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NEWSEETTER

From boardroom to field — inte 'ence
that sti :

From Data to Decisions

MAKING ANALYTICS WORK ON THE GROUND

Pharma today is drowning in dashboards. Managers receive weekly slides on OTIF %, Fill
Rates, call frequency, territory sales, and pipeline reports. Reps are asked to log activity
into multiple CRMs, while distributors share their own versions of stock and backorder
sheets. Yet in hospital corridors and doctor clinics, one reality stands out: all this data
only matters if it leads to timely, credible action.

The challenge for Indian pharma managers in 2025 is not data scarcity — it is data
overload without clarity. Everyone is tracking numbers; very few are translating them into
frontline moves that protect doctor trust, keep hospitals supplied, and motivate field
teams.

g 9 e Doctor Trust Is Data-Linked: Physicians no longer accept

Why ThlS Shlft vague assurances. If a rep can cite hard reliability metrics
Matters N()W — “Dr. Mehta, our Fill Rate was 96% last month in your
district” — credibility compounds. Without data, even

genuine promises sound weak.

e Hospitals Are Becoming Data-Savvy Buyers: Procurement
officers are benchmarking suppliers not only on price but
also on reliability and supply transparency. Managers who
walk in with OTIF reports instead of excuses stand out.

e Global Signals Are Local Risks: API disruptions, shipping
delays, or regulatory holds surface in data first. Managers
who spot and act on early signals prevent local crises
before they reach prescribers.
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WHERE MANAGERS ADD REAL

VALUE

Dashboards don’t lead teams — managers do.
: 9
The skill is in spotting the right signals and This Week’s

translating them into frontline actions. Levers

Cut Through Noise: From the 20 metrics
you see, focus only on 3 that move trust
and outcomes — OTIF %, Fill Rate, and
Alert Resolution TAT.

Coach Reps in Data Storytelling: A rep
should know how to turn numbers into
reassurance. Example: “Our distributor
has 3 weeks of cover — no disruption
expected for your cardiac patients.”
Anticipate Instead of React: Variance in
distributor ETA or sudden API delays are
early-warning signals. Managers who
escalate early are seen as reliable leaders.

Signal Alignment Call (15 min): One
metric, one decision, one owner —
avoid analysis sprawl.

Decision-First Dashboard: b5-slide
pack built for field managers, not HQ
reporting rituals.

Reliability = Transparency: Share
supply stability scores with
hospitals to strengthen trust and
partnership.

Rep Enablement Scripts: Equip reps
with concise reliability talking points

e Reward Signal Use, Not Just Sales Wins:
The rep who flags a potential 7-day
shortage should be valued as much as the
one who closes a big order. Both protect
credibility.

to integrate data into doctor
engagement.

Bottom Line

In 2025, Indian pharma’s competitive edge will not come from more data collection. It will come
from leaders who cut through dashboards and turn analytics into decisions that build trust on the
ground. For managers, the question is not “what’s the metric?” but “what’s the move?”
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