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Sample Case Study : Product Launch Strategy and Execution

* A U.S. based medtech company wanted to launch their recently FDA approved product for treatment of
Obstructive Sleep Apnea (OSA) in India market

Problem
Statement

* Orbees Medical created a
comprehensive launch plan for
the client which included various
activities such as
marketing, physician
training, regulatory and custom
clearances, etc.

Orbees Medical conducted an
in-depth analysis of the Indian
OSA market to assess the
market potential of the
Client’s products.

Engaged KOLs to understand

e Orbees Medical identified and
appointed appropriate
distributors in India who could
cater to the client’s needs
Executed various Press
Releases and other PR
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Outcomes

their perception on the
existing products in the
market.

Enabled the client in taking the decision of entering into the India OSA market

Created a Business case and a
market forecast for the client

activities during and after the
launch of the product

Helped the client in making good relationship with the KOLs in the field of sleep medicine

Orbees Medical became the Country Manager for the client’s product in India and took the responsibility of
managing various day to day activities related to the sales and promotion of the product




Orbees Deliverables

Drivers and barriers for the client in entering the
Indian Sleep Medicine market

A step-wise strategy for the client to enter the
Indian Sleep Medicine market

t IndizaMarker Overview

i Overall Indian Sleep Medicine Mai’ket offers a good market

i opportunity and a good test-ground for its international strategy
D

+Increase in numberof people in middle and upper middle

classes

+Tremendous mcrease in spending power of the urban
pulation of |

+Indians are increasingly becoming health conscious

+Acceptance oft a new product is relatively easier among
healthcare providers if the product is FDAor CE approved

- +Easy to-launeh the product-tr-the-tadtan market dueto-
less hurdles from the regulatory authorities

Inhibitors:

- Thig reimbursement scenario in India is poor.

- Due to poorlnfrastructure in tier 2 and tier 3
cities, there aren’t many sleep labs in these

- Due to high cost of a sleep study, many
patients opt out of a study thereby not
re¢eiving proper diagnosis.

Project Phases

Client will commercialize its products in India in three phases

Phase |
MO/DME Market

Phase Il
Institutions/iCorporate
Hospital Chains

Phaselll
Snoring OTC Market

- The physisians tsrgeted in
Phase | are primarily Slesp
Medicine experts and
pulmonalogists followed by
EMT physicians and GPs.

- The target population forthis

phaseare:

o CPAP rejecters snd
rmfusers

o Mewly disgnosad mild and
maoderste patients

ofrequenttrsvelers (adjunct
therapy to CPAP)

+ The main focus will be on the

(top 3% of the econamic strats)
- This phase will be exacuted by

sffluent segment ofthe patients

Lifeline with the help of Orbees,

+ The primary targets for Phase ||

will be big buyers such as
govemment institutions and
large corporste hospital chains

- Govemment Institutions will

inciude vanous undensakings
such as Indian Railways. Central
govt. and public sectar
employees, and amed forees.

- Corporate Hospital chains will

include various major chains
such as

Apallo, Fortis, Wagkhardt, ete.
and local chains such as Max

Healthcare, Yashods, Image, ete

- This phase wil be executed by

Qrages with the help of Lifeline.

- The physicians targeted in this

phase would primsrily be ENT
physicians. pulmanalogists. an
dGPs

- The targetpopulstion forthis

phasa is the top quartile
snorersin the economic strata.

- The size of this market is

spproximately 20 milian
snorersin the utben population.

- This phase will be executed by

Pirams| Heslthcare or some
othernational distibutor,
Orbeesmay invohie in the
advisary role

- Lack of awareness of sleep disorders among

patients as well as healthcare providers
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Various channels of distribution which need to

be targeted to enter into the market effectively A 24 month forecast for the client

Froject Phases Metrics

Every institutional hospital has it’s own independent decision
making body that decides the reimbursable products under their
health schemes

Itis estimated that Client will be able to cross $ 3 million in
revenues by the end of 2"d year

| [ Tier 1 Physicians Tier Il Physicians Tier Ill Physicians
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Local Hospital

LocalHospital

Local Store Local Store No. of Physicians in Indis 700-900 100-200 Cantsay
Compliance Rate aftartnal 50% 50% 50%
Fordistrbution in Cantral Aug manthly usage
govemment hospitals: 3 = = S
Exfactory price

-The product first needs to
be spproved by the centrsl
decision making body in
orderto list the product
underthe hesith scheme of
& particular institution

-The distributor will then
have ta wark with each

End customer seliing price
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Local Hospital

Local Store

Distributor haspitalindependently to Totalno. of Prescribing Physicians [ zemE
mske the product svsilsble
in the store T = T SE T (R BT = e FsaE 260 1920 8004 29047 55309 78850

Laaal Hospital Laaal Hospital Total Units of Product sold 3840 28705 120063 442003 830088 1182800
-
-~ _ - Client's Revenues in 12 months $ 676,411
Local Store S~ —— Local Store -
————— Client's Revenues in 24 months $ 2,262,083
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