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OPTIMER PHARMACEUTICALS

Minimize Calculation Variances Impacting Your Bottom Line

OPTIMIzE ACCURACY ANd ACCOUNTABILITY OVER THE ENTIRE PHARMACEUTICAL GTN 
PROCESS THROUGH INTERNAL GOVERNMENT ANd COMMERCIAL dEPARTMENTAL COLLABORATION

Sponsors

Accruals • Wholesaler Returns • New Product Launches • Managed Care • Chargebacks • Medicaid Liability

   Anticipate accounting changes from healthcare reform 
 in 2013 to minimize loss of valuable preparation time

   Facilitate an inter-department collaboration for  
a comprehensive approach to your calculations

   Develop a system of checks and balances for accounting 
and reporting to ensure accuracy across the board

   Benchmark GTN processes, systems and methodology best 
practices to determine your company’s strengths  
and weaknesses

EXTRA VALUE! In – depth Coverage in Key Areas: 
CHARgeBACKS 101—Retain revenue by understanding  
the complexities of the chargeback process
  Learn how chargebacks hit and when
  Discuss how to account for them in accruals and reserves
  Reconcile disputes and denials 

FoReCAStINg FoR MedICAId—Mitigate uncertainty by 
anticipating changing state and MCO processes

   Understand the impact of the AMP rule on accruals and GTN
  Overcome the challenge of delays and backlog in state invoices
  Streamline and update your process platform for all new data

IIR is registered with the National Association of State Boards of Accountancy (NASBA),  
as a sponsor of continuing professional education on the National Registry of CPE 
Sponsors. State boards of accountancy have final authority on the acceptance of individual 
courses for CPE credit. Complaints regarding registered sponsors may be addressed to the 
National Registry of CPE Sponsors. 150 Fourth Ave North, Ste 700, Nashville, TN, 37219.  
www.nasba.org

Accreditation
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9:00     Welcoming Remarks 
Marijo G. Bustos, Chargeback Supervisor,  
FRESENIUS KABI USA 

9:05 Chargebacks and Your Bottom Line 
 Pharmaceutical manufacturers relying on the distribution 

channel to sell product also rely on the data from their wholesaler 
partners. Market and profitability success cannot be determined 
until chargeback data is captured and analyzed. Answers to 
how data will be sent, when it will be sent, how discrepancies 
will be resolved and the ultimate value of the chargeback must 
be identified to present a clear financial picture. This session 
addresses the crucial questions: How does it hit and when?  
How do you account for them in your accruals and reserves? 

 Marijo G. Bustos, Chargeback Supervisor,  
FRESENIUS KABI USA

9:45 Understand the Relationship Between Chargebacks 
for Commercial vs. Government Pricing and 
Contracting departments 

 Chargebacks seem relatively simple and straightforward.  
Acquisition price to the wholesaler less contract price totals 
the chargeback dollars, but what are some of the nuances of 
chargebacks in different market segment? Do they ever overlap? 
Why is validation so important? During this workshop:
• Learn the importance of chargeback validation to avoid  

 million-dollar liabilities
• Understand the customer bases between commercial and 

government chargeback customers
• Understand how a customer may, in fact, be both a commercial 

and government contract customer and how to manage them
• Learn how class of trade schemas and policies should address 

commercial and government chargeback transactions
 Annamarie Lee, Associate Director, Government Reporting & 

Commercial Contract Compliance, 
UPSHER-SMITH LABORATORIES

10:30  Refreshment Break 

11:00 Overcome disputes and deductions by Your  
Wholesaler Partners 

 As companies continue to discount Wholesale Acquisition Costs 
(WAC), the volume of transactions resulting in chargebacks and 
related dollar value will increase. With manufacturers requesting 
data more frequently on inventory levels to stay on top of what 
is or isn’t on the shelf, disputes with the wholesaler often arise. 
Resolving these disputes and deductions to minimize loss can be 
a tricky process when positive relationships must be maintained. 
Linda Ewald, VP, Contracts & Chargebacks, 
AMERISOURCEBERGEN (invited)

11:45   Interactive discussion Covering  
Chargeback Complexities

 Receive guidance from your peers in this interactive panel 
discussion. No topic is off-limits. Attendees will receive surveys 
to submit their confidential questions to the workshop leads in 
advance of the meeting. 
Marijo G. Bustos, Chargeback Supervisor,  
FRESENIUS KABI USA
Annamarie Lee, Associate Director, Government Reporting & 
Commercial Contract Compliance,  
UPSHER-SMITH LABORATORIES 
Linda Ewald, VP, Contracts & Chargebacks,  
AMERISOURCEBERGEN (invited)

12:30 Luncheon for Workshop Participants

Day 1 – Monday, June 17, 2013             Workshop

Dear Colleague,

With belts tightening, the pharmaceutical and biotech industry is looking even more closely 
at what goes into Gross-to-Net calculations to ensure forecasts and liability accruals are 
as accurate as possible. Both commercial and government contracts must be managed with 

extreme care, as pharmaceutical products are moving through these channels in ever-increasing 
volumes and the revenue involved continues to grow. 

As you know, accurate forecasting and management of Gross-to-Net encompasses much more than 
simply measuring a trend or benchmarking against historical averages. GTN involves expertise 
in a number of areas for any product you’re managing, but those departments are often siloed. 
This lack of easy communication between departments could cause incorrect financial 
statements and risk audits. 

IIR’s Gross-to-Net Accounting Forum for Pharmaceutical Manufacturers aims to 
help break down these siloes, providing in-depth case studies and important GTN procedural 
information so that you optimize accuracy and accountability over the entire pharmaceutical 
GTN process. Government and commercial departmental collaboration is emphasized with 
content covering both aspects of GTN calculations. 

IIR’s GTN Accounting Forum brings branded and generic, large and small 
pharma and industry experts to an interactive and intimate setting to discuss 
common challenges around the GTN process. This unique gathering allows for 
idea exchange and knowledge share to position your company to minimize 
calculation variance impacting your bottom line by:  

  Properly Forecasting for New Product Launches to decrease Return Reserves

  Using Analytics Beyond Excel to More easily Pull together gtN data

  Forecasting Reserves Accurately and Collaborating to Minimize Risk of Audits

   Identifying and Anticipating Managed Care Rebates that Will Change Moving  
into 2014  

PLUS! In-depth coverage on Chargebacks and the Impacts of Healthcare 
Reform on Medicaid Liability to ensure you leave with the complete  
GTN perspective.

The conversation starts in Boston this June. Join us to take part, network with 
your peers and meet executives who will help you minimize inefficiencies in your 

calculations.

We look forward to meeting you.

         Heather King
              Program Director

          Gross-to-Net Accounting Forum

Who Attends?
CFOs, CAOs, Controllers, Analysts,  
Vice Presidents, Directors and Managers 
working in Finance, Accounting and 
Managed Markets responsible for the 
following:

  Gross-to-Net

  Pricing

  Accruals

  Auditing 

  Chargebacks

   Commercial or Government Contracting

  Pricing and Reimbursement

  Contract and Analytics

  Financial Reporting

Thanks to the Founding Advisory 
Board for its Expert Guidance
Corinne O’Brien 
Director, Team Leader, Managed Markets 
PFIzER

Beverly Temucin 
Finance Director and Lead, 
US Managed Markets 
MERCK

Jennifer Sharpe 
Director, Managed Markets Projects and 
Business Development 
PROFESSIONAL PROVIdER 
SERVICES

Thomas Reilly 
Executive Director, Finance 
NOVARTIS

Courtney Callihan 
Finance Director, Policy and Payer 
GLAXOSMITHKLINE

William Berry 
Head, Financial Decisions Support 
SANOFI-AVENTIS

8:00 Registration and Morning Coffee 

 CHARGEBACKS 101 
 The pharmaceutical chargeback/rebate process is a very simple concept that quickly becomes complicated. Evolving contracting strategies, 

data inconsistencies and communication challenges often result in a high risk of loss for the pharmaceutical company. The relationships between 
the manufacturer, wholesaler, GPO and end-user are all interconnected and very complex. This introduction to the chargeback/rebate process 
gives you an overview of this unique world and its impact on the pharmaceutical company’s financial reporting and health. 

Day 1 – Monday, June 17, 2013                          Main Conference
1:45 Reactive to Proactive: Anticipate Changes in Accounting 

due to Healthcare Reform in 2014
 2010 was a watershed year in healthcare and its impacts will 

continue to be felt throughout the decade. Medicaid expansion, 
state exchanges and the pharma fee have all influenced company 
financials significantly. What lessons did we learn in 2010 when 
it was implemented? How is the pharmaceutical industry taking 
those lessons and evolving their company’s financial strategies? 
For speaker updates, visit www.GrosstoNetForum.com 

Attend and earn CPe credits!  
Check our website for more information:  
www.grosstoNetForum.com/CPeCredits

P.S. 

1:30 Chaiman’s Opening Remarks
William Berry, Head, Financial Decisions Support,  
SANOFI-AVENTIS
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Day 2 – Tuesday, June 18, 2013                          Main Conference
8:30 Registration and Morning Coffee

9:00 Chairman’s Recap Day One

 INTENSIVE
9:10 Medicaid and Medicare: Healthcare Reform Impacts on 

Accruals and Liability
 Forecasting for Medicaid and Medicare Part D Coverage is a 

complex, even tricky process. With state invoices supposed to 
come in quarterly, it should be a straightforward procedure. But 
since the ACA, many states, as well as the MCOs they outsource 
to, have been severely delayed in their invoicing, leaving 
manufacturers to give their “best guess” and then true up later 
on. With rumblings that the AMP Final Rule will arrive in August, 
changes in calculations will have an enormous impact on GTN. 
This intensive session covers topics including:
• AMP Rule: Impact on accruals and GTN
• Legislation driving increased utilization
• Accruing for state invoices when they might not be forthcoming
• Medicare Part D Coverage: Forecasting for the donut hole
Beverly Temucin, Finance Director & Lead US Managed Markets, 
MERCK
John Shakow, Partner, FDA & Life Sciences,  
KING ANd SPALdING

Case 
Study

2:30 Benchmark Your Gross-to-Net Processes, Systems & 
Methodologies: Top 10 GTN Hot Topics

 Interactively benchmark your  Gross-to-Net process, system and 
methodology best practices with your industry peers and receive 
prize giveaways! Jennifer Sharpe leads you through a combination 
of a live, dynamic audience poll on 10 industry Hot Topics and 
presents case studies from her numerous GTN pharmaceutical 
clients and industry colleagues. This valuable benchmarking 
exercise focuses on GTN organization/process design, system 
implementation, contract analytics, performance monitoring, 
contract forecasting, accruals, SOP/SOX documentation and 
management reporting.
Jennifer Sharpe, Director, Managed Markets Projects 
and Business Development,  
PROFESSIONAL PROVIdER SERVICES

3:45 Networking Break

4:15 How Big Pharma Is Managing Gross-to-Net Processes
 The GTN Best Practices Industry Group was structured to assist 

the lifescience industry to formulate and share best business 
and technology practices around  Gross-to-Net forecasting 
and accounting. In this session, Richard Burcham, presents the 
latest GTN Industry Group best practices results, providing the 
attendees with excellent executional guidance to take home 
and add to their GTN strategies and processes. Richard will 
also enhance his presentation with a discussion of GTN best 
practices derived from several BPI GTN - Revenue Recognition 
engagements with world-class lifescience companies. 
Richard Burcham, President, BPI TECHNOLOGIES 

5:00 Gross-to-Net of a Pharma Manufacturer:  
A Comprehensive Overview of Budgeting, 
Planning, Accounting & Financial Controls

 After interactive sessions with your peers and best practice results 
from the GTN industry group, now hear a practical case study from 
big pharma. Novartis executives discuss:
• Budgeting and planning process of the deductions from 

Gross Sales to Net Sales
• Best methods to ensure proper revenue recognition
• Establishing a reliable control environment
Thomas Reilly, Executive Director, Finance, NOVARTIS 
Brett Nussbaum, Head, Revenue Deductions, NOVARTIS 

5:45 Forecasting for New Product Launches
 Every company looks forward to launching a new product and 

generating revenue. However, that anticipation also presents 
the expectation of potential hiccups. On the commercial side, 
landing new contracts with significant rebate structures could be 
a challenge, especially for a company launching its first product, 
which would have no experience to benchmark against. 

 This session discusses:
• Methods for forecasting  Gross-to-Net accruals incorporating 

contracts with potential partners in the marketplace including 
GPOs, distributors, end-providers

• Case study on Incyte’s process into forecasting for its first 
product launch

Thomas Gayer, Senior Director, Finance, INCYTE

6:30 Wine and Cheese Reception
7:30 Close of Day One

10:25  Overcome Hurdles to Accounting for Returns Liabilities
 Pharmaceutical manufacturers are challenged in anticipating how 

much product will funnel back as returns. Broader challenges 
such as matching of returns to sales periods, channel distribution 
of inventory, generic intrusion, product recalls, etc. further 
complicate the estimation of returns liability. This session 
discusses how companies overcome such hurdles to reasonably 
reserve for returns.
Faisal Khan, Finance Director, Rebates Analysis and Reporting, 
GLAXOSMITHKLINE   

11:10  Networking Break

11:40  Gross-to-Net Nirvana: Closing the Gap between 
Excel and ERP

 Many pharmaceutical manufacturers have learned the hard 
way that ERP systems cannot handle the complexity and data 
processing requirements necessary for challenging contract 
incentive payments. This leads to a disconnect between ERP 
financials and a complete Gross-to-Net view of a company’s 
performance. The fallback solution — the Excel spreadsheet — ― is 
prone to data corruption, lacks the requisite audit trail for proving 
compliance, and is difficult to maintain over time.

  This session examines:
• The complexities of rate calculations
• The role of historical data and contract terms for  

accurate accruing

• The strategic value analytics plays in completing 
the solution

• How to keep the details in sync with your financial 
ERP system

Jon Brier, Product Line Manager, Life Sciences, REVITAS
Pete Leddy, Product Line Manager, Analytics, REVITAS

 

12:15   Account for the Government Pricing and Contracting 
Impact on Gross-to-Net Calculations 

 As the largest healthcare provider to the American population, 
the US government has a significant impact on pharmaceutical 
company financials. With Medicaid expansion continuing into 
2014, this impact is only going to grow. Manufacturers must 
calculate prices for each product, along with the reimbursement 
rate on each prescription. These rebates make GTN calculations 
a time-consuming endeavor for finance divisions. This session 
addresses questions such as:
• How does government pricing and contracting affect GTN?
• What operational challenges in determining government 

pricing calculations arise that affect the overall 
GTN calculation?

Jennifer Norton, Senior Director,  
Pricing & Contract Administration - Managed Markets,  
VERTEX PHARMACEUTICALS, INC.

1:00 Networking Luncheon

2:00 Commercial Contracts and Gross-to-Net for 
Managed Care

 The management of Gross-to-Net continues to be challenging 
given the diverse array of line items and individual transactions 
that impact it. In addition, industry dynamics such as the 
introduction of new legislation, new channels of distribution and 
more complex contract structures will continue to present ongoing 
operational challenges. Because of these dynamics, one of the 
most challenging areas for accurate Gross-to-Net management 
is commercial managed care forecasting and accruals. 
Implementing a streamlined process that eliminates inefficiencies, 
mitigates risk and has appropriate controls is imperative. This 
session covers:

• Identifying and engaging with key cross functional  
business partners 

• Implementing the appropriate level of controls
• Process documentation
• Identifying non-value-add activities, inefficiencies and risk
Tara Brodo, Director, Contracts and Analytics,  
dAIICHI SANKYO
Mila Tartakovsky, Senior Manager, Financial Planning & Analysis, 
dAIICHI SANKYO

2:45 Process Evaluation for Small to Mid-Sized  
Pharmaceutical Companies

 Gross-to-Net calculations are not just for big pharma. While the 
larger organizations have a variety of people across several 
functions involved in the process, smaller companies make 
do with far fewer resources. In this session, leaders in smaller 
pharmaceutical companies address unique challenges inherent to 
companies their size and answer questions including:
• Who should be involved in estimating Gross-to-Net and to  

 what capacity? 
• How do I devise estimates when the company lacks a large 

number of products from which to draw analogs from?
• How do I estimate returns? 
Paul Troiano, Senior Director, Commercial Finance, 
OPTIMER PHARMACEUTICALS
Alberto Bonilla, Director, Commercial Finance,  
WARNER CHILCOTT 

3:30 GTN Calculation Challenges for Generic Manufacturers
 Some would say generic manufacturers have more challenges 

than their branded counterparts partly because they have more 
discounts to keep track of. This session identifies issues inherent 
in calculations for generic drugs including:
• Calculating chargebacks when the generic volume is so much 

larger (both in money and in quantity) than brand
• How to process returns and what type of lag to use
• Controlling billbacks and other indirect purchases
Jennifer Winterhalter, Vice President, Revenue Management, 
AMNEAL PHARMACEUTICALS
For additional panelists, visit www.GrosstoNetForum.com 

4:15 Close of Conference

Drive Collaboration with Your Team at the GTN Accounting Forum
In order to avoid incorrect financial statements and risk an audit, teamwork across departments is required. Maximize the return on your 
company’s investment while learning how to ensure forecasts and liability accruals are as accurate as possible.

Bring one peer (group of 2 in total) and 
receive 20% off standard and onsite pricing.

Bring two peers (group of 3 total) and 
receive 25% off standard and onsite pricing.

Bring three peers or more, call Millison Thenor 
at (646) 616-7423 to arrange special pricing.

20%

25%

more

Send More, Save More 

We are happy to work with you to enhance your team’s experience. For information on customized 
group packages & standard group discounts, call Millison Thenor at (646) 616-7423.

Teams Learn 
& SAve 

More

continued from page 4

continues on page 5
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September 9 – 11, 2013  
Chicago Marriott downtown Magnificent Mile

18th Annual Summit on the

Join the largest, longest running event for pharmaceutical 
manufacturers in government pricing, contracting and 
reimbursement. With over 500 branded and generic 
biopharmaceutical executives, state and federal government 
representatives and industry experts in attendance, the MDRP Summit is 
the place to be in public sector reimbursement. 

KEYNOTE: Michael Steele
Former Chair of the Republican National Committee 
MSNBC Political Analyst

dATES & VENUE
July 17-18, 2013
Hyatt Harbor Side
101 Harbor Side Drive
Boston, MA 
Tel: +617-568-1234  

  

HOTEL ACCOMMOdATIONS 
Attendees requiring guest room accommodations should call 
1-888-421-1442 and request the rate for IIR’s Gross-to-Net Accounting 
Forum to receive the group rate. The negotiated rate will be available 
until May 26, 2013. Cancellation of individual reservation or early 
departure less than 72 hours prior to the arrival, are subject to billing on 
all nights and will be charged to individual credit card.

TEAM BUILdING OPPORTUNITIES
It’s a fact – attendees of a conference walk away with the most value 
when they experience it with a peer– there is just too much information 
available for one person to capture it all. Therefore, no longer are group 
discount structures restricted only to those groups registering from 
the same company. We recognize and respect that colleagues and 
peers span companies, disciplines, communities and peer groups. As 
a result, we are pleased to offer the most cost effective pricing possible 
in order to accommodate and promote cross-company collaboration. 
We’re also aware of the need to send groups to multiple events and so, 
as long as they are within the IIR Pharmaceutical/Healthcare portfolio – 
we are pleased to extend a group discount that can be applied across 
different events.

20%
  Bring one peer (group of 2 in total) and receive 20% off 
standard and onsite pricing.

25%
   Bring two peers (group of 3 in total) and receive 25% off 
standard and onsite pricing.

more
  Bring three peers or more – Call Millison Thenor at 
(646) 616-7625.

*All registrations must take place at the same time for discount structures to apply

AddITIONAL dISCOUNT OPPORTUNITIES
•  I am from a company that is speaking at the event and qualify for 25% 

off the standard rate.
•  I am from a company that is sponsoring the event and qualify for 25% 

off the standard rate.
* All discounts are off the standard and onsite fees. No two discounts 
can be combined. Please note that early registration discounts may be 
a better value than some of the discount opportunities here, so please 
register today.

Call: 
(888) 670-8200

email: 
register@iirusa.com

Web: 
www.GrosstoNetForum.com

Registration and Venue

EASY WAYS 
TO REGISTER3

 By March 22, 2013 By April 19, 2013 By May 17, 2013 After May 17, 2013
Platinum Pass** $1,795 $1,895 $1,995 $2,195
gold Pass* $1,495 $1,595 $1,695 $1,895
** Platinum pass gives registrant access to main conference & workshop.
* Gold pass gives registrant access to the main conference only.

PAYMENT
Payment is due within 30 days of registering. If registering within 30 
days of the event, payment is due immediately. You may pay by check, 
VISA, MasterCard, Discover, Diner’s Club or American Express. Please 
make all checks payable to the “Institute for International Research, 
Inc.” and write the name of the delegate(s) and our reference number 
P1811 on the face of the check. Please send checks to: 
IIR NY, P.O. Box 4685, Boston, MA, 02241. If payment has not been 
received prior to registration the morning of the conference, a credit 
card hold will be required.

CANCELLATION POLICY
If you need to make any changes or have any questions, please feel 
free to contact us via email at register@iirusa.com. Cancellations must 
be in writing and must be received by IIR prior to 10 business days 
before the start of the event. Upon receipt of a timely cancellation 
notice, IIR will issue a credit voucher for the full amount of your 
payment, which may be applied towards registration fees at any 
future IIR event held within 6 months after issuance (the “Expiration 
Date”). All credit vouchers shall automatically expire on the Expiration 
Date and shall thereupon become void. In lieu of issuance of a credit 
voucher, at your request, IIR will issue a refund less a $795 processing 
fee per registration. Registrants are advised that no credit vouchers 
or refunds will be issued for cancellations received less than ten 
business days prior to start of the event, including cancellations due to 
weather or other causes beyond the Registrant’s control. IIR therefore 
recommends that registrants allow for unexpected delays in making 
travel plans. Substitutions are welcome at any time. If for any reason 
IIR decides to cancel this conference, IIR accepts no responsibility for 
covering airfare, hotel or other costs incurred by registrants, including 
delegates, sponsors, speakers and guests. All speakers and topics 
listed are confirmed as of press time. When substitutions must be 
made due to speaker cancellations, IIR makes every effort to find a 
replacement of equal caliber to present the scheduled topic. 

PRESS
Press permission must be obtained prior to the event and is dependent 
upon speakers’ approval. The press may not quote speakers or 
delegates unless they have obtained their approval in writing. For press 
inquiries please contact mshah@iirusa.com. 

    Any disabled individual desiring an auxiliary aid for this event 
should notify IIR at least 3 weeks prior to the event in writing or 
by faxing to (212) 661-6045.

INCORRECT MAILING INFORMATION
If you are receiving multiple mailings, have updated information or 
would like to be removed from our database, please contact us at 
(646) 895-7417. 

EVENT dOCUMENTATION ORdER
If you are unable to attend the program, or would simply like to order 
additional sets of documentation for your colleagues, they are available 
for $495 per set. The documentation is a compilation of the speaker 
presentations including overheads, power point presentations, articles 
and charts. The documentation is available online two weeks after the 
event takes place. Credit Card Payments Only.

P1811

Build Relationships with Decision Makers

Sponsors

IIR’s Gross-to-Net Accounting Forum for Pharmaceutical Manufacturers offers you extensive opportunities to 
showcase your experience, expertise and products in front of key decision makers in pharmaceutical finance.  
Don’t miss out on your chance to expand your client base and expand your network of industry contacts. Host a 
cocktail reception, a networking break, a breakfast or take advantage of a number of other tailored possibilities.

To learn about the different exhibit and sponsorship opportunities, please contact  
Sarah Scarry at sscarry@iirusa.com or call 646-895-7472.

Media Partners

SAVe tHe 
dAte

BPI is the fastest growing and leading provider of Revenue Management and Revenue Recognition (GTN) solutions, with over  
100 lifescience companies receiving business benefit from our applications. Our RM and GTN- G2 products provide out-of-the-
box functionality ranging from managing contracts, chargebacks and rebates, to the complexities of  Gross-to-Net forecasting 
and accounting. Our technology saves you time and money and quickly provides ROI.

Professional Provider Services, Inc. is dedicated to offering best practice expertise and solutions to the pharmaceutical 
managed markets industry. Our clients gain industry insight and confidence in their data, processes and systems. PPS delivers 
expertise, strategic vision and exceptional execution. We are the premier source for government, commercial and Gross-to-Net 
solutions through staff augmentation, outsourcing and consulting services.

Revitas, the leader in Enterprise Revenue Dynamics, delivers integrated solutions for contracts, pricing and compliance that 
drive higher profitability and lower risk. Revitas empowers companies to optimize contract performance by defining, managing 
and analyzing complex, multi-tier pricing incentives and enabling positive proof of compliance with commercial, financial and 
industry requirements. Powered by the secure, scalable and standards-based Flex platform, Revitas applications speed time 
to market and improve visibility across B2B relationships. Hundreds of organizations across the most highly regulated and 
challenging industries leverage Revitas’s integrated solutions to save money, make money and reduce risk.  
For details, visit www.revitasinc.com.

RegISteR At WWW.MedICAIddRugReBAteS.CoM | CALL (888) 670-8200 | MeNtIoN Code XP1811MdRP.
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Route to:
• Director of Finance
• Director of Managed Markets
• Director of Commercial Contracts

   Determine market and profitability success from chargeback data 

   Budget and plan for the deduction process from gross sales to net sales

   Collaborate effectively with market partners, including GPOs, distributors and end-providers

   Overcome the challenge of a complex process for accounting for returns liabilities

   Bridge the gap between government and commercial groups and their systems

June 17-18, 2013 | Hyatt Harbor Side | Boston, MA

www.GrosstoNetForum.com

GTN FORUM SPEAKERS HELP YOU dEVELOP OPERATIONAL STRATEGIES TO 
MINIMIzE CALCULATION VARIANCES IMPACTING YOUR BOTTOM LINE

ReGISTeR NoW 
ANd SAve
See page 7 for 

  full pricing details

Hear directly from experts at big and small pharma,  
and branded and generic companies on key GTN areas:

   Accruals

   Wholesaler Returns

   New Product Launches

   Managed Care

   Chargebacks

   Medicaid Liability 


