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Career Summary:  

Twelve years of pharmaceutical experience in domestic and global marketing, marketing research, sales and trade distribution.  Expertise in a range of therapeutic areas: Oncology, cardiovascular, infectious disease, thrombosis, orthopedics, erectile dysfunction, ophthalmology, pediatrics, allergy & immunology.  Launched 8 new products, all of which exceeded sales expectations. Bilingual (oral and written) English and Spanish. 
Professional Experience:
J & R PharmaResources, Inc.







2006 – Present

· President

· Entrepreneurial consultant business focused on sales, marketing, commercial development and managed care access programs.

· Working with several pharmaceutical companies to implement proprietary program, driving patient access to non-preferred brands and increasing adjudication rates of third tier medications
· Consultant to VC partners identifying medications available for acquisition,  creating sales and marketing business plans to support acquisition
· Consultant to distributor in Puerto Rico providing sales and marketing expertise to drive market share
Oncology Therapeutics Network






2005- 2006
Director of Business Development
· OTN is the 2nd largest distributor ($3B) for oncology and rheumatology medications to physician clinics.
· Successfully managed $1.7B portfolio 
· Managed Amgen, Genentech, Roche, Abraxis, Celgene and Baxter accounts
· Experienced in both infusible and oral oncolytics . 
· Responsible for developing business partnerships with pharmaceutical manufacturers, maintaining the flow of product from manufacturer to oncology based physician clinics, negotiating distribution and GPO contracts & providing marketing services to drive market share for the distribution network and separately for its GPO, Onmark Services.
· Developed a working knowledge of wholesale & specialty distribution, sole source distribution, specialty pharmacy,  oncology based GPO’s, clinical services & manufacturer needs for business analytics 
· Renegotiated and signed largest GPO contract (Amgen), providing for 3% administration fees on $1B revenue for Aranesp, Neulasta & Neupogen
· Exclusive provider of clinical data for Amgen’s Neulasta/Neupogen (CSF) business analytics team. Developed pre-launch clinical patient database for Panitumumab team.
· Restructured Roche contracts for 2006 to allow for actual attainment of goals. Achieved 1Q 2006 goals for both Xeloda & Kytril by implementing marketing services plan. 
· Increased marketing services revenue with Roche from $0 to $750,000 in 6 months. 
· First Horizon Pharmaceutical Corporation/Sciele Pharmaceuticals

2003 - 2005
Senior Director of Marketing – Cardiovascular Business Unit

Regional Sales Director - West Coast & Hospitals
· Entrepreneurial opportunity with a small pharmaceutical company requiring complete restructuring of the marketing department. Department included marketing and market research with profit/loss responsibility for three (3) cardiovascular products: Nisoldipine, Nitrolingual Pump Spray and Triglide.
· Repositioned and successfully relaunched Nisoldipine, a nine-year old branded calcium channel blocker. Developed a new marketing campaign utilizing simple messages, supported by clinical data and focused on targeted high decile physicians. Successful implementation and execution by sales force led to an increase in gross sales from $29M to $74M in one year.
· Developed a marketing launch campaign for a new, branded fenofibrate (Triglide). Led decision making process from licensing and acquisition, strategic vision and direction to launch preparation. Managed a multidisciplinary team comprised of the internal departments directly involved in the launch process, the development partner, ad agencies and PR firm
· Developed and implemented market research metrics to measure the effectiveness of sales force, marketing messages and ROI
· Created a KOL advisory board comprised of ten of the top cardiologists in the U.S. to gain advocacy in support of business objectives. Managed all relations with KOLs
· Restructured and expanded the Hospital Sales Team leading to a 200% growth in sales
Pfizer/Pharmacia Corporation







1995 - 2003
Product Manager






Fragmin

Global Market Research Manager



Fragmin

District Sales Manager, Institutional Sales


Fragmin & Zyvox

Institutional Sales Representative



Norvasc, Lipitor, Zithromax, Viagra

Professional Healthcare Representative



Norvasc, Lipitor, Zithromax, Zyrtec
Product Manager

· Responsible for business strategy, marketing plan development, product positioning and core message development for 2 existing indications in orthopedics and cardiology, and 3 new indications (2004) in oncology, critical care and interventional cardiology

· Established and implemented oncology and critical care Medical Education tactical plans. Led KOL development and created online CRM database for managing all KOL communications/functions
· Met challenge to preserve brand sales with a significant loss in sales force (due to Pfizer acquisition) by developing innovative strategies and tactics to maintain brand presence among key target audiences 

· Developed Pfizer/Pharmacia transitional business plans and trained new product managers

· Worked within a multi-disciplinary 12 member team that included Medical Affairs, Legal, Regulatory, Sales, Finance, Market Research, Advertising and Medical Education Agencies

Global Market Research Manager

· Developed and managed domestic and global marketing research programs. Identified and tracked key performance metrics for brands. Worked with marketing team to develop and validate promotional strategies and tactics. Experienced in both qualitative and quantitative research techniques
· Integral member of marketing team; instrumental in developing and implementing new cardiology message resulting in 47% increase in 2002 sales
· Received individual recognition from company President for development of segmentation and product positioning research that was “targeted, appropriate and actionable”
· Team awarded “Best Practice” for POA material development
· Conceived and implemented market research plan to measure POA Effectiveness across 12 Pharmacia brands (benchmark)
· Appointed by Sr. VP to 15 member Multi-Cultural Task Force to establish guidelines/strategy for development of marketing programs tailored to minority populations

· Awarded 12 Bravo awards for exceptional performance from brand team, strategic planning and marketing research
District Sales Manager. Institutional Sales
         

· Responsible for the management and supervision of 10 hospital specialty sales representatives. Developed 6 new representatives during the launch of Zyvox (I.V./Oral Antibiotic)

· Formulated and directed district action plans and pre/post launch sales activities resulting in 115% goal attainment for launch year
· Achieved 75% formulary acceptance for a highly restricted antibiotic at institutional hospitals in the first year
· Managed local & regional KOL development for academic institutions
Institutional Healthcare Representative
     
· Responsible for establishing and maintaining sales relationships at teaching institutions and federal accounts

· Led 3 person team that increased territory sales volume from $3.1M to $6.4M

· Successfully launched two new products: Viagra and Zithromax I.V. 

· Ranked No. 1 hospital rep in region for Zithromax I.V. sales vs. quota (133%)

· Ranked No. 1 hospital rep in district for Lipitor market share (40%)
Professional Healthcare Representative
· Management of hospitals and detailing of physicians in the private sector

· Successfully launched five new products: Lipitor, Zyrtec, Zyrtec pediatric, Zithromax pediatric suspension, and Zithromax oral powder. Exceeded sales quotas for all products 

· Rose to No. 1 rep in division from 593/600 reps in first year

· Territory sales volume increased from $900K to $4.1M

· Two-time winner of Norvasc Sales vs. Quota Award (highest product award)

· District and Regional Rep of the quarter award winner

· District performance led to highest sales award in company, Vice President’s Management Council Award

Masland, Inc.

Territory Sales Manager








1989 - 1995

Education:
Florida International University. Bachelor of Arts/Economics, 1989
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