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he warld's second larg
ext dng inaker by sales,
- Merck and Cao. Inc, in
May annouunced g kev juint
venture with India’s Sun Phar-
maccuatical Industries [1d to
strengthen ity emerging mar
kets focus, an area top giobal
drug makers are looking to tor
hetire growth
:\J(‘Y(’L\ wants Ut 1&‘&\.\[ GILe
fourth ol its current saies of
46 hillion (around 2 willion)
to come from cmerging mar-
kets  India, Brazil, Russia and
other Asian countries- -in the
next two vyears. Kevin Abl i
spearheading this strate
gyv- which mvolves expanding

Merek's reach with o much
wider  bhasket  of  generic
drugs us president, emerging

markets. Te spoke i aninter-
view about the joint venture
with Sun Pharma and other
plans for India. Edired ox-
cerpts:

Merck was fate to identify the im-
portance of emerging markets.
Yes, 1 think you are right. I
we had o doitoveragain, Fam
sure myvocunent CEO woukd
nave sard we snould pave done
it 10 years ago, as we are usual-
ly a very carly mover. We
maoved carly on new therapeu-
tic areas, on differentcommer-
cia} practices, etc. In faci, we
have one ol the best product
pipelines in the industry this
way. We should have moved
cartier on the emerging mar
kets as well. But sometimes, [
can tell you, it’s good to be last
to the party also, because you
see exactly what mistakes have
been made, and you can facili-
tate and accelerate growth in a
way that is in line with the
company’s vision. Just because
we are late, it doesn't mean
that we are not going to be
smart and successful.
Your global sales for 2010 were
$46 billion and your current target
is to get one-fourth of this to come
from emerging markets by 2013.
What are the strategies in place?
We've about 18% of the reve-
nue coming from the ewmerging
markets at present. In fact, we
arc already in the wp slot in
some of these markets. For ex
ample, in Mexico we are No. |,
and fourth or fifth in some oth-
ers, such as Korca...each of
them needs a different ap-
proach. So, our overall philos-
ophy Lo achteve this aspiring
poal is to follow a purely local
strategy in these markets with
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Road ahead: A/ says Merck has a long way (o qo in Indio as it entered
the market very late.
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a single global vision.

But in India, we have a long
way 10 go as we were very late
to the party, and it’s a very dif-
ferent market with a very
strong and sophisticated local
generics industry. \We are fo-
cused on this important mar-
ket and have a strategy in place
already. If you look at four-five
years ago, we were not even
present in this market, though
MSD (Merck is known as M5D
Pharmaceuticals outside the
US and Canada} is currently
ranked sixth  among drug
MNCs (multinational compa-
nies) in India. My Indian tean
has done a wonderful job to
grow in the market in a short
span. But things may nol be
casy as it’s a place of contrasts
and this single market is a clas-
sic example of a mix-- all the
fabrics that 1 deal with, other
individual markets that I was
talking ahbout. The natwre of
patient approaches, cconomic
conditions and payment and
reimbursement structures are
different in each market hcre.
Still, our cvery intention is 1o
grow big in India witlv a long-
term vision. It is a very big
market with high potential and
our strategy is to make the
right moves that arc good far
the people of Merck and the
patients of India. We do appre-

ciale many regulatory steps,
including intellectual property
rights, that the government
has already initiated in this
market.

Will there be more partnerships to

pursue emerging markets growth?

Yes, you will hear more part-
nerships coming up in other
geographies such as China,
Brazil, Russia, etc. Each of
these markets offers different
opportunitics, and the focus
area and nature of alliances
may also vary...

Sun Pharma was a conservative

company which never had such a

partnership in the past. How do

you look at this?

We knew Sun Pharma was
very conservative in jts busi-
ness approach, but (at) the
same time we appreciate that
it grew on its own, and it has
already grown as a global com-
pany today. [tis already a large
player in the branded generic
segment with a very big portfo-
lio of products that exists in
not only India but many other
markets, and it is also one of
the best companies that is
strongly focused in the incre-
mental innovation that is the
key component of the success
in most ol the developing and
emerging markets. The re-
scarch and innovation that the
company is {ocusing (on) now
is cutting-edge. So the partner-
ship is going to he a very im-
portant part of the new focus.
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In May, Merck said the business of
the jeint venture will start in the
next two-three years as it launch-
es products from the new innova-
tive product pipeline. Why aren’t
you selling Sun’s currently avail-
able generic products?

We mav pick
from Sun’s exi
well But the d
venture primarity expecis the
inovative pradiacts,
that's aeinly the fommuladon,
that are designed tor fnmova
tive therapies,
quired inomany ot
ing  nutkets for
persisting health dsstes, pu
vent complianee, cle So the
current decision is 1o tap that
particuiar market

What is going to be the name, eq-

uity and investment structure in

the MSD-Sun joint venture?

The board of the joint ven
e company is going to have
s tirstmeeting i the cornibay
monilis, and trere i going o
be more cluiny oot
prets. Butwe are preparing lag
the ,IHI)UI'H.HK ((Jlll[!\lT\L’YI[\ at
the joiat ventore, the prowets
e e wanied oo pnrsee
cach of the Markels, ew, we
have been lalking with Sun
Pharma on all hese perspec
tives {or some tme now and
wanted to have the formal
agreement first and so the ear
ly announcement {was made).

Will there be more product-specific

alliances, similar to the diabetic

drug marketing alliance with Sun

Pharma, for the indian market?

Yes, that's one of the ongo-
ing opportunities that we will
keep looking at within | the
parinership, and there would
be more such arrangements
coming up. Merck is also open
to pick up other uppnrmn{llex
in the local markets. .

Affordable pricing is an important

issue in the emerging marlets,

How are you going ta address it?

We have in many of these
markets addressed this issue
by introducing responsible
pricing  for our important
drugs. We are still ready to talk
to the local governments to
implement this strategy for
many more products. Respon-
sible pricing deals with uot
only the prices of individual
drugs, but providing a compre-
hensive therapy to patients
that will ensure a most cffec
tive approach towards (real
ments  invelving  all  stake-
holders to address important
health issues. This is imple-
mented typically through cx
tensive rescarch on discuse
profile, cconomic vonditions
and othier key factors i tie
country.
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