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1982 MARKETING PLAN.

1. Overview.

2. Objectives.

3. Blbod éags.

4. Koate.

5. Plasbumin.

6. Other‘producté.

7. Recruitment4and Training.
é. Supporting Activities.

9. Grape Sheets.

10.Summary.
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1. OVERVIEW.
1981 has pfOVed to be a difficult yYear for Cutter Laboratories,
largely due to factors outside our control, i.e.
1.1. Delay in receipt of Cutter Blood Bag licence, received
in March. Product hold up in Canada and non-availability
of product prevented commencement of trials in -
Regional Transfusion Centres until June 1981.

1.2 Continued delay in obtaining Plasbumin licences.

1.3" Koate quality problems, coupled with adverse publicity
concerning quality problems with Humanate, the pirate
Koate product sold by Speywood Laboratories.

1.4 Continuing difficulties in obtaining sufficient Koate

in required potencies to support increased sales
activities. ' »

1.5 Continuing supply problems with Tuta Blood Bags and
lack of inventory.

Nevertheless, we feel we have established the Company very
firmly in the eyes of both customers and competitors and that -
we are now well placed to achieve our ambitious plan for 1982.

|
All of the markets we operate in will continue to be extremely
competitive and price will continue to be of major significance.

The major factor which could seriously affect our plans and
subsequent performance concerns the proposed introduction of
the Travenol I.Pp.P. “Wedge pack". During 1982 the N.H.S. will

¢ undergo re-organisation in that the area level of management
will be phased out.  The organisation will then consist of about
250 District Management Teams within the existing regiams. The:e
will undoubtedly be changes concerning contracting but we do
not anticipate any adverse effects on our business activities.
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2. OBJECTIVES.
2.1 To achieve or exceed sales of 5.017 m dollars.
2.2 To achieve or exceed profit of 128,000dollars.

2.3 To achieve or exceed sales by product line as follows:-

1. Tuta blood bags 1.386 m dollars.
2. Cutter blood bags - 1.670 m dollars.
3. Koate. ‘ 1.235 m dollars.
4. Plasbumin. 0 637 m dollars.
5. Other products. 0 08% m dollars.
2.4 To hire and train the following personnel :-

1. Salesman. : Quarter two .

2.  Salesman. Quarter three.
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3. BLOOD BAGS.
3.1. Objectives.
3.2 Codes.

3.3. Market information.

3.4 CoﬁpetitiOn.
3.5 Stategy.
3.6 Periodicities.

3.7 Planning assumptions.
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3.1 Objectives;
A. Tuta bags.

1. Meet or exceed,budget:of 1.366million dollars

2. Increase market share in Scotland from 85% to
90 & +

B. Cutter Bags.

1. Meet or exceed budget of 1.672 million dollars

C. Sebra.

1. Achieve market penetration at all centres with
Sebra products.

BAYP0000019_073_0006



3.2. CODES.

A. Tuta Blood Bags.

Page no. 5

1982 Budget

1981 Estimate SBE SBE %

SBE's Units SBE's Units

'000 '000 '000 '000
Single- 95 95 16 104 104 17
Double 334 192 66 376 188 62
Triple 102 34 17 114 38 19
Misc. 4 4 1 11 11 2
Totélr 585 325 100 605 341 100
$'000
Sales 1272 1,386
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B. Cutter Blood Bags.

1982 budgeted sales :-

Singles
Doubles

Triples

SBE's
'000

32

456

162

12 |

SBE %

70

25

100

Units
'000

32

228

54

Iz |

Page no. 6

1161.0

424.0

-1,670
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PRI

Page no. 7

3.3. Market Information.

The U.K. market consists of those centres detailed in tables
(1) and (2) with estimated 1982 collections. Centres in
England and Wales are dominated by Fenwal although during
1981 Biotest have established a foothold in some centres |

and are currently supplying up 50 % of requirements in some
smaller centres.

The Lewisham centre in S.E. London remains 100% Tuta. Centres
-in Scotland are dominated by Tuta with Fenwal having 15% of

the business. Biotest have recently established a small foothold
in Scotland at the expense of Fenwal.

The central market issue is the I.P.P. or Travenol " wadge pack”
and its proposed introduction in the Autumn of 1981. A number
of Regional Transfusion Directors remain firmly opposed to its
introduction and we are currently engaged in legal correspond-
ence with the D.H.S.S. concerning the legality of this proposed
move. Outside of this issue, centres are moving steadily
to a greater use of red cell concentrates and more complete
component therapy teaching at hosp1ta1 level. It is ’
expected that in 1982 most centres in England and Wales will
adopt the code-a~-bar labelling system.
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Table . (1)

TOTAL DONATIONS OF BLOOD : ENGLAND AND WALES.

CENTRE

REGION

Page no. 8

ESTIMATED :NO. ESTIMATED %
OF DONATIONS CUTTER SALES
1982 ('000) =
Newcastle Northern 145 70 (C) 48
Leeds Yorkshire 145 70 (C) 48
Sheffield Trent 165 -
Cambridge. East Anglia. 95 45 (C) 47
Edgware N.W. Thames. 200 -
Brentwood N.E. Thames. 170 =
Lewisham and :
Canterbgry. S.E. Thames. 300 60 (T) 20
Tooting. S.W. Thanmes.
Southampton Wessex. 95 25 (C) .26
Oxford. Oxford (135 35 (Q) 26
Bristol S. Western | 194 45 (C) 23
Birmingham W. Midlands 220 - :
Liverpool Mersey 130 24 (C) 18
‘Manchester N. Western 200 -
Cardiff Wales :RTC Cardiff 100 -
TOTAL : 2294 374 16
N.B.: C = Cutter Blood Bags.

=3
i

Tuta Blood Bags.
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Table (2)

TOTAL DONATIONS OF BLOOD

: SCOTLAND.

CENTRE

Glasgow
Edinburgh

Dundee.

Aberdeen

Inverness

TOTAL ¢

REGION

West.
South Eastf
East
North East.

North

ESTIMATED NO.
OF DONATIONS

ESTIMATED
CUTTER SALES

Page no. g

1982 ('000) <

150 136 (T) 91

80 80 (T) 100

35 25 (7) 71

35 25 (T) 71

15 15 (m) 100
261

315

1

BAYP0000019_073_0011
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Table (3)

SUMMARY

- TOTAL ‘DONATIONS OF BLOOD

England / Wales

Scotland

TOTAL:

ESTIMATED NO.
OF DONATIONS
1982 ('000)

2,294

315

2,609

P

~

'ESTIMATED . %
CUTTER SALES

374

281

5 |

16

90

25
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3.4 COmpetition.

1. Fenwal

Remain the dominant market leader with 85 - 90 % of

total U.K. business. They are able to provide a

complete service and range of products. Their

involvement is so complete that some Regional Transfusion

Director's have reacted to this "overkill® and would be
»Aa hbppy to use an equivalegt alternative system. |

2. Biotest.

Launéhed their bag in the Autumn of 1980 and have established
a firm base by merely being available, despite problems

at centre and hospital level caused by the necessity to
change established systems and procedures.

3. Terumo .

Rumours persist concerning the introduction of a Terumo
.~3 ' product but no concrete evidence is currently available.

4. Others.

Potential home based manufacturers continue to show interest,
the most active of which is a Scottish based international
Company, C.J. Coates Ltd. This Company have taken over the
devélopment commenced by I.C.I., and under their " New
Ventures Department " will continue to receive full co—oner-
ation from the D.H.S.S. to establish a U.K. manufacturing

- facility.
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3.5. Strategies.

A.

Tuta éags.

Regular servicing of the Scottish market will continue.
Because of cost, streamlining of systems and personnel
changes, it is expected that Tuta dominance in Scotland

~ will increase during 1982. wWe will continue to give

the necessary support and we expect that our

established contacts will enable us to increase our
business;4 The Lewisham sub-centre continues to have
severe flnanc1al problems and we expect to provide 100%
of their 1982 requirements, despite Fenwal efforts to }
obtain this account. It should be noted that in ‘some
centres, particularly Lewisham and- Edlnburgh there is
currently a move to using more singles and fewer doubles
because of system changes.

On a national level we intend to obtain a greater share
of the hospital laboratory blood bag market by empha3151ng
the cost ang packaging benefits of the Tuta system.

The Scottish market will remain the responsibility of
Brian Dyos with support from the Sales Manager and the
Northern Sales‘Representative when required. All
representatives will spend time selling the Tuta bag at
National hospital level.

BAYP0000019_073_0014
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B. Cutter Blood Bag. ) .

‘It is our objective to firmly establish the Cutter bag in
the U.K. market during 1982. Account selection and trials
are now underway and initial response has been excellent.
We intend to provide an all-round service to a number of
selected centres. We will be emphasising the unique
benefits of the Cutter systenm including the tamperproof

donor needle and administration ports.

The centres chosen to form the basis of our 1982 result are:-

- Leeds ‘ ' Trial in progress. e
Cambridge. » Trial in progress. ’
Newcastle. Trial commences August 1981.
 Bristol Liverpool. ) Trials to be arranged in

Oxford, Southampton. ) quarter three/four of 1981.

Other centres will be considered as we become more aware of
the political situation and any changes which would benefit
us‘

It is our intentibn to sell the Sebra system at each centre
and at hospital level. The main sales responsibility for ;
the Cutter bag will be Barry Barber's with support from

Brian Dyos. The sales representatives, with responsbility

at present for Koate, will.also be involved where necessary,
and will s211 the bag. at nospital level where appropriate.

I
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3.7 Planning Assumptions. :

l‘

Availability of Tuta bags to sﬁpport sales objectives
and enable a good inventory to be built and maintained.

Introduction of Cutter code~a-bar labelling, to support
efforts in centres where this system already exists.

Cutter bag, CPD-A anticoagulant admended licence,
{
early 1982.

. The availability of Sebra equipment.

That the Travenol I.P.P. does not become firmly
established.

BAYP0000019_073_0016



4.1

4.2

4.4

4.5

KOATE.

Objectives.

Codes.

Market informatipn.
Competition.
Str;tegy.
Qeriqdicty.

Planning assumptions.

Page no. 16

BAYPO0000019_073_0017



e e e e bt o

Page no.17

4.1, Objectives.

Sell nine million I.U.'s at a.s.p. of 7p per i.u.
(equivalent to 13.72 cents)

4.2 Codes.
650 - 20 6.0 million i.u.
650 - 30 , 2.0 million i.u.
/650 - 50 | : . 1.0 million i.u.

4.3 Market Information. : {

Total usage of commercial A.H.F. is estimated now (July 81)
at 37.5 million i.u.'s within the British Isles. Estimated .
snares of the commercial companies are as follows:-

Armour 41.4 %
Immuno 21.3 %
Travenol 16.7 %
Cutter 13.2 3
Alpha 7.4 %

See also table (7 )

of the 37.5 million i.u. some 40 % is contracted on a yearly
or two-yearly basis by individual Regional Health Authorities.
‘Most authorities contract with at least two companies but some
contracts are single-sourced.
. : ' . . 1
During the next two years the National Health Fractionation
facilities in England and Wales plan to expand product of
A.H.F. concentrate from about 15 million i.u. to 30 million
~i.u. Their success in achieving this very much depends on
proposed changes in Regional Transfusion Centre plasma

BAYP0000019_073_0018
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collection procedures involving the Travenol " wedge pack "
being implemented and on fractionation capacity béing
expanded. It is felt that while the supply of N.H.S.
concentrate will increase, the 30 million i.u. target by
1983 is over-ambitious. It is expected that during the
next two years the use of Cryoprecipitate will continue to

[y

decrease.

Consequently, while some Regions will receive increased amounts
of N.H.S. A.H.F. concentrate and their demand for commercial

A.H.F. may fluctuate, that overall, the demand for commercial
A.H.F. will show'a steady increase.

Total number of centres. ' 117 -

Total number of patients. . ‘ 4500

Total number of patients on home treatment 1200

A.H.F. conc. usage level per H/T patient. 25,000 i.u. per annum.

Tables (5) and (6) demonstrate our increasing level of
business ‘and number of buying accounts - 1981 over 1980.
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Page no. 21
4.4.‘Comgetiton.

1. Armour ‘ -
——— e

Are the firm market leaders and have a dominant position
with Regional contracts. Their strength in some Regions
is such that blds offering A.H.F. concentrate at prices
under-cutting them by over 1.0 P per i.u. have failed to
take the contract away from them. They have recently
expressed concern about the falling’price level. Tﬁéy
defend their contracts strongly and attempt to break -those
they are not on. At smaller centre level where price

is not so important they have a very étrong ioyalty built
up over five yearsrwith regular sales activity. Heavy
financial support is provided to major users.

2. Imhuno.

Have become very aggressive over the last 12 months and
have undercut both Armour and Travenol to obtain new
A.H.F. business. They have National coverage with about
eight sales people selling a broad based’product line
including P.P.F., Albumin and diagnostic products.

3, Travenol.

Hemofil marketing appears to be controlled from Europe.
Their market share has recently fgllen. They appear
content with a small number of major users who are
financially supported and who appear committed to adverti-
sing the benefits of Autoplex. To brevent further market
share loss they have had to reduce the price of Hemofil.

4. Alpha.

Have only one U.K. representativé. Prepared to cut price
below 6.0 p per i.u. to obtain business. At present this
strategy has not produced any business géins.f Major supplier

¥ to Newcastle and Hospital:for Sick Children, London. However
this activity will ensure current low price level is
maintained for some time.

BAYPO0000019_073_0022
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4.5, Strategy.

1. Major Accounts.

All major accounts will continue to be subject to
intensive sales activity. Funds have been budgeted
to allow for support in those centres where it is
necessary to obtain a major share of the business.

Table (7) shows all regions with details of contracts,

present suppliers, price and our 1982 marketing target. . o

Supporting Activities.

Harold Booklets Harold's secret.

Let Harold do it.
Harold takes a date.

Poster series. .Series of three.

Tape/Slide programme.

Heredity and Haemophilia
Inside a Bleeding Joint.

World Federation of

Haemophilia Booklets. = Series of seven.
Echo magazines. : Limited number to key
: centres.

Service Programme.

Exercise programme.
Infusion record book .
Reconsititution Chart.
Home care pack.

Meetings.

Support/involvement at :-

a.
b.
c.
d.

Hospital/centre meetimgs. Staff and patient training.
Haemophilia Society Meetings.

National and International Meetings.

Haemophilia Nurses Association.

BAYP0000019_073_0023
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1981 : : :
Region. bzggﬁggéaq Current Major ~4 price Contract 1982\ﬁﬁ%? c £ ?
Sf AHF S Isuppliers/Contractoy period keting objf- omment. ;
; . ective, 5
Yorkshire. . {l1.2million Armour 7.2-7.8 No contract 0.5 millioh Major account,Leeds :
: ) ; our current offer 6.8p 5
Northern. 4.0 " Cutter/Alpha 6.75-7.0 | " " 2.0 " Protection ~ Newcastle.
Wales. 2.0 " All companies. 6.8 + " " 1.0 " Major account - U.H.
Wales—developing
Wessex 3.25 " Travenol/Armour/ 7.0 " " 0.25 "
: Immuno.
S.E. Thames (5.00 " Travenol/Armour/ 7.0 }‘8-31“ P.5 " Only 40% to be contracted
: Immina ‘ 31.7.81
S.W. Thames |0.75 " Armour 7.0 + No contract -
Mersey. 1.5 " Armour/ Immuno. 7.0 + 1.9.80 - 0.5 " Contract reviewed each
31.8.81 year.
Oxford. 4.0 " Cutter / Armour 7.2 + 1.7.80 - .0 " Protection.
31.6.82 :
N.E. Thames. |4.2 " Armour/Immuno. 7.0 1.4.81 - 2.0 "
31.3.82
Anglia 0.1 " Armour 7.5 No contract =
S. Western 1.0 " Cutter/all others. |6.5-7.5 1.8.81 -
31.7.82
N.W.Thames .75 " Immuno. 6.8 1.7.81 =~
30.6.82
W Immuno/Travenol "
Trent. 1.8 Armour /Speywood. 7.2 + No contract. pP.8
N.Western. 2.5 " Travenol/ITmmuno/ 7.0 + X " P.5 "
~ Armour. M _
. o ' 1.8.81 - o
W.Midlands 2.5 Armour. 7.0 31.7.82 . %
Scotland. 0.75 " Armour/Cutter. 6.8-7.0 |No contract. D.25 w
‘ o
i o
Misc. 2.2 R
p.35 " N
37.3 10.65

AN
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5. Pricing.

During quarter 4, 1980 the average market price moved downwards
from 8.0pto 7.2 - 7.5p During the first six months of 1981, some
of our competitors have quoted below 6 p on contracts and 6.0 p_
for non contract volume business.' Armour have indicated that they
are keen to raise the overall price level but with Immuno, Alpha
and ourselves keen to increase market sharethe current lower
prices could persist well into 1982, Whatever price changes occur
we will defend our recently acquired increase in business with

all the tools at our disposal including price where necessary.
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4.7. Planning Assumptions.’ i

1. A minimum of 6.0 million i.u. Koate'in 10ml vials with
potency in range 240 - 260 i.u. to be available as per

submitted forecast and provided - end of year inventory
“is achieved as planned.

Cesedt b e

2. No major"product reactions”

3. No'"pirate" Koate available in U.K.

BAYPO0000019_073_0027



. 5. Plasbumin.

5.1 Objective.
5.2 Codes.

5.3 Market information.

5.4 Competition.
5.5 Strategy.
5.6 Planning assumption:s ‘

5.7 Periodicity.

Page no. 27
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5.1 Objective.

Sell product - value £ 325,000 (637,000 dollars)

3-2 Codes Budgeted Units
5 % 685-20 50 ml 5,800
685-25 250 ml ‘ 7,200
685-27 500 ml 1,800
20 % _ 683-20 50 ml 3,000
' 683-71 100 ml : 1,000
25 % : 684-16 20 ml 900
' 684-20 50 ml 2,400

684-71 100 ml | 600

5.3 Market Information.

Estimated'market’-'ﬁ‘l.s - 1.8 million. ( $3.0 - 3.7 m)
Currently gharedq by Immuno and Travenol on an estimated
60/40 split.

- N.H.S. products are distributed via Regional Blood Trans-

fusion centres similar to distribution of F. VIII concentrate
produced by N.H.S.

Major hospital accounts are supp%ementing N.H.S. supply
by up to 3,000 bottles per year ={ to 400 ml of
4.3 % P.P.F.) ' '

Major uses are :-

Volume replacement/expander. 4
Burns. ‘

. Plasmapheresis - Therapeutic, Replacement.
. Renal units.

B> W N
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5.4 Competition.

1. Immﬁno
{
Currently are very aggressive in pricing. Supply 400 ml
4.3 % P.P.F. to replicate N.H.S. product. Also supply
20 % solution. Have secured a number of major accounts

(100 bottles per month)on an annual basis, at prices below
qu% £ 1.50 per g. of albumin. At present gaining market share
' from Travenol. :

2. Travenol.

Supply 20 % and 5 % solutions. Have very recently (JuneBl)
introduced a 400 ml bottle of 5% to combat Immuno sales
pitch in the P.P.F. market. Have good support in ‘areas
where they have traditional all-round support for

f. VIII concentrate and blood bags.

3. Kabi

Have licences but are not marketing product.

4, Armour.

Known to be awaiting Albumin product licences. Have well
established Hospital and Therapeutics sales force.

BAYP0000019_073_0030



R T R

Page no. 30

5.5. Strategy.

1. Launch

It is our intention to immediately contact all known
purchasers of commercial Albumin solutions. We are
currently préparing/up-dating our information bank.:
Prior to launch an action plan will be produced detailing
all buying accounts and detailing sales reéponsibilities.

2. Letter.

All major hospital pharmacy departments will be informed
by letter of the availability of Cutter Plasbumin
solutions.

3. Pricing.

It is our intention to be very competitive to gain business
from{Travenol and Immuno. Our lowest budget price equates
to £ 1.30 ( $ 2.64 ) per G of Albumin. ’

BAYP0000019_073_0031
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5.6, Planning Assumptions.

1. Award of 1icences for 5 % and 25 % by mid- November 1981.

Thls date has regressed by over 12 months and it is

now very important that we have the licences if we are
to achieve our ambitious 1982 objective.

BAYP0000019_073_0032
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6. OTHER PRODUCTS.

6.1. General.
6.2 Strategies.

6.3 Competition.

6.4 Action Plans.
{

6.5 Assistance required from Cutter International.

6.6 Periodicity.
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Disposable Equipment.

General.

1982 will primarily be a period for an evaluation of both the
U.K. disposables market and of the Cutter product range, in
order to isolate the products which should be actively‘prgmdted.
This applies particulaly to the revised product line from:

'Calgary and the items from the new Korean facility. Until ﬁhe
‘decision'is made to hire a salesman whose priority would be

disposables, emphasis will be diven to those products purchased
on an annual tender basis and requiring minimum sales back up.

‘Hence, Saftiwing is the only product budgeted for in 1982, but

introductory sales of Interface, leg bags and transmission sets
may also be achieved.

6.2 Strategies.

1. Market entry

Saftiwing is to be launched in quartersthree and four of
1981 to establish the product for 1982.

- 2. Market.

Total market is estimated at 2.5 million units :-

National Health Service 2.25

Independent hospitals, other 0.25
2.50

P ]

(N o
The N.H.S. market consists of 90 Area Health Authorities who
buy between 10,000 and 80,000 units on an annual tender basis,

plus Scotland which has one central contract.
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The independent hospitals, with the excep tion of the Nuffield
Trust hospitals, each have their own buying arrangements.

3. Objectives.

f'Unit sales

Dollar sales

Gross margin

4. Pricing.

Market prices range from 40 cents to 60 cents. The budget is
prepared on the assumption that our average selling price will

be 40 cents, but higher4prices in certain areas are expected.

Competition.

Abbott is the market leader with up to 80% of the market. A ,
number of other companies with cheaper'products account for the

remainder.

Action Plans.

1. Assumptions.

i )  Market penetration in quarters 3/4 of 1981.

ii) Successful tenders achieved in 1981, indicating
acceptability of product to N.H.S./other customers.

iii) Product must be viewed by potential customers as a
reasonable alternative to Abbott's Butterfly, with
the price advantage swinging the buyer's preference
to Cutter. :

'S

Page no. 35

228,000 ( representing approx 9.0 per
cent of market )

~

$ 89,000

$ 22;000 ( approx 25 per cent margin)

e« Sh i o i - ————

rove—
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.

2. Compete aggressively for tender business.

‘Up to 100 separate contracts are to be tendered for over the
year.

3. Emphasize.good stockholding, supply factors.

i

4. Compete for non-contract business at the independent hospitals
and other sales outlets. '

6.5 Assistance Required from Cutter International.
1 Peribdic updates on the progress of Saftiwing in other markets.

~ customer objections.
= customer preferences for competitors' products.

2. Audio visual material.

3. Literature, market studies.

BAYP0000019_073_0037
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7. RECRUITMENT/TRAINING.

7.1 Time Budget.

Type of Account = Number Calling ' Total calls

) freguencx.
Blood Transfusion 15 monthly ' .180
centres ( England &
Wales)
| Major Haemophilia
Centres. 30 monthly : 360

District Gen.Hospitals t
/Haemophilia centres 250 : two monthly 1500

TOTAL CALLS REQUIRED : | 2040

With 210 selling days per salesman and covering two accounts
per day this requires five salesmen.

gfhy 7.2 Proposed Organisation 1982.

Managing Director
| S

i , G
Office Manager Sales Manager
| e |
! | s | , | o o
Secrétary Fin/Admin. Salesman Salesman Salesman Salesman

(in post) Assistant (in post) (in post) (1.1.82) (1.7.82)
(1.1.82) :

" 7.3 Recruitment.

r ‘ [
1. Terms and conditions of employment.
( as per attached 7.3.1) :

2. Action plan.
( attached 7.3.2)

-
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4. Profile4- Selection of sales representativesg(7:3,4y
5. Outline pfoduct training course. ( 7.3.5)
6. Further training.
1. Aibumin training for new/existing salesmen to be
e incoporated in Training course for new salesmen,

January 1982. Assistance will be requested from
International for this.

2. Existing sales force is all Xerox P.S.S. trained.
New salesmen will attend this course if not
attended during last two years.

3. Continued field training

4. Training element to be incorporated in all sales
meetings. : ‘

5. Specific course to be selected on individual basis
in line with individual needs and overall objectives:

BAYP0000019_073_0040
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JOB DESCRIPTION Page no. 41

. JOB TITLE : Salesman ' 02. LOCATION : Central England
. DIVISION : : 04. DATE :
. JOB HOLDER : 06. REPORTS TO : B.J. Barber.

o POSTION IN ORGANIZATION:

Managing Director

| ' :

[ . — :
Acdountant/Administrator Sales ﬁanager.
/ - ) T T
= ! : Salesman ‘Salesman Salesman

Secretary

.. MAIN PURPOSE :

To sell Cutter Blood Products and Blood Bags.
To achieve sales target and other planned objectives in accordance with
sales and marketing policies. ‘ ’

) f’§kIEs :

1l.To sell the products within the defined territory.
2.To meet or exceed quarterly sales target. '
3.To develop and implement journey and call plans to maximise sales.

4.To utilise his time in the best way possible to achieve the maximum
amount of direct selling time. : :

5.To sell the products whenever and whenover possible within the
defined territory, in such a manner to properly illustrate the key
features and customer benefits. ' ‘

6.To report his activities on a weekly and monthly basis on the forms
provided. '

7.To maintain comprehensive records of his activities with existing and
' potential customers. 1 R

8.To fully understand the products and their applications.
{
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10. CONTACTS AND COMMUNICATIONS :

1. Attend sales meetings, seminars, exhibitions etc. as.detailed

by management.

2. Communicate by telephone, letter and report with management .

Page no. 42

11. JUDGEMENTS/DECISIONS :

" %Judgements : Individual account approaches.

Decisions : Call and route planning.

|

12. SKILLS AND EXPERIENCE:

Professional salesman/trainee.

Science oriented education.

;f?”

13. OTHER INFORMATION :

T S - - - o - . - - - — -

TS N i e e - - T - T — - - -

Managing Director.

v - — - ————— - -
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MAN PROFILE FOR SELECTING REPRESENTATIVES

- Page no.43

ylicants name
1@ Address

»
.

_ephbne

Highest poss score=HPS

Lowest suitable score =

LSs

POINTS

HPS

LSS | RATING

First impression . Likeability & magnestism

Good manners and dignity
Constructive aggressiveness
Personality and appearance

e L0 N

10

Under 25 or over 45
From 30 to 45

-~ From 25 to 30

Education

Left school early-no further
training.

Left school early-continued
training. :

Good general education -

0 levels plus.

Health

- Looks weak and unfit.

Had serious 1llness - now
recovered.
Looks in fairly good health

Looks extremely fit.

)N

Family background

Single,Divorced,Widowed or

-seperated-no dependants.

Same as above- but dependants.
Happily married-no children
Happily married -children

W N

Sales History.

i

No sales experience.
Some sales experience.

At least 2 years sales experienc

Highly experienced sales
person. -

b
2

W
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POINTY HPS |LSS TING
Financial. "'No car,no hduse, no reserves 1 *
Car, but no house, or capital. 2
House but no car or capital. 3
House, car and reasonable
reserves. ' 4 4 2
Speech. Talks poorly-cannot hold interest| 1
Talks reasonably well. 2
Talks very clearly and :
convincingly. 3 3 2
Loyalty. Speaks badly of previous _
employers. 1
Does not speak badly of previous
Employers. 2
Speaks well of previous employers 3 3 2
Military - None-& no satisfactory explanatiod 1
eéxperience. - - As private/or explanation. 2
As NCO v 3
Commissioned officer. 4 4 2
' ; ) {
- Ability to sell ©Poor - makes no attempt. 1
himself. - Tries - but is very weak. 2 :
Quite good & could be trained. 3
Excellent in every way. 4 4 3
- Number of jobs  None. 1
held in last Over five. : 2
10 years. - - Three to five. 3
- One to two. 4 4 3
. Motivation Wants outdoor job meeting people 1
No positive objectives. S 2
Wants to earn more money. 3
Wants a career 4 4 3
» Future developm- Poor. 1
ent possibilities. Fair 2
: Good 3
Excellent. 4 4 2
Highest possible total score. 58
Lowest suitable total score. 34
K 7 $ -
Grand total scored by this applicant.
Sales Manager ( Signed )
Managing Director ( Signed)
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7.3.5 OUTLINE PRODUCT TRAINING COURSE ( ONE WEEKS DURATION )

Blood Components.
Piasmapheresis.
Blood ~ Donor to Recipient.

History.

Haemophilia.

ihheritance.
Classification.

U.K. Blood Products Market - Introduction.

FILM : Blood Component Therapy

Koate.

~ Plasbumin.
Blood Bags.

Other products.

Organisation of the Haemophilia Centre,
g Selling Koate. :
g _ Pricing.
— Contacts,

Contracts.

Support Programme.

FILM: The Natural Human Resource.

Competition- Review/comparison.
Factor VIII

Albumin,

Blood Bags.

[ [} 1
Cascade sequence.

Extrinsic/InﬁrinSic Coagulation.
Haemostasis. :

Factor VIII Antigen.
BAYP0000019_073_0046
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Von Willebrands Disease.

Inhibitors
Laboratory Assay.

FILM : Fraction v Product .
U.K. Blood Product Market.

Current Issues.
N.I.B.S.A.C.

Territory Organisation.
Reporting.

Administration.
1982 Objectives.
Management of bleeds.

Prophylaxis.
Home Treatment.
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SUPPORTING ACTIVITIES.

8.1 Sponsorship.

8.

.2

5

‘Advertising/Literature.

Our planned sales result for 1982 represents a 66 %
increase over our estimated 1981 result. We are well
aware of the challenge this represents and that in
addition to the product group strategies outlined, it will
be necessary to provide support for a number of existing
and potential major accounts. To this end, $ 42,000,has
been budgeted to be spent on supporting research work,
organised via Cutter International, and supportlng

travel to 1nternat10nal meetlngs and congress.

;pecxal Promotions.

$ 10,000 has been budgeted for exclusive Cutter symposium.
It is ant1c1pated that these will involve mainly the blood
bag area.

Samgles

$ 15,000 has been al&ocated The major expenditure will
be with the Cutter Blood Bag, but some samples of
other product groups will be necessary.

| Meetings/Exhibitions.

We intend to attend the followxng meetings :-

I.5.B.T. - Budgeted.
A.A.B.B. - Los Angeles

In addition to attending small’local exhibitions we will
exhibit at the British Society of Haematologlsts meeting
and provide travel assistance for guest speakers at this
meeting.

1 : 1
No major journal advertising will be undertaken and we will
continue to rely with minor exceptions, on literature

'provided by International.
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9. GRAPE SCHEDULES. - o

i

9.1 Total sales and Grépe.
9.2 Tuta Blood Bags.

9.3 Cutter Blood Bags.

9.4 Koate.
9;5 Plasbumin.
9.6 Thromboscreen.

9.7 saftiwing.
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Page no. 56

10. SUMMARY.

In our plan we have detailed a number of assumptions. In summafy,
the most 1mportant are :- '

1. That the Travenol I.P.P. " Wedge pack" is not introduced
to any great extent. It's wholesale introduction could
be disasterous for Cutter Blood Bag sales and would also
impact adversely on Koate sales.

2. We are able to increase our Tuta Blood Bag inventory to.

support our planned major business gains.

3. We are able to obtain a consistent supply of Koate in the
potencies required in our market.

4, That no further supplies of pirate Koate are dumped in our
market.

5. That we obtain licences for 5 % and 25 % by December 1981.

6. That out planned increase in manpower is approved.
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