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Unveiling the insights of Internship at Octavus Consulting OCTAVUS™®
UNIVERSITY Sakshi Patidar (MBA PM 15) CONSULTING

Mentor: Dr. Kajal Sitlani, IHMR University, Jaipur {oiligenceRecetinee
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Summer Internship Programme (SIP)

Weekly Report 01

Name of the Organization: Octavus Consulting

Department of Summer Internship Programme (SIP): Business Development
Name of the Student: Sakshi Patidar

Roll Number: 0564

Stream: MBA Pharmaceutical Management

Week Number: 01

From: 01/05/2024 — 03/05/2024

Activity Done 1) Documentation

2) Induction

3) MS Excel Training

4) Deals Training

5) MS Excel Practice

6) Overview of Lead Generation

Linking Theory (Classroom | During the first week, | observed a disconnect between
Learning) with practice at | the concepts taught in the classroom and their practical

organization application within the organization.

Gaps Identified on the working | No gaps identified till now.

area
Suggestions for Improvement Proficiency in MS Excel
Plan for the next week Training and Practice of Lead Generation.

Working on Lead Generation

Signature of Student:




Summer Internship Programme (SIP)

Weekly Report 02

Name of the Organization: Octavus Consulting

Department of Summer Internship Programme (SIP): Business Development

Name of the Student: Sakshi Patidar

Roll Number: 0564

Stream: MBA Pharmaceutical Management

Week Number: 02

From: 06/05/2024 — 10/05/2024

Activity Done

1) Daily Lead Generation

2) Research on Lead Generation Tools
3) MS Excel Training

4) Competitive Landscape Training

5) Weekly Reporting of Daily News for Pharmashots.
6) Market Research on Companies

Linking Theory (Classroom
Learning) with practice at
organization

1) There is a distinction in how websites are utilized
for secondary research.

2) The use of MS Excel remains consistent.

3) The tasks assigned within the organization are
related to the subject of digital marketing.

Gaps Identified on the working
area

1) Working on the same task for an extended period.
2) Training sessions were too brief.

Suggestions for Improvement

1) Proficiency in using secondary research tools and
websites to complete tasks quickly and accurately.

Plan for the next week

1) Ongoing Training in Competitive Landscape.
2) Addressing Additional Business Development
Tasks

Signature of Student: *©




Summer Internship Programme (SIP)

Weekly Report 03

Name of the Organization: Octavus Consulting

Department of Summer Internship Programme (SIP): Business Development

Name of the Student: Sakshi Patidar

Roll Number: 0564

Stream: MBA Pharmaceutical Management

Week Number: 03
From: 13/05/2024 — 17/05/2024

Activity Done

1)
2)
3)
4)
5)
6)

Daily Lead Generation

Research on Lead Generation Tools
Competitive Landscape Training

Weekly Reporting of Pharmashots Daily News
Company Market Research

Deals Training

Linking Theory (Classroom
Learning) with practice at

organization

1)

2)
3)

4)

The usage of websites for secondary research
varies.

The use of MS Excel remains consistent.

The tasks assigned in the organization are related
to digital marketing and pharmaceutical
marketing.

The topic of clinical trials is closely aligned with
the firm's objectives.

Gaps Identified on the working
area

1)

2)

Working on the same task for an extended
period.
Training sessions were inconsistent.

Suggestions for Improvement

1)

2)

Proficient use of secondary research tools and
websites to swiftly and accurately complete
tasks.

Furthering knowledge of clinical trials.

Plan for the next week

1)
2)

3)

Continued training on Competitive Landscape.
Handling other tasks related to business
development.

Gaining clearer insights into the company's
objectives.

Signature of Student: < °~




Summer Internship Programme (SIP)

Weekly Report 04

Name of the Organization: Octavus Consulting

Department of Summer Internship Programme (SIP): Business Development

Name of the Student: Sakshi Patidar

Roll Number: 0564

Stream: MBA Pharmaceutical Management

Week Number: 04
From: 20/05/2024 — 24/05/2024

Activity Done

1)
2)
3)
4)
5)
6)
7)

Daily Lead Generation

Researching Tools Used in Lead Generation
Competitive Landscape Training

Weekly Reporting on Pharmashots Daily News
Company Market Research

Deals Training

Investor Calls Training

Linking Theory (Classroom
Learning) with practice at
organization

1)

2)
3)

4)

Websites are used differently for secondary
research.

The use of MS Excel remains consistent.

Tasks assigned in the organization are related to
digital marketing and pharmaceutical marketing.
Clinical trials are closely aligned with the firm's
objectives.

Gaps Identified on the working
area

1)
2)

Engaged in the same task for an extended period.
Training sessions were inconsistent.

Suggestions for Improvement

1)

2)

Proficient use of secondary research tools and
websites to efficiently and accurately complete
tasks.

Deepening understanding of clinical trials.

Plan for the next week

1)
2)

3)

Managing investor call projects.

Addressing other tasks within business
development.

Gaining clarity on the company’s objectives.

Signature of Student: < o~




Summer Internship Programme (SIP)\

Weekly Report 05

.Name of the Organization: Octavus Consulting

Department of Summer Internship Programme (SIP): Business Development

Name of the Student: Sakshi Patidar

Roll Number: 0564

Stream: MBA Pharmaceutical Management

Week Number: 05
From: 27/05/2024 — 31/05/2024

Activity Done

1)
2)
3)
4)
5)
6)
7)

Daily Lead Generation

Researching Tools Used in Lead Generation
Competitive Landscape Analysis

Market Research on Companies

Practicing Investor Calls

Client Engagement

Business Development Tasks

Linking Theory (Classroom
Learning) with practice at
organization

1)

2)
3)

4)

Websites are utilized differently for secondary research
purposes.

The use of MS Excel remains consistent.

Tasks assigned in the organization are aligned with the
fields of digital marketing and pharmaceutical marketing.
Clinical trials are closely tied to the firm's objectives.

Gaps Identified on the
working area

1)
2)

Engaged in the same task for an extended period.
Training sessions were inconsistent.

Suggestions for Improvement

1)

2)
3)

Proficient in utilizing secondary research tools and
websites to complete tasks quickly and accurately.
Increasing knowledge of clinical trials.

Proficient in navigating clinicaltrials.gov.

Plan for the next week

1)
2)
3)
4)

Managing investor call projects.

Creating a database for competitive landscape analysis.
Addressing other tasks within business development.
Gaining clarity on the company’s objectives..

/¢

Signature of Student:




Summer Internship Programme (SIP)

Weekly Report 06

Name of the Organization: Octavus Consulting

Department of Summer Internship Programme (SIP): Business Development

Name of the Student: Sakshi Patidar

Roll Number: 0564

Stream: MBA Pharmaceutical Management

Week Number: 06
From: 03/06/2024 — 07/06/2024

Activity Done

1)

3)
4)
5)
6)
7)

Lead generation. (On daily basis)

Research on the tools used in lead generation.
Working on Competitive Landscape.

Market research about Companies.

Client Engagement

Task related to business development.

Email Extraction

Linking Theory (Classroom
Learning) with practice at
organization

1)

2)
3)

There is a difference in how websites are used for
secondary research.

The use of MS Excel remains consistent.

The topic of clinical trials is closely aligned with
the firm's objectives.

Gaps Identified on the working
area

)
2)

Working on the same task from long time.
Training Sessions were irregular.

Suggestions for Improvement

1))

2)
3)

Proficiency in Using secondary research tools and
websites for quickly and accurately completing
the task.

Learning more about clinical trials.

Proficiency in using clinicaltrials.gov.

Plan for the next week

1)
2)

3)

4)

Handling projects related to investor calls.
Creating a database for competitive landscape
analysis.

Addressing additional tasks within business
development.

Gaining a clearer understanding of the company's
objectives.

Signature of Student: *




Summer Internship Programme (SIP)

Weekly Report 07

Name of the Organization: Octavus Consulting

Department of Summer Internship Programme (SIP): Business Development
Name of the Student: Sakshi Patidar

Roll Number: 0564

Stream: MBA Pharmaceutical Management

Week Number: 07

From: 10/06/2024 — 14/06/2024

Activity Done 1) Daily lead generation.

2) Researching lead generation tools.

3) Analysing the competitive landscape.

4) Conducting market research on companies.
5) Engaging with clients.

6) Handling business development tasks.

7) Extracting emails.

Linking Theory (Classroom | 1) The use of websites for secondary research

Learning) with practice at varies.

organization 2) The use of MS Excel remains the same.

3) The topic of clinical trials is closely aligned with
the firm's objectives.

Gaps Identified on the working | 1) Working on the same task from long time.
area 2) Training Sessions were irregular.
3) Firm has less global reach.

Suggestions for Improvement 1) Proficient in using ClinicalTrials.gov.
Plan for the next week 1) Creating a database for competitive landscape
analysis.

2) Handling additional tasks related to business
development.

3) Gaining clearer insights into the company's
objectives.

4) Developing landscape analyses.

Signature of Student: <0~




Summer Internship Programme (SIP)

Weekly Report 08

Name of the Organization: Octavus Consulting

Department of Summer Internship Programme (SIP): Business Development

Name of the Student: Sakshi Patidar

Roll Number: 0564

Stream: MBA Pharmaceutical Management

Week Number: 08
From: 17/06/2024 —21/06/2024

Activity Done

1)

3)
4)
5)

Lead generation.(On daily basis)
Working on Competitive Landscape.
Client Engagement

Task related to business development.
Email Extraction

Linking Theory (Classroom
Learning) with practice at
organization

1)

2)
3)

Websites are utilized differently for secondary
research.

The use of MS Excel remains consistent.

The topic of clinical trials is closely aligned with
the firm's objectives.

Gaps Identified on the working
area

1)
2)
3)

Engaged in the same task for an extended period.
Training sessions were inconsistent.
The firm has limited global reach.

Suggestions for Improvement

)

Proficiency in using clinicaltrials.gov.

Plan for the next week

1)

2)
3)

4)

Creating a database for competitive landscape
analysis.

Handling additional business development tasks.
Gaining a better understanding of the company’s
objectives.

Developing landscape.

Signature of Student: <




Summer Internship Programme (SIP)

Weekly Report 09

Name of the Organization: Octavus Consulting

Department of Summer Internship Programme (SIP): Business Development

Name of the Student: Sakshi Patidar

Roll Number: 0564

Stream: MBA Pharmaceutical Management

Week Number: 09
From: 24/06/2024 — 28/06/2024

Activity Done

1)

3)
4)
5)

Lead generation.(On daily basis)
Working on Competitive Landscape.
Client Engagement

Task related to business development.
Email Extraction

Linking Theory (Classroom
Learning) with practice at
organization

1)

2)
3)

Websites are used differently for secondary
research.

The use of MS Excel remains consistent.

The topic of clinical trials is closely aligned with
the firm's objectives.

Gaps Identified on the working
area

1)

2)
3)

Websites are used differently for secondary
research.

The use of MS Excel remains consistent.

The topic of clinical trials is closely aligned with
the firm's objectives.

Suggestions for Improvement

1)

Proficiency in using clinicaltrials.gov.

Plan for the next week

1)
2)

3)

Quality control of the competitive landscape.
Addressing other tasks within business
development.

Engaged in landscape creation.

Signature of Student: Y,




Summer Internship Programme (SIP)

Weekly Report 10

Name of the Organization: Octavus Consulting

Department of Summer Internship Programme (SIP): Business Development

Name of the Student: Sakshi Patidar

Roll Number: 0564

Stream: MBA Pharmaceutical Management

Week Number: 10
From: 01/07/2024 — 05/07/2024

Activity Done

1)
2)
3)
4)
5)

Lead generation.(On daily basis)
Working on Competitive Landscape.
Client Engagement

Task related to business development.
Email Extraction

Linking Theory (Classroom
Learning) with practice at
organization

D

2)
3)

There is a difference between the usage of
websites for secondary research.

The use of MS Excel is same.

The topic of clinical trials majorly links with the
firms objective.

Gaps Identified on the working
area

1)

3)

Working on the same task from long time.
Training Sessions were irregular.
Firm has less global reach.

Suggestions for Improvement

1))

Proficiency in using clinicaltrials.gov.

Plan for the next week

1)
2)

3)

4)

QC of Competitive Landscape.
Covering other task that comes under business
development.
Getting more clarity about the company’s
objectives.
Working on Landscape creation

Signature of Student: ¢




Summer Internship Programme (SIP)

Weekly Report 11

Name of the Organization: Octavus Consulting

Department of Summer Internship Programme (SIP): Business Development

Name of the Student: Sakshi Patidar

Roll Number: 0564

Stream: MBA Pharmaceutical Management

Week Number: 11
From: 08/07/2024 — 12/07/2024

Activity Done

1)

3)
4)
5)

Lead generation. (On daily basis)
Working on Competitive Landscape.
Training of KOL

Task related to business development.
Email Extraction

Linking Theory (Classroom
Learning) with practice at
organization

1)

2)
3)

There is a difference between the usage of
websites for secondary research.

The use of MS Excel is same.

The topic of clinical trials majorly links with the
firms objective.

Gaps Identified on the working
area

D
2)
3)

Working on the same task from long time.
Training Sessions were irregular.
Firm has less global reach.

Suggestions for Improvement

1))

Proficiency in using clinicaltrials.gov.

Plan for the next week

This is my final week of the summer internship
program. Next week, I'll focus on completing the final
submission.

Signature of Student. <




Summer Internship Programme (SIP)

Compiled Report

Name of the Organization: Octavus Consulting

Department of Summer Internship Programme (SIP): Business Development

Name of the Student: Sakshi Patidar

Roll Number: 0564

Stream: MBA Pharmaceutical Management

Activity Done

1) Lead Generation & Research:

o ldentified Pharmaceutical Leads: Utilized lead generation tools,
LinkedIn, and secondary research to generate qualified leads for the
company.

o Researched Lead Generation Tools: Continuously evaluated and
researched lead generation tools to optimize accuracy, efficiency, and
effectiveness during my internship.

o Competitive Landscape Analysis: Conducted in-depth research for a
project tailoring the competitive landscape for acute kidney injury
(AKI). This analysis deepened my understanding of AKI and its
market landscape.

e Market Research on Pharmaceutical Companies: Researched
pharmaceutical companies to gain industry knowledge and identify
potential clients.

2) Client Engagement & Business Development:

e Client Outreach & Service Introduction: Successfully introduced
the company's services to potential clients by crafting and sending
targeted email campaigns.

e Business Development Activities: Demonstrated strong business
development skills through lead generation, email extraction, client
communication, and responding to inquiries.

3) Reporting & Data Management:

« Email Extraction for Lead Generation: Effectively extracted email
addresses to support lead generation efforts.

e Weekly Pharmashot News Reporting: Compiled and presented
weekly reports summarizing the Pharmashot team's news updates.

4) Competitive Landscape Training

5) Deals Training

6) Practicing Investor Calls

7) Training of KOL (Key Opinion Leaders)




Linking
Theory
(Classroom
Learning)
with practice
at
organization

1)

2)

3)

My Pharmaco-epidemiology module was particularly valuable during
my competitive landscape project, as it provided me with a clearer and
more concise understanding of Acute Kidney Injury and its various
aspects.

Courses such as Principles of Management, Business Environment, and
Organizational Behavior were instrumental in helping me grasp market
trends, organizational culture, and appropriate professional conduct
within a corporate setting.

The Digital and Social Media Marketing classes were highly beneficial
when [ was assigned for Lead generation, Email extraction and Client
engagement enhancing my ability to effectively engage with a clients
online.

Gaps
Identified on
the working
area

1)

2)

During my time at the organization, I observed that whenever I had
questions or doubts, each person had their own explanation and concept,
leading to a lack of clear and consistent understanding on certain topics.
Additionally, I found that training sessions for employees and interns
should be more regular and timelier, given the multiple tasks assigned
to interns. This would ensure better preparation and clarity, enhancing
overall productivity and learning.

Suggestions
for
Improvement

1)

2)

3)

4)

Standardize Information and Concepts: Develop and implement
standardized documentation and guidelines for key topics to ensure
consistency. This could include creating a knowledge base or reference
materials that employees and interns can easily access.

Regular and Structured Training Sessions: Schedule regular and
structured training sessions for both employees and interns. These
sessions should be timely and cover essential topics comprehensively,
helping new team members to get up to speed quickly and efficiently.
Mentorship and Support System: Establish a mentorship program
where experienced employees are assigned to guide and support interns.
This would provide interns with reliable points of contact for their
questions and facilitate smoother integration into the organization.
Feedback Mechanism: Implement a feedback mechanism where
interns and employees can provide input on the clarity and effectiveness
of training sessions and information provided. This would help in
continuously improving the training process and ensuring it meets the
needs of the team.

Signature of Student: {;
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