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Sales
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What do you think a sales team takes care of within a Pharmaceutical Company?

Have you ever considered joining a sales team?



GALENICUM – MAR 2018

Sales in Galenicum

B2B B2CVS.
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What we take care of

API 

FDF

CMO

Exclusive distribution of DRL products for ES and PT
Various partners on a Customer protection basis per product and customer (IPCA, Concord, Huahai,
MSN, etc.)
Scope: Limited to Spain and Portugal
Represents 30% of the budgeted revenues for 2018 and 21% of the budgeted GM for 2018

Manufacturing of Pharma products for the lines we have free capacity (liquids/ creams/ ointments)
Scope: WW
Not ongoing business/budget for creams/ ointments in this model for 3rd parties.

License of the Finished Products developed internally and sale of the products with the client
brand through supply agreements for at least 5 years
Scope: WW, with active sales mainly in EU
Represents 70% of the budgeted revenues for 2018 and 79% of the budgeted GM for 2018
(including DPs)

B2B activities are segmented in 3 different units: API, FDF & CMO businesses.
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Aspirations of the Sales team

Me e tin g  an d  e xc e e d in g  th e  S a l e s  b u d g e t  f o r  th e  ye ar

Me e t in g  an d  e xc e e d in g  th e  e stabl ish e d  P r o s p e c t i o n targ e ts  

G e n e rat in g  B u s i n e s s  o p p o r t u n i t i e s *  to  th e  o rg an izat io n ,  wh ic h  h ave  n o t  be e n  asse sse d /  
c o n sid e re d :

Create value for the organisation

Consolidation of the team should also encourage the business suggestion to the organisation.

1.

B u s i n e s s  o p p o r t u n i t i e s *  u n d e rsto o d  as  p ro d u c ts  su g g e ste d  to  th e  o rg an isat io n  n o t  

c o n s id e re d  f o r  d e ve lo p m e n t.

How?
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New businesses

Aspirations of the Sales team

Be global in the value creation2.

How?

GH also should start being more selective in the new business engagements as well as rationalising the
ongoing businesses.

On-going businesses 
growth

On-going businesses 
optimization
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Aspirations of the Sales team

N EW !  B u i ld in g  sp e c i f ic  bu s in e ss  p lan s  f o r  n e w  p r o d u c t s ( ie .  G l ip t in s)  with  th e  a im  to  

re ve n u e s/ p ro f i ts  g e n e rate  at  X  p o in t  o f  t im e .  W HY?

A n tic ip at io n  to  su p p o rt  th e  sp e c if ic  bu s in e ss  ( ie .  I n ve stm e n ts  n e e d e d ,  c ap ac ity)

T re n d s  to  be  ap p l ie d  to  th e  Po rtf o l io  asse ssm e n t  o f  f u tu re  p ro d u c ts

N e xt  p ro d u c ts  in  th e  p ip e l in e :  D / T ,  Mic af u n g in ,  D abig atran ,  B e tam e th aso n e  g e l   

Create knowledge for the organisation 

Knowledge will be built .

3.

How?

N EW !  “B e s t  e s t i m a t e ”  o f  re ve n u e s  p e r  m o n th .  W HY? A n t ic ip at io n  to  su p p o rt  th e  sp e c if ic  

bu s in e ss  ( ie .  I n ve stm e n ts  n e e d e d ,  c ap ac ity)

He lp  F in an c e  in  th e  c ash -f lo w m an ag e m e n t

T rac k  bu d g e t  p e rf o rm an c e  &  e n c o u rag e  ac h ie ve m e n t  o f  th e  targ e ts
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Aspirations of the Sales team

Contribute to create a leading organisation

We are the visible face of the organization in front of our customers.

4.

How?

Honesty/Integr i ty  

Entrepreneursh ip Creat iv i ty

Value of
relat ionsh ips

Agi l i ty
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Relationship with all departments – Global vision 

Sales

Regulatory

HR

R&DSupply
Chain

Finance
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Working in sales for the pharma industry

� Business oriented

� Analytical and problem solving

� Leadership

� Enthusiastic and self motivated

� Willing to travel

What is the market looking 
for

One day in the office

Career development

� Contracts negotiation

� Lunch with a costumer

� On-going POs update

� Price negotiation

� Sales internship

� Area Manager

� FDF / API BU Manager
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Conclusions

Helping the company grow with new opportunities

In contact of the different department of the organization

Being an entrepreneur inside an organization 

A lot to be built, a lot to be done!
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