
CONFERENCE 
HIGHLIGHTS
Interactive panel discussions with 
AETNA, BLUE CROSS BLUE SHIELD OF 
MICHIGAN, ICARE AND INDEPENDENT 
CARE HEALTH PLAN, addressing best 
practices in value-based contracting to 
ensure success from initiation, execution, 
and evaluation.

Gain access to our PAYER ASSEMBLY 
FEATURING A TWO-PART PANEL 
discussing best practices between payer 
and pharma to create a succinct market 
access plan & best practices in Value-
Based Contracting to ensure success 

Industry leaders sharing case studies that 
go in depth on RISK ASSESSMENT and 
how to properly structure your VALUE-
BASED REIMBURSEMENT STRATEGY.

Joint sessions with 100+ CONFERENCE 
ATTENDEES INCLUDING THE 12TH 
PARTNERING WITH ACOS & IDNS 
SUMMIT with a dedicated THREE HOURS 
OF NETWORKING TIME throughout the 
two-day event.

October 29–30 
The L.A. Grand Hotel Downtown 

Los Angeles, CA

PAYER  
PARTNERSHIP

 FORUM

4TH

Kathy Carlson,  
Senior Director, Patient 
Value and Access, 
Oncology Products, 
TAKEDA

Colleen Murphey, 
Director of Provider 
Services, 
HEALTH PLAN OF 
SAN MATEO (HPSM)

CONFERENCE CO-CHAIRS

Paul Aitken Jr. MD, 
Senior Medical Director, 
AETNA

Laura Randa, 
VP, National Accounts, 
NOVARTIS

Brian McGarry, Market 
President, AETNA

Pritpal Virdee, Senior 
Vice President and Chief 
Operating Officer, Senior 
Health Services, BLUE 
CROSS BLUE SHIELD 
MICHIGAN 

Marwan Kanafani, 
Director of Operations, 
Healthcare Services,  
HEALTH PLAN OF SAN 
MATEO (HPSM)

Jeffrey Gold, Senior 
Vice President and 
Special Counsel,  
HEALTH ASSOCIATION 
OF NEW YORK STATE

Laura Kelly, Director, 
Market Access, BAYER

Linda Ellis, Chief 
Medical Officer,   
INDEPENDENT CARE 
HEALTH PLAN

Develop strategic partnerships by finding the 
balance between overcoming market access 
challenges and reducing healthcare costs

For More Information, Call  201 871 0474 or Visit  CLICK HERE

http://events.constantcontact.com/register/event?llr=7esc4ioab&oeidk=a07eflv0qnycfd0836d


Dear Colleague,
In an attempt to expand their portfolio and ensure new products will be reimbursed, pharma 
is concentrating on its engagement and relations with payers, finding common ground that is 
of interest between both parties can be a difficult one to come by. Developing market access, 
controlling market share, and pacing ahead of competitors are challenges that are faced when 
forming a partnership. It is imperative for those involved to distinguish these unique challenges 
and precisely create a strategy that meets the varying needs of the industry.

As the market continues to advance, success strategies include an in-depth patient access 
program, willingness to collaborate, pricing structures, and service support models. To eliminate 
confusion pharma and payers must be transparent and honest with each other as to the aspects of 
the partnership they deem valuable in order to further advance a partnership that can serve each 
organization.

The 4th Payer Partnership Forum continues to embrace its role as the premier event for life 
science, payer and health system professionals for balancing value and improving health outcomes 
that are beneficial for all parties involved. 

The expert-speaking faculty consists of key stakeholders from pharma and payers, which will be 
discussing
 > Maximizing value-based agreements with payers to positively impact health outcomes and

patient experiences
 > Optimizing real-world evidence to further advance decision-making and collaboration with

payers
 > Initiating prelaunch strategies to successfully implement a market access plan
 > Corroborating the different types of values that pharma and payers appreciate
 > Efficiently access data in real time for further collaboration to gain approval

…and more!

Gain valuable insight from industry experts to enhance your knowledge on the strengths and ways 
to overcome weaknesses this fall in Los Angeles!

Sincerely,
Michael Martinez
Conference Production Director, Payer Partnership Series
ExL Events, a Division of Questex, LLC

 VENUE INFORMATION

The L.A. Grand  
Hotel Downtown
333 S Figueroa St
Los Angeles, CA 90071

To make reservations, guests can call 
213-617-1133 and request the negotiated
rate for ExL’s October Events. Your may
also make reservations online using the
following web link: https://bit.ly/2uogRSh.
The group rate is available until October
8, 2018.  Please book your room early, as
rooms available at this rate are limited.

*ExL Events is not affiliated with Exhibition Housing 
Management (EHM)/Exhibitors Housing Services (EHS) 
or any third-party booking agencies, housing bureaus 
or travel companies.  ExL Events is affiliated with event 
company Questex, LLC. In the event that an outside 
party contacts you for any type of hotel or travel 
arrangements, please disregard these solicitations 
and kindly email us at info@exlevents.com.  ExL has 
not authorized these companies to contact you and 
we do not verify the legitimacy of the services or rates 

 ( Payer Strategy and Contracting
 ( Value-Based Reimbursement Strategies
 ( Payer and Channel Access
 ( Patient Services and Pricing
 ( Value-Based Payment Initiatives
 ( Payer Engagement and Collaboration
 ( Physician Alignment and Recruitment 

 ( Managed Care
 ( Patient Access
 ( Utilization Management
 ( Account Management
 ( Patient Support and Assistance
 ( HEOR 

This conference is also of interest to: 
 ( Data Management Solution Providers
 ( Population Health Management 

Organizations 
 ( Data Management Solution Providers
 ( Population Health Management 

Organizations

WHO SHOULD ATTEND  
This conference is designed for representatives from life science organizations, health systems 
and payers with responsibilities in the following areas:

SPONSORSHIP AND EXHIBITION OPPORTUNITIES 
Do you want to spread the word about your organization’s solutions and services to potential clients attending this event?  Take advantage 
of the opportunity to exhibit, underwrite an educational session, host a networking event or distribute promotional items to attendees.  
ExL Events will work closely with you to customize a package that will suit all of your needs.   

For More Information, Call  201 871 0474 or Visit  CLICK HERE

http://events.constantcontact.com/register/event?llr=7esc4ioab&oeidk=a07eflv0qnycfd0836d


8:00 Registration and Continental Breakfast

8:45 Co-Chairs’ Opening Remarks
Kathy Carlson, Senior Director, Patient Value and Access, Oncology Products, TAKEDA
Colleen Murphey, Director of Provider Services, HEALTH PLAN OF SAN MATEO (HPSM)

9:00 Case Study: Diagnostic Development to Medical Policy Coverage and Implementation
 > Collaboration History:  Lessons learned
 > Stakeholders, protocol, considerations:  Meridian view
 > Clinical Policy and Coverage criteria, Clinical benefits:  AETNA view
 > Dossier, Guiding principles and  Financial impact to system
 > Adoption and Education: Outreach

Paul Aitken Jr. MD, Senior Medical Director AETNA
Vanessa DePalma, VP, Business Strategy and Payer Markets, MERIDIAN BIOSCIENCE, INC

9:45 Find Mutual Purpose Between Manufacturer and Payer Based on Data Sharing
 > Establish the benefits and implications of manufacturers and managed care
 > Discover the behavior and perceptions that motivate both sides to a successful plan
 > Strategize actionable suggestions for better interaction and data sharing with payers

Laura Randa, VP, National Accounts, NOVARTIS

10:30 Networking Break 

MONDAY, OCTOBER 29, 2018 // AGENDA DAY ONE

During this two-part payer assembly, the expert speaking faculty will delve into objectives and discuss the challenges and successes of a 
succinct market access plan as well as determine the importance of value-based contracting from initiation, execution, and evaluation. With the 
opportunity to network with the audience from the 12th Partnering with ACOs and IDNs Summit, there will be an ample amount of networking time 
to broaden your perspective through the ideas of individuals with different yet unique needs when establishing a successful partnership.

11:00 Panel 1: Unify Payer-Pharma Objectives to Create One Succinct Market Access Plan  
Market entry can be difficult and time-consuming. During this panel discussion, our pristine faculty will uncover best practices when navigating through 
the obstacles to ensure the effective implementation of a well  thought-out market access plan. Communication plays an important role when developing 
methods where all teams involved can work collaboratively to establish a plan that will be able to respond as the market fluctuates. Speakers will touch upon 
many aspects of market access, including the significance that scenario planning  plays in determining which customers you need to approach.

 > Consider revamping the development and market of drugs to make market access planning an integral part of your organization
 > Balance clinical and economic value in product development and commercialization decisions
 > Integrate the payer perspective throughout the suite of decisions

Kathy Carlson, Senior Director, 
Patient Value and Access, 
Oncology Products, TAKEDA

Brian McGarry, Market 
President, AETNA

Pritpal Virdee, Senior Vice 
President/Chief Operating Officer 
at Senior Health Services, BLUE 
CROSS BLUE SHIELD MICHIGAN

Paul Aitken Jr. MD, Senior Medical 
Director, AETNA

12:00 Networking Lunch

12:45 Panel 2: Uncover the Best Practices in Value-Based Contracting to Ensure Success From Initiation, Execution, and Evaluation
As Accountable Care Organizations continue to grow, manufacturers must leverage the value of their products to ensure successful partnerships. Health 
plans have used value as a basis for payment for years with health systems. By following the model set forward by payers, manufactures will be able to 
apply the ideal methodology in creating value-based agreements to pharmaceutical payments. This panel will uncover Payers’ best practices in executing 
value-based agreements through the perspective of Accountable Care Organizations to deliver better outcomes and ensure payment is dependent upon 
product performance.

 > Define the essential elements that need to be in place for value-based contracts to be successful
 > Consider what kind of analytics that capabilities need to be present to track outcomes
 > Examine supportive activities that will enhance the likelihood of successful value-based contracts
 > Address issues of longer-term time frames when setting up the details of the contracts

Scott Hylla, Director; 
Health Systems-
Managed Markets, 
SUNOVION 
PHARMACEUTICALS

Michael Kaminsky, 
Director, Value-Based 
Care Strategy, AETNA

Suzanne Belinson, 
Executive Director, 
BLUE CROSS AND 
BLUE SHIELD 
ASSOCIATION 

Andre Berger, PhD., 
Director, CEO and 
Founder, NATIONAL 
ACO

Michael Ruiz, Vice 
President, Provider 
Relations, UCARE

Anthony Vespa, Executive 
Director, Southeast 
Michigan, ACCOUNTABLE 
CARE, INC

Executive Payer Assembly



5:30 HEALTHCARE TECHNOLOGY THINK TANK
As medical technology continues to evolve, there is a unique opportunity for value-based care provides to leverage these 
resources in order to reduce cost and collect positive results. This think tank discussion includes a panel discussion 
focused on the integration of technology into these health systems and how these systems aid in the development 
of these organizations. Additionally, this think tank will allow for life science organizations, ACOs, and IDNs to come 
together and share best practices and solutions to improve vendor care through the use of partnerships.

An enticing partnership that is attractive to an IDN/ACO could be based on technology. Through the usage, sharing, and 
streamlining the qualities of these technological advancements these partnerships can produce unique benefits for both 
parties.

These technologies that can advance healthcare and increase partnerships include:

 > Artificial Intelligence
 > Blockchain
 > Data Platforms
 > CRISPR
 > Digital Twin

This dinner panel is a unique opportunity to explore the technological possibilities of top ACO and IDN leaders in order 
to ensure you both thrive in the rapidly changing healthcare environment.

Moderator Panelists
Alan Gilbert, Chief Growth Officer, V3 
HEALTHCARE STRATEGY

Mike Barrett, Founder, CURA Health 
Management
Anthony Vespa, Executive Director, 
Southeast Michigan, ACCOUNTABLE 
CARE, INC.
Daniel Durand, ACO Medical Director 
and Director of ACO Operations, LIFE 
BRIDGE HEALTH

Nicole Bradberry, CEO and Founder, 
FLORIDA ASSOCIATION OF ACOS
Michael Lombard, Managing Director, 
KAISER PERMANENTE

MONDAY, OCTOBER 29, 2018 // HEALTHCARE TECHNOLOGY THINK 

TUESDAY, OCTOBER 30, 2018 // AGENDA DAY TWO

1:45 Networking Break

2:15 Determine the Significance Market Access Has on Decision-Making
 > Recognize the overall development of market access and what the future holds
 > Determine a robust market access strategy that caters to the challenges of a particular market
 > Gain insight to when access will be a prerequisite to be in the highest level of the pharmaceutical sector

Kathy Carlson, Senior Director, Patient Value and Access, Oncology Products, TAKEDA

3:00 Explore the Role of Insurance Companies in the Future State
 > Recognize the significant factors that played an important role that led to the confusion we have today
 > Navigate through the barriers we have today to successfully establish a partnership
 > Gain access to where the industry is heading within the next decade

Colleen Murphey, Director of Provider Services, HEALTH PLAN OF SAN MATEO (HPSM)
Marwan Kanafani, Director of Operations, Healthcare Services, HEALTH PLAN OF SAN MATEO (HPSM)

3:45 Establish a Willingness Among Stakeholders to Build Real Partnerships 
 > Recognize the importance of communication and trust as non-negotiable components
 > Figure out the shared pain, shared economic and facts that are also non-negotiable
 > Recognize the real challenge to the legacy health models from disruptive competitors who will ignore the limitations of fighting over the premium

dollar and will change patient flow
Jeffrey Gold, Senior Vice President and Special Counsel, HEALTH ASSOCIATION OF NEW YORK STATE

4:30 Describe a New Model of Personalized Drug Coverage’s That Moves From Treatment Focus to an Emphasis on Enhancing Health, 
Preventing Disease and Personalizing Care

 > Define what a personalized drug benefit would look like and how it would prevent disease progression
 > Describe what tools and data are needed to move towards personalized drug coverage
 > Outline why biopharma and medical device companies must invest in this personalized approach in order to survive

Jamie Partridge, Director, Global Scientific Affairs, ABBOTT

5:15 Day One Concludes

MONDAY, OCTOBER 29, 2018 // AGENDA DAY ONE

For More Information, Call  201 871 0474 or Visit  CLICK HERE

http://events.constantcontact.com/register/event?llr=7esc4ioab&oeidk=a07eflv0qnycfd0836d


8:00 Continental Breakfast 

9:00 Co-Chairs’ Recap of Day One
Kathy Carlson, Senior Director, Patient Value and Access, Oncology Products, TAKEDA
Colleen Murphey, Director of Provider Services, HEALTH PLAN OF SAN MATEO (HPSM)

9:15 CASE STUDY: Properly Structure Your Value-Based Reimbursement Strategy 
 > Discuss the risk assessment and other specific factors that may impact the landscape of your strategy 
 > Uncover best practices for deciding which value-based contact works best within your organization 
 > Define critical factors that must exist for successful implementation

Linda Ellis, Chief Medical Officer, INDEPENDENT CARE HEALTH PLAN

10:00 PANEL: Pace Ahead of the Competition With a Prelaunch Market Access Strategy to Ensure the Successful Implantation of a New Drug
 > Recognize the need for a well-developed strategy in order to provide necessary data to payers and regulators
 > Discuss the importance of developing value needs in terms of the size of the market, current treatments and cost of care to properly position your

product
 > Collaborate with payers to develop reasonable outcomes that work in the real world while recognizing patient needs

Moderator:
Vanessa DePalma, VP, Business Strategy and Payer Markets, MERIDIAN BIOSCIENCE, INC
Panelists:
Paul Aitken Jr. MD, Senior Medical Director, AETNA
Chris Boneham, Executive Director, Managed Markets, ARALEZ PHARMACEUTICALS
Laura Kelly, Director, Market Access, BAYER
Lou Savant, Director, Market Access and Reimbursement, OSIRIS THERAPEUTICS, INC.

10:45 Networking Break

11:15 Appreciate Pharma/Payer Trends That Offer Optimal, Impactful Communication Tactics
 > Understand development costs and physician, patient and clinical decision making when approaching the marketplace (including precision medicine)
 > Examine the rising cost of specialty products due to innovation, aging and expanding marketplaces and societal decision-making
 > Discuss innovative strategies that can analyze and predict patient behavior and improve outcomes
 > Leverage technology to tailor engagement, assess patient adherence and drive better outcomes

Susan Malecha, U.S. Medical Affairs, GENENTECH

12:00 Networking Lunch

1:00 Explain the Needs for Payers and Understanding Value Assessment Framework 
 > Explore the number of different value frameworks in the U.S. and compare them to those in Europe
 > Discuss the evidence used in value assessments
 > Uncover best practices and the positive impact it will have in the long run

Anita Burrell, Adjunct Professor, RUTGERS UNIVERSITY

1:45 Use Real-World Evidence (RWE) to Enhance Payer Decision-Making and Collaboration
 > Outline definitions of value and real world evidence from the payer perspective
 > Review current challenges and RWE needs by stakeholder
 > Assess key steps manufacturers and payers can take to partner on real world evidence

Deb Profant, Ph.D., Associate Director Managed Care, JAZZ PHARMACEUTICALS

2:30 Enhance Value With Positive Collaborations Between Health Plan, PBM, and Pharmacy  
 > Evaluate direct access as a means to improve engagement in healthcare
 > Recognize how health plans and PBMs can work together to create a platform to enhance communication
 > Determine the effective values each organization holds true to effectively implement a collaboration strategy

Kevin Halteman, Digital Strategy and Communications Lead, KAISER PERMANENTE

3:15 Co-Chairs’ Closing Remarks
Kathy Carlson, Senior Director, Patient Value and Access, Oncology Products, TAKEDA
Colleen Murphey, Director of Provider Services, HEALTH PLAN OF SAN MATEO (HPSM)

3:30 Conference Concludes

TUESDAY, OCTOBER 30, 2018 // AGENDA DAY TWO

“Excellent!  I appreciate the real world examples and perspective from the pharmacy director of a safety net plan.  
HCV case study was great.” —Director, Managed Care, AMBER PHARMACY

“Very focused presentations.  Good results and practically focused on strategies and tactics to tackle part of the 
healthcare system.” —Regional Director of Managed Care, UNIVERSAL HEALTH SERVICES

For More Information, Call  201 871 0474 or Visit  CLICK HERE

http://events.constantcontact.com/register/event?llr=7esc4ioab&oeidk=a07eflv0qnycfd0836d


EB
Early Bird

SP
Standard

OS
Onsite

Life Science/Service Providers — Conference and Healthcare Executive Think Tank $2,295 $2,495 $2,595

Life Science/Service Providers — Conference Only $1,895 $2,095 $2,195

Payer and Health System Professionals — Conference and Healthcare Executive Think Tank $1,195 $1,395 $1,595

Payer and Health System Professionals — Conference Only $1,095 $1,295 $1,495

REGISTRATION FEES
EARLY BIRD PRICING ENDS FRIDAY, SEPTEMBER 21, 2018

 REGISTRATION INFORMATION

TERMS AND CONDITIONS: By registering for an ExL Events (“ExL”) event, you agree to the following set 
of terms and conditions listed below:

REGISTRATION FEE: The fee includes the conference‚ all program materials‚ and designated continental 
breakfasts‚ lunches and refreshments.

PAYMENT: Make checks payable to ExL Events and write 793118 on your check. You may also use Visa, 
MasterCard, Discover or American Express. Payments must be received in full by the conference date. 
Any discount applied cannot be combined with any other offer and must be paid in full at the time of 
order. Parties must be employed by the same organization and register simultaneously to realize group 
discount pricing options.

**Please Note: There will be an administrative charge of $300 to substitute, exchange and/or replace 
attendance badges with a colleague within five business days of any ExL conference.**

CANCELLATION AND REFUND POLICY: If you cancel your registration for an upcoming ExL event, the 
following policies apply, derived from the Start Date of the event:
•  Four weeks or more: A full refund (minus a $295 processing fee) or a voucher to another ExL event 

valid for 12 months from the voucher issue date.
•  Less than four weeks: A voucher to another ExL event valid for 12 months from the

voucher issue date.
•  Five days or less: A voucher (minus a $395 processing and documentation fee) to another 

ExL event valid for 12 months from the voucher issue date.
To receive a refund or voucher, please email cancel@exlevents.com or fax your request to 
253 663 7224.

CREDIT VOUCHERS: Credit vouchers are valid for 12 months from date of issue. Credit vouchers are 
valid toward one (1) ExL event of equal or lesser value. If the full amount of said voucher is not used at 
time of registration, any remaining balance is not applicable now or in the future. Once a credit voucher 
has been applied toward a future event, changes cannot be made. In the event of cancellation on the 
attendees’ behalf, the credit voucher will no longer be valid.

ExL Events does not and is not obligated to provide a credit voucher to registered attendee(s) who 
do not attend the event they registered for unless written notice of intent to cancel is received and 
confirmed prior to the commencement of the event.

SUBSTITUTION CHARGES: There will be an administrative charge of $300 to substitute, exchange and/
or replace attendee badges with a colleague occurring within five business days of the conference. 

ExL Events reserves the right to cancel any conference it deems necessary and will not be responsible 
for airfare‚ hotel or any other expenses incurred by registrants.

ExL Events’ liability is limited to the conference registration fee in the event of a cancellation and does 
not include changes in program date‚ content‚ speakers and/or venue.

*The opinions of ExL’s conference speakers do not necessarily reflect those of the companies they 
represent, nor ExL Events.

Please Note: Speakers and agenda are subject to change without notice. In the event of a speaker 
cancellation, significant effort to find a suitable replacement will be made. The content in ExL slide 
presentations, including news, data, advertisements and other information, is provided by ExL’s 
designated speakers and is designed for informational purposes for its attendees. It is NOT INTENDED 
for purposes of copywriting or redistribution to other outlets without the express written permission of 
ExL’s designated speaking parties. Neither ExL nor its content providers and/or speakers and attendees 
shall be liable for any errors, inaccuracies or delays in content, or for any actions taken in reliance 
thereon. EXL EVENTS EXPRESSLY DISCLAIMS ALL WARRANTIES, EXPRESSED OR IMPLIED, AS TO THE 
ACCURACY OF ANY CONTENT PROVIDED, OR AS TO THE FITNESS OF THE INFORMATION FOR ANY 
PURPOSE. Although ExL makes reasonable efforts to obtain reliable content from third parties, ExL 
does not guarantee the accuracy of, or endorse the views or opinions given by any third-party content 
provider. ExL presentations may point to other websites that may be of interest to you, however ExL 
does not endorse or take responsibility for the content on such other sites.

SAVE 25% PER PERSON WHEN REGISTERING FOUR  
For every three simultaneous registrations from your company, you will receive a 
fourth complimentary registration to the program (must register four at one time).  
This is a savings of 25% per person.  

MEDIA PARTNERS 

SAVE 15% PER PERSON WHEN REGISTERING THREE 
Can only send three?  You can still save 15% off of every registration.

Offers may not be combined. Early Bird rates do not apply. To find out more about 
how you can take advantage of these group discounts, please call 201 871 0474.  

Do you have a question or comment that you would like addressed at this event? 
Would you like to get involved as a speaker or discussion leader? Please contact 
Conference Production Director Michael Martinez at mmartinez@exlevents.com.


GROUP 

DISCOUNT 
PROGRAM

QUESTIONS?  
COMMENTS? 


WAYS TO  

REGISTER 

* To qualify for the Payer and Health System Professionals price points, you must register 
under a payer that ensures patients or a health system that treats patients.

For More Information, Call  201 871 0474 or Visit  CLICK HERE

   +1 201 871 0474
  CLICK HERE

@ register@pmaconference.com 
 253 663 7224 

 PMA ConferenceManagement 
POB 2303
Falls Church VA 22042

http://events.constantcontact.com/register/event?llr=7esc4ioab&oeidk=a07eflv0qnycfd0836d
http://events.constantcontact.com/register/event?llr=7esc4ioab&oeidk=a07eflv0qnycfd0836d



