i FIND»

PHARMACY ECOSYSTEM
PROFILING IN LOW-
AND MIDDLE-INCOME
COUNTRIES

* Profiling of pharmacies and other players
supporting pharmacies — 2023
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OBJECTIVES AND SCOPE

Improve accessto diagnostics by engaging with and optimizing the private sectoras a key distribution channel

« Understanding of different partner types and their profiles
OBJECTIVE « Build a database of potential partners
» Establish criteria for comparing partners

TYPES OF ORGANIZATIONS
* Pharmacy players
« Brick and mortar pharmacy chains
* Online pharmacy
* Hybrid pharmacy
* Pharmacy associated players
* Pharmacy networks
* Pharmacy supportservice organizations
* Healthcare service delivery organizations

Brazil Colombia India Indonesia Kenya Nigeria The Peru South Viet Nam

Philippines Africa ,




FIND»»
I AVAILABLE INFORMATION

FIND»»

e.g., public health facilities, private

Year
clinics, pharmacies ( )

Basic Information

M Organization Name M Client Target M Years in operationjd

COUNTRY PARTNER

PROFEILING: INDIA 2 Kenya mPharma Pharmacies 9
B Private health facilities
3 Kenya Maisha Meds Pharmacies 5
4 Kenya MedSource Private health facilities 5
A deck er CO unt Summa riZi n . . lvamne~ lvensea Gl Lol G 17
p ry g O harmacy Pharmacy-associated Data Sources and Methodology Regulatory Geo-location Exchange Rate

« Key information on healthcare context and
private sector

« Assessment of major pharmacies and A long list of major pharmacies and pharmacies’
pharmacies’ partners using FIND’s typology and partner
framework






PHARMACY &=, FIND»»
INDUSTRY
MAPPING

Pharma/Diagnostic/Medical

Device Companies

Pharmacy B2B Wholesalers,

C&F Agents,
Distributors

N

—

B2B Wholesalers,
C&F Agents,
Distributors

/

Industry
\_-
=N

Credit & Financing

Commercialization &
Marketing

Hospitals/Clinics

_

N

Patient Digital Solutions Knowledge & Information Patient Digital Solutions
(Telemedicine) (Telemedicine)
\
Distribution & Delivery T T p—
'\

N

e Pharmacy clients/Patients
Pharmacy Associated

Author: FIND < Businesses >
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I DEFINING PHARMACEUTICAL DISTRIBUTION BUSINESS PLAYERS

Pharmacy Business
Pharmaceutical Supply Chain Distribution Players Support Players

Wholesalers & 'u||||mm"||||””"h Pharmacy (B2C Retailers) "'“Hmmw I B2B Pharmacy

DlStrlbUtors (BZB) 8 Associated
Pharmacy means a drug store in which drugs and ]
They are supply chain actors who medicines are exposedforsale and sold at retail, orin BUSI nesses
deal in supplying products to which prescriptions of licensed physicians and surgeons,
retailers, pharmacies, chemists, dentists, prescribing psychologists, or veterinarians are Business targeting Pharmacies and
hospitals, institutions, compounded and sold by a registered pharmacist*. They Healthcare Facilities (B2B)
dispensaries medical, education work on a retail basis.?
and research institutions or Providing online and/or offline
related dealers?. Known as Chemists, Druggists, Drug Stores, or services related to:
Pharmacies « Credit & Financing
Target pharmacies and other + B2B Delivery of Products
healthcare facilities, providing Pharmacies and Drug Stores targeting patients « Training and education
B2B sourcing, distribution & and/or health care seekers with:  Consultation
merchandizing services *  Networks
* Minor health concerns « Sourcing and merchandizing
» Medications/otherhealth products demand
« Diagnostic testing demand

oot 7
Data Source: 1. NHS; 2. Law Insider: 3. Pharma Franchise Help Vaccination demand
e EEEEE—


https://www.lawinsider.com/dictionary/pharmacy

I FIN

~
Ownership
L J
a R
Business
Type
L J
4 )
Mode of
Service
. J
( )
Pharmacy
Exclusivity in
Business
\_ J
a R
Scale of
operation
L J
Business
Model

—

Author: FIND

Public

Wholesalers &
Distributors

Offline
(B2B)

Online
(B2B)

E-
commerc
e

Customer Offerings

Progl(uct Product

Services Only

Private

Retailer

Online (B2C)

E-pharmacy

SREEE Delivery Model

Digital +
Brick &

MRl Mortar
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D'S TYPOLOGY OF PHARMACEUTICAL DISTRIBUTION PLAYERS

Offline (B2C)

Pvt hospital OPD Non-hospital pharmacy

- Small Retail :
Stand Chain Large Retail

alone Chain (>10
<=10 .
Retail (units) units)

Customer Offerings

Product & Affiliated

Services Product Only




FIND’S TYPOLOGY OF PLAYERS THAT SUPPORT PHARMACIES

Integrated Platforms for Patient
Healthcare Services Delivery that
partner with pharmacies

Home sample J Telemedicin
collection for e Homecar
diagnostic (E e
tests g
LifePack, (E.g.,
(E.g., Halodoc, Halodoc, Halodoc)
LifePack) SehatQ)

Author: FIND

Credit and Financial
Support

Investment

(E.g.,
KOICA¥)

Players that serve Pharmacies

Delivery
Logistics

Knowledge and
Education

To To

- : pharmacy
aalé;tgglljiece)py profezsmnal clients/pafie

nts
Med) EndPoints, ff (E.9- Kimia

Lybrate) MFe%rlglll?s’)

Donation/Aid

(E.g., Bill &
Melinda Gates
Foundation)

Offline and/or Digital Solutions

Consultancy
Services to
Pharmacies

Clinical
practice and § Commerciali
decision- zation and
making marketing

support (E.g., APL)
(E.g., MIMS)

FIND»»

Professional Network

Interprofessi
onal
network
(E..g..,
mClinica)

Professional
recruitment
portal

(E.g., MIVS)
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ASSESSMENT
FRAMEWORK
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ISEVEN CHARACTERISTICS TO PROFILE POTENTIAL PARTNERS

& Business Need Served

* Pharmacy productselling
» Distribution & Delivery

« Financing & Credit

« Sales

* Supply Chain

« Knowledge and Education
« Others

« Online/ digital
« Offline, in-person

« Within
institution
« Home
service
* Hybrid

@ Target Client(s)

Pharmacy clients or patients

Pharmacy (in case of a pharmacy business
support partner)

Medical professionals or health institutions
Pharma/Diagnostics/ Medical Device
companies

§® Mode of Services : E Product Offerings //Ef Service Offerings
. D .

Diagnostics and other -+ On-site diagnostic testing
medical devices - * Home collectionfor
Medications (OTC and/or : diagnostic tests
prescription medications) = ¢ Consultation (Online
Targeted Products by . and/or in-institution)
gender, disease, efc. -+ Home delivery of products

Nutrition & Supplements -+ Others
Personal care products

Others

@) Scale of Impact

Pharmacy: Market share, Number of
stores, geographic coverage (local
and/or cross-country

Others: # of registered users/
professionals, geographic coverage

How Are We Profiling Potential Partners? ..........cccvviiviiiineiinnemnmmsnnnnnnnnnnnnns

m Experience

« Existing/past experiencesin
diagnostics and/or pharmacy
segments

* Years of experience/operation

« Existing/past projectwith
NGOs for health access
improvement

11




COUNTRY PARTNER
PROFILING: INDIA
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INDIA’S HEALTHCARE CONTEXT AND PRIVATE SECTOR AT A GLANCE

Analysis include:

» Health expenditure
» Disease prevalence
» Access gap

» Private sector’s importance for
the healthcare system

» Pharmacy industryin a glance

CHRONIC CSV AND RESP DISEASES, AND HIV/ADIS

® __ FIND»>

BEING THE MOST COMMON AND FASTEST GROWING

CAUSE OF DALYS?*

Growth Rats C f Chronic non-
rowth Rate as Cause o n
DALY:s (from 1990 to 2019), % . Z?SZ;“S‘;’;'C“'Q
1200 4 +1500%
100 HIV
Diabetes
80

60 MSK diseases

Neoplasms (Tumors & Cancers)

Communicable
diseases

Potential focus for
diagnostic projects
(High prevalence,

High growth rate,
Feasibility of diagnostic
testing in pharmacy
settings)

With the anti-infectives as

-20 COPD

-40 Neurological disorder
Nutritional deficiencies

40
20
0 - N .
Mental disorders

Cardiovascular Disease

the largest segment of
Indian’s pharmacy market.
The cardiac therapeutic
se¢
surp
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-60 seg OPPORTUNITY FOR PHARMACIES AND E-PHARMACIES
80 ) 1 TO BRIDGE ACCESS GAPS
NTDs & Malaria
0 Matemal &E:?:r??‘lilfecn‘on (Diarrhea) ~ Resp Infection & TB Uneven access to “Missing COVID-19 lock-down has boosted Online pharmacies as the cheapest
-120 z{?:ﬁ"sc‘en Middle” digital pharmacy services? source for diagnostic tests purchase®.

00 05101520 25 30 35 40 4550 556065707580 8589095100

Data Source: 1. IHME Database; 2. Research and Markets

Nearly 48% of Indian households will seek care
in the private sector when they get sick

mPrivate = Public

vroan “

Rural

~560 million “Missing Middle”
who are too rich to be covered by 2.5 times
government health insurance and growth
too poor to buy private insurance’ e
8.8 million
Customers
2.5 million -

Customers

The missing middle constitutes of
60-80% self-employed in
rural areas, and a broad array

of occupations — informal, semi-formal,

_ 5 ;
and formal — in urban areas’ Before During lock=

pandemic down

- Digital pharmacies, as the most affordable
resort, has the potential to address the gap of
the access to medications and tests in India*

 —
©___ FIND»»

SOURCES OF CARE SEEKING: GOING WHERE THE PATIENT GOES
MAJORITY INDIANS PREFER TO GO TO THE PRIVATE SECTOR

ess Today; 3. Medium Healthcare Consulting: 4. The Times of India; 5. NITI Aayog

A significant proportion of all income groups

seek care in the private sector
mPrivate wPublic

63,1
537 554 553
48,5%02
3 4 4,
56

Lowest Second Middle Fourth Highest

49.9% of households do not generally use a govt health because....

47'6%| Poor quality 45.7% Waiting timing 40.2% No Nearby

of care too long facility

Source: National Family Health Survey, 2019-21

Health personnel
often absent

" 13

Facility timing
0 o
25'3A’| not convenient 15%
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I TYPOLOGY OF PHARMACEUTICAL DISTRIBUTION PLAYERS

~
\ J
- )
Business Wholesalers & .
Type Distributors LI Gl
\ J
-
Medium Type
Offline Online . .
\ J
(B2B) (B2B) Online (B2C) Offline (B2C)
Mode of
Service
\
( Ph ) @ BIDDANO E-commerce E-pharmacy Pvt hospital OPD Non-hospital pharmacy
armacy
Exclusivity in
DX KART
. J India's dlagnostuc online supply store...
( ) ; _ _ Small Retail 10,000 Large
o / ! Retail Stand Stand S . -
Scale of #° MEDIKABAZAAR ) Chain alone  [alone Retail | “"AN ST10 | R Chaln
operation —
. ) PharmEasy TATAlmg

C 3
pharmarack netmeds.m  *PraACtOe Al{buo

India Ki Pharmacy PHARMACY

Wellness Forever'
J CHEMISTS oI E v
Life. Unlimited.

MAX@Home
lybrade @ Haalth+ - by MAX Hospitals wm medkart

$2 Fortis

SAVING MOKEY, SAVING LIFE

¢ ZeNO0Health

Authors: FIND




I LEGEND FOR VARIETY

Highest Variety
of Diagnostic
tests

Medium Variety
of Diagnostic
tests

Basic Variety
of Diagnostic
Tests

FIND»»
OF DIAGNOSTIC PRODUCTS

Includes

TB, HPV, HIV,
Dengue, Malaria,
Troponin, Hgb,

v

Cholesterol test,
UTI kits, etc

Oximeter, COVID-19 self-testkit, Vagina

v

infection screening kit

Glucometer, blood pressure monitor, thermometer,

v

pregnancy test kit

15



I HYBRID PHARMACY PLAYERS ASSESSMENT FIND »»

Less More
Desirable Desirable
OoTC In-store Home sample News and
Scale of di ti - : - Years of
Name Business lagnostic  diagnostic  collection for _ Future
products’ testing diagnostics ~ €XPerience Outlook®
Targeting 10k outlets in
5000+ outlets . )
35 years India'; Have previous

Max @ Home 17 outlets
9 cities

i 36 outlets Targeting medical tourism
MedPlus Kart 1500+ outlets
300 cities 16 years

350+ outlets
Wellness Forever 23 cities

200+ outlets
4 states (West Bengal, 116
Frank Ross Odhisha, Karnataka years
and Gujarat)
. Targeting supply chain
Thulasi 69 outlets 21 years building and delivery
capacity improvement#
MedKart
100+ outlets 8 years

Data Source: 1. The Hindu Business Line; 2. Laing Business on News; 3. Deccan Herald; 4. The Hindu Business Line; 5. Business Standard 16
Note: 6. requires more detailed information from primary research with specific players

5 years

Deferred its IPO due to

14 years profit loss in 20213

5 years
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Less S v
Desirable Desirable

I DIGITAL PHARMACY PLAYERS ASSESSMENT

OoTC Home sample News and
Name BS::il:ezfs diagnostic collection for eIe::;::e Future
products diagnostics P Outlook

Deferred IPO due to

valuation mismatch and
PharmI_Easy 90k partpgrs 16 years market volatility;
(MedLlfe)5 2500+ cities May have large scale

lay-off for cost saving?

Expanding the catalogue

7 years of tests; Open for
collaboration®

Tata 1mg 600+ partners
1000 cities

NetMeds 670+ cities 7 years
Practo 70k partners
200+ cities 14 years
Lybrate 9 years
Fliokart Health+ 500+ partners Targeting pan-india
P 200k pin codes Jyears expansion®
Data Source: 1. Inc42; 2. B2B Connect; 3. EY Strategy Slides; 4. The Economic Times 17

Note: . 5. PharmEasy acquired Medlife in 2021
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I TYPOLOGY OF PLAYERS THAT SUPPORT PHARMACIES

Players that serve Pharmacies

Integrated Platforms
for Patient
Healthcare Services
Delivery that partner
with pharmacies

Consultancy and
Marketing Services
to Pharmacies

Knowledge and Professional

Education

Credit and Financial Delivery Logistics

Support Network

A o
Pharr?1Easy TATA 15 +° MEDIKABAZAAR @ BIDDANO opraCtOQ
= o
epractoe nefmedse @ > MEDIKABAZAAR $° MEDIKABAZAAR
woraoe  ®Pging | pharmarack DX KART D
India's diagnostic online supply store... pha rmarack

Offline and/or Digital Solutions

Author: FIND 18
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B2B WHOLESALERS AND PHARMACY BUSINESS SUPPORT

PARTNERS ASSESSMENT Less _ More
Desirable Desirable
) B2B B2B
N Scale of Business : : _ .
e Business Focus Diagnostic  diagnostic vears of

tests supply  delivery experience

10k health

Practo-Ray partners/custom
ers

B2B Digital

solution 13 years

15k pharmacy BB
Biddano partners/custom |\ e v 6 years
ers
B2B Digital
Medika 1000+ towns solution and 0 7 years
Bazaar B2B
Wholesalers
DxKart 1000+ cities D\'flghg‘l’;'acleBéB 9 years
200k pharmacy sli)zllii(?;g:r?clj
Pharmarack partners/custom B2B W 7 years
ers
Wholesalers

19
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Please reach out to

if you would like additional

information


mailto:marketinnovations@finddx.org
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