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EditorOs Note

BIOVISTA is completing its second
year of operations this month!
Congratulations to all BIOVISTIANS
on this auspicious occasion. We have
seen all that has been happening at
Biovista, and none of us should have
any doubts that we all are extremely
lucky to be a part of this great
company in the making. We, the team
behind COMPASSION are happy for
being able to be a part of the
communication systems at BIOVISTA.
We are trying, and will keep trying
to ensure that COMPASSION keeps
Bace with the rapid progress made
y Biovista and all team members.
From this time onwards we are
making OStaff ContributionO a
permanent feature of our newsletter.
For this we need all your support in
form of your contributions for this
section. You can send in your
contribution in Urdu if you like, but
we really need the team to
participate instead of being just the
recipients of what is printed here.
In this issue besides the usual write
up on the companyOs activities, action
oriented OLeading the WayO and
thought provoking OFrom the Desk of
CEOO, we have an informative article
by Dorothy Leeds in which she equips
you with all the essential details you
nelelz'd for your very important first
calll
Please do send in your contributions
and feedback at the address
mentioned below.

editor@biovistapakistan.com
Shehneela Farheen.

From the Desk of CEO

The last three months have been really
tough for us. First the law & order issues
during November/December affected our
sales badly and then we went short of
Arthicare stocks for quite a long time.
This brought in extra pressure on us,
especially in terms of managing the cash-
flows and ensuring that everything goes
on the way it should even in a difficult
situation. As the saying goes, Oall is well
that ends wellO. By the time you read

these lines, elections would be over,

life will be back to normal only this
time without the great uncertainty
that has been lingering on our heads
for long time due to disturbed

olitical situation across country, and
resh stocks of Arthicare will be
available in as much quantities as
you can selll We must put behind all
the shortcomings and must move
forward with a positive mindset and
a CAN-DO attitude. March has to be
a BIG month. No excuses, just results!

We recently made some changes in
the incentive plan to make it more
performance-oriented and in line with
the concept of Omore you contribute,
the more you earn.O | am sure this
will benefit the star performers and
motivate those who are lagging
behind to raise their performance
level. OYou can't have a better
tomorrow if you are thinkin% about
yesterday all the time.O (Charles F.
Kettering) This is what we have to
keep in mind. What happened
yesterday canOt be changed. We still
own the future, so we have to make
the best of this opportunity, and |
am sure we will.

When we began this financial year, _

COMPASSION carried a New YearOf{

Resolution. We are off on almost all
the points. Its ok as we can always
adjust our plans as we move forward.
However, | am not going to give up
on all of those objectives. We must
ensure achievement of the following:

¥ Minimum average productivity
above Rs. 150,000/MRO.

¥ Launching Cosmeceuticals Division.

¥ Launching BIOVISTA products in
at least one international market.

You take care of the first objective,
and we will ensure the remaining
two. With Arthicare in hand, Gutcare
season around the corner, fantastic
revenue generating opportunities
existing with Axtend & CoQ-Care, and
ForsLean, Bio-Iron, Nopause all much
below the potential performance,
the only limitation we have can be
lesser than required efforts. | am sure
we can hit this target within this
financial year (i.e. by June 2008) if
we really want to; | really want to;
show me if you want that too!

Irfan Sattar
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Dear CHAMPS,

IOm making this communication to
all of you in the anniversary month
of BIOVISTA. BIOVISTA was launched
on 26th February 2006 with a purpose
to be the best healthcare marketing
company in Pakistan. This is our 2nd
Anniversary & | really want every
individual to be extraordinary & make
this month memorable, converting
our commitments & efforts into
desired results by performing at all
levels. Last couple of months have
shown a trend of mixed sales
performance and yet again we missed
targets. For a company like ours,
missing targets means a lot when we
consider the continual support we
get which involves a lot of thinking,
and making action plans. At this stage
we need self-accountability at all
levels. Our corporate goals are
important, & hitting reasonable &
realistic targets is absolutely
mandatory for all of us to deliver to
our organization for our bright future.
We are setting very realistic targets
for the month of February & major
steps are taken to give you more
focused working, prioritization of
efforts, opportunities & reasons to
erform & excel. This doesnOt end

ere alone, to achieve assigned
realistic targets we are initiatin?
lucrative per pack incentive policy
with huge rewards for performers
and motivate the rest to go beyond
their targets. My dear colleagues; all

said & done, now this needs an
aggressive mind-set & 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 &
advocates of our products. This needs
a very simple approach; ownership,
loving your job, high aims, positive
attitude, team work, team
cohesiveness, creating situations &
going beyond what is expected. The
package to deliver results is complete
with fully resourced product
management team available to guide
you, realistic targets, continual
guidance & support & now itOs up to
our CHAMPS to best utilize these
resources & deliver numbers what
they are capable of. We owe a lot to
our BIOVISTA which has given us
respect, pride, unmatchable rewards
& huge benefits. In February as our
first sign of belonging we have to
give our company a gift of 2nd
anniversary by hitting 100% targets,
This is what we owe to our BIOVISTA!
LetOs celebrate our achievements on
1st March 2008.

Salman Imam
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Anniversary Month- LetOs

make it Memorable

BIOVISTA was launched on 26th
February 2006. This is our second
anniversary month. On one hand, it
is a matter of gratitude for all of us
to see BIOVISTA growing and
establishing as a respectable
corporate entity in the industry. But
on the other, it also awakens us to
the fact that we are yet to produce
the performance we are capable of.
However, we are a group of
optimistic professionals and we have
full confidence that the BIG success
Biovista was created for is now almost
within our grasp. In order to prove
our commitment with our actions,
we all MUST prove & establish
ourselves as true professionals who
are not influenced by circumstances
& obstacles but can create our own
destiny. In February, as our first sign
of belonging we have to give our
company the gift of 2nd anniversary
by hitting 100% targets & for all of
us;

Future is

Exciting and

Bright by

Responding

Urgently

Aggressively and

Regularly by

You!

More you Achieve,
more you Win

Like in every sales profession,
incentives always play a vital role in
motivating sales force to achieve

ales

tar of the Month January 2008

targets. This creates healthy
competition within team to earn
more & more while achieving beyond
targets. We have initiated new
lucrative incentive scheme for our
sales team. This scheme is based on
per pack incentives with incremental
Incentives on incremental sales.
Simple philosophy of this unique
incentive scheme is OMore you
Achieve, More you WinO. We at
BIOVISTA strongly believe that if the
people are very well taken care of
and their motivational needs are
considered at priority then results
will be delivered beyond doubts in
much larger magnitudes.

CHAMP b in b CHARGE AS

Workshop

BIOVISTA in continuation of its thirst
for Human Resource Development
initiated a tailor-made training/

workshop OCHAMP-in-CHARGEO for

Area Sales ManagerO on 16 b 17th
December 2007 at a local hotel. This
2-day workshop was focused on
equipping ASMs as they play a vital
role in sales hierarchy being the
interface of head office guidelines
& implementing them through their
front liners to achieve desired
objective. This key function is of
utmost importance for overall results
& therefore needs a continuous
development, interaction &
guideline to be at par with corporate
objectives. The objective of this
workshop is to equip & enable our
ASMs to manage their teams
effectivelz, efficiently & profitably.
This workshop was another unique
BIOVISTA initiative which is tailor-
made catering BIOVISTA needs to

Company Round Up

enhance capabilities of our ASMs
which will help them improve their
day-to-day functions and develop
productive teams capable of
delivering company objectives. It was
really a high learning experience for
every participant giving practical
ways on improving & enhancing ASMs
job functions & productivity.

Calendar 2008 B Another
Masterpiece

A good corporate image creates
driving force for products & for
everyone working with company. We
have always been trying our best to
provide quality tools for enhancement
of BIOVISTA image in industry,
amongst medical professionals, &
people in general. BIOVISTA Calendar
2008 is another such attempt. Theme
of this yearsO calendar is OLife in
FocusO, highlighting essential
attributes required for leading a
worthy life, with thought-provoking
quotations by some great thinkers.
The list of attributes we have
compiled is by no means exhaustive;
neither can we claim it to be
compromising the top twelve. The
purpose is to draw attention of people
towards real essence of life, &
qualities one should strive to cultivate
in order to live life to its fullest. This
calendar will serve its purpose if it
makes people ponder upon these
thoughts & encourages them to make
a conscious attempt towards
becoming a better person. This will
surely provide great opportunity &
give a boost to our standing as a high-
profile & high-intellect organization
in healthcare industry.

Atta-ur-Rehman MRO Peshawar

How do you feel after becoming the Sales Star of the Month?

| feel very fortunate and proud to become the sales star of the month. However | would want
to share the glory with my ASM as without his help it would not have been possible to achieve
my targets. My ASM showed me the loop holes in my performance and made sure that | work
on the gaps identified.

Strategy

There was no particular strategy which | followed. All | did was to go through my doctors list
all over again and cut down the doctors who were not giving me results. | made a whole new
list with specific focus on my products. | am right now covering 4 wards which are giving me
maximum results.

Further Objective

| am aiming really high to be one of the first to achieve
the BEST cdOs. | think it is a great initiative taken by the

head office to groom us professionally! Besides this | plan
on to identify further gaps in my working so that | can
improve upon them.

=
Message

| believe we have a strong portfolio with very little
competition in the market. All we need to work on is
Overy strong follow upsO on potential doctors only! This
is the only key to success.
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BIOVISTA CHAMPS

Sales Stars of the Month anuary 2008)
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Fors[Zan

1. Adnan Mukhtiar
2. Ghulam Nabi Shah
3. Rooh ul Amin

ﬁ

1. Asghar Mehmood
2. Rooh ul Amin
3. M Yousuf Awan

GUIMCARERY e 313§

1. Syed Shahid Al
2. Malik Nasir Igbal
3. Atta ur Rehman

1. M Asif Javed
2. Atta ur Rehman
3. Syed Shahid Ali

NEUROCARE

1. Fayyaz M lgbalEEE
2. Zahid Igbal Awan
3. Atta ur Rehman

1. S Mustansar GillaniEEE
2. Atta ur Rehman
3. Fayyaz M IgbalEEE

1. Peshawar
2. Faisalabad
3. Rawalpindi

GUINCARERY e 13§

1. Peshawar
2. Faisalabad
3. Rawalpindi

1. Atta ur Rehman
2. S Shahid Ali
3.S Mustansar Gillani

MRO Peshawar
MRO Abbottabad
MRO Multan

MRO Multan
MRO Multan
MRO Rawalpindi

MRO Faisalabad
MRO Rawalpindi
MRO Peshawar

MRO Jhang
MRO Peshawar
MRO Faisalabad

SMRO PeshawarEEEEEEEE
MRO Peshawar
MRO Peshawar

SMRO PeshawarEEEEEEEEE

ForsZan
1. Karachi

2. Lahore
3. Multan

NEUROCARE

1. Peshawar
2. Multan
3. Lahore

MRO Peshawar (Challenger)E
MRO Faisalabad

MRO PeshawarEEEEE

83 packs
69 packs
57 packs

110 packs
100 packs
100 packs

248 packs
199 packs
157 packs

67 packs
61 packs
58 packs

125 packs
115 packs
108 packs

141 packs
93 packs
73 packs

ﬂ

1. Multan
2. Peshawar
3. Lahore

o

1. Peshawar
2. Rawalpindi
3. Faisalabad

Rs. 108,345
Rs. 106,655
Rs. 102,940
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Know Your Team

Muhammad Faisal Nasim (Network and Systems Administrator)

Muhammad Faisal Nasim is an IT Graduate. He has done his MBA in Management Information
System from PAF-KIET. He started his career in 2001 from a textile company. Later in 2003
he joined Hashwani Group as Network and system administrator and worked there till November
2006. In December 2006 he decided to join BIOVISTA as for him it was an opportunity worth
experiencing. He now looks after the overall IT activities at the company. He feels his biggest
strength lies in his planning, organizing and execution of his tasks with perfection within the
given deadline.EE

He believes that learning is a continuous process for a successful life. He wants to further
expand his horizon of knowledge and plans on for a higher education in his field. He feels the
best part about working in BIOVISTA is its relaxed environment where everyone is on a quest
of learning more and more everyday!

MY MESSAGE:

Always dream and shoot higher than you know you can do. Don't bother just to be better than your contemporaries
or predecessors. Try to be better than yourself.

S Khursheed Ahmed (ASM Rawalpindi)

Khursheed Ahmed is an MBA who also holds masters in Mass Communication. With an experience
of 12 years in the pharma industry, 8 years as a sales representative in Reckitt & Colman and
Merck Marker and 4 years as an Area Sales Manager in National Pharmaceuticals, he joined
BIOVISTA in June 2007. He feels BIOVISTA is a life time opportunity and is a turning point in
his career.

He has attended various selling skills workshops; training seminars etc. which he feels has
contributed a great deal in improving his overall personality and has made him a better
manager.

He thinks that when it comes to work the most important factor contributing to success is the
focus of the team! Focus on targets makes an MRO achieve his goals and eventually the
companyOs objectives.

He has great interest in badminton and has played at national level before joining the pharma
industry. He represented Multan Railway and remained the teamOs captain in his college years
at Bahauddin Zakaria University. Besides badminton he is also very fond of hiking and traveling.

MY MESSAGE:
We should try to excel in every aspect of life as it is said that excellence is an attitude.

Shoaib Qayyum (SMRO Lahore)E

Shoaib Qayyum did his graduation from Punjab University and started his career as an SPO from
PacificEPharma in 1993. With rich experience in various pharmaceuticals like Macter International,
Roche Pakistan and Stanley PharmaceuticalsEhe joined BIOVISTA Family in 2006 as a Senior
MRO. He believes in hard work and with dedication he makes impossible targets as possible
achievements. He has worked extensively in areas like Surgery, ENT, Pediatrics, Gynecology
and Obstetrics.

He strongly believes that plannedEand regularEvisits to a customer is the keyE to achieve
allocatedEtargets. He has been one of the highest sales achiever in per pack sale of Arthicare.
He feels that BIOVISTAOs contribution toward nutraceutical field is incredible and he wants

to grow more staying in BIOVISTA. EEE

MY MESSAGE:

Something which | would want all my fellow colleagues to remember is that, remainingEloyal to the company is
the only way to grow professionally. Hard work along with strong marketing backup can help us achieve our
targets. | also believe that if we have full faith in the following quote success would be waiting for us at the next
turn!

OSuccess always comes to those who are convinced of it by heart. The only ingredient for it is in the timely
fulfillment of the customer's need.O
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That Important

First Meeting

By: Dorothy Leeds

Published in: Pharmaceutical
Representative (January, 2008)

What do | mean by that "important
first meeting"? Think back in your
own personal life or business
experience. You meet a new
colleague who talks a lot, doesn't
listen to you, has his or her own
agenda, says "you know" every other
word, doesn't make strong eye
contact and shows very little interest
in you. You have observed all this,
and in just seconds you have made
a lasting judgment. What can you
expect from this person in the future?
More of the same, probably.

Since | work a lot with doctors, |
have a short questionnaire | ask them
to answer. First, | ask them for a
brief description of their two best
reps and their two worst reps. Then
| ask: When did you establish this
impression? Has it changed since that
first meeting? Only three of the 100
physicians polled claimed to have
changed that first impression, and
only with three reps over a 15-year
timeframe.

Most reps and their managers pay

little attention to that first meeting.

Yet if they were going to give a

speech they would definitely put in

the time, because they know how

ignportant that first impression can
e.

The First-time Advantage

You have a big advantage at that
first meeting. In most cases, doctors
allocate more time to a new rep.
Make that extra time pay off. What
do you want to accomplish at that
first meeting? You want to set up a
strong and positive impression of you
in the mind of that doctor. You don't
want to be one of the pack N you
want to stand out N you want that
doctor to look forward to and value
your visits knowing that you will
bring new and helpful information.
You will be establishing the pattern
for the rest of your relationship. It's
not enough to just establish rapport
N you want to build trust and
respect. Will that doctor trust,
respect and like you?

It all starts before the meeting. Prior
to your first meeting with the doctor,
stop by and talk to the receptionist,
the nearby pharmacist and ask what
they can tell you about the doctor.
Then set up an appointment with

Know & Grow

the doctor. Obviously, if you treat
this first call with a new doctor in
the same way you deal with your
other doctor visits, there is no way
you will accomplish these important
goals.

The likeability factor

Everyone knows this most basic sales
concept: customers, clients N and
physicians N "buy" from people they
like, trust and respect. When | ask
reps in my workshops which of these
is least important they all claim
"likeability." But then | ask another
question: "Which do you actually focus
on in your daily doctor visits?" They
answer, sheepishly, "likeability."
There is a big disconnect here.

Intellectually, reps know that
likeability is least important, yet that

is how they conduct their
communication with their physicians.
We know that trust and respect are
more important. Establish rapport
with your doctor ASAP, which means
tuning into the doctor's needs, wants,
concerns and opinions. Develop a real
understanding of how this doctor
thinks and feels, and what he or she
likes dislikes about reps, studies and
experts.

Knowledge is power

The more you know, the better the
impression you'll make. Never assume
you know it all N there is always
more to learn. Just remember, you
never learn when you are talking.
You learn by asking intelligent,
thought-out questions and listening
intently to the answers. Clarify what
is being said N interact. Although you
may have planned questions, if the
doctor says something that you don't
fully understand or that you want to
clarify, be sure to do so. This meeting
should be a dialogue with the doctor
talking most of the time. For
example, the doctor may say "most
reps just drop off samples.” Don't put
words in the doctor's mouth: "Does
that mean that you like reps who just
drop off samples?" Ask instead, "What
do you think an outstanding rep would
do the in relation to samples?" Or
better yet, "If you were a rep, what
would you do, Doctor, as far as
samples are concerned?"

| would provide you with a few very
smart questions to help make that
first visit a memorable one.

| Doctor, what advice would you
give a new rep who wants to be
on your super rep list?

| Doctor, could you prioritize the
four or five most essential factors
that will best help me serve you,

your staff and your patients?

| Doctor, please describe the reps
you respect the most and what
they did and do to gain your
respect?

| Doctor, who are the experts you
respect? Who are the experts you
find less than helpful?

These questions should get you a
lot of information. Be sure to take
notes. In most cases, note-taking
implies that what is being said is
important and that is certainly the
impression you wish to create.
Wrapping it up

| realize that the times you would
meet with new doctors vary greatly.
If you are taking over a new territory
or are a new salesmen, you will be
meeting with many new doctors.
However, even if you are in an
established territory, you will still
meet many new people as you make
your daily rounds. New doctors join
practices, new interns and residents
arrive in your hospitals, nurses and
other office personne| are
constantly changing N all of these
are opportunities to make that
important and long lasting
impression.

In this article, we have concentrated
on that important first meeting. But
what about all those physicians you
see every day? Be honest. Do you
really have the ideal relationship
with all of your doctors? If not, do
not lose hope. It is still possible to
change and improve your present
relationships. It does take time and
patience. Start slowly, making it
your year-end goal to become each
doctor's most respected and trusted
rep. By asking more open-ended
questions, really listening to the
answers, probing and clarifying, you
can gradually change how each
doctor perceives you, and in the
process end up enjoying all the
honors awarded to your company's
top-achieving reps.

Exercises (Mandatory for all staff
to attempt):

Kindly do the following and send it by
the 12th March 2008 to the:
editor@biovistapakistan.com, or at
companyOs mailing address.

Give a summary of your learning from
this article. How can you apply this
learning to your work to improve your
results?






