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Annexure B

IIHMR UNIVERSITY FACULTY MENTOR APPROVAL

summer internship held during May-June 2024.

He has carried out work as per the guidelines. His poster is approved for presentation.

Date: 22 /07 / 202 Y (signature of faculty gntor)
Name: Ashok Kumar Peepliwal

Designation: Professor at IHMR University

1, Prabhu Dayal Marg, Near Sanganer Airport, Jalpur- 302029, Rajasthan, India.
Ph.: 0141-3924700, 2791431- 32, E-mail: ihmr@iihmr.edu.in, Web.: www.iihmr.edu.in

TLITHM RIS

This s to certify that Mr. ABHISHEK TYAGI of academic year 2023-25 batch of

SCHOOL _OF PHARMACEUTICAL MANAGEMENT prepared a poster with respect to his
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Hetero Healthcare L

established in the year 2006. Itis a prominent player in the global pharmaceutical industry, renowned for
i h i is toimproving patient

outcomes by devel high-quality,

rdiol

I
d strong global
supply chain, 3 medications to over 126 count

asthe US FDA, EMA, and WHO. The goal is to reach 100% coverage for each area to make our product
available.

Vision & Mission

Vision:

To be Recognized as an Innovative Pharmaceutical Company Satisfying the needs of the
Customers, Doctors, and Chemists.

Mission: Leading the Way In Research and Development Focused Research provides great features to
address the present-day Medical Needs of Patients

> i

> Established in 2010, the division h

therapy product
I

Division.
> Oneof p FORSLEEP, a natural s t
supplement containing melatonin.
> Melatoninis a the sleep-wake cycle, and its be affected by age,
" tlag, and shift work. i imal melatonin levels
and prevent sleep disturbances.
> The KRIS Division has been proactive in expanding it
the division now holds a domestic market share of 1.01% and is ranked 24th in its represented market.
> The division's 100 Crore, eflecting i ful market
penetration efforts.

ECONOMY.

~

Forsleep

Brand Name: Forsleep
Form: Oral spray

B
Active Ingredient: Melatonin 3 mg wi
per spray -
Packaging: Compact spray bottle, e
30sprays per bottle E!
Key Features:
> Falling Asleep Issues: Forsleep spray, if formulated with melatonin, could address
diffi porary- like jet lag, stress, or
aniety. Melatonin helps regulate the sieep-wake cycle, potentially easing you
into seep.
> Melatonin be beneficial for those
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Competitor Analysis

Potentiloveremphasis o

and avalablty

Growth Rate

with circadian rhythm disordiers that disrupt thelr natural sleep-wake cycle. -
it e — > The highest growth
potentiall influence. o rate was observed
N for i . fora gt by Pulse Pharma for
: 3 t t o
or mild sleep issues, SRICLY - e port s yenre
o oo
' = > Hetero, entering this
those seekinga more natural solution. o ™
division one year
> Convenience and Ab: : 1f it o LT e
could ) s faster i Moo Mot o Noctus  vatro Bt togrow atarate of
absorption compared to traditional tablets. T @ 1%,

v

Targeted Application: Depending on the ingredients, a sleep spray might provide
amore ts like lavender, insleep sprays,
canpr

Market Analysis

e
Forec. 2 Compiarc: Advering o sl
Sdaines o sdverting,

Sippon and s goert oo

STRENGTHS

Hetero Healthcare s a well-estabished and reputed company.
: Ithas a Strong Field force of 3200+ MRs and 354130 doctors.
Ithas total 314 formulations i the market currently

WEAKNESSES

Limited Global presence
Lack of brand awareness among people

OPPORTUNITIES

Forming allances with healthcare providers can boost Forsleep's credibity

THREATS
Emerging and intense rivaly of competitor's Brand. T

» Hetero offers the
productata .
competitively higher [N
rate of Rs. 500.

> The price range in

MARKET ANALYSIS FOR FORSLEEP this di

from Rs. 47 ~Rs.

500.

PRICE (INR)

lon varies

> The total market grew from 3.62 in May 2020 t 20.03 n May 2024, rflecting
2 CAGR of 41%.

> significant growth was observed in brands like "LAMREST" by TAS Med, which
had the highest CAGR of 119%, and "ALTONIL" by Alteus Biogenics with a

CAGR of 60%.
> Hetero Healthcare's late entry nto the market with *Forsleep” positions it asa
new i start, captring any

share is a positive sign and indicates potential for growth.
> With a sum of 0.28 in May 2024, "Forsleep” holds a small but noticeable
presence in the market.
Market Entry and Growth Potential:
> "Forsleep” in May 2024

Healthcare has
started to penetrate the market.
> There s sign potential f the growing

‘demand, as indicated by the overall market CAGR of 41%.
Strategic Focus:

focus on aggressive
strategies to increase its market share.

> Innovation and "Forsleep” can
‘competitors who have been In the market longer.

[Demographic segmentations Ase, Gender,Income.

_ [Primary crgets Urban, Fural
Brand Strategy secor

[netsbie scluicn for improvingsleep qualiy, catering t both
Iheatthcare providers and patients in urban and rural setings
Jcross indi.

B Hormar Forsiosn
Form: Orslspray
diant: Melatonin 3 s o soroy
[Packaging: Cornp i —
[Affordable: 7250 per botle, desined to b comper

active

harmacies, hospitals,cinics, and

[Distribution Chan
wallness conters:
|Geographic Focus:nitia focus on urban areas i India, Gradual
[expansion o other states and ruralareos.

(Online Prasences Availabis on major ¢ commerca platforms,
Do

sates promtion

conaborarion

Brand
Communication

Brand Voice

[Resssurance

¥ Developed  proficiency  in

and protocols.

<

DUCT i influencing physicians

Shailsh Chavare

Learnings from Internship

professional interactions and adhering to company standards

Enhanced professional communication skills through practice

and experience in diverse workplace interaction. v Improve my skills in area like creating brand plan, conducting
¥ Gained analysis of RCPA data and understanding of brand market campaigns, preparing brand communication, etc.

planning concepts and strategies for the Melatonin molecule ¥ I gained extensive information regarding, field activities such as
1 acqui

d efficient techniques for producing thorough and
convincing LBL materials, which are crucial for educating and

Usefulness of Internship

etiquette ~ through ¥ Exposure to the procedures and products of the pharmaceutical
industry.

Opportunities for networking with professionals in this fild.
Improve my resume with relevant work experience.

<<

performing an RCPA and pitching our product to healthcare
professionals.

v

v

Challenges Faced

Hetero Healthcare should
‘The most challenging task was to perform RCPA in field and then

Suggestions

campaigns to increase Forsleep's visibility and educate consumers

FORSLEEP

invest in comprehensive marketing

Smart way to

v data to get
1 faced difficuties while creating a brand plan and conducting
several analysis such as SWOT, PESTLE, 5C analysis.
Ihad to complete all of my assignments within the allocated time,

<

additional health benefits.

<

‘which made time management another challenge.
I faced challenge in making Visual aids as communication has to
be different from earlier communication but it should target the
importance and USP of the brand.

customer satisfaction.

<

the market landscape

efficacy
Kris should highlight unique features and benefits of Forsleep that
Set it apart from competitors, such as improved formulations or

Implement customer feedback mechanisms to  continuously
improve Forsleep and address any concerns, ensuring high levels of

KRIS should keep a close watch on competitors’ strategies and
market movements to stay ahead and adapt quickly to changes in

Brand Image
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Annexure-E

Weekly Reporting Format

Name of the Organisation: Hetero Healthcare (Mumbai)

Area/Department/Project of Summer Internship Program: Sales and Marketing

Name of the Student: Abhishek Tyagi

Roll no: 0471
Week no: 1

Stream: Pharmaceutical-MBA

From: 10/05/2024-16/05/24

Activity Done

During my second week at HETERO HEALTHCARE, FORSLEEP is a product offered
by Hetero Healthcare, presumably designed to address sleep-related issues. I aimed to
study product-related information then my reporting manager told me to prepare a
questionnaire about products for doctors & chemists my aim for a month is to meet 80-
100 Doctors & 60 chemists. Check what competitors are doing in the Market. I Met
multiple Doctors and chemists & prepared the LbL & Dangler for the brand.

Linking theory
(Classroom
learning)  with
practice at your

organization

I Met multiple Doctors and chemists & prepared a report on how competitor brands is
positioning themselves in the market. My learning is I got to know the importance of
strategy how a company pushes its brand in the market & what challenges they faces to
accomplish the desired sales for a particular product

Gaps identified
in the working

arca.

I did not face any major obstacles but sometimes I faced problems in knowing what
competitor is doing.

Suggestions for

improvement

Conduct Retail Chemist Prescription Audit (RCPA)

bl

Signature of the Student

Approved by the IHMR University's Mentor




Weekly Reporting Format

Name of the Organisation: Hetero Healthcare (Mumbai)

Area/Department/Project of Summer Internship Program: Sales and Marketing

Name of the Student: Abhishek Tyagi

Roll no: 0471
Week no: 2

Stream: Pharmaceutical-MBA

From: 08/05/2024-15/05/24

Activity Done

During my second week at HETERO HEALTHCARE, FORSLEEDP is a product offered
by Hetero Healthcare, presumably designed to address sleep-related issues. I aimed to
study product-related information then my reporting manager told me to prepare a
questionnaire about products for doctors & chemists my aim for a month is to meet 80-
100 Doctors & 60 chemists. Check what competitors are doing in the Market.

Linking theory
(Classroom

learning)  with
practice at your

organization

My learning is I got to know the importance of communication of brand so the company
easily targets its customers & customers understand what this brand is and how it's going
to impact the patients.

Gaps identified
in the working

arca.

I faced a challenge in making Lbl as short communication has to be prepared while
showing its USP.

Suggestions for

improvement

None as such.

Qs

Signature of the Student

Approved by the IHMR University's Mentor




Weekly Reporting Format

Name of the Organisation: Hetero Healthcare (Mumbai)

Area/Department/Project of Summer Internship Program: Sales and Marketing

Name of the Student: Abhishek Tyagi

Roll no: 0471 Stream: Pharmaceutical-MBA
Week no: 3 From: 17/05/2024-23/05/24

Activity Done During my third week at HETERO HEALTHCARE, FORSLEEP is a product offered by
Hetero Healthcare, presumably designed to address sleep-related issues. I aimed to study
product-related information then my reporting manager told me to prepare a questionnaire
about products for Doctors & chemists my aim for a month is to meet 80-100 Doctors &
60 chemists. Check what competitors are doing in the Market. I Met multiple Doctors and
chemists & prepared the Visual aid for the brand.

Linking theory | My learning is I got to know how the company makes differentiation in its communication
while making the end communication the same as earlier visual aids so doctors got to

1 . .
(Classroom know more information about the brand.

learning)  with |.
practice at your

organization

Gaps identified | I face challenges in making Visual aids as communication has to be different from earlier

. . communication but it should target the importance and USP of the brand.
in the working

arca.

Suggestions for | Prepare a Digital Communication for FORSLEEP Brand

improvement

Qs

Signature of the Student

Approved by the IHMR University's Mentor




Weekly Reporting Format

Name of the Organisation: Hetero Healthcare (Mumbai)

Area/Department/Project of Summer Internship Program: Sales and Marketing

Name of the Student: Abhishek Tyagi

Roll no: 0471 Stream: Pharmaceutical-MBA
Week no: 4 From: 24/05/2024-30/05/24

Activity Done During my fourth week at HETERO HEALTHCARE, FORSLEEP is a product offered by
Hetero Healthcare, presumably designed to address sleep-related issues. I aimed to study
product-related information then my reporting manager told me to prepare a questionnaire
about products for Doctors & chemists my aim for a month is to meet 80-100 Doctor &
60 chemists. Check what competitors is doing in the Market. I Met multiple Doctors and
chemists & prepared the Digital Communication for the brand.

Linking theory | Setting USP of product: I learned to find key points on which we can play in efficient
marketing of our product.

(Classroom
learning)  with | Data Analysis: Following the collection of field data, data analysis is required to identify
. important insights.

practice at your
organization LBL Preparation Techniques: I acquired efficient techniques for producing thorough and
convincing LBL materials, which are crucial for educating and influencing physicians

Gaps identified | I faced challenges in making a theme for digital communication so it should address one

in the working problem related to sleep disorder.

arca.

Suggestions for | Segregate 20 doctors out of 200 and make a strategy

improvement

Qffrst

Signature of the Student

Approved by the IHMR University's Mentor




Weekly Reporting Format

Name of the Organisation: Hetero Healthcare (Mumbai)
Area/Department/Project of Summer Internship Program: Sales and Marketing

Name of the Student: Abhishek Tyagi

Roll no: 0471 Stream: Pharmaceutical-MBA
Week no: 5 From: 30/05/2024-05/06/24
Activity Done I did a market survey to identify and make a bond with the potential customers in the

market for the brand Forsleep. Identified the potential customers and analyzed the
competitors for the same brand.

Linking theory | Ilearned to find key points on which we can play in the efficient marketing of our
product by doing the survey.

Following the collection of field data, data analysis is required to identify important
learning)  with | insights about competitors.

(Classroom

practice at your

organization

Gaps identified | Setting a budget: I faced a lot of difficulty in making a product budget plan because
. . within this we had to tell in detail how much money was spent and why it is spent.
in the working
area. Difficulty in conducting the Survey, as some of the chemists and doctors didn’t entertain
us due to their busy schedules or they didn’t want to provide data.

Suggestions for | Identify the target audience and establish measurable goals.

improvement

bt

Signature of the Student

Approved by the IHMR University's Mentor




Weekly Reporting Format

Name of the Organisation: Hetero Healthcare (Mumbai)

Area/Department/Project of Summer Internship Program: Sales and Marketing

Name of the Student: Abhishek Tyagi

Roll no: 0471
Week no: 6

Stream: Pharmaceutical-MBA

From: 06/06/2024-12/06/24

Activity Done

During my third week at HETERO HEALTHCARE, I made various strategies on how to
convert doctors and chemists to prescribe our products to patients. I completed the PEST
analysis, and swot analysis for the same.

Linking theory
(Classroom

learning)  with
practice at your

organization

I learned how to create marketing strategies to effectively promote our product to doctors
and target primary and secondary consumers.

Conducting and analyzing Survey data provided insights into key market competitors
and helped develop strategies to compete with them.

I gained experience in dealing with pharmacists at chemist shops.

Gaps identified
in the working

arca.

Defining the target audience and setting measurable goals for the marketing mix posed
significant challenges. In-depth information about the product was necessary to
overcome these obstacles.

Analysing the big survey data.

Suggestions for

improvement

Prepare an effective strategy for controlling brand awareness and convert as many as
primary targets.

e

kY

Signature of the Student

Approved by the IHMR University's Mentor

Weekly Reporting Format




Name of the Organisation: Hetero Healthcare (Mumbai)

Area/Department/Project of Summer Internship Program: Sales and Marketing

Name of the Student: Abhishek Tyagi

Roll no: 0471 Stream: Pharmaceutical-MBA
Week no: 7 From: 13/06/2024-19/06/24

Activity Done Preparation of Brand Plan: I completed my Brand tone and voice along with the LBLs.
Preparation of Budget and Revenue: I successfully prepared an estimate of budget and
revenue generations of my product and I got to know how to divide budget in different
segments and how to prepare an estimate budget, by targeting primary and secondary
consumers of product.

Linking theory | I learned how to prepare a budget for a product while preparing its brand plan, it also
help me to learn how to suggest an estimated return and how to monitor and control a
brand plan in future.

learning)  with | Data Analysis: Conducting and analyzing google data provided insights into key market
competitors and helped develop strategies to prepare a successful brand plan for my
product.

(Classroom

practice at your

organization

Gaps identified | Defining budget segments and amount of price setting in particular segment is a major
) . task in brand planning.

in the working
area. Collection of data: For preparation of budget segments it is difficult to identify segments
of budget and I faced problem in suggesting how much amount of money in which
segment I should spend more and which segment is important.

Suggestions for | Prepare a poster for the same.

improvement

bl

Signature of the Student

Approved by the IHMR University's Mentor




Weekly Reporting Format

Name of the Organisation: Hetero Healthcare (Mumbai)

Area/Department/Project of Summer Internship Program: Sales and Marketing

Name of the Student: Abhishek Tyagi

Roll no: 0471
Week no: 8

Stream: Pharmaceutical-MBA

From: 20/06/2024-30/06/24

Activity Done

During the Last week of my summer internship, | Prepared a Poster for my project and
started working on my summer internship report. Also presented my overall findings
regarding the various strategies | have made to promote the brand with the help of data
which was provided by my industry mentor.

Linking theory
(Classroom

learning)  with
practice at your

organization

Learnt to manage the huge data with the help of Excel and easy analysis of the same.
Designing various work field strategies to promote and conduct brand awareness among
the primary as well as secondary customers.

Gaps identified
in the working

arca.

Poster Preparation: Preparation of effective poster on Forsleep, difficulty in handling of
data.

Suggestions for

improvement

Ensure consistency in the professional language used in report and provide more detailed
descriptions to give a fuller picture of your activities.

bl

Signature of the Student

Approved by the IHMR University's Mentor




Compiled Reporting Format

Name of the Organisation: Hetero Healthcare (Mumbai)
Area/Department/Project of Summer Internship Program: Sales and Marketing
Name of the Student: Abhishek Tyagi

Roll no: 0471 Stream: Pharmaceutical-MBA

Activity Done

During my internship at Hetero Healthcare, I focused on FORSLEEP, a product designed
to address sleep-related issues. I studied product information and prepared questionnaires
for doctors and chemists. Over the course of the internship, I aimed to meet 80-100 doctors
and 60 chemists to gather insights on competitor activities. I met multiple doctors and
chemists, and created various marketing materials including Leave Behind Literature
(LBL), danglers, visual aids, and digital communications for the brand. Additionally, I
conducted market surveys to identify and bond with potential customers, and analyzed
competitors' strategies. I also completed the PEST and SWOT analysis for FORSLEEP,
and prepared a brand plan, budget, and revenue estimates.

Linking theory
(Classroom
learning)  with

practice at your

| learned the importance of strategy in pushing a brand and the challenges in achieving
sales.

| gained insights into the importance of communication in effectively targeting
customers and ensuring they understand the brand's impact.

| understood how to differentiate communication while maintaining consistent brand
messaging.

organization | acquired techniques for efficient marketing, data analysis, and creating convincing
LBL materials.
| learned to prepare a budget for a product, suggest estimated returns, and monitor and
control a brand plan.

Gaps identified | | faced difficulties in knowing competitor activities and creating concise communication

in the working

arca.

for LBL showing USP.

| encountered challenges in creating unique visual aids that highlight USP and in
developing a focused theme for digital communication. Setting a budget and conducting
surveys was challenging due to non-cooperation from some doctors and chemists.
Defining budget segments and price setting in particular segments was a major task.

Suggestions for

Conduct Retail Chemist Prescription Audit (RCPA).
Prepare digital communication for FORSLEEP.

improvement Segregate 20 doctors out of 200 and develop a targeted strategy.
Identify target audience and establish measurable goals.
Prepare an effective strategy for controlling brand awareness and convert primary
targets.
Prepare a poster for the brand.
Ensure consistency in professional language in reports and provide more detailed
descriptions.

Al bl

Signature of the Student

Approved by the IHMR University's Mentor




