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» GRACEDERMA HEALTH PVT LTD is a Pharmaceutical .
healthcare company specializing in dermato-cosmetology. e . h . . . = Dermatology Literature research.
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petween innovation, technology, healthcare practitioners, and e R ; ) ) \ . . India .
hatients. g —— S E— — — .=« Collecting relevant data from (IJDVL)
» Their product range includes a wide variety of dermatological and B ) y 5 ; ; . = * Data related to Novel research on
cosmetic therapies. B I r— . ) ) \ . I Emollients
» These therapies encompass skin lightening, hair care, anti-fungal, g — -~ e . . - - | E—
anti-acne, and emollients. o R T ; ; : y X — CHALLENGES
MISSION . Limited availability of relevant studies.
We strive to fulfill our social responsibilities by | - Heterogeneity In data reporting.
providing high-quality healthcare solutions to individuals = - - » Access limitations and potential Access
across all segments of society. Our unwavering bias.
commitment to maintaining our core values, ethics, and ‘ ~ . * Quality and consistency of data In
Integrity drives us to deliver excellence in every aspect of selected studies.
our work. » Data gaps in certain STGs or specific
regions.
VISION ~« Concrete data related to annual sales
Our vision is to establish ourselves as a prominent healthcare | _ ! || | || || |‘| | 1l || “. || || “ || || ||I it was not easily available.
organization both globally and domestically, driven by e oo« Remotely keeping up with company.
Innovation, high standards, and competence. We aim to make a \
lasting impact on society by offering cost-effective solutions s A s e i T | EARNINGS
that are accessible to all individuals.
——— » Hands on remote collaboration skills..
ORGANIZATION STRUCTURE PRODUCTS IMAGE . Identified key players and market
ity ey andlFolgh Sh @ Ensme trends in the Indian emollient market.
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* Cost-saving on commuting and other
* Increased self-discipline in managing

SWOT ANALYSIS work tasks.
* Realizing my strengths and weaknesses

STRENGTHS in a non-academic environment.
 ichgfesbit e ¢ Posets ot PRACTICAL VS THEROTICAL EXPOSURE Xposure towards Industry

outsourcing and lesser communication trails

complex supply chain behind the market
- kAol A ss sl eaders. » Theoretical work deepened my understanding of concepts, reasoning, SUGGESTIONS

innovative, structured * Lacks anin-house (R&D). : .

management  Digital marketing techniques, and project theory.
* Management comprises structure falls short of » Practical exposure allowed me to apply theoretical knowledge and » Daily scrum should be there.

experienced professionals, current market trends. 2in hands-on experience J = : : _

gain f >XPETIENCE. o | » Offline internships outweigh online
THREATS OPPORTUNITIES  Practical experience realized my behavior within the working mode in terms of benefits

environment. _ _ _
+ ColaborationwithKols, — « Practical exposure lead the development of personal perceptionsand ~ * ENgagement in ongoing projects

* |ts aRed ocean market
* Scaling challenge:

Dominant MICs (e, ot o gl insights. benefits interns and organizations
oo credibilty. » Theoretical work provided an understanding rules of thumb while mutually.
dominates market share. e commerce e practical experience complemented theoretical learning with real- . Ensure clear schedule notifications are
' gzmﬁ’:siﬁiﬂfe customers. world application and the difference between both. ided
' Ef;'iiﬁ;‘;’;ﬁ;”bp{;:;% » Both theoretical and practical aspects contributed to a well-rounded provided.

learning experience.




	Slide 1

