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· In the marketing of generics, we seek partnership positions with clients rather than merely focusing on price and payment terms.  Clients entrust us the role of sourcing, compiling registration data, quality control, timely shipment, compliance with customs and regulatory needs.  Transparency prevails. 
· We endeavor to provide clients with easy payment terms e.g. T/T or D/A 90 – 150 days from B/L date while minimising credit risks through insurance.

· Aiming for an interactive and transparent process between ourselves, client and manufacturer
· Researching potential sources using extensive in-house database
· Enquiring potential plants on pricing and availability
· Visiting short-listed manufacturers to check on QC aspects etc.
· Taking batch samples for analysis
· Gathering and generating registration data including 5-batch analysis, manufacturing process, QC procedures
· Working with manufacturers on improving impurity profile to meet regulatory requirements
· For formulated products, working with manufacturers to ensure they meet specifications
· Actively working with potential manufacturers on newer generics or on products in which patents are about to expire
· Signing of purchase and supply agreements, if appropriate
· Keeping track of pricing trend
· Building relationships with key managers of plants
· Negotiating prices when ready to buy
· Ensuring QC complies with needs of customers through pre-shipment sampling and analysis
Email: cs@pacificagriscience.com 


Website: http://www.pacificagriscience.com








