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BUSINESS PLAN

BUSINESS PLAN FOR THE ESTABLISHMENT OF THE PHARMACEUTICAL COMPANY "ANDIJANPHARM"



1. Project Summary
General Information

The project aims to establish a pharmaceutical company specializing in the production and sale of
medicines and medical products. Given the growing demand for quality pharmaceuticals, "AndijanPharm"
will focus on developing innovative products that meet international safety and quality standards.

Project Goals and Objectives

The primary goal of the company is to meet the local market demand for effective and affordable medicines
while expanding into the export market with competitive products. To achieve this goal, the company plans
to:

e Establish a modern pharmaceutical production facility that complies with GMP (Good
Manufacturing Practice) standards.

e Develop a product line that includes both traditional and natural medicines.

e Build strong partnerships with pharmacies, medical institutions, and distributors.

e Actively develop a marketing strategy, including digital sales channels and medical exhibitions.

e Ensure strict quality control at every stage of production.

Key Competitive Advantages

e Utilization of modern production technologies.

e Focus on both traditional and organic medicines.

e Compliance with international quality and safety standards.

e Flexibility in adapting to market changes and customer needs.

e Well-developed logistics infrastructure for effective supply to regional and export partners.

Market Prospects and Project Justification

The pharmaceutical market in Central Asia continues to grow actively, driven by population growth,
increased awareness of medical treatments, and government programs to develop healthcare.

e Growing demand: Analysis shows that demand for affordable and high-quality medicines in the
region is increasing by 8-10% annually.

e Export potential: Neighboring countries such as Kazakhstan, Kyrgyzstan, and Tajikistan require
imported medicines, making export a promising direction.

e Government support: Uzbekistan actively promotes domestic pharmaceutical manufacturers
through tax incentives and subsidies.

Financing and Investment
Exchange Rate Used: 1 USD = 13,000 UZS
The launch of production requires a significant investment, allocated as follows:

e Purchase and installation of equipment: 26,000,000,000 UZS

e Rental and construction of production facilities: 6,500,000,000 UZS
e Licensing and certification of products: 3,900,000,000 UZS

e Marketing campaigns and brand promotion: 2,600,000,000 UZS

e Employee payroll fund (first year): 10,400,000,000 UZS

e Working capital and raw material procurement: 6,500,000,000 UZS



Total initial investment required:

2. Business Description

Location: Andijan City

3. Market Analysis

Target Audience

organic medicines.

Competition Analysis

55,900,000,000 UZS

Company Name: "AndijanPharm"

Legal Structure: Limited Liability Company (LLC)
Main Products: Pharmaceutical drugs, vitamins, medical products

Pharmacies: Retail chains, independent pharmacies, and online pharmacies.
Medical Institutions: Hospitals, clinics, private medical centers.
End Consumers: General population, patients with chronic diseases, people seeking natural and

Competitor HStrengths HWeaknesses

Local Pharmaceutical||Established market  presence,|[Limited innovation, lack of organic

Companies government support product lines

International High-quality products, globall|Higher  prices, complex import

Pharmaceutical Brands expertise regulations

Generic Medicine . . I Lower consumer trust compared to
Affordable pricing, wide availabilit .

Manufacturers P & Y branded medicines

Online Pharmacies

Convenience, broader reach

Regulatory  challenges,
counterfeit risks

potential

Market Trends
Trend HDescription Hlmpact on Business Strategy
Increasing Demand for||Growth of population and||Focus on cost-effective production and

Affordable Medicines

awareness of healthcare needs

pricing strategies

Manufacturing & Quality Control

with global standards

Rising Interest in Natural &||Consumers seeking herbal and||Development of a dedicated organic
Organic Products chemical-free alternatives product line
Adoption of Innovative||Demand for stricter compliancel/Investment in advanced production

technologies and GMP certification

4. Marketing Strategy

[ )
e Promotion:

(o]

Pricing Policy: Competitive prices based on market conditions and production costs.

Advertising in local media, social networks, medical portals




o Participation in medical exhibitions and forums

o Collaboration with doctors, medical institutions, and distributors
e Distribution Channels:

o Direct sales to pharmacies and medical institutions

o Online sales via own website and marketplaces

o Distributor networks and regional representatives

5. Operational Plan
Production Capacities:

e Renting or building production facilities

e Equipping with necessary machinery

e Certifying production in compliance with international standards (GMP)
Personnel:

e Hiring qualified specialists: pharmacists, technologists, sales managers, marketers
Production Process:

e Recipe development

e Product testing

e Strict adherence to quality standards

e Licensing and production control
Required Licenses and Permits:

e Pharmaceutical activity license

e Sanitary-epidemiological certificate

e Drugregistration

e Technology usage approval

e Occupational safety and environmental permits

6. Financial Plan

Capital Expenditures (CAPEX)

‘Expense ltem HAmount (UzS)

[Equipment purchase 126,000,000,000

‘Facility rental and construction H6,500,000,000

‘Licensing & certification 3,900,000,000

[Marketing & promotion 12,600,000,000
‘Initial inventory and raw materials||6,500,000,000
[Total CAPEX l45,500,000,000

Operational Expenses (OPEX) (Annual)




‘Expense ltem HAmount (Uzs) ‘
ISalaries and wages 110,400,000,000 |
|Utilities and maintenance  ][2,600,000,000 |
[Raw materials procurement  |/6,500,000,000 |
IMarketing and distribution  |[2,600,000,000 |
|Other expenses 1,300,000,000 |
[Total OPEX 123,400,000,000 |
Revenue Forecast

‘Year HRevenue (UZS) ‘

|15t Year  |32,500,000,000 |

2nd Year  |[58,500,000,000 |

3rd Year  |[91,000,000,000 |

Cash Flow Projection (UZS)

‘Year HRevenue HOPEX HNet Cash Flow ‘

|1t Year |[32,500,000,000][23,400,000,000/9,100,000,000 |
|2nd Year|[58,500,000,000|[24,500,000,000]34,000,000,000]
13rd Year |91,000,000,000||26,000,000,000][65,000,000,000]

Breakeven Point Calculation

e Fixed Costs: 26,000,000,000 UZS

e Variable Cost per Unit: 65,000 UZS

e Selling Price per Unit: 130,000 UZS

e Sales Volume for Profitability: 400,000 units

1e10 Breakeven Point Achievement Over Time
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CONCLUSION

In Uzbekistan, there is a significant prevalence of diseases affecting mortality rates and the overall health
of the population. Below is statistical data on major disease categories:



‘Disease Category HPercentage of Total Deaths ‘
‘Cardiovascular diseases H55.5% ‘
‘Respiratory diseases H9.6% ‘
‘Neoplasms (tumors) H8.0% ‘
‘Accidents, poisoning, and injuries HS.S% ‘
‘Digestive system diseases H4.1% ‘
‘Infectious and parasitic diseases H1.4% ‘
‘Other diseases H15.9% ‘

The highest proportion of newly diagnosed diseases is attributed to respiratory diseases, affecting 13,000
out of every 100,000 residents.

Source: stat.uz

This data highlights the urgent need for the development and production of effective medicines for the
treatment and prevention of the most common diseases in the country. Investing in the pharmaceutical
industry, specifically targeting these disease categories, appears to be highly relevant and in demand.

The pharmaceutical industry in Uzbekistan is experiencing a phase of rapid growth, driven by rising
demand, government support, and an increasing focus on innovation. "AndijanPharm" is strategically
positioned to capitalize on these trends, offering high-quality and affordable medications tailored to local
and export markets. With an investment of 55.9 billion UZS, the company is set to establish a GMP-certified
production facility, ensuring compliance with international quality standards. The business model is
designed for scalability, with a focus on cost-efficiency, innovation, and sustainability. Financial projections
indicate a breakeven point within three years, supported by strong revenue growth from 32.5 billion UZS
in the first year to 91 billion UZS by the third year. Operational costs remain well-managed, ensuring long-
term profitability and stable cash flows. By leveraging a diverse product portfolio, strong partnership
networks, and an emphasis on digital marketing and direct sales, "AndijanPharm" will secure a competitive
edge in both domestic and regional markets. With a commitment to quality, affordability, and customer
trust, this venture is poised to become a key player in the Central Asian pharmaceutical industry.


https://www.stat.uz/ru/press-tsentr/novosti-goskomstata/29933-o-zbekistonliklar-eng-ko-p-qaysi-kasallik-bilan-kasallanmoqda-2

