VINEETA 
PROFESSIONAL SYNOPSIS:
· Over 4 years of experience including 3 years in Product Management Team. 
· Last assignment associated as a Product Manager from 23rd March 2011 to 4th January 2013.
· A strategic thinker with a flair for charting out strategies for sales and channel management and contributing towards enhancing business volume and growth and achieving profitability.
· An effective communicator with good presentation skills. 
· Deft in formulating strategic brand plans as a support function for driving consumer preferences.

· Actively engaged in conducting various product launches and promotional events.

· Possess a flexible and detail oriented attitude. Enjoys strong networking in the industry, agency contacts and creative & innovative ideation abilities.
· Seeking a position to utilize my skills and prove my worth in the field of pharmacy. Contribute the best towards the organization and thereby achieve job satisfaction and to acquire professional skills, imbibe institutional know-how and growing with the organization, being a part of a vibrant and progressive team.
EMPLOYMENT DETAILS:

Company Name: 
Designation: Product Manager since 23rd March 2011 to 4th January 2013.

Markets: India 

Brands: Telma AM (Telmisartan + Amlodipine), Telma AMH (Telmisartan + Amlodipine + Hydrochlorothiazide), Eptus (Eplerenone), Aplet (Prasugrel)
Responsibilities are as mentioned below;

Brand Development and Marketing:

a) Product Training:
· Organize training manuals, multimedia visual aids, and other educational materials

· Design, deliver and coordinate product training for the marketing plans

· Quarterly conducting meetings to emphasize on the monthly plans 
b) Marketing Activities:
· Managing the entire product line life cycle from strategic planning to tactical activities

· Prepare and implement product specific marketing plan and activities (in the form of literature, in clinic activities, visual aids, updates of new medical information, technology driven medical applications etc.)

· Develop innovative ideas to support sales initiatives and track progress of various activities implemented

· Coordinate with the purchase and advertising teams for timely implementation of marketing plans

· Oversee delivery of literatures, advertisements, and other marketing materials according to customer requirement

· Work in conjunction with the medical department to develop programmes and implement phase IV trials to support marketing.

· Develop annual Product sales forecast based on procedures, strategies and organizational objectives 

· Provide relevant information to sales and support team for effective internal business process

· Develop understanding of market size, structure dynamics and market drivers through intensive customer contact
· Analyze market trends and recommend changes to marketing and business development strategies based on analysis and feedback
· Collaborate with sales and sourcing to develop strategic partnership activities and implement the execution framework and strategic plan on identified opportunities
· Identify & develop strong relationship with key opinion leaders
· Develop ongoing liaison with key opinion leaders, patient support groups and other healthcare organizations to ensure that significant developments in the field are identified and monitored.
· Arrange interviews and news conferences with key opinion leaders
· Provide significant input into the annual marketing plan, specifically: sales forecasts for each product (taking into consideration past history, market trends, competitive activity and required sales effort), allocation of expenses between products (taking into consideration stage in product life cycle, potential for future growth and profit contribution, potential competitors), required sales promotion programme (taking into consideration marketing strengths relative to competitors, selling opportunities and customers’ needs and attitudes) and the marketing materials needed to accomplish the goals.
c) Achieving financial targets: 
· Provide growth to products in revenue and market share through well developed and executed marketing plans for Glenmark Pharmaceuticals Zoltan division ( Cardiovascular products)
· Month Wise targeting and planning to achieve required market share
· Evaluating marketing budgets periodically and ensuring adherence to planned expenses
· Conducting competitor analysis by keeping abreast of trends and competitor moves to achieve market share
· Executing sales promotion schemes to increase brand visibility thereby preparing management level reporting on the brands performance , needs and forecasts
· Forecast and manage advertising and promotion expenses

· Keep a track on sales by expense ratio
Professional achievements: 
· Received special appreciation for singularly managing branding elements required for a campaign named “World Heart Month”
· Made vital contributions towards efficient vendor management and cost negotiations that led to significant cost optimization for the organization.

PREVIOUS ASSIGNMENT:
Company Name: Yash Pharma Laboratories Pvt. Ltd.
Designation: Product Executive since 18th March 2010 till 22nd March 2011.
Markets: India and Nepal

Brands: Yashcold, Lemolinctus, Lemo, New Ventisol Expectorant, New Ventiphylline PD, Tinilox MPS, Menorid and Yash Zi.

	Brand Management & 

Marketing Activities
	· Analyzing and reviewing the market response/ requirements and communicating the same to the sales team for accomplishment of the business goals.


· New product launch 

· Budgeting , sample planning and input planning

· Designing promotional inputs and strategies for the products.

· Inputs include: Visual aid, Leave behind literatures, Brochures, Banners

· Responsible for providing the sales team with the necessary technical expertise to enable them to sell the product. This involves printed and electronic promotional material, product training, and relevant clinical papers.

· Responsible for reviewing product data to ensure that the field force is kept up to date on new developments regarding the companies or competitors’ products.

· Act as point of first reference for all product related enquiries and work collaboratively with colleagues in Clinical Research and Regulatory to address any issues that may arise.

· Close liaison with the field force to assess the response to and suitability of current promotional material and to ensure that the printed promotional material is being used optimally.



	Team Management and Sales Management
	· Mentoring and monitoring the performance of team members.

· Providing training (Medical and Marketing) to the sales personnel on processes to enhance their operational efficiency.

· Assist with the development of the annual marketing plan and for controlling advertising, promotion and sales aids in accordance with the annual marketing plan.

· Responsible for preparing product forecasts, and constantly monitoring inventory levels held at central and interstate warehouses including liaison with production (locally and globally) to ensure supply timelines.

· Liaise with the advertising agency regarding the product campaign including journal advertising, direct mail and conferences.



	
	


Professional achievements: 
· Yashcold was 30 lakh brand (2009-10) which was under no promotion. Now with various promotional activities at retailer and doctor level has become 1 crore within a year’s time (2010-11).

· Ventiphylline PD was taken into continuous promotion after the competitor had backed out. Opportunity was not ignored and gained success.
· Led the initiatives for Yashcold and New Ventiphylline PD and showed growth in these 2 brands remarkably.

· Launched Lemolinctus DS in June’10 all India.
PREVIOUS ASSIGNMENT:
Company Name: Prism Life Sciences Pvt. Ltd.        (1st July’09- 15th March’10)   
Designation: Product Executive 
Markets: Mumbai, Maharashtra & Gujarat

Brands: Kurazol (Ketoconazole); Prazith (Azithromycin); Prisben AC (Benzoyl peroxide); Epivate (Clobetasol) & Clinmiface (Clindamycin).

Also handling Cardiology products like: Telmi (Telmisartan); Provator (Atorvastatin); Lipiloc (Fenofibrate); Winopril (Ramipril) & Rozar (Rosuvastatin).

Key responsibilities:

· Building brand focus. 
· Developing marketing materials that adhere to all regulatory guidelines while at the same time ensuring they are of maximum benefit to the sales force that have to use the materials.

· Designing promotional inputs for the products. Inputs include: Visual aid, Leave behind literatures, Brochures, Banners.
· Collaborate with sales force and medical department to develop patient programs that are in line with strategic direction; leveraging these programs to support market expansion.  

· Support the development and implementation of the product strategy that ensures winning new business and driving retail growth.  

· Providing hands on training (Medical and Marketing) to the sales personnel on processes to enhance their operational efficiency.
· Follow the implementation of brand strategies and tactics with internal team; analyze feedback, and propose changes and improvements when necessary.

· Ensure assigned projects are on budget and delivered accordingly to plan. 

· Monitor and control program performance and work with team to adjust plan accordingly.

· Analyzing and reviewing the market response/ requirements and communicating the same to the sales team for accomplishment of the business goals.
· Participated in Conferences (Cuticon & Dermazone west) (2009).
Previous assignment:

Company: Merck Sereno Ltd                               (22nd Dec’08- 29thJune’09)    

Designation: Business Development Executive        

Products Handled: Concor (Bisoprolol); Lodoz (Bisoprolol + Hctz); Trava (Atorvastatin); Olmighty (Olmesartan); Polybion (Vitamins); Carbophage (Metformin).

Key Responsibilities:

· Arranging appointments with doctors, pharmacists and hospital medical teams which included pre-arranged appointments or “cold” calling.

· Building and maintaining positive working relationships with medical staff and supporting administrative staff

· Making presentations of the products to doctors, practice staff and nurses in GP surgeries, hospital doctors and pharmacists in the retail sector.

· Keeping detailed records of all contacts.

· Keeping up to date with the latest clinical data supplied by the company, and interpreting, presenting and discussing this data with health professionals.

· Developing strategies for increasing opportunities to meet and talk to contacts in the medical and healthcare sector;

· Staying informed about the activities of health services in a particular area.

· Generating prescriptions from doctors in the assigned territories & maintaining a list of potential doctors.

· Contributes to team effort by accomplishing related results as needed.

· Interacting with dealers and distributors regarding product promotions in market and to check the product availability at retail outlets & stock availability at stockiest level.

· Conducted 6 Camps in doctor’s clinic for promotion of products.

· Organize conferences and CME’s for doctors and other medical staff.

· Regularly attending company meetings, technical data presentations and briefings.

EDUCATIONAL CREDENTIALS:

	Examination
	Board / University
	Year of passing
	% Marks
	Class

	MBA( Pharma )  
	DR. D Y PATIL UNIVERSITY
	2009
	73.07%
	Distinction

	B PHARM
	MANIPAL UNIVERSITY
	2007
	72.02%
	First 

	HSC
	MAHARASHTRA BOARD
	2002
	68.63%
	First

	SSC
	MAHARASHTRA BOARD
	2000
	73.33%
	First


PROJECTS HANDLED:
Company

: ARCH PHARMALABS LIMITED

Position

: Trainee

Project Title
           : (1) Regulatory and Documentation

                                   (2) Quality Control

Duration                  : 2 months 
Company

: LUPIN PHARMACEUTICALS LTD.

Position

: Management Trainee

Project Title
           : Multi-dose dry powder inhaler- Acceptance and Expectations.                    
Duration                  : 2 months (May 08- July 08) 

KEY ACADEMIC ACHIEVEMENTS:

· Passed “General Course on Intellectual Property” from WIPO academy.

· Participated  in  National conference on Pharmaceutical Business Management

· Attended 1st International research conference on Entrepreneurship in association with national small industries Corporation ltd. and Maharashtra centre for Entrepreneurship development.

· Participated in Management Development Program on Leadership excellence.

· Participated in Student’s Exchange Programme of Entrepreneurship Cell on “Start up Ventures –Mantras for success”.
OTHER INFORMATION:

Computer Skills


      : Microsoft Office, HTML

Languages Known                            : English, Hindi, Marathi, and Malayalam
Foreign Language                             : French (Basic) 
PERSONAL INFORMATION:
Gender              : Female

Date of Birth     : 30th May 1984.


Marital Status   :  Married
                                                                                           __________________
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