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Must-Have Marketing Skills

s ‘“Strategic Marketing BASIC” Seminar

Top marketers need to first master the basics and then apply them in their
day-to-day work.

Participants begin this program with an online learning module even before
arriving at the group seminar. This allows them to engage more deeply with
the learning content at the actual seminar and participate proactively in
exciting discussions with other participants from various companies in the
healthcare industry.

This is a practical program developed with our vast industry experience.
Over the past several years several hundred participants have already joined
and recommended it to others. Fill in your application today!

B This course is for:

P Those who have just moved from the field or other responsibilities to marketing or sales planning departments
P Staff in sales planning / promotion, clinical development, and medical sections that collaborate with Marketing
P Junior brand marketers

P Those in related areas who require a solid basic overview of medical marketing strategy

= About the Seminar

Basics of Medical Marketing

See how to create PEST, SWOT, KSF’s, and action plans as part of a comprehensive flow, not as stand-alone pieces. Participants
will deepen their understanding of basic themes and recent changes such as in regulations around HCP promotions, increasing
focus on patients, etc. This seminar will help participants reach a higher level of marketing capability by understanding and
applying the logical process behind the basics of marketing, instead of just doing it in their own way.

Accelerate learning with pre-study online material

Participants will be required to pre-study online. This will lead to an active discussion at the actual seminar and deeper learning.

Hypothetical Case Study—Easy to apply to actual product

The seminar includes a heavy focus on group work using a “hypothetical” pharma case study. Themes addressed in the case
study include: generic penetration, differences in competitive products’ indications, guidelines, proper usage vs. off-label, etc.
The case feels very real and allows participants to immediately apply their learning to their products back in the office.

Action learning boosts understanding & memory

3Rock programs are more than textbook learning. Participants build a deep understanding through group work with peers from
different companies and standpoints in the healthcare medical industry. Sharing different approaches gets the teams thinking and
questioning their own “stock” approaches, bringing new understanding and building retention.

Clear, applicable advice that only 3Rock can provide

3Rock does business with 18 of the 20 top pharmaceutical companies in Japan, which allows usa wide range of experience from
which to provide suitable feedback to participants.
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= Seminar Content and Flow

_,— From our website or by fax.

— An individual ID is issued for pre-learning activities 2weeks before the
Seminar. Please use the ID to access our e-learning site.

Application

)

BUIWSS [enjoe
210J8( SYMZ

e-learning —— Seminar will be held at a specified venue.

@ Strategic Medical Marketing Process

This seminar provides an overview of the strategic marketing process in Medical, including situational
analysis, identification of key issues, strategy formulation, implementation, and monitoring. We will
explore the concepts and tools used in each stage (3C’s, Patient Flow, PEST, SWOT, Segmentation,
Targeting, Positioning, 4P’s, KPI's) to understand their meaning and purpose. We will briefly explore
Actual the main trends and keywords affecting the industry.

Seminar

@ SWOT & Key Issues for Medical

This session focuses on improving the quality of participants’ yearly SWOT analysis exercise through
better understanding of the tool’s meaning, role, usage, and application. We will focus on how to
express the content discovered in situational analysis, which items to include, how to prioritize those
items, how to logically move from a completed SWOT to identifying key brand issues, and how to
formulate those issues into a basis for brand strategy.

< Jeuiwas Aepg-L > C

© Medical Brand Positioning Statements

Without a short and clear summary of the strategy created through SWOT analysis, key brand
messages won’t reach Medical MR’s on the front lines. Who is the target? What product benefits
should be emphasized? What differentiates our product from others? What Doctor and Patient needs
do we fully address? This seminar will address the importance of having a simple, logical and
powerful positioning statement, and help participants understand how to build one.

= What Past Participants Say

E The whole seminar was designed from a pharma standpoint, and the case examples were easy to grasp.
It deepened my understanding of importance and structure of the overall marketing framework.

E The course made me realize that our strategic challenge is to grasp unmet needs more clearly in order to improve our competitive
position.

a The facilitator’s passion and sense of humor made it very easy to listen to.
Great participant involvement—I really enjoyed it!

Facilitator Jeffrey B. Schnack President, 3Rock KK

Jeff began his career with a boutique consulting firm focusing on business development in new overseas markets. He then launched the Japan
subsidiary of a German manufacturer, and then led the first overseas subsidiary of the East Japan Railways Group, creating a new business in
the US that won a #2 ranking in the Nikkei Shimbun New Product of the Year competition. He now focuses on capabilities development for
commercial sales and marketing teams in the pharma and healthcare industry. He is well-known for applying innovative new ideas, including
cutting-edge simulation and other digital tools, to help his client organizations build capabilities that set them apart from the competition. He is
also a regular contributor to industry magazines such as Monthly Mix.His teaching credits include courses on Brand and Project Management in
the CUMOT program at the Tokyo University of Technology, and Technology Marketing at the Robert T. Huang Entrepreneurship Center of
Kyushu University. Recently he has spoken overseas at digital healthcare events “Medicine X” at Stanford University and “Doctors 2.0™ & You”
in Paris.Born the US state of lowa, Jeff is trilingual in Japanese, German, and English. He graduated top of his Executive MBA class at the
University of San Francisco. He also holds a Graduate Diploma in International Relations from the University of Vienna, which he attended on a
Fulbright Scholarship, and a BA with Phi Beta Kappa and magna cum laude honors from Amherst College.Jeff played basketball in college and a
bit with a semi-professional league in Europe. He currently enjoys getting outside of Tokyo to ski, camp, or climb mountains with his family.
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