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| Dr Reddy’s_Labs
Nurturing Global Leaders

Change managers get a thumbs up at Dr Reddy’s Lab.
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AT b G OR STUDENTS OF
particle physics,
the occasional
movement of elec-
trons to a higher

energy state may be a matter

of routine bur, for employees
of the Hyderabad-headquar-
tered pharma major

Dr Reddy's Laboratories, it is

suggestive of a new manage-

ment mantra. One that talks
about the need to ‘jump
orbits’. “We need to iden-
tify and fast-track those lead-
ers in the organisation who
can change orbits and bring
about significant change in

the organisation and create a

positive impact,” says G.V.

Prasad, Vice-Chairman and

CEQ. And it seems like this

search is vielding results,

Consider Amit M. Patel,

32, and Cartikeya C. Reddy,

37. Both, like a few others,

are seen internally as the

SNAPSHOT

»Total employees: 7,704
»fiverape age: 31 years
»Atirition rate: 17.5 per cent
#Male-Female ratio: 10:1

b Average career tenure: B years
»HR cost: Rs 267.2 crore®
»Promotion rate: 9 per cent
»Training budget: Rs 5 crore

- Training man-days: 25,000
»Revenues: Rs 6,509.5 crore* ™
»Net profit: Rs 1,122.4 crore® ™
Prasad (bottom left) and S. Reddy (third row, left): Creating positive impact *FY 2006-07 - Global figures
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‘quantum jump creators’
and have been fast-tracked
into important roles. Patel,
who is Vice-President
(Corporate Development
and Strategic Planning), has
been with the company for
just four years. He has got
four promotions in three
vears and has now been
made part of the com-
pany’'s top executive
body—the management
council. Sitting in the us,
he is the one who drove
the company’s authorised
generics deal with Merck
last year. The deal played
an important role in push-
ing the company’s overall
North American generics
business contributing to a
record annual revenues of
$500 million (Rs 2,000
crore) from the region.
Similarly, Cartikeya
Reddy, also a Vice-President,
joined the company in 2004
and has now been inducted
into the management coun-
cil. Reddy, who joined as a
director in Biologics
Development Centre, be-
came the head of the
Biologics business in just
three years. He drove the initianves
that led to the launch of Reditux,
Dr Reddy’s brand of rituximab,
a monoclonal antibody (mAb) used
in the reatment of Non-Hodgkin's
Lymphoma, a type of cancer.
Going forward, Prasad is cer-
tain about the prescription for
growth. “We need a larger num-
ber of global leaders, Hence, the
challenge is to create a cadre of
leaders who can build and create
new businesses to maintain this
growth rempo of over $1.5 billion
{Rs 6,000 crore) revenues,”
Prabir Jha, Global Chief (Hr)
at Dr Reddy’s, underlines this
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point and says: “Leadership de-
velopment is a big agenda for
us.” Not surprisingly, the com-
pany is setting up a leadership
academy at the cost of around
Rs 15 crore in its Bachupally cam-
pus near Hyderabad.

The initiatives to nurture these
leaders have, however, started in
tull swing already. For instance,
promising young leaders are in-
vited to share their breakthrough
ideas before the management
council at its quarterly meeting.

“We are taking risks on
{promising) voung talent and em-
powering them to take decisions,”

says Satish Reddy,
Managing Director and
€00 of the company. In
other words, they are
allowed to take up chal-
lenging assignmments,
which they may not have
handled earlier or don’t
have any proven experi-
ence with, but do seem to
have the potential to handle
them successfully.

In a parallel effort, the
company is working on cor-
recting the gender ratio,
which is still skewed in
favour of men ar 10:1. At
the recent campus hires,
33 per cent appointed were
women. This apart, the
company is prodding
women employees to build
informal network groups
and also giving greater ex-
posure to them. A case in
point is Ritha Chandrachud,
who joined the organisation
in 2003 in its oncology di-
vision. She has arguably be-
come the only woman in
the Indian pharma space to
head a national sales and
marketing team, numbered
2,000 at Dr Reddy's.

However, despite these
initianives, Dr Reddy’s faces a for-
midable challenge in the form of
employee attrition. The company
witnessed a slight increase in its at-
trition rate at 17.5 per cent, up
from 16 per cent last year.

Explains Jha: “Talent from Dr
Reddy's has a very strong appeal
to any headhunter. As more com-
panies get into the space, the chal-
lenge will get more severe. We
are still overall better than the in-
dustry norms.” This, he feels,
would be around 20-22 per cent.
Also, most of the attrition chal-
lenges, he says, are in the field
than in research.



