White Paper

Transforming Pricing Strategies
With Al

How Vamstar Al is Transforming the Generics Industry.



Introductory Statement

This white paper synthesises insights from multiple case studies to identify and examine the challenges
faced within the Generics industry, explore current methodologies in action and outline the emerging need

for innovative, Al-driven pricing strategies.

In today’s generics pharmaceutical market, companies face growing pressures from competitive bidding
environments, fluctuating supply chains, and stringent regulatory landscapes. Traditional pricing models,
reliant on historical data and manual decision-making, are no longer sufficient to meet the demands of a
dynamic, price-sensitive industry. These challenges are amplified in the tendering process, where the ability

to balance competitiveness with profitability becomes crucial.

As a result, generics manufacturers are increasingly looking towards technology and Al to optimise their
pricing strategies, streamline tendering workflows, and improve their win rates while maintaining margin
integrity. This white paper explores how Vamstar’s Al-driven Pricing Co-Pilot is revolutionising the way
generics manufacturers approach pricing. By integrating advanced machine learning algorithms, Vamstar
enables pharmaceutical companies to predict market behaviours, optimise price points, and adapt quickly

to changing tender requirements.

In this paper, we will analyse the current limitations of pricing strategies in the generics industry, assess the
urgent need for a paradigm shift, and illustrate how Vamstar's Al-powered solutions offer an efficient and

scalable path to enhanced profitability and competitive success in tendering,.

H2



Table of Contents

[l Executive Summary

1 Introduction

[1 Current State Analysis

[1 The Need for Change

[1 Introducing Pricing Co-Pilot

[1 How the Pricing Co-Pilot Works

[] Benefits of Implementation

[1 Implementation Process

[1 Addressing Concerns and Objections

[1 Conclusion and Next Steps

ﬁzvamstar

H#3



Executive Summary

In today's highly competitive generics market, pricing strategies can make or break a company's success.
This case study examines the transformative potential of Vamstar's Al-powered Pricing Co-Pilot solution for

a leading generics manufacturer facing challenges in tender pricing and bid optimisation.

Key Findings

= Current manual pricing processes result in significant revenue loss and margin erosion.

= Vamstar's Pricing Co-Pilot has demonstrated a 5% to 80% improvement in win rates and 6-30%
improvement in margin profiles across various markets.

= Implementation of the Al solution has shown to prevent €0.8Mn revenue loss on a single molecule within

one market.
This comprehensive analysis presents a compelling case for adopting Al-driven pricing strategies to

enhance competitiveness, optimise revenue, and ensure sustainable growth in the challenging generics

market.

Introduction

The generics pharmaceutical sector is crucial for global healthcare by providing affordable alternatives to

branded medications and increasing availability of essential treatments.

Nevertheless, the industry faces distinct challenges, particularly in terms of pricing and securing contracts
in highly competitive markets. The performance of a company in tenders and requests for proposals (RFPs)

has a direct impact on 95% of revenues in the generics industry.

Overview | Generics Industry Landscape

The generics industry operates in a complex environment characterised by significant challenges.

Generics Industry core challenges:

= Intense price competition: With multiple manufacturers producing identical products, price often
becomes the primary differentiator.

= Regulatory pressures: Stringent quality standards and price controls impact profit margins.
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= Market volatility: Fluctuations in raw material costs and currency exchange rates affect pricing strate-
gies.
= Supply chain complexities: Many generics companies rely on imported products, adding another layer

of complexity to pricing decisions.

Challenges in Pricing & Bidding for Tenders

Tender processes are a critical component of the generics business model, especially in the European and

Asian markets. However, several challenges plague the current approach to pricing and bidding;:

= Lack of data-driven decision making: Many companies rely on historical knowledge and "gut feel" rather
than comprehensive market analysis.

= Inconsistent pricing strategies: With local teams often responsible for pricing decisions, there can be
significant variations in approach and outcomes across different markets.

= Difficulty in balancing win rates and profitability: Companies struggle to find the optimal price point
that maximises both tender wins and profit margins.

= Limited market insights: Without advanced analytics, it's challenging to identify and capitalise on market
trends and competitor behaviours.

= Time-consuming manual processes: Traditional methods of analysing historical data and formulating
bids are labour-intensive and prone to human error.

= Inability to quickly adapt to market changes: Rapid shifts in market dynamics or competitor strategies
can render historical data obsolete.

= Over reliance on individual expertise: When pricing decisions depend heavily on the knowledge of a few

key individuals, companies risk losing critical insights if these employees leave.

These challenges often result in suboptimal outcomes, including:

= Lost revenue due to overbidding.
= Reduced profit margins from underbidding.
= Inconsistent performance across different markets and product lines.

= Missed opportunities to capture market share.

As the generics industry continues to evolve and face mounting pressures, it's becoming increasingly clear that
traditional approaches to tender pricing are no longer sufficient. The need for a more sophisticated, data-driven

approach is evident.

In the following sections, we will delve deeper into the current state of pricing processes, examine the potential for

improvement, and explore how Vamstar's Al-powered Pricing Co-Pilot solution can address these challenges and

drive substantial improvements in both win rates and profitability.
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Current State Analysis

To fully appreciate the potential impact of an Al-driven pricing solution, it's crucial to examine the current
pricing and bidding processes in detail. This analysis will highlight the limitations and pitfalls of the tradition-

al approach.

Detailed Examination of Current Pricing and
Bidding Processes

These steps outline the typical process for pricing and bidding in tenders, as indicated by the information

provided:

= Historical Data Review: Local teams examine past tender results and pricing data.

= Discount Analysis: They look at discounts offered in previous bids, often without a systematic approach
to analysing their effectiveness.

= Pricing Assumptions: Based on this limited historical view, teams make assumptions about appropriate
pricing for the current tender.

= Gut-Check Decision Making: Final pricing decisions are often based on the intuition or "sense check" of
one or two individuals with market experience.

= Bid Submission: The decided price is submitted for the tender without a data-driven validation process.

In order to showcase this process, let's review the information for a top player (Company A) in the Italian
market for a specific product in one country over a 3-year timeframe, with a total opportunity space of €15

million.
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Current State of a Tender Waterfall

Total Tenders Tender Wins with Wins with
Tenders  Participated Won 10% 20% and
difference above
between 1st difference
and 2nd place between
first and

second
Source : Vamstar Ltd. place

Chart A visually represents the company's current performance in
tendering for a single molecule in one market, indicating the amount
of potential revenue still available.

Limitations and Pitfalls of the Current Approach

1. Limited Data Utilisation: World 4.6%
Asia Pacific 5.1% Europe 4.2% Middle East & Africa 5.0% North America 4.1% South America 6.2%

The current process relies heavily on historical data without incorporating broader market trends or compet-

itor analysis. This narrow focus can lead to missed opportunities and suboptimal pricing decisions.
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2. Inconsistent Decision Making:

With pricing decisions often left to the discretion of individuals, there's a high risk of inconsistency across
different tenders and markets. This can result in unpredictable performance and difficulty in identifying
best practices.

3. Lack of Precision in Pricing;:

Company A's data reveals that their generic tactics often result in subpar revenue generation. This implies
that the company frequently drives prices down aggressively to win deals, but this comes at the expense of
potential profits.

4. Inefficient Use of Resources:

The manual process of analysing historical data and making pricing decisions is time-consuming and prone
to human error. This inefficiency can lead to slower response times and missed opportunities in fast-moving
markets.

5. Limited Ability to Optimise Across Price Ranges:

The data in Chart A illustrates different levels of performance in various price categories. Without advanced
analysis tools, it is hard to effectively optimise pricing strategies for each segment, and it is nearly impossible
to do so for the entire portfolio.

6. Difficulty in Predicting Market Behaviour:

The current approach lacks the capability to model and predict market behaviour based on complex
patterns and anomalies in the data. This limits the company's ability to proactively adjust strategies in
response to market shifts.

7. Inability to Leverage Cross-Market Insights:

With pricing decisions made locally, there's limited ability to leverage insights and learnings from other

markets or product lines within the company.
8. Risk of Knowledge Loss:

Relying heavily on the expertise of a few individuals puts the company at risk if these key personnel leave,

potentially resulting in a significant loss of market knowledge and pricing acumen.
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9. Challenges in Maintaining Margin Profile:

The data shows that the generic approach results in a lower percentage of revenue earned out of total

potential. This indicates difficulties in maintaining desired margin profiles across all bids.

10. Missed Optimisation Opportunities:

As shown in Chart A, there's significant room for optimisation. The current approach leaves money on the
table (even at the current win-rate and cost-base), with potential for a 25% improvement in bidding price for
the first place and further optimisation potential up to the second place price.

These limitations highlight the need for a more sophisticated, data-driven approach to pricing and bidding in

tenders. In the next section, we'll explore why change is necessary and how an Al-powered solution can

address these challenges.

The Need for Change

The limitations of the current pricing approach, coupled with evolving market dynamics, underscore the

urgent need for a paradigm shift in how generics companies approach tender pricing and bidding,

Market Pressures & Competitive Landscape

The generics industry is facing increasing pressures that make optimised pricing more critical than ever:

1. Intensifying Competition: With more players entering the market, especially from emerging economies,

price competition is becoming fiercer.

2. Regulatory Changes: Evolving regulations around pricing and reimbursement in many markets are

squeezing margins.

3. Supply Chain Volatility: Recent global events have highlighted the vulnerability of supply chains, impact-

ing costs and availability.
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4. Technological Advancements: Competitors adopting advanced analytics and Al are gaining a competitive

edge in pricing strategies.

5. Increasing Tender Complexity: Many tenders now involve multiple criteria beyond just price, requiring

more sophisticated bidding strategies.

Potential Revenue Loss & Margin Erosion

The data provided illustrates the significant financial impact of suboptimal pricing strategies. This chart

clearly demonstrates the potential improvements with an Al-assisted approach.

37 37

Chart B: Al’'s Potential to Prevent Revenue Losses

€245 €325

Total Tenders Tenders Won Wins with 10% or Wins with greater Revenue captured
Participated less difference than 10% (€EMn)
between 1st and difference between
2nd Place 1st and 2nd place

M current Approach
B With Al Pricing Co-Pilot Source : Vamstar Ltd.
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Noted Improvements

4‘«
I 80%
I B Increased Win Rates

By incorporating Al into the approach, there is the potential to significantly enhance the success rate, with
the possibility of surpassing 80% from the current 30%, depending on the model and optimisation needed,

ultimately leading to a significant market share increase.

@ :HgécI:/Zr Revenue

The Al-assisted approach could boost revenues by €0.8Mn to €3.25Mn from €2.45Mn, a 32% increase.

- N (o)
= 16%
Improved Bidding Efficiency
The Al approach - with the Vamstar model selected by the customer - wins more tenders (14 vs 12) and

generates higher margins, indicating optimal pricing.

Long-term Implications of Inaction

Failing to adopt more advanced pricing strategies could lead to several negative outcomes:

1. Eroding Market Share: As competitors adopt more sophisticated pricing strategies, companies relying on

traditional methods may find themselves consistently outbid or operating at unsustainable margins.

2. Declining Profitability: The data shows a potential for significant revenue uplift (€0.8Mn for just one
molecule in one country alone). Multiplied across an entire product portfolio, the cumulative loss from

suboptimal pricing could be substantial.

3. Missed Growth Opportunities: Without the ability to accurately predict market behaviour and optimise

bids, companies may miss out on opportunities to expand into new markets or product lines.

4. Inefficient Resource Allocation: Continuing with manual, time-consuming pricing processes diverts

valuable resources from other strategic initiatives.
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5. Loss of Competitive Advantage: As the industry evolves, companies that fail to leverage data and Al in

their decision-making processes risk falling behind more technologically advanced competitors.

6. Increased Vulnerability to Market Shocks: Without robust, data-driven pricing models, companies are

less equipped to quickly adapt to sudden market changes or supply chain disruptions.

The Opportunity for Transformation

While the need for change is clear, it also presents a significant opportunity. By adopting Al-powered pricing

strategies, generics companies can:

1. Optimise Revenue and Margins: As demonstrated by the potential €0.8Mn revenue uplift for a single

molecule in one market, there's substantial room for financial improvement.

2. Enhance Competitiveness: Improved win rates (from 30% to over 80% depending on the model chosen
and the level of desired optimisation between margins and revenue) can lead to increased market share and

stronger market positioning,

3. Make Data-Driven Decisions: Moving away from gut-feel pricing to data-driven strategies can lead to

more consistent and predictable outcomes.

4. Improve Operational Efficiency: Supporting much of the pricing process can free up valuable time for

strategic thinking and market analysis.

5. Gain Market Insights: Advanced analytics can provide deeper insights into market trends and competitor

behaviour, informing broader business strategies.
In the next section, we'll explore how Vamstar's Pricing Co-Pilot solution addresses these challenges and

capitalises on these opportunities, providing a pathway to transforming pricing strategies in the generics

industry.
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Pricing Co-Pilot

To address the challenges and capitalise on the opportunities identified, Vamstar has developed the Pricing
Co-Pilot, an Al-powered solution designed specifically for the generics industry. This innovative tool leverag-
es advanced machine learning and deep learning algorithms to optimise pricing strategies and improve

bidding outcomes.

The Opportunity for Transformation

While the need for change is clear, it also presents a significant opportunity. By adopting Al-powered pricing

strategies, generics companies can:

1. Optimise Revenue and Margins: As demonstrated by the potential €0.8Mn revenue uplift for a single

molecule in one market, there's substantial room for financial improvement.

2. Enhance Competitiveness: Improved win rates (from 30% to over 80% depending on the model chosen
and the level of desired optimisation between margins and revenue) can lead to increased market share and

stronger market positioning.

3. Make Data-Driven Decisions: Moving away from gut-feel pricing to data-driven strategies can lead to

more consistent and predictable outcomes.

4. Improve Operational Efficiency: Supporting much of the pricing process can free up valuable time for

strategic thinking and market analysis.

5. Gain Market Insights: Advanced analytics can provide deeper insights into market trends and competitor

behaviour, informing broader business strategies.
In the next section, we'll explore how Vamstar's Pricing Co-Pilot solution addresses these challenges and

capitalises on these opportunities, providing a pathway to transforming pricing strategies in the generics

industry.
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Pricing Co-Pilot: Features & Capabilities

The Pricing Co-Pilot is a comprehensive solution that integrates Al, machine learning, and deep learning to
develop predictions based on patterns within data, including both direct win-loss data and supplementary
data across markets. It's designed to work alongside human expertise, enhancing decision-making rather

than replacing it entirely.

m@ Predictive Analytics

The system uses deep neural networks to analyse historical data and

predict market behaviour, enabling more accurate pricing decisions.

&) Multi-factor Analysis

Beyond just historical pricing, the Co-Pilot considers a wide range of
factors including market trends, competitor behaviour, supply chain

dynamics, and regulatory changes.

©Zo Real-time Market Intelligence

The system continuously updates its models with the latest market
data, ensuring that pricing recommendations are always based on

current market conditions.

ey

Scenario Modelling

Users can run "what-if" scenarios to understand the potential

outcomes of different pricing strategies before submitting bids.

[ﬂﬁMargin Optimisation

The Co-Pilot is designed to find the optimal balance between win

rate and profitability, maximising overall financial performance.
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Customisable Risk Profiles

Companies can set their own risk tolerances, allowing the system to

tailor its recommendations to align with corporate strategy.

%User—friendly Interface

Despite its complex underlying algorithms, the Co-Pilot presents
information in an easily understandable format in MS-Excel,

facilitating quick decision-making,

Integration Capabilities
The system can integrate with existing ERP, CRM, and

Price/Revenue Management systems, ensuring seamless data flow

and minimal disruption to current processes.




Pricing Co-Pilot lllustrated

Toillustrate the functionality of the Pricing Co-Pilot, please scroll through the flowchart below.

This flowchart demonstrates the cyclical nature of the Pricing Co-Pilot, where each bid outcome feeds back
into the system, continuously improving its predictive capabilities.

Data Input

Data
Pre-processing

Competitor Behaviour Data

Supply Chain Data Regulatory Information

Historical Win-Loss Data Market Trends Data

Deep
Learning
Model

fbﬁ Predictive %
illfe}

Analytics

Pricing
830 Recommendations

RRA

4@ Out
Adjustments Required Approved DE’D Tr:;:l?i:qge

™ -
oy Scenario

Bid Submission
oo Modeling




Benefits of Implementation

Improved Win Rates

As evidenced by the data in Chart B, the Pricing
Co-Pilot can increase win rates from 30% to over
80%, depending on the level of desired optimisation

between margins and win-rates.

Margin Protection

By finding the optimal price point, the Pricing

Co-Pilot helps maintain or improve margin profiles.

Time Efficiency

Automating much of the analysis and prediction
process frees up valuable time for strategic

decision-making,

@ Revenue Optimisation

The system has demonstrated the ability to prevent

€0.8Mn revenue loss on a single molecule (Chart
B).

@ Consistency Across Markets

The Al-driven approach ensures consistent pricing
strategies across different geographical markets

and product lines.



Risk Management .

The ability to model different scenarios helps
companies better understand and manage pricing

risks.

© Competitive Advantage

arly adopters of this technology can gain a
significant edge in the highly competitive generics

market.

To further illustrate the potential impact,
let's examine the optimisation potential
as shown in Chart C:

Optimisation Potential: With Pricing Co-Pilot

Optimisation achieved
on 1st phase of Scope for further
implementation. optimisation

‘ At full volume,

this equates to

> 6.21% 2 an additional
' €1.6 Million

in revenue and a

) 30.21%4

30% optimisation
in bid pricing.
ChartC
Source : Vamstar Ltd.

Company A’s Submitted Pricing Submitted Pricing
Bidding Price Recommended Which Achieved Which Achieved
Pricing 2nd Place 3rd Place
Pricing Co-Pilot (Pricing Co-Pilot) (Taken after final results) (Taken after final results)
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Optimisation Potential - Continued

The previous chart (Chart C) clearly illustrates the significant optimisation potential:

1. Current First Place Bid: €9.40

2. Optimised Bid with Pricing Co-Pilot: €12.24 (30.21% increase)
3. Second Place Price: €13.00

4. Third Place Price: €13.50

The Pricing Co-Pilot enables a 30.21% increase in the bidding price while still maintaining the winning position.
This represents a substantial revenue and margin improvement opportunity. Furthermore, there's additional
optimisation potential up to the second place price, potentially allowing for even greater revenue gains without

losing the tender.

In the next section, we'll delve deeper into the technology and methodology behind the Pricing Co-Pilot,

explaining how it achieves these impressive results.

The Underlying Technology

66

To fully appreciate the value
of the Pricing Co-Pilot, it's
crucial to understand the
underlying technology and
methodology that powers
its predictive capabilities.

99

Praful Mehta,
CEO, Vamstar
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Deep Dive into the Technology

The Pricing Co-Pilot leverages state-of-the-art deep learning models, specifically deep neural networks, to
analyse complex patterns in historical and real-time data. Here's a breakdown of the key technological

components.

« Deep Neural Networks

These are sophisticated machine learning models inspired by the
human brain. They consist of multiple layers of interconnected

nodes, allowing them to learn and represent complex, non-linear

relationships in data.

::;; Reinforcement Learning
.‘ag,. The system employs reinforcement learning techniques to
N °

continuously improve its predictions based on the outcomes of

previous bids.

m Natural Language Processing
q NLP algorithms are used to extract relevant information from

E unstructured data sources such as tender documents and market

reports.

Methodology

The Pricing Co-Pilot follows a sophisticated methodology to generate its pricing recommendations:

1. Data Collection:

The system aggregates data from various sources, including;:
o Historical tender data (win/loss, pricing, volumes)

o Market intelligence reports

o Competitor pricing information

o Economic indicators
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o Regulatory updates
o Supply chain updates

2. Data Preprocessing;:
Raw data is cleaned, normalised, and structured for analysis. This step includes handling missing values,

outlier detection, and data standardisation.

3. Feature Engineering:
The system creates relevant features (up-to 400+ features) from the raw data that can serve as inputs to the
predictive models. This might include derived metrics such as price elasticity, market share trends, or

seasonality indicators.

4. Model Training;:
Multiple deep learning models are trained on the preprocessed data. These models learn to predict various

outcomes, such as the probability of winning a tender at different price points and the expected revenue.

5. Prediction Generation:
For a new tender, the trained models generate predictions across a range of potential bid prices. These

predictions include:

o Probability of winning
o Expected revenue
o Projected market share impact

o Potential competitor responses

6. Human Review:
The system presents its recommendations to human experts, who can review, adjust, and approve the final

bid price.

7. Bid Submission:

Once approved, the bid is submitted to the tender.

8. Outcome Analysis:
After the tender results are known, the system analyses the outcome, comparing its predictions to the actual

results.

9. Model Refinement:
Based on the outcome analysis, the models are fine-tuned to improve future predictions. This continuous

learning process ensures that the system becomes more accurate over time.
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Data Inputs and Outputs

- Historical tender data (price, volume, win/loss)

- Market share data

— Competitor pricing and strategy information

— Economic indicators (e.g., currency or inflation rates)
- Regulatory information

—Supply chain data (e.g., prod. costs, inventory levels)

Data Inputs

—Product lifecycle information

Recommended bid price =

Probability of winning at different price points -

Expected revenue and profit margins -

Risk assessment -

Sensitivity analysis (how outcomes change with small price adjustments) -

Competitor response predictions =

sindinQ ejeq

To illustrate the impact of the
Pricing Co-Pilot, let's examine the
data from Chart D.

€15M €15M

M current Approach
B With Al Pricing Co-Pilot

€245m €325M €2.70M
€155M

el N
.

Total Tenders Value of Tenders Won Wins with 10% or Wins with greater
Participation Value less difference than 10%
between 1st and difference between
2nd Place 1st and 2nd place Source : Vamstar Ltd.
Chart D
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Al Can Capture over 200% more
value than traditional methods in
the same tenders.

This chart reveals several key insights:

1. Improved Value Capture: While the Vamstar Co-Pilot wins slightly more tenders (based on the level of

optimisation selected), it captures significantly more value - greater than 200%.

2. Strategic Win Distribution: The Co-Pilot's primary goal is to capture greater value in bids, evident from the

significant increase in total value obtained with less than a 10% difference between the top two winning bids.

3. Risk Management: The Co-Pilot reduces exposure to high-risk, low-margin wins, as shown by the lower

number of wins in the >10% price difference category.

4. Overall Efficiency: Despite winning slightly higher tenders, the Co-Pilot generates €3.25Mn in revenue

compared to €2.45Mn for the generic approach, a 32% improvement.

These results demonstrate the Pricing Co-Pilot's ability to not just win tenders, but to win the right tenders at

the right prices, maximising overall value for the company.

In the next section, we'll explore the benefits of implementing the Pricing Co-Pilot in more detail, including

case studies and success stories from various markets.

ﬂvamstar
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Benefits of Implementation

The implementation of Vamstar's Pricing Co-Pilot offers numerous benefits that directly address the chal-
lenges faced by generics companies in today's competitive market. Let's explore these benefits in detail,

supported by data from our case studies and success stories.

Improved Win Rates
A key benefit of the Pricing Co-Pilot is its ability to significantly boost tender

win rates. Our data shows a clear improvement, with win rates increasing
from 30% before implementation to a more optimized level, enhancing reve-
nue without compromising margins. This leads to greater market share and

revenue potential.

Optimised Pricing and Margins

The Pricing Co-Pilot doesn't just win more tenders; it wins them at optimal
prices, protecting and often improving margin profiles. Let's revisit the
optimisation potential we saw earlier:

ChartC

Optimisation achieved
on 1st phase of Scope for further
implementation. optimisation

| &
L 30.21% 2

Company A’s Al Submitted Pricing Submitted Pricing
Bidding Price Recommended Which Achieved Which Achieved
Pricing 2nd Place 3rd Place
Pricing Co-Pilot (Pricing Co-Pilot) (Taken after final results) (Taken after final results)

Source : Vamstar Ltd.

This chart demonstrates how Pricing Co-Pilot optimises bid pricing:
1. Without the Co-Pilot, the company bid at €9.40.
2. With the Co-Pilot, the bid was optimised to €12.24.

3. The 2"-place bid was €13, showing room for further optimisation.
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This optimisation represents a 30.21% increase in bid price while still

winning the tender, directly translating to improved margins & revenue.

Data-Driven Decision Making

The Pricing Co-Pilot transforms the tender bidding process from one based
on intuition and limited historical data to a comprehensive, data-driven

approach.

This shift brings several advantages:

1. Consistency: Decisions are based on a standardised set of data points and
algorithms, reducing variability across different markets or product lines.

2. Objectivity: The Al-driven approach reduces the impact of personal biases
or incomplete market knowledge.

3. Comprehensive Analysis: The system considers a wider range of factors
than humanly possible, including subtle market trends and competitor
behaviours.

4. Real-Time Adaptability: The Co-Pilot can quickly adjust to new market

information, allowing for more agile pricing strategies.

Efficiency and Resource Allocation

Implementing the Pricing Co-Pilot significantly reduces the time and
resources required for pricing decisions:

1. Automated Analysis: The system can process vast amounts of data and
generate pricing recommendations in a fraction of the time it would take a
human team.

2. Scenario Modelling: The Co-Pilot can quickly model multiple pricing
scenarios, allowing teams to explore various strategies efficiently.

3. Focus on Strategy: By automating much of the data analysis and predic-
tion process, the system frees up valuable time for strategic decision-making

and market analysis.

Risk Management

The Pricing Co-Pilot enhances risk management in several ways:

1. Probability Assessment: For each potential bid price, the system provides
a probability of winning, allowing for more informed risk-reward decisions.

2. Margin Protection: By optimising bid prices, the system helps protect

%Z vamstar 126



against margin erosion in highly competitive tenders.
3. Market Impact Analysis: The Co-Pilot can predict the potential market
share and competitive impacts of different pricing strategies, helping to

avoid unintended negative consequences.

Competitive Advantage

Early adopters of Al-driven pricing strategies gain a significant competitive

advantage:

1. Faster Response Times: The ability to quickly generate optimised bids
allows companies to respond more rapidly to market opportunities.

2. Improved Market Intelligence: The system's continuous learning provides
ever-improving insights into market dynamics and competitor behaviours.
3. Strategic Pricing: The ability to fine-tune pricing strategies for different
market segments or product lines allows for a more nuanced and effective

competitive approach.

Long-Term Financial Impact

The cumulative effect of these benefits translates into substantial long-term
financial improvements as shown in the chart below.
In a declining market, Al can generate an additional €3.2Mn by optimising the

bidding corridor for a single molecule over 5 years.

20
15

10

2023 2024 2025 2026

M Total Market (with 8% current annual erosion), €Million
B With Pricing Co-Pilot (Additional Capture), €Million
M Current Total Value Capture, €Million
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Implementation Process

Implementing the Vamstar Pricing Co-Pilot is designed to be a smooth and efficient process, minimising
disruption to ongoing operations while quickly delivering value. Here's a detailed look at the implementation

process and the resources required.

Timeline and Phases

The typical implementation timeline for a pilot program is 6-9 weeks, broken

down into the following phases:

1. Phase 1: Data Collection & Preparation (3 week)
Gather historical tender data, market information, and competitor insights.

Clean and structure data for system ingestion.

2. Phase 2: Model Training & Validation (2 week)
Train the Al models on the company's specific data.

Validate model outputs against known historical outcomes.

3. Phase 3: User Training & A/B Testing (2 week)
Train key users on the system.

Run the Pricing Co-Pilot in parallel with existing processes for comparison.

4. Phase 4: Go-Live & Performance Monitoring (2 weeks)
Fully deploy the Pricing Co-Pilot for live tender bidding,

Monitor performance and make necessary adjustments.

Resource Requirements

The implementation process is designed to be resource-efficient, requiring

minimal input from the client company:

1. Personnel:
—-0ne project manager (part-time commitment)
—0ne local country expert (approximately 5 working days total)

—Key users from the pricing and tender teams (for training and feedback)

ﬂvamstar
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2. Data:

— Historical tender data (preferably 2-3 years)
— Market intelligence reports

- Vamstar datasets

— Competitor pricing information (if available)

3. Time Commitment:

- Kickoff meeting: 2-3 hours

— Weekly status meetings: 1 hour per week
— Training sessions: 2-3 hours per key user

- Final review and go-live decision: 2-3 hours

Integration with Existing Systems

The Pricing Co-Pilot is designed to integrate seamlessly with existing ERP,

CRM, and Price/Revenue Management systems.

This integration ensures:

1. Real-time data flow: The latest market and tender information is always

available to the Al models.

2. Consistent data usage: All departments work with the same, up-to-date

information.

3. Streamlined workflow: Pricing recommendations can be easily incorpo-

rated into existing tender response processes.

Change Management

Successful implementation of the Pricing Co-Pilot often requires some

degree of change management.

To facilitate this, Vamstar provides:
1. Executive briefings: To ensure leadership understanding and buy-in.

2. User workshops: To address concerns and demonstrate the system's

value.

3. Ongoing support: A dedicated support team to assist with any issues

post-implementation.
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Pilot Program Structure

For companies looking to validate the Pricing Co-Pilot's effectiveness before

full deployment, we recommend a structured pilot program:
1. Scope: Select 1-2 key markets or product lines for the pilot.
2. Duration: 3-6 months, depending on tender frequency.

3. Success Metrics: Define clear KPIs such as win rate improvement, reve-

nue increase, and margin enhancement.

4. Parallel Running: Continue existing processes alongside the Co-Pilot for

direct comparison.

5. Regular Reviews: Conduct monthly performance reviews to track

progress and address any issues.

Scaling Up

After a successful pilot, scaling up to full implementation typically involves:

1. Expanding data inputs to cover all relevant markets and products.

2. Training additional users across different departments and regions.

3. Refining Al models based on broader data sets and user feedback.

4. Integrating the Pricing Co-Pilot into standard operating procedures for all

tender responses.

By following this structured implementation process, companies can quickly
begin realising the benefits of Al-powered pricing optimisation while mini-
mising disruption to their existing operations. The scalable nature of the solu-
tion ensures that as more data is collected and the models are refined, the

performance improvements will continue to grow over time.
In the next section, we'll address common concerns and objections that

management teams often have when considering the adoption of Al-pow-

ered pricing solutions.
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Addressing Concerns & Objections

When considering the adoption of an Al-powered solution like the Pricing Co-Pilot, management teams often
have valid concerns and objections. Addressing these proactively is crucial for successful implementation

and adoption. Let's explore some common concerns and provide detailed responses.

Data Reliability and Trust ‘ ‘

How can we trust the output
of an Al system?
Our market is unique

and complex. ’ ’

1. Customised Training: The Pricing Co-Pilot is trained on your company's specific historical data combined

with curated market data, ensuring it understands the nuances of your market.

2. Continuous Learning: The system continuously updates its models based on new data and outcomes,

improving accuracy over time.

3. Transparency: The Co-Pilot provides explanations for its recommendations, allowing users to understand

the factors influencing each decision.

4. Validation Process: During implementation, we run a parallel testing phase where the Al's

recommendations are compared to actual outcomes and traditional methods.

5. Human Oversight: The system is designed to augment human decision-making, not replace it. Final

decisions always remain with your team.

Balancing Al Recommen- ‘ ‘
-dations with Human Will this system replace our

Expertise experienced pricing teams?
We value their market knowledge.

9
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1. Augmentation, Not Replacement: The Pricing Co-Pilot is designed to enhance human decision-making, not

replace it. It provides data-driven insights to support your team's expertise.

2. Incorporating Human Insights: The system allows for manual adjustments and can learn from these

interventions, incorporating human expertise into its models.

3. Freeing Up Strategic Thinking: By automating data analysis and initial pricing recommendations, the

Co-Pilot frees up your team to focus on higher-level strategy and relationship management.

4. Knowledge Preservation: The system can capture and utilise the knowledge of your most experienced

team members, preserving this valuable asset even if personnel changes occur.

5. Customisable Confidence Thresholds: You can set confidence thresholds for automated decisions,

ensuring human review for any recommendations below these thresholds.

To illustrate how human expertise and Al work together, please refer to our earlier process map.

Return on Investment ‘ ‘

and Cost Concerns This sounds expensive. How can
we be sure it's worth
the investment?

9

1. Clear ROI Metrics: As demonstrated in our case studies, the Pricing Co-Pilot has shown significant
improvements in win rates, revenues, and margins. For example, preventing €0.8Mn revenue loss on a single

molecule in one market.

2. Scalability: The system's value increases as it's applied across more products and markets, with minimal

additional cost.

3. Efficiency Gains: By automating much of the data analysis and initial pricing recommendations, the system

reduces the time and resources required for tender responses.

4. Risk Mitigation: More accurate pricing reduces the risk of leaving money on the table or losing tenders due

to overbidding,.

5. Competitive Advantage: Early adopters of Al-powered pricing gain a significant edge in the market,

potentially leading to increased market share and customer trust.

ﬁEZ vamstar #32



Implementation ‘ ‘

Challenges and Won't implementing a new
Disruption Concerns system disrupt our current
operations?

9

1. Phased Implementation: The 4-9 week implementation process is designed to minimise disruption, with

most of the work done in parallel to existing operations.
2. Minimal Resource Requirements: As outlined earlier, the implementation requires limited time from your
team - primarily one part-time project manager and about 5 working days from a country expert or country

SME (subject matter expert).

3. Seamless Integration: The Pricing Co-Pilot is designed to integrate with existing ERP, CRM, and

Price/Revenue Management systems, ensuring a smooth workflow.

4. Comprehensive Training: We provide thorough training for all key users, ensuring they're comfortable with

the system before full deployment.

5. Pilot Program: For those concerned about widespread disruption, we offer to start with a limited pilot in one

or two markets before full rollout.

6. Dedicated Support: Our team provides ongoing support throughout the implementation and beyond,

quickly addressing any issues that arise.

By addressing these concerns head-on and providing clear, data-driven responses, we can build confidence

in the Pricing Co-Pilot's ability to deliver significant value with minimal disruption.
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Conclusion

This White Paper examined the potential of Vamstar’'s Al-powered Pricing Co-Pilot solution for a series of
leading generic manufacturers facing challenges in tender pricing and bid optimisation. The generics industry
operates in a complex environment with intense price competition, regulatory pressures, and market volatility.
Current manual pricing processes often result in significant revenue loss and margin erosion due to inconsist-

ent strategies, limited market insights, and over-reliance on individual expertise.

Vamstar's Pricing Co-Pilot addresses these challenges by leveraging advanced machine learning and deep
learning algorithms to optimise pricing strategies and improve bidding outcomes. The system has demon-
strated impressive results, including 20% to 40% improvement in win rates and 6-30% improvement in
margin profiles across various markets. In one instance, it prevented €0.8Mn revenue loss on a single mole-

cule within one market.

The implementation process is designed to be smooth and efficient, typically taking 6-9 weeks for a pilot
program. It requires minimal resource commitment from the client company and can be integrated seamless-
ly with existing systems. The solution offers numerous benefits, including improved win rates, optimised pric-
ing and margins, data-driven decision making, enhanced risk management, and a significant competitive

advantage.

While management teams may have concerns about data reliability, the balance between Al and human
expertise, return on investment, and potential disruption to current operations, the case study addresses
these issues comprehensively. It emphasises that the Pricing Co-Pilot is designed to augment rather than
replace human decision-making, provides clear ROl metrics, and offers a phased implementation approach
to minimise disruption. Overall, the study presents a compelling case for adopting Al-driven pricing strategies

to enhance competitiveness and ensure sustainable growth in the challenging generics market.
We look forward to partnering with you on this exciting journey towards data-driven, Al-enhanced pricing

strategies. Together, we can unlock new levels of performance and competitiveness in the challenging gener-

ics market.
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Global Support

+44 (0) 330-133-1383

sales@vamstar.io
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