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Recent Pilots: in-person NPP Social Events
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Where: Bafitol - Boston

291 3rd St

Cambridge, MA

When: Wednesday April 26 @ 5 pm

RSVP: Michaeljconlon@yahoo.com

NEXT: in person New Product Planning Summit by Fierce Pharma in Boston Sep/Oct 2023?

Where: Proxi - ASCO

565 W Randolph St

Chicago IL

When: Friday June 2nd @ 5 pm

RSVP: anneollivier109@gmail.com



Recent Pilots: monthly Newsletter
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Assessment by this community of the 

relevance of such newsletter in Q4



Reminder: NPP Network Purpose
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Mission: 

• To promote the awareness and impact of early commercial planning on our industry

• To create an open community of NPP professionals which enables networking, shared 
learnings and deep connections

• To build and elevate our skillset in an ever-changing biopharma industry

• To positively impact patient’s lives through insights and guidance to the clinical strategy 
process

To be the preeminent global thought leader for New Product PlanningVision



Reminder: our Operating Model
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 Pure volunteering by our Steering Committee (10 pax) + speakers

 Organic growth only 

 +70 members since Dec-22

 Words of mouth only

 Some limitations of a non-professional organization

 No funding and no resource beyond SC commitments

 Sub-optimal website today

 We would highly benefit from the support of a few more hands

 Top priorities: website re-design, 

 Other needs: project management skills 



NPP Structures and Models from Emerging Biotech 

to Large Pharma

Access resources at biopharma-newproductplanning.com
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Cathy Garabedian, PhD - Senior Director, New Product Planning at Keros Therapeutics

Cory Bartlett, Senior Director, Worldwide Commercial Portfolio Planning, Mirati Therapeutics

https://www.biopharma-newproductplanning.com/


Key Questions7

What are some of the key responsibilities of the NPP function?

• Examples:  Indication selection, optimization of development candidates/TPPs, BD 

support, market development/ launch planning

• Reporting structure and team size (e.g., heads per TA or program)

• Key stakeholders (internal or external)

How do NPP responsibilities vary across different kinds of companies? 

• ‘Day in the life in the NPP function’

• Small, medium, and large companies?  

• Pre-clinical, clinical and commercial-stage companies?

How can we build or optimize an NPP team that is fit for purpose?

• What skills should I look for in hiring my NPP team?

• How can we evolve and grow an NPP team in a changing company?



Today’s Panel8

NPP Structures and Models

Kathleen Davenport

Surface Oncology
David Luckenbach

Sanofi

Marnie Hoolahan

The NemetzGroup



Poll Question One9

Respond at:

PollEv.com/catherineg213



IQVIA Template (V2.1.0)
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Poll Question Two11

Respond at:

PollEv.com/catherineg213



IQVIA Template (V2.1.0)
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Poll Question Three13

Respond at:

PollEv.com/catherineg213



IQVIA Template (V2.1.0)
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NPP Team Structures and Role15

• Teams may be much larger, benchmark of 

~2-5 people per therapeutic area

• May report to franchise lead or CCO; 

sometimes COO, corporate strategy, or 

global marketing

• More defined roles, but still some flexibility in 

how to build a team or implement the role

• As in small companies, NPP leads must have 

broad skill sets to bring cross-functional 

analysis together to answer key business 

questions

• However, at large companies there are 

more specialized experts to support NPP 

(e.g., market research, market access, etc.)

• Larger budgets than small companies, but 

budgets are still scrutinized!

• NPP team is typically 1-2 people

• May report to CBO, COO, or even CMO; 

CCO or franchise head us generally not 

yet on board

• Must define and communicate the role 

of the NPP function ‘from scratch’

• NPP lead must wear many hats and does 

not have supporting functions to help 

with project implementation (market 

research, forcasting, etc.)

• With generally smaller budgets, and NPP 

lead must often conduct projects in 

house (e.g., forecasting, KOL interviews) 

and recommend decisions with less 

robust or detailed analysis and certainty; 

Exercise 80/ 20 rule

Small Company, Pre-Commercial Large Company, Commercial Stage



Defining ‘New Product Planning’16

Panel Feedback

Titles and job descriptions vary across 

companies; The ‘NPP’ role may fall under 

a number of descriptions.  However, key 

characteristics include:

• May be considered first ‘commercial’ hire

• In reality, one of the first ‘strategic’ hires at 

the company

• Must bring the perspective of the physician, 

patient, and payer to product development

• Must lead or play a key role in development 

of TPPs

• Job description and role as well as 

prioritization of the NPP role reflects the 

focus and experience of the executive 

team



Indication Strategy Go / No Go to POC Trial Go / No Go to Reg. Trial

• Disease Overview
• Define Unmet Need
• Define Initial Value Proposition
• Define Initial TPP*

• Deep-Dive into Disease Overview
• Develop TPP Cases (Min, Target)
• Qualitative Market Research
• Market Sizing / Sales Forecast
• Early Economic Model
• Valuation Exercises / Business 

Cases

• Refine Min. and Target TPPs
• Qualitative & Quantitative Market 

Research
• Market Sizing & Sales Forecast
• Pricing & Market Access
• Positioning
• Launch Planning
• Patient Advocacy

Preclinical to Phase 1 Phase 1 to Phase 2 POC Phase 2 to Phase 3

Key Decisions and Activities in NPP17



NPP Responsibilities by Company Size
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• Compared to small companies, more focus on long-
term investment and potential for an asset, in terms of 
revenue potential, lifecycle planning, and geographic 
expansion to EU and ROW

• More ability to plan ahead and delegate responsibilities 
across a larger team

• May lean on internal experts and/ or ex-US affiliates for 
expertise

• Often more time and focus on evaluation of in-licensing 
or acquisition targets 

• With more limited function, focus is often on 

near term milestones; providing insights or 

data to drive additional investment or 

formation of partnerships

• With limited resources, day-to-day focus 

may hinge on immediate needs (e.g., 

conferences, budget season, etc)

• Focus is often on key markets (US) with more 

limited considering of ROW

Small Company Considerations Large Company, Commercial Stage

Regardless of company size or stage, there are many common responsibilities:

• Brings the commercial and customer perspective to development/ program teams

• Monitors competitive landscape and incorporates into strategic recommendations

• Lead or key influencer on Target Product Profiles for development stage assets

• At some companies, leads or informs selection/ prioritization of new indications or therapeutic areas

• At many companies, plays a key role in assessing BD deals; In- or out-licensing or acquisitions

• At many companies, involved in developing messaging to investors, potential partners, or KOLs

Commonalities in the NPP Function Across Companies



Poll Question Four19

Respond at:

PollEv.com/catherineg213



IQVIA Template (V2.1.0)
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Poll Question Five21

Respond at:

PollEv.com/catherineg213



IQVIA Template (V2.1.0)
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Success Factors for an NPP Lead and Team
23

• Advocate for the role of NPP;  At small companies, in particular, the NPP role is not well 
understood and it’s important to educate the company about the value you bring and the 

need to consider a commercial perspective early; Consider how to introduce value to the 

team throughout the development process to showcase the value of your function

• Prioritize Collaboration with Key Stakeholders:  Build strong partnerships with key 
stakeholders such as Clinical, Regulatory, R&D, etc. though 1-on-1 meetings, education 

about your role, active listening, collaborative thinking, and trust building

• Recognize Core NPP Skills:  NPP leads who are analytical in nature and have had broad 
industry exposure across early development through product launch and lifecycle make 

good product planners! Some key attributes in a strong NPPer are strategic and aspirational 

thinking, curiosity, strong collaboration and communication skills, and a generally high EQ

• Build a Team that is ‘Fit for Purpose’:  The role of an NPP function is dynamic and 
heterogenous depending on the company focus, stage, size, etc..  Identify specific skills and 

experience that are needed for your team or company vs. a generic resume;  Consider 

gaps in your current team’s skill set and hire to broaden your team’s experience as needed

Key Takeaways to be Successful in NPP



Live Chat – Q&A

 Do large companies have both NPP and Global Marketing? Yes, Global 
Marketing focuses on maximizing value for existing products while NPP 
focuses on future products.  Noting they have different reporting structures.

 Does NPP support lifecycle management for in-market products?  Mixed 
feedback, sometimes resides within marketing and others within NPP.

 Do support functions (e.g., PMR, analytics, forecasting and competitive 
intelligence) reside within NPP?  In most companies no, they are separate 
groups, but NPP has strong influence over scope of these projects.

 Are there other NPP networking groups we can explore?  Yes, Fierce 
Biotech has an annual NPP seminar in October.

 How does NPP balance resourcing competitive intelligence internally vs. 
using outside vendors?  Internal focused on simple inquiries via subscribed 
databases, while inquiries like continuous monitoring and primary research 
would go to outside vendors. 
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https://www.newproductplanning.com/?utm_source=email&utm_medium=email&utm_campaign=LS-Show-Product+Planning+Summit&oly_enc_id=7232C9732001F7B

