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| feel delighted writing these lines
that it has now been a year we have
been publishing COMPASSION. It has
proved to be an effective medium
and a tool to motivate our
colleagues; repeatedly
communicating our core values,
enhancing company’s image and
building strong-bonded relation
between the head office & our field
force. COMPASSION was initiated to
provide a continuous communication
and information exchange forum to
our team. Here | would like to extend
mty ﬁrati_tUCje towards those members
of the Biovista family who have been
helping in continuing publishing
COMPASSION while taking out time
from their core jobs. They had own
COMPASSION and helped in making
it better and better.

Biovista has come a long way and
evolved as a corporate entity.
Keeping in of view our changing
needs, emerging scenario, and larger
sales team, from July 2007 we will
give a “NEW LOOK TO COMPASSION”
marking the beginning of our new
financial year. Your views and ideas
to help improve and evolve
COMPASSION are more than
welcome.

You can send your comments and
contributions to:
editor@biovistapakistan.com

Happy reading!

Shehneela Farheen.

From the Desk of CEO

It has been twelve month’s since | first
penned a few lines for the first issue of
COMPASSION. In the environment we live,

inconsistency is rampant. Considerin

this, regular 1Publishmg of COMPASSION
satisfaction for all of us,
and the editor and all of our colleagues
contributing to COMPASSION deserve our
gratitude. | have been told our team is

is a matter o

glanninfg to make COMPASSION even
etter fr

1 om July issue, so | hope that
this forum will keep on evolving as
we do as individuals, company and
group of professionals.

We have surely come a very long way
since the first issue came out. From
24 MROs to 56, from Rs. 1 million in
monthly sales to over Rs. 3 million,
from being a novice to an emerging
leader in nutraceuticals segment,
from uncertainty to conviction, from
trying to achieving, the list goes on
and on, and should bring a lot of
satisfaction to all those have been
involved. We have passed the
uncertainty phase. Now we must
embark aggressively towards rapid
and substantial growth in volumes
and achieve profitability so that the
company can deliver on its promise
of becoming a model of corporate
excellence in the country. However,
there are other facts which should
be taken into account to arrive at a
clear perspective. We have been
drained of our cash reserves to
support our operations. Our per
person productivity is one-third of
what we need to breakeven. Our sale
is primarily coming from 4 to 5
products while we haven’t been able
to make impact in some categories
despite having excellent products.
We still lack the agility needed to
make Biovista what it was created
to be, “The Best Healthcare
Marketing Company”. Above all, the
Passion for Life is not yet fueling us
the way it should. Westill come
across disheartening examples of
lack of commitment, complaining
behavior, and compromised
productivity. We have to make it a
personal matter of pride to make
this company a success. We should
personally feel pain at the drainin§
of company’s resources. We shoul
aim for higher than ordinary results
across the board. We must realize
that this is once in a lifetime
opFortumty to do something, which
will continue to be a matter of pride
for all of us for the rest of our life.
Feel the need of time; feel ]
passionate; feel responsible; we will
make it, and we will make it soon!

Irfan Sattar

Highlights of this Issue

e- Happenings at Biovista

e Sales Stars in May

e In Business Arena - by Sipee Zara

e- Deep from Within - by Dr. Igbal Khemane

A Note from Marketing
Manager

Dear CHAMPS,
We started last quarter of fiscal year
2006-2007 with a remarkable sales
growth of more than 50% and
continued growing in the month of
May. These two months saw more
MROs joining the list of CHAMPS and
setting high standards of
ﬁerformance with Peshawar region
olding its supremacy by creating
more historic feats. But on other
hand there are still areas to improve
upon and need to come up to the
desired level of productivitg &
performance so that smooth sailing
1s guaranteed.

June will be our closing month of
this last guarter & fiscal year which
has to end on a high note. This needs
an aggressive mind-set and
contribution from every territory &
every single MRO by hitting 100%
assigned targets. Our focus needs to
be on building brands, generating
prescriptions, developing loyal
prescriber base and advocates of our
products. This all needs a very simple
approach; ownership, loving your
job, high aims, positive attitude,
creating situations and going beyond
what is expected.

| repeat here that sales is not a
onetime effort, it is continual,
sustainable & growing contribution
whilst achieving assigned targets &
setting high standards of
performance & productivity. This is
the need of the hour and will set the
tone to enter our new fiscal year on
high pitch & as true Biovista CHAMPS
which will surely opens an exciting
opportunity for performers.

"Winnin$ is not a sometime thing;
it’s an all the time thing. You don't
win once in a while; you don't do
thinﬁs right once in a while; you
do them right all the time. Winning
is a habit.

Wishing you all growing with your
own Biovista!
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Nutraway Continues

to Prosper

NutraWay a Biovista division
continues to prosper in the month
of May by crossing 3.0 million rupees
sales. Mak/ has witnessed a
remarkable progress with more areas
joining in the list of achievers &
more of our colleagues crowned as
Biovista CHAMPS.

This is a setting of real stage for
success with the beginning of a new
fiscal year starting from July. Qur
team is geared-up to make major
sales contribution by hitting targets
on a continuous basis.

Peshawar Region -

Keeping the Glory

Peshawar, Swat & Bannu became
the first region hitting 100% targets
in the month of May. However,
Peshawar achieved 100K per MRO
productivity with six of its MROs
achieving more than 100% targets
which by all means is a great and
commendable achievement. Mr.
Adnan Mukhtar of Peshawar Pioneer
stands-out at National level by
acPieving 144% target crossing 100K
sales.

First Time

Achievers of 150K

Month of May witnessed yet another
important milestone set by our
CHAMPS when two of our colleagues
from Peshawar & Swat made history
bg becoming the first MROs to cross
150K sales. Mr. Fayaz Igbal of
Peshawar Challenger and Mr. Umer
Hagat of Sawat generated 159K &
158K sales respectively.
Congratulations to these Biovista
CHAMPS. We wish them a wonderful
& prosperous career with Biovista.

The Gutcare Bang!

The Gutcare Sachet became first
brand of NutraWay portfolio to
achieve 5,000 packs sales in one
month. The volumes speak of the
otential of this Probiotic and the
enefits it offers for management
of Diarrhea. Looking at the
aggressive work-plan and positive
mind-set of our CHAMPS, it gives us
the confidence & assurance that this
brand will pick up the pace and we
would be able to sell 10,000 packs
in this season. Gutcare has set the

bench mark for other brands to
follow. However Arthicare, ForsLean
& Bio-Iron are well aligned but
others can be brought up easily with
aggressive & focused approach.

Bio-iron - Another
Blockbuster Addition

to Nutraway

Launching Bio-Iron is yet another
addition of a highly acclaimed brand
to our NutraWay portfolio. It is a
potential blockbuster for
management of iron deficienc
anemia. Following the theme, “Bring
back the Red - Safely, Naturally”,
Bio-Iron was launched with one-day
training sessions conducted at
Rawalpindi, Lahore & Karachi
stations. Pioneer sales team of the
respective city and affiliated towns
attended the event. With all the
ingredients in-place for this mega
event, starting from training of sales
team on medical & product part,
marketing & selling strategies there
is no doubt our CHAMPS would cash
on this ogfnortunity to make it
another blockbuster product.
Launch of Bio-Iron is reckoned as a
perfect product to fill the market
gap and provide the effective & safe
option for medical community.

Ahmed Faraz Poetry

Booklet

Marketing is all about creativity and
competitive differentiation to have
a lasting impact on customers mind.
We at Biovista are fully aware of
this fact and constantly attempt to
equip our field force with effective
marketing tools so that they feel
pride in promoting NutraWay
products confidently. A unique
corporate gift, ‘Poetry Booklet’, a
collection of verses from legendary
Urdu Poet Ahmed Faraz is specially
compiled for our valued customers.
This is the second booklet of this
series which will also become a
collectable item for doctors like our
previous Mir-Taqi-Mir booklet. The
value of this booklet is very much

Happenings at BIOVISTA

enhanced with a personalize note
from Ahmed Faraz which gives it
the uniqueness.

Sales Stars in

May

Umer Hayat Rajja Sajjad Adnan (PSW)
(Swat)y J(]AbbtJ)J

SEVELGED Shoaib (LHR) M Imran(LHR)
(PSW)

Kashif Rehman Qaiser Abbas Niazi M Yousuf
(LHR) (LHR) (RWP)

Fayyaz Igbal Zahid Igbal MRO
(G (PSV‘% MustansarJilani
(PSW)

MRO Tehsin Yasir (RWP)
(RWP)

Celebrations

Zeeshan M Hussaino MRO- PSH=

M. Farrukho

Shehneela Farheeno
Asif Razao

Nadeem A. Sheikho
Tehsin Akhtar Minhasz MRO- PINDIo

MRO- PINDI=
MRO- KHI=

MRO- MULTAN®o
Marketing Communication Executiven

02.06.1977
06.06.1980
09.06.1981
13.06.1982
20.06.1981
24-06-1984
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In Business Arena

By: Sipee Zara

Never bend your head. Hold it high.
look the world straight in the eye.
“Helen Keller”

In ‘Business Arena’ there is no
standing of the word impossible, yet
difficulties glare right into your eyes!
Business objectives, sales targets,
deals or agreements at times
becomes intricate to achieve but
not impractical.

One thin%\we have learnt over the
years is that it all depends on
individual’s perception of how they
deal with things being assigned to
them. If you perceive your duties
such as ‘sale target’, as momentous
task you will not even be able to
strive for it, let alone achieve it.
When you do the ground work
properly, focus on your targets and
attune your mind in accordance to
the company’s target; it then
becomes easy for anyone to achieve
what they want to.

Attuning your self means:

e Striving hard to achieve fruitful m
results and satisfaction

o Filling your mind with positive & o
work related thoughts

e Changing your perception/ mo
behavior

e Bringing in new ideas

o Self Confidence is a must

e Can do it attitude!

When a person makes a commitment
to generate certain result, he/she
then actually starts the process to
make it happen. Same is the case
in your professional life. When you
get the sales tar%(et, you start doing
your ground work; you plan your
calls, and manage your time
accordingly. Why do you do this?
You do this because you have the
self confidence that you can achieve
your targets given by ?/our supervisor
or mangers. This self confidence in
turn gives the positive and ‘Can do
it attitude,’ changing your
perception and behavior towards
the problem at hand. As long as the
erson lives with the conviction that
e/she is going on the right path
and is about to reach the destiny,
the struggle continues. The time
you welcome negative thoughts,
doubts, anxiety to your mind it puts
a blockage to your entire struggle.

The simplest way to deal with
difficult things you come across is
to make your innards strong and
question yourself. Some of the
questions to analyze your growth

Know & Grow

and performance can be; have | ever
identified a new territory? Or what
measures have | taken to improve
my selling skills? Has my sales
recently improved? And lastly what
can | do to make newsworthy
headlines?

Every one knows about the
achievement goal theory. Its central
intention revolves around the manner
in which individuals determine their
oals. According to this theory three
actors interact to determine a
person’s motivation:

o Achievement Foals.
o Perceived ability.
o Achievement behavior.

This proposition indicates that
individuals in achievement settings
are typically oriented to one of two
goals when determining whether or
not they have been successful in
these contexts.

Someone may have a ‘task goal
orientation’ where the focus is on
improving performance relative to
past performance, not in comparison
to others. They have a stronger work
ethic, are more persistent, and are
better motivated because the factors
they focus on are internal and more
controllable.

Others may have an ‘outcome goal
orientation’ where they constantly
compare themselves with others.
They tend to give up more easily,
and select tasks that are easier to
perform. Comparing with others
doesn’t mean tapping the innards
flaw and sit back and simﬁly give up.
Rather try to evaluate what you are
good at, but need to polish. Never
renounce, stay positive and pave
your own way.

Ground reality:

Don’t follow others let others follow
you, be proud of your achievement,
either personal or corporate.

30 Immutable Laws of

Leadership!

Compilied by: Irfan Sattar

1.First & foremost, a good leader ™
serves others.

2. Make finding the solution a bigger o
priority than placing the blame.

3. Surround yourself with talent @
better than your own and carefully o
nurture it.

4. Focus on delegating instead of ™
doing.

5.Praise in public, criticize in

private.

6.®Perform for results, not for oo
recognition.

7.4f you grasp for power, it will @
slip away.

8.Your state of mind affects every o
Berson_m your team, so always o
e positive and focused.

9. Be teachable. You don’t know o
everything.

10.Coercion Kills the corporate oo
spirit.

11. Manage yourself; lead others.

12. You can take charge without @
being in control.

13.Always be humble. Never speak o
about your achievements.

14.0o0k for great ideas, not just @
consensus.

15.Encourage decision making at ™
all levels.

16.Always try to empower others =
to do their best.

17.1n solving a problem, first look =
for flaws in organizational oo
structure & system rather than o
in the people.

18.¥our rules apply to you, too.

19. Exert your will through ==
persuasion, not intimidation.

20.9A good decision today is far oo
better than a perfect decision o
next week.

21.d_eadership is about om
stewardship, not ownership.

22.9The harder a leader pushes, @
the more he pulls the ==
organization down.

23.xNever carry a grudge.

24.4nderstand the fragility and —
importance of others’ self-mo
esteem.

25.9¥alk a mile in another person’s o
shoes before passing a oo
judgment.

26.Earn respect, not demand it.

27.d eaders are original, not om
duplicates.

28. The art of persuasion begins @
with an open mind and open m
ears, not an open mouth.

29. A good leader aspires to be a @
role model rather than a hero.

30. Never let your ego get in oo
between you and your team.
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Pushing the
Prescription

The question of ethics is of
paramount importance in the field
of pharmaceutical
companies/doctors relationship. On
one hand, we should not doubt or
blame the professional integrity of
all doctors and pharmaceutical
companies, but on the other hand
we must accept the fact that there
are issues both at the company’s end
as well as doctors.

Medical ethics used to be just topic
of discussion which later became a
subject followed by specialty. The
worldwide noise and debate over
medical ethics have led our
physicians to acquire knowledge in
this area as well. However, practicing
all guidelines of medical ethics, by
and large remains a matter of
concern.

Doctors, graduate with the oath,
which is the basics of all medical
ethics i-e “Dedication to provide
comI)etent medical care, honesty
in all professional interactions, and
safeguard of ﬁatient’s confidence.”
For some of them, somewhere along
the line, greed of money, expensive
gifts and vacation to some foreign
countries etc, takes over the ethical
and moral values and leads to the
path where all the above highlighted
values get shattered.

Why is it wrong to accept such special
perks from Pharmaceuticals? The list
of wrongs is quite long. In short, it
obligates the health care provider
to add or write that particular
company’s product(s) in the

prescription even at times when it
might be unnecessary, or when the
quality of the product is
questionable. This sort of unethical
practice where focusing purely on
single dimension will keep
introducing substandard products
in the market.

What should be done ?

o We could start with ourselves by
adhering to the core values and
grabbing very tightly the rope of
ethical practice. We should not
only abhor such practices verbally
but also feel the same in our hearts.

o Proper teaching of medical ethics
at college and university level to
keep young minds from getting
involved in wrong doings. Also,
teachings to treat the patients
professionally and humanisticalgl.

As a company, we should exten
all support to medical institutions
making it a part of their curriculum.

o Power of media should never be
underestimated. Thought provoking
news articles, radio and TV talk
shows, health programs,
investigative reports and even
dramas can cause positive impact
on our current and future
professionals. Medical publications,
among other things, should also
reveal instances of healthcare
workers who suffered serious
consequences led by such greed.

o Under a free government at least,
the free citizen's first and greatest
right, which underlies his/her right
to full disclosure—is the subﬂ'ect of
universal acceptance, should be

implemented and monitored for

accountability and quality control

On a Side Note

Deep from Within

to safeguard the rights of patients.

e Government should be vigilant and
monitor the unethical practices of
pharmaceutical companies and
medical doctors, prosecute and
introduce legislations to punish them.

| strongly believe that despite
omnipresence of such negative
elements, still there is no scarcity of
competent and ethical doctors and
the pharmaceutical companies in our
society.

In the United States and European
countries where strict monitoring of
ethical behavior has been implicated,
the law forbids mostly the healthcare
providers to get involved in any
unethical activity.

| conclude with this notion that the
lessons of humanity and ethics should
not start at college or university

level. It should begin at childhood
by parents. If we were not fortunate
enough of having ethical teachings
in our household while growing up
for whatever reasons, let’s not
deprive our kids of such education
which is as vital as their daily meals.

| feel disap;l)ointed when people
blame school teachers and professors
for not detailing such issues. My
personal opinion is that the educators
should reinforce early teachings and
add on to such philosophy with time
at institutions followed by strict
monitoring of ethical issues by
government and private sector.

Morals and ethics are not only for
healthcare and pharmaceutical
workers; it applies to everybody in
every walk of life.

By: Dr. Igbal Khemane




