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, .

fJAN 1 9 2U1J«lj£

Performance Review Form (Year End &Mid Year)

Total Sales: $6,708,864 Sales Index: 551.65 Division Rank: 595 Regional Rank: 74

Capabilities Assessment (As Of Dec 2004) ,

-- -~- ---~ ------ -
--~~~------_. ---
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is at expectations

r

\

Foundational

iiStage I

I

IFoundational

',. " ,,,. SV1Itegic ':
Core Behavior .

... . "'".. C;~p'~~mo/:

Stage

\

IInitiative and Flexibility

--_._------,...-...-----
IAccountability and Goal Focus IFoundationa

; Ir-....-·....----:-..·----:--·..··-·---·..····..·....·· ..····-..--..·.. ·--f'.:;--......-.-......._.-.."

iDecision Making and Judgment Foundational

I .
IMarket Knowledge and Analysis Foundational

! .
!Leveraging Resources/Organization
I
iAwareness

I,
_Territory Optimization

ISelling Skills & Customer Value Delivery
I

! i!Service Orientation iStage II

I !IBuilding Customer Relationships . IStage II

I
I

Foundational

I !
i Competent Use of Technical Knowledge IStage III __+- -j

ICommunication and. Influence with i
i
: Customers
;

Foundational is at expectations

ITeain -Contribution
I

-

\ IS below expectations \

1._--,-1__----1,.
iStage I
I

IStage I!Shared Accountability

iTeamwork and Inclusiveness

iFocus on ~ea~.~esults ... _.==~...~~-~ndatio~~~~r- .._-~-- ..-

i II Communication and Influence with . . . . . -.-

iCustomers IFoundational Foundational

I

I: Business Plan/Sales Performance Review :

----_. -- ---
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Significant and specific

performance achieved since

the last Performance Review.

Major Accomplishments:
Development of Medicaid advocates and participation in

imajor formulary win.
i Formulary win - Bextra - Harbour Hospital

Demonstrated growih in understanding of a new industry

Demonstrated imnrovement in imnlementation of Action. ,
i selling
I ~

, ' I Increased knowledge of the payor/providers within a diverse
, I

! i territory

i. .. ~portunities: -
I Busmess opportunilles where I' P Call PI ., re- anmng
:improvement should be made. Maximizing customer interaction and focus through CCP
I I Increasing access or business opportunities in territory group

;practices or payor groups such as 11edicaid

j

,Activities! Assignments
i
i recommended to improve
IIcurrent producVaccount

Iperformance.

I '
I
I

I
I

!Action Plans:
I Maximize selling time with Pre-call planning to include Rx
Ihabits, LAF note review, DISC profiling and most importantly goals
for each call.

Create a consistent tool to manage CCP coverage. Manage by
evaluating success on a monthly basis at your LAT meetings.

Create goals, strategies, tactics and timelines to address large
igroup practices and Medicaid practices. Evaluate implementation of
ipl~ ~t LAT meetings and d~ing field rides. I

~ ." 1 t , I

II: Capability Assessment - . - - - - - - - _. . - . I

r ISelling Skills and Customer Value Delivery:
I Discuss specific demonstration I Service Orientation - Customizes services and solutions to
;of Strategic Capabilities, Core Imeet custo.m~r's needs and requ~sts. .
:Behaviors l'md Bf!havioml t BUlldmg Customer RelatIOnships - Takes customer

I relationships to the next level and leverages them within the
Examples and the impact on I accmmtll nstitntion. Ii.e. Resnlts inclnoe HarhollT fOnTllll"rv win "no
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performance.
,
'I Detrol LA influence from Trudy Hall.)

Competent use of Technical Knowledge- when working with
"customers sees self as expert

I
[

\ \ I
r-i------------1 Territory Optimization: I
:Strategic Capability, Core ' Accountability and Goal focus - Prioritizes allocation of time
i . I and budget based on ways to improve position on GAR. Identifies

"

Behavior and Behavlora
opportunities and documents strategies for addressing them in

IExamples where improvement Ibusiness plan.

\should be made. I Initiative and Flexibility - Recognizes the need to change
I Iquickly in order to meet competitive pressures. Does things before
! ibeing asked, does not wait for others to assign work or for deadlinesi Ito approach.

I Team Contribution:

1

Communication and influence with Customers -
Is aware of the impact he/she is having on others, accepts feedback
Iopenly and adapts approach accordingly
i

, i

I ... . .----....--....rl·-----creat; g;als, str~te;;~tacti~~~dtimelines to address large
i ActiVities/Assignments group practices and Medicaid practices. Evaluate implementation of
Irecommended to improve the Iplans at L:'-! meetings and during field rides.. .
icurrent capability performance. Utthze TACU resources to support the IdentIfied targets or
I targeted offices, including Betsy funds, T & E, and HQ sponsored
i ••••
I ,Imtiatives

I Use daily planning to highlight deadlines, anticipate
\upcoming opportunities and organize paperwork responsibilities, Le.,
Ireporting of territory/ out of territory time, daily call reporting,
,training preparation, etc.

Identify and minimize triggers that affect focus and attention,
such as POA meeting seating, preparation and note taking.

IBe cognizant ofnon-yer,bal communication and body language., ',

i
i
Brief description of

accomplishments and next

steps as described in the

deveiopment plan.

,,--_.----

Marci,
You have come a long way in your approach to selling and
confidence in front of your customers. You are making progress in
developing working relationships within your LAT, especially with
your specialty counterparts.

I You set the foHowing goals for growth in 2004:
Increase Organization

,-,-"--""
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Colleague's Signature:

Manager Signature:

Increase Clinical Knowledge
Establish myself as a respected and valuable member of your

You have increased your clinical knowledge to maintain confidence
in addressing your customers., This confidence and understanding
has been recognized by your LAT, and you have consequently
become a resource to them. In preparation for Phase VI, ensure your
clinical knowledge is exceptional, so you can finish at the level you
have worked hard to reach.iMuch of your success in 2005 will come from commitment and

'I discipline to mljIlaging your organization skills. I am confident you
will fmd the method that is most conducive to you and your lifestyle.

I I will always be available to you to support your efforts and offer
suggestions, so you can be successful in this area ofyour
development.II look forward to an award-winning year in 2005.

Date:

Date:
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Comprehensive Rehabilitation

Electrodiagnosis

Total Mobility Prosthetics & Orthotics

Trudy R. Hall, M.D., P.A.
Physical Medicine and Rehabilitation Board Certified

MEMORANDUM

To:

From:

Date:

Re:

Maryland Department of Mental Health and Hygiene
Office of the Secretary
201 Preston Street
Baltimore, MD 21202

Secretary Nelson Sabatini

TrudyR.Hall,~.

October 21,2003

Maryland Medicaid Preferred Drug List

I am Trudy R. Hall, the medical director of the Urban Medical Institute and the Wellness
and Rehabilitation Center in Baltimore City.

I would like to advocate that Detrol LA be added to the preferred drug list in the urinary
drug category.

Detrol LA has proven to prevent nursing home placement and increase discharge to home
or community. Incontinence is one of the major reasons for placing a family member in a
nursing home. Additionally, awakenings during the night to go to the bathroom is one of
the leading cause of hip fracture.

Detrol LA improves the quality of life for the patient and caregiver shown in one year
studies. The caregiver of patients with overactive bladder must bear many of the
consequences of patients with incontinence.

.There are no precautions for GERD or heat prostration with Detrol LA.

Once a day dosing improves compliance for patients.

A favorable side effect profile ensures that treatment will continue.
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WTR000579

I want to reinforce to you that fee-for-service Medicaid patients, which will be the clients
of this new PDL program, are not "just like any other patient" in a physician's practice.
These patients will not be like the child Medicaid patients whose income eligibility rates
are far higher. They will have incomes far below $10,000 per year. These are usually the
sickest of the sick, the poorest of the poor, without someone to look out for them and see
that they follow through with prescribed medical and pharmacological recommendations.
They often do not have transportation to take them back to the doctor or pharmacy on a
later date. Anything that makes compliance more difficult often results in poor health
outcomes. It would certainly not be cost effective to cut the cost of providing prescription
drugs, only to drive up the costs of emergency room visits, hospital admissions, and
potential surgery.

- -------- --- --------
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May25,2005

By Email & First Class Certified Mail

Senior Vice President of Human Resources
Sylvia Montero
235 East 42Dd Street
New York, NY 10017

Vice Chairman, Gen. Counsel
Jeffiey Kindler
235 East 42Dd Street
New York, NY 10017

Corporate Compliance
235 East 42Dd Street
New York, NY 10017

Dear Pfizer Officers:

1. Preliminary Statement
I have enjoyed a rewarding and challenging career with PfIZer as a sales

representative. The strong values and ethics that Pfizer displays in its daily operations
have been apparent from the beginning. It is with the Pfizer value of integrity that I
convey the information in this letter.

For the first time ever in my employment career I have taken disability leave for
job related stress. In the past I have received good evaluations by Amy Bakewell.
However, ever since utilizing the Pfizer Open Door Policy in November to report
illegal and improper activity by Amy Bakewell, I have been set up for retaliation.

I am now in a position to return to work on June I. My primary objective upon
. return, isto~ontinuemy growth and advancement within thecbIDjJany. Heel it is
important to document some troubling events.

II. Employment Events and Resulting Retaliation
In November 2004, then with a sense ofretaliation, I discussed with

Marguerite Eastwood ofHuman Resources, about improper and illegal activity by
Amy Bakewell. I specifically discussed off label and illegal promotion of
products, alcohol abuse, and inappropriate field coaching. The illegal promotion
ofBextra for acute pain, and Detrol LA for the BPH patient, is documented in the
enclosed business plan, which was emailed to the entire district on February 24,
2004. (by Amy Bakewell) I understand from attending Pfizer's ethics/compliance
training that these reported practices violate federal law (refer to Appendix A).
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From that point on, I was a target of her retaliation. Previously, I had never
been counseled or disciplined related to performance. Within weeks of my
discussion with Human Resources, the actions listed below were taken.

• On January 24, I received an unfair performance evaluation. I was
Rated below expectations for Team Contribution. In the past, I
have received good evaluations.

• On March 2, I was given an intimidating and threatening field
Coaching report, informing me ofupcoming placement on an
Immediate Action Plan.

• On March 7, I was denied a pay increase, and told that I wouldn't
receive the expected 7% pay increase upon completion ofPhase
VI.

• On March 7, management skipped normal disciplinary steps, and
informed me ofupcoming placement on Final Warning.

m. Resolution
I look forward to the challenges ofreturning to work. I want to make sure that
I am no longer retaliated against. The effects have been detrimental to my
physical and mental health. I am confident that this problem can be rectified,
so that we may be able to move forward.
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Complete Items 1, 2, and 3. Also complete
item 4 if Restricted Delivery Is desired. X
Print your name and ~ddress on the reverse 1l----~_Lf~----r_---'=¥""''7'=-1
so that we can return the card to you.
Attech this card to the back of the mailplece,
or on the front if space permits.

ArtIcle ••

(Transl-SForm
\

. I,
c·-

I
i I

~95-02-M-154q ~
I '

------------~ I

i
o Agent i
o Addressee \

C. Date of DeliverY'"' I
i

D. Is delivery address different from item 1'1 0 Yes
If YES. enter detiveIY address below: 0 No

Complete items 1, 2, and 3. Also complete
item 4 if Restricted Delivery is desired.

I Print your name and address on the reverse
so that we can return the card to you.

I Attach this card to the back of the mail;,>,ece,
or on the front If space permits.

~Artlcle Addressed to:

~\~ f'hc.,r~
~l<st- c...h.~('"~~
~..(~~((:l~ 1~,\".9..("1~3.Serv='ce=Type====:::::;C'~:
3S t:.i L.J? hJ .C ) ;>.0 Certified Mall 0 Express Mall I
· I -lL..> <......)"t. )lg"Reglslered ORetumRecelplforMerchand~/1

\j~ Yor~... N'i 10<:::>l--1 o Insured Mall o C.O.D. ! . 1

I 4. Restricted Delivery? (ExtJa Foe) q Yes I

• ArtIcle Number
(Transfer from sei'1iica 7005 0390 0004 6624 8873

S Form 3811,'August2001 Domestic Return Receipt 102S9S-Q2-M-1540 \

I

•• • • COMPLETE THIS SECT/ON ON DELIVERY

o Agent
o Addressee

B. Received by't,Jrlnted Name) IC. Date of Delivery

D. Is delivery address different from Item 11 0 Yes
If YES, enter delivery address below: 0 No

A Signature ;;::::::

X -( '\ \../
• Complete'1tems 1, 2, and 3. Also complete

item 4 if Restricted Delivery is desired.
• Print your name and address on the reverse

so that we can return the card to yqu.
• Attach this card to the back of the mallpiece,

or on the front if space permits.

~icleAddressed to:

• t'Z..r..- P~q--~i
-CVe ' c...e~. :i~,
~~ l~ 1.\=:=:=========
" J'Y h..LSf,. 3';~=Mall o Express Mall
'\J'V-.J c> A 1\ I V l .l(Reglslered 0 Retum R,!""lpI for Merchandise

, I ~ I '-J I 60 tI f---'0"-'I""nsu=red::,:M:::a11:...-:0:::,..C:=.0"".D::.... --;

4. Restricted Delivery? (ExtJa Foe) 0 Yes

• Article Number
(rransferfrom servicelabeO

S Form 3811, Augusl2001
7005 0390 0004 6624 8880 '

Domestic Return Receipt 102595-02-M-1540
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Chesapeake Pride
2004 Sales Strategy Planner

Name: Marci Drimer Date 12/01/2003
Title: PHR Territory #: 3SE12F13

Overall Goals for 2004 !Performance)
I. Identify and maximize territory opportunites by maintaining monthly Tracking report
2. End year in top 20% of Region (top 15 territories)
3. Establish Prof Powers and Searle as a Pfizer pain team for customers
4. Close the Gap between 3'" ranked dollar volume territory in district.
5.

Current Regional Rank YTD 9 QTD 12

2003 Sales Performance
Prodnct GAR % Quota RankYTD Current Market Share

(TeR)

Celebrex 103.09 16 54.7
Bextra 102.27 42 54.7
Detro! LA 100.93 10 51.3

Top Zip Codes by Total Sales (Sales Channel Detail Report)
List of Top 10 Zip Codes Town/City Total $$ Volume (all # Days/Call

oroducts) Cycle
1. 21215 Baltimore 110,628 3
2. 21208 Pikesville 88,688 2
3. 21229 Baltimore 79,637 3
4. 21117 OwingS Mills 68,877 2
5. 21225 Brooklyn 69,257 3
6. 21230 Baltimore 27,473 1
7. 21136 Reisterstown 26,619 1
8. 21227 Halethorpe 26,558 1/2
9. 21217 Baltimore 21,049 1
10. 21133 Randallstown 17,685 1

.

List Top Accounts (SCDR)

Account (Hosnitals, Clinics, LTC Pharm) Zin Code Total Sales YTD YTD% +/-
1. Washington Village 21230 73,962 37.3
2. Neighborcare 21215 33,500 22.2
3. Total Health Care 21217 8,088 19.7

Please attach a copy of your call cycle.
-Consider adding in targeted customers for 2 visits per month
-include LTC( Homes, DON, Consultant Pharmacists
-Hospitals
-Top 8 Pharmacies in territory (2 per route)

- ------_._--
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CELEBREX STRATEGY FOR 2004

Current Sales Performance Sales Attainment Re
2003 Sales: 684,634 YTD% Quota: 101.8 QTD % Quota: 101.8

Top 3 Sales Channels (Sales Channel Summary Report)
Channel Type (RPD, Mail Order, Pool, etc) Total Sales YTD YTD% +/-
1. RPD 676,737 -2.8
2. Mail Order 107,291 8.4
3. HosDtial Outflow 96,688 -1.5

List the top 10 Celebrex Primary Care Rxers in your territory (Sherlock)
Last Narne Potential Rank Actnal Rank NRx Class NRx Celebrex

I. KrooDnick I I 2172 579
2. Pokov 2 2 2018 535
3. Chian~ 3 IO 1482 356
4. Siddiqui 4 43 1563 184
5. Richardson 6 I3 1393 307
6. Posner 10 14 1287 307
7. Sivaraaman 12 58 1171 50
8. Hunt 13 39 1175 196
9. Jacobovits 16 44 1048 183
IO.McCov 17 56 1089 154

RxCINSAlDSP "10 T d"L" h1st t e top ra ItlOna rImary are ers In your territory
Last Narne Potential Rank Actual Rank NRx Class NRx Celebrex

I. KrooDnick 1 1 2172 579
2. Siddiqui 4 43 1563 184
3.Sivaraarnan 12 58 1171 150
4.McCov 17 56 1089 154
5. Chiang 3 10 1482 356
6. Posner 10 14 1287 307
7. Hunt 13 39 1175 196
8.Richardson 6 I3 1393 307
9. Seth D 15 46 615
1O.Saluia Darshan 20 15 901 299

-
Overall Goals for Increasing Celebrex Sales in 2003 (in collaboration with Powers
and Pro)

I. Establish Celebrex as the Nsaid for Cardiovascular patients
2. Increase cox 2 rnarket share with orthoDedics, Dain, reumatolo!!ist *
3. Maintain market share in Medicaid accounts at or above district market share levels *
4.
5.

*Cox2 plan

Case 1:06-cv-10204-DPW     Document 38-18      Filed 01/21/2010     Page 3 of 9



WTR000582

List Speakers That Yon Plan to Develop in 2003

Name Specialty
1. Bernie Rubin Cardiology - (old Court & Libertv
2. Consult LAT -:T~ """ ~ ~"""t.... GI

Planned Celebrex Programs for the lst Semester (50% ofbudget spent by May 151 and
80% planned by Augustth) (Can be speaker, One on One Dinner, Jrl Club, eet)
Programs should be targeted at highest potential accounts or zip codes.

Prol!ram Tvne Date Sneaker Tarl!etslIocation Estimated Cost
I.Rehab Zussman Rehab Sinai
2.Roundtable Mary Ellen Groff Top NSAID

J writers at clinics
3.Norses night 'V
ont
4.
5.
6.
7.
8.
9.
10.
11.
12.
13.
14.
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BEXTRA STRATEGY FOR 2004

Current Sales Performance Sales Attainment Re ort
2002 Sales: 278,685 YTD % Qnota YTD: 97.6 QTD % Qnota:97.6

Top 3 Sales Channels (Sales Channel SummarY Renort)
Channel Tvoe lRPD, Mail Order, Pool, etc) Total Sales YTD YTD % +1-
1.RPD 307,036 13
2.Hosotial Ootflow 64,766 20
3.Mail Order 42,568 9

List the ton 10 PrimarY Care Rxers for Bextra (Sherlock)
Last Name (wi Specially) Zip Code Potential Rank ActoalRank Top competitor

Rx'dlMShare
1. Kroopnick 21208 I 62 Naproxen
2. Pokov 21215 2 1 Vioxx
3. Chiao~ 21217 3 29 IbnorofenNioxx
4. Siddiqui 21225 4 95 Ibuprofen
5. Brager (DRS) 21208 5 28 EtodolacNioxx
6. Richardson 21215 6 16 IbuorofenINaoroxen
7. Fine (REV) 21215 7 2 MobicNioxx
8. Murphy (DRS) 21229 8 6 Vioxx
9. Meverhoff (REV) 21215 9 26 Naoroxen
10. Posner 21230 10 35 Ibuorofen
11. Yap (REV) 21225 11 17 Vioxx

Overall Goals for Increasing Bextra Sales in 2004 (in collaboration wi Powers and
Pro)
1. Secure one Pfizer Cox 2 orotocol oathwav in each hosoital
2. Decrease Vioxx Market share fro October 2003 - 16.9% Sherlock
3. Increase Bextra usage in ER aod urgent care centers with coupons aod starter kits
4.
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List Speakers You Plan to Develop in 2003

Name Specialty

1. Trudv Hall Pain Management - Monumental
2.Ira Fine Chief of Rheum at Sinai

Planned Bextra Programs for 1st Semester
Program Tvne Date Sneaker

1. Kosher Program Ira Fine or B.
Rubin

2.
3.
4.
5.
6.
7.
8.
9.
10.

Targets
KosherMDs

Estimated Cost

Global Tactics:
One OAB and one pain! Arthritis Grand Rounds in St Agnes, Sinai, Harbor,

Work with Dave Orlando to help create initiatives in the large medical
centers/clinics that include 60% of the top Celebrex/ Nsiad writers

• Implement pain theme day with top clinicslNSAID writers

• Develop Cardiologist as a advocate/speaker -consult LAT and Cluster X

Route 1: Pharmacies - Neighborcare, Giant Reisterstown road.
Preceptorships: Pain- Trudy Hall, Grow business through new relationships with
Rehab in Sinai, ie case studies program, lunch and learn, develop Scott Brown for
Speaking. Work w/ Susan to utilize Ira Fine to influence Sinai.
Develop relationships at Total Health Care, ie Dr. Dixon and Tapassio, create
partnership
Top ranked RPD 8th in Share - 36% Cel, 18.9% Bex, 25% Vioxx
Route 2: Pharmacies
Develop febltiOilshipwith Pain management MD Francisco Ward, utiliZe him to
speak at Harbor.
Get Celebrex or Bextra on formulary at Washington Village

Route 3: Randallstown - Giant Pharmacy
Preceptorship 1M with Charles Moore

Route 4: Neighbor cares - Greentree, Red run, and Crossroads
Preceptorships: Rheum - Ed Morris, ORS- Sam Matz ,
U1tize Ira Fine to speak to his peers in Pikesville/Owings Mills.
Pikesville #1 volume, 6 market share RPD -CeI38%, Bex 18%, XX 27.4%,
Owings Mills ranked 3 in volume 5 in share - Cel 38.4%, Bex 18%, Voxx 24%

.~----_.__ . - ---_. __._.----
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, .

DETROL LA STRATEGY FOR 2004

Current Sales Performance Sales Attainment Re ort
20028ales:166,200 YTO % Quota100.5 TO % Quota 100.5

List the top 10 OAB Primarv Care writers 2004 (Sherlock)
Last Name (w/spccially) Zip Code Poteutial Rank Actual Rank Top competitor

Rx'd/M8hare
1 Kroopnick 21208 1 62 Oxvbutin
2. Pokov 21215 2 1 Ditronan
3. Chiang 21217 3 29 Oxvbutin
4.Siddiai 21225 4 95 Oxvbutin
5.Posner 21230 10 35 Oxvbutin
6. Hunt 21216 14 191 Detrol
7.Seth 21229 15 45 Ditronan
8.Jacobovits 21209 17 5 Ditropan
9. Saluia 21215 20 60 Ditropan
1O.1sh 21230 23 140 Ditronan

Overall Goals for Increasing Detrol LA Sales in 2004 (in collaboration with Upjohn)

1. ,Plan 1 lunch per month with top 10 writers and detail Detrol fITst
2 Pick one month and plan an OAB day every week with top writers
3 Plan NPR program to increase sereenin!! ofOAB
4
5.

ILAPdDPIanne etro rograms or emester
Pro!!ram Tvne Date Sneaker Tar!!ets Estimated Cost

1.
2.
3.
4. -
5: .. -
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, ..

HOSPITAL ACCOUNTS

What are your strategies for Pharmacy (List each hospital separately)

1. Establish a relationship wI Pharmacist (all hospitals

2. Sinai - Work through Karen Nelson and Stephen Siegel to establish Pharmacy
education programs

3. North West - Utilize Stephen Siegel to make inroads in PHarmacy

4.

What are your strategies for ER? (List separately)

1. Bextra Coupons in ER's all Hospitals

2.

3.

4.

What are your strategies for Surgery? (List separately)

1. Work with PAIN team ( Melanie and Susan to change protocols in each hospital)

2.

3.

4.

What are yonr strategies for 1M? (List separately)

1.

2.

3.

4.
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,. '

What are your strategies for Anesethiology? (List separately)

1. Sinai - complete lunch with Aneseth. December 16. Utilize feedback for
approach from Kyle Jackson and Susan. Introduce Kyle Jackson to department.

2. Recreate success in other hospitals once working through process in Sinai.

3.

4.

What are your strategies for RehablPain Teams? (List separately)

1. Sinai - Established contacts with attendings. Parlay that into lunch with
Residents. Bring Susan R. into department for introductions to all staff.
Develop Scott Brown as speaker.
Set up Pain grand rounds

What are your strategies for P&T? (List separately)

1. Learn who they are. Ask questions of formulary procedures ofMD's and staff
"friends" in offices. This is a "one new thing learned in every office" project.

2.

3.

4.

What are your strategies for Cardiology? (List separately)

1. Bernie Rubin - Develop and use to influence MD's and formulary status at Sinai
and Northwest.

2.

3.

4.
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June 16, 2005

Mr. Daniel Schlein
Assistant DirectorCorporate HuniaiJ. Resources
235 East 42"" Street
19th Floor
New ¥ork,NY 10017

Dear Mr. Schlein:

I. Timelirieof Events

• On November 4 ,I filed an initial complaint with Human Resources via telephone
concerning supervisor. Also reported concems to Regional Manager via telephone.

• In November ,I met with Human Resources representative, Marguerite Eastwood.
Discussed supervisor's alcoholic behavior, abusive management, and off label
promotion ofproducts.

• In January, HR completed the inv~stiga.tiOl1 anq. infoIlIl~d methatt1J.ey didn't see any
instances of alcohol abuse or a1J.0~§!ework enyir?wPt;p1:. They saw problt;ms in my
"rt;lationship" with my supervisor: Ms. Eastwood stated that she was unable to handle
the off label and iIlegalpromotion ofproducts. She informed me that she was
forwarding the information to the Iegal departInentA
meeting WljS sc1J.eduled forJanuary 7 with HR,m;Y~elf, andth¢Regional Manager.

• On January 7, there was a meeting at Regiona.l Office with HR, myself, supervisor
anqRegional Manager. We discussed issues in my relationship with my supervisor. 1
requested additional supervision from outside sources, but was denied.
My regional manager believed it would be "too confusing." When they asked
My supervisor what issues she had with me the follo",ingw:iS, ~aid,"lnever, __­
Had any issueswith Marci; tIlls-came lis a complete shock to me."She had no

- Problems'and requested-no change-in my perfbrmiiJice~ - - - .. - '

• On January 24, my performance review was completed. My regional manager, myself
and supervisor were present. She downgraded me on "Team Contribution",
and had no specific examples.

On February 24,1 had a field ride with my supervisor She shared that the Regional
Manager was concerned that myself and another coworker were behind in completion
ofPhase VI Training. 0Ne were both sigued up for the training the end of
March)She stated that the expectations would be greater for us since we had
More time to prepare than others. She scheduled another field ride for the following

--- ,-~~-----
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Week.
I called my Regional Manager that day to discuss the issue with him. He

Stated that he was "concerned", but I wouldn't be held to any higher
Expectations. My supervisor then called me and I shared the conversation
With her. She stated that the Regional Manager had shared my conversation
With her. She expressed concern that I didn't trust her. I received an email from my
Regional Manger that evening documenting Our conversation and copying HR.

• On March 1, My supervisor sent an email to the entire district requesting
numerons administrative items for upcoming field rides. (I was scheduled for a field
ride the following day and was unable to complete the items in time)

• On March 2, I had a field ride with my supervisor. She told me at the end ofthe day
that I was being placed on an Immediate Action Plim. She wrote this in the field
contact report. We were unable to discuss it further at that time and agreed
to talk the following Monday.

• On March 7, My supervisor and I spoke by phone and she reported the following
information. My merit increase was 0.0%, the 7% raise that I would
normally receive after completion ofPhase VI training wasn't going to occur
because I didn't meet expectations on my Performance Review, and I was being
moved to a "Final Warning" instead of an Immediate Action
Plan because I hadn't completed Phase VI Training. (This fast forwarded the
Process by six months.)

• Short Term Disability extended from March 8 until June 2

• On May 25, I sent a registered letter to Sylvia Montero, Jeffrey Kindler and Corporate
Compliance documenting illegal promotion ofproducts by Amy Bakewell,
And resulting retaliation against me.

II; - -CO!1JIJrateResponsetoRetaliatiOnComp1amt-

• I was welcomed back from short term disability with a two day
Training with my Regional Manager on June 2-3. from 8-5. Initially, he
denied an overnight stay in Reston. He stated that it was only an hour
according to Mapquest. Rush hour traffic takes a minimum oftwo hours
before and after work. It was only after I explained that it was
unreasonable that he said, "do what you need to do." ( My district mates
were put up in a hotel for their PDA in the Reston Town Center. They also
didn't start until 10 am.)
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He presented me with my business plan, which I hadn't seen in three
months. He asked me to walk him through it and then discussed updating
it. I specifically asked for a due date. He became annoyed and said that it
appeared as though I didn't want to be there. He said that I could update it
as I saw necessary.

He gave me a copy ofthe Regional Minimum standards, which isn't
customary practice for POA. ( I verified with my district mates and they
didn't receive them at their POA) IJ:e added two new standards, which I
had never seen before.

• OnJune 10, I spoke to my Regional Manager, Chuck Rodgers. He asked for
an updated copy ofmy business plan to be faxed to him that day. I reminded
him that he had not given me a due date. He demanded my progress be faxed
to bim. I explained that it wasn't possible because I had just received my
computer two days prior. He stated that was plenty of time and ifI cared
about my territory I would have begun it immediately. I explained that I had
over 200 emails to sort through.

• I inquired About the status ofmy "Final Warning." He stated that he was
Unaware Ofany disciplinary action taken by my district manager. I
commented that he had received a copy by email ofher March field coaching
guide, in which it stated that I was being placed on an Immediate Action Plan.
He denied ever seeing it, despite my acknowledgement of a.copy on email
sent to him. He suggested that I speak to my district manager, as he didn't
want to intercede between us.

1informed him of my discomfort in riding with my manager and the
disparate treatment that 1was receiving. Six field rides in three weeks with
management is unusual and overwhelming. He stated that Human Resources
saw no reason to stop the field rides.

• On June 10, I sent an email to Human Resources, Amy Bernel!. I documented
our conversation from the previous week concemingexcessive field rides and

.. - . _.. 'retaliation: I again express-ed'concern about retalia:tion: . - ,- - . - ..

• On June 10, 1had a scheduled phone conversation with the Assistant Director
ofCorporate Human Resources, Dan Schlein. I gave him dates and retaliation
taken against me by district and regional manager. He asked for supporting
documentation, which is included with this letter.. I expressed concern about
excessive field rides to him. He stated that he is unable to intercede with
Regional Human Resources. He stated that the investigation would take a few
weeks to complete.
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• On June 11, my Regional Manager left a voice mail message stating
That he "j'ound" the March 2 Field Coaching Guide. Despite what was written
on it, I am not on any disciplinary plan

• On June 13, I requested to meet with my manager prior to beginuing
To calIon phy~icians.I stated that I wanted to discuss a few things,
considering we had:il.'t worked together iii three months. She refused to meet
at the normal 8 am time, stating that it would take time out of the field. She
stated that I would need to meet at 7:30 am in order to have a discussion. I
agreed.

I stated that I felt she had treated me unfairly and was retaliating against
me. I asked the status oflily "Immediate Action Plan." She denied that I was
placed on apl;m, despite it being written in my field coaching guide.

• On June 13, I received a reply email fromHumanResources.AmyBernell.1t
stated that I was to continue to planned field rides with my manager.

• On June 14 I had my second day offield coaching with my manager. She
stated that it had been a good day, but the field coaching guide did:il.'t reflect
it. I informed her ofmy concern and she became extremely agitated and
angry. She stated, " I have been more positive with you than any other rep
these last two days. Ifthat isn't good enough I will return to being cut and dry.
Obviously, you need your coaching guide to be flowery, Fine, you will get
what you want." Shethefi slafinned the door and got out ofmy car. No further
discussion has occurred and I still haven't received it be email.

~~--- I.
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June 16, 2005

Mr. Daniel Schlein
Assistant DirectorCorporate HuniaiJ. Resources
235 East 42"" Street
19th Floor
New ¥ork,NY 10017

Dear Mr. Schlein:

I. Timelirieof Events

• On November 4 ,I filed an initial complaint with Human Resources via telephone
concerning supervisor. Also reported concems to Regional Manager via telephone.

• In November ,I met with Human Resources representative, Marguerite Eastwood.
Discussed supervisor's alcoholic behavior, abusive management, and off label
promotion ofproducts.

• In January, HR completed the inv~stiga.tiOl1 anq. infoIlIl~d methatt1J.ey didn't see any
instances of alcohol abuse or a1J.0~§!ework enyir?wPt;p1:. They saw problt;ms in my
"rt;lationship" with my supervisor: Ms. Eastwood stated that she was unable to handle
the off label and iIlegalpromotion ofproducts. She informed me that she was
forwarding the information to the Iegal departInentA
meeting WljS sc1J.eduled forJanuary 7 with HR,m;Y~elf, andth¢Regional Manager.

• On January 7, there was a meeting at Regiona.l Office with HR, myself, supervisor
anqRegional Manager. We discussed issues in my relationship with my supervisor. 1
requested additional supervision from outside sources, but was denied.
My regional manager believed it would be "too confusing." When they asked
My supervisor what issues she had with me the follo",ingw:iS, ~aid,"lnever, __­
Had any issueswith Marci; tIlls-came lis a complete shock to me."She had no

- Problems'and requested-no change-in my perfbrmiiJice~ - - - .. - '

• On January 24, my performance review was completed. My regional manager, myself
and supervisor were present. She downgraded me on "Team Contribution",
and had no specific examples.

On February 24,1 had a field ride with my supervisor She shared that the Regional
Manager was concerned that myself and another coworker were behind in completion
ofPhase VI Training. 0Ne were both sigued up for the training the end of
March)She stated that the expectations would be greater for us since we had
More time to prepare than others. She scheduled another field ride for the following

--- ,-~~-----
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Week.
I called my Regional Manager that day to discuss the issue with him. He

Stated that he was "concerned", but I wouldn't be held to any higher
Expectations. My supervisor then called me and I shared the conversation
With her. She stated that the Regional Manager had shared my conversation
With her. She expressed concern that I didn't trust her. I received an email from my
Regional Manger that evening documenting Our conversation and copying HR.

• On March 1, My supervisor sent an email to the entire district requesting
numerons administrative items for upcoming field rides. (I was scheduled for a field
ride the following day and was unable to complete the items in time)

• On March 2, I had a field ride with my supervisor. She told me at the end ofthe day
that I was being placed on an Immediate Action Plim. She wrote this in the field
contact report. We were unable to discuss it further at that time and agreed
to talk the following Monday.

• On March 7, My supervisor and I spoke by phone and she reported the following
information. My merit increase was 0.0%, the 7% raise that I would
normally receive after completion ofPhase VI training wasn't going to occur
because I didn't meet expectations on my Performance Review, and I was being
moved to a "Final Warning" instead of an Immediate Action
Plan because I hadn't completed Phase VI Training. (This fast forwarded the
Process by six months.)

• Short Term Disability extended from March 8 until June 2

• On May 25, I sent a registered letter to Sylvia Montero, Jeffrey Kindler and Corporate
Compliance documenting illegal promotion ofproducts by Amy Bakewell,
And resulting retaliation against me.

II; - -CO!1JIJrateResponsetoRetaliatiOnComp1amt-

• I was welcomed back from short term disability with a two day
Training with my Regional Manager on June 2-3. from 8-5. Initially, he
denied an overnight stay in Reston. He stated that it was only an hour
according to Mapquest. Rush hour traffic takes a minimum oftwo hours
before and after work. It was only after I explained that it was
unreasonable that he said, "do what you need to do." ( My district mates
were put up in a hotel for their PDA in the Reston Town Center. They also
didn't start until 10 am.)
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He presented me with my business plan, which I hadn't seen in three
months. He asked me to walk him through it and then discussed updating
it. I specifically asked for a due date. He became annoyed and said that it
appeared as though I didn't want to be there. He said that I could update it
as I saw necessary.

He gave me a copy ofthe Regional Minimum standards, which isn't
customary practice for POA. ( I verified with my district mates and they
didn't receive them at their POA) IJ:e added two new standards, which I
had never seen before.

• OnJune 10, I spoke to my Regional Manager, Chuck Rodgers. He asked for
an updated copy ofmy business plan to be faxed to him that day. I reminded
him that he had not given me a due date. He demanded my progress be faxed
to bim. I explained that it wasn't possible because I had just received my
computer two days prior. He stated that was plenty of time and ifI cared
about my territory I would have begun it immediately. I explained that I had
over 200 emails to sort through.

• I inquired About the status ofmy "Final Warning." He stated that he was
Unaware Ofany disciplinary action taken by my district manager. I
commented that he had received a copy by email ofher March field coaching
guide, in which it stated that I was being placed on an Immediate Action Plan.
He denied ever seeing it, despite my acknowledgement of a.copy on email
sent to him. He suggested that I speak to my district manager, as he didn't
want to intercede between us.

1informed him of my discomfort in riding with my manager and the
disparate treatment that 1was receiving. Six field rides in three weeks with
management is unusual and overwhelming. He stated that Human Resources
saw no reason to stop the field rides.

• On June 10, I sent an email to Human Resources, Amy Bernel!. I documented
our conversation from the previous week concemingexcessive field rides and

.. - . _.. 'retaliation: I again express-ed'concern about retalia:tion: . - ,- - . - ..

• On June 10, 1had a scheduled phone conversation with the Assistant Director
ofCorporate Human Resources, Dan Schlein. I gave him dates and retaliation
taken against me by district and regional manager. He asked for supporting
documentation, which is included with this letter.. I expressed concern about
excessive field rides to him. He stated that he is unable to intercede with
Regional Human Resources. He stated that the investigation would take a few
weeks to complete.
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• On June 11, my Regional Manager left a voice mail message stating
That he "j'ound" the March 2 Field Coaching Guide. Despite what was written
on it, I am not on any disciplinary plan

• On June 13, I requested to meet with my manager prior to beginuing
To calIon phy~icians.I stated that I wanted to discuss a few things,
considering we had:il.'t worked together iii three months. She refused to meet
at the normal 8 am time, stating that it would take time out of the field. She
stated that I would need to meet at 7:30 am in order to have a discussion. I
agreed.

I stated that I felt she had treated me unfairly and was retaliating against
me. I asked the status oflily "Immediate Action Plan." She denied that I was
placed on apl;m, despite it being written in my field coaching guide.

• On June 13, I received a reply email fromHumanResources.AmyBernell.1t
stated that I was to continue to planned field rides with my manager.

• On June 14 I had my second day offield coaching with my manager. She
stated that it had been a good day, but the field coaching guide did:il.'t reflect
it. I informed her ofmy concern and she became extremely agitated and
angry. She stated, " I have been more positive with you than any other rep
these last two days. Ifthat isn't good enough I will return to being cut and dry.
Obviously, you need your coaching guide to be flowery, Fine, you will get
what you want." Shethefi slafinned the door and got out ofmy car. No further
discussion has occurred and I still haven't received it be email.

~~--- I.
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8l Leban & Neuworth, LLC
ATTORNEYS AT LAW

ST£PHEN a. lEBAU

RICHARD P. NEUWORTIt

ANNA L, }HFF.RSON

MAlty ANN RYAN. of CCll/llSc1

606 Baltimore Avenue, Suite: 201 • Baltimore, Maryland 21204.410.296.3030 phone + 410.296.8660 fax

Prince George's County Office:

379 Main Street
Laurel, Maryland 20707

June 23, 2005

VIA Ul'S

Daniel Schlein
Assistant Director
Corporate Human Resources
Pfizer Pharmaceuticals
235 E. 42nd Street
19th Floor
New York, NY 10017

Re: Marci Drimer

Dear Mr. Schlein:

This Firm has been retained to represent Marci Drirner in connection with her
employment with Pfizer Pharmaceuticals. We understand that Ms. Drimer has fIled a
fOmial compliant with the Company, reporting illegal marketing activity and severe
retaliation against her. In addition, there has been ongoing discrimination. Federal laws
and regulations have been violated that allow for private causes ofaction with significant
monetary penalties.

Ms. Drirner has attempted to work the chain ofcommand, without success. In fact, the
retaliation has only escalated against her.

I ask that you or you designated representative contact this as soon as possible to discuss
this extremely nrgent-matter. Ms. Drimer-feels threatened at-herjeb and her health-is
suffering as a direct result. Thank you.

Y0U!s J;ru1y,
,'"2.,

.' -,:.~.;' ... ' \ ,.t.'.
~ ',,' ~,'

I . '_."
Stephen B. Lebau

~ lID lMl$IDm$IDr.m. VWm lMImfill%pnIJ {C!I!I1JIlIl'IDwrmr Jl}W'@
Electronic data is a valuable and irreplaceable source ofdiscovery and/or evidence in this matter. The laws and rules prohibiting
the destruction of evidence apply to electronic data with the same force as they apply to other kinds ofevidence. We ask that all
relevant individuals (employees and consultants) be advised ofthe obligation not to destroy eVidence, including but not limited to
voice-mails, e-mails, web~site records, and other documentation stored inion your Company's computer/telephone system and
network. Because printout to paper form of text from an electronic file does not preserve the totality of infonnation which is in
the electronic file, and therefore does not suffice to fully preserve evidence, there should be not be any destruction or tampering

_~~ ~__~i~ compllter/elec!J'0nic data _
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TRANSMISSION VERIFICATION REPORT

TIME : 07/01/2005 12:16
NAME : MARCI DR:rMER
FAX: 4105B50129
TEL: 4105B50129
SER.# : BROB3J20576B

DATE,TIME
FAX NO./NAME
DURATION
PAGE(S)
RESULT
MODE

July 1, ;2005

Wendy Billie
Manager, Human Resources
Pfizer Inc.
11921 Freedom Drive
Reston, VA 20190

Dear Ms. Billie:

07/01 12: 16
17034672030
00:00:34
02
OK
STANDARD.
ECM

J have received your June 30th let1er aud have a call into Employee Health Services. I
have enclosed a copy ofa letter sent to Pfizer HR from my lawyer. Ijust wanted to make
sure you are aware ofthe relevant circumstances. We have not received a response back
from Pfizer.
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