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SUMMER INTERNSHIP WEEKLY REPORT 

WEEK -1 
 

ORGANIZATION AGAPPE DIAGMOSTICS 

PROJECT/DEPARTMENT Business Potential Study/PMT 

STUDENT NAME RITIK JOHARI 

ENROLLMENT NO 1797 

STREAM MBA HOSPITAL AND HEALTH  

MANAGEMENT 

WEEK NO 1 

DURATION 13TH MAY 2024 TO 18th May 
2024 

 

 
Activities Done: 

1. Orientation about the company policy and various department 

2. Got the briefing about the flagship product MISPA i2 and Mispa i3 

3. Researched about market size of the industry 

4. Listed down the competitors. 

Linking Theory (Classroom Learning) with Practice at Your Organization: 

Connected theoretical knowledge about market research acquired in the classroom. 

This included the use of business development theory 

The theories learnt in organizational behavior helped me to communicate properly with my seniors 

and colleagues. 

Gap Identified in the working area 

• Not a proper system of orientation for the intern. 

Suggestion for improvement 

• Better orientation system should be there. 

Plan For The Next Week 

• Got the responsibility of developing a brand strategy to increase the revenue from the 

product in the North Region by analyzing at least 2000 customers by analyzing the sales 

data. 

 

 

Signature of the Student: Ritik Johari 

Approved by the IIHMR University’s Mentor: [Signature] 

 



WEEKLY REPORT -2 

ORGANIZATION AGAPPE DIAGMOSTICS 

PROJECT/DEPARTMENT Business Potential Study/PMT 

STUDENT NAME RITIK JOHARI 

ENROLLMENT NO 1797 

STREAM MBA HOSPITAL AND 

HEALTH MANAGEMENT 

WEEK NO  2 

DURATION 20TH MAY 2024 TO 25TH 

MAY 2024 

 

Activities Done: 

• Made the analysis about the market size and trends of the immunoassay market 

• Searched about the competitors and did the comparison of feature among the 

competitors 

• Did the analysis of primary sales of the  reagents  at north region. 

• Segmentation of the customers. 

Linking Theory (Classroom Learning) with Practice at Your Organization: 

Connected theoretical knowledge about market research acquired in the classroom. 

This included the use of business development theory 

The theories learnt in organizational behavior helped me to communicate properly with my senaiors 

and colleagues. 

Gap Identified in the Working Area 

• Less coordination among the PMT and the business managers. 

Suggestion for improvement 

• Better communication and coordination between PMT and business managers. 

Plan For The Next Week 

• Making the presentation about the various analysis performed. 

• Looking towards acquiring data of the customers in the North Region. 

Signature of the Student: Ritik Johari 

Approved by the IIHMR University’s Mentor: [Signature] 

 

 

 

 



SUMMER INTERNSHIP WEEKLYREPORT   

WEEK -3 

ORGANIZATION AGAPPE DIAGMOSTICS 

PROJECT/DEPARTMENT PRODUCT 

MANAGEMENT/Business 

Potential Study 

STUDENT NAME RITIK JOHARI 

ENROLLMENT NO 1797 

STREAM MBA HOSPITAL AND 

HEALTH MANAGEMENT 

WEEK NO  3 

DURATION 27TH  MAY 2024 TO 31st May 

 

Activities Done: 

1. Analysed and visualize the sales for NORTH Region  

2. Market Research about the major competitors. 

3. Analysed the pain points of the own product MISPA i2 and MISPA i3 

4. Frame the market research questions 

Linking Theory (Classroom Learning) with Practice at Your Organization: 

Connected theoretical knowledge about market research acquired in the classroom. 

This included the use of business development theory 

The theories learnt in organizational behavior helped me to communicate properly with my seniors 

and colleagues. 

Gap Identified in the working area 

• Business Managers were not aware about their sales number 

Suggestion for improvement 

• There should be a proper system regarding the sales number. 

 

Plan For The Next Week 

• Analysis of major diagnostics chain in North, Will suggest some area where in we can 

improve the sales in various state of North. 

Signature of the Student: Ritik Johari 

Approved by the IIHMR University’s Mentor: [Signature] 

 

  



SUMMER INTERNSHIP WEEKLYREPORT 

WEEK -4 

ORGANIZATION AGAPPE DIAGMOSTICS 

PROJECT/DEPARTMENT PRODUCT MANAGEMENT 

STUDENT NAME RITIK JOHARI 

ENROLLMENT NO 1797 

STREAM MBA HOSPITAL AND 

HEALTH MANAGEMENT 

WEEK NO  4 

DURATION 3rd  JUNE 2024 TO 7TH JUNE 

 

Activities Done: 

5. Analysed and visualize the sales for NORTH Region  

6. Market Research about the major competitors. 

7. Analysed the pain points of the own product MISPA i2 and MISPA i3 

8. Analyse the number of labs in North India 

9. Distribution of labs in North India 

Linking Theory (Classroom Learning) with Practice at Your Organization: 

Connected theoretical knowledge about market research acquired in the classroom. 

This included the use of business development theory 

The theories learnt in organizational behavior helped me to communicate properly with my seniors 

and colleagues. 

Gap in the working area 

• There were no brand differentiation for Mispa i2 and Mispa i3 

Suggestion for improvement 

• Better brand differentiation for Mispa i2 and Mispa i3 

Plan For The Next Week 

• Analysis of major diagnostics chain in North, Will suggest some area where in we can 

improve the sales in various state of North. 

Signature of the Student: Ritik Johari 

Approved by the IIHMR University’s Mentor: [Signature] 

 

  



SUMMER INTERNSHIP WEEKLYREPORT 

WEEK -5 

ORGANIZATION AGAPPE DIAGMOSTICS 

PROJECT/DEPARTMENT Business Potential 

Study/PRODUCT 

MANAGEMENT 

STUDENT NAME RITIK JOHARI 

ENROLLMENT NO 1797 

STREAM MBA HOSPITAL AND 

HEALTH MANAGEMENT 

WEEK NO  5 

DURATION 10TH JUNE 2024 TO 14TH 

JUNE 

 

Activities Done: 

10. Forecasted the sale for the next year.  

11. Analysed the problem with Supply Chain Management. 

12. Analysed the marketing strategy of the division. 

13. Analyse the number of labs in North India 

14. Distribution of labs in North India 

Linking Theory (Classroom Learning) with Practice at Your Organization: 

Connected theoretical knowledge about market research acquired in the classroom. 

This included the use of business development theory, Brand development 

The theories learnt in organizational behavior helped me to communicate properly with my seniors 

and colleagues. 

Gap identified in thw working area 

• Same promotion strategies for different region 

Suggestion for imorovement. 

• Different promotion strategies for different region. 

Plan For The Next Week 

• Analysis of the pricing strategy for the reagents,  

• Suggesting other reagents which can be added to the pannel 

Signature of the Student: Ritik Johari 

Approved by the IIHMR University’s Mentor: [Signature] 



SUMMER INTERNSHIP WEEKLYREPORT 

WEEK -6 

ORGANIZATION AGAPPE DIAGMOSTICS 

PROJECT/DEPARTMENT Business Potential 

Study/PRODUCT 

MANAGEMENT 

STUDENT NAME RITIK JOHARI 

ENROLLMENT NO 1797 

STREAM MBA HOSPITAL AND 

HEALTH MANAGEMENT 

WEEK NO  6 

DURATION 17TH JUNE 2024 TO 21ST  

JUNE 

 

Activities Done: 

15. Made a questionnaire for the service team for the survey 

16. Analyzed the problem with Service Management Team 

17. Analysed the relation with Sales and Service Team 

18. Planned out the sales strategy based on the data received by Service Team 

19. Distribution of labs in North India 

Linking Theory (Classroom Learning) with Practice at Your Organization: 

Connected theoretical knowledge about market research acquired in the classroom. 

This included the use of business development theory, Brand development 

The theories learnt in organizational behavior helped me to communicate properly with my seniors 

and colleagues. 

Gap Identified in the working area 

• Service quality was not up to the mark causing non adeherence to the customers 

Suggestion for improvement 

• Better service should be provided to the ccustomers. 

Plan For The Next Week 

• Analysis of the pricing strategy for the reagents,  

• Suggesting other reagents which can be added to the pannel 

Signature of the Student: Ritik Johari 

Approved by the IIHMR University’s Mentor: [Signature] 



SUMMER INTERNSHIP WEEKLYREPORT 

WEEK -7 

ORGANIZATION AGAPPE DIAGMOSTICS 

PROJECT/DEPARTMENT PRODUCT 

MANAGEMENT/Busniess 

Potential Study 

STUDENT NAME RITIK JOHARI 

ENROLLMENT NO 1797 

STREAM MBA HOSPITAL AND 

HEALTH MANAGEMENT 

WEEK NO  7 

DURATION 13TH MAY 2024 TO 13TH 

JULY 

 

Activities Done: 

20. Suggested the promotion strategy for the Mispa i2 and Mispa i3 

21. Suggested the new promotion channel for the products. 

22. Forecasted the sales target for the Mispa I series for the next year of North Region. 

23. Discussed about  the new reagent parameter that could be added in the pannel of the equipment 

24. Pricing Strategy for th 

Linking Theory (Classroom Learning) with Practice at Your Organization: 

Connected theoretical knowledge about market research acquired in the classroom. 

This included the use of business development theory, Brand development, Marketing strategies 

The theories learnt in organizational behavior helped me to communicate properly with my seniors 

and colleagues. 

 Gap Identified 

• Same Promotion Techniques For Different Segments of Customers 

• Gap In The Distribution Chains 

• Challenges between the marketing services and sales team 

Suggestion for improvement. 

• There should be better diribution chains 

Plan For The Next Week 

• Present the internship study to the Vice President and Marketing Head. 

• Meeting With Industry Mentor. 



Signature of the Student: Ritik Johari 

Approved by the IIHMR University’s Mentor: [Signature] 



SUMMER INTERNSHIP WEEKLYREPORT 

WEEK -8 

ORGANIZATION AGAPPE DIAGMOSTICS 

PROJECT/DEPARTMENT PRODUCT MANAGEMENT 

STUDENT NAME RITIK JOHARI 

ENROLLMENT NO 1797 

STREAM MBA HOSPITAL AND 

HEALTH MANAGEMENT 

WEEK NO  8 

DURATION 13TH MAY 2024 TO 13TH 

JULY 

 

Activities Done: 

25. Visited the CFA for understanding the dyanamics of logistics and supply chain. 

26. Attended the meeting with the business managers and marketing head of North 

27. Strategized the marketing plan for the next quarter. 

28. Presented the project ppt to the the Associate VP and Marketing Head 

Linking Theory (Classroom Learning) with Practice at Your Organization: 

Connected theoretical knowledge about market research acquired in the classroom. 

This included the use of business development theory, Brand development, Marketing strategies 

The theories learnt in organizational behavior helped me to communicate properly with my seniors 

and colleagues. 

 Gap Identified 

• Inventory Issue in The CFA. 

• Challenges in the Logistics. 

Suggestion for improvement 

• Better Logistics Management. 

 

Signature of the Student: Ritik Johari 

Approved by the IIHMR University’s Mentor: 



 

 

 

 

 

 

Compiled Report 

 

    Name of the Organisation:   AGGAPE DIAGNOSTICS LTD 

Area/ Department/ Project of Summer Internship Program: 

PRODUCT MANAGEMENT, TAM DIVISION/ BUSINESS 

POTENTIAL STUDY 

 

Name of the Student: Ritik Johari 

Roll no: 1797           Stream: Hospital and Health 

 

ACTIVITIES DONE 

 

During the summer internship, I was given the project of conducting the Business 

Potential Study of North Region for the parent product Mispa i2 and i3.  

In this study, I performed following task : 

1. Analysed the features of Mispa i2 and Mispa i3 

Mispa i2 

• Semi automated Specific protein 

analyser 

Mispa i3 

• Automated Cartridge Based 

Protein analyser 

Technology – Nephelometry and  

Photometry  

Technology 

Nephelometry and Turbidimetry 

 

Clinical Management of variety 

of diseases. 

Diabetes, cardiovascular disease, 

inflammation and kidney 

diseases. 

 

Mangement of  

Diabetes 

Cardiovascular risk 

Acute renal dysfunction 

Inflammation, and allergy 



USP 

• Smart card technology 

• Easy automated calibration 

• Multiple calibration points 

USP 

• Smart card technology  

• Prefilled cartridges with 

• Convenient pack sizes. 

• Reagent stability upto 9 months 

and automixing and incubation 

leading to less operation 

intervention 

 

  

 

2. Identified the Pain Points of the Customer and Solution provided 

by our Product. 
 

3. . 

 

• Analysed the pain points 

 

 

 



3.  Researched  About The Current Market of Immunoassay 

Anakyser. 

• The global immune assay market is estimated at USD 30.02 billion as per 

2022 and is expected to grow at compound annual growth rate (CAGR) of 

5.3% from 2023 to 2030 

• Among the market, reagent and kit has contributed enjoys the largest 

market share i.e. 66.1% as there has been a high demand of immunoassay 

reagent due to growing prevalence of infectious disease, autoimmune 

disease as well as launching of novel immunoassay kit. 

• Indian Market Analysis 

• Reagents  dominate the segment at 2750 crore, with instruments at 250 

crore, accounting for the  CAGR of 7.8%. 

• Reagent and kits contribute to largest market share in immunochemistry 

market. 

• Rapid test market is estimated at 1050 crore and ELISA is estimated at 375 

crores as per 2022. 

 
 

4. Conducted A Competitor Analysis for Mispa i2 and Mispa i3 

• Analysed the major competitors with different technology 
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• Analysed the major competitors with same technology 

 

 
 

5. Break down of Different Labs in India 

• Analysed the pathologies lab in India for predicting the number of 

customers in North India. 

• As per the report of Edelweiss Professional Investor Research 

 

 

 

 

 

 

 



 

 

 

 



 

• As Per Nat Health Org, 

• Total Number of Labs in India – 100000-110000 

• Based on above data. 

 

 

• If we consider 25 % of the  total number of labs is be distributed among four zones 

(North , South, West and East) 

• The expected distribution of various segments of labs in NORTH would be : 

 

6. Conducted The Sales Analysis of  Reagents of Mispa i2 and i3 in North 

Region. 

• Analysed the sale of different region of  North India 

• There were 6 regions in North India  

North 1 

North 2 

North 3 

North 4 

North 5 

North 6 

• Analysed the sales of different reagents of equipment Mispa i2 and Mispa i3 for 5 

months i.e   

Jan, Feb, March, April and May 

• Analysed the contribution of different reagent in the sales. 

• Analysing contribution of different reagent in the sales North Zone. 

Example 



rt 
 

 

 

 

 

 

 

Sales Analysis Of Mispa i2 for North 2 region. 

[Cite your source here.] 



 

7. Forecasted the sales with the total number of installation (customers) 

• Compared the sales along with the total number of installation of the equipment. 

• Analysed the potential which could be achieved by our sales team. 

• This activity was performed for every region in the North. 

i.e 

Total Installation-  53 

Regular Customers – 34     which accounts for 65% of total installation. 

Total amount of sales. 

 
Forecasted sales could be 

 

Table1: Showing the sale of reagents for NORTH 2 of First 5 

months 



 

 

 

• The average sales for Mispa i3 for Jan, Feb, March, April, May- Rs 755044.1 

• According to the data 34 customers are providing an average sales of Rs 755044.1 

• If we consider to cover around 80 % percent of our installation- the average sale of the 

reagent could be  92185.61 

8. Suggested the promotion techniques for different regions of North 

• Based on the sales analysis, Suggested different promotion strategies for different 

regions of north. i.e 
▪ Total Sales Of Reagents- 37,10,271 

▪ Maximum Sales is for HbA1C ,CRP and RF 

▪ The reagent with minimum sales are : 

Ceruloplasmin 

Ferritin 

• Among The Special Paraneters 

H Pylori has not be sold as of yet 

Promotion Strategies That Can Be Implemented : 

1. Targeting the customers with optimum sample load according to pack size. 

2. Promting  H Pylori to the gastroenterologist is not enough. 

3. It can be also promoted to the oncologist for the detection of stomach cancer. 

4. Promotion should be done by leveraging the social media platforms  

5. Sales Executive need to analyse the number of test of specific protein that are being analysed in 

the lab. 

9. Suggestion to increase the market share 

• Provide the suggestion to increase the mrket share for our equipment. 

• Some of the suggestion were:- 

 

1. Brand Visibility • We can increase 

the brand 

visibility by 

making the 



customer aware 

about our 

product by 

participating in 

exhibitions one 

of which is 

INDIA LAB 

EXPO. 

• Search Engine 

Optimisation 

• Email Marketing 

 

2. More Installation of Mispa 

i3 

• The number of 

installation of Mispa i3 

in NORTH is 252 which 

is quite less as compared 

to number of labs in 

North India which is 

assumed to about 4400 

(Diagnostic Chains) and 

around 10175 (Hospital 

Labs) 

 

3. Revision of Parameters in 

the assay pannel 
• Certain Parameters are 

not in trend and the 

parameters movement 

are really rare, We can 

halt the production of 

these parameters which 

can help in reducing the 

cost. 

1.AAG 

2. AAT 

3.Prealbumin 

4. Alpha 2 

Macroglobumin 

4. Addition of New Parameters • There are certain 

parameters present in the 

pannel of the customers 

that can be added to the 

Mispa i2 and Mispa i3. 

1. Bhcg 

2. PSA 



3. PEA 

4. TRF 

5. Anti - CCP 

5. Better Service to the 

customers 

• According to the data 

received through the 

Business Managers.  

• The main reason for the 

customer non 

adeherence to Mispa i2 

and Mispa i3 was after 

sale service. 

• We can improve the 

quality of service for our 

customers.: 

1. Timely Installation 

2. Timely Repair of 

Installation 

3. Regular follow up 

to the customer 

 

 

Linking Theory (Classroom Learning) with Practice at Your 

Organization. 

1. Theory related to Organization Behaviour. 

• Helped me in understanding the behaviour of the colleagues, how to 

communicate with them, 

2. Porter’s 5 Forces 

• Helped me in the doing the competitor’s analysis for understanding the 

role of 5 forces shaping the competitive environment. 

1. Threat of new entrants 

2. Threats of substitute 

3. Bargaining power of customer 

4. Bargaining power of suppliers 

5. Industry Rivarly 

3. SWOT Analysis 

• Helped in analysis of the current aspects of the organization. 

• Helped in analysing the external and internal factors shaping the 

organization, 

4. STP 

• Theory related to STP helped in analysing the current customers and 

promotion strategies for different customers and area 



• Helped in analysing the positioning of the brand. 

                   Gaps Identified in the working area 

1. There was less communication with the departments that 

complement each other. 

• Less communication between marketing services team and the sales 

team. 

2. Inventory Management 

• Stocks were not according to the demand of the customers 

3. Quality of service 

• There was huge gap in the service provided to the customers. 

4. Distribution and Supply Chain 

•  There were issues in supply of reagents on time to the customer which 

was causing huge adherence issues for the customer. 

Suggestion for the improvement 

1. Better communication with the complementary departments 

• For the smooth functioning of sales team, a better communication among 

the service team, sales team and marketing service team. 

2. Better management of inventory. 

• There should be a system of inventory management according to the 

quantity of reagent flow in different regions. 

3. Timely installation of equipments in the labs. 

• There should be timely installation of equipments in the labs which could 

ensure the customer adeherence to the organization. 

4. Better Quality of Services 

• The service should be of high quality and the price of spare parts. 

• AMC should be affordable 

 

Signature of the Student:                                                                            Approved  by Mentor :



 

 

              

 

 

 

 

 

 

 

 

 

 

 

 

 

 


