KINDUZ

Pharmaceutical

Created country-wide strategy to excel in the USS 4.7 billion cardiovascular drug market

Organization Trends:

The saleswentthrough
a steep growthoverthe
last 2 years, while inthe
currentyear have
saturated

There wasa needto
relook at the overall
sales strategiesto excel
inthe USS 4.7 billion
cardiovasculardrug
marketinthe country

Competition Trends:

The competition within
the genericsindustry has
increased multifold and
ledtoa price war, thus
decreasing profitability

Delivered using:

CHALLENGE

What is the Challenge

Teams unable to meet
theirsalestargets
Variability in sales across
regions

Where isthe Challenge

In Sales across regions in
India

QADES | AEIOU | VSMe

IMPACT

What is the impact
* Thetopline and bottom-

line of the organization
did not have a visible
year-on-year growth
Lack of motivation
amongsalesteams
leadingto higher
attrition

LSSIB

TARGET

What is the Target

Improve the sales
forecastingaccuracy by
at least 5%

Improve the overall
market share by at least
5%

Improve salesin average
markets by at least 15%
Improve salesin high
performing markets by
at least 5%

Decrease variationin
sales across markets by
at least 5%

OUTCOMES

Improved Profits

The market share of the
company was improved
by 11%

Overall salesof the
organizationwere
improved by 18%
Salesinaverage markets
increased by 22%
Salesin high performing
marketsincreased by 9%
Sales forecasting
accuracy was improved
by 11%

Employee Engagement
and Satisfaction

Teamswere coached
and empowered using
strategicsales
techniquestoachieve
theirtargets, leadingto
higherincentivesand
employeesatisfaction
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