
Common/Not-So-Common Case Conundrums in CME 
MECC Group 

Prior to the COVID-19 era, you were quite pleased that your CME company, US MECterprise, was able to 
secure grant funding for a live satellite symposium and accompanying online enduring component at the 
American Cardiology Association of America (ACAA) annual meeting in July 2020. Two supporters each 
provided 50% of the overall funding, Broadway Pharmaceutical and Antarctic Therapeutics.  
 
As we all know, all face-to-face meetings for the next several months have been cancelled, and the 
ACAA conference was no different, quickly shifting to an online virtual format. Consequently, your 
organization is meeting to decide how to reformat your funded program and then submit a compelling 
change of scope request. 
 
You know many people in the grant department at Broadway Pharmaceutical. They have historically 
been a willing, active communicator, they seem to understand the challenges facing MECCs right now, 
and they are encouraging compliant communications with providers looking to rescope previously 
approved initiatives.  
 
Antarctic Therapeutics is at the opposite end of the spectrum. They have not returned multiple voice 
mails and all efforts to reach someone via email have been met with the same automated response, “If 
any activity is not going to be delivered in the format laid out in the proposal, a formal change of scope 
must be submitted to the grant department via our main department email to be reviewed by the Grants 
Committee.”  
 
You don’t want to lose the funding that has been awarded, but you are a bit stumped as to the right 
approach to take. 
 
What would you do? 
 
Case 2 

It’s October, and despite a very rough 6 months for everyone, we’ve managed to get a handle on the 
Covid-19 crisis and things have returned, more or less, to normal. Your organization has been closely 
following a new cancer agent, innovatimab, being developed by a small biotech called Shazam Oncology 
that is on the cusp of approval for a specific type of lung cancer. This is among the core therapeutic 
areas your company focuses on. 

Shazam Oncology is a small company with limited internal staff, and they are trying to commercialize 
their first agent independent of a more experienced and larger pharma partner. Their initial foray into 
the medical education space is accompanied by an RFP that lands in your inbox one morning. This RFP 
seeks proposals that focus on three key audiences – oncologists, oncology nurses, and oncology 
pharmacists – with options for combinations of live and online interventions to be delivered within 18 
months.  

In the RFP, they state that they will award funding to only one proposal, but they encourage 
collaboration among providers to ensure that all target audiences are effectively reached. While there is 



no financial cap to the RFP, Shazam encourages “reasonably-priced proposals” since they have a limited 
organizational budget and the expenditure will need to be approved by the company CEO. 

Oh, there’s one more thing – the RFP submission deadline is in 2 weeks. 

What approach would you take for this proposal? 


