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Bios Lab Private Limited is a government-certified company that was founded in 2008. The Itraconazole share in
company’s branch office (HQ) is in Ahmedabad (Gujarat), while its registered office is in Rajkot anti-fungal market
(Gujarat). The company currently operates in Gujarat, Maharashtra, Madhya Pradesh, Rajasthan, Anti-fungals IPM = Itraconazole share
and Uttar Pradesh,among other five states.

The goal of BIOS LAB's establishment in 2008 was to provide the highest Quality medical
products to the public. With just two goods at the beginning of its journey, BIOS LAB currently
offers over 100 top-notch products.

Our main priorities are development and research. Modern facilities are used to make every
product with the highest level of care. Every product is put through all analytical processes at
every stage of production to guarantee that the finished product is made to the highest standards
possible and provides the intended pharmacological action to the customer.

To establish a standard among the pharmaceutical community and expand one's horizons globally. DermatophytOSiS RX an a|ysis by Derma‘tok)gist + G PS ‘

To become a market leader by defining our exceptional products and growing into a sizable
hemisphere while developing resilience and discipline in our team.

ITRACONAZOLE 100 MG 4 YEARS
TREND

5Ys CAGR in IPM
75%

Anti-fungal market segment
($1.56273 Bn)
(3% of IPM)

VALUE IN CR | 79
GROWTH % | 86.92

VALUE IN CR GROWTH % Linear (VALUE IN CR)
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Focus on online promotion campaigning and available their producton e-commerce websites.
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In certain hospital, there are restrictions to access for medical representative andOutsiders.

Limited data sharing by pharmacists, healthcare staff, Nurses, and doctors during the survey ' PRANAV AYUSH (ROLL NO. 0548) =
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Understanding of sales tactics and practical experience obtained by DR. SAURABH BANERJEE SIR
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interactions in the real world that helps i i
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. Lead collection, approaching staff for authentic responses.

. Regular reporting skills and skills to work in challenging conditions.
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