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Drug Channelsthe Leading Resource forore than
18,000 Professionala the Pharmaceutical Industry

Since2006,DrugChanneIsha_sbeen helping our thousands Qf r_ead_e @) DRUG CHANNELS £
make sense of pharmaceutical economics and the drug distributic _
system. We deliver timely analysis and provocatnighly regarded
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DrugChannels is the leading source for insight on
A Pharmacy economics and prescription profits
A Pharmaceutical reimbursement e — =
A Business strategies of key market participants SR S .| N——

nd(Eo of Prime Therapeutic tldme Th PBMb iness model

A Industry evolution and trends R e T e
A The fastgrowing specialty drug market | |
A Healthcare reform and policy ' : i

ic Alliance; Includes Retail Conference
A Legal aspects of the pharmaceutical supply chain

OUR INDUSTRY REPORTS

I Specialty Assist " March 6-8, 2017
Orlando, FL

Drug Channels was created and is written by Adam J. Fein, Ph.D., president of Pembroke Consulting, Inc., and CEO c
| KIyySta LyaldAagdziSe 5N CSAYy Aad 2yS 2F (KS O2dzy (i NB Q&
distribution systemDr. Fein excels at unlocking and explaining complex business and economic issues with humor and
accessible, straightforward style, making Drug Channels a popular and authoritative destination for both industry inside
and outsiders.
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Reach Top Decisidvlakers Acrosthe Industry

DrugChannels attracts a large, unique, diverse audience throughout the pharmaceutical and healthcare industrie
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Our Subscribers P r Indastriey, January 2017 Subscriber Job Titles Include:

Pharmaceutical Manufacturer I 229 A CEO

A COO
Retail, Mail, or Specialty Pharma 16% A President
A Executive Vice President
Pharmaceutical Wholesaler or Distribut ; 16% A Senior Vice PresidentGlobal Generics

A Vice President

A Vice President of Clinical Services
A Pharmacy Strategy Director

A Global Director

A Senior Director; National Accounts
A Director of Market Intelligence

A Director of Pharmacy Services

A Director of National Accounts

A Director of Retail Stores

Other [ 7% A Senior Healthcarénalyst

Pharmacy Benefit Manager, Health Pla
Insurer, or Plan Sponsor

Hospital, Physician Practice, or Oth
Healthcare Provider

* A Ot her GPO,RPSAOUBIYENG Group, or Other Association; Academic or Educational Institution; Industry
Association; Media. Figures exclude subscribers with unknown or undisclosed industry affiliations.
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m DRUG CHANNELS "When Drug Channels shows up in my cluttered inbox,

: : : make sure to click 'read more' and prepare to get
| Expert Insights on Pharmaceutical Economics : - ]
and the Drug Distribution System informedH@Director,PBM National Accounts
Genentech

More Pharmaceutical Industry Leaders
Turn to Drug Channels for Insight and Analysis Every Yea

Drug Channel8Vebsite Traffic*

2016 Averagdlonthly Page Views/1,950

2016 Averag®lonthly UniqueVisits 46,476 LU (sl Dl el navs

been cited in:

——Unique Visits -=-Page Views AThe WallStreetJournal
1,000,000 AThe New York Times

AThe Washington Post
ALos Angeles Times

750,000 /. AChicago Tribune
/\/ ANational Public Radio

AForbes

500,000 — iFortune

/././/:/,_/ ABloomberg Business Week

AKaiser Health News

250,000 APharmaceutical Executive
ADrug Benefit News

0 | | | | | | | | | ADrug Store News

2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 Academigesearchpapers
AANnd many more!

* Traffic by Statcounter.com for www.DrugChannels.net.
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Drug Channels Subscribers Are Highly Engaged

Your message will reach an audience that regularly opens, clicks, forwards and sharesObarmelsontent We
reach an engaged, loyal and growing audience of more than 18,000 readers across email, RSS and social medic
platforms. Drugs Channels has an engagement rate of more than twice that of the average media platform.

Annual Year-over-Year Growth in Email Subscribers?
Consistent double-digit annual growth in email subscribers!

70% More than 18,000ndustryleaders connect with Drug
Channels on divergglatforms?

55%

48% g Emailsent2-3x per weeko 13,500+opt-in subscribers

39%
33% : o
0 31% o5 30% @DrugChannelss updateddaily with curated news and
’ shared withnearly4,200Twitter followers
All posts aresharedwith Dr. C S A3y1QG@+LinkedIn
followers

2010 2011 2012 2013 2014 2015 2016 2017

1. Growthrate from January to January
2. All figures as of Juid®, 2017
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and the Drug Distribution System Pharmacoeconomics and Health Outcomes, School of

Pharmacy, Virginia Commonwealth University

Banner Advertlsmg

@ DRUG CHANNELS

SPONSORS

Il remizor Banner ads allow our sponsors to promote

PAP ()| 7 NI 3 specific campaign, event or publication.
=asd i Conference

18" Annual Patient

Assistance & Access March 6-8, 2017

Programs

Orfando, FL Banner ads appear on every Drug

Channels page and cannot be blocked by &

browser addin. These ads can point to any

PCMA B usiness link the sponsor chooses.
Forum

The 14:/1 Annval

March8 &9

Partnering
with IDNs

BioPharma
Strategy Summil

March 1-2, 20
Scottsdale, AZ

Rates

February 27-28, 2017
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Pleasecontact the publishefor information on
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D R U G C H A N N E |_ S events for many years. We have always seen great

Expert Insights on Pharmaceutical Economics traffic and traction from our partnership. Drug
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Manager, Institute for International Research

Sponsored Event Posts

MONDAY, JANUARY 23, 2017

PAP 2017 - CBI's 18th Annual Patient Assistance &
Access Programs

‘ Our website serveas a platform to
share youmessagavith anelite group
of targeted readers.

MONDAY, JANUARY 09, 2017

PAP 2017 - CBI's 18th Annual Patient Assistance !

March 15-17, 2017 | Baltimore, MD 14th Annual World Health Care Congress
CBI's PAP Summit continues the tradition of un 5 4¢h Annual world Health Care Congress
co-pay foundations, non-profits, free dinics, advoc April 30 - May 3, 2017 | Washington, DC The I4th Annual

hospitals and more to analyze the legalities, intric:
practices for these vital programs at a time of unp
pricing pressures, politics, regulatory scrutiny and
converge, now is the time to gather, discuss and |

Use Sponsored Event Posts to announce
upcoming industry events and
conferences. Your post will be included
AY Ly SYFAf G2 5NXz3
and growing audience. These posts

must be 400 words or fewer.

Don't forget to reserve your seat at the table with Health Plan and
Payer decision makers at the 14th Annual World Health Care
Congress taking place April 30-May 3, 2017 in Washington, DC.

2017 Program Highlights Include: Early rates end January 12, 2017. Use promo code PC200 for an
Marketplace trends impacting patient access, additional $200 savings off the early rates.*

The prospect of Obamacare reversal and wha
Emerging market-based and political initiativ

.
.
.
« New waves of patients and evolving models ¢
.
.
.

The updated agenda is now available to download.

DON'T MISS THESE FEATURED SESSIONS!

« KEYNOTE: A Productive Conversation: Cross-Sector Initiatives to Find Affordability in

Drug Pricing

= Discuss Innovative Business Strategies Essential to Excel in a Volatile Marketplace
Pragmatic Approaches to Succeed at Value-Based Payment and Care

= Technology and Innovation - Paving a Path t Develop Internal Competencies, Best Practices, and Infrastructure to Improve

« Affordability and Access - Streamlining Finan Population Health and Manage High-Cost Areas

« Legal and Compliance - Oversight and Fram¢ Measure the Impact of Ambulatory Nursing in a Value-Oriented Health Care System
For mere information, please downlead the compl Streamline Data Sharing and Use Predictive Modeling to Prevent Complex [ssues and
Drug Channels readers will save $400 off of the st Improve Behavioral Care Delivery
discount code FDH399.* Assume Higher Risks for Greater Rewards in a Next Generation ACO

Assess Opportunities and Challenges in MACRA to Determine the Most Suitable
*Cannot be combined with other offers or used to Models for Invelvement

combined with special category rate or non-profit

Trends and insights in co-pay program assist

Program best practices to optimize the patier

Advocate and manufacturer relations to enha
Plus - Choose from Three Content Streams:

Drug/ K I y ¥iverageique Open Rateor
Sponsored Posts emails in 20188:7%
(more than double thendustryaverage*)

« Case Study: Develop a Bundle and Define an Episode of Care for Oncology
Who will be there? Click here to view a sample list of your colleagues who have already
The content of Sponsored Posts does not necessarily reflect  Teserved their seat.
Channels, or any of its employees.
Complete your registration before January 12, 2017 using promo code PC200 for an
— additional $200 savings.* For an immediate reservation, call +1 781-939-2400 or reserve

online.

Rates

Pleasecontact the publishefor information on
advertising.

World Congress looks forward to seeing you in DC.

*Discount not available on Government, workshop only or webcast rates. May not be
combined with any other offer.

The content of Sponsored Posts does not necessarily reflect the views of Pembroke Consulting, Inc., Drug

Channels, or any of its employees.

* Unique Open Rate is the percentage of subscribers who opened an email. It does not include duplicate opens from the same subscriber.
Average Publlshmg industry unique open rate = 13.4% (Source: Constant Contact, December 2016)
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Sponsored Guest Posts

FRIDAY, APRIL 07, 2017

Health Systems Disrupt the Specialty Pharmacy Market
to Improve Patient Care

Today's guest post comes from Vizient™ University Health
System Consortium, the nation's largest network of
academic medical centers (AMCs) who collaborate to

vizient.

exchange and advance knowledne. Vizient is the nation’s

largest healthcare perfor

The five authors of this z
leaders and participants
Committee.

The authors argue that ¢
advantages to hospitals,
organ transplant and he

Read on for their interes

Health Systems Disru
By:
* Scott Canfield, Clinical
Hopkins Home Care Gr
* Tara Feller, Health-Sys
Resident, The Johns He
« Andy Pulvermacher, Sp
University of Wisconsin
* Kyle Skiermont, Chief
Pharmacy Services
* Mathan Thompson, Sen
Pharmacy Services, Jof
As health care payment
realizing that the quality
well-being of the patient
important than in patien
commonly-cited five pen
expenditures.

FRIDAY, MAY 12, 2017

Three Misconceptions about Channel Strategy

Today's guest post comes from AmerisourceBergen
executives Donna Gilbert, Vice President Specialty and
Branded Strategic Accounts, Global Sourcing and
Manufacturer Belations, and Akin Odutola, Senior Vice
President, Specialty and Branded Product Access, Global
Sourcing and Manufacturing Relations.

R)
AmerisourceBergen'

Donna and Akin discuss how a manufacturer’s channel strategies affect product access and
commercial success. Click here to download Changing Channels, a complimentary ebook
from AmerisourceBergen.

Read on for their insights.

Three Misconceptions about Channel Strateagy
By Donna Gilbert and Akin Odutola

The pharmaceutical pipeline shows a shift in emphasis toward specialty
products. As manufacturers bring more specialty products to market, they
must understand how channel strategy affects product access. The right
channel strategy can mean the difference between a successful product
launch and failure to meet forecasts.

It's important that any brand team speak with channel stakeholders who
are experienced in delivering the right product to the right patients. The
insights gleaned from these conversations will help a manufacturer
evaluate their channel strategy and ultimately understand common
distribution and customer channel misconceptions.

To learn more about channel strategy and its impact on proeduct access
and commercial success, download our ebook, Changing Channels.

AYy@Saia2NaR® L
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Sponsored Guest Posts are bylined articles
that allow sponsors to deliver a thought
leadership message directly to Drug
Channels readers.

These posts are especially valuable for
launching new products and services
because you communicate unfiltered
messages to our community. Upon
request, we can work with you to edit
posts for clarity and quality. These posts
must be 800 words or fewer.

Rates

Pleasecontact the publishefor information on
advertising.
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