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BIOS LAB was established in 2008 with the aim to serve the society with best in class products for \
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VISION products with effective results This market encompasses a wide range of products,
To manufacture the products which are economically viable to all the segments in India. including topical treatments, oral m@dlpatlons, .ove.r—the—
To bring out the innovative pharmaceutical products for the most The market is expected to grow steadily, counter (OTC) products, and prescription medications.
particularly with the rise in demand for effective
hair loss treatments and scalp health products.
WIKNIOMY To create a benchmark in the pharma fraternity and extend the horizons
through out the globe. To emerge as a market entity defining our
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> The greatest challenge that I face was the » Management should be more focused and
collection of the data from the chemist organized.
shops for RCPA.

_ > Lack of proper interaction with Chemist and » Organization should add new sales force to
COMPETITOR ANALYSIS effectively place fs product.

Doctors, was one of the biggest challenge |

> Data collection and reporting faced during my internship with Bios lab
» Business communication, HAIRCARE COMPITITORS

Etiquettes. « 1.MINTOP (Dr reddy’s ): _

» RCPA techniques « o Products: Minoxidil

» Complete orientation by PMT team about training, job profile, job expectation,
» Product knowledge * ;escge:i%;c::: g(tc%r:\gsisgand > outcomes, Company orientation.
> Sales techniques distr;gbution'network » Review of product detailing and video meeting with PMT team research
. Y S . roject to interact with them and learn how to gather data regardin
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compared to generic alternatives. produc
Development and . > Carried out RCPA of Capillus, Anti-acne and Sunscreen, meet and discuss with
Marketing. « 2. TUGAIN ( CIPLA) doctor for our product promotion.
« e Products: Minoxidil, Finasteride . » Review previous week work by Area Sales Manager, meeting with the
> Sales and marketing Exposure. « o Strengths: Dlrecfc-to-consumer PMT and theorganizational mentor for discussion on further training
model, strong online presence
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calp Lare. Increased focus reviews on effectiveness for severe e . P Acnetret-10
on products promoting scalp acne. - > g 3‘52 p—
health. 2. Acnica plus (NICA): —
e o Products: Isotretnoin (retinoid) gel SULFATE & PARABEN-FREE FORMULATION MAKE
. Antiacne : personalization and « o Strengths: Effective over-the- CAPILLUS SHAMPOO SUITABLE FOR SENSETIVE SCALP SKIN TYPE

multifunctional Products that counter treatment, strong THE
dermatological backing, widely FORMULATION FOR HAIR LOSS

combine acne treatment with available in stores.
other benefits like anti-aging or + o Weaknesses: Limited product 3 T T : y
range compared to Proactiv. bB'°§J:.}":‘,9
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