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Our Mission / purpose

We empower people to make a positive
difference to their health & wellbeing.
Our Vision

To be a highly performing consumer
healthcare company, built on a portfolio of VISION
leading, trusted & proven brands.

Our Strategy

To focus on categories helping damaged skin
and supporting healthy ageing. To enable the
successful delivery of our strategy, we have
identified four priorities for the business over
the next 3 to 5 years:
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BRAND GROWTH
We will build fastgrowing brands where consumer choice is driven by the positive difference we make (USP).
We will seek to enhance the attractiveness of our high value brands, through:

7 Insight-led, data-driven, measurable marketing investment
7 Acquisition and inlicensing of products or technologies to support our key brands
7 Innovation & development activity to keep our core brand portfolios ahead of their respective competitive sets

COMMERCIAL EXECUTION

We will increase the impact of our commercial execution, with a major focus on-€ommerce

We will continue to look for omnichannel presence in our core markets whilst recognizinthat e-commerce represents
our fastest growth channels in these markets, a trend which we expect to continue for many years to come.
SUPPLY EXECUTION

We will transform our supply chain by investing in a network of strategic partnerships

We remain committed to finding ways to consolidate our supply chain, moving to a smaller, higherforming network of
strong partners with whom we can collaborate and invest for the future.

ORGANIZATION EVOLUTION

We will continue to cultivate an agile organization & culture that delivers our growth

It is the diverse combination of skills, experience and energyf our people that help to create our strong culture

We are harnessing this culture to enable the successful delivery of our new strategy with increased focus and pace.
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drawings by JAM
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Audience
determination

, Conduct market
research and
analyse existing
customer database

» Design clear audience
personas (audience
age - 18-25 years)

> Prepare realistic, clear

and measurable goals
—(increase in
revenue 10%)

Align communication
goals with
business plan

Define unique
selling
proposition

o ldentify USP of product
to differentiate it
from competitors

o Product USP canbe
Lower price
Good semrvice guality
Easily availability

ii.3%. Gg Go Q DDDAUO DX

PHARMACEUTICAL MARKETING PLAN

04

Market
analysis

o Perform market
researchto
analyze trends

o Conduct SWOT
analysis of business as
well as competitors

o Add text here

o Create KPI| dashboard

in excel to
monitor performance

, Some KPls are

Inventory turnover
Average revenue
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ManagemeritByDijettives
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PERFORMANCE PROCESS SURVEY MEASUREMENT COMPARE TARGET INDICATOR

shutterstock.com + 1593963253
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Management By Objectives
(MBO)

PESTL SWOT

Analysis Analysis

Balanced
Scorecards
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Political

sMulti-party political sysiem
sPre-election period & political instability
~Oppesingparty leadisin exit poll

A

Ecovonic

~GDPgrowth projection 2.9%for 2015vs. -3.3%in 2013
sPostiivecurrent aceoumntbalamngevs. STYY

« High skilledlwork force in pharma

» Highunemployment(~27%) althoughat a decreasipgate
sRetludindy for S$ES

slnereasedbut-of-pocket payments

slncreasepressutefrom sharehotitessneed for partnershiips

Impact on business

«Divergetviewson policy measutss

«Pusthback on structural reforms < lack of decisinnmaking
sMore pressueon prices

«+Cut backsfrom pharmacompatiieqlabor, Investment)

Sexidl

slnereasinpgumber of uninsuretl
slncreasecprevallenceof Chramicd SetinuDiseases
~AgeingPopulkaton

sPatientsAssatiaiion becomemore visible& demamndling

Impact on business

s<Potentisl reallocatiionof resouicedor Heallth ensutimgSustainalitiyy
sPotemtislfor increasedproductivity

sPressitecon other stakehsldietsto cover expenssase.g. increaseatl copay
for patients (~28%); imposition of excessiearebates& clawbadk
sRetluced disposaide Y leadiing to pressute in prices & in seatch of
alternativetreatments

~*Oppertuitiesfor PulillicPrivaie Partnershipthat could improve outcomes
& suppertinnovation

Tedimsggeadl

sE-presatiption

~E-pdticiit’ BediciaikeCords

sE-procunremerttfor PulblicHospitels
slnereaseduse of SagiaNetworkingtechnolegies

Impact on business

sPressueeon pharma budget increaseduse of HC resourassleading to
increasedexpentltiuie Need for efficient allocation of resouraasbaseti on
HTA& other policy measutesto remove barriers that lead to inequallitiesin
aceess

slncreasedpatient awareness increaseddemant], thus need for improved
health outcomes

Impacton business

Mata collection on healthcare resource use such as pharmaceutical
expenditure, diagnostics hospitalisation,epidemiologicalprofile and more
that can allow prioritization of healthcare needs, enhancedeffciencies&
improvedaccess

Legdl
1ExcassivdDs
21Grestdelaysin judgementawards

aMany regulaiony & legisiatierestrictions(e.g. price increasss)

Impacton business

Alack of predictability; Delays in P&R processes Disincentives on
innovation;

MBacklogof errorsaffectingboth national& internationalmarkets(ERP)Lost
income/ profits for industry
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Assessing the Current Situation

The Traditional SWOT Analysis

Strengths

Effective product
Good safety profile
Convenient presentation
Heritage & reputation
Opinion leader relationships

Opportunities

Growing market
Ageing population
Patient groups
New formulations
New Customer Groups

Weaknesses

Expensive products
Restricted dosing options
Promotional expenditure
Effective sales calls
Supporting publications

Threats

Strong competitors
New product introductions
Generic competition
Reimbursement changes

Restrictions on
promotional activities

A
A

A

A

A

Insight?

Fuel for
competitive
thinking?

|dentifying the
possibilities for
a Product
Manager?

Help encourage
creative
thinking?

Drives the
activity plans?
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https://businessrev.qr/2018/12/02/%CF%84%CE%BS
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