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Market research, Market intelligence, Competetive
Intelligence, and Consulting company with

: : : . Director & CEO
§ubstant|al presence healthcgre dom_aln Wh'C.h Manas Ranjan Rout - Extracting Data through Primary Research
Includes pharmaceuticals, medical device, medical . Scheduling Interviews with Doctors
equipment, consumables etc. Company study . Data Accuracy and Reliability
market research in more thgn 30 _countries to help L Tl ies] lesnes
healthcare and pharmaceutical clients to access birector (HR/Financia Vice President Associate Vice President » Communication Barriers
the market dynamics, analyze competetive activity ”Laegz')t el G Nitish Kumar . Ethical Considerations
and develop business strategies. - . Resource Constraints
Vision Statement: Mission Statement: Vana
ger iR _ Senior Business Analyst/ Senior Business Analyst/ _
To be the leading provider of innovative  "Our missionisto deliver high-quality, e onsultng) Business Analyst (15 P sdloeelphent
and comprehensive market research, actionable insights and strategic guidance ] ndustry_ KelEelgE
market intelligence and competitive to life science companies, enablingthem to | CleisssienE) Shesi
intelligence solutions, empoweringlife make informed decisions, optimize market " Practical Experience
science companiessuch as strategies, and enhance patient care. We 3rd Party Auditor ] Career Ad_vancement_
pharmaceutical, medicaldevice, medical  are committed to excellence, integrity, and (Katyal Associates) " Organizational Benefits
equipment, hospitals efc. to make informed  innovationin all our research endeavors,
decisions, drive growth, and improve ensuring that our clients can navigate the r STRENGTHS WEAKNESS
pafientfoutcomes in India and worldwide.” complexities of the pharmaceutical Substantial strong presence across Healthcare and
landscape with confidence."” Life sciences practices in India within Primary Lean company structure

Competitive and Market Intelligence (Has its own High dependence on leadership team
copy right methodology as well)

: Less expertise in Medical Equipment and Hospital . . .
ngh Degree of data accuracy Segmenlg[)in terms of expertisqe £k||| sets ; ¢ AdOpt a CO”abOratlve Oﬂ:ICIaI platform fOr
: More_: than 1_50+ clientele across Pharmacegtical, reporting and project man agement.

Medical devices, Medical Equipment, Hospitals,

CROs & Top 5 Strategy Consulting Companies  Emphasize immediate action on tasks or
Launched innovative sales audits across super prompﬂy schedule follow-u pS.

speciality categories and medical equipment : . :

modalities in India & Only company in India to « Establish regular in-person team meetings for

create such audits. better coordination and communication.

« Encourage face-to-face interactions to foster

. ey efigence teamwork and creativity.

Secondary Research -
- Market Intelligence ( Gastroenterology)

Primary Research

- Market Assessment - Division Intelligence (Dermatology) new team members.
e Clinicians Perceptions  Prescription Tracker . : : ..
- Market and Competitive . Database Management OPPORTUNITIES THREATS Provide leadership training to enhance
Intelligence . OEsleE S = managerial skills
- Brand Intelligence - Radiati O loqi _ - Data Confidentiality : : : :
. Division Intelligence adiation Oncologist To explore Medtech categories which includes ) 3 | | « Set clear and achievable project timelines to
- Doctor Profiling e Doctors Database Devices, Equipment, Surgicals etc. Market Intelligence and Competitive Intelligence is ensure productivit
- Hospital Intelligence Should create more reports on Government and gg\ée?;tr}ﬁﬁcznrfds:ﬁgfea:g %%mpﬁgﬁcsqugﬁeﬁe\t/vﬁfh P : % :
- Institutional Tracking Reimbursement Categories such as Defence, MNgs 2 vzlell P * Foster a supportive work environment to boost
CGHS, ESIC, Railways, State Medical Corporations
and Ayug/hman Bharat etc. { Large MNCs of Market Research and Consulting morale and engagement-
: stepping foot prints in Market Intelligence and
ST [y 'Al‘gglag't?s and Dashboaras for Competitive Intelligence. Hence raising the issues
y of competitive threats.
- Knowledge of branding strategies and effectiveness. « Implementing and measuring the impact of branding campaigns in real-time.
- Understanding of market trends, growth drivers, and challenges. « Conducting market research and engaging with industry stakeholders to validate trends
- Insight into clinicians' experiences with different oncology brands. « Conducting surveys and direct interactions with oncologists to gather feedback.
- Knowledge of treatment protocols and product usage. « Engaging with dermatologists to understand real-world application of treatments.
- Understanding factors influencing prescribing behavior.  Utilizing tracking tools to analyze real-world prescription data and trends.

Comparitive Analysis of Targeted Brands Across 3 FY's
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PAN India Doctor Coverage and Clinicians’ Profile and Segmentation 2 Doctor Coverage, Visit Pattern

Sales Structure of Zenura Division ———————————————

* The Sales force structure of divisionis placed below:

* National Sales Manger (1) T

« Each of the Professional Sales Representatives covers adoctor list of 160 doctors based on the territory coverage. The

segmented the list of doctors according to potential of adoctor to give business. No. of Doctors varies, based o

coverage and number of doctors availability within the territory

* Sales Managers (4)
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