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.. New Delhi: Sun Pharmaceutical .

Industries, India’s biggest drug
maker, is planning to firm up a se-

ries of measurés soon with theaim
to improve field force productivity
in domestic operations of Ran-
baxy Laboratories, the company it
is in the process of a¢quiringfrom

" its Japanese parent Daiichi San-
... kyo. The drug maker also plans to
..draw up detailed cross-selling

plans for each state, according to
industry consultants famﬂla.r
with thematter.

Most of these changes will ta.ke
effect a year after Sun Pharma
closes the Ranbaxy deal, which is

. expected to happen by end 2014,
-they added.

“If one assesses the productivity
of a Sun Pharma medical repre-
sentative, each roughly generated
about €90 lakh worth of annual

" business in the year ended March

2014. In contrast, each Ranbaxy

". medical representative, on an av-

erage, brought business worth 255

" lakh,” said one of the consultants

quoted above. “While some bit of it

;. could beattributed to thenature of
. -products they sell, Sun believes

that a big chunk of this gap can be

' plugged by taking a series of mea-

sures-to improve productivity of
Ranbaxy sales force.”

Sun focuses on chronie. products
while a large part of Ranbaxy’s busi-
ness in the domestic market cumes
fromacute drugs. '

In April, Sun agreed to acquire ri-

-+, valRanbaxy. The transaction worth

$4 billion is the largest in-bound

. deal in the domestic pharma sector™

and is set to create the fifth largest

generlcdrugmakergloballyandme
-+ largest player inthe, 75,000-crore
domestic pharma space.

Thedeal is awaiting regulatoryap-

" provals, including that of the Com-

petition - Commission of India,
which is evaluating if the new com-

© blne can have adverse unpact on

competition inthedomesticniarket.

While Sun has on its rolls about
4,000 medical representatives in the
domestic market, Ranbaxy has al-
most 5,500 mumzl representatives
here. Sun clocked salesof 74,087 crore
in the domestic market in the year
ended March, according to Alocd
Awacs, amarket research tirm.

“Sun plans to draw up detailed
cross-selling plans for each state.
For Instance, in states where Ran-
baxy has a firmer foothold , mainly
northern states such as Delhi and
the National Capital Region, Pun-

Jab, Haryana, Uttarakhand, Uttar
Pradesh, Bihar, Sun plansto use its
infrastructure to deepen penetra-
tion of its own products. Similariy,
in states where Sun has a stronger
grip such as Tamil Nadu, Karnata-

ka, Andhra:Pradesh, West Bengal

and Rajasthan, it plans to use its
presence tosell Ranbaxy products,””
said the consultant quoted earlier

. ASunspokesperson said thecom-
pany has no comments to offer on

the matter. While announcing.

quarterly results last month, the
company’s managing director Di-
lip Shanghvi had said that Sun is
intensively planning integration
with Ranbaxy.

Industry experts say Sun should

look at ¢lubbing its sales divisions

for overlapping drugs with that of
Ranbaxy’s. =~ “Post-acquisition,
Sun should merge sales team for

common products between the two -

firms for better -efficlencies,”
said Ranjit Kapadia, senior vice-
president, Centrum Broking.
While the fresh recruits among
Ranbaxy's sales force should be di-
rected to general practitioners, ex-
perienced hands from Ranbaxy

should be trained better and made -
to handle speclal-
— : 1sts, he added.

Sun focuses In the last four
on chronic years, while Ran-
products baxy has lagged
whilealarge  behindtheaverage
partof growth in Indian
Ranbaxy's pharma market,
business in Sun has outper-
thedomestic  formed it.

marketcomes  Between the first .
fromacyte ©  and third year of:

dm'c acquisition, Sun’,

Pharma plans to.
focus on realigning Ranbaxy’s
sales division and reap benefits -

flowing from integrating procure-ms

ment and supply chains. During
this period, it also aimsto boost ef-

ficiencies in'key markets, such as .
India and the US, to deliver $250.

million of operational synergies it
has promised by thethird year.

Within 'a year of deal closure,
Sun hopes to have brought to the
USmarkettwoof Ranbaxy’spend-
ing exclusive marketing opportu-
nities —generic versions of Nexi-
um and Valcyle, which earn-its
parents — Astra Zeheca and Ro-
che-—-more than $5 billion in an-
nual US sales. Between the third
and fifth year, Sun plans to use
Ranbaxy’s infrastructure in
emerging markels -—in many of
which itisnot present—tolaunch
itsown productsand partner with
Daiichi to make a foray into the
Japanmarket.






