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1. Industry Overview '
The Pharmaceutical Re

ry specializes in busi Ip pharmaceutical

companies:orthedmedical goc indsrin: the industry:cater to t soof target customers.
These include retailing uSH at their doorstep based or r from anywhere’
option without the neec fiysically visiting pharmacie etlical stores. Generally,

pharmaceutical compal chase drugs, medical equip
supplies, store these ite distribution centers, anc °r-these products and
related services to med |l practitioners, clinics, al. RX365 aims at
helping individual pharmaceutical companies make revenues by selling directly to us without
the efforts of setting up a distribution network, trade out of large product volumes, and
delivery to customers which involve a lot of risks. We will in turn, approach end consumers
directly through our integrated online services, marketing campaigns, logistics network, and

our online application to create more demand for the pharmaceutical companies’ products.
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With the upstream phaiima companies and the downstreaim markets transforming the supply
chain and pushing out the middleman, pharma suppliers are facing a wide array of challenges
in generating revenues because of a rigid distribution system in India and the limited
convenience offered to the end customers in obtaining the medical products. Additionally, the
industry is contending with intense competitive pressures, which is indicative of its volatility.

We at RX365, aim at improving the revenue generation for Pharmaceutical companies by
linking the demand of end users to the supply by these companies. We also aim at creating

more demand in the m:
marketing endeavors w
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e To Discuss the buying of medicines and supplies at discounted rates and large
volumes from Pharma companies and providing valuable services to customers which
will make them prefer buying medicines from us. This will, in turn, create more
demand at the end of our Pharmaceutical Supply Partners.

e Delineating that our marketing and services agenda will increase our customer base

by 30% every y

3. Executive St
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Technologies Private L
loved ones sta’i/ healthy
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distributed. RX365 proviues genuiiie imedicines and healin care prouucts from authorized
dealers only. We carry out internal market research to determine which brands or products
are in high demand and what our pharmaceutical partners should focus on to accelerate their
revenues. Our motive is to utilize the technological advancements to provide the ‘best-in-the-
industry’ healthcare services.

Our doorstep delivery based on ‘just-a-click-away’ mobile app service will help customers
receive their medication on time from trusted brands. We also aim to offer 15% to 25%
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3.1 Business Madel

The business'model of RX36¢ ves around:making the life Jmers mugh easier by
saving time. Otherwise  to wait in queues to s or cansult doctors.
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3.2 Missign
The !\/%ion of RX36 orovide our d;;lf-pay Cust vith the best prices for
their prescriptic s, healthcare products | supplies.Our
convenience an Il exceed their expect: will lead'to more,
TGN orders T he influx of brdérsWil'be redirected to our supplying pharma 215
company partners whig! help them generate more rev We also aim at
redirecting re-o ardnew customer orders to t d pharma partners. Through
increased disco we provide to customers, at-continued patronage for
the supplying c oducts.

Our mission is also to collaborate with licensed doctors and provide regular medicinal
supplies to their patients.

We also aim to come up with lucrative marketing campaigns and mechanisms to
increase customer interest in our product suite.

3.3 Vision

Our vision is to ading-edge pharmace g company that

affiliates with a harmaceutical compani oducts will be sold by

us to customers India in rural and urban al s will help us cater to the

immediate requ onts ustomers with our fas k delivery and become the

preferigd— online Pharm d Healthcars/App. /

We-aim to com ey players in the market | g an integrated

medicine distril ting, and sales netwol rtner companies.
Loniwe see ourseNes as the leader§ Thithdidigitalphafmaceliticals ihduStrZin the nextFive

years through our seam nd high-quality services throt t India.

3.4 Organizati tructure

Key Participar irJob Roles

e Founder and CEO Details and industry experience account and their role

e Senior Management Details and Roles

e Sales and Distribution Leaders Details and Roles

e Purchases Department Leads

e Marketing Team Details and Roles

e Mobile Application Development and Management Team Details and Roles

e Pharma nd Customer Liaison and Roles
e Informa )gy-Specialists

e The Par ars In-house

e Pharma [¥Specialists

3.5 F_’[,@ﬁucts and Sat / _ ,/

35,1 Product:
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3.5.2 Services

e Buy medicines and other healthcare products online: With our simple
application, customers can buy medicines and other healthcare products from
anywhere and get it delivered at their doorstep. Along with getting the
products, we manage their comfort and health with follow-up calls, online

chat se:
e Genuir
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preferrea uate ana ume. Our expert team o1 1ap assistanis will be avaiiabie to
collect the samples. They can later view the reports online which will be sent

to them via email.

e Caretakers: Our consumers have a chance at a better healthcare regime for
their elderly relatives, and loved ones who need medical attention. They can
choose our “nursing” and “elder care” programs. We assure to provide them
the necessary treatment, care, and service to get them back on track as soon as

possibl
the bes:
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ing industry shows

that the industry is expanding rapidly. This is due to the demand for the
industry’s products by the aging population with more chronic illnesses and
lifestyle-based diseases and disorders. The regulatory provisions in India
expanded consumer access to prescription insurance and provided increased
opportunities for product development. Going forward, the industry
revenue growth is expected to facilitate revenue growth for the Brand
Name Pharmaceutical industry.
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d convenient services

through “Oniine Urder and Deliver ‘mecnanisms, teiecon appointments with
doctors, physicians, and medical experts, and home lab collection facilities.
Customer satisfaction will be the prime focus of all these endeavors.

4.2 Market Segmentation
4.2.1. Location-Based Customers
These customers will be categorized into urban and rural zones based on the

8|
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4.3 Target Market Segment Strategy
In essence, our target market cannot be restricted to just patients with chronic
ilinesses and disorders, but every type of patient that needs medication,
treatment drugs, medical equipment, medical supplies, or medical services
within our target market network locations in India
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4.4 Competitive Strategy
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Our goal will regard to competition is to be highly creative, customer-centric
and proactive in order to face stiff competition in this industry.

e We aim at creating well-stocked inventories with the best brand of
medicines at the most affordable prices and their alternatives based on
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ap® |\ i nto account thegvast ¢ n our management
& team, £ ol of medicakexperts, and th le on board.who
| w to grew a pharmac ss from-the scratch in
f mpetitive market amc ed players.
ipskWeals 1ddo-providettimely seme-de very:-for-patientswho
have.uprg iedication requiremer
o | 5\vill provide ideal packagin tiendling for medicines and
| I'his will include ice-pacl rmo-storage, tamper-proof
| and sturdy packaging fc s,-medical supplies, and
[ pment which will underg Is of inspection before
dispatch
e The expiry date checks and stringent quality checks with high levels
of customer transparency will give us an edge over competitors
e We also aim to provide personalized services to customers by keeping
track of their allergies and ailments and recommending appropriate
actions
o ate the authenticity o s and deliver
| y after verification ar yctor approvals
o | miediately replace medic 1as been tampered with,
( S not suitable for cons 1by the customer
e | [z ng medicines that do e juality standards
& canfiof aced, then thé customer wil /en alternativé drug
: - a full refund
4.4.1 Competitors and Buy [erns=%e ! 1
The major competitors include
e Chain Pharme ‘hese are state or national ch ch as Apollo Pharmacy. The
advantages to tl s-are better prices throug ies of scale, as well as
home delivery. lized-service takes the -hain-having a record

of your medication purchases that you have disclosed to them and associated
discounts for regular customers. Customers who believe in these chains that have
market autonomy will buy directly from them.

e Local pharmacies- These are the pharmacies where customers typically know the
pharmacist and they know the customer’s medical history located in close proximity
to their homes. This ontion is high in personalized service and convenience and high

in pricing as we rt level of the custon h such pharmacies.
They may also delivery to the custon rmation regarding the
medicines and t ts can be openly discusse > pharmacist. Customers
who look for a- - 1borhood pharmacy v nuch regard to the standard
of servjpe would prefe y from local pharmac Y

e Online Pharm wre similarto RX365 eir services. These
involve home d unted pricing (not qu | doctor-opinion on

Tlireqtrest They'do not L 4dVisory serviceregarding edicines, their'sitle:-
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effects, drug inf
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4.5 Sources of Income

RX365 kechnologies F
pharmaceutical retailin
India.

RX365 will generate ir

e Pharmaceutical

N

[

e Medical goods Retailing

e Home Healthcare Services

. Old-aged custemers
vice and quiek delive

y estaplished with the;
th lucrative affiliation

perfarming the following

e Marketing Newly Launched Products

e Promoting Existing Products in the Market
e Doctor Consultation Services

e Offers and Discount-based Sales

e Lab Tests Conc
¢ Follow-up med
e Delivery of me

4.6 Market Posjtionin

One thing is assured w
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As a pharmaceutical E-
medical products from

We are well positioned
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ting the sales of

cities of India, especially

ical-equipment will be

SOId and we are quiie opuitnsuc uiat we will imeet our set wiyet o1 yeierating enough profits
from the first six months of operations and grow the business by increasing our client base.

We have been able to critically examine the generic pharmaceutical industry and the
corresponding customer market and have analyzed our chances of industry penetration and

proliferation deftly.

The following Monthly Profit and Loss projections are based on information gathered on the

field and some assump
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N.B: This projection was done based on what is obtainable in the industry and with the
assumption th?athere won’t be any major economi€meltdown and there won’t be anyfmajor
competitor_in'the same location. Please note that'the above projection might be lower or
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Our Revenue/Stream: re illustrated below: / /
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Content Whisk
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4.7 I\/Iarketingfétrateg ang'S Strategy / /
Before ¢hoosing a loca Jce oupservices and t armacetitical products
that we sell, we conduc market'survey and fe in orderfor us to be

able to‘penetrate the:available markétdnour target market locations. \Wehavedetailédis
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Rarma companies we

e introduce our retall pnarmacy company by sending introauctory ietters to pharma
companies, distributors, customers, medical boards in various locations.
e Advertise the company’s medical products in community-based newspapers, local

TV, radio stations

e List our business and the partners’ product brands on yellow pages’ ads (local

directories)

e Enoage in direct marketina and sales through posters. namnhlets, handbills etc.

e Encourage refe
e Leverage the pr
Marketing of th
e Also, we would
of upcaming pr
e Gain sponsorsh
e Position our off
o_.Ensurethat our
" recognizable w
are customized
e Through custon
improved at R

4.8 Our Pricing Strategy
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We are aware of the pricing trend in the generic pharmaceutical retailing industry which is
why we have decided to sell various sizes of pharmaceutical products as regulated by the

industry.

In view of that, our prices will conform to what is obtainable in the industry but we will
ensure that within the first 6 to 12 months our products will be sold at prices below the

average MRP in the m:
low profits for a period
pharmaceutical produc

We will offer a basic d
additional discetint frol

4.9 Payment Options
The payment policy ad
different customers pre
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we abide by the financi egulations of the cent d oard in India, the RBI,
and the Ministry of Electronic Information Fechnolc ’
Here are the payment c e aim to provide:

o1 tRayment iahank tras

e Payment with ¢

e Payment via cre rts./ EDC Machine

e Paymentvia M 2llets and Payment Apps li
e Cashon Delive

In view of the above, we have chosen banking platforms that will enable our client to make
payments for generic pharmaceutical products, medical equipment, and supplies purchase,
conveniently and securely. Secure transactions will be enabled online with end-to-end
encryptions.

4.9.1 Payment to Pharmaceutical Companies

Pharmaceutical companies and nartners will be paid in cash, via hanl transfer, or cheques for
the products purchased

(please mention any ot t information with resj ents)
5. Web Plan for Busir N on
Online Shoppin'é Module for Ci 5 to Buy Mediéines/Sup 3s/E nt from RX365 App

15 |
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5.1 Website Overview

e

Homepage

Our welt=integrated ho
products/services that \
customet find'required
designing the homepag
high on SERPs.

Search Feature
Search feature takes th:

1SO,

2
ides information on ¢
, whichare well-catec
ithraimininmum numbe
ontent is SEO analyz

on-the homepage. It

nd the

ydated.“F0 help the
thermainfocus while
arch engines rank us

) search medicines via

name, the condition It cures, brand etc. which speeds up discovering the fisted medicines on

our website/app.

Prescription Upload

RX365 can make use of the doctor’s prescription by providing the feature to upload it. Using
this, consumers can upload the digital prescription and the dispatch department can manually
pack the mentioned medicines in the same quantity as prescribed to the user. Also, cross-
verification that the customer is taking only medicines that are valid is also ensured.

Featured Categories

Featured categories act
can house most-selling
marketed using this att

r

Latest Offers

This section'is added tc
information about futul
come back'to check-for

Product Carousel

Being slightly different
which are constantly in
minimum-effort. Also,

customers who buy monthly medication complete their order faster.

Important Links in Footer

way for people to find

jories along with spol
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" F,

r
e

le about the ongoing
30 helps in keeping tF

atured categories, product
"his section enables one

dered items are also f

ines. Featured categories

. New products can be

”
F,
e

as display
aged and mativated to

I offers those products,

ymmon products with
0 helpregular

The footer section contains links to web pages giving users information about the company

like sitemap, contact us, etc. In addition to this, it can also have important links enabling the
user to access their profile, orders, shopping cart, and more. To make users come back to the
store, it is important to inform them about the latest offers and for that, an email subscription

is also available.

Product Categories

Since we house a large
appropriate categories.
also helps the stere ow
help our busirfess gene

Shopping Cart

The shoppingieart worl
the products. All modi
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e order can be allowe

place all of them in their

yroduct they need but
uct recommendations
he product:+*

,ie\_/vgq after se_lec_tjng
nvO steps of checkout.
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Any cart abandopment € and followed up,with st to understand//vhy
they abandonedthe purchase w their expegience can be m (ter.

FAQ Page

If our store’s customer: es a query multiple ti includethat question

in theIRAQ section 6four el

5.2 Order Tracking a 8| hye

Enabling the user to kn status of an ordered produc mportant part of customer
satisfaction. To have a or-{racking system we pr Jarate login for the
delivery-boy-and make les the-delivery status yrogresses-towards its

destination and is delivered. We also generate an OTP automatically through the server that
only the customers will be able to receive on their registered mobile. This OTP has to be
shared with the delivery boy to complete the order. This is an extra element of security that
we use to prevent theft, misplacement, or other malpractices by our logistics partners and to
track our consignment.

Accounts Page

This is the page, which a user sees after logging into our App or website. The user can find
information about uplo tions, reviews, eWall ns, and more.
Features RX365 focuse ne easy user interface ant ity medicines. There is a
provision for consultat scription, and discounts rig| he top fold of our mobile

application and/eur website / /

Consultation

Consultation section he t better. solutions to tl rroblems through first
0F.5ecand opigions on | : and the medication, R X365 ments,this by proyiding
a registration/login module to 5 and other registéred medic stitioners who'are =
interested in offering o CO ition. The consultatio Quf es depending on the
experience of the medi yert:.\We link our online phar tothe patients of our
registered doctors to se ines directly to them.

eWallet

The eWallet feature provides an improved level of convenience through quick transactions
and adjustments in the customer account after admin validation. Through this feature, the
user can get refunds and other points from the store and use them as discounts for future
purchases.

Ratings and Reviews

Ratings and reviews feature, make it easier for users to know the authenticity of medicines on
the online pharmacy st chasing medicine, pe > review and rating to
help other consumers a | informed decision. Als practitioners can be
reviewed by users to h 5. Good reviews will enco tomer investments in the
products and services ¢ 05

Besides this,€ustomer feedbe tices help irénprovi cor 1s and enhan%g

search engipe rankings

B ] N = L N B

18 |
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Reward Points,

Reward point§ serve as
pharmacy store to mak
or by availing latest off
by entering a code‘at t

6. SWOT Analysis

Through the SWOT At
our-strength, leverage ¢

-~

medium to k?eep the U
ases. Roints can be ea
ird points can be avai
chéckout - ¥v 1t

RX365, we will be able t

Inities that will be av:

N
€]

F

ack to the.online
ing friends to the store
unt on the next order

ir-business to maximize
nitigate our risks and

pe weli-equipped to conirornt our treats. We have deviseu a iavoravie Business iviodei that

shields us against losses due to competition and achieve our goals.

6.1 Strengths

e The extensive experience of our management team and our partners in the business
e Our well-integrated automation system to place, dispatch, track, and fulfill orders
e Our affiliation with ton-notch pharma companies to keen our inventory replete of the

best medicines
e  Our competitiv
e Our large distri
e Our doctor con:
and coptinuous
e Thee®ase of use

6.2 Weakness
e Wearenew'in
navigate to our

e Financial const

e Health Regulati
norms

1e market at all times
services to customers
k that caters to remot
ices which will encou
rvices %

2 App that'provides e

d it will take time to ¢
services from the top

)-engage in high-capacity m

Pharmaceutical Industry

P

¢
0

~

ndia
ients to buy from us
f,

nce to customers

trust and make them
> market

g.-and publicity
¢ the governmental

e Many competitive top players in the market that prevent our market penetration in the
first few years of our operations

e The need to convince top companies to join forces with our brand because of our
premature market value

e Time taken to handle licensing issues, distribution network, patents, high initial
investment, getting approval for setting up plants by regulatory authority, etc.

6.3 Opportunities

e The latest boon
for us to cater t«
e The increasing
business partne
e Theinternet bo
including old-a
o Hlasurance-palic
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e New drugs intre
compafites. We
e The increasing
cansultations w
o1 [More affordabi
services, and he
e Increasing awal
products and se

6.4 Threats

market need platforn
em launch new prodt
ctor registrations witl
potentiak for sales
nersrand priotity giver

thcare/wellness/beaut

railable online

ok
G

by pharma
ur website/mobile app
cal apps-for patient

quatity-medication; |

nefits through

e Change in governmental policies that might become more rigid over time

e Increase in labor cost and medicine costs that could cut down our profit margins as it
will affect the customer affordability and lead to alternative investments

e Spike in operational expenses like logistics, transportation, fuel, storage, etc. that will
directly impact business turnover

e Functional risks like a malfunction in mobile app/website, server errors, processing of

orders etc. that
e New promotion
e Low-cost subst

7. Government Initiat

The Govemm’é;t of Inc
make India.a’leader in
new facilities to boost
Price Gonitrol Orderian
affordability and availe
On 1st February 2015,
devices segment. The t
products-and-any techn

Istomer orders directl
. and features introdu

cines and treatments that

up with the ‘f;/harma Vision

anufactaring of drugs
t has also put in place

il Pharmaceutical Pric
icines.

)I'was allowed through th
Ji-policy covers medical

yducts-including clini

mpetitors

¢ quality

”

orogram whi’fcfh aims to
2d approval time for
such as-the Drug

/.0 adalress the issteiof

yute for the medical

ts, diagnostic tools &

This initiative is

expected to boost the manufacturing of medical devices in the country. It is also expected to
drive Mergers & Acquisitions and even collaboration to develop new technologies.

The Department of Pharmaceuticals has assigned 2015 as the ‘Year of Active Pharmaceutical
Ingredients’ in order to emphasize the importance of the sector.

8. Check List/Milestones

e Business Name
¢ Business Regis
e The Opening ot
e Securing Point
. Openir)ngobiI
e Opening Online
e Application anc
e __Application for
o ““Purchase of Tns
20 |
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nse and permit: Comy
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e Leasing of facil ‘uction of stzyard Wi IS¢ npleted
e Condugting Feasibilit es: Completed /
e \Wfriting of Busi ympleted
Drafting of Em dbook:*Completed -
11 {Drafting ofiContract [ nentsandothérrelevant | ega Uments:ain Progress: <
e Design of the Company, go: Completed
e Printing of Pror 1al. Materials: In Progress
e Recruitment of es: 't Progress
e Creating Offici: ‘orthe Company: Comy

e Creating Ofiicial pusiiiess iviobile Application: In riogiess

e Creating Awareness for the business both online and around the community: In
Progress

e Health and Safety and Fire Safety Arrangement (License): Secured

e Launching plans: In Progress

e Online Promotions: In Progress

e Establishing a business relationship with Pharmaceutical Comnanies: In Progress

For RX365 Technolog eLimited (Client Company Name)
Seal & Signat&e: /, Seé ignature: /
Name: ‘

Designation: : ion:

Date.-.- TF 345 LR TY i r-]t

Location: Ocation:

Please Find Enclosed the following documents attached as Supplementary Information

to this Business Proposal Document.

e Contact Information to key business participants/ business heads (head office address,
direct phone number/ email id, helpline number/ customer care email id)

e Licenses, permits, patents and trademark documentation for your business

e List of Products and brand names that we sell from Pharma Companies

e Product Packaging Samples (before delivery to customer, including storage facilities,
transportation )

e Marketing Sam @ts (any previous broc Wets/newspaper
clippings, TV a

e Contracts with r nagement team/logist

J Buildinépermi‘ dg nt lease docur/nentati /

o _FEifancial Suppc s showeasing our fine J

e Market Researc ompetitortrends

il B S I e = R I L ! B

21|
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Some of thei?i; for the last'point that can bej%gd are: /

-

e,

/7 POTENTIAL OF THE ONINE PHARMACY MARKET 7/

ContPRRY 1\ walSURRRIRRNEL.. LN

280

160

Sogree: KPMG In India analyss 2005

REVENUE SHARE OF PHARMA SUB-SEGMENTS 7
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