


MEETINGS 2009

- Tuesday 28th April 2009 - Whittlebury Hall Hotel and Spa
Including an informal networking dinner on Monday 27th April

- Tuesday 14th July - Menzies Welcome, Stratford upon Avon
Including an informal networking dinner on Monday 13th July

Join a wide range of your senior sales colleagues for an informative day of presentations, discussions
and debate at the February 2009 meeting of the Pharmaceutical Sales Managers Group.

Topics For 2009

Below are details of some of the topics and speakers for Spring and Summer 2009

Personal Taxation

Tim Smith, Tax partner, Baker Tilly

Tim'’s session will provide an overview of the tax issues facing sales managers and directors. This will include personal taxation of
earnings, bonuses, expense payments and benefits, claim deductions for allowable expenses and other relevant tax issues.

Working with the NHS

Christine O’Connor, Chief Executive, Catch On Group

Christine has spent 28 years working in both the pharmaceutical industry and the NHS, the last 17 years of these with a specialist
interest in NHS reform and management change. Her work focuses within her own organisations on change management, leadership,
system redefinition and delivery. She works extensively with primary care organisations and practice based commissioning consortia in
areas such as commissioning practice and infrastructure development.

Heather Simmonds Director of the prescription medicines cod of Practice Authority (PMCPA)
Heather chairs the Code of practice Panel, which considers complaints submitted under the Code in the first instance, and is
responsible for the overall running of the organisation. Heather also works with IFPMA and EFPIA in relation to the codes of practice.

Body Language and Leadership

A look at how to optimise performance in a stressful world to help you to produce more for less.

Sales Forecasting & Targeting

Julian Ashley, Managing Partner, Jenzyme Consulting Associates

“Don’t the sales force always complain about the fact that your targets always penalise people who have done particularly well the
previous year?!” Julian will be discussing various alternative methods of realistically forecasting national sales, and then setting fair and
equitable territory sales targets.

Appropriate Incentive Programmes
To give delegates some new ideas, George, will be discussing the latest different types of salesforce incentive programmes and the pros
and cons of each.

Developing Effective Salespeople

Remap - salesforce performance management company

It is accepted that salespeople need three essential attributes to be successful; Skills, Knowledge and Emational Resilience (robust attitude).
30 years of research proves that without emaotional resilience salespeople will fail to use their skills and knowledge effectively. Salespeople
without high emotional resilience divert energy into avoiding certain sales tasks, activities and opportunities simply because they feel
uncomfortable. So why not learn more about emotional resilience and how you can develop an even more productive salesteam.

( For more details please visit www.psmg.co.uk])

,

Membership is on an annual basis (Jan to Dec) and costs just £500 for

attendance at all 4 meetings.For more information, or to book your space,
contact the PSMG Secretary on 07748 316697 or secretary@psmg.info.
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