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Executive Summary 

The summer internship project was to find out about “New Initiatives of Dialysis for FY 20-

21”. The project was under business development domain, and there were six different verticals 

on which the business development team was working on over the course of two months. The 

six different verticals were CSR Consulting companies, Independent CSR Consultants, Public 

Sector Enterprises and Large Public Sector entities (LPSE), Rotary and Lions Club 

International and HDFC 200 Companies.  

The report gives us insights about how healthcare industry, dialysis industry in particular is 

doing currently. What NephroPlus, being the largest dialysis service provider of this country is 

doing to have a leap ahead of the competition and how businesses expand in service industries 

like health care. 

In this report we also discussed what was the approach behind going for business development 

in all six verticals, what is the progress until now and how this project can be taken further. 
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Industry Profile 

1.1 Industry Classification 

 

HEALTH CARE SECTOR 

DIALYSIS SERVICE INDUSTRY 

Healthcare has bec0me 0ne 0f high and biggest sect0rs - b0th in terms 0f revenue and 

empl0yment. The Indian healthcare sect0r is gr0wing at a fast pace because 0f its strengthening 

c0verage, services and increasing expenditure by public as well private players. And als0 in 

the era 0f COVID-19, Indian healthcare industry have expanded exp0nentially. 

Nearly 10% 0f India’s 1.3 billi0n pe0ple suffer fr0m chr0nic kidney disease (CKD) which 

c0mes fr0m End Stage Renal Disease (ESRD), a disease in which the functi0ns 0f the kidney 

sl0ws d0wn leading t0 kidney failure. 0ne 2013 survey f0und that m0re than 15 percent 0f 

urban Indians have the disease, with rates alm0st 50 percent in s0me cities. 

The increase in the number 0f ERSD 0r CKD patients eventually increases the size 0f  Indian 

dialysis market. It increased in value t0 m0re than $150 milli0n in 2012, fr0m $100 milli0n 

in 2007. Indian dialysis is increasing at a rate 0f 31 percent, which is very high if y0u c0mpare 

it with the rest 0f the w0rld. In the US it is 6% and 8% in the rest 0f the w0rld.1 

1.2 Industry structure 

1.2.1 General nature of competition 

LOCAL EXPANSION 

India’s top leaders in healthcare such as Ap0ll0 and F0rtis Healthcare have been 

upping their dialysis centres numbers and expanding their sc0pe 0f dialysis services. In 

2011, f0r example, F0rtis ann0unced plans t0 establish 50 standal0ne dialysis centres 

by 2014. All new set of centres shall feature the best state-0f-the-art techn0l0gy, fr0m 

specialized chairs t0 water test ing in advanced stage. Unclean water has f0rced dialysis 

centres acr0ss India t0 cancelled some of their treatment in the past. Additi0nally, the 

                                                 
1 https://www.pacificbridgemedical.com/publication/high-rates-of-chronic-kidney-disease-lead-to-medtech-

opportunities-in-india/ 
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F0rtis centers will h0ld educati0nal sessi0ns t0 help CKD patients better manage their 

c0nditi0ns. 

FOREIGN COMPANIES IN INDIA 

The increasing rate 0f Chronic kidney disease (CKD) and ERSD eventually led 

to high investments in dialysis sector in India. Fresenius (a German company), f0r 

example, increased its sales by 30% from year 2006. The German firm c0ntr0ls 0ne 

third 0f the dialysis market from foreign companies in India, f0ll0wed by Baxter. 

Nephroplus is eying for the acquisition of Indian operations of Baxter in the near future. 

Smaller f0reign medical device c0mpanies, like Nipr0 Diagn0stics, are experiencing 

d0uble digit gr0wth in their sales of medical equipment which are made in India. 

The challenge far more bigger for these companies is keeping the prices of per 

dialysis sessions low. Because many Indian nationals cannot afford expensive dialysis 

sessions at high rates c0upled with l0w g0vernment reimbursement rates. 

Subsequently, the ever so defined budgets which are small for many public h0spitals 

are subject t0 decrease in the funding by government in the centre. In the month of May 

2013, f0r ex., l0cal plans f0r a public dialysis centre in the s0uthern city 0f Madurai 

had t0 be scrapped after the central g0vernment withheld its funding. 

1.2.2 Economic policy & its impact 

As per the index dated in 2007 by the upper house, that is the Rajya Sabha, the per 

capita inc0me in India is Rs 26434 yearly. The t0tal p0pulati0n is 130 cr0re 0f which 

26%  live bel0w the p0verty line (BPL) where the daily earning is Rs 9, in c0mparis0n, 

the internati0nal standard BPL is more than US $1 per day if we calculate it 

substantially which comes down as Rs.45 per day in Indian currency. By this parameter, 

72% 0f the p0pulati0n in India w0uld be BPL. The g0vernment spends barely US $8 

per capita 0n health with pri0rities m0re 0n infecti0us disease, sanitati0n, nutriti0n etc2 

  

                                                 
2 https://www.ncbi.nlm.nih.g0v/pmc/articles/PMC2845186/ 
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Company Profile – (Part A) 

 

2.1 Introduction 

Nephr0Plus is India’s largest dialysis service netw0rk and als0 8th largest netw0rk in the 

W0rld in terms 0f dialysis v0lume. Starting with the 1st centre in 2010, it has gr0wn every year 

t0 bec0me a Pan India netw0rk 0f 206 centres spread acr0ss 120 cities in 18 States. It currently 

delivers 130,000 dialysis sessi0ns per m0nth f0r 15,000+ Guests. The c0mpany was c0-

f0unded by Mr. Kamal Shah, a person over dialysis for 22+ years, and backed by reputed 

invest0rs like IFC (W0rld Bank venture arm), Bessemer Venture Partners, and SeaLink Capital 

Partners. 

Nephr0plus is differentiated by unwavering f0cus 0n patient centric care, due t0 the c0-

f0under’s unique insights in dialysis care, and its w0rld-class pr0t0c0ls, in-h0use training 

academies, and clinical inn0vati0ns enable them t0 pr0vide the best quality dialysis in India.  

0ver the years, Nephr0Plus has gr0wn t0 be ass0ciated with India’s f0rem0st private healthcare 

brands like Max H0spitals, Medanta, F0rtis Mem0rial Research Institute, Ruby Hall Clinic, 

Jehangir, SPS-Ludhiana and PSRI t0 name a few. They 0perate C0untry’s largest dialysis PPP 

pr0gram with the state 0f Andhra Pradesh and we als0 0perate PPPs with State 0f Uttarakhand, 

0rganizati0ns such as ESIC and few C0al PSUs like Neyveli and Singareni. Further, they 

0perate India’s largest dialysis centre with 100 machines delivering 6500 treatments per m0nth 

at Sri Venkateswara Institute 0f Medical Sciences (SVIMS – Tirupathi). All these partnerships 

have been p0ssible 0nly because 0f 0ur unwavering c0mmitment t0 attain best clinical 

0utc0mes, patient-centric care and 0perati0nal excellence in India. 
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2.2 Products and Service 

Nephr0plus have always given pri0rity t0 the patients (they call them guests) first. The c0mf0rt 

0f guests at Nephr0plus centers is given utm0st imp0rtance. There are wide range 0f dialysis 

services that c0mpany pr0vides s0 that t0 ease the c0mf0rt 0f their guests… –  

1. In-centera Hem0dialysisnjdnjns 

Each center 0f Nephr0Plus has sstate-0f-the-art machines fr0m sw0rld leaders in 

sHem0dialysis. The xc0mpany suse 0nly sbrand new smachines. Their sReverse 

0sm0sis plants sare als0 sfr0m sthe best smanufacturerss in sthe market.s All their 

dialysiss c0nsumablesd are als0s 0f the highests quality. Alls this is t0s ensure that y0ur 

dialysiss sessi0nd iss entirelys risk - free and 0fz the highest qusality as 

p0ssible.aanjkknkk 

 

Figure 1 NephroPlus dialysis centre of Hyderabad 

2. H0me Hem0dialysisdd.ddd 

Hem0dialysisc canc bec d0nec atc h0me t00!c The f0ll0wingc are cthe advantagess 0f 

d0ing Hem0dialysiss atc h0me:eeeeeeeeeeeeeeeeeeee 

 Dialysiss att y0ur 0wni c0nveniencei 

 N0i needi t0i adhere t0i centeri schedulesi andi timingsiii 

 Bei c0mpletelyi independentu 

 Geti betteri dialysisi 

Thei f0ll0wingi arei thei equipmenti Nephr0plusi pr0videi t0i seti upp guest’se 

Hem0dialysiss at h0me –dddddddddddddd  

 Hem0dialysis machineeeeeeeee 

 Reversei 0sm0sis water treatment plantyyy 

 Additi0nalc wiring and plumbingfff 
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0nec maj0r benvefit 0f diaalyzing at h0mee is that y0u can diialyze m0rei frequently 

withi ease. Researchi sh0wsi thati hem0dialysisi, wheni d0nei m0rei frequently, 0ver 

l0ngeri durati0nsi andi m0rei gentlyi 8k is muchk better8 f0r8 thej b0dyv0verall in 

termsd0fob0thosh0rtotermoandol0ngotermo0utc0mes. 

Itoisohardlyopracticalot0 g0 t0oa h0spitalo0r centeroevery day 0fothe weekof0r l0ng 

h0urs. Thiso iso muchoeasier whenod0ne atoh0me. S0, this kind 0f ‘0ptimal dialysis’ 

is muchom0re d0ableoif pe0pleodialyze at h0me. 

3. Perit0nealoDialysis 

Perit0nealoDialysis is a greatotreatmentom0dality, especiallyof0r th0seowh0 want t0 

getotreated atoh0me and canotake g00docare 0fothemselves. 

Nephr0Plusohas tied upowith theomarket leaders in Perit0nealoDialysis t0 

0ffer0w0rld-class, end-t0-end Perit0nealoDialysis Services f0r its patients. The 

c0mpany0realize thatothere is n0 0ne-size-fits-allffappr0achf t0fPD and they will 

cust0mizeotheobestop0ssibleotreatmentoacc0rdingly. 

Perit0nealoDialysisoexchanges are usually d0neeby patients themselves. Patient 

training bec0mes very imp0rtant in this therapy. Nephr0Plus has trained, certified 

clinical c00rdinat0rs wh0 teach patients h0w t0 d0 their exchanges and exit site 

dressings and t0 use aseptic techniques and pr0per hand-washing meth0d t0 ensure that 

they get l0ng years 0f services fr0m their perit0neal cavities. 

4. H0liday Dialysis 

This is f0r the patients wh0 want t0 g0 f0r a h0liday and enj0y the sightseens ar0und 

the c0untry. Nephr0plus arranges everything regarding the dialysis 0n the h0liday 

destinati0n, fr0m cabs t0 h0tels t0 app0intments in their l0cal dialysis centers. 

 

Figure 2 Currently the option of  holiday  Dialysis is available in 11 holiday locations in the country 
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2.3 Who are the Customers 

The cust0mers are th0se wh0 suffering fr0m EndsStagesRenalsDisease (ESRD) End stage 

renalddisease (ESRD) isdthe lastdstage (stage five)e0f chr0nicrkidneyrdisease (CKD). 

This means kidneys are 0nly functi0ning at 10 t0 15 percent 0f their n0rmal capacity. When 

kidneyefuncti0neis thisel0w, theyecann0teeffectivelyhrem0vehtaste 0r excess fluid fr0m 

y0ur bl00d. Kidneys are als0 resp0nsible f0r 0ther functi0ns that supp0rt the b0dy, such 

as balancing electr0lytes and pr0ducing certain h0rm0nes. When chr0nic kidneygdisease 

devel0ps int0 ESRD, dialysis 0r a kidney transplant is necessary t0 stay alive. and require 

dialysis and kidney care. The c0mpany takes a g00d care 0f their patients (they call them 

guests) and have a g00d visi0n and missi0n f0r the c0mpany. 

2.3.1 Vision: 

To enabledpeople on dialysisdacross the worlddlead long, happy and productive lives. 

Current dialysis care in India is plagued by challenges of 

 Unaffordability of treatment - High treatment cost at Hospital run centres 

 Poor Access to treatment - Centres mainly located in major cities 

 Poor Quality of treatment - No standard treatment protocols, Unqualified staff  

NephroPlus seeks to bridge these gaps by its  

 Affordable care - Reduction in cost as we operate at large scale  

 Extensive reach of network – 200+ centres in 120+ cities including tier 2 and tier 3 

cities 

 Qualified Staff And Quality Protocols. Introduction of Zip Kits, 56 Step Dialysis 

process. Only dialysis provider to employ BONENT certified technicians; Runs 

technician training academy ‘Enpidia 

 

2.4 Market and Competition 

Nearlyotenopercent 0f India’s 1.24 billi0n pe0ple sufferofr0m chr0nic kidney disease (CKD), 

a diseaseoinowhichotheokidneyosl0wly l0ses functi0n and fails. 0ne 2013 survey f0und that 

m0re than 15 percent 0f urbanoIndiansohaveotheodisease, with rates alm0st 50 percent in s0me 

cities.h 



 

 

 July 5, 2020 

Asothe number 0foCKD patientsog0es up, s0ohas the sizeo0f the Indian dialysis market. It 

increasedoin valueot0 m0reothan $150 milli0noin 2012, fr0m $100 milli0n in 2007. India’s 

demand f0rodialysis is gr0wingoat a rate 0f 31 percent, c0mparedot0 6 percent in the US and 

8 percentoin the rest 0f theow0rld3 

India’somarket f0r h0meobased care hasountil recentlyobeen quite small, but it is gr0wing. 

M0re and m0re middle class Indians are able t0 aff0rdoaut0mated perit0neal dialysis 

machines, which filter a patient’s bl00d during theirosleep. F0reign medical device c0mpanies 

such as Fresenius and Baxter sell this kind care equipment in India, usually at substantial 

disc0unts t0 patients. These c0mpanies als0 0ffer rental 0pti0ns and graduated payment plans 

t0 finance the initial c0st 0f h0me care equipment. 

In spite 0f the recent gr0wth in h0me care, all but 10 percent 0f dialysis in India still takes 

place in public h0spitals and clinics. H0spitals in large Indian cities purchase m0re than 90 

percent 0f all hem0dialysis machines. This purchasing takes place at the central level, as 

0pp0sed t0 a h0spital by h0spital basis. 

There are a t0tal 0f 3300 h0spitals (private/ g0vernment/ NG0’s/ nursing h0mes and 0ther 

dialysis chains) that pr0vide dialysis in India. Indian healthcare pr0viders such as Ap0ll0 and 

F0rtissHealthcareare increasinge their number 0f dialysis centers and expanding their range 0f 

dialysis services. Nephr0plus h0wever leads the pack with 0ver 200 dialysis centres in the 

c0untry having ab0ut 20% 0f market capitalizati0n f0ll0wed by DaVita and Fresenius which 

have ab0ut 10% market share c0mbined. 

Nephroplus is considering acquiring Indian operations of Davita. 4 

                                                 
3 https://www.pacificbridgemedical.c0m/publicati0n/high-rates-0f-chr0nic-kidney-disease-lead-t0-medtech-

0pp0rtunities-in-india/ 
4 https://www.asianhhm.com/articles/is-dialysis-the-next-big-opportunity-in-indian-healthcare 
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Figure 3 Market Share of Dialysis players in India 

2.5 Financial Performance 

The financial performance of the company is not available for public. The information is 

subject to confidentiality and hence is not disclosed from company as per their norms. 

2.5.1 Pricing 

Actualocosting ofoDialysis 

Consumablescc Rs 350 

Electricityccc Rs 50 

Water, telephone, Insurancexxx Rs10 

Annual Maintenance - dialysis machine RO 

plant, premisesxxx 

Rs 20 

Repairs & wear & tearxxx Rs 20 

Depreciationxxx Rs 100 

Honorarium to nephrologistxx Rs 100-200 

NephroPlus
20%

Private Hospitals
55%

Davita
4%

Fresnious
6%

Others
15%

MARKETFSHARE OF DIALYSISCPLAYERS 
IN INDIA

NephroPlus Private Hospitals Davita Fresnious Others



 

 

 July 5, 2020 

Staff Salaryx Rs 100-200 

Totalx Rs 750-950 

#Interest on capital Expenditure - Variable 
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Project Work – (Part B) 

3.1 Introduction 

3.1.1 Nature of the Problem 

Global dialysis market was valued over $86,000 million in 2016, and is estimated to reach over 

$120,000 million by the end of 2023 registering an average CAGR of around 4% from 2017 to 

2023. Our Asia pacific region alone constitute a CAGR of over 7% from 2017 to 2023. Which 

means there is incredible scope of expansion in our markets. 

Thus, the problem is to establish positive prospects and partnerships in various verticals for 

NephroPlus to expand its dialysis services in the country. 

3.1.2 Objectives of Project 

To expand in different verticals as a part of new initiatives for Business Development under 

dialysis for FY 20-21. 

3.1.3 Expected Benefits 

The expected outcomes/benefits are as follows –  

 Increasing in the number of dialysis centres in the country. 

 Less hassle for people who travel a lot for dialysis which is done twice or thrice a week. 

 Expanding mobile dialysis services in the country. 

 The company will be able to expand its horizon into new verticals through partnerships 

with organizations willing to contribute in healthcare sector. 

3.2 Literature Review 

3.2.1 Burden of CKD in India 

The exact burden of CKD (Chronic Kidney Disease) intIndia still remainsrundefined with only 

limited data from the three population-based studies addressing this issue. 

It is h0ped that the CKD registry, recentlyoestablished by the Indian S0ciety 0f Nephr0l0gy, 

may pr0vide useful epidemi0l0gical data in the future. In the preventi0n studyud0ne in 

Chennai, thetprevalence at the c0mmunity level is 8600 per milli0n p0pulati0n (pmp) in the 

study gr0up and 13900tpmp in the c0ntr0l gr0up. [1] The Sec0ndgstudy fr0m Bh0palgrevealed 

an incidence 0f 151 pmp guffering fr0m enddstage renalodisease (ESRD). The studies say that 
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it is evident given the numberdf0f CKD cases gr0wing in India, there fis a rise indburden 0f 

CKD in India. 

 

3.2.2 State wise RRT of India 

The following situation gives us the zone wise break up of situation of the country 

Zone No of 

Dialysis 

centres 

No. of 

Dialysis 

Machines 

No. of 

dialysis 

per 

month 

Cost of 

dialysis per 

session 

No. of 

transpl

ant 

centers 

No. of 

transplant 

per month 

North 229 1106 50,560 1250 26 85 

South 306 1453 85,440 1100 88 117 

East 108 430 27,050 1350 15 25 

West 175 1000 90,000 1000 37 71 

 

3.2.3 Economics Behind one dialysis sessions 

The table below gives the idea of economics behind dialysis sessions 

Zone Cost of dialysis 

(Rs) per session 

North 1250 

South 1100 

East 1350 

West 1000 

Delhi 1600 

Mumbai 750 

Chennai 1200 

Calcutta 1100 
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3.3 Methodology 

The methodology refers to systematic series of steps, methods or techniques whose used is 

administrated by a process that is superimposed on a whole. 

3.3.1 Verticals for business development 

There were six different verticals of business development which were targeted as a part of 

summer trainee. These six verticals include the top CSR consulting companies of this country, 

International clubs like Rotary and Lions club, Independent consultants and wealth managers 

of High Net worth Individuals of India, PSUs and large private sector entities, religious 

institutions and the something which we spoke of last time, that is the Private companies 

coming under HDFC 200. 

3.3.2 Identification of verticals 

The verticals were identified by the entire business development team. Mr. Rohit Singh who is 

the VP of business development of Nephroplus identified CSR as a field where Nephoplus can 

try to penetrate and get into B2B partnerships. Later the entire team chipped in and the idea 

was, if we are targeting CSR, then we shall do it in every possible angle. That was the agenda 

behind going for expansion of verticals which later added individual CSR consultants and 

Religious institutions. 

3.4 Verticals description 

3.4.1 CSR Consulting Companies 

Corporate Social Responsibility (CSR) is a type 0f internati0nal privatesbusiness self-

regulati0n thatdaims t0 c0ntribute t0 s0cital g0als 0f aaphilanthr0pic, activist, 0racharitable 

nature by engagingdin 0r supp0rtingsv0lunteering 0r ethically-0riented practices. While 0nce 

it wasdp0ssible t0cdescribe CSR as an internal 0rganisati0nal p0licy 0r a c0rp0rate ethic 

strategy,dthat timeshas passed as vari0ussinternati0nal lawsshave been devel0pedsand vari0us 

0rganisati0ns havesused their auth0rityst0 push it bey0ndsindividual 0r even industry-wide 

initiatives. While it has beensc0nsidered a f0rms0f c0rp0rate self-regulati0ndf0r s0me time, 

0ver the last decaded0r s0 it has m0veddc0nsiderably fr0m v0luntary decisi0ns at the level 0f 

individual 0rganisati0ns, t0 mandat0ry schemes at regi0nal, nati0nal and internati0nal levels. 

Companies across the country aredlooking for social initiatives and grassroots partners for their 

CSR projects. Foundations areedlooking to promotedtheir awards/grants anddpartner with 
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NGOs to implement their programs. NGOs spend an average of 250 days a year trying to raise 

funds and garner resources for their programs. This is where these CSR Consulting Companies 

come into picture. 

The CSR Consulting companies provides ascredible platformsand thought leadership to 

enabledNGOs, c0mpanies, d0n0r agencies, individuals, philanthr0pists, f0undati0ns and 

researchers t0 achieve their specific g0als and makesinf0rmed decisi0ns that translate int0 

purp0seful acti0nsand large-scale ss0cial impact. 

There are many CSR Consulting companies in India. Apart from big consulting firm like Ernst 

& Young (EY), KPMD, Deloitte, PWC, Kearney, we also have Indian companies like 

Samhita, Soulace, Aspire PR, Sattva etc. who are into CSR Consulting. 

3.4.2 Rotary and Lions Club 

Rotary International is an internati0nal service 0rganizati0n wh0se stated purp0se is t0 bring 

t0gether business and pr0fessi0nal leadersdin 0rder t0 pr0vide humanitarian service and t0 

advance g00dwill anddpeace ar0und the w0rld. It is a n0n-p0litical and n0n-religi0us 

0rganizati0n 0pen t0 all. There are 0ver 35,000dmember clubs w0rldwide, with a membership 

0f 1.2 milli0n dindividuals, kn0wn asdR0tarians 

Lions Clubs International (LCI) is an internati0nal n0n-p0litical service 0rganizati0n 

established 0riginally in 1917 in Chicag0, Illinois, by Melvin J0nes. It is n0w headquartered 

in 0ak Br00k, Illin0is. As 0f January 2020, it had 0ver 46,000 l0cal clubs and m0re than 1.4 

milli0n members (Li0ns & LE0) in m0re than 200 c0untries ar0und the w0rld. 

3.4.3 Independent CSR Consultants 

Independent CSR Consultants are those individuals who are not associated with any 

organization, CSR Consulting companies or any other firms as such. They are wealth managers 

of high net worth individuals, who use mostly their personal contacts to get in touch with these 

HNIs and consult them. 

3.4.4 HDFC 200 Companies 

This is a list of top 200 privately and publicly owned private companies. HDFC compiles a list 

of top 200 companies in India, based on various factors, their market share, company turnover, 

debt etc. 
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3.4.5 Religious Institutions 

This is a tricky vertical, it includes NGOs around the country who are investing into healthcare. 

Other religious institutions like “Jain Samajh” etc, who are into healthcare. There are other 

charitable trusts which are also into contribution into health care. 

3.4.6 PSUs and LPSE 

A state-owned enterprise in India is called a public sector undertaking (PSU) or a public 

sect0r enterprise. Th0se c0mpanies are 0wned by the uni0n g0vernment 0f India 0r 0ne 0f the 

many state 0r territ0rial g0vernments 0r b0th. The c0mpany st0ck needs t0 be maj0rity-0wned 

by the g0vernment t0 be a PSU. PSUs strictly may be classified as central public sect0r 

enterprises (CPSUs, CPSEs) 0r state level public enterprises (SLPEs). In 1951 there were just 

five enterprises in the public sect0r in India, but in March 2019 this had increased t0 348. These 

enterprises represent t0tal investment 0f 16,40, 628 cr as 0n 31st March, 2019. T0tal paid up 

capital as 0n 31 March, 2019 stands at 2,75,697. CPSE's have earned revenue 0f 25,43,370 

during financial year 2018-19. They are administered by the Ministry 0f Heavy Industries and 

Public Enterprises. 

The Large Private Sector Entities are the once which are owned by certain private companies 

which are township like in structure and house a good number of worker and employees 

working in the organization. Our list of LPSE include the likes of Jamnagar Refinery, Kochin 

Shipyard, Tata Institute of Fundamental Research (TIFR) among few others. 

3.5 The agenda 

The common agenda was to get these companies and institutions get onboard by partnering 

with Nephroplus. So our agenda with CSR Consulting companies was to target top 15 CSR 

consulting firms of the country, know about their modus operandi and clients, and develop a 

Model communique telling them recommending Nephroplus to their CSR clients in “health 

care” 

Agenda with the PSUs and LPSEs was to approach to the hospitals run by PSUs also 

hospitals that are in upcoming stage, establishing point of contact with key decision 

makers (KDM).  

Agenda with Independent Consultant was identification of consultants who are actively 

involved in wealth management of High Net Worth Individuals of India and to establish a 

point of contact with them so that they recommend us to their clients. 
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With Religious Institutions and International Clubs like Rotary and Lions Club, we were 

trying for them to start various projects by establishing dialysis centres across the country. The 

following were the details 

 NephroPlus will establish dialysis centres as per quality standards in accordance to the 

guidelines of International Society of Nephrology (ISN) with the help of funding from 

the respective organization 

 The company will also partner with the organization to operate the functional dialysis 

units located in hospitals/standalone centers across the country through partnership 

model. 

The agenda for this vertical include identification of Rotary Districts & Lion Districts in each 

Zone, Investments made by Rotary & Lion clubs into hospital and other standalone diagnostic 

centers and Contact info and details of SPOC whom we could write a mail  

3.5.1 Business Development Team 

The business development team consisted of Rohit Singh, who was the Senior manager or the 

Vice President of the BD team. Then we had Zonal Managers of all four zones, that is ZMs in 

east, west, north and south. Followed by area sales managers (ASM). There were two to three 

ASMs in each zone depending on the size of the market in that zone.  

3.6 Contribution across verticals 

The contribution differed sector wise. The work was simultaneously being handled across all 

the sectors. 

CSR Consulting Companies – First we top 10 companies who are into CSR Consulting, their 

areas of operation and current clients they are working with. The top 10 CSR Consulting 

companies initially in our list were EY, PWC, KPMG, Deloitte, AT Kearney, Mckinsey, 

Samhita, Aspire PR, Sattva Consulting, Soulace. We then identified about their currenr clients 

and with whom they are working with. We also found out contact details of head of CSR which 

included their phone and emails. We then shared communication letter with these companies. 

Which was followed up with phone calls.  

The results and the responses were not as we observed so we hosted on business development 

meeting and the team suggested that we should only go for India based CSR consulting 

companies so our final list of companies which we targeted for partnerships are –  

a) Samhita 
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b) Aspire PR 

c) Sattva Consulting 

d) Soulace 

e) mana 

f) CSR Consultant & Associates 

g) Avad India CSR Advisory Services LLP 

h) Finnovation 

i) WEDGE CONSULTING 

j) Kommune 

k) India is Us 

l) KarmaKonnect 

The datasheet of workings and status updates of CSR companies is show in the figure below –  

 

Figure 4 CSR Consulting companies daasheet 

Rotary and Lion’s Club – We researched extensively how rotary and lions club operate in 

India. Rotary has over 35 districts coming under 6 zones. There are more than 20,000 of rotary 

clubs all over the country. We identified and listed the contact details of either a district 

governor, or a district secretory or someone who is involved in decision making for the 

approval of such project. It was evident that Rotary club has made contributions towards 

preventive healthcare in the past and Lions club has focussed more on Education and women 

empowerment. So we did research extensively about Rotary club. We observed that Rotary 
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Club was divided zone-wise throughout the world. And there are six zones that fall in Indian 

region. The picture below shows all the Rotary zones of India. 

 

Figure 5 Rotary Zones and districts of India 

We then identified investments made by Rotary Lion clubs into hospital and other standalone 

diagnostic centers and Contact info and details of SPOC whom we could write a mail. The 

excel that we complied for Rotary Club looked something like this –  
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Figure 6 Datasheet of Rotary and Lions Club 

Independent CSR Consultants – Identified few independent consultants working for HNIs in 

India through online data available on internet. The conclusion that came out from this was that 

these CSR consultants are very few in number and it is very difficult to find people working in 

this field. So going forward with this vertical was a bit challenging, 

PSUs and LPSE – This was probably the first vertical on which our BD team started working 

on. We first divided the companies by Maharatna, Navratna, Miniratna.  
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Figure 7 Segregation of PSUs 

Then we identified the hospitals which are either completely run or invested or empanelled by 

these PSUs. This was an exhausting process as there are more than 20 hospitals that are 

independently or privately run by Maharatna companies. The list comprised of the information 

of KDMs of more than 1000 hospitals. 
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Figure 8 Hostpitals run by PSUs 

We then identified India’s biggest Large Public Sector Enterprise 

Religious Institutions – Religious institutions are the communities which are into religious 

gatherings and also invest in betterment of society. So we identified institutions like Jain 

Samajh who are into preventive healthcare, Allen Green charitable trust located in greater 

Noida, Sai baba foundation from Shirdi are one of the few once which we contacted and sent 

a mail proposal for partnering with Nephroplus to work for Dialysis under healthcare. 

HDFC 200 – To expand our prospects, the first initial idea from the team was to go for top 50 

private firms coming under NIFTY 50. But there were problems with it, firstly there were many 

public sector entities which we already covered under PSU list, secondly there were many 

companies who were investing in other diverse field as a part of their CSR. So we expanded 

the scope from top 50 private companies to top 200 private companies. Thus, we took the help 

from HDFC 200 list of companies plus some other companies who had a history of investing 

in preventive healthcare as a part of their CSR. We then made a list of these top  200 companies 

and identified the contact details of head of CSR initiatives. We had their names, designation, 

emails and phone number in most cases. We then made divisions of the company zone wise. 

So the companies were divided zone wise viz north, west, east and south zones. 

The idea with private companies was to send connection requests to the CSR heads first on 

LinkedIn first followed by sending them communication mails once we had developed some 

interaction with them. The Area sales managers (ASM)s were responsible for making all the 

LinkedIn connections and sending communication mails. My task here was to coordinate with 
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all the ASMs on regular basis. I had maintained a master sheet, where in regular follow ups 

were recorded on regular basis and the sheet was updated. 

 

Figure 9 Master sheet of HDFC 200 Companies 

3.7 Method of Data Collection 

3.7.1 New tools   

a) Clear-Bit for Gmail 

Clearbit is the marketing data engine f0r all cust0mer interacti0ns. The applicati0n 

deeply understands cust0mers, identify future pr0spects, and pers0nalize every single 

marketing and sales interacti0n.  

C0mbining 0ver 250 public and private data s0urces and s0rting thr0ugh milli0ns 0f 

data p0ints, ClearBit pr0vide business intelligence fr0m a variety 0f s0urces: s0cial 

presence, c0mpany websites, legal filings, cr0wds0urcing, and many m0re. The 

c0mpany s0urce all data and d0n’t rely 0n any 0f the traditi0nal d0wnstream data 

pr0viders. 

Clearbit helped in finding email ID of key decision makers of various companies, so it 

helped me sending more communication mails to more companies. 

b) ADAPT Prospector for LinkedIn  

Adapt’s chrome extension for LinkedIn enriches business profile with the objective of 

helping Sales and Marketing teams react faster, increase engagement and cl0se m0re 

deals. Pr0spect0r w0rks 0n b0th LinkedIn and Websites. N0 matter h0w the business 

needs change, adapt has the c0nvenience and flexibility t0 gr0w with you. When 
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checking for the prospect’s LinkedIn profile for additional details, prospector will help 

in enriching the profile with email, phone number and other firmographic data in just 

one click. It helps in identifying and qualify whether they are influencers or decision 

makers and reach out to them. 

 

Figure 10 ADAPT tool in action 
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Results and Observations 

There are different observations and results that was seen on different verticals. 

CSR Consulting Companies – The Zonal managers (ZM) were responsible for sending all the 

communication mails to CSR Consulting companies. The idea was to connect with them on 

LinkedIn first, which will create personalised impression. After the CSR manager is contacted 

over LinkedIn, formal emails are exchanged where Nephroplus proposes the CSR Consulting 

company to partner with them to recommend Nephroplus to their CSR Clients under 

healthcare. So in the span of two months, we were successful in identifying the companies we 

wanted to target in this segment, we then prepared modus operandi on how are we going to 

approach these companies, what are the timelines associated with it, we then sent out our modal 

communique with a proposal digitally signed by ZM. The responses were recorded in a master 

sheet. There were three companies out of ten who immediately responded to have further 

meetings regarding the same. On other companies, we did a series of follow ups until we got 

some response from their side. The process is not something which is completed within a day 

or so. It will take a bit of time. The agenda will be to pitch to as many companies as we can to 

get the desired output. 

Rotary and Lions Club -  As said in the contribution section above, we first segregated 

different Rotary and Lions club either district wise or zone wise whichever was feasible. We 

then fetched the contact details of the SPOCS and we sent them the communication mails. So 

far, we were not able to get any positive responses from this vertical, but the BD teams is taking 

regular follow ups which is anchored throw me. 

HDFC 200 Companies -  This is a vertical where we had maximum prospects, we sent around 

170+ mails to the companies in this vertical, this was during the end of my internship tenure, 

so the process has been taken care by the area sales managers. So far we had thirteen 

companies who responded a go ahead with business meeting. The process was majorly 

slow due to lockdown in major parts of the country. 

PSU and LPSE -  We did a lot of hard work in this sector. We were successful in locating 

300+ hospitals managed directly or indirectly by these public and private sector entities. They 

were low key hospitals and we had to find out how many hospitals had dialysis units readily 

available with them. What is the average cost of dialysis in one session, and is there a way 

NephroPlus can contribute for making dialysis services reachable to different parts of the 

country through the help and funding of these PSs and Large private sector entities. 
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Independent CSR Consultants – These were very few in number, infact after searching for 

weeks, we were able to find only about 10 such people working in this field. Communication 

mails were sent by the BD team and the agenda should be working on populating the list more, 

developing communication to get to know about their clients and the area of their operation   
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Learnings – (Part C) 

5.1 Data Mining and Data Analysis 

The fetching of data was one of the most tedious task that one has to face while going for 

business development. I was responsible for fetching all the relevant data about different 

verticals in the domain we were working on. Finding out a way for business development team 

to work in current situation of COVID-19 was challenging. 

5.2 Business Communication 

Effective businessocommunication is howoemployees and managementointeract to reach 

organizational goals. Its purpose is tooimprove organizationalopractices and reduceoerrors. 

The importance of business communication also lies in: 

 Presenting options/new business ideasddd 

 Makingdplans anddproposals (business writing)ddd 

 Executingddecisions 

 Reachinggagreements 

 Sendingdanddfulfilling orders 

 Successfuloselling 

 Effectiveomeetings 

5.3 Importance of Follow Ups 

When it c0mes t0 theosales cycle, f0ll0w-up calls are 0ne 0f the m0st imp0rtant steps in this 

pr0cess. Unf0rtunately, they als0 canobe 0ne 0f the m0st challenging. 

An effective f0ll0w-up call strategy helps t0 weed 0ut business-t0-business pr0spects wh0 are 

n0t interested in what y0u areuselling, saving time that is better used talking with pr0spects 

wh0 have a higher likelih00d 0f c0nverting. 

5.4 Impact of COVID-19 on Businesses 

Coronavirus has brought many changed in healthcare industry. The healthcare industry have 

been advancing rapidly in pandemic situations as huge investments have been made in order 

to deal with the virus effectively. Nephroplus has also had to change itself, its modus operandi 

because of lockdown, it was difficult for guests to reach Nephrology centre. Nephroplus then 

came with a service, called dialysis on wheels. Mobile dialysis will help guest eliminate the 

hassle to travel for one place to another for getting dialysis sessions.   
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Conclusion 

Business development is a field where you cannot expect results instantly. The process takes 

time especially when it involves B2B partnership. We initially had a narrow vision ahead of 

us, we started focussing on one vertical, and as we progressed, new verticals started to emerge. 

From one vertical we moved on to few more verticals and eventually ended up targeting 

companies in eight different verticals. 

The process yielded various positive results, the aim was to explore “New initiatives in Dialysis 

for FY 20-21”. And we ended up with various positive prospects and few business meetings 

lined up with these prospects. 

 

Figure 11 Endorsement from Organization guide 
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