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• Biocon is a global biopharmaceutical
company driven by the belief that everyone,
everywhere deserves access to affordable,
quality medicines.

• At Biocon, they pioneer novel approaches
to improve patient outcomes today, for a
better tomorrow.

• They constantly find new ways to treat
diabetes, cancer and autoimmune diseases
to improve the quality of life for an ageing
population

ORAGNIZATION STRUCTURE 

GROWTH VERTICALS

• Market Analysis; Study of the whole Insulin (Glargine) market
• Finding observation; from the bulk IMS Sales data on the basis of Value & Units
• Prescription vs Prescribers analysis & the calc. of P/D (Prescription per Doctor)
• Competitive Analysis ; Study of the marketing approach , strength and weakness of

the competitive brands on the basis of different states and zone
• Calculation from IMS data on the following aspects;

MAT (Moving Annual Total) , QTR (Quarter), MS (Market Share), GR (Growth Rate),
CAGR (Compound Annual Growth Rate), YTD (Year to Date), %Cont (Percent
Contribution)

• Insights (on the basis of);
MAT Vs MAT , Month Vs Month , Month Vs MAT , Brand Vs Brand , Brand Vs Market
, Between Different Regions (State Vs State), (Zone Vs Zone),
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•Generation of the doctor database; Biocon use a sales force portal INSPIRE.com,
Database of the doctors are collected and uploaded on INSPIRE.com by the TBMs
(territory business manger)
•Categorization of doctors; The generated database of the doctor is then
categorized on the basis of their speciality
•Calculation of the data on the following aspects;

✓Potential of the focus brand,
✓Penetration of Brand vs Competition brands

•Segmentation of doctors on the Grid (BCG Matrix)

Under guidance of Harish Tiwari ( Sr. Marketing Manager) Under guidance of JYOTIN DEV DAS( Sr. Director Marketing) 

• For IT cell ; Upgradation of the company systems (Laptops & Desktops) with 
Updated software and analytical tools such as (Python, Power BI, Table AU)

• For Commercial Excellence;
✓Use premium sales force applications for managing the sales force,
✓Training module of the sales force should be well designed for each segments ,
✓Biocon should focus on the personality development of their sales force

• For Marketing; A well defined review and feedback system should be maintained 
for the Medical representatives to review a particular and targeted doctor 

• Close understanding of the corporate culture 
• Network building in an esteemed organization 
• Gained knowledge of two different markets and two different departments 
• Overall Development of marketing skills , strategic thinking and market analysis

Suggestions to Biocon

Benefits of Biocon Internship


