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Executives concerned with the
performance of medical technology
companies including:

Your "C" Suite:  CEO, CTO, 
CSO, CMO, CFO, COO

General Managers, Managing 
Directors, and General Counsel

Vice Presidents and Directors of:

- Global Healthcare Strategy
- Global Operations
- Strategic Planning 
- Business Development
- Innovation/Ideation
- Technology Assessment
- Management and 
Commercialization

- R&D
- Product Development
- Project Management
- Government Affairs and
Reimbursement

- Quality Assurance and 
Regulatory Affairs

- Medical Affairs
- Intellectual Property
- Sales
- Marketing
- Marketing Research
- Supply Chain

Who Will ParticipateWho Will Participate
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Dear Colleague,

Frost & Sullivan has redesigned and redefined the
industry "event" and created the Executive MindXchange -
a true culmination of executives brought together under
one roof to exchange ideas and foster new solutions 
for their industry.

Frost & Sullivan Executive MindXchanges are highly
interactive and consistently so successful.   With that in mind, you will walk away with best
practices as well as long lasting relationships and solid business contacts.

The 14th Annual Medical Devices 2009:  A Frost & Sullivan Executive MindXchange, promises
to be one of the best interactive forums yet!  To help you thrive in a changing industry, we
have designed this program to bring you a broad and timely perspective of the industry, and
an awareness of trends and market forces that will significantly alter the landscape of the
industry.  It will deliver strategies and best practices for growth, along with executive insight
and success stories.  It’s the only place to be to network with and learn from other seasoned
medical devices executives driving their company’s innovation, growth, and business strategy.
This is an opportunity like no other as the discussions are interactive and incredibly candid.
It’s a one stop shop for all your industry needs!

Our events have been called “roadmaps to achieve excellence”, because participants benefit
from the only event that: 
• Brings high level executives together under one roof
• Adds networking opportunities in the form of fun
• Provides relevant, real-world presentations, topic discussions, and tools to apply
best practices

• Combines the expertise of a stellar speaker roster with an audience tracking at
nearly 80% director level or above

• Delivers candid discussions with other industry peers on what works
• Has 80% interactivity of varied events to build long lasting bonds among participants

Don’t miss the event that people plan their year around – the event designed to provide both
strategic and tactical information that, according to our participants, is immediately applicable.
Frost & Sullivan Executive MindXchanges are the events that everyone is talking about. 
Join me at the 14th Annual Medical Devices 2009:  A Frost & Sullivan Executive MindXchange
and see what you’ve been missing.

I look forward to working with you soon.

Sincerely,

Gary Robbins
Vice President/Partner
Events Division
Frost & Sullivan

“Tell me and I forget.  Teach me
and I may remember.  Involve me
and I learn.”  

- Benjamin Franklin



CONTENT HIGHLIGHTS

� Keynotes, Executive Bulletins, Success Stories, and Growth Insights

� Mover & Shaker Live!  Interview with an Industry Trailblazer

� 16 Interactive Sessions!

� Tour,  Toast, and Taste of Napa Valley Networking Day

� Networking Receptions

� Exhibition of Leading Solution Providers

� Solutions Wheel:  A One-of-a-Kind Client/Solution Provider

Speed Date

� Town Hall:  An Open Mic Brainstorming Forum

77%

17%

6%

Executive Management

(C-Level, President, Vice President, Director)

Manager

Others

Abbott Laboratories
Abbott Vascular
American Express Canada
Angiodynamics Inc.
Angiotech
Applied Biosystems

B. Braun Medical
Bard Peripheral Vascular
Baxter Healthcare/Hyland-Immuno
Becton Dickinson Biosciences
Biosense Webster
Boston Scientific

Cardiac Science Corporation
Cardima, Inc.
Cardinal Health
Carestream Health Inc.
CIBAVision
ConMed Corporation
ConvaTec,  A Bristol-Myers Squibb Company
CoolSystems, Inc.
Covidien Ltd.
Curbell, Inc.

Datascope
DePuy Mitek, Inc., a Johnson & Johnson Company
DiaKine Therapeutics, Inc.
DJO, LLC
Dow Corning Corporation

Ethicon Endo-Surgery Inc., 
a Johnson & Johnson Company
Ethicon, Inc.

Freedom Meditech, Inc.

Health Technology Center
Hie Electronics
Hospira

Insulet Corporation

McKesson Information Solutions
Medical Device Daily
Medrad, Inc.
Medtronic, Inc.
Mesa Verde Venture Partners

Owens Corning

Patientpatents, Inc.
Patton Boggs, L.P.
Philips Healthcare Incubator
Philips Medical Systems
Praxair

Respironics

St. Jude Medical
Smith & Nephew, Inc.
STERIS Corporation
Swissray

Varian Medical Systems
Vystar Corporation

Welch Allyn, Inc.

INDUSTRY INSIGHTS AND CASE HISTORIES BY: 

� Becton Dickinson

� Boston Scientific Corporation

� Ethicon-Endo Surgery Inc

� Johnson & Johnson Corporate

� Massachusetts General Hospital

� Medtronic

� Ortho-Clinical Diagnostics

� Philips

� Philips Respironics

� Pitney Bowes

� Predictive Health, LLC

� Smith & Nephew, Inc.

� Welch Allyn, Inc.

� Uroplasty

Media Partners

PARTIAL  L IST  OF  PAST  PARTIC IPANTS

Past Participant Profile
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SUNDAY, MARCH 15, 2009 - NETWORKING DAY

Bring plenty of business cards, relax, meet-and-greet during this fun-filled day devoted to

making new contacts and new friends.

8:30am Registration - Tour,  Toast, and Taste of Napa Valley 

9:00am Depart Hotel

5:30pm Sponsorship Orientation Reception

6:30pm Networking Reception

7:30pm Networking Dinner

8:30pm Pre-Registration and Event Preview for Participants and Thought
Leaders

8:30pm Speaker Orientation Meeting

MONDAY, MARCH 16, 2009 - GENERAL SESSION AND EXHIBITION

7:15am Registration, Continental Breakfast, and Exhibition

7:45am Ice Breaker,  Welcome, and Introduction

8:00am EXECUTIVE BULLETIN - Your Passport to the Future of Medical
Technologies

8:30am KEYNOTE - Emerging Markets:  The New Growth Engine

9:00am EXECUTIVE INSIGHT - A Glimpse into the Hospital of the Future

9:45am Networking, Refreshment, and Exhibition Break 

10:15am INTERACTIVE Breakout Sessions - Create, Communicate, and Connect
Participant-driven discussions focusing on your key challenges and
concerns.

Choose one of the following:

TT1: Linking Innovation with Customer Value and Risk

TT2: Understanding  Your Customers’ Purchasing Decision Process

TT3: Unlock Your R&D Potential:  Transitioning Technology to Commerical
Applications

11:45am INTERACTIVE
Solutions Wheel - Play the "wheel" and join a series of rapid-fire, one-
on-one meetings with leading solution providers.

Runs concurrently with:

Town Hall - Don't miss the opportunity to join your peers for an open
mic forum to discuss the biggest challenges and the hottest topics facing
you every day.

12:45pm The Power Lunch - Networking Roundtables Hosted by Industry
Leaders
Practitioners and solution providers host a menu of luncheon
discussions on pertinent industry issues.  Dine and dish with industry
experts.   The list of discussion topics will be available onsite.

1:45pm MOVER & SHAKER LIVE!  Interview with an Industry Trailblazer

2:15pm EXECUTIVE INSIGHT - Lessons in Cross-Industry Customer
Innovation

2:45pm Networking, Refreshment, and Exhibition Break

3:15pm INTERACTIVE Breakout Sessions - Create, Communicate, and Connect
Participant-driven discussions focusing on your key challenges and
concerns.

Choose one of the following:

BP1:  Creating the Highest  Value from New Business:  Smart Portfolio 
Management

BP2:  Increase Your R&D’s ROI: Global Product Registration Strategies
BP3:  Healthcare Consumerism: Growing Your Business with Consumer 

Medical Technologies

4:15pm INTERACTIVE Breakout Sessions - Create, Communicate, and Connect
Participant-driven discussions focusing on your key challenges and
concerns.

Choose one of the following:

PC1. Medical Device Positioning in Emerging Markets
PC2.  Taking a Trip Through Medical Tourism
PC3.  Web 2.0:  Shifting from Patient to the Consumer Experience

5:15pm Networking Reception

6:30pm Meet in Lobby for Wine and Dine Departure

TUESDAY, MARCH 17, 2009 - GENERAL SESSION AND EXHIBITION

8:00am Continental Breakfast and Exhibition  

8:30am Ice Breaker and Overview 

8:45am KEYNOTE - Grappling with Compliance:  A Real and Critical Industry
Challenge

9:30am EXECUTIVE INSIGHT - The Shift to Wellness and Preventive Care

10:15am Networking, Refreshment, and Exhibition Break 

10:45am SUCCESS STORY - Driving Growth:  Leveraging Geography, Products,
and People

11:15am INTERACTIVE - 30 Take-Aways! Panel Discussion
Outsourcing for Innovation and Efficiences in Today’s Economic Climate

12:15pm INTERACTIVE
Solutions Wheel - Play the "wheel" and join a series of rapid-fire, 
one-on-one meetings with leading solution providers.

Runs concurrently with:

Town Hall - Don't miss the opportunity to join your peers for an open
mic forum to discuss the biggest challenges and the hottest topics facing
you every day.

12:45pm Food For Thought - Networking Luncheon Featuring Industry-Specific
Discussions 
Thought Leaders host a menu of luncheon discussions on pertinent
industry issues.  Dine and dish with industry experts.  The list of
discussion topics will be available onsite.

1:45pm INTERACTIVE Breakout Sessions - Create, Communicate, and Connect
Participant-driven discussions focusing on your key challenges and
concerns.

Choose one of the following:

RT1.  Operationalizing Customer  Value:  Executing  Your Growth 
Strategy

RT2. Meeting Business Objectives for Emerging Markets:  Keeping Pace 
with Unfolding Regulatory Issues

RT3. Maximizing  Your Growth Opportunities in Data and Device 
Integration

3:15pm Networking, Refreshment, and Exhibition Break

3:45pm KEYNOTE PANEL - Review of the US Reimbursement Landscape and 
Development of Effective Device Reimbursement Strategies

4:30pm GROWTH INSIGHT - The Climate for Growth in the Medical Devices
Industry

5:00pm General Session Concludes

5:30pm Peace, Love, and the 60s Blowout Party!

Schedule-at-a-g lance
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Bring plenty of business cards, relax, meet-and-greet during this
fun-filled day devoted to making new contacts and new friends.

The day begins with an extra touch of class as you journey to
visit some of Napa Valley’s finest vineyards in lavish stretch
limousines.  As you ride from San Francisco, relax and network
comfortably as you create friendships even before arriving in
Napa Valley.  Once at the vineyards, you’ll gain access to
winemakers’ tools and become “Winemaker for the Day” with the
opportunity to make different blends.   At the end of this experience,
you will truly understand the excitement and challenge of being a
Napa Valley winemaker!

Then, enjoy a picnic complete with authentic Napa Valley wines, as you 
continue to meet new friends and mingle with old colleagues.

Tour, Toast and Taste of Napa Valley

Agenda

Sunday March 15, 2009
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8:30am:  Registration - Tour,  Toast, and Taste of Napa Valley

Hosted by:

9:00am:  Depart Hotel 

5:30pm:  Sponsorship Orientation Reception

6:30pm:  Networking Reception

7:30pm:  Networking Dinner

Hosted by:
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Monday March 16, 2009

GENERAL SESSION AND EXHIBITION

7:15am Registration, Continental Breakfast, and Exhibition

7:45am Ice Breaker, Welcome, and Introduction

Patrick Nugent

Executive MindXchange Chairperson

Frost & Sullivan

EXECUTIVE BULLETIN
8:00am Your Passport to the Future of Medical Technologies

Greg Caressi

Vice President, Healthcare and Life Sciences

Frost & Sullivan

To kick off the 2009 Executive MindXchange, Frost & Sullivan will offer strategic

insight into key trends and issues that are impacting the healthcare industry, and

medical devices in particular.  The goal of this session is to provide insight into

opportunities for growth, and to provide details and analysis to support the

strategic direction industry participants need to take to capitalize from these

opportunities.

Key Take-Aways:

� Examples of how the current economic and financial crisis impacts the health   care

industry and the demand for medical devices and equipment

� Steps for growth:  a look at opportunities in BRIC markets

� Guide to hot technologies of note in the future medical devices market

KEYNOTE
8:30am Emerging Markets:  The New Growth Engine

EXECUTIVE INSIGHT
9:00am A Glimpse into the Hospital of the Future

Arjun Rao

Senior Consultant, Clinical Technology Assessment and Innovation

Massachusetts General Hospital

In this presentation, you will get a glimpse into the technology adoption process at

Massachusetts General Hospital (MGH).  The examples in the presentation

illustrate the numerous internal and external factors that are taken into account

prior to adopting a new technology.  You will also get an insight on what Industry

can do to help AMCs through the technology adoption.

� Insight into the importance of helping AMCs “Right Size” the adoption of 

new technology

� Best practices in identifying and involving ALL stakeholders in the technology 

adoption process

� Examples of the role of the Physician/Clinician Stakeholder throughout the 

adoption process

� Guidelines into the monitoring methodology at MGH after the adoption of new

technology has taken place

9:45am Networking, Refreshment, and Exhibition Break

INTERACTIVE
10:15am Breakout Sessions - Create, Communicate, and Connect

Participant-driven discussions focusing on your key challenges and concerns.

Choose one of the following:

TT1. Linking Innovation with Customer  Value and Risk

CO-FACILITATORS: 

Sheila Mello Lucia Buehler

PDC Managing Partner and                   Group Product Director

Principal Consultant                             Ethicon Endo-Surgery, Inc.,

Product Development Consulting, Inc. a Johnson & Johnson Company

As budgets tighten,  Voice-of-the-customer programs may go under the microscope.

But just when you think about cutting back, you realize that tough economic times

require a sharper-than-usual focus on customer value.  Through interactive case

studies and best practices, you will learn how to effectively allocate resources

around VOC, customer value, and innovation.  You will examine the various components

of risk – from the significant investment required to introduce a new-to-the-world

product to the knowledge gap when entering a new market – and strategize about

how to maintain customer value while nourishing innovation and minimizing risk. 

Key Take-Aways:

� A framework to evaluate the risks driving your voice-of the-customer activities

� Techniques to determine the optimal scope of  VOC research in relationship to

project dynamics 

� Guidelines for maximizing the value of the customer data you have collected

� Diagnostics for determining when to handle  VOC research in-house and when 

to outsource

TT2.  Understanding Your Customers’ Purchasing Decision Process

FACILITATOR:

Erik Glitman

Managing Director, Research & Operations

Fletcher CSI

This interactive session will use real world tools and examples of customer

purchasing processes to show insight into how the process works. Drawing on the

presenters and participants’ experiences in bid evaluations, the different elements

of value that need to be expressed at each stage of the decision process will be

discussed and evaluated.  Tools that are used by the presenters and participants to

align value proposition with the customer decision process and gain insight into

competitor bidding strategy will be presented and assessed. Group discussion on

the best practices and a consensus of the value gained by better understanding

customer bid processes and aligning bid submissions with the process will be used

to reach conclusions.

Key Take Aways:

� Tools that can be used to gain insight into the different value propositions

and communications tools needed at different stages in the decision process

to win bids will be presented

� Guide to using these tools to align value with customer requirements and bid

processes for better success will be discussed

� Examples of tools, techniques, and processes for both gathering and using 

competitor intelligence in the bid process will be presented and discussed

Agenda
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Monday March 16, 2009

TT3.  Unlock Your R&D Potential:  Transitioning Technology to 

Commercial Applications

FACILITATOR:

Sean Macleod

President

Stratos Product Development LLC

Transitioning new technology into a commercially viable product requires vision,

focus, and persistence.  Success is rewarded with substantial top line revenue

growth, real competitive advantage, and market leadership.  Leveraging your

organization’s R&D investment into commercially successful products requires a

focused methodology for evaluating, selecting, and efficiently transitioning new

technologies into the product development process.  In this highly interactive session,

participants will examine best practices in product commercialization and discuss

development methods for turning technology into products that drive revenue.

Key Take-Aways:

� Process for transitioning your R&D portfolio into revenue-producing products

� Best practices for establishing collaboration and cohesion between the business 

functional entities involved in setting strategy and bringing technology 

products to market

� Framework for testing application or product viability

INTERACTIVE
11:45am Solutions Wheel

Play the “wheel” and join a series of rapid-fire, one-on-one 

meetings with leading solution providers. 

Runs concurrently with:

Town Hall

Don't miss the opportunity to join your peers for an open mic 

forum to discuss the biggest challenges and the hottest topics 

facing you every day.

12:45pm The Power Lunch - Networking Roundtables 

Hosted by Industry Leaders

Hosted by:

Practitioners and solution providers host a menu of luncheon discussions on

pertinent industry issues.  Dine and dish with industry experts.  The list of

discussion topics will be available onsite.

MOVER & SHAKER LIVE!
1:45pm Interview with an Industry Trailblaze

Richard Toselli

Vice President, Evidence-Based Medicine

Johnson & Johnson Corporate

Richard M Toselli, MD is presently Vice President of Evidence Based Medicine for

the device and diagnostic sector of J&J.  Dr. Toselli is a neurosurgeon by training and

was in academic practice before joining J&J four years ago.  He has his MBA in

addition to his medical degree.  He has held numerous roles at J&J including a

leadership role in R&D as well as in Clinical and Regulatory Affairs.  His present

role involves creating strategy and finding resources to improve evidence

generation in the device and diagnostic businesses of J&J.

EXECUTIVE INSIGHT
2:15pm Lessons in Cross-Industry Customer Innovation

Craig Brandis

Research & Development Director

Welch Allyn, Inc.

Maintaining continuous customer intimacy in a consolidating industry is a requirement

for survival and a foundation for useful innovation.  By comparing two different VOC

methods within Welch Allyn, the success factors in translating the results into high-value

product concepts become clear.  Additionally, we will examine patterns in other

industries smaller companies were able to charge ahead based on their ability to

uncover and leverage authentic high customer value versus assumed value.

Key Take-Aways:

� Lessons learned in applying different methods of Voice-of-the-customer

� Success factors in translating VOC results into useful product ideas

� Examples of patterns of disruption through discerning high customer value

2:45pm Networking, Refreshment, and Exhibition Break

INTERACTIVE
3:15pm Breakout Sessions - Create, Communicate, and Connect

Participant-driven discussions focusing on your key challenges and concerns.

Choose one of the following:

BP1. Creating the Highest Value from New Business:  

Smart Portfolio Management

CO-FACILITATORS:

David Matheson Willy Hoos

President & Chief Director, New Product Commercialization

Executive Officer Sleep Well Ventures 

SmartOrg Philips Respironics

The Sleep Well ventures group of Philips Respironics is charged with driving new

organic growth by creating new businesses.  Prioritizing opportunities is challenging

because there are so many potential avenues to pursue and because all are fraught

with uncertainty.  We have gotten the greatest returns not by funding projects, but

rather by funding the reduction of uncertainty in projects.  Understanding what 

we need to prove out to deliver on a new business concept and quantifying that

uncertainty has helped us get out of our comfort zone and focus on the risks that

really matter.

Key Take-Aways:

� Guide to incorporating uncertainty into your evaluations

� Best practices for the most progress with the least investment

� Lessons learned:  Making room for more productive projects in the portfolio by 

failing fast and cheaply

Agenda
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Monday March 16, 2009

BP2. Increase Your R&D’s ROI:  Global Product Registration 

Strategies

CO-FACILITATORS:

Todd Hein Marcus Yoder

Senior Director of Life Science Solutions Life Sciences Consultant        

Oracle Kalypso Consulting

The stringent regulatory environment in which the global medical devices industry

operates imposes substantial challenges in managing innovation.  Effective product

development requires not only efficient transfer to manufacturing but also

comprehensive evidence to support product registration requirements – without

this, revenue growth and profits will be compromised.  This session will discuss best

practices to support this critical process.

Key Take-Aways:

� Best practices for an enterprise collaborative framework to support 

product     registration

� Success factors to proliferate initial registrations to other geographical markets

� Insight on requirements to maintain product compliance in a dynamic 

regulated environment

BP3. Healthcare Consumerism:  Growing Your Business with

Consumer Medical Technologies

CO-FACILITATORS:

Paul Fearis Mark Gryzwa

President CRM Systems Director

Sagentia Boston Scientific Corporation

The medical industries and consumer products industries are making a bid for a slice

of what is forecasted to be a $1 trillion market within the next few generations of

product development – consumer medical technologies.  There are many aspects of

this market that make developing products and services for the needs difficult, as it

occupies a space between the medical and the consumer industries.  Companies

that have successfully decoded the magic wellness formula through increases in

revenue are going back for more.

Key Take-Aways:

� Insights from both medical and consumer industries who have successfully 

made the jump to bridge the gap

� Best practices to promote wellness initiatives, accessing more cash 

� Obstacles to achieving market success:  What tools do you need

INTERACTIVE
4:15pm Breakout Sessions - Create, Communicate, and Connect

Participant-driven discussions focusing on your key challenges and concerns.

Choose one of the following:

PC1. Medical Device Positioning in Emerging Markets

MODERATOR:

Charlie Raffin

Vice President Commercial Assessment         

Ortho-Clinical Diagnostics, a Johnson & Johnson Company

We all make products for “established” markets and we all want to sell products in

“emerging” markets…Wait a minute!  Do these markets and products go together?

What factors affect success in device/diagnostic product development and sales in

countries where we have not been so active?  How do manufacturers size up market

opportunities and come to grips with “product fit”?

Key Take-Aways:

� Insight into similarities and differences when sizing up market opportunities in 

Emerging Markets

� Develop a framework to assess successful product development needs and sales 

for Emerging Markets

� Lessons learned:  Success factors and pitfalls from others who have confronted 

these challenges

PC2. Taking a Trip Through Medical Tourism

MODERATOR:

Venkat Rajan

Industry Manager, Medical Device         

Frost & Sullivan 

A revolutionary paradigm shift in the nature of medical travel over the past decade

has seen a counter flow of patients from highly-developed countries actively seeking

out a wide variety of medical services in developing countries in Asia, Eastern Europe,

and Latin America in order to save money.  From isolated incidents, to a full-fledged

industry, Medical Tourism has altered the traditional “hot-spots” for care around 

the globe.  It is important that medtech manufacturers understand how and where

patients are receiving care, and how their products are affected.

Key Take-Aways:

� Framework of how treatment centers around the globe are working with their

national governments and creating a network to institutionalize, and attract   

patients to their destinations

� Analysis of factors compelling patients to seek destination care in their home 

countries, and its potential long-term implications

� Insight into the types of treatments, procedures, and products that are most    

performed in foreign centers

PC3. Web 2.0:  Shifting from Patient to the Consumer Experience

MODERATOR:

Joel  V.  Brill, MD

Chief Medical Officer

Predictive Health, LLC

This session will examine the emerging paradigm shift from providers directing

patient treatment to an empowered patient directing his /her own healthcare.

Participants will engage in an interactive discussion on the implications for brand

management and brainstorm on strategies to respond to the empowered consumer.

Key Take-Aways:

�  Insights on go-to-market strategies to respond to the empowered consumer

�  Success factors for monitoring the communities of end-users and practitioners

�  Identify action items for brand management in a Health 2.0 environment

5:15pm Networking Reception

6:30pm Meet in Lobby for Wine and Dine Departure

Agenda
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Tuesday March 17, 2009

GENERAL SESSION AND EXHIBITION

8:00am Continental Breakfast and Exhibition

8:30am Ice Breaker and Overview

Patrick Nugent

Executive MindXchange Chairperson

Frost & Sullivan

KEYNOTE
8:45am Grappling with Compliance:  A Real and Critical 

Industry Challenge

Joe DeVivo

President, Orthopedic Reconstruction

Smith & Nephew, Inc. 

Healthcare is an extremely regulated industry, and it will be increasingly so for 

the foreseeable future.  New proposed legislative initiatives will further regulate

activities with consulting healthcare professionals, reimbursement compression,

increasing requirements for outcomes data and others forming a new healthcare

environment into the future.  Healthcare reform will not be a singular event, but a

series of actions and reforms.  Those of us ahead of the curve can take opportunity

in structuring our businesses for the change, and take competitive advantage.  Get

ready to challenge the status quo.

Key Take-Aways:

� Pitfalls that your company may be falling into today

� Framework and investment required for success in a compliance organization

� Best practices for effective business operations

EXECUTIVE INSIGHT
9:30am The Shift to Wellness and Preventive Care

Dr. Brent Pawlecki, M.D., MMM

Corporate Medical Director

Pitney Bowes

Many employers are doing their part to create a Culture of Health as healthcare

costs continue to rise.  Examine the historical need for the creation of this Culture

of Health, and how Pitney Bowes has made it successful for the future of preventive

wellness and health programs, while maintaining ongoing positive results.

Key Take-Aways:

� A framework for building the business plan and achieving management buy-in

� A template for creating the Culture of Health:  Define organizational wide goals

� Metrics of the culture of health and lessons learned

10:15am Networking, Refreshment, and Exhibition Break

SUCCESS STORY
10:45am Driving Growth:  Leveraging Geography, Products, and People

David B. Kaysen

President & Chief Executive Officer

Uroplasty, Inc.

Learn how a small medical device company with one approved product, selling only

outside of the US introduced a newly approved product into the market with

significant growth.  Uroplasty was listed among Reuters fastest growing medical

device companies in 2008.  Dive into the financing and recruitment issues faced in

developing the US sales and marketing organization, as well as outsourced product

development and manufacturing challenges to achieve significant growth with the

proper controls put in place.  During this interactive session, you will have the

chance to discuss the challenges and opportunities involved with leading a small

stagnant company into a high growth mode.

� Lessons learned in creating cultural change and new product introduction

�  Pitfalls of creating and building a new US sales structure

� Insight into meeting and exceeding goals with little, if any, historical background

INTERACTIVE
11:30am 30 Take-Aways! Panel Discussion

Outsourcing for Innovation and Efficiencies in Today’s 

Economic Climate 

PANELISTS INCLUDE:

Tom Dair Glenda Guest

Chief Executive Officer Vice President of Marketing

Smart Design Norwich Clinical Research Associates

Jerry Hansen Ravi Vij

Chief Executive Officer Category Manager-Marketing; 

Circle Medical Devices Life Sciences, Healthcare & Chemical 

Practices

HCL Technologies

INTERACTIVE
12:15pm Solutions Wheel

Play the “wheel” and join a series of rapid-fire, one-on-one 

meetings with leading solution providers. 

Runs concurrently with:

Town Hall

Don't miss the opportunity to join your peers for an open mic 

forum to discuss the biggest challenges and the hottest topics 

facing you every day.

12:45pm Food For Thought - Networking Luncheon Featuring

Industry-Specific Discussions

Thought Leaders host a menu of luncheon discussions on pertinent industry

issues.  Dine and dish with industry experts.  The list of discussion topics will

be available onsite.

Agenda
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Tuesday March 17, 2009

INTERACTIVE
1:45pm Breakout Sessions - Create, Communicate, and Connect

Participant-driven discussions focusing on your key challenges

and concerns.

Choose one of the following:

RT1.  Operationalizing Customer  Value:  Executing Your 

Growth Strategy

FACILITATOR:

Jerry Alderman

Chief Executive Officer

Valkre Solutions

Learn how B2B companies are successfully incorporating customer value data

into their execution plans to win with their customers.  Collecting data from

your customers provides the base to better understand what they value, but

doesn’t easily translate into quantifiable, executable plans.  Once information is

collected, organizations tend to have difficulty putting what their customers’ are

looking for into action.  In this highly interactive session, hear how

organizations have used people, process, and technology to collect, analyze, and

execute on Customer Value data.

Key Take -Aways:

� Identify key factors to successfully incorporate, measure, and track your

customers’    perspective into your growth plan

� Examples of how companies successfully use technology to support these

efforts

� Insight on how to embed process within your organization to increase

odds of success

RT2. Meeting Business Objectives for Emerging Markets:  

Keeping Pace with Unfolding Regulatory Issues

FACILITATOR:

Anil N. Patel

General Manager, Health Sciences Industry

Underwriters Laboratories Inc.

As healthcare standards increase, the Emerging Markets will soon become a

major business opportunity for global medical device and in-vitro diagnostic

companies looking to extend their product lifecycles.  Most of the major

emerging markets, such as the ASEAN countries and India are still developing

their regulatory systems while Brazil and China have systems in place. 

Key Take-Aways:

� Best practices on keeping up with the global emerging regulatory systems

� Insight into how initiatives such as GHTF and IAF-MDCAS will play to the

advantage of emerging markets in the future of regulatory approvals

� Examples of when to rely on local assistance

RT3. Maximizing Your Growth Opportunities in Data and 

Device Integration

FACILITATOR:

John Douglass

Vice President, Marketing and Business Development

Capsule, Inc.

Device integration used to be relegated to geeky engineers who could relate

better to RS232 ports than humans.  It was an afterthought; a check box on an

RFP; a necessary evil.  As we all know, the world has changed.  Integration issues

are now strategic, and require us to think differently about our position in the

market, our partners, and even about our competitors. This interactive session

will give you the opportunity to explore the strategic nature of medical device

integration, and is designed to open a dialog with other knowledgeable

executives to learn about their integration successes and challenges.

Key Take-Aways:

� A framework to articulate some of the market drivers, and their

implications to your business

� Insight into challenges of building organizational consensus around the

strategic nature of device integration

� Success factors in device-to-device integration, and device-to-information

system connectivity

3:15pm Networking, Refreshment, and Exhibition Break

KEYNOTE PANEL
3:45pm Review of the US Reimbursement Landscape and 

Development of Effective Device Reimbursement

Strategies

MODERATOR:

Ronald Podraza

Chief Executive Officer

Reimbursement Principles, Inc.

PANELISTS INCLUDE:

Jeff Bush

Director of Corporate Reimbursement

Becton Dickinson

Diana Bogard

Vice President, Healthcare Economics, 

Reimbursement & Government Affairs

Medtronic

This session will explore emerging challenges and potential opportunities

resulting from evolving payment mechanisms and incentives.  We will further

discuss how device companies may strategically mitigate the impact of the

challenges while capitalizing on new opportunities.

Key Take-Aways:

� Examples of key challenges and opportunities facing the medical

devices and    diagnostics industry

� Industry best practices for addressing reimbursement challenges and

identifying    opportunities

� Insight on how device industry reimbursement experts evaluate the

opportunities    and challenges facing their products to formulate

effective reimbursement strategies

Agenda
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Tuesday March 17, 2009

GROWTH INSIGHT
4:30pm The Climate for Growth in the Medical Devices Industry

Shawn Miller

Director, Market Intelligence

Philips

Today’s economic, liquidity, and legislative climate, among other factors, is

putting increasing pressure on our customers.  This presentation examines the

forces driving and restricting growth, as well as the outlook for the medical

devices industry, including the impact of the Obama administration.

Key Take-Aways:

� A guide to understanding of the forces that promote and detract from

growth in in the medical devices industry

� Tools to drive growth in today’s climate such as the introduction and

promotion    of value-based (not premium) products

� Insight on how you can use to estimate future market growth

5:00pm General Session Concludes

5:30pm Peace, Love, and the 60s Blowout Party!

Agenda

Register Now • events.us@frost.com • tel: 1.877.GO FROST (1.877.463.7678) • fax: 1.888.674.3329 • www.frost.com/dev

"This was my first experience with a Frost & Sullivan

Executive MindXchange.  It was by far the best

networking event I have ever attended.  The level and

quality of the participants was commendable and the

topics very relevant to our industry.  I not only learned,

but made solid contacts within the industry.  Thank you

for the excellent event."

Holly Hillberg

Chief Technology Officer

Carestream Health

"The Frost & Sullivan Medical Devices MindXchange is

all about networking and making contacts.  I made

several contacts at the recently completed

MindXchange that are already paying dividends."

Robert Rossell

Vice President, Corporate Accounts

Angiodynamics, Inc.

"The exposure and interaction with numerous

executives, life science middle managers and industry

experts allows a participant to seek out information

and advice in the various functional areas integral to a

company's growth success."

Craig Misrach

President and CEO

Freedom Meditech 

A Growth Strategy Dialogue (GSD) is a customized

session for senior executives facilitated by a

Frost & Sullivan growth strategy consultant and 

a tenured industry analyst.  Ask questions and

brainstorm with experts to evaluate and enhance

your growth strategy.  These onsite sessions are

very exclusive, with a limited number of slots, and

are always oversubscribed.  Reservations will be

confirmed on a first-come, first-serve basis.  

Please call Stephanie Miller at 1.877.GO.FROST

(1.877.463.7678) to secure a session.

Growth Strategy Dialogues
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60s

Agenda
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THE 

A Must-Attend Medical Devices and Venture Connections Tradition!
Come party with us in the spirit of the 60s! 

With hip music, psychedelic décor, 

and good plain fun, you’ll be moving and

grooving to the 60s beat all night! 

Tuesday, March 17, 2009

5:30pm

Open Bar!  Entertainment!  Buffet! 

Complimentary admission for all event

participants.

Co-sponsored by: Co-sponsored by: 

P
eace

Peace, Love, and the 60s 
Blowout Party!

Peace, Love, and the 60s 
Blowout Party!
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Abbott Laboratories

Baxter Healthcare

Boston Scientific

Cardinal Health

ConvaTec

Covidien

Datascope Patient Monitoring

Fasthosts LLC

Invitrogen

Johnson & Johnson 

Kinetic Concepts, Inc. (KCI)

Ortho Clinical Diagnostics

Philips Healthcare

Philips Respironics

Quidel Corporation

ResMed

Smith & Nephew

Symphony Medical

Varian Medical Systems

Vital Images

University of Oklahoma

We've built a Thought Leader roster of senior

executives who are committed to contributing their

insights and best practices to every interactive

breakout session. Our Thought Leaders play an

active role in stimulating networking and

brainstorming so that you benefit immediately from

their combined experience and expertise.  

90%

10%

Executive Management

(C-Level, President, Vice President, Director)

Manager

Though t  Leader  P ro f i l e

"Our events are renowned for their networking 

and interaction, and our  Thought Leaders are an

invaluable force in engaging other participants in 

an active learning experience."

David Frigstad

Chairman

Frost & Sullivan

Thought Leaders

Our confirmed Thought Leaders come from the following companies:

Register Now • events.us@frost.com • tel: 1.877.GO FROST (1.877.463.7678) • fax: 1.888.674.3329 • www.frost.com/dev 13



Fletcher/CSI, is the developer of ADAPTIVE

INTELLIGENCE™, a process using qualitative

and quantitative research resources and a  variety of competitive

intelligence tools to develop unique business solutions.  Our excellence in

primary data collection and analysis enables us to to support global and

local clients with superior results.  www.fletchercsi.com

Frost & Sullivan, the Growth

Partnership Company, partners with

clients to accelerate their growth.  The company's TEAM Research,

Growth Consulting and Growth Team Membership empower clients to

create a growth-focused culture that generates, evaluates and

implements effective growth strategies.  Frost & Sullivan employs over 45

years of experience in partnering with Global 1000 companies, emerging

businesses and the investment community from more than 30 offices on six

continents. For more information about Frost & Sullivan’s Growth

Partnerships, visit http://www.frost.com.

HCL Technologies is one of India's leading global IT

Services companies, providing IT solutions, RIMS and

BPO.  HCL is the first Indian Company to have ISO-13485 certification for

design and development of medical devices.  Nineteen out of top 40

Medical Device OEMs are HCL customers.  For more information visit

www.hcltech.com

Oracle Software helps companies drive profits,

accelerate innovation, reduce costs, and ensure

regulatory compliance throughout the product lifecycle.  Oracle has over

10,000 customers in the automotive, aerospace and defense, consumer

products, electronics, high tech, industrial products, and life sciences

industries using Oracle solutions as 

the system of record for their products.  www.oracle.com

Product Development Consulting, Inc. (PDC) is internationally

recognized for helping companies achieve dramatic

performance improvements by delivering superior value to

customers.  PDC’s customer-centric innovation management

processes helps clients achieve measurable, lasting results and

develop/ commercialize products and services that win in the

marketplace. www.pdcinc.com

Reimbursement Principles, Inc. is a full service

medical device and diagnostics reimbursement

firm serving both well-established and early stage companies. Our clients

are medical products innovators and their investors. We identify the

optimum reimbursement pathway for products and provide

reimbursement support to clinical trials, product launches, and mature

product lines.  www.reimbursementprinciples.com

Sagentia is a global technology management and

product development company.  Established in

1986, our unwavering commitment to innovation has led to the launch of

new technologies, service and breakthrough products in six global markets.

We employ more than 200 staff members and have offices in six locations

worldwide. www.sagentia.com

SmartOrg Inc. is a leading provider of decision

support software that optimizes

project/portfolio economic value from concept to commercialization.

Customers include Respironics, Medtronic, Zimmer and like companies in

the U.S. and Europe.  Our flagship application, 

web-based Portfolio Navigator™ may be installed on company server or

hosted by SmartOrg.  The system can stand alone or 

be integrated with resource management applications such as 

SAP RPM.  www.smartorg.com

For over twenty years, Stratos has been a

product development leader organized

specifically to overcome the most complex technological challenges. From

engineering feasibility to full systems development, for start-ups and

Fortune 500 companies alike, Stratos has consistently delivered the

highest valued solutions to the medical industry’s most treasured market

opportunities.  www.stratos.com

Underwriters Laboratories (UL) is a leading

provider of global end-to-end regulatory and

certification services for the medical device

industry.  Services include integrated systems registrations for ISO 13485:

2003, Europe - MDD & IVDD, Japan - PAL, Brazil - INMETRO, ISO

14971:2007, IEC 60601 and 61010 testing, CB Certificates,

Biocompatibility, China SFDA Application, Consulting, and Training.

www.ul.com/medical

At Valkre we build a capability of Customer Value

Creation (CVC) in B2B companies through a

combination of process, software, and change management. CVC is a

platform originating from the University of Chicago that transforms value

management to drive competitive advantage and profit improvement for

our customers and their customers.  For more information, please visit

www.valkre.com.

ABOUT OUR FEATURED SOLUTION PROVIDERS:

Featured Solution Providers Onsite
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 2009-2010
Calendar of Events

WWW.OUREVENTS.FROST.COM

14th Annual
Medical Devices 2009
A Frost & Sullivan Executive
MindXchange
March 15-17, 2009
Hyatt at Fisherman’s Wharf
San Francisco, CA
Growth Dynamics and Insights into the
Changing Industry Landscape

5th Annual
Customer Contact 2009, East
A Frost & Sullivan Executive
MindXchange
April 19-22, 2009
Hyatt Coconut Point Resort and Spa, Bonita
Springs, FL
People, Process, and Technology for
Customer Excellence in the New Economy

10th Annual 
MARKETING WORLD 2009
A Frost & Sullivan One - Day Congress
June 1, 2009 * New York City
Smart Strategies to Survive and
Prosper in Today’s Economy

5th Annual
Innovations in New Product
Development and Marketing 2009
A Frost & Sullivan Executive
MindXchange
June 7-10, 2009
Grand Hyatt San Francisco
San Francisco, CA
Strategies and Tools for Navigating and
Thriving in Uncertain Times

3rd Annual 
Customer Contact 2009, Europe
A Frost & Sullivan Executive
MindXchange
June 2009* | Europe Locale*
*Date and location subject to change.
Proven Methods for Providing Excellence in
Global Customer Contact

GIL 2009: North America
Growth, Innovation and Leadership
A Frost & Sullivan Global Congress on
Corporate Growth
September 13-16, 2009 
Hyatt Scottsdale Resort & Spa at Gainey
Ranch, Scottsdale, AZ

CEO 2009
An Exclusive Frost & Sullivan
Leadership Think Tank
September 16, 2009 
Hyatt Scottsdale Resort & Spa at Gainey
Ranch, Scottsdale, AZ
Charting a Growth Course in Tumultuous
Times: an Exclusive Frost & Sullivan
Leadership Think Tank

5th Annual
Customer Contact 2009, West
A Frost & Sullivan Executive
MindXchange
October 18-21, 2009
Hyatt Regency Huntington Beach 
Resort & Spa, Huntington Beach, CA
Innovative Strategies for Managing
Customer Contact Complexities

17th Annual 
Competitive Intelligence 2010
A Frost & Sullivan Executive
MindXchange
Featuring a Dedicated Marketing Research
Track
January 10-13, 2010* | West Coast Resort*
*Date and location subject to change.
Strategic Competitive and Market Insights
to Propel Profit and Growth

11th Annual 
Sales & Marketing 2010
A Frost & Sullivan Executive
MindXchange
*Feb 7-10 2010 | West Coast Resort
*Date and location subject to change 
Integrating Sales & Marketing for Customer
Value Driven Revenue Growth

The Growth Team MembershipTM

Today, two-thirds of CEOs are dissatisfied
with their company’s growth efforts, largely
attributing this unease to insufficient “bench
strength” among their market-focused
executive team.

The Value - Career-focused events,
implementation-oriented best practice
research, and targeted services to make
individual executives high-value contributors
to the CEO’s Growth TeamTM.

The Members - Director-level and above Sales,
Marketing, R&D, Market Research,Competitive
Intelligence, Corporate Development, and
Corporate Strategy Executives.

To Join - Email:  growthteam@frost.com or
contact us at 1.877.GO.FROST
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Payment Procedures

Payment in full is required immediately upon registration

and is non-refundable.  If, for any reason, you are unable to

attend the Executive MindXchange for which you are

registered, and notify Frost & Sullivan in writing more than

3 weeks prior to the event start date, a one-time credit

will be issued for use toward registration at any other

Frost & Sullivan Executive MindXchange.  The credit must

be used within 90 days of the original registration date 

and can be applied to any Executive MindXchange event

scheduled up to one calendar year from the event for

which you originally registered.  Credits may not be

transferred more than once, and all unused credit(s) will

be forfeited after 90 days.  Cancellation from time of

registration will incur a one time administration fee of

$500.  Cancellation less than 30 days prior to the start

of the event, will incur a 50% fee.  The remaining 50%

can be applied to any Executive MindXchange schedule

up to one calendar year from the event for which you

originally registered.  Notification must be received by

Frost & Sullivan in writing. If you do not attend the

event and fail to notify Frost & Sullivan PRIOR to the event,

no credit will be issued.  Every effort is made to ensure

that the speakers noted in this brochure are present, but

changes beyond Frost & Sullivan’s control may occur.  

The program agenda will be updated biweekly and can 

be downloaded from www.frost.com/dev.

Frost & Sullivan makes every effort to hold the
planned event.  In the unlikely occurrence that the
event is canceled or postponed, Frost & Sullivan is
not responsible for any hotel or travel arrangements
that you have made.

HOTEL INFORMATION

Hyatt at Fisherman's Wharf

555 North Point Street 

San Francisco, CA  94133 

Tel:  415.563.1234    

Fax:  415.486.4444 

Frost & Sullivan will be reserving a limited number of discounted
rooms at the event property.  Please contact the property directly
for rates, availability, and to book your accommodations.  Be sure
to mention you will be participating in the Frost & Sullivan event.

Registration Form and Procedures

� EMAIL

events.us@frost.com

� PHONE

1.877.GO FROST (1.877.463. 7678)

� FAX

1.888.674.3329

� MAIL

Registrations will be acknowledged by mail. 

(Please include payment):

Frost & Sullivan

7550 IH10 W. Suite 400

San Antonio,TX 78229

� Complete Series $3,495 ($3,865 VALUE!)
(Sun-Tue)
Includes Napa Valley Wine Tour and 
Executive Briefings

� General Session $2,795
(Sun-Tue)

A-la-carte pricing
Executive Briefings $995

Napa Valley Wine Tour $75

2009 Growth Excellence in Healthcare 
and Life Sciences Awards Reception
and Banquet (Wed.): $2,000

Choose one from each time frame for the following 
Interactive Sessions

Monday 10:30am 
� TT1   � TT2   � TT3

Monday 3:15pm 
� BP1   � BP2    � BP3

Monday 4:15pm 
� PC1  � PC2    � PC3

Tuesday 1:45pm 
� RT1  � RT2    � RT3

�  Growth Team MembershipTM

I am interested in learning more about Frost & Sullivan's

Annual Growth Team MembershipTM program.

Register online!  www.frost .com/dev

Registration

Registration/Pricing Schedule

Register Me As Follows:

Attire: Business Casual 

Registration at Frost & Sullivan Executive MindXchange events are subject to review and approval of your
application by Frost & Sullivan.  Frost & Sullivan reserves the right to decline attendance to events which
your company would be deemed a vendor to the market, as participation at Frost & Sullivan Executive
MindXchange events is restricted to end user practitioners.  For information on how to sponsor a 
Frost & Sullivan Executive MindXchange, please contact Gary Robbins at grobbins@frost.com.

COMPANY/ORGANIZATION

ADDRESS

CITY

STATE/COUNTRY

ZIP CODE

TELEPHONE

FAX

EMAIL

SIGNATURE (ORDER INVALID UNLESS SIGNED)

ACCOUNT NUMBER EXP. DATE

NAME ON CARD

SIGNATURE

� VISA � AMEX � MASTERCARD � DINERS CLUB

Total amount due (U.S. Dollars) $                           (make checks payable to Frost & Sullivan)

Group Discounts Available

Contact:  1.877.GO FROST 
(1.877.463.7678) for details

14th Annual 

Medical Devices 2009

A Frost & Sullivan Executive MindXchange

March 15-17, 2009 • Hyatt at Fisherman's Wharf, San Francisco, CA

EVT MXC | V2 | R TM, FD | E VA | A   | 03-04-09

NAME/TITLE

Knowledge is power

Word-for-word transcripts of dynamic speaker
presentations, complete Q&A sessions, and
indispensable market intelligence and analyses
are available by event, industry or service area.
If you missed any Frost & Sullivan events,
ebriefing subscriptions are a great way to
make sure you have all the right information to
share with your team or to use as reference.

Executive Briefings:  Subscribe Now!

Subscribe today! 
Call 1.877.463.7678
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