Under standing PCD Pharma Franchise

Definition: A PCD (Propaganda Cum Distribution) Pharma Franchise is a business model
where a pharmaceutical company grants an individual or entity the rights to market and
distribute its products within a specific geographical area under the company's brand name.
Business Model: It'saB2B (business-to-business) model where the franchisee handles sales
and distribution, and the pharmaceutical manufacturer provides drugs, marketing materials,
and support.

Benefits:

Low Investment, High Returns: Initial investment can range from 320,000 to X2 lakhs, with
potential profit margins of 25% to 50%.

Monopoly Rights: Many companies offer exclusive distribution rights for agiven area,
reducing competition.

Established Brand & Support: Franchisees benefit from the parent company's brand name,
marketing support (visual aids, brochures, samples), and training.

Wide Product Range: Accessto adiverse range of medications allows catering to various
healthcare needs.

Chain of Distribution: Medicines move from the pharmaceutical company to a stockist or
distributor (franchisee), then to retail counters (chemist stores), and finaly to the end
consumer.

Starting a PCD Pharma Franchise Business

Who can start: Any person with medical knowledge or experiencein the medical field can
start this business.

Key Requirements/Steps:

Research & Choose a Reputable Company: Look for companies with market credibility,
WHO-GMP, ISO, and quality-certified products. Verify their existence through their website,
official email, video calls (to see stock house), and check for verified business accounts on
online marketplaces.

L egal Documentation: Obtain essential licenses and registrations:

Drug License (Wholesale Drug License istypically needed for distribution).

GST (Goods and Services Tax) Registration.

Trade License (from local municipality/panchayat).
Company Registration (e.g., Private Limited or Partnership).
PAN Card.

Bank Account in the company's name.

Agreement with the parent pharma company.

Product Selection: Choose arange of products based on market demand and profitability.
Investment & Business Plan: Estimate initial stock purchase (often the largest cost, 325,000
to 32,00,000), marketing, office setup (optional, can start from home), legal compliance, and
working capital.

Marketing & Promotion: Utilize promotional materials provided by the company and
develop a marketing plan.

Network: Build connections with local distributors, medical representatives, and retailers.



Focus on Quality: Prioritize high-quality medicines to ensure long-term business growth and
doctor trust, even if it means a slightly higher initial investment. Low-quality or short-expiry
medicines can lead to loss of orders and dumped stock.

Monopoly RightsInvestment: Larger companies offering extensive product ranges and
monopoly rights may require a higher initial investment (e.g., 50,000 to I5 lakhs) and
consistent monthly purchases.

Risks and Precautions

Tricky/Fraudulent Companies:
Be wary of companies offering unusually low prices for medicines; this can indicate short
expiry, insufficient active ingredients, poor quality, or fake products.

Fraudulent companies might offer unbelievably attractive deals or offers without reason.
Always prioritize product quality and reliability over "free gifts' or overly attractive schemes.

Verify the company's legitimacy thoroughly (MCA portal, PAN verification, GST
registration, director details, public databases).

Common Mistakesto Avoid:
Lack of market research.

Choosing an unreliable or inexperienced pharma firm.
Operating without proper legal documentation.
Investing without a comprehensive business plan.
Selecting a poor or irrelevant product range.

Lack of promational support.

Poor territory planning (not securing monopoly rights).
Not hiring the right team.

Over-stocking or not tracking financial health.

Government Websitesfor More Information (India)

Department of Phar maceuticals, Ministry of Chemicals and Fertilizers. For overall
policy, planning, and promotion of the pharmaceutical industry. (https.//pharma-dept.gov.in/)
Central Drugs Standard Control Organization (CDSCO): For national regulation of
drugs, cosmetics, and medical devices, including approvals, licensing, and quality control
(GMP). (https:.//cdsco.gov.in/opencms/opencms/en/Homey)

National Phar maceutical Pricing Authority (NPPA): For drug pricing policies and
essential medicine lists under the Drugs Price Control Order (DPCO).
(http://www.nppaindia.nic.in/)

Pharmacy Council of India (PCI): For regulation of pharmacy education and practice.
(https.//www.pci.nic.in/)

Ministry of Health and Family Welfare (MoHFW): For broader health policies and
context. (https://mohfw.gov.in/)
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