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To Understand the Perspective of Customers Regarding Beta-blockers and MEBRC K
Competitive landscape and demand for Bisoprolol. (Jaipur)

Merck CUSTOMERS PERSPECTIVE | COMPETITIVE ANALYSIS

MERCK is a distinguished pharmaceutical division of Merck KGaA,
Darmstadt, Germany, dedicated to addressing unmet medical needs : o
through innovative healthcare solutions. With a strong foothold in Hypertension Average prescription per week
India, Merck Specialties has been at the forefront of advancing B Vetoprolol [ Bisoprolo Nebivolol W Carvedilo
natient care in the country. 80

Rooted In a legacy of scientific excellence and a commitment to

numan health, Merck Specialties has established itself as a trusted 60 21.30
and reliable partner for healthcare professionals and patients alike. ® 3140
The company's unwavering focus on research and development has 40 ® \ore than 40
led to the creation of a diverse product portfolio encompassing
critical therapeutic areas such as cardiovascular diseases, oncology, 20
and other vital medical conditions.
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Vision
Merck Specialties envisions a future where breakthroughs in medical
science translate into life-enhancing therapies, enabling individuals to

live longer, healthier, and more fulfilling lives. The company strives Co ronary Arte ry Disease (CAD) Top Prescribed Brand

to be a global leader in providing innovative healthcare solutions that 100
Improve the quality of life for patients across the globe.
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@ Concor (Merck)
@ Bisoheart (Mankind)
Corbis (Torrent)
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Values

At the core of Merck Specialties' operations are its core values of 0 / @ Zabesta (USV)
patient-centricity, innovation, integrity, diversity, and sustainability. ,“ @ Bisclect (Intas)
These values serve as guiding principles, shaping the company's @ Bisodix (Ucardix)
culture and driving its commitment to ethical business practices. 29
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@ Price
75 @ Perceived efficacy by doctors
Patient preference
@ Availability of different dosages
i @ Other
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m .. Pharmacist Preference
Combination Preference
SERIQR/EHEINESS B Regular [ Occasional Rarely
‘ : 60 @ Concor (Merck)
DIVISIONAL SALES HEAD SENIOR MARKETING HEAD < ® Bisoheart (Mankind)
l l ?ﬁ; @ Corbis (Torrent)
ZONAL BUSINESS MANAGER GROUP BRAND LEAD/GROUP =
% l BRAND MANAGER z 40 @ Zabesta (USV)
E REGIONAL BUSINESS MANAGER SENIOR BRA’}D AorIAC R § @ Bisodix (Ucardix)
g l BRAND MANAGER i
AREA BUSINESS MANAGER 20
THERAPY LANAGER/
SCIENTIFIC BUSINESS MANAGER/
HOSPITAL BUSINESS MANAGER 0
BB + CCB BB + ARB BB + DIU
— . . Unmet needs in BB market
Key Findings and Insights (Learnings) SWOT ANALYSIS
Comparing Key Findings from Doctor and Pharmacist Surveys @ BB with fewer o less severe side
Doctor Survey Key Findings STRENGTHS OPPORTUNITIES elcts | |
@ BB with a longer duration of action .

. Beta-blocker efficacy and safety are paramount concerns for BB with additional benefits beyond blood
doctors. / \ pressure control.

. Side effects are a major reason for patient discontinuation. - Strong Bra-nd Recognition / Expand_Patlent Population \ ¢ Efp:’:gtr;rffecm’e for speciic pafien
Prescribing patterns vary by indication (hypertension, CAD, ' PFOYGH -E.fflcacy- _neV\_/ pa_tlent segments or @ Improved patient education materials for
heart failure). . Avallability of Different Indications. BB,

: : Dosages
Doctors rely heavily on personal experience and _
recommendations when selecting beta-blockers. . Ethical Stance  Patient Education Initiatives :
\ AN y Recommendations
Pharmacist Survey Key Findings . Reinforce Concor's brand image
. Bisoprolol is a widely prescribed beta-blocker. . i i i
© - WEAKNESS THREATS Invest In patient education

. Concor holds a strong market position due to brand recognition . Strengthen relationships with healthcare
and perceived efficacy:. / \ orofessionals
Price and availability are important factors influencing | / \ o . . . ..
sharmacist recommendations. , |nten3|fy|ng Competition . Monitor competitor activities
Pharmacists play a role in educating patients about beta- » Generic Competition . Ethical Challenges . Consider product enhancements
blocker options. . Explore opportunities for combination products

Theoretical Knowledge Practical Knowledge \ / \ /
CHALLENGES COMPETITOR STRATEGIES
Market Research Conducting surveys, analysing Bmldlng Relationships: Establishing rapport with
data, identifying target markets . : : ] i )
Sotec p Understanding the st l colleagues and clients in a new environment. Torrent corbis: trying to capture new entries market
naersiandin € sales cycle, M o 1 1 1 - - .
ales rrocess lead generation, sales y Tlme Management. EffeCUVely manag|ng mUlt|ple taSkS be It newly Started hosp":a's or pharmaC|eS
presentations and deadlines within a limited timeframe. Ucardix Bisodix: Following unethical practices (cash
Product Knowledge Gaining in-depth knowledge of Overcoming Objections: Developmg effective strategies to in hand especially young doctors)
product features and benefits address customer concerns and resistance. Mankind Bisoheart: Promoting by Convincing on
Marketing Communication Developing marketing materials Gaining Product Knowledge: ACCIUiI’iI"Ig in—depth price point and Suggesting CONCOr monopoly
and campaigns - - ] )
understanding of product features and benefits. alternative for patients.
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