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Editor’s Note

Happy New Year!

We are entering not only a new year,
but also a period of moving from
adjustments to stability and then
rapid growth. With a number of new
initiatives in the pipeline, | am sure
we are in for an exciting 2007.
COMPASSION will keep on getting
more and more vibrant with so many
new things happening and so much
information to share with you all.

This issue besides containing routine
features also has a special pictorial
“Déja vu” to take the team through
different events that took place since
inception of Biovista. | had the
opportunity of sharing small office
with our CEO and one other colleague
when Biovista started, and it is really
an amazing experience to see the
team growing to the current level in
such a short period of time.

We need more involvement from all
of you to make COMPASSION better
with each issue. Send in your
comments, ideas and contributions
to make your very own forum
improve further.

Happy Reading!

: _Shehneela Farheen
editor@biovistapakistan.com

From The Desk Of CEO

The toughest thing to do in an

organizational setup is to create a result-

driven strategy while maintaining an
environment, which is conducive and
where people enjoy working. Since

inception, we have focused on creating

a performance oriented organization,
and have taken all steps to make this
concept an operational reality.

Starting with our Productivity

Management System in July, we have
been taking all necessary steps to
achieve our objective of optimum
productivity at all levels. In our quest
for being fair, we gave a considerable
time to all team members for
adjusting to our desired behavioral
and performance pattern. However,
now we have reached a point where
further delay in filtering out non-
performers would have had a
detrimental affect on the morale of
those who are performing. Another
factor is to ensure uncompromised
compliance to the core values of
Biovista. People failing on either of
the two accounts have been
identified and you might have
witnessed some recent changes in
the team. This is only a just and fair
process of accountability, which
should not be a matter of worry for
anyone who has a firm belief in
Biovista values system, and a passion
for productivity. | am sure all of you
will take this evolution process in a
positive spirit, and will continue to
move forward towards realization of
our common goals.

Social accountability is something
that we firmly believe in, and all our
activities have been built around the
concept of socially responsible
behavior. In this context, Biovista
added another “first” into its list by
becoming the first healthcare
company to initiate a Special
Employment Program, under which
special people suffering from some
kind of a physical impairment will
be provided employment. This is a
sincere effort on our part to take
initiatives which can become models
for others to follow and once more
and more companies start doing such
things, we can help Special People
get their rightful place in our society.
On business front, a lot has to be
done. We have now reached a basic
threshold of performance from where
we must move forward at a faster
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pace. With all the new members
settling down, management team
coming off age, and free-riders being
replaced with committed
incumbents, things should start taking
our desired shape soon.

Keep your spirits high and continue
the good work!

Irfan Sattar

Another “FIRST” in the
Industry: BIOVISTA Special
Employment Program

Biovista became the first organization
in the healthcare industry in Pakistan
to formally initiate a Special
Employment Program, aimed at
providing employment and career
development opportunities to young
people suffering from a physical
impairment. In a ceremony held at
Biovista head office in Karachi, a
Memorandum of Understanding was
signed by Mr. Irfan Sattar, CEO,
Biovista and Mr. Richard from Family
Education Services Foundation.
During the ceremony, appointment
letter was also handed over to Mr.
Nadeem Ahmed Sheikh, the first
member of Biovista Special Team.
Nadeem is a young and smart
graduate, who is perfectly normal
except for a hearing impairment.
Biovista marketing team has
developed special visual-based
promotional material for Nadeem,
which will enable him to
communicate effectively to the
doctors.

This is just the beginning and as the
team grows, the Special Team will
also grow side by side. Mr. Richard
congratulated Biovista for this
pioneering step, and said that he
hopes that other larger organizations
will follow this example too, resulting
in more chances of employment for
Special People.
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Hitting 10 Million

Sales

The first big milestone of generating
more than 10 Million rupee primary
sales on YTD was achieved after 10
months of operations. This was
indeed a great achievement
considering the new concept we are
promoting in this competitive
environment and is a strong
validation that nutraceutical
products have immense potential &
acceptance from medical
community. However, we have to
be clear about the fact that still a
large number of our sales team have
not contributed up to their potential,
and we have to take all possible
steps to make sure that the
productivity increases across the
board and the revenues start
building up at a faster pace, and
with greater magnitude. We have
aggressive plans for further
expansion, but in order to make
those plans materialize on time, we
have to deliver results consistently.

Psychiatry
Conference

Biovista showed very strong presence
in a medical event by participating
in 16th International Psychiatric
Conference jointly held by King
Edward Medical College & Royal
College of Psychiatrists, UK in Lahore
from 16-18th December 2006. This
3-day event was a big success for
Biovista attracting attention of large
number of doctors and has really
strengthened the corporate image
and marks a very strong introduction
of Biovista to doctors from specialty
related to psychiatry. A great
majority of doctors were very
interested to know about NutraWay
range and specially Senticare and
Neurocare, their role in health
ailments, benefits and had very
interactive discussions with our
team. This 3-day event was a terrific
experience for Biovista team. It is
a very positive sign to note the
interest senior medical professionals
are taking now in NutraWay
products.

Aurat
Foundation

Biovista in continuity of its focus in
supporting healthy activities

sponsored 2-day celebrations of
Aurat Foundation to commemorate
“Struggle goes on ... for Peace,
Democracy & Equal Rights for
Women”. This was a very good
platform for Biovista to support
women who constitute the major
portion of society and have potential
role in decision making and strong
brought-up of our future society.

National Women’s

Swimming
Championship 2006

In yet another effort towards helping
women achieve a higher status in
mainstream constructive activities,
Biovista contributed towards a major
event organized by Sindh Women’s
Swimming Association at KMC Sports
Complex, Karachi. Teams from
Punjab, Sindh, Wapda and Pakistan
Army participated, with Wapda
emerging victorious and Sindh taking
the runners up position. Biovista
continues to strive to support
activities normally neglected by
large corporations. We hope that
this will go a long way in encouraging
healthy activities on a larger scale
in our country.

BIOVISTA FM101 Clinic

By the time you read this issue, the
first episode of BIOVISTA FM 101
CLINIC would already been aired on
Sunday, 14th January on the National
network of FM 101. This branded
weekly program is aimed to promote
Biovista and NutraWay range in a
professional manner while making
authentic information available to
the masses, and providing them an
opportunity to ask questions to our
featured doctors. Biovista also
appeared in print media twice during
early days of January to build hype
for the program. This provides an
excellent and sound platform to

Happenings at BIOVISTA

our sales team to gain acceptance
as a team representing an
aggressive healthcare company
active on electronic media during
first year of its existence. BIOVISTA
FM 101 Clinic has been planned
initially for 13 episodes, and would
be extended if results suggest so.

BIOVISTA

Special Employment
Program

Biovista became the first
organization in the healthcare
industry in Pakistan to formally
initiate a Special Employment
Program, aimed at providing
employment and career
development opportunities to
young people suffering from a
physical impairment. Details of this
initiative are being given separately
on the first page of this issue of
COMPASSION.

Sales Stars In
December

In month of December two Biovista
CHAMPS, Mr. Umer Hayat (Swat)
and Mr. Fayyaz Igbal (Peshawar)
have been able to surpass sales
targets and set strong examples
for others to follow. Well done
CHAMPS! Keep it up! We hope in
that there will be more CHAMPS
emerging as achiever in month of
January.

ol

Umer Hayat Fayyaz M Igbal
MRO (Swat) MRO (PSW
Challenger)

Celebrations

Abdul Mugeem Rana

Masood Anwar
Shan Ali

M Faisal Nadeem
Asif Qayoom

Sales Support Officer - HO
MRO Lahore - Pioneer

MRO Peshawar - Challenger
MRO Bahawalpur

MRO Hyderabad - Challenger

01 January
01 January
01 January
21 January
28 January
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Ready, Aim, Sold

By: Sarah Taylor

Differentiating your messages based
on which customer you are detailing
is called targeting. While most
salespeople know about the concept
of targeting, they don't know that it
is extremely important to target not
only your message, but also your
approach.

Targeting your message

Targeting your message to a customer
is like trying to hit a bulls-eye. If you
come blazing into an office
determined to sell the doctor on
your drug's efficacy, but he is more
interested in the side-effect profile,
you'll miss the target altogether. Or
perhaps you might talk about side
effects without discussing the one
side effect that has him most
concerned. In that case, you might
hit the target but still miss the bulls-
eye. You need to aim for the bulls-
eye every time.

Making assumptions can lead you
down a terribly wrong road, wasting
your precious detail time. The best
way to avoid going down that road
is to spend most of your detailing
time simply listening. Don't assume
that the doctor's prescribing data
speaks for itself. To find out exactly
why the doctor is prescribing certain
medications, you must learn to ask
and then listen. A great way to start
a dialogue with a doctor is to ask an
open-ended question such as "I
noticed at the pharmacy that you
seem to be prescribing Product X
very frequently - what is it that you
like about Product X?" Once you've
listened, you will know what facet
of Drug X is appealing to the doctor.
Only then can you turn to your detail
pieces and choose the appropriate
pages to use.

Targeting Your

Approach

Once you've learned to target your
message, you also need to target
your approach. There are five areas
to take into account when targeting
your approach to each individual
physician:

Personality. The most common
factor successful reps consider when
targeting their approach is matching
the doctor's personality. This is
crucial because we tend to relate
best to people like ourselves.
Tailoring your details to each doctor's

Know & Grow

individual personality is a necessity.
No matter what your natural
personality is, you will most likely
have to soften it or strengthen it in
different offices. Learn to read the
people around you and fit in with
their style and demeanour.

Learning process. Essentially, some
of us learn visually, perhaps by seeing
charts and graphs. Others learn
aurally, by hearing information. Some
people take a big-picture approach,
while others like to know the minute
details of what they are learning. It
is important to understand each
doctor's learning style if you want
him to really take in your information.
How do you identify a doctor's
learning style? There are a couple of
good ways. The first is to ask him
indirectly. For example, when you
tell a doctor that you have the latest
data about your product's new
indication, ask if he prefers to see
the detail piece, to see the actual
study or just to hear the main points.
During the detail, you can also ask
how much information the doctor
would like.

Another, subtler way to get a handle
on whether a doctor is an auditory
or visual learner is to listen carefully
to the words he chooses. For example,
imagine that you are sharing data
about your product. The physician
might respond with a statement like
"I don't see any reason to change my
mind" or "These data look good." This
is a visual person. Auditory people
might respond with statements like
"What | hear you saying is ..." or "This
sounds like strong evidence." Listening
for these subtle verbal cues can be
an easy way to uncover a doctor's
learning style.

Prescribing continuum. As you know,
every doctor falls somewhere on a
broad continuum of prescribing
habits. Some doctors prescribe a new
drug with confidence, while others
take years before they will
contemplate trying it out in a few
patients. You need to understand
where every doctor is on that
prescribing continuum. You will learn
this information once you have been
around your territory a few times,
and many companies now rate their
customers on how quickly they
embrace new drugs.

But perhaps even more importantly,
you need to know why a doctor is in
a particular position on the
continuum. Is he hesitant to try new
drugs because they are typically
expensive? Is his skepticism due to a
relative lack of data on new drugs?

Is he aggressive about trying new
drugs because he wants to be the
"cowboy" in town who always does
things first? Once you know why a
doctor is in a certain position on
the prescribing continuum, you are
better able to target your message.
You can start your details with
phrases like "I know patient safety
is important to you" or "l know you'll
be the first to try this new dose!"
These phrases subtly tell the doctor
that you understand him.

Current prescribing data. The most
obvious tool for targeting your
messages is the most current
prescribing data on your doctors.
Knowing what they are prescribing,
as well as the trends in their
prescribing habits, is invaluable.
However, prescribing data should
never be the sole information you
use to target your message. From
the preceding paragraphs, it should
be clear that the most successful
representatives use their prescribing
data as one of many tools - not their
main tool - when targeting their
messages.

Other relevant factors. Finally,
every doctor has issues that no
company or marketing department
can pinpoint. These issues are
unique to the doctor and may make
him more willing or hesitant to use
certain products. Remember that a
doctor's motivation for prescribing
a drug can change quickly based on
things like feedback from patients,
good or bad press about a drug,
personal experience, advertising,
another physician's input ... or a
recent detail! The lesson here is to
always assume that things are
changing.

Targeting your messages is an art,
and to be done well, it requires
much more than just looking at your
prescribing data. Learn to ask open-
ended questions and listen to the
responses. Learn to play your
personality up or down to fit in with
each office's atmosphere. Figure
out what learning style each doctor
prefers and use words and phrases
that will speak to that style.
Understand where each doctor is
on the prescribing continuum and
why, and try to find out if there are
any other relevant factors that could
be affecting his prescribing habits.
And finally, make sure you've looked
at the prescribing data ... but don't
make assumptions based on it!
Targeting both your message and
your approach will ensure that you
hit the bulls-eye in every office.
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A nostalgic feeling coupled with a
sense of pride is an experience one
goes through while looking back at
the history of Independence of our
beloved country, Pakistan in 1947,
when the Muslims of Sub-continent
stood firm together and put up one
of the most astonishing fights in the
history of mankind, culminating in
the emergence of the first ever
country created in the name of Islam
on the map of the world.

How it all was made possible? Was
the generation at that time different
from today’s generation, or the
circumstance placed them at a point
of no return making them strive for
not less than an accomplished goal,
their own homeland, Pakistan.

| believe that after the
independence, there are more than

one instance, where we were able
to match our spirits, enthusiasm and
unity to the generation in 1947. One
such instance was the 6th of
September, 1965 where we despite
our limited and meager resources
overcame a bigger enemy and turned
the table against them. Again every
fraction of nation including scholars,
poets, writers, journalists, singers,
armed forces and most importantly,
the common men played their parts
to their maximum potentials. But
this is what | learnt in history as
both those two events had already
occurred before | was even born.

Then again on the morning of
Saturday, 8: 15 am, 8th October,
2005, a calamity took place and
reminded me in all its practicality
the spirits of this great nation yet
again.

You see, in life, lots of people know what to do, but few
people actually do what they know. Knowing is not

enough! You must take action.

While they were saying among themselves it cannot be

done, it was done.

Optimism is the faith that leads to achievement. Nothing
can be done without hope and confidence.

You give but little when you give of your possessions. It
is when you give of yourself that you truly give.

Bear in mind that | had just returned
from Canada after spending two
eventful and hectic months and was
making a lot of hues and cries about
the system, indiscipline crowds,
chaotic traffic, dearth of electricity
and water, and last but not the least
a deteriorating law and order
situation. But the consequences that
later followed the 8th October
instilled in me a new soul and spirit.
What then happened was absolutely
amazing as we in our lifetime saw
a nation so united, so firm and so
caring about whom the whole world
specially the western world gave a
verdict of being irresponsible and
fundamentalist.

What was refreshing to see the
contribution of common people,
intellectuals, security forces,
politicians, showbiz people more
importantly our representation, the
doctors and paramedics who were
there before others could even think
of. The whole media, both
electronic and print were the core
of putting people on the right
platforms.

The earth quake cost almost 100,000
people to loose their lives and the
most painful part of it was that
thousands of innocent schools going
children were buried in the debris.
At that point in time when | saw all
the efforts from the whole country,
it endorsed my belief that we are
still an alive nation who can respond
to such challenges to their maximum
capabilities.

Events like these though bring lots
of miseries and sufferings for the
people effected but on the positive
side they also gel the nation to cope

On a Side Note

Anthony Robbins

Deep from Within

with the calamity.

Though the whole of the nation can
be lauded for this effort but there
are always some heroes who provide
the impetus for the whole nation
specially the common people. Like
always in past, the role of Maulana
Abdul Sattar Edhi has been exemplary
in this turmoil. He was amongst the
first to reach there with his crew and
started his medical and rescue
operation. What an example for all
of us as it was not his first notable
contribution to Pakistan but since |
grew up, | have been watching him
and his organization providing all the
support to people of Pakistan,
especially the underprivileged who
make the major proportion of our
country. In an era where most of us
are trying to make money by hook or
crook, this man has set an example
where people from all walk of life
stand in a queue to deposit their own
money. No wonder Edhi Sahib’s
contributions were acknowledged
recently in an international Journal.

The calamity was followed by the
festival of Eid -ul-Fitr and what was
refreshing to see was that all those
who matter took their time off and
celebrated their Eid with the
devastated ones.

To cut the long story short, the point
| am trying to drive home is that if
we take our unity and commitment
to a level where we do not need such
events to trigger our potential as a
nation, we are destined to emerge
as a country, which can serve as a
model for all emerging world. As Igbal
puts it “zara num ho to ye matti bari
zarkhez hai saaqi”.

Dr. Saira Jafri

Staff Contribution

What you get by achieving your goals is to as important
as what you become by achieving your goals.

Zig Ziglar

The roots of true achievement lie in the will to become

Helen Keller

the best that you can become.

Harold Taylor

| feel sorry for the person who can't get genuinely excited

Helen Keller

Khalil Jibran

about his work. Not only will he never be satisfied, but
he will never achieve anything worthwhile.

Walter Chrysler

Take time to deliberate; but when the time for action
arrives, stop thinking and go in.

Andrew Jackson









