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m Patient Advocates

Patient-Focused

A 4

By putting patients first, these industry innovators are changing

the dynamics of product messaging and communications.

Nadine McGowan is consta{nﬂy on

the cutting edge of patient-focused

consumer initiatives.

DID YOU KNOW?

manager of the boys'’
wrestling team at her
high school.

-

COMPETITIVE.

NAME: Nadine Arevian McGowan

CURRENT POSITION: Executive VP, The Snow Companies
DATE AND PLACE OF BIRTH: December 1973; Boston

EDUCATION: B.A., Pitzer College
FIRST JOB: Scooped ice cream

FIRST INDUSTRY-RELATED JOB: Marketing coordinator,

Rebif launch team, Serono

ALTERNATIVE PROFESSION: Yoga instructor

PROFESSIONAL MENTORS: Brenda Snow and Corbin

Wood
WORDS TO LIVE BY: Keep calm and carry on
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Nadine McGowan was the

Nadine Arevian MCGOWAN
PATIENT AMBASSADOR

adine McGowan has

been instrumental in the

success of The Snow Compa-

nies’ patient ambassador

movement. By bringing

the power of authentic pa-

tient stories to numerous

clients in the pharmaceutical

industry, she has helped change di-

rect-to-patient communications in a

big way. Her creativity, hard work,
and determination are contagious.

Ms. McGowan leads by example
and provides constant encourage-
ment and support. Her can-do atti-
tude inspires all around her.

More importantly, however, is
the impact that she has on the pa-
tient ambassadors. Ms. McGowan
is able to connect with them in a
sincere way and bridge the gap be-
tween patients and
pharmaceutical com-
panies to help reach
the common goal of
bringing hope, inspi-
ration, and support to
those living with a
chronic condition.

Through a variety
of unique initiatives,
such as the patient
mentor program,
which she has devel-
oped and implemented
in partnership with her
clients, patient ambas-
sadors share the impor-

tance of being their own healthcare advocates
in a genuine way, which has been proven ef-
fective.

Throughout her career, Ms. McGowan has
worked tirelessly to refocus the industry’s
marketing output on the patients’ perspective
and to bring real patient stories to light. In
doing so, she has helped spearhead numerous
DTP marketing initiatives that effectively res-
onate with patient populations living with
conditions such as rheumatoid arthritis,
lupus, and breast cancer. As part of the team
that created the MS LifeLines Patient Ambas-
sador Program at Serono in 2002, Ms. Mc-
Gowan was a strong champion of patient ed-
ucational programs.

Recognizing the power patient stories have
to inspire and educate, Ms. McGowan chose
to step outside the pharmaceutical industry to
join The Snow Companies.

Since then, she has been instrumental in
further developing this innovative brand of
DTP communication and increasing its reach
across the industry.

Ms. McGowan says she has the good for-
tune of meeting awe-inspiring people who
live every day with debilitating and painful
chronic diseases, and who do so with great
courage and dignity. She is inspired by how
they approach life with a positive attitude de-
spite their conditions, and their example con-
tinually teaches her to do the same.

Ms. McGowan directs interdisciplinary
teams of account directors, program man-
agers, writers, and marketing [W]J33

strategists, making sure patients ﬁ
- I--

are at the heart of every market-
ing initiative.



J KNOW?

rest is history.

Mike Simone shares uplifting messages about the
disease categories he is working on, lends his expert
opinion, and challenges his colleagues to think bigger
and go the extra mile.

Michael Simone is well-respected by his
clients, employees, peers, management,
and colleagues in the industry.

He is a strategic marketer who never for-
gets the most important reason why he and
his colleagues work in healthcare marketing:
to help bring medicines to the patients who
need them.

The Fifth Annual Meeting of

P

Michael Simone met his wife during his
first week of training at Biogen; three
months later he brought her home for
Thanksgiving to meet the family,and the
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Colleagues say this focus on patients
sets Mr. Simone apart from many other
executives in the industry.

As executive VP at The Snow Com-
panies, Mr. Simone is always willing to
listen to his team members and he wel-
comes them to challenge his assump-

tions. He has worked on both sides

of the business — client and agency

— and excels in managing expecta-
tions for both.

At one time, Mr. Simone was

a client while at Serono working

on the MS franchise. Today he finds

E | himself in a role-reversal; he is now

partnering with his former company
to manage the MSLifeLines Ambassador Pro-
gram.

Mr. Simone continues to lead the charge on
other programs, such as developing patient-
centric resources and programs in epilepsy, and
most recently launching ambassador programs
for multiple myeloma and hepatitis C.

He is constantly thinking of new and cre-
ative ways to make an impact. One of Mr. Si-
mone’s true strengths is his ability to identify
new and different business opportunities and
foster their growth.
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Michael Alden SIMONE
SPREADING THE WORD

PASSIONATE. TENACIOUS.

NAME: Michael Alden Simone

CURRENT POSITION: Executive VP, The Snow
Companies

DATE AND PLACE OF BIRTH: November 1973;
Worcester, Mass.

EDUCATION: B.S., Microbiology, University of
Massachusetts

FIRST JOB: Sandwich maker

FIRST INDUSTRY-RELATED JOB: Avonex, customer
support specialist, Biogen

ALTERNATIVE PROFESSION: Proprietor of an Italian
restaurant

PROFESSIONAL MENTORS: Brenda Snow and
Corbin Wood

AWARDS: Serono CEO award; Serono President
award

WORDS TO LIVE BY: What you see is what you get

Mr. Simone is passionate about every project,
no matter how big or small. He [a] [=
sees every day as an opportunity & 3
and pushes himself and his team to
reach new levels. @

NEW METHODS oc NEW MINDSETS

in Healthcare Marketing Research

Hyatt Regen

The need for greater market insights, richer performance diagnostics
and innovative uncovering of opportunities is more critical than ever,
as is the need for increased expertise in new markets from both the
portfolio and geographic perspective. For 2011, The PMRG Institute.
content will focus on new and emerging data, appreaches, and

methodologies to help all of us go further, faster.

Don't miss these amazing keynote presentations - register

It's About Trust:

Forces of Change in the Healthcare Marketplace

David Shore, Ph.D.

It's About Health Purpose, Not Health Policy:
Preparing for the Opportunities Ahead

Bruce Clark, D.P.H.

ounder of A ve & IPG

A PMRG

PHARMACEUTICA, MAR]

Agenda and Registration information available at www.pmrg.org.
Early-bird registration ends September 23, 2011.
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DIGITAL EDITION — BONUS CONTENT

Nadine MCGOWAN

A PATIENT VOICE

ringing the patients’ voice to life has al-

ways and continues to be Nadine Mc-
Gowan’s priority as a leader in the DTP in-
dustry. At the beginning of her career, she
worked tirelessly as a patient marketer in
biotech companies and was instrumental in
working with her teams to create platforms
that successfully spoke to the patient experi-
ence in a challenging regulatory environment.
Ms. McGowan'’s passion for the patient led her
to her current position as executive VP at The
Snow Companies, where the patient is the
heart and focus of the organization.

In her role, she brings integrity and pas-
sion to her work with leading pharmaceutical
and biotechnology companies in the imple-
mentation of patient ambassador programs
across a number of disease categories.

Ms. McGowan impresses those around her
with her ability to assess a disease category’s
needs and the brand's situation and come up
with a strategic solution that meets all parties’
objectives. Whether it’s launching a first-of-
its-kind phone-based mentor program to op-
timize treatment adherence, or an interactive
Web event targeted at acquiring new pre-
scriptions, she has a knack for maintaining a

Getting Personal with

NADINE MCGOWAN O

FAMILY: Husband, Peter; son, Declan, 2; daughter,
Keira, 1

HOBBIES: Yoga, hiking, snowboarding, and
snowshoeing

READING LIST: Just Kids by Patti Smith; Quiet
Leadership by David Rock

FAVORITE BOOK: The Fountainhead by Ayn Rand
FAVORITE MOVIE: The Departed

BUCKET LIST: Visit her grandmother’s homeland
of Armenia; hike the Presidential Trail,

White Mountains, N.H.; learn to ride a
motorcycle

FAVORITE SMARTPHONE APP: Facetime

TIME TRAVEL: Back to Cairo in the 1950s to see
firsthand how her mother grew up

strategic focus with clients, partner agencies,
and her Snow team members.

Her leadership abilities allow her to man-
age the conflicting priorities of the various
stakeholders in a way in that builds consensus,
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optimizes tactical outcomes, and ultimately
provides top-notch solutions for the brand
teams she services.

She inspires her colleagues with her work
ethic, foresight to identify potential problems,
and resolve to produce a great outcome
throughout difficult circumstances.

Many count Ms. McGowan as a mentor,
role model, and friend. @

Michael SIMONE . THINKING BIGGER

s executive VP at The

Snow  Companies,
Mike Simone helps his
clients to achieve their
goals by providing strate-
gic direction and innova-
tive ideas to reach patients
and deliver measurable re-
sults. He challenges his
colleagues to think bigger
and go the extra mile,
truly showing his leader-
ship and passion for the
industry. He oversees a
number of key projects in the United States
and globally in Europe and Asia.

Mr. Simone’s in-depth understanding of
people living with chronic conditions and the
challenges they face helps his team craft sto-
ries that both inspire and motivate action. He
has a keen sense of the emotion inherent in
each story. His ability to help his team tease
out that emotion, is second to none. Also, he’s
a master of brand messaging. He may not be
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a writer by trade, but that’s easy to forget
when he makes an artful suggestion for seam-
lessly weaving a tricky piece of brand messag-
ing into a story.

Colleagues respect and trust him and are
eager to learn from his experiences; his career
is full of successes and revolutionary ideas. His
voice permeates through the office, as he leads
many initiatives. Mr. Simone not only places
importance on the high-level projects he is
leading, but values the minute details of every
venture.

Mr. Simone is a role model and colleagues
say he exemplifies what it takes to thrive as a
leader and expertly manages multiple teams.

In addition to his commendable project
management skills, he has been on the front
lines for The Snow Companies, sharing the
patient ambassador model to positively influ-
ence as many disease communities as possible.
He consistently satisfies clients and peer agen-
cies, and does it in such a way that it leaves his
employees naturally following in his foot-
steps.

Getting Personal with

MICHAEL SIMONE o

FAMILY: Wife, Diana; son, Joey, 7; daughter, Jenna, 4

HOBBIES: Traveling, playing guitar, spending time
with his family

READING LIST: Decision Points by George Bush;
Captain Underpants and the Wrath of the
Wicked Wedgie Woman

FAVORITE BOOK: Of Mice and Men
FAVORITE MOVIE: Goodfellas

BUCKET LIST: Running for public office; taking a
world cruise; owning a boat; owning a summer
house on Cape Cod

FAVORITE SMARTPHONE APP: Angry Birds
MOST UNUSUAL PLACE VISITED: Pigeon Forge, Tenn.

LIFE LESSONS: Always be kind to the street
sweeper, because you never know when you
may need your street swept



Partnership Opportunities in Drug Development
A Strategic-LLvel Event on Emerging and Enabling Technologies

October 4 - 5, 201 1' Omni Parker House Hotel, Boston, MA

CHAIRED BY: KEYNOTE:

David H. Koch Institute Professor

h Global Drug Delivery Evaluator
MIT

B & Roche Partnering

CONFERENCE HIGHLIGHTS

Eli Lilly e Enlight Biosciences e GSK o J&J ¢ Kadmon e Merck
Novartis e Pfizer ¢ Ranbaxy ® Roche Partnering

Alcyone Lifesciences, Inc. e Aura Biosciences e Avaxia Biologics e Dicerna
NKT Therapeutics e Oncolix ¢ STC Biologics

Pfizer Global R&D
Alcyone Lifesciences, Inc. ¢ SR One Ltd. ¢ US CEEDD, GSK

Pharmidex

Collegium Pharmaceutical ® DUSA Pharmaceuticals, Inc. e EpiCept Corp.
New Haven Pharmaceuticals ¢ Omthera Pharmaceuticals

BD Medical - Pharmaceutical Systems
Cowen Group

1 - Small Molecule Delivery
2 - Biologics Delivery

Organized by: Media Partner:
THECconferenceroruM- Fuam"nlci
15% Discount
TO REGISTER OR FOR MORE INFORMATION, VISIT WWW.THECONFERENCEFORUM.ORG for PharmaVoice
OR CALL 646-350-2580 Readers with

Code PVPOD



