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Major part of the growth in pharmaceutical market is
expected to come from local production
Russian pharmaceutical market in 2013-2020, bln. RUB
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• Russian Federal target program «Development of the pharmaceutical and medical industry of the Russian
Federation for 2013-2020» manifests that the share of local production in Russian pharmaceutical market will be
50% in monetary terms by 2020
• Share of the Russian-manufactured medicines belonging to the list of strategic medicines and vitally important
medicines should reach 90% by 2020

Sources:

ITAR TASS, Russian Federal target programme «Development of the pharmaceutical and medical industry of the Russian Federation for 2013-2020», Prime
Minister of Russia Dmitry Medvedev, Deputy Head of Ministry of industry and trade Sergey Tsyb
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Capital requirement for the localized projects is growing as
local value creation becomes deeper
Selected examples of direct investments in pharmaceutical manufacturing facilities in
Russia, mln. USD
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• All selected examples are pharmaceutical projects that combine both production and packaging
• Construction of most projects started in 2010-2012, while indicated projects A and B are at the planning stage
and Bioran is at the designing stage
Sources:

PMLiVE, INFOLine, Novartis, Novo Nordisk, Yaroslavl region internet portal, Pharm vestnik internet portal, Remedium internet portal, Regnum, Medpred
internet portal
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Project financiers require a strong business plan with a
particular focus on the market part
Business plan: Construction of blood plasma production facility
Glossary
Financial planning methodology
Project summary
■ Project summary
■ Proposal for banks
General information about the Project
■ Project description
■ Information about Project initiators
■ Main participants of the Project
■ Geographical location
■ Socio-economic importance of the Project
■ Product characteristics
Production plan
■ Description of the production site
■ Description of the production facility
■ Production description
■ Production technology
Organizational plan
■ Organizational structure of the Project
■ Project timeline
■ Legal issues of the Project
Market outlook
■ Immunoglobulin
■ xxx
■ xxx
■ Competition analysis
■ Market outlook of major raw materials
Marketing plan
■ Major competitive advantages of the Project taking into
account key success factors
■ Marketing strategy of the Project
Project assumptions
■ Overview planning assumptions
■ Revenue
Sources:
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■ Operating costs
 Structure
 Costs of raw materials
 Personnel expenditures
 Utilities expenditures
 Other costs
 Total operational costs
■ Capital expenditures and depreciation
■ Working capital
■ Tax assumptions
■ Financing scheme
Financial analysis
■ Capital expenditures and sources of funding
■ Financial statements forecast
■ Economic evaluation of the Project
■ Key financial indicators
Sensitivity analysis of the Project and scenario planning
■ Sensitivity analysis
■ Scenario analysis: Optimistic scenario
■ Scenario analysis. Pessimistic scenario
Risk analysis
■ The main risks of the Project and ways to mitigate them
SWOT analysis
■ Project strengths, weaknesses, opportunities and threats
Appendix
■ Appendix 1. Management of the Company
■ Appendix 2. Patents
■ Appendix 3. Agreement for supply of blood plasma
■ Appendix 4. Administrative support
■ Appendix 5. Site location layout
■ Appendix 6. Calculation of discount rates
■ Appendix 7. Forecast of macroeconomics indicators
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Deloitte knowledge database
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Degree of comfort on the top line drives the probability of
fund raising
Key area

Demand
potential for
product XYZ
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Analysis

Number of
patients and
share of solvent
demand

■
■
■
■

Route to market

■ Distribution model and
budget
■ Promotion mechanisms

Disease development
Detection rate and time
Purchasing power
Insurance penetration and
coverage

Key questions to be answered

Real number of patients; share of
patients who can afford the
product?
How will the product reach each
individual solvent customer?

Legislation

■ Price regulation of drugs
from the «vital» list
■ Tender policies and support
of local producers
■ Anti-monopoly regulation

Impact of legislation on market
volume (volume and value) and
competitiveness of local
producers?

State purchases
and support

■ Purchases of medicines for
welfare beneficiaries
(mainly with rare and
«expensive» diseases)
■ Hospital purchases

Volume of state purchases and
supplier requirements?

Relative project
competitiveness
and market
share

■ Import substitution potential
■ Window of opportunities
(demand – supply balance)
■ Product performance on
KPC relative to competition

Sources:

Deloitte knowledge database, Deloitte analysis

Product and business model
competitiveness, sales volume and
market share?
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It is crucial to have a well supported business case – be
prepared for a long list of tough questions from banks
Some questions from VEB to the business plan of one of our clients
■ Market attractiveness: “If the market is as attractive as you are showing, why have there been
only little activity of global champions ”
■ Market drivers: “How much investment is needed to get to the increase in detection rate shown in
your market development plan and how likely is that this investment will happen?”
■ State purchases: “How reliable are the volumes of state purchases in your sales plan? Are there
any contractual arrangements backing this up?”
■ Hospital segment: “How much money in the budgets of hospitals is allocated for technical reequipment to increase detection rete? Is it enough?”
■ Hospital segment: “What concrete measures are you planning to take to promote direct sales to
patients within the hospital segment?”
■ …
■ Pricing: “What are the reasons for you to be able to offer lower prices? What if importers will also
decrease the prices?”
■ Distribution: “What will be the distribution model and in particular will the product replace the
current offering of distributors or will just extend the current portfolio? What budget is allocated for
each distributer to promote the product?”
■ Product: “What analysis have you made to conclude on project advantages? Have you performed
focus groups with patients and doctors? What was the size of the focus group?”
■ Risks: “Please provide a scenario which assumes new market entry of Competitor A”
© 2014 ZAO Deloitte & Touche CIS

Sources: Deloitte knowledge database
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Our approach and analysis helps to objectivize and
substantiate the business case for the financing banks
Key areas

Some key analysis steps
Benchmarking with more
mature markets

Identification of key market
drivers

Demand scenario modeling

Demand assessment
and route to market
Market entry and capacity Identification of potential
expansion plan analysis
substitutes

Window of opportunity
identification

Identification of key
success factors (CSF)

Assessing potential sales
and market share

Supply base and
capacity development

Project
competitiveness and
potential market share

Benchmarking of project
performance against CSF

Development of detailed
sales plans

Financial modeling

Revenue assumptions

Sources:

Deloitte knowledge database

© 2014 ZAO Deloitte & Touche CIS

7

THANK YOU
Deloitte refers to one or more of Deloitte Touche Tohmatsu Limited, a UK private company limited by guarantee (“DTTL”),
its network of member firms, and their related entities. DTTL and each of its member firms are legally separate and
independent entities. DTTL (also referred to as “Deloitte Global”) does not provide services to clients. Please see
www.deloitte.com/about for a more detailed description of DTTL and its member firms. Please see
www.deloitte.com/ru/about for a detailed description of the legal structure of Deloitte CIS
Deloitte provides audit, tax, consulting, and financial advisory services to public and private clients spanning multiple
industries. With a globally connected network of member firms in more than 150 countries and territories, Deloitte brings
world-class capabilities and high-quality service to clients, delivering the insights they need to address their most complex
business challenges. Deloitte’s more than 200,000 professionals are committed to becoming the standard of excellence.
This communication contains general information only, and none of Deloitte Touche Tohmatsu Limited, its member firms,
or their related entities (collectively, the “Deloitte Network”) is, by means of this communication, rendering professional
advice or services. No entity in the Deloitte network shall be responsible for any loss whatsoever sustained by any person
who relies on this communication.
© 2014 ZAO Deloitte & Touche CIS.

