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Masterclass

'Unlocking the potential of email marketing 
- content that has an impact’



Who should attend: 

The 1  Day Masterclass in Email Marketing  is a  practical and 
interactive  course .   It is focused  on building channel & 
content trends into your email campaigns and outlines 
how to use  these effectively in engaging with your 
customers. 

This day  is ideal for those involved in  product marketing, 
sales management and communications .   It is a 
comprehensive master class  designed to give you a true 
business advantage.

What you will learn on the day:
Content planning principles

Why email marketing is so important

How to build an effective email marketing strategy  

Measuring performance and optimisation 

Multichannel Account Management 

How other companies are using rep-triggered email to 
leverage the full range of resources and services

How to build cross-functional buy-in 



Masterclass Schedule: 

Welcome address from the PMI; overview of the agenda

The bigger picture: Digital trends driving customer behaviours 
In this session we wil l  cover the channel and content trends that
should be front-of-mind for customer engagement plans.  

Content that can give you the competitive edge 
• Content planning principles
• Building speed and agil ity into your processes
• Balancing creation and curation
• Content partnerships,  influencer marketing and co-creation

Email marketing for commercial impact 
• Why email  marketing is sti l l  so important
• How to build an effective email  marketing strategy
• Data protection law and building a compliant email  l ist
• Email  segmentation – why you need it and what to consider
• Field-triggered email  vs.  mass email
• Measuring performance and optimisation

Working session: 
Creating a content strategy and email  framework that you can put in 
to practice

Group reflections & takeaways

Multichannel Account Management 

Rep-Triggered Email: Connecting Content, Connecting 
People 

• Rethinking the role of email  in your customer teams as a means
of enabling improved field communications

• See how other companies are using rep-triggered email  to
improve relationships,  facil itate education and better uti l ise the
full  range of resources and services they have invested in

• Understand how an integrated, compliant approach to f ield
email  delivers benefits to customers and your f ield teams alike

Joining the dots in your strategy between functions 

• Creating ‘multipurpose’  content that can have an impact without
breaking the bank

• Integrating email  with your on- and offl ine strategy (e.g.  your
websites,  your face-to-face events,  your webinars,  etc.)

• Building cross-functional buy-in
• Gathering insight and ideas from across the business

Wrap-up and close
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Julie O’Donnell, Co-Founder & CEO – One15Healthcare
Julie is a digital strategist with over a decade of pharma 
experience. Most recently she was Senior Director and Head of 
Global Customer Interaction Management (Digital ,  CRM & 
Congress/Events) at Lundbeck – working across brands, 
functions and markets to develop digital engagement 
strategies that deliver customer and commercial value. 
Previously she has held senior leadership roles in healthcare 
marketing and communication agencies,  working with many of 
the leading pharma companies across therapy areas.

Chris Wade, Director of Multi-Channel Strategy – 
Veeva Systems 
Chris is the Director of Multi-Channel Strategy with Veeva 
Sytems – a role he’s held since June 2014. He has  extensive 
experience in working with key pharma technologies and 
building partnerships with vendors,  channel partners and 
agencies to achieve successful outcomes. Chris brings over 16 
years experience in the pharma & healthcare industries and a 
passion for customer engagement to this masterclass.  

Paul Black, Co-Founder, Business Development Director 
& Chief Operating Officer – OutiCO
Paul is a multi-channel account management special ist with 
o ver 20 years Pharma & Healthcare Experience across Sales,
Marketing and Management.   Prior to founding OutiCO in 2011,
Paul held Business Unit Manager & National Sales Manager
roles with Lundbeck.

This  masterc lass  is  proudly  sponsored by :
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