PRESS INFORMATION BUREAU

T E
GOVERNMENT OF INDIA
HARA EYHR

Economic Times

, Delhi

Thursday 2nd October 2014, Page: 8
Width: 18.18 cms, Height: 23.10 cms, a4, Ref: pmin.2014-10-02.28.56

‘Lupin Will Have Two Cos

Within One in the

' NILESH GUPTA

Avear after taking charge as Manag-
ing Director of Mumbai-based Lupin,
India’s fourth-largestdrug company,
-Nilesh Gupta tells Soma Das of ET
: whyhecannot imagine himself as a
- second-generation entrepreneur,
what bothers him about the pricing
* policy and what he sees beyond ge-
N nerlcs Edited excerpts: -

A-"someofthetopdumastltphama .

firms are witnessing aleadership
transition tosecond-generation
entrepreneurs, including Lupin.
How do youthink they are
. positioned to take theindian
pharmastoryforward? - ..
*lcan'tthinkof myself asa second-
generation entrepreneur. The lines

MD, LUPIN LTD

havebiurred beautifully InLupin.
BothVinita(sister and CEO) and| -

have been involved in decision-

making for the last 20 years, working
our way throughthe ranks as equals
among other professionals, having

tocarveoutour ownareasofcapa-
bilities and expertise. It never felt -

that DBG (Desh Bandhu Gupta, father
and founder-chairman) or KKS (Ka-
mal K Sharma, vice-chairman) were

trying todirectustodosomething. It

has Ben collectivedecision-making
atLupinforavery longtime. )

Whatwillitbe for l.upln beyond
generics?

The nextleapis to becomea specnal-
ty player. For Lupin, | seeafew years

down thefine twocompanlesexist- .

ing within thesame company. One, a
global generic powerhouse making

complexgenerlcsforourdeep-focus
markets, andthe other, becominga’

speclaltyplayer for advanced mar- *
kets like the US, WesternEuropeand

Japan. The Lupin philosaphy is tofo-

learnt in theUS isthatif you focusan
amarket, it pays rich dividends. Sun
Pharmais one such example, which
valluates that theory. ftwasan in-
diastory, thenitbecameatSand .
India story. We have got that kind of
focusin theus, Indiaand Japan.

SomerecentUsstudieshave
ralised questions on the quality of
India-madedrugs. Some Industry
members have called the
intent of study
‘malicious.’

cuson 10-15markets. What wehave -

Q ONRECENTUS STUDIES
Inthese studies,oné -
doesn'tknow wherethe
samplesarebeing

picked fromexactly.

Therelisnotranspar-

“ency, noindependent

evalpationthatfollows

Itis very frustrating. Atthe end of
the day, it is the company which de-
cidesthe gualityof its product, the -
systems it has or doesn't. In these

" studies,onedoesn't know where the -

samples are being plcked fromex-'
actly: There isnotransparency,no -
independent evaluation that follows.
Ifacompany hasaquality issue, It
should be taken totask, but topaint .
anentire country withthe same
brush, that is frustrating. And you
seewavesof thiscoming period-
ically. ) think the USFDA has beenve-
ry indepéendent inits assessment and

- thatiswhatmatters.

Aretherecent drug prlu-nns In
Indlaa mattorounmemtoyou?
Noone likes price control but we.can
live with it. What is not appreciated
is the ad-hocism around it. Suddenly
you add a bunch of productsintothe
list of praducts already announced. it

*  ends upcreating confusion more
- thananythingeise. That isthe reason

the industry isup inarms and all
companies and industry bodiesare -
‘united on that issue.

We have seen the domestic M&A

. sceneheatingup. Hasthewave of

ture’

" consolidationbeguninthis

fragmentedmarket?isLupinon
the lookout InIndia?
Mid-sized campanies are making

good money and arenotinahurryto |

sell outandsizedoes matter inindia.
Most of what is up for sale hereare
troubled assets or those with own-_

. ershiplssues. We have avoided

those. But weare on the lookout for -
opportunities. In other geographies,
these processes arevery $ystematic.
For instance, you begin witha set of

. targets, youbringltdowntoafew
and zerodown on the target. Inindia,

that exerclse is very difficuit, Forin- -
stance, an Elder Pharmawas dis-.
cussed by many companles, buta

-Ranbaxy or a Piramal was nat. S0
- that kind of deal flow is just notthere .
- inindia. it may be there a bit around

brands, but not so much arounden-
tire companies where you can go
deal-shopping.

Also, Lupin has stuck to smalier-stied -
" Theoptimumsize of thetarget

keeps changing as wegrow and de-

- pendson many other factors. The

really bigdeals arethemake-or-
break kinds and studies have shown

“that many of the biggestofdeals

have ‘raditionafly performedthe
warst. We have found the smaller
deals moresensible tilt now. The
bigger dealswill comeonlyinthe
markets weunderstand the best,
likethe US, India or Japan. In other
geographies, it could be a seriesof
acquisitionsbutlikely toremainrel-
atively small. interms of geog-

_raphies, it could be Brazil, Turkey,

China, Russia. Inspecialties, it could
bebrandsintheUs, brandsand
companies in WesternEurope.

Q ON DRUG PRICE-CUTS IN INDIA '

No one likes price contral but wecanlive withit
‘Whatisnot appreciatedisthe ad_ -hocismaround it
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