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Jan Aushadhi - India’s Gx push
Could it disrupt India’s US$15bn pharma market? 
Started in 2008 but renewed recently by PM Modi, Jan Aushadhi is a 
Government of India initiative to promote quality generic-generic drugs 
at affordable prices. This scheme faced supply-related issues earlier 
which are being addressed by the current government. Drug prices under 
this scheme are 50-90% lower as compared to those of branded generic 
medicines. Our recent visit to one such Jan Aushadhi store in Mumbai 
suggests increasing acceptance for this scheme. If the model scales up 
and there is a shift from brands towards generics, then it could be a cause 
of concern for the major India-focussed pharma players.

Jan Aushadhi set up to increase penetration of medicines
q The India pharma market (US$15bn) is an out-of-pocket market with 90% revenue 

contribution from branded generics (promoted via doctors, high margin, stable cash 
flow generating business). The other categories are trade generics (branded but 
promoted via chemists) and unbranded generics.

q With a view to make drug prices more affordable, the Government of India (GoI) 
had launched the ‘Jan Aushadhi Campaign’ in April 2008. However, it did not see
the desired response due to supply-related issues. The present government is 
reviving it with an aim to dispense unbranded generics through a chain of kendras
(stores) known as Pradhan Mantri Bhartiya Jan Aushadhi Kendras (PMBJKs).

q Drugs are procured by floating tenders from companies with WHO cGMP compliant 
plants. This is done at the central level after performing adequate quality checks. 
Drugs are then dispensed to distributors in the various states who in turn supply 
them to retailers (franchise model, fixed 20% margin) as per their requirements.

q Jan Aushadhi has a list of over 600 medicines (chronic and acute) and 150 
consumables. Drug prices offered under this scheme are 50-90% lower as 
compared to those of branded generic medicines.

Aims to expand reach through 3,000 stores by end 2017
q The scheme faced supply-side constraints in its initial years, leading to 

unavailability of drugs. These are being addressed by the present government. 
Recent GST implementation is likely to lead to seamless transport of medicines 
across states thus partially addressing the supply-side constraints.

q There are 2,091 stores that cover over 400 districts (out of India’s 630), of which 
more than 1,700 were added in the past 15 months. By end 2017, 3,000 stores are 
could be functional with an aim to cover every tehsil (an administrative area)/block.

q The GoI has also announced opening of stores at railway stations and petrol pumps.

Visit to Jan Aushadhi store in Mumbai suggests increasing acceptance
q Our recent visit to a Jan Aushadhi store in Mumbai’s Borivali suburb suggests rising 

acceptance for this scheme. This 120sqft store handles 300 prescriptions daily. 
q It uses certain apps to know generic drug names wherever the prescription carries 

a branded drug name. The store has a centralised billing system in place. It has 
seen a steady rise in prescriptions over the past six-nine months.

q Based on our interactions with store staff, drugs for chronic illnesses (such as blood 
pressure and diabetes) are in greater demand than those for acute illnesses. The 
lower/middle income group and the retired are its biggest patrons (with 60% 
repeat customers).

Can Jan Aushadhi be a threat to established pharma players?
q The scheme is in an expansion stage with an aim to penetrate a large part of India.

In this process, medicine availability, affordability and awareness is likely to rise.
q The key challenges would be that store expansion should match the pace of 

availability of drugs for patients and maintaining desired quality standards.
q If the model scales up and there is a shift from brands towards generics, then it 

could be a cause of concern for the major India-focussed pharma players.
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Jan Aushadhi set up to increase penetration of medicines
q The India pharma market (US$15bn) is an out-of-pocket market with 90% 

revenue contribution from branded generics (promoted via doctors, high 
margin, and stable cash flow generating business). The other categories 
are trade generics (branded but promoted via chemists) and unbranded 
generics (generic-generic).

q With a view to make drug prices more affordable, the Government of India 
(GoI) had launched the ‘Jan Aushadhi Campaign’ in April 2008. However, it 
did not see the desired response due to certain infrastructure issues. It 
was revived by the present government with an aim to dispense 
unbranded generics through a chain of kendras (stores) known as Pradhan 
Mantri Bhartiya Jan Aushadhi Kendras (PMBJKs).

q The Government of India has established the Bureau of Pharma Public 
Sector Undertakings of India (BPPI) under the Department of 
Pharmaceuticals (DOP), with the support of all the Central public sector 
undertaking (CPSUs, or state-owned enterprises) for co-coordinating 
procurement, supply and marketing of generic drugs through PMBJKs.

Figure 1

Jan Aushadhi poster for diabetes drugs

Source: Government of India

India is largely an out-of-
pocket branded generics 

market

Jan Aushadhi launched in 
2008 but has gathered 
momentum in the past 

two years
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q Drugs are procured by floating tenders from companies with WHO cGMP 
compliant plants. Procurement is done at the central level after adequate 
quality checks are performed. Drugs are then dispensed to distributors in 
respective states who in turn supply it to retailers as per their 
requirement.

q Quality tests are performed at labs accredited with the National 
Accreditation Board for Testing and Calibration Laboratories (NABL). Tests 
include identification tests, chemical composition tests, uniformity of 
content tests, uniformity of weight tests and tests of dissolution.

q Government PSUs have the first right of refusal to manufacture unbranded 
generics. In case they are not able to manufacture, private companies are 
invited to participate in the tender. A tender floated in April-16 saw
participation from companies such as Unicure, Unimarck, Cadila Pharma, 
Akums, etc.  

q Retailers need to satisfy certain criteria to become eligible to open Jan 
Aushadhi stores. These include tented/owned space, securing a 
pharmacist, a computer operator and a helper. 

q A retailer could be an entrepreneur, an NGO or a hospital/clinic. It’s a 
franchise model and operates at a fixed 20% margin on the MRP of the 
product. 

Figure 2

Procurement of Jan Aushadhi drugs

Source: CLSA

q Jan Aushadhi has a list of 600 medicines (for chronic and acute illnesses) 
and 150 consumables. Patented drugs and branded generics are not sold 
through Jan Aushadhi stores.

q For blood pressure and diabetes, it covers the first line of therapies.

q Drug prices under this scheme are 50-90% lower compared to branded 
generic medicines currently.

q Prices of medicines are decided by the BPPI in consultation with the 
National Pharmaceutical Pricing Authority (NPPA) for drugs supplied by 

Bureau of Pharma 
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CPSUs. For drugs manufactured through the tender process, the 
maximum retail price is based on the tender price and margins of 
retailers and wholesalers. 

Figure 3

Price comparison chart between Jan Aushadhi and leading brands

Source: Government of India

Aim to expand reach through 3,000 stores by end 2017
q There are 2,091 stores covering over 400 of the 630 districts in India.

q Under the present government, the initiative has gathered significant 
momentum, particularly after addressing the supply-related issues.

Price differential between 
Jan Aushadhi and key 

branded generics in 
various therapy areas

Jan Aushadhi covers over 
400 of the 630 districts in 

India
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Figure 4

Typical Jan Aushadhi store

Source: Government of India

q More than 1,750 of the 2,091 stores were added in the past 18 months.

q The government now plans to open stores at railway stations and petrol 
pumps. By end 2017, 3,000 stores could be functional with an aim to cover 
every tehsil/block in the country.

Figure 5

Number of Jan Aushadhi stores added every year in India

Source: Government of India. *Additions until 19 July 2017.

q Uttar Pradesh has highest number of stores and recently the state signed 
an MoU with the Ministry of Chemicals and Fertilisers to open another 
1,000 stores, mainly in hospitals and community health centres.
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q These stores cover Tier III/IV cities too. Maharashtra has 175 stores (7% 
of the total) including those in its Tier III/IV cities such as Bhandara, 
Dhule, Wardha, Jalna, Akola and Latur, apart from metros such as Mumbai 
and Pune.  

Figure 6

Distribution of Jan Aushadhi stores by state

Source: Government of India, CLSA
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Figure 7

Distribution looks well spread across states

Source: Government of India. Data as of end July 2017

q The overall allocation in the Central Budget saw significant increases in 
FY17 and FY18, indicating a major focus on the scheme.

q Most of the expenditure is towards creating IT and supply-related 
infrastructure.

Figure 8

Total Central government expenditure on the Jan Aushadhi scheme

Source: Ministry of Finance. ‘RE’ are revised estimates and ‘BE’ are budgeted estimates
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q Our recent visit to a Jan Aushadhi store in Borivali, Mumbai, suggests 

increasing acceptance for this scheme. 

q The 120sqft store handles 300 prescriptions per day. Prescriptions have 
seen a steady increase over the past six to nine months.

q It uses certain apps to know the name of the generic drug wherever the 
prescription carries a branded drug name. The store has a centralised 
billing system in place.

UP
14%

Kerala
12%

Gujarat
9%

Chhattisgarh
8%

Maharashtra
7%

Tamil Nadu
6%

Karnataka
6%

Andhra Pradesh
5%

Rajasthan
4%

Others
29%

Total 2091 stores 
as of July 2017

17

152
97

169

498

746

0

100

200

300

400

500

600

700

800

FY13 FY14 FY15 FY16 FY17RE FY18BE

Total expenditure on Jan AushadhiRsm

Uttar Pradesh and Kerala 
have the highest number 

of stores

Government budgetary 
allocation has seen a 

manifold increase

Our recent visit to a 
Mumbai store suggests 

increasing acceptance for 
this scheme

Prepared for - RD: Thomson Reuters Burgess Ghyara 09/01/17 01:52:39 AM Thomson Reuters - Knowledge Sales Specialists Employee ID's ONLY

http://www.clsa.com/




Jan Aushadhi - India’s Gx push Health Supplement

31 August 2017 alok.dalal@clsa.com 8

Figure 9

The Jan Aushadhi store in Borivali, Mumbai

Source: CLSA

Figure 10

A notice outside the store highlighting that Jan Aushadhi drugs are 80% cheaper

Source: CLSA
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q Our interaction with the store staff revealed that drugs for chronic illnesses 
like blood pressure and diabetes are in greater demand than those for 
acute illnesses. 

q There has also been an increase in generic prescriptions in recent months 
at this store. 

q In terms of prescriptions, the store gets nearly 60% repeat customers and 
40% new customers. 

q It is also leveraging social networking websites to increase awareness.

q Lower/middle income group and those retired are its biggest consumers 
(60% repeat customers).

Figure 11 Figure 12

Voglibose is an anti-diabetes drug Back of the Voglibose pack

Source: Jan Aushadhi store, CLSA Source: Jan Aushadhi store, CLSA

Figure 13 Figure 14 Figure 15

Calcium carbonate tablets Back of the pack Strip of calcium carbonate tablets

Source: Jan Aushadhi store, CLSA

Can Jan Aushadhi be a threat to established pharma players?
q The Jan Aushadhi scheme is in an expansion stage with an aim to 

penetrate a large part of the country. In the process, availability and
affordability of medicines and awareness about them is likely to rise.

q The key challenges for this scheme are that store expansion should match 
the pace of availability of drugs and maintaining the desired quality 
standards.
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q If the model scales up and there is a shift from brands towards generics,
then it could be a cause for concern for the major India-focussed pharma 
players.

q Companies with higher contribution from chronic ailments could be at 
greater risk from a Jan Aushadhi scale-up.

Figure 16

Contribution of India to sales and Ebitda of Indian pharma companies, FY17

Source: Companies, CLSA; EBITDA contribution is based on CLSA estimates

Figure 17

Split of India sales between chronic and acute therapy areas, FY17

Source: IMS Health, Companies, CLSA
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Appendix
Figure 18

Jan Aushadhi offerings for blood pressure medicines

Source: Government of India

Figure 19

Structure of Jan Aushadhi

Source: BPPI
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are subject to change at any time without notice. Where 
any part of the information, opinions or estimates 
contained herein reflects the views and opinions of a 
sales person or a non-analyst, such views and opinions 
may not correspond to the published view of CLSA 
and/or CLST. This is not a solicitation or any offer to buy 
or sell. This publication/communication is for information 
purposes only and does not constitute any 
recommendation, representation, warranty or guarantee 
of performance. Any price target given in the report may 
be projected from one or more valuation models and 
hence any price target may be subject to the inherent 
risk of the selected model as well as other external risk 
factors. This is not intended to provide professional, 
investment or any other type of advice or 
recommendation and does not take into account the 
particular investment objectives, financial situation or 
needs of individual recipients. Before acting on any 
information in this publication/communication, you 
should consider whether it is suitable for your particular 
circumstances and, if appropriate, seek professional 
advice, including tax advice. CLSA and/or CLST do/does 
not accept any responsibility and cannot be held liable for 
any person’s use of or reliance on the information and 
opinions contained herein. To the extent permitted by 
applicable securities laws and regulations, CLSA and/or 
CLST accept(s) no liability whatsoever for any direct or 
consequential loss arising from the use of this 
publication/communication or its contents. Where the 
publication does not contain ratings, the material should 
not be construed as research but is offered as factual 
commentary. It is not intended to, nor should it be used 
to form an investment opinion about the non-rated 
companies. 

Subject to any applicable laws and regulations at any 
given time, CLSA, CLST, their respective affiliates or 
companies or individuals connected with CLSA /CLST 
may have used the information contained herein before 
publication and may have positions in, may from time to 
time purchase or sell or have a material interest in any of 
the securities mentioned or related securities, or may 
currently or in future have or have had a business or 
financial relationship with, or may provide or have 
provided investment banking, capital markets and/or 

other services to, the entities referred to herein, their 
advisors and/or any other connected parties. As a result, 
investors should be aware that CLSA, CLST and/or their 
respective affiliates or companies or such individuals may 
have one or more conflicts of interest. Regulations or 
market practice of some jurisdictions/markets prescribe 
certain disclosures to be made for certain actual, 
potential or perceived conflicts of interests relating to 
research reports. Details of the discloseable interest can 
be found in certain reports as required by the relevant 
rules and regulation and the full details are available at 
http://www.clsa.com/member/research_disclosures/. 
Disclosures therein include the position of CLSA and CLST 
only. Unless specified otherwise, CLSA did not receive 
any compensation or other benefits from the subject 
company covered in this publication/communication, or 
from any third party in connection with this report. If 
investors have any difficulty accessing this website, 
please contact webadmin@clsa.com on +852 2600 8111. 
If you require disclosure information on previous dates, 
please contact compliance_hk@clsa.com. 

This publication/communication is distributed for and 
on behalf of CLSA Limited (for research compiled by non-
US and non-Taiwan analyst(s)), and/or CLST (for 
research compiled by Taiwan analyst(s)) in Australia by 
CLSA Australia Pty Ltd; in Hong Kong by CLSA Limited; in 
India by CLSA India Private Limited, (Address: 8/F, 
Dalamal House, Nariman Point, Mumbai 400021. Tel No: 
+91-22-66505050. Fax No: +91-22-22840271; CIN: 
U67120MH1994PLC083118; SEBI Registration No: 
INZ000001735; in Indonesia by PT CLSA Sekuritas 
Indonesia; in Japan by CLSA Securities Japan Co., Ltd; in 
Korea by CLSA Securities Korea Ltd; in Malaysia by CLSA 
Securities Malaysia Sdn Bhd; in the Philippines by CLSA 
Philippines Inc (a member of Philippine Stock Exchange 
and Securities Investors Protection Fund); in Thailand by 
CLSA Securities (Thailand) Limited; in Taiwan by CLST 
and in the United Kingdom by CLSA (UK).  

India: CLSA India Private Limited, incorporated in 
November 1994 provides equity brokerage services 
(SEBI Registration No: INZ000001735), research 
services (SEBI Registration No: INH000001113) and 
merchant banking services (SEBI Registration 
No.INM000010619) to global institutional investors, 
pension funds and corporates. CLSA and its associates 
may have debt holdings in the subject company. Further, 
CLSA and its associates, in the past 12 months, may 
have received compensation for non-investment banking 
securities and/or non-securities related services from the 
subject company. For further details of “associates” of 
CLSA India please contact Compliance-India@clsa.com. 

United States of America: Where any section is 
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compiled by non-US analyst(s), it is distributed into the 
United States by CLSA solely to persons who qualify as 
"Major US Institutional Investors" as defined in Rule 15a-
6 under the Securities and Exchange Act of 1934 and 
who deal with CLSA Americas. However, the delivery of 
this research report to any person in the United States 
shall not be deemed a recommendation to effect any 
transactions in the securities discussed herein or an 
endorsement of any opinion expressed herein. Any 
recipient of this research in the United States wishing to 
effect a transaction in any security mentioned herein 
should do so by contacting CLSA Americas. 

Canada: The delivery of this research report to any 
person in Canada shall not be deemed a 
recommendation to effect any transactions in the 
securities discussed herein or an endorsement of any 
opinion expressed herein. Any recipient of this research in 
Canada wishing to effect a transaction in any security 
mentioned herein should do so by contacting CLSA 
Americas.

United Kingdom: In the United Kingdom, this research 
is a marketing communication.  It has not been prepared 
in accordance with the legal requirements designed to 
promote the independence of investment research, and is 
not subject to any prohibition on dealing ahead of the 
dissemination of investment research.  The research is 
disseminated in the EU by CLSA (UK), which is authorised 
and regulated by the Financial Conduct Authority.  This 
document is directed at persons having professional 
experience in matters relating to investments as defined 
in Article 19 of the FSMA 2000 (Financial Promotion) 
Order 2005.  Any investment activity to which it relates is 
only available to such persons.  If you do not have 
professional experience in matters relating to 
investments you should not rely on this document. 
Where the research material is compiled by the UK 
analyst(s), it is produced and disseminated by CLSA 
(UK). For the purposes of the Financial Conduct Rules this 
research is prepared and intended as substantive 
research material. 

Singapore: In Singapore, research is issued and/or 
distributed by CLSA Singapore Pte Ltd (Company 
Registration No.: 198703750W), a Capital Markets 
Services licence holder to deal in securities and an 
exempt financial adviser, solely to persons who qualify as 

an institutional investor, accredited investor or expert 
investor, as defined in s.4A(1) of the Securities and 
Futures Act. Pursuant to Paragraphs 33, 34, 35 and 36 of 
the Financial Advisers (Amendment) Regulations 2005 of 
the Financial Advisers Act (Cap 110) with regards to an 
institutional investor, accredited investor, expert investor 
or Overseas Investor, sections 25, 27 and 36 of the 
Financial Adviser Act (Cap 110) shall not apply to CLSA 
Singapore Pte Ltd. Please contact CLSA Singapore Pte Ltd 
(telephone No.: +65 6416 7888) in connection with 
queries on the report. MCI (P) 033/11/2016

The analysts/contributors to this 
publication/communication may be employed by any 
relevant CLSA entity, CLST or a subsidiary of CITIC 
Securities Company Limited which is different from the 
entity that distributes the publication/communication in 
the respective jurisdictions.

MSCI-sourced information is the exclusive property of 
Morgan Stanley Capital International Inc (MSCI). Without 
prior written permission of MSCI, this information and 
any other MSCI intellectual property may not be 
reproduced, redisseminated or used to create any 
financial products, including any indices. This information 
is provided on an "as is" basis. The user assumes the 
entire risk of any use made of this information. MSCI, its 
affiliates and any third party involved in, or related to, 
computing or compiling the information hereby expressly 
disclaim all warranties of originality, accuracy, 
completeness, merchantability or fitness for a particular 
purpose with respect to any of this information. Without 
limiting any of the foregoing, in no event shall MSCI, any 
of its affiliates or any third party involved in, or related to, 
computing or compiling the information have any liability 
for any damages of any kind. MSCI, Morgan Stanley 
Capital International and the MSCI indexes are service 
marks of MSCI and its affiliates. The Global Industry 
Classification Standard (GICS) was developed by and is 
the exclusive property of MSCI and Standard & Poor's. 
GICS is a service mark of MSCI and S&P and has been 
licensed for use by CLSA. 

EVA® is a registered trademark of Stern, Stewart & 
Co. "CL" in charts and tables stands for CLSA and “CT” 
stands for CLST estimates unless otherwise noted in the 
source.
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