
a personal family and a business family; it’s
something he and all entrepreneurs enjoy and
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thrive on, whether they admit it or not. He
graciously notes that his family is the founda-
tion for his success and remains one of his
biggest sources of motivation.

Information is Mr. Derycz's passion, and he
draws his inspiration from like-minded indi-
viduals, among them: Eugene Garfield,
founder of the Institute for Scientific Informa-
tion (now part of Thomson Reuters) whom he
credits as the unacknowledged inspiration for
Google’s ranking engine; John Cotton Dana,
the Che Guevara of the information industry,
as Mr. Derycz refers to him; and Thomas
Karger, the only true scientific and medical
publisher he knows of, a man of tremendous
wisdom.

Mr. Derycz says while the advent of search
engines and information sharing via the Inter-
net, intranet, e-mail, social networking, and so
on has opened up access, people lack the abil-
ity to focus on seeking and absorbing solid,
trusted, and vetted information. Now that
most scientific literature has gone electronic,
one of the big challenges is how the life-sci-
ences industry will keep its drug pipelines full

PharmaVOICE

when its researchers are barraged with a flood
of information that they don't have the time,
tools, or even skill sets to deal with.

While he believes the electronic world is a
wonderful thing, he thinks it will take a gen-
eration to figure out how to manage all of the

changing flow of information. 4

Getting Personal with
PETER DERYCZ

FAMILY: Wife, four children
READING LIST: Germinal and L'argent by Emile Zola
HOBBIES: Reading, cycling

INSPIRATION: His family; Tolstoy; Eugene Garfield, the
unacknowledged inspiration for Google's ranking

engine; John Cotton Dana, information industry leader;
and Thomas Karger, publisher

MOST UNUSUAL PLACE VISITED: Kathmandu, Nepal

LIFE LESSONS: Teach your child to learn those things that

you do not know

UNDER THE CLOAK OF INVISIBILITY: Remain in the present

and see if his surroundings change
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LESLIE GABER * GIANT IMPACT FROM A SMALL SPACE
i

Twenty years ago,

Leslie Gaber took a

gutsy and ultimately

hugely successful first

step. She started Leslie

Gaber and Associates

and she built it on a

powerful mission; to

create a company with

high ethical standards

that would benefit

clients as they needed talent to build their

commercial organization and candidates as
they explored new career opportunities.

Today, Ms. Gaber can boast having placed
more than 2,000 people in the pharmaceutical
and biotech industries, an achievement that
has positively impacted a lot of families.

All the while, her office remains as cozy and
down to earth as when she started. Ms. Gaber
says the office consists of 12 women working
in a relatively small area. At one time, they
even shared their space with two dogs and a

guinea pig. It’s an unusual environment, she
says, but it works for her and her colleagues.

A highly respected leader in the recruit-
ment business, Ms. Gaber says the biggest
challenge in her line of work is building a sales
team when there is a very limited time line.
But given her knack for finding the right fit,
and that she is a workaholic, she has been able
to achieve this difficult task time and again.

Ms. Gaber draws valuable lessons from her
mother and finds inspiration from the clients
that she has formed long-term relationships
with over the years.

In fact it was her mother who advised her
to get into the recruitment business back in
1987, having been a recruiter herself.

The impact the pharmaceutical industry
had on her mother’s life is another great moti-
vating force for Ms. Gaber. Her mother was
diagnosed with multiple myeloma in 2002
without a very good prognosis. Though she
passed away in 2009, the additional seven
years of her life were a result of pharmaceuti-

DR.CANDACE KENDLE
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Getting Personal with
LESLIE GABER

FAMILY: Daughters, Amy and Jessica

HOBBIES: Gardening, piano, traveling

GIVING BACK: Cancer and cardiology funds

BUCKET LIST: Become an accomplished pianist
SCREENSAVER: A flower logo created by her daughter, Jessica
LIFE LESSONS: Be willing to walk away

cal reps and managers who directed Ms. Gaber
to the physician who treated her mother and
prolonged her life. For that, she says, she will
be forever grateful.

Ms. Gaber says the most valuable advice
she has received is to identify clients where
there is mutual respect and values and know
when to walk away from others.

Next on her list of goals is to create an
online placement network dedicated exclu-
sively to the pharma and biotech industry. 4+

FAMILY: Husband, two children

HOBBIES: Rowing and sculling
GIVING BACK: ReadAloud.org

BUCKET LIST: Build ReadAloud.org into the standard for
reading assistance, and developing communication and
comprehension skills throughout Appalachia, inner cities, and
other underserved communities

INSPIRATION: Nobel Laureate, Dr. Gertrude Elion
TOP IPOD DOWNLOADS: Eva Cassidy
SCREENSAVER: Her grandchildren

LIFE LESSONS: You are now in the teaching phase of your
career — J.E.Pepper

UNDER THE CLOAK OF INVISIBILITY: Visit the boardroom at
Disney,a wonderful combination of fantasy and reality rolled
into a single business entity
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DEBORAH WOOD ¢ A SENSE OF COMMUNITY

With her commitment to
employees, clients, and soci-
ety, Deborah Wood has creat-
ed a community-focused
organization at DWA
Healthcare Communications
Group.

A standout example of her
commitment to her employ-
ees was the response mount-
ed to secure the safety and return of faculty,
clients, vendors, and teams who were stranded
around the country and Europe on September
11. Ms. Wood and her colleagues worked dili-
gently to solve each situation, uniting and
pulling together as the tension mounted. One
colleague wore her “I Love NY” T-shirt, inspir-
ing action; in response the director of HR
found a small broken computer fan and, in an
impromptu awards ceremony, handed it to the
young lady, saying “I am your fan.” Nine years
later, DWA continues to memorialize that day
and that moment with an award. The little
broken fan has now been painted gold and
placed on a base. It is there for an employee to
share with another for one of those inspirational
moments. It is the “I am your fan” award.

Ms. Wood fosters this same sense of com-
munity through events such as the company’s
awards program presentations. Each year there
is a theme and last year’s was DWA Channel
15, a news broadcast, and Ms. Wood was the
topic of a few insider stories. She was taped

“undercover” smuggling her dogs into the
building, stealing food from the employee
fridge, to name just a few moments. The
awards program allows DWA to recognize
peer-to-peer accomplishments, but is also an
opportunity for Ms. Wood and her colleagues
to laugh at themselves.

A hands-on and caring CEO, Ms. Wood rec-
ognizes each of her more than 140 employees
by name. She asks about their hobbies and their
families. She celebrates birthdays, anniversaries,
weddings, babies, holidays, pets, performance,
and just plain happiness and health.

Volunteerism and community involvement
are important to Ms. Wood, who is passionate
about education, the wellness of children, and
fundraising to support the fight against debil-
itating and life-threatening diseases.

The example she sets has led more than
75% of employees to donate their own time to
charitable organizations and events, along
with helping each other when injured or ill.

Ms. Wood says her deepest concern is that
the recently enacted healthcare reform legisla-
tion will continue to exert unknown pressures
on an already overburdened, underperform-
ing, and disruptive system. While providing
healthcare insurance for most, if not all, Amer-
icans is the right thing to do, she believes the
legislation is the wrong approach at the wrong
time and that it will overburden the health-
care system to care for 30 million or more of
the sickest people in the country. 4

Getting Personal with 0
DEBORAH WOOD

FAMILY: Husband, Willie; Daughter, Miranda; Son, Chris
READING LIST: Sense of Urgency by John Kotter

HOBBIES: Family, reading, gardening, horseback riding, and
swimming

GIVING BACK: United Way, American Diabetes Association,
American Heart Association, AmVets of Indiana, Gleaners
Food Bank of Indiana, Good Samaritan Network, Habitat for
Humanity, Heroes Club, Indiana National Guard, Julian
Center, Leukemia and Lymphoma Society, Muscular
Dystrophy Association, Prime Life Enrichment Center,
Ronald McDonald House, Salvation Army, St.Mary’s Child
Center, Second Helpings, Susan G. Komen for the Cure,
Children’s TherAplay Foundation, local arts organizations,
and the Indianapolis Children’s Museum

BUCKET LIST: Observe the building of a skyscraper, have a
vegetable garden, and spoil future grandchildren

TOP IPOD DOWNLOADS: Classical or piano, including George
Winston, Jim Brickman, and Lauren Green; Beatles albums

SCREENSAVER: The Wood family in 2004, standing in a field
that was the site of their home

MOST UNUSUAL PLACE VISITED: An exhibit called Artin a
Bathtub, with a Scotsman in a tub reciting bad poetry
during the Edinburgh Festival

LIFE LESSONS: The only way that a company can be the best
that it can be is if every one of the employees are the best
that they can be

UNDER THE CLOAK OF INVISIBILITY: Being present at the
moment the next Pope is elected by the College of
Cardinals meeting in Conclave

ROBERT PAULL » BUILDING BLOCKS

When Robert Paull decided to
move from his profession of archi-
tecture to becoming a life-sciences
entrepreneur, he took an unusual
route: focusing on the needs of the
poorest countries. .

As founding CEO of Harvard ..
Medical School’s vaccine discovery o
company Genocea Biosciences, &
Mr. Paull partnered with the -
global nonprofit foundation
PATH to develop a novel streptococcus pneu-
monia vaccine, a leading cause of death for
children under the age of 5.

Mr. Paull contends that breakthroughs in
developing-world diseases have been made
possible by the launch of the Bill & Melinda
Gates Foundation and similar organizations
such as PATH, coupled with tens of billions of
dollars committed from donors such as Warren
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Buffett. These efforts have not
only created a massive pool of cap-
ital to fund important global
health priorities but they have
accelerated start-ups and big com-
panies alike to address more than
just quarterly earnings reports.
Mr. Paull believes the combina-
tion of emerging market growth
with novel partnerships and
financing opportunities, made
possible because of these nonprofit organiza-
tions will transform the biotech/pharma
industry in the decade to come.

Such enterprise excites Mr. Paull, but he is
equally inspired by those who excel in other
areas. He cites Arnold Schwarzenegger as a
great inspiration for reaching the pinnacle in
three diverse fields: sports, entertainment, and
politics. 4

5
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ROBERT PAULL

HOBBIES: Running, skiing, traveling

READING LIST: Autobiography of Ben Franklin; Outliers
by Malcolm Gladwell; Small Giants by Bo Burlingham;
The Omnivore’s Dilemma by Michael Pollan

BUCKET LIST: Teach entrepreneurship in a developing
country, live in New Zealand; and, though not anytime
soon, wingsuit flying

INSPIRATION: Arnold Schwarzenegger

TOP IPOD DOWNLOADS: Stanford University Technology
Ventures program podcasts; Ted Talks; Live Pearl Jam,
Stick Figure

SCREENSAVER: Soggy Dollar Bar, Jost Van Dyke, British
Virgin Islands

LIFE LESSONS: Whenever you find yourself on the side of
the majority, it is time to pause and reflect — Mark
Twain; Things may come to those who wait, but only
the things left by those who hustle — Oscar Wilde
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JEFF KOZLOFF « CHALLENGING TRADITION

Since starting his
innovative  healthcare
market research company
Verilogue in 2006, Jeff
Kozloff has built the
organization into one
that has served more than
30 companies and 85
brands interested in sup-
porting doctor-patient
communications.

Mr. Kozloff has driven the development of
Verilogue's point-of-practice and technology
system that digitally records real-time patient-
physician conversations; shaped the company’s
patent-pending approach to capturing critical
information at the point of care, while main-
taining patient and physician confidentiality;
and recruited a team of seasoned linguists,
statisticians, marketing, and communications
experts to analyze and derive insights from
these conversations.

But it is this latter task, recruiting talent,
that Mr. Kozloff rates as the most difficult, say-
ing he never anticipated how hard it would be
or how much time he would need to dedicate
to recruiting. While he is now surrounded by
a strong team, the search for awesome talent is

top-of-mind every day and he never misses an
opportunity to recruit quality people.

Mr. Kozloff stays motivated and driven by
every new insight that Verilogue’s data uncov-
ers and by taking a new spin or technique to
an old approach. Staying true to the ideals on
which Verilogue was founded, he continues to
lead and inspire his team with the motto: chal-
lenge tradition.

For him the most exciting moment was
when Verilogue’s technology system captured
the company’s first in-office doctor-patient
dialogue. When the company crossed 50,000
recordings just a few years later, he says, this
too was very gratifying.

Mr. Kozloff started out as an analyst with
the strategy consulting firm, 1ISO Healthcare
Group, which meant he was a well-paid scribe
who attended some important big pharma
life-cycle management meetings. His real job,
however, was to lug a suitcase full of markers,
paper, acetates, office supplies, and a printer
with him on each overseas trip. He loved the
expression on the customs officer’s face when
they would make him open that bag.

Outside of Verilogue, Mr. Kozloff is part-
nering with the Make-A-Wish Foundation.
Verilogue’s mission is to serve physicians,

AL MANN
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patients, and healthcare companies by enhanc-
ing disease understanding, communication
and treatment dynamics among all parties
working to win the fight against disease, and
while his team’s day-to-day work plays an
important role in healthcare communications,
they are one of many sources needed to drive
change. He says partnering with Make-A-
Wish provides a terrific opportunity to make a
direct impact on the well-being of a deserving
child and his/her support network. As he says,
he likes to dream big and he enjoys making
others’ dreams come true. 4

FAMILY: Wife, Katie; Daughters, Olivia and Ali; Dog, Daisy Mae
GIVING BACK: Make-A-Wish Foundation

TOP IPOD DOWNLOADS: The Daily Show; Reggae, and Island
Music

SCREENSAVER: Image of his children

MOST UNUSUAL PLACE VISITED: An outdoor hawkers center in
Singapore at midnight

LIFE LESSONS: Live each day to its fullest —his father

1 (1] C)
ALFRED MANN
FAMILY: Wife, Claude, seven children,and 10 grandchildren
READING LIST: Medical journals, reports, PharmaVOICE

GIVING BACK: The Alfred Mann Foundation and three
institutes at The University of Southern California, Purdue and
the Technion; also medicine, music, arts,and education

BUCKET LIST: To help find solutions for the global diabetes
epidemic, and address the needs in the management of the
disease

MOST UNUSUAL PLACE VISITED: Istanbul, Turkey

LIFE LESSONS: Figure out how much money would be
required to start a business, double that,and don't proceed
unless having thrice that amount

A LITTLE-KNOWN FACT: Mr.Mann put himself through the first
two years of college as a photographer
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BRENDA SNOW « A MODEL FOR PATIENTS

Getting Personal with
BRENDA SNOW

FAMILY: Daughter, Stephanie, 22

i

READING LIST: The White Tiger by Aravind Adiga;
Shantaram by Gregory David Roberts; The M-
Factor by Lynne Lancaster and David Stillman

GIVING BACK: National Multiple Sclerosis Society;
Epilepsy Foundation; Can Do Multiple Sclerosis;
Arthritis Foundation

HOBBIES: Photography, oil painting, mosaics,
wine, reading, traveling, archaeology

BUCKET LIST: Visit Egypt's pyramids, safari in
Botswana, write a book, become fluent in French,
attend a cooking school in Tuscany

INSPIRATION: Her daughter; patient
ambassadors

TOP IPOD DOWNLOADS: John Legend, Melody
Gardot, Michael Bublé, John Mayer

SCREENSAVER: Christmas in Zermatt, Switzerland,
with her daughter

MOST UNUSUAL PLACE VISITED: A Bedouin tent in
the Middle East, filled with food, wine, and
hookah

LIFE LESSONS: The most expensive thing you
own is your temper

UNDER THE CLOAK OF INVISIBILITY: Attend a

restricted archaeological dig, preferably a
discovery relating to Cleopatra

When Brenda Snow was diagnosed with
multiple sclerosis early in her career, she
responded in a way few would. Rather than
letting her diagnosis control her, she has
embraced it and made it the inspiration for her
life’s work. The result is the Snow Companies
and the highly respected Patient Ambassador
model.
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Never satisfied with the status quo, she is
continually looking for ways to improve
direct-to-patient communications, challeng-
ing clients to step outside of the box and
embrace the power of the authentic patient
story.

An astute and standout individual, Ms.
Snow possesses an ability to see through a sit-
uation and have a level of discernment and
keen mental perception that goes beyond
being in tune. It has enabled her to excel with
clients, employees, and most importantly, the
ambassadors, whose personal challenges of liv-
ing with serious medical conditions foremost
on her mind every day.

Ms. Snow has assembled a remarkable
team, all of whom work in collaboration to
make a difference to the lives of others. By
leading by example, her constant encourage-
ment, support, and can-do attitude inspire
others to work harder, work smarter, and do
more.

Her determination has been all the more
important in today’s challenging legal and
regulatory climate. Ms. Snow says her experi-
ence suggests there are many inconsistencies
and interpretations of the rules and regula-
tions that differ not only from company to
company but often brand to brand at the same
company. An important part of what Snow
Companies does is respect the authentic
patient voice of the ambassadors as this clearly
impacts the marketplace, but Ms. Snow says
the environment is becoming more difficult to
navigate as companies have become increas-
ingly conservative in their interpretation of
the regulations.

Ms. Snow is continually looking for the
next opportunity to create innovative solu-
tions. She loves building businesses and teams
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and will continue to
grow Snow Companies’
offerings and perhaps
consider a new business
venture.

A multifaceted indi-
vidual, Ms. Snow can-
not be easily categorized.

She is entrepreneurial, having founded
Snow Companies on an innovative idea and
then developed it with a smart business
plan. She is a dynamic thinker, able to flour-
ish and continue to learn in the complicat-
ed and demanding pharmaceutical industry
by staying ahead of the changes. She is a
patient advocate; as an MS patient she
understands intimately the challenges con-
fronting those who face chronic illness. And
she has drawn on this understanding and
her own determination to establish human
connections that touch the lives of patients
worldwide. She is a professional role model,
always striving to do the right thing, to be
honest in all of her dealings. She is a per-
sonal role model, living her life to the
fullest and relishing happiness in others.
And she is a down-to-earth, fallible human
being who is not afraid to laugh and cry
with others, to admit a mistake and say she
is sorry, and to acknowledge when she does-
n’t have the answer.

A mentor to many, Ms. Snow finds men-
torship from her business partner, Chief Oper-
ating Officer Corbin Wood. Mr. Wood was
her first client and their relationship has been
mutually beneficial and grown into a friend-
ship. In 2006, as the company continued to
expand, Ms. Snow asked Mr. Wood to join her,
and since then the company has continued to
grow exponentially. 4




Getting Personal with
DR.WARREN LEVY

FAMILY: Wife, Robin; Daughter, Nicole; Son, Jeremy
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DR.JANET WOLFE * A SONG AND A LAB

With nothing more
than an idea, two
instruments, and a
computer, Janet Wolfe,
Ph.D., has built \Wolfe
Laboratories into a suc-
cessful CRO.

Hers is a success
story built on determi-
nation and keen busi-
ness acumen. Dr. Wolfe enjoys exploring new
ideas and disciplines and then fusing them to
create something that is completely novel. As
the new creation garners momentum and it
becomes clear that it is worthy of further pur-
suit, she is focused in her determination to
fully realize its potential and desired outcome.

While getting Wolfe Laboratories to its
current position has required hard work and
determination, Dr. Wolfe is not about to rest
on her laurels.

She is in the process of raising capital to
expand and provide additional capacity for
early-stage drug development services.

To serve Wolfe Laboratories’ growing client
base, Dr. Wolfe has expanded the company’s
integrated IND-enabling services to offer man-
ufacturing capabilities. Through an extremely
competitive process, Wolfe Laboratories was
awarded seed funds from the Massachusetts
Life Sciences Center to construct the first stage
of an aseptic fill/finish manufacturing facility
for preclinical development and clinical trials.
Wolfe Laboratories was the top applicant of the
88 firms that applied; only seven awards to
early-stage companies were granted.

The introduction of manufacturing capa-
bilities will allow clients’ products to be man-
ufactured within Wolfe Laboratories’ and
made available for human delivery in clinical
trials. There are no small-scale manufacturing
facilities in Massachusetts that cater to the
needs of emerging biopharma and Wolfe Lab-
oratories is the first company in this space.

The company also expanded its quality
program to support FDA requirements for
laboratories working with compounds to be
used in safety testing. Aligning services with

Getting Personal with 0
DR.JANET WOLFE

FAMILY: Husband, Mike; three children, Daniel, Julia,
and Christian

HOBBIES: Hiking

GIVING BACK: Director, Institute for Pediatric
Innovation; Co-chair, Math Science and
Technology Initiative with the Massachusetts
United Way

READING LIST: The Innovator’s Prescription by
Clayton Christensen; Death Comes for the
Archbishop by Willa Cather

SCREENSAVER: Family pictures

FDA requirements adds tremendous growth
potential since research not conducted under
FDA protocol might be inadmissible when a
company attempts to bring a new drug to the
market. With quality FDA procedures and
manufacturing capabilities in place, Wolfe
Laboratories offers the clinical capacity that
many small biopharmaceutical companies do
not have. 4+

DR.WARREN LEVY ¢ DELIVERING CHOICE

i

READING LIST: Historical nonfiction

HOBBIES: Family and sports

BUCKET LIST: Travel and spend time with family

TOP IPOD DOWNLOADS: 1960s music

SCREENSAVER: Trip to Hawaii for his 35th anniversary
MOST UNUSUAL PLACE VISITED: China

LIFE LESSONS: Live by your handshake; anything worth
doing is worth doing well

In the course of his career, Warren Levy,
Ph.D., has challenged conventional thinking
in his pursuit of better ways to treat disease.

One of the biggest challenges, he says is

dealing with doctors who are unwilling to
accept new, yet convincing data, and big phar-
ma companies that make poor decisions. It is
vital, he believes, that the industry begins to
do a better job of getting the latest available
information about the choices available to
patients.

For Dr. Levy, the big breakthrough in the
industry came with the cloning of interferon,
opening the door to the potential of biotech-
nology.

Dr. Levy has been a key contributor to this
understanding. He participated in the first
successful cloning of the human leukocyte
interferon genes in the United States at the
Roche Institute, which was subsequently
reported by Roche and Genentech. And he
determined the complete amino acid sequence
of three species of human leukocyte interferon,
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using manual and auto-
mated protein sequenc-
ing techniques, in a col-
laborative effort with Dr.
Jack Shively at the City
of Hope. This was the
first report of the com-
plete  amino  acid
sequence of any pure
species of interferon. The
techniques used include HPLC purification of
proteins and peptides, tryptic mapping,
amino acid analysis, and sequencing.

Dr. Levy’s level of commitment and drive
have led his company, Unigene, to become one
of the smallest biotechnology firms to take a
drug all the way from the research stage
through FDA approval with its nasal calci-
tonin Fortical for osteoporosis. 4
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JAMES WALKER ¢ ZERO DEFECTS

In 1999, while working
as a senior manager of regula-
tory affairs at Schering-
Plough, Jim Walker decided
the time was ripe to act on
his dream of providing criti-
cally needed solutions to the
evolving challenges facing
regulatory organizations. He
had recognized as early as
1997 that the FDA's acceptance of CRFs/CRTs
on disc was changing the way information
could be sent to regulatory authorities.

He founded Octagon Research Solutions, a
full-service global development partnering
organization, on addressing regulatory princi-
ples.

Mr. Walker has been quick to adapt inno-
vative solutions for an industry that has expe-
rienced intense public scrutiny, increasingly
demanding standards, and evolving govern-
ment regulations.

His high standards are evident in his zero-
defect mentality, which is pervasive through-
out Octagon’s lines of business, strategic part-
nerships, and products.

Above all, Mr. Walker is a principled and
caring leader.

Several years ago, he formed a charity com-
mittee at Octagon and since its inception he
has worked along with Octagon employees
with many charities, including the Special
Olympics, Northern Home for Children, and
The American Cancer Society. Also, each

HOBBIES: Golf, biking, ice hockey

GIVING BACK: Special Olympics, Northern Home for
Children,and The American Cancer Society

LIFE LESSONS: No matter what you do, always be
persistent

month, Octagon employees volunteer to take
time out of their workday to make sandwich-
es that are distributed to the homeless of
Philadelphia. Mr. Walker is always in atten-
dance during the sandwich making and
through the years has earned the honor of
“turkey sandwich making specialist.”

Outside of the industry, Mr. Walker says
his deepest concern is the lack of any signifi-
cant plan to address the homelessness problem
in the United States. 4

ROB LIKOFF « BEST FOOT FORWARD

Few leaders, or
entrepreneurs for that
matter, could boast
such an eclectic cur-
riculum vitae as Rob
Likoff. Indeed, few are
as colorful, right down
to the socks he wears
and the huge wardrobe
full of shoes — 400
pairs and counting.

Mr. Likoff gained experience and consider-
able success in virtually all areas of the indus-
try — from research and development to prod-
uct development and marketing — on his way
to becoming an equally successful and well-
respected entrepreneur.

Today, Group DCA, the company he
founded in 2000, has expanded and now
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thrives as one of the market leaders in inno-
vative e-communications to healthcare pro-
fessionals.

Mr. Likoff led the company to nearly four-
fold growth in the past four years alone. The
company has worked with close to 200,000
physicians and hundreds of clients and
brands, amassing numerous prestigious
awards along the way, just a few of which
include Most Innovative, Best Use of Digital
Technology for Healthcare Providers, and
Best Use of Digital Technology for Patients.

His educational credentials are almost as
impressive as his professional ones: he holds a
veterinary degree and two master’s degrees.
On top of all that, he was the first person at
Merck to win the American Society for Micro-
biology’s Theobold Smith Award. He then
won the award a second year in a row. 4
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Getting Personal with
ROB LIKOFF

FAMILY: Wife, Sheri Rosenblatt

i

READING LIST: 61 Hours by Lee Child; Sarah's Key
by Tatiana de Rosnay; Daring Young Men by
Richard Reeves

HOBBIES: Wine collecting, shoe collecting, tennis
GIVING BACK: Supports his local library

BUCKET LIST: Help other entrepreneurs start their
businesses, travel the back roads in an RV

INSPIRATION: His wife
SCREENSAVER: His wife and niece
MOST UNUSUAL PLACE VISITED: New Jersey

LIFE LESSONS: When starting a business, it may
look like the Grand Canyon, but once you get
started it will look like a crack in the pavement —
Alexander Strunc, mentor

UNDER THE CLOAK OF INVISIBILITY: Hed love to
nap
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