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Dear Colleagues,
 

During recent years Russian pharmaceutical market reminds us 
of the situation in agricultural sector. I don’t mean the situation by 
itself but the way people tell about it.

Listen, what the agrarians (specialists of agricultural sphere) are 
telling about their market on different agricultural conferences during 
last decades – a drought, rains, floods, prices, credits, legislation. 
Everything’s bad, it’s very hard to work this way. But every year 
areas under grain crops are being increased and the agriculture is 
becoming more attractive for investments. What are we telling about 
the pharmaceutical market last years – epidemics, its existence or 
absence, the decrease in customers’ activity, dependence of prices 
and an exchange rate, legislation. Some people tell even about the 
stagnation of the market! But the number of manufactures, which is 
on the market, almost doesn’t fall; distributors increase the sales and 
pharmacy chains increase by pharmacy points in numbers. Everything 
reminds a joke about mice and cactus. Whether mice don` t have pain 
threshold, or the cactus’s very «tasty». The time of 30% market growth 
passed many years ago. What we call «crisis» today is a new reality 
in comparison with the past, when we have to plow, sow, use new 
technologies, develop business and not to wait for a miracle!

Wish everybody to have good «harvest» on the fields of 
pharmaceutical market!

Sergey Shulyak,

General Director 
DSM GROUP
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  Summarydsffffffffffffffffffffffffffffffff

2013 was the first year of implementation of the government program “Development of 
Healthcare in the Russian Federation until 2020” and other strategies developed in accordance 
with the decrees of the President of the Russian Federation. The development path of the country 
in this field is chosen, and it remains to observe the implementation of programs and evaluate 
their impact on the pharmaceutical market in Russia.

According to the results of 2013, Russia ranked 7th among the pharmaceutical markets 
of the world. In 2013, the Russian pharmaceutical market volume has amounted to 1,045 billion 
rubles (including VAT) in end user prices, which is 14% higher than that of 2012. By the growth 
rate Russia shows the third place.

 The Russian pharmaceutical market remains import oriented. 75% of drugs in money 
terms, consumed by the population, are produced abroad. Therefore, the first places in the 
ranking of manufacturers are occupied by foreign companies: NOVARTIS, SANOFI-AVENTIS. The 
third line is occupied by PHARMSTANDART – the only domestic manufacturer in the TOP-20 of 
leading players in the Russian pharmaceutical market.

In recent years distribution sector of the pharmaceutical market develops according 
to the clearly given vector – business diversification: all national distributors have within their 
control structure a subordinate pharmacy network; the second direction, which is actively 
developing – own manufacturing. In 2013 there was another change of leader – Katren for the 
first time took the top line with a share of 16.2%. Protek distributor with a share of 15.7% became 
second due to lower growth compared with the leader. TOP-3 in 2013 is completed by ROSTA 
distributor. Their combined market share amounts to 43%. 

2013 was marked by mergers and acquisitions for retail pharmacies, where the 
transactors were the leading players in the pharmacy market. Also, we can see an emergence 
of a new form of cooperation – alliances and management services. According to the results of 
the year, the leading position is taken by Rigla pharmacy chain, the second place is occupied by 
Doctor Stoletov pharmacy chain (due to the merger with Ozerki network), and the third place is 
taken by Implosia. Their overall share reaches 7.3%.

In 2013, commercial segment of the Russian market shows high growth rate (+13%). In 
2013 the sales volume in commercial segment amounted to about 609 billion rubles (19.1 billion 
dollars). 4.4 billion units were sold, which practically is the same as in 2012.

In 2013, the parapharmaceutical segment amounted to 169 billion rubles, which is 14% 
higher than in 2012. The pharmacies actively develop this direction in their sales by expanding 
the range of non-pharmaceutical products. 

The state sector in 2013 also shows a growth rate of 14%. This is one of the most 
stable segments of the pharmaceutical market, since its development is based on budget 
money. According to the results of 2013, 84.4 billion rubles were spent for purchasing drugs for 
beneficiaries. Compared to 2012 the growth was about 8%. According to the results of 2013, the 
segment capacity of hospital purchases amounted to 182.6 billion rubles, which is 17% higher 
than in 2012. 

In 2013 RTU drug import volume in Russia amounted to 14.9 billion dollars, which is 4% 
higher than that in 2012.

According the DSM Group forecast, the Russian pharmaceutical market will grow in 
2014 by 13% in rubles and will reach 1,180 billion rubles.
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  1. Pharmaceutical Market Volume in Russia

2013 was the first year of implementation of the government program “Development of 
Healthcare” and others developed in accordance with the strategies set forth in the decrees of 
the President of the Russian Federation. Therefore we wish to start summarizing with the official 
figures 1.

In 2013, regional healthcare modernization programs initiated in 2011 were completed, 
which received allocation of more than 664 billion rubles. 

For the period of implementation of programs the construction of 101 medical institu-
tions was completed, more than 4 thousand medical institutions were repaired; more than 389 
thousand pieces of equipment were purchased and installed.

According to the results of 2013, life expectancy increased by six months – to 70.8 years.
In 2013, the program of periodic health examination of children and adult population 

was started after a 30-year break. During the first year 35 million people passed the periodic 
health examination: 21 million adults and more than 14 million children who live in all regions 
of the country.

In 2013, a wide coverage of immunization was provided both as a part of national calen-
dar and epidemiological calendar. Vaccination against pneumococcal infection was included in 
the national calendar of immunization for the first time, and indications for vaccination against 
influenza were expanded. For 2013, almost 40 million people were vaccinated against the flu, i.e. 
27.8% of the total population.

2013 was notable for active legislative activity in the field of healthcare. 
Federal Law was adopted, which provides the authority of the Government of the Rus-

sian Federation regarding the approval of the procedure of creating the lists of drugs and medi-
cal products guaranteed by the state, and the procedures of drug registration were changed.

A draft law on amendments to the Federal Law “On Medicinal Products Circulation” was 
prepared and introduced to the Government of the Russian Federation, which includes a num-
ber of important conceptual blocks governing the features of state registration of biological, 
biosimilar, orphan drugs, securing the rules of fair competition in the pharmaceutical market 
through introduction of procedure for assessing the interchangeability of medicines, as well as 
introducing an idea of pharmacopoeia standard samples.

The development of the amendments to regulations which relats to the entry into force 
of the Law “On Fundamentals of Health Care of Citizens in the Russian Federation» is extremely 
important. They govern the procedure of registration, clinical trials, and for the first time intro-
duce the concept of  “biological agents” and “interchangeability”.

A significant development took place in the sphere of regulation of drugs circulation. 
It was prepared and adopted 18 regulations which established rules of their state registration, 
keeping the state registry of medical products, procedures of state control over their circulation.

Crucial thing in healthcare is ensuring sanitary and epidemiological welfare and fighting 
against infectious diseases. In 2013, the Ministry of Health of Russia developed the Principles of 
state policy in the field of chemical and biological security of the country. They were adopted by 
the Government of the Russian Federation and they created the basis for the preparation of the 
Concept of the federal target program “National System of Chemical and Biological Security of 
the Russian Federation (2015-2020 years)”. This concept was approved by the Government Com-
mission and the target program is actively being developed nowdays. 

One of the important issues discussed throughout the year was the problem of supply-
ing patients with orphan diseases and creating a list of orphan drugs reimbursed by the state.

Thus, the “state” remains an active participant in the pharmaceutical market, and affects 
the events that will determine the main trends in the market. 

If we talk about the structure of the pharmaceutical market by financing sources, the 
share of the “state” (market volume secured by state money – reimbursable drug coverage and 

  
1
  Report of Minister V.I. Skvorstova at the final session of the Ministry of Health of Russia, April 2014.
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hospital purchases) is about 25.5% and has been steadily declining since 2006 (the maximum 
share of state funds in market volume – 34.7%). As a result, ¾ of the pharmaceutical market - ex-
penses of population.

Figures 1-2 show dynamics of retail sales volume of Russian pharmaceutical market in 
2011-2013.

Figure 1

Pharmaceutical market capacity 

Source: DSM Group. ISO 9001:2008.
Figure 2

Pharmaceutical market capacity 

Source: DSM Group. ISO 9001:2008.
In 2013 market capacity was 1 trillion rubles (or 32.9 billion dollars), which is 14% higher 

than that in 2012. Market growth rates have remained stable over the past three years.
Market growth in units looks very modest compared to rubles – 2.1% increase. Speaking 

Pharmaceutical market capacity
billions of rubles in end user prices

State sector of RTU
drugs

Commercial sector 
of RTU drugs

Commercial sector
of parapharmaceuticals

32 863

29 643
28 004

+12%

+11%

+11%
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2013

19 12017 307

2012
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+6%

-2%

+8%

+9%

2011

5 318
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4 420
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7 543

7 685

Pharmaceutical market capacity
billions of rubles in end user prices

State sector of RTU
drugs

Commercial sector 
of RTU drugs

Commercial sector
of parapharmaceuticals
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by segments, pharmacy sales of medicines increased by 13% - 609 billion rubles, sales of 
parapharmaceutic goods increased by 14% - 169 billion rubles in pharmacies, the government 
procurement market in 2013 showed an increase by + 14% - 267 billion rubles.

The government continues to maintain a clear policy in the field of state drug provision 
of population, and continues to index costs related to the procurement of drugs. The costs 
of drug purchase by medical institutions are growing faster (+17%), while the state spent 8% 
more then hospitals in additional drug provision. Significant growth of drug procurement for 
the needs of medical institutions is explained by the new rules of contract procurement system 
regulated by Law No. 44-ФЗ, which entered into force on January 01, 2014. “Uncertainty” that 
could arise during the bidding forced the participants to increase the number and volume of 
tenders held in Q4 2013.

Volume of Russian pharmaceutical market compared to other countries

According to open data sources, in 2013 global pharmaceutical market volume reached 
971 billion US dollars. Compared to 2012, its growth amounted to about 3.3% in money terms. 
Further annual increase is expected at the level of 3–4%. Thus, in 2014 the global pharmaceutical 
community may be able to register the achievement of world pharmaceutical market volume of 
1 trillion dollars.

Traditionally, the most rapidly growing markets are Latin America and China.
According to the results of 2013 Russia is on the 7th place among the world’s leading 

pharmaceutical markets and third in terms of percentage growth. 
The largest market is in the U.S., where only retail drug sales make 239.2 billion dollars 

there. European pharmaceutical markets (TOP-5) collectively account for 105.7 billion dollars 
(11% of world market capacity) and grew by about 1% in 2013.

Figure 3

Retail RTU drug market volume in Russia and other countries in 2013

Source: оopen data sources, DSMGroup. ISO 9001:2008.
Note: Drug pharmaceutical market = drug commercial segment + DLO.

As before, Russia is 3 times behind the average European consumption of drugs and  
5 times behind the U.S. consumption. Less than in Russia ($154) is only the consumption of 
drugs per person in Brazil and China with $122 and $44 respectively. 
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Figure 4

Drug consumption in Russia and other countries in 2013

Source: open data sources, DSMGroup. ISO 9001:2008.
Note: Drug pharmaceutical market = drug commercial segment + DLO.
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  2. Commercial segment of RTU drugs

The capacity of the commercial RTU drug market in 2013 amounted to 609 billion rubles 
in end user prices or 462 billion rubles in pharmacy purchase prices  (Figure 5), which is 13% 
higher than in 2012. 4.4 billion units were sold, which is 1% less than in 2012.

1. Proportion of sales of imported and domestic RTU drugs  
on commercial retail market

The structure of commercial RTU drug market by sales volumes of domestic and imported 
drugs is shown in Figure 5.

Figure 5

Proportion of sales of imported and domestic drugs  
on commercial Russian retail market

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008
Note: the sales volume is shown in pharmacy purchase prices with VAT included.

The domestic drugs traditionally cover about one forth of the Russian commercial RTU 
drug market in value terms. In 2013, the domestic drug share amounted to 24.4%. At the same 
time, the domestic drugs prevail in pharmacy sales in real terms – 57.0%. It should be noted that 
in 2013 the share in the domestic drugs units decreased almost by 1%. This was due to reduction 
in sales of cheap drugs, such as CITRAMON, PATCH BACTERICIDAL, ACTIVATED CARBON, ACETYL-
SALICYLIC ACID, etc., the price of which does not exceed 15-30 rubles.

In 2013, the increase in sales of domestic drugs was slightly more intense than that of 
imported drugs: in value terms 16% vs. 12%. In real terms the sales of Russian drugs decreased 
by 3%, while the imported drugs increased by +1%. 

In 2013, the average price of domestic drug unit amounted to 45 rubles; this is more than 
4-fold lower than that for imported drugs. In 2013, the average price of imported unit was about 
183 rubles.

  
2
Hereinafter in section “Commercial segment of RTU drugs” all volumes and prices are shown in pharmacy purchase prices with VAT 

included.

Total market volume

2012 20122013 2013
Sales value, millions of rubles Real sales volume, millions of units

410 004

461 832

4 479 4 427

Domestic
Import

312 381
(76.2%)

97 623
(23.8%)

349 042
(75.6%)

112 790
(24.4%)

1 905
(43.0%)

2 522
(57.0%)

1888
(42.2%)

2 590
(57.8%)
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2. Proportion of sales of Rx and OTC drugs on commercial retail market

Proportion of Rx and OTC drugs by pharmacy sales is shown in Figure 6.
Figure 6

Proportion of sales of OTC and Rx drugs  
on commercial Russian retail market

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008.
Note:  the sales volume is shown in pharmacy purchase prices with VAT included.
Note. When calculating shares of Rx and OTC, drugs were distributed officially according to the OTC list. The fact that Rx 

drugs in pharmacies are often sold without prescription was disregarded.

According to the results of 2013, sales of both Rx and OTC drugs increased in retail com-
mercial drug market in monetary terms. Usually the sales of Rx drugs are rising more rapidly 
than sales of OTC drugs, but in 2013 the growth rate of consumption of Rx and OTC drugs were 
equivalent – about 12.6%. In real terms, there were different dynamics: negative growth in sales 
of OTC drugs (-2.6%) and an increase in Rx (+2.5%). The share of Rx drugs in rubles amounted to 
49.7%, in real terms the largest share belongs to OTC drugs (70.5%). 

It should be noted that the average price of Rx drugs amounted to 176 rubles in 2013, 
while OTC drug price was 2.5-fold lower and amounted to 74 rubles per unit.

Total market volume

RX

ОТС

2012 20122013 2013

410 004

461 832

4 479 4 427

206 259
(50.3%)

203 745
(49.7%)

229 503
(49.7%)

3 204
(71.5%)

3 121
(70.5%)232 329

(50.3%)

1 306
(29.5%)

1 274
(28.5%)

Sales value, millions of rubles Real sales volume, millions of units
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3. Sales structure of RTU drugs on retail commercial market by ATC groups

The ratio of 1st level ATC groups by pharmacy sales in Russia is shown in Table 1. 
Table 1

Sales structure of RTU drugs on Russian retail commercial market by ATC groups

First level ATC groups
Sales value, 
millions of 

rubles

Group share in 
sales value, %

Real sales 
volume, 

millions of units

Group share 
in real sales 
volume, %

A: Alimentary tract and metabolism 88 981 19.3% 789.6 17.8%

R: Respiratory system drugs 58 512 12.7% 632.4 14.3%

C: Cardiovascular system drugs 56 724 12.3% 457.4 10.3%

N: Nervous system drugs 54 711 11.8% 817.9 18.5%

J: Antibacterials for systemic use 35 709 7.7% 285.8 6.5%

M: Musculoskeletal system drugs 35 641 7.7% 297.0 6.7%

G: Genitourinary system 
drugs and sex hormones 34 176 7.4% 81.9 1.9%

D: Dermatologicals 28 359 6.1% 460.9 10.4%

L: Antineoplastic and 
immunomodulating agents 19 445 4.2% 79.9 1.8%

B: Agents affecting blood and 
blood forming organs 15 662 3.4% 128.5 2.9%

[~] Without allocation 14 729 3.2% 219.6 5.0%

S: Agents affecting sensory organs 12 012 2.6% 106.5 2.4%

H: Systemic hormonal preparations 
(excluding sex hormones) 2 920 0.6% 27.8 0.6%

V: Various 2 679 0.6% 20.8 0.5%

P: Antiparasitic products, 
insecticides and repellents 1 449 0.3% 20.4 0.5%

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008
Note: the sales volume is shown in pharmacy purchase prices with VAT included.
Note. [~] drugs without allocation (homeopathic preparations, plant and animal drugs, substances etc.)

ATC-group rating by sales value has changed a little in comparison with 2012 (changes 
relate mainly to improved position of ATC-group [J] Antibacterials for systemic use). In 2013, the 
ATC-group [A] “Alimentary tract and metabolism” (19.3%) kept the leading position, as in previous 
periods. Compared to 2012, this group shows sales growth in money terms by 10%. By the num-
ber of sold units this segment shows sales decrease, which amounts to 3%. Thus, we can conclude 
that the observed increase in sales in rubles in this group was due to higher drug prices.

About 16% of ATC group [A] sales value is covered by subgroup [A11] “Vitamins”. This 
group includes vitamins, multivitamin and vitamin-mineral complexes. The first place in terms 
of sales in group [A11] was taken by MILGAMMA brand with a share in rubles corresponding to 
14%. Domestic line COMPLIVIT takes the third place (9%) in vitamins value ranking. The low-cost 
domestic product “Ascorbic acid with glucose” is a leader by the number of sold units (19% of 
sales [A11]). 
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The first place in real terms among subgroups in group [A] is occupied by antidiarrheal 
drugs ([A07]) – 25% of sales across the group. The same position as it was last year.  Due to active 
promotion, well known to consumers LINEX heads the value ranking in [A07] group - 21.5% 
of sales of all antidiarrheal drugs. However, in terms of units sold, LINEX ranks only the second 
position, and it yields considerably to ACTIVATED CARBON with a sales share [A07] of 55%.

Group [J] “Antibacterials for systemic use” moved from the sixth to the fifth position in 
2013. 

The largest share of sales value in group [J] accounts for subgroup [J01] Antibacterials for 
systemic use (56% of sales for group [J]). There is no evident leader in the subgroup, but three 
drugs collectively - SUMAMED, AMOXICLAV and FLEMOXIN cover about a quarter of the sales 
value in 2013.

The group [J] has another key subgroup - 32% is covered by Antivirals for systemic use 
[J05]. While the major sales volume in the subgroup accounts for brands KAGOCEL, INGAVIRIN 
and AMIXIN. Pharmacy sales of KAGOCEL rose by 60% over the year; AMIXIN also demonstrated 
an impressive dynamic (+41% compared to the value of sales in 2012), and INGAVIRIN sales 
increased more than twice. 

The structure of the commercial market by ATC groups is rather stable from year to year. 
The increase in the capacity and average cost of unit in ATC groups is shown in Figure 7.

According to the results of 2013 almost all ATC groups showed an increase in sales value, 
except for ATC-group [P] Antiparasitic products, insecticides and repellents (reduction in sales of 
group drugs was 1.6%). Maximum growth in money terms amounting to 21% was observed for 
group [D] Dermatologicals (due to growth in sales of brands EXODERIL, LOCERIL, BEPANTEN etc.). 
In real terms, the highest increase in pharmacy sales was recorded in group [J] Antibacterials for 
systemic use – it amounted to 8%.

Рисунок 7

Structure of commercial RTU drug market in 2012-2013

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008
Note: the sales volume is shown in pharmacy purchase prices with VAT included.

The highest average unit cost on the basis of 2013 amounted to 417 rubles for the drugs 
of group [G] Genitourinary system drugs and sex hormones. Such a high price is explained by 
the fact that the unit cost of some of RTU drugs in this group reaches 7 thousand rubles and 
more. Also high average unit price is noted in group [L] Antineoplastic and immunomodulating 
agents – about 240 rubles, [H] Systemic hormonal preparations (excluding sex hormones) – 
about 130 rubles.

The contributions of different ATC-groups to the overall growth of the commercial 
market was determined using weighted increase index, the value taking into account the share 
of each ATC-group multiplied by its growth rate (Figure 8).
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.
Fugure 8

Weighted increase of RTU drugs on retail commercial market by ATC groups

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008.

In 2013, the drugs of the groups [A] “Alimentary tract and metabolism”, [R] “Respiratory” 
and [J] “Antibacterials for systemic use” made the largest contribution to the increase of the 
value capacity of the commercial RTU drug market, which totally amounted to 5.0% or about 
40% of general market growth.

M
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J
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N
1.4%

C
1.4%
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A
2.0%

Other
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Commercial market 
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4. RTU drugs manufacturers on retail commercial market

Table 2 shows TOP-20 manufacturing companies leading by the sales volume on Russian 
commercial market in 2013.

Table 2

TOP-20 drug manufacturing companies by pharmacy sales 
volume on Russian retail commercial market in 2013

20
13

 ra
nk

in
g

Ch
an

ge

Manufacturer
Sales value, 

millions of rubles
2013

Sales value 
increase Share

1 - NOVARTIS 29 431 14.3% 6.4%

2 - SANOFI-AVENTIS 24 730 14.5% 5.4%

3 - ФАРМСТАНДАРТ 20 493 15.6% 4.4%

4 - BAYER 17 882 19.0% 3.9%

5 - TAKEDA 15 314 5.9% 3.3%

6 1 TEVA 14 452 15.3% 3.1%

7 -1 BERLIN-CHEMIE 14 247 1.7% 3.1%

8 2 ABBOTT 11 870 9.2% 2.6%

9 2 SERVIER 11 497 8.3% 2.5%

10 -2 GEDEON RICHTER 11 383 1.3% 2.5%

11 -2 PFIZER 11 307 2.0% 2.4%

12 - KRKA 9 585 12.1% 2.1%

13 - STADA 9 424 12.1% 2.0%

14 - MERCK 8 878 11.9% 1.9%

15 1 ASTELLAS PHARMA 8 748 21.4% 1.9%

16 -1 BOEHRINGER INGELHEIM 8 481 12.4% 1.8%

17 4 JOHNSON & JOHNSON 7 119 49.7% 1.5%

18 -1 DR.REDDY’S LABORATORIES 7 104 10.3% 1.5%

19 -1 GLAXOSMITHKLINE 7 095 13.8% 1.5%

20 2 VALENTA 6 256 36.5% 1.4%

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008.
Note: the sales volume is shown in pharmacy purchase prices with VAT included.

In 2013, over 1,000 players were presented on the Russian pharmaceutical market.
Totally, TOP 20 manufacturers cover 55.3% of RTU drug sales value. The total share of 

TOP-20 has increased slightly in comparison with 2012.
NOVARTIS retained the leading position in the ranking with a share in rubles amounting 

to 6.4%. NOVARTIS portfolio is quite large (more than 130 products sold in the commercial 
market). The maximum amount of the company’s sales accounted for LINEX – its share in the 
company’s sales by the end of 2013 amounted to 10% in money terms with an increase +1% to 
the sales level of 2012. The largest increase in sales was registered for drugs CALCIUM-SANDOZ 
(sales have skyrocketed) AZARGA (+174%), SERTIKAN (+211%), etc. In real terms, leaders in 
terms of sales are such brands as TERAFLU, LINEX, OTRIVIN. These three positions cover 26% of 
units sold, which is equivalent to the total share of these drugs by sales value of the company. 

SANOFI-AVENTIS, which occupied the second place, lost to the leader 1.02% by the 
share in rubles. “Permanent” sales hits – ESSENTIALE, NO-SPA, LOZAP – provide the company 
strong positions in the market. ESSENTIALE and NO-SPA annually get in the TOP-20 brands.
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As in 2012, PHARMSTANDART is on the third position with a share of 4.44%. According 
to the results of 2013, company sales growth rate was positive, +15.6%. After last year’s loss of 
sales such steady growth was enabled due to increased sales volume of brands such as PENTAL-
GIN (+24% compared to sales in 2012), AMIXIN (+ 42%), AFOBAZOL (+36%). 

According to the results of 2013, the following companies have improved their posi-
tions in TOP-20 of manufacturers on Russian commercial drugs market: TEVA (pharmacy sales of 
drugs increased by 15.3% due to strong growth in demand for RTU drugs such as AMBROBENE, 
ISOPRINOSINE and RINONORM), ABBOTT (which added just over 9% compared to sales in 2012 
due to increased sales in number of brands, in particular GEPTRAL, DUPHASTON and CREON), 
SERVIER has ranked up by two positions. Furthermore, ASTELLAS PHARMA INC moved from 
16th place to 15th because of sales growth of company drugs by more than 20% (the growth 
flagship were drugs such as OMNIC (+16%), DE-NOL (+22%), PIMAFUCIN (+30%), and SUPRAX 
(almost fourfold increase in sales). 

JOHNSON & JOHNSON moved from 21st place in 2012 to 17th in 2013 having the high-
est increase in pharmacy sales among the TOP-20 companies – 49.7%. 36 drug brands of the 
company are sold in Russian pharmacies, among them a strong growth in demand was regis-
tered in particular for HEXORAL, TIZIN, MIKROLAX, NIKORETE and so on. 

We should also mention the domestic company VALENTA. In 2013 the company took 
the 20th place in the ranking by increasing the sales of its products in pharmacies of the coun-
try by almost 36.5%. This was contributed by growth in demand for drugs such as INGAVIRIN 
(+147% compared to sales in 2012), GRAMMIDIN (+36%) and MOTILIUM (+28%).
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5. Drugs of retail commercial market

Table 3 shows TOP-20 drug brands leading by the sales volume on Russian commercial 
market in 2013. 

Table 3

TOP-20 drug brands by sales volume in value terms on 
Russian commercial market in 2012–2013

20
13

 ra
nk

in
g

Ch
an

ge

Brand name
Sales value,  

millions of rubles 
2013

Sales value 
increase Share

1 - ESSENTIALE 4 514 18.4% 1.0%

2 - ARBIDOL 3 670 -2.0% 0.8%

3 - CONCOR 3 631 10.3% 0.8%

4 - ACTOVEGIN 3 502 8.8% 0.8%

5 14 KAGOCEL 3 287 60.4% 0.7%

6 1 NUROFEN 2 972 4.4% 0.6%

7 -1 LINEX 2 924 1.1% 0.6%

8 -3 VIAGRA 2 908 -4.3% 0.6%

9 -1 ALFLUTOP 2 884 7.4% 0.6%

10 -1 TERAFLU 2 741 12.1% 0.6%

11 1 NISE 2 656 19.6% 0.6%

12 22 EXODERIL 2 616 56.4% 0.6%

13 14 LOZAP 2 423 28.2% 0.5%

14 10 PENTALGIN 2 395 23.5% 0.5%

15 -5 DETRALEX 2 364 1.2% 0.5%

16 -2 LAZOLVAN 2 309 10.4% 0.5%

17 - MEXIDOL 2 300 11.9% 0.5%

18 -2 ANAFERON 2 216 6.7% 0.5%

19 -6 NO-SPA 2 203 5.2% 0.5%

20 9 ACC 2 186 19.0% 0.5%

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008.
Note: the sales volume is shown in pharmacy purchase prices with VAT included.

In total, TOP-20 leading brands cover 12.3% of sales value of the RTU commercial seg-
ment. The TOP-3 sales hits have not changed: ESSENTIALE became the leader (market share of 
1,0%), ARBIDOL settled on the 2nd position, and CONCOR on the 3rd position.

We should note that despite the fact that in 2013 there were no “large-scale” influenza 
epidemics, the drugs in this category were mainly growing: KAGOCEL sales rose by 60% over 
the year, TERAFLU added 12.1% to the level of sales in 2012, at the same time the demand for 
ARBIDOL decreased by 2%. The volume of pharmacy sales for LAZOLVAN and ACC rose by 10% 
and 19%, respectively.

The most noticeable improvement in the ranking positions in 2013 showed four drugs 
– already mentioned KAGOCEL (+14), antifungal drug EXODERIL (+22), LOZAP (+14), and PEN-
TALGIN that moved up from 24th line to 14th line. 

The leaders in terms of units sold are inexpensive drugs – ACTIVATED CARBON, CITRA-
MON and BACTERICIDAL PLASTER. Among the RTU drugs included in the TOP-20 by value, only 
NUROFEN entered the TOP-20 by sales volume in real terms and occupied the 16th position. It 
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should be noted that the TOP-20 ranking of RTU drugs in real terms is composed by almost 100% 
of so-called “traditional” drugs, ie those which are sold only in Russia and former Soviet coun-
tries. And in ruble ranking they are ranked under the line 100. The weighted average price in the 
TOP-20 by units is about 20 rubles.

6. Vital drugs

Currently the list of vital drugs includes slightly more than 500 INN. These are essential 
drugs, the use of which contributes to reducing mortality and morbidity in the population. The 
number of drugs on the list of vital and essential drugs increases regularly: in 2011 it was count-
ed about 4,500 positions of the drugs from this list on the market, and in 2013 – already about 
5,500. In 2011 the list of such drugs was extended by 37 international nonproprietary names, 
and in 2013 the list of vital drugs was not changed relative to 2012.

In April 2010, State regulation of prices was implemented for drugs included in this 
list. Regulation is based on the definition of the marginal manufacturer price and margin trade 
markups to this price, i.e. the wholesale and retail prices. The markup value depends on the re-
gion. According to the method of determining the prices, Russian pharmaceutical manufactur-
ers can re-register the prices annually adjusted for inflation or in case of changed prices of raw 
materials or overheads. Foreign manufacturers register the process on the basis of information 
on minimum prices in the manufacturing countries and countries where the drugs are regis-
tered. However, in reality, for two years of operation of the system neither the domestic, nor 
the foreign manufacturers managed to increase the selling prices of drugs from the list of vital 
drugs. This led to tensions among the members of pharmaceutical society.

In October 2012 a new method of pricing of vital drugs was adopted, which provides an 
annual indexation of prices for domestic drugs included in the vital drugs list depending on the 
level of inflation. The level of inflation has previously appeared as a criterion for price increase, 
but domestic manufacturers did not succeed in increasing the price based on this figure. As for 
foreign companies, the method for determining maximum selling price was the same.

However, public debate about the pricing methodology for drugs from the vital drug 
list does not stop. At the end of 2013 it was reported that the Ministry of Health planed to revise 
the prices for vital drugs. According to the Ministry of Health, prices for the Russian and foreign 
drugs, as well as for the original drugs and their analogs from the list of vital and essential drugs 
should be registered in different ways. The Ministry sent a proposal to improve the methodol-
ogy for calculating the price for vital drugs to the Ministry of Economical Development, and it 
forwarded the proposal to the participants of the interdepartmental working group, which in-
cludes the Ministry of Industry, Federal Antimonopoly Service (FAS) and the Federal Tariff Service 
(FTS).

The list of vital drugs for 2014 will be the same as in 2012. As a result, today the full list of 
vital drugs includes 567 items, of which 93 names (16.4%) are manufactured only by domestic 
manufacturers, 207 names (36.5%) are manufactured only by foreign manufacturers, and manu-
facture of 267 names of drugs (47.1%) are manufactured by both Russian and foreign pharma-
ceutical companies.

Extension of validity of vital drug list for 2014 is explained by the process of developing 
new criteria for drawing up the vital drug list.

According to the results of 2013, 533 INN from the vital drug list were registered in phar-
macy sales (which corresponds to 1751 brands). Sales volume for vital drugs amounted to 158 
billion rubles or 1,531 million units (Figure 9).
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Figure 9

Sales ratio of vital and non-vital drugs

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008.
Note: the sales volume is shown in pharmacy purchase prices with VAT included.

We should note that sales volume of vital drugs in value terms increased approximately in the 
same way as the other drugs (12.5% – vital drugs, 12.7% – non-vital drugs). In real terms, the situation is 
different: in unit terms vital drugs grew by 1%, while the sales of drugs not on the list decreased by 2%. 

The share of domestic drugs, as well as on the market in general, is a little prevalent in natural 
terms (50.3%), in money terms their share is only 22.5%.

The weighted average cost per vital drug unit amounted to 103.4 rubles in 2013, while weighted 
average cost per domestic drug unit was about 46 rubles, and the cost of imported drug unit was 
almost 4-fold higher (161 rubles).

Figure 10 shows a price index for the various groups of drugs.
Figure 10

Price index dynamics on commercial market in 2013

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008.
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Over 12 months of 2013 vital drugs prices increased by 1.0%. Drugs not included in the 
vital drugs list increased in price by 4.8% compared to December 2012. The main price growth 
was in the 2nd half of 2013 – during this period the price index increased by 2.3%. 

RTU drugs sales ranking by INN included in vital drug list is presented in Table 4. At the 
top of the vital drugs ranking by INN is XYLOMETAZOLINE. We note that XYLOMETAZOLINE also 
was a leader in 2012. Positions at the top of the ranking were not changed as a whole because 
all INN drug sales had been increased. In 2013, overall sales of all INN in vital drugs ranking in-
creased from the previous year, the only exception was ENALAPRIL – the sales of one of the key 
drugs of this INN decreased by 13% over the year.

Table 4

Sales ranking of INN included to the vital drugs

INN % from vital 
drug sales, ruble

Volume, millions 
of rubles

Leader among 
INN brands

1 XYLOMETHAZOLINE 4.6% 7 230 TYZIN

2 PANCREATIN 2.9% 4 603 MEZYM FORTE

3 BISOPROLOL 2.8% 4 415 CONCOR

4 AZITHROMYCIN 2.0% 3 235 SUMAMED

5 IBUPROFEN 2.0% 3 097 NUROFEN

6 AMOXICILLIN+CLAVULANIC ACID 1.9% 3 079 AMOXICLAV

7 INTERFERON ALFA-2B 1.7% 2 770 VIFERON

8 AMBROXOL 1.6% 2 573 LAZOLVAN

9 ETHYLMETHYLHYDROXYPYRIDINE 
SUCCINATE 1.6% 2 568 MEXIDOL

10 ATORVASTATIN 1.,6% 2 510 LIPRIMAR

11 ENALAPRIL 1.6% 2 471 ENAP

12 DROTAVERINE 1.5% 2 386 NO-SPA

13 FLUCONAZOLE 1.5% 2 365 FLUCOSTAT

14 ADEMETIONINE 1.4% 2 248 HEPTRAL

15 OMEPRAZOLE 1.4% 2 238 OMEZ

16 CETIRIZINE 1.3% 2 067 ZYRTEC

17 IMIDAZOLILETANAMID 
PENTANEDIOIC ACID 1.2% 1 967 INGAVIRIN

18 LOSARTAN 1.2% 1 967 LOZAP

19 DYDROGESTERONE 1.2% 1 928 DUPHASTON

20 TILORONE 1.2% 1 921 AMIXIN

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008.

The highest growth rate of the average price is observed for INN AMOXICILLIN + 
CLAVULANIC ACID (+28%) due to the appearance in the sale of new dosages of ECOCLAV (in 
2013 pharmacies started to sell ECOCLAV tablets of 500 mg and 875 mg priced over 300 rub./
unit).

7. Price segmentation of drugs on retail commercial market

In 2013, an average cost of RTU drug unit increased by 14% and amounted to 104.3 
rubles on the commercial market. We now consider the components of this value.

The commercial market structure and average cost per unit in different price categories 
in 2012–2013 are presented in Figure 11.
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Figure 11

The value sales structure of commercial market RTU drugs by price categories 

Source: Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008.
Note: the sales volume is shown in pharmacy purchase prices with VAT included.

As seen in Figure 11, the share of drugs with a cost less than 50 rubles decreased 0.9% 
over the last year. The decline of share of these drugs from the vital drug list was 0.6%. And this is 
an attribute of our market in recent years that has already become a sustainable trend. This trend 
is a consequence of redistribution of consumer preferences towards more expensive and more 
effective drugs. Thus, the volume of sales of such popular drugs as BACTERICIDAL PLASTER,  
ACTIVATED CARBON, CITRAMON and ACETYLSALICYLIC ACID decreased by 63.5 million units. 

Moreover, if we «fix» the consumer bas  ket at the level of 2011 (ie, regardless of drug 
price in 2013, it falls into the same segment, which it is in according to results of 2012), the share 
of drugs priced less than 50 rubles in 2013 will be 8.8%, ie, by 0.1% more than in 2012. For some 
segments the changes will be more significant – the share of drugs priced 50-150 rub./unit will 
decrease by 1.6%, while the specific weight of expensive drugs segment (priced above 500 rub./
unit) will increase by 1.8%. Thus, we can conclude that the market share by price segments varies 
not only due to rising prices and transition of drugs from one price group to another, but also 
due to consumer’s focusing on the more expensive RTU drugs.

Segment of drugs priced under 50 rubles has still the greatest capacity in real terms and 
amounts to 54%.

Fastest growing pricing group both in value (+24%) and in real terms (+21%) is a group 
of drugs priced over 500 rubles, its share increased by 2.1% and amounted to 24.1% in rubles. 
The share of this group in terms of units is minimal – 2.7%.

The group of drugs priced from 150 rubles to 300 rubles, which was the most capacious 
according to 2013, covered 29.3% of the volume in monetary terms. Sales growth in this group 
was 14% in 2013 compared to 2012.

8.7% 24.5% 29.1% 15.7% 22.0%7.8% 22.1% 29.3% 16.7% 24.1%

2012 2013

below 50 rubles 50 to 150 rubles 150 to 300 rubles 300 to 500 rubles over 500 rubles

Weighted average unit price, rubles

15.114.0

95.393.1

206.0 208.0

898.3 918.8

386.1 385.7
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8. Price index of drugs on retail commercial market

To make an objective estimate of drug price change on the retail commercial market 
segment, price index based upon a fixed list of ready-to-use drugs was considered .

The main driver of market growth, as in previous years, was the growth of the drugs price 
index. In 2013 inflation for drugs (3.7%) was lower than the overall State Statistics Committee 
(SSC) consumer price index (6.5%). Drug price level increased nonuniformly, the main growth 
occurred in the second half of the year

Higher increase in prices was registered for the most popular drugs: in 2013 the price 
index of the TOP-100 brands by turnover amounted to 4.3% (Figure 12).

Figure 12

Change in prices of RTU drugs on the Russian commercial market in 2013

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008.

The price index for imported and domestic drugs for 2013 is shown in Figure 13.
In 2013 the changes in prices for domestic and imported drugs differed from each other. 

The value of these parameters amounted to 4.6% and 3.3% respectively. The growth rate of 
prices for drugs produced in Russia exceeded the price growth index for imported drugs.
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  The basis for calculating the price index for the current year was the intersected list of full names of drugs that were present on the market 

in the previous year. 
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Figure 13

Price index for drugs of domestic and foreign manufacturers 
on the Russian commercial market in 2013

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008.

Figure 14 shows the overall consumer price index and price indices for various categories 
of goods and services.

Figure 14

The index of consumer prices in Russia (December 2013 compared to December 2012)

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008, the 
State Statistics Committee.
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In 2013, the overall consumer price index amounted to 6.5% with the highest price rise 
observed in services (8.0%). The lowest growth was observed in drugs (3.7%) and non-food 
products (4,5%). 

9. New drugs of retail commercial market

Every year new drugs appear on the medicinal products market, 2013 was not an 
exception. In 2013 more than 375 new drug brands appeared in the pharmacies. In 2013, total 
sales volume of drugs amounted to 459 million rubles and 3.3 million units, which is 0.10% 
of sales value and 0.07% of real pharmacy sales of all drugs on retail commercial market. The 
weighted average cost per standard unit of the new drug amounted to about 140 rubles. 

Most of the new drugs are produced by foreign manufacturers, the Russian companies 
brought to market 69 brands in 2013.

Table 5

TOP-20 new trade names in 2013 on the commercial market of the Russian Federation

Po
si

ti
on

 
N

o.

Brand name Company
Volume, 
millions  
of rubles

Date of appearance in 
pharmacies

1 TORNETIS NOVARTIS 28.0 June 2013

2 PROFLOSIN BERLIN-CHEMIE 26.0 January 2013

3 LIVODEXA SUN PHARMACEUTICAL 
INDUSTRIES 19.1 January 2013

4 ESMYA GEDEON RICHTER 18.8 June 2013

5 GENFATINIB LABORATORY TUTEUR 17.6 October 2013

6 INFIBETA GENERIUM 15.7 October 2013

7 ONTIME TEVA 14.7 February 2013

8 LIMANOVIT HIPPOCRATES 14.6 July 2013

9 TASIGNA NOVARTIS 12.3 April 2013

10 GENEROLON BELUPO 11.7 January 2013

11 AFRIN MERCK 11.1 October 2013

12 REVATIO PFIZER 10.4 January 2013

12 VALVIR ACTAVIS 9.6 June 2013

13 RAPIMED ACTAVIS 9.0 January 2013

15 AMZAAR MERCK 8.8 April 2013

16 PANGROL BERLIN-CHEMIE 7.4 September 2013

17 INSIVO JOHNSON & JOHNSON 7.4 April 2013

18 NASIK CASSELLA-MED 6.8 March 2013

19 EMANERA KRKA 6.6 August 2013

20 STOPDIAR GEDEON RICHTER 6.1 April 2013

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008.
 
The leader in sales of new products, which entered the market in 2013, has become Tor-

netis brand – a medicinal product for the treatment of erectile dysfunction. Sales volume of this 
drug amounted to 28 million rubles. The second position is occupied by Proflosin with a volume 
of 26 million rubles, which is used to treat prostatic hyperplasia. The third place in the ranking is 
occupied by hepatoprotective agent – Livodexa, its volume in rubles amounted to 19.1 million 
rubles.

According to the results of 2013, analysis of new drugs sales shows that the most capa-
cious in monetary terms was pharmacological group for the treatment of erectile dysfunction 
(Sildenafil). Also TOP-3 included the pharmaceutical group of alpha 1-adrenoblocker (Tamsu-
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losin), the third in the ranking was a group of hepatoprotective agents (Ursodeoxycholic acid) 
– SUN PHARMACEUTICAL INDUSTRIES LTD.

So, in June 2013, a new generic drug to Viagra – Tornetis manufactured by SANDOZ 
PHARMACEUTICALS was presented on the Russian market. A distinctive feature of this drug is a 
unique tablet divisible into four parts with one press allowing individually select the drug dose 
without overdosing (from 25 to 100 mg). Tornetis is a full equivalent to the original drug and 
meets all safety standards. Such rapid growth in sales is based on the fact that the drug price is 
lower than that of original brand VIAGRA.

Proflosin of BERLIN-CHEMIE, which occupied the second position in the ranking, is a drug 
aimed at fighting urinary disorders caused by benign prostatic hyperplasia. The drug selectively 
blocks alpha 1-adrenoceptors located in the urinary bladder neck. The growth in sales is based 
on the fact that the drug price is lower than that of original brand OMNIC.

Third position is occupied by generic ursodeoxycholic acid – Livodexa. The results of 
the studies showed that Livodexa can be recommended as an effective, well-tolerated and safe 
drug for a course treatment of patients with cholelithiasis with congestive inhomogeneous gall, 
biliary sludge (microliths) and stones not larger than 4 mm. 

Also the TOP-20 included two new vasoconstrictor nose agents – Nasik and Afrin. Afrin is 
the first spray, which does not follows out from the nose and does not flow into the throat thanks 
to a patented formula, the effect occurs within one minute and lasts up to 12 hours. 

Nasik is available in two product forms: for children and adults. It is positioned as a unique 
spray with patented formula, which not only has a vasoconstrictor effect, but also promotes the 
healing of nasal mucosa thanks to its ingredient dexpanthenol at a high concentration (5%).

Between the new products in 2013 two new generics appeared on the market in phar-
maceutical group – gastric glands secretion reducing proton pump inhibitor – these are drugs 
Emanera (esomeprazole) by KRKA and Ontime (rabeprazole) by TEVA. 

Summing up the results of 2013, we would like to note that the share of domestic manu-
facturers (TOP-20 included companies GENERIUM and HIPPOCRATES) on the market decreased 
compared with 2012. This is due to the strengthening of the position of foreign pharmaceutical 
companies. In 2013, the leading Russian companies have not introduced to the market a large 
number of new brands, since their actions were mainly focused on strategic projects, in particu-
lar on the acquisition of new assets.
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  3. Drug Reimbursement Program (DLO)

Drug reimbursement to certain categories of citizens is one of the measures of social 
support of citizens eligible to receive government aid. 

DLO program was created under the scope of healthcare reform and changed the 
approach to drug provision of population. Previously, the state provided free drugs to patients 
with certain diseases, and since 2005 all members of privileged categories of citizens receive 
DLO.

In 2007-2008. it became necessary to review the current system of drug reimbursement 
in respect of privileged categories of citizens, and two parts were allocated in the drug 
reimbursement program:

1.  Medicinal products procured centrally at the expense of the federal budget for the 
treatment of patients with malignant neoplasms of lymphoid, haematopoietic and related 
tissues, hemophilia, cystic fibrosis, hypophysial nanism, Gaucher’s disease, multiple 
sclerosis, as well as after organ and (or) tissues transplantation (Russian Federation 
Government Decree No. 115 dated February 14, 2009, Moscow). This program was given 
a name “7 high-priced nosologies” (“7 nosologies”, “high-priced nosologies (VZN)”).

2. The drugs of ONSL program (essential drug reimbursement) procured at the regional 
level.

Today, beneficiary drug coverage funded by the state became already established 
segment of the pharmaceutical market.

Since 2007, beneficiary is entitled to choose a method of receiving benefits: a money 
refund or prescription drugs. Today, the number of people who may be covered by the benefits 
is about 19 million people, but the number of beneficiaries, who chose drug coverage, is 
decreasing every year and now stands at about one fifth of the total. In 2013, at the first time the 
number of beneficiaries remained almost at the previous year level and amounted to about 3.8 
million people.

Today, the DLO segment is undergoing significant changes aimed at improving the 
current situation. First of all, it is worth noting that «Strategy of the drug provision of the 
population of the Russian Federation until 2025” was approved.

The strategy is aimed at forming a rational system of drug coverage for the population 
balanced with budget financial resources at all levels in order to satisfy the needs of the 
country healthcare in affordable, quality and effective drugs. Implementation of the Strategy 
is planned for the period from 2013 to 2025 in three phases. The first stage will be devoted to 
the improvement of the regulatory framework. The second phase involves the implementation 
of pilot projects, and then, in the third phase, starting from 2017 begins implementation of the 
selected most effective model of drug coverage. 

As a result of implementation of the strategy in terms of public drug supply, it is planned 
to increase public satisfaction with the availability and quality of drug coverage to 65%. As well 
as to increase the availability of drugs for citizens in accordance with the list of drugs provided 
free of charge or with partial payment at the expense of the CMI (compulsory medical insurance) 
and governmental programs regardless of region of residence. 

As can be seen from Figure 15, according to the results of 2013, 84.3 billion rubles were 
spent for the purchase of medicines for the beneficiary categories of citizens. Compared to 2012 
the growth was about +7.5%, so the cost volumes returned to the volume of 2011. In real terms, 
about 74.8 million drug units were sold under this program. This is 10.4% lower than in 2012. 
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Figure 15

Dynamics of money spent on DLO program

Source: DSM Group. ISO 9001:2008.

The norm of financial costs per month per citizen receiving state social assistance in the 
form of social service on supplying the drugs, medical devices, as well as specialized medical 
nutrition products for children with disabilities in 2013 increased by 34 kopecks and amounted 
to 638 rubles. 

If we talk separately about the two parts of the program, the volume and share of the 
expensive drugs procurement program is growing: in 2013, the volume was at the level of 41.6 
billion rubles, which is 10% higher than in 2012 (Figure 16). The “7 nosologies” program (high-cost 
nosologies) is characterized by the low number of beneficiaries: so according to various sources 
in recent years the number of beneficiaries is about 100 thousand people. Thus, one beneficiary 
should receive 400 thousand rubles under the VZN program. In real terms, consumption under 
VZN program amounted to about 2.8 million units, which is 4% more than in 2012. Thus, according 
to the results of 2013, we again have the trend for increase in the number of units sold (in 2012, 
there was a slight decrease in this indicator).

Figure 16

The ratio of cost under “7 nosologies” and ONLS programs 
in total funds spent on DLO program, in rubles

Source: DSM Group. ISO 9001:2008.
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Yet at the end of 2013 the Russian Ministry of Health done all the necessary work to supply 
the regions with semi-annual and even annual demand for drugs to treat diseases included in 
the list of VZN. By auctions, the drugs were delivered to the regions already by the end of 2013.

On November 25, Federal Law No 317 was adopted, which includes an important 
amendment: in 2014, all drugs from the category of “7 nosologies” will be purchased at the 
federal level. It was assumed that in 2014 the regional authorities will themselves purchase drugs 
for people with rare diseases with the funds allocated from the federal budget (similar to ONLS 
program). For patients, this means that they are guaranteed to get their vital drugs on time.

Currently, the possibility of expanding the program of  “7 nosologies” is widely discussed: 
starting from 2014 it may include another 27 rare diseases with about 13 thousand people 
currently suffering in Russia. According to preliminary estimates of the Ministry of Health, 
approximately 4.5 billion rubles should be allocated for the treatment of these diseases from the 
state budget. 

In 2013, 42.7 billion rubles were spent for ONLS program, which is 5.3% more than in 
2012. This said, the share of ONLS sub-program in the total beneficiary drug provision continues 
to drop: from 51.8% in 2012 to 50.6% in 2013 (Figure 16). In real terms, about 71.9 million units 
were procured, which is 10.9% less than in 2012. Thus, the average cost of prescription was 593 
rubles, which is higher than in 2012 (502 rubles).

Government spending on the provision of pharmaceutical care to beneficiary categories 
of citizens in 2014 will exceed 100 billion rubles, of which more than 85 billion rubles are the 
federal budget funds. Those beneficiaries, who did not manage to file an application for money 
refund instead of drugs until October 01, can now monetize the benefit only for 2015.

1. Proportion of imported and domestic drugs within DLO Program

The DLO program includes mainly “imported drugs” while the domestic production takes 
only modest place in the volume of the reimbursed drugs. The main task of the government 
according to PHARMA-2020 program is to dramatically change the situation: according to results 
of work in this direction, the share of domestic products should amount to about 50%. 

Therefore, it is no accident that a trend outlined on the market, and in particular in 
beneficiary drug supply program, of appearance of a growing number of domestic drugs that 
can replace imported analogs.

According to the results of 2013, the share of domestic drugs in value terms increased by 
1% (Figure 17). Increase in money cost for procurement of domestic drugs increased by 17.5%, 
while the consumption of imported drugs – only by 6.2%.

INN IMATINIB can serve as an example of the «victory» of domestic drugs. ZAO F-SINTEZ 
introduced to the market a new drug FILAHROMIN FS, which in 2012-2013 significantly 
supplanted imported GLIVEC (NOVARTIS).

In 2013 INN INTERFERON BETA-1B was delivered only by domestic drugs RONBETAL 
(ZAO BIOCAD) and INFIBETA (ZAO GENERIUM) displacing such imported drugs as BETAFERON 
(BAYER AG) and EXTAVIA (NOVARTIS).
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Figure 17

Proportion of imported and domestic drug sales

Source: DSM Group. ISO 9001:2008.
Note: the sales volume shown is in final consumer prices with VAT included.

Thus, in spite of positive trend, the proportion remained in favor of the imported drugs: 
the share of sales value of imported drugs is 86%, and the share of domestic drugs is 14%.

In real terms, the share of the domestic drugs continues to decrease (-2%). Both domestic 
and imported drugs in 2013 showed albeit small (less than 1%), but negative growth in unit sales. 

Proportion of imported and domestic RTU drug sales by “7 nosologies” and ONLS 
programs is presented in Figure 18. In 2013, in the share of DLO program corresponding to 
7  high-priced nosologies, domestic drugs covered about 13% of sales value (9% in 2012). In 
real terms, they accounted for about 9% (less by 1% compared to 2012). The launch of new 
drugs is not a quick process, so an increase in the share of Russian manufacturers in beneficiary 
programs will occur “in leaps and bounds”.

Figure18

Proportion of imported and domestic drug sales under 
“7 nosologies” and ONLS programs

Source: DSM Group. ISO 9001:2008.
Note: the sales volume shown is in final consumer prices with VAT included.

Under the ONLS program the share of Russian drugs amounts to about 16% in terms of 
money (-0.7% to 2012), and about 45% in terms of units (-13.4% to 2012).
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2. Proportion of Rx and OTC drugs within the DLO program

The Rx drugs prevail in DLO program both by sales value and by sales volume, as all these 
drugs are prescribed by physicians strictly according to the indications for use.

In 2013, the share of Rx drugs in the DLO program sales value in Russia amounted to 
98.9%, same as last year. Rx drug share by sales volume decreased (-1%) and amounted 87% 
compared to 2012.

3. Drug sales structure by ATC groups within the DLO program

Proportion of 1st level ATC groups by pharmacy sales within the DLO program in 2013 in 
Russia is shown in Table 6. 

Table 6

Drug sales structure by ATC groups on the DLO market

First level ATC groups Sales value, 
millions of rubles

Group share in 
sales value, %

Real sales 
volume, 

millions of 
units

Доля 
группы в 

натуральном 
объеме, %

L: Antineoplastic and 
immunomodulating agents 40 854.3 48.4% 2.9 3.8%

A: Alimentary tract and metabolism 13 203.0 15.7% 19.9 26.6%

B: Agents affecting blood and 
blood forming organs 12 133.2 14.4% 5.5 7.4%

R: Respiratory system drugs 5 096.2 6.0% 5.1 6.8%

N: Nervous system drugs 3 512.6 4.2% 10.5 14.0%

C: Cardiovascular system drugs 2 777.8 3.3% 23.0 30.7%

H: Systemic hormonal preparations 
(excluding sex hormones) 1 865.5 2.2% 0.8 1.1%

J: Antibacterials for systemic use 1 741.0 2.1% 0.7 1.0%

M: Musculoskeletal system drugs 1 246.3 1.5% 3.3 4.4%

V: Various 932.9 1.1% 0.3 0.4%

G: Genitourinary system 
drugs and sex hormones 433.6 0.5% 0.9 1.2%

[~] Without allocation 334.5 0.4% 0.1 0.2%

S: Agents affecting sensory organs 204.6 0.2% 1.6 2.2%

D: Dermatologicals 25.4 0.03% 0.2 0.3%

P: Antiparasitic products, 
insecticides and repellents 1,3 0.01% 0.0 0.0%

Source: DSM Group. ISO 9001:2008.
Note: the sales volume shown is in final consumer prices with VAT included.

The ATC ranking by sales volume in accordance with DLO program is quite stable.
Group [L] “Antineoplastic and immunomodulating agents” remain the most expense 

item of the DLO program – as in 2012, more than 48% of all allocated state funds were spent 
for their purchase. The cost for their purchase in 2013 increased compared to the previous year 
in rubles (+7.9%), but dropped in units (-10%). Antineoplastic drugs ([L01] and [L02]) of the 
last generations have proven efficacy in the treatment of patients with oncological diseases, 
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improve the quality and duration of life. Leaders of 2013 in this ATC group remain MABTHERA and 
VELCADE, and one of the capacious drugs in 2012, GLEEVEC, yielded its positions to COPAXONE-
TEVA, reducing supplies 3-folds. 

ATC Group [A] “Alimentary tract and metabolism” occupies the second place in ranking. 
In 2013, sales volume in this group increased by 13.2% in terms of money and by 8.9% in term 
of units. About 72% of all sales in this group accounts for diabetes mellitus drugs ([A10]). As 
in 2012, leaders of this group by sales value remain the imported drugs LANTUS, CEREZYME 
and HUMULIN. Average price of one pack is about 3,400 rubles for LANTUS, about 71,000 for 
CEREZYME, and about 700 rubles for HUMULIN.

The TOP-3 is tailed by group [B] “Agents affecting blood and blood forming organs” 
(14.4%). Unlike the past years, this group in 2013 increased sales volumes both in rubles 
and in units (12.7% and 5.9%, respectively). The most capacious in this ATC subgroup [B02] 
“HEMOSTATICS” makes 74% of turnover. 

In 2013 the structure of the DLO by ATC groups changed slightly in comparison with the 
previous year: group [N] “Nervous system drugs” entered the TOP-5 by shifting to one position 
group [C] “Cardiovascular system drugs”. And the share of TOP-5 in value terms remained 
unchanged at about 88%.

Groups [J] and [M], [G], and drugs without allocation swapped places in the ranking 
(Figure 19).

Figure 19

Sales proportion by ATC groups in the Drug Reimbursement Program

Source: DSM Group. ISO 9001:2008.

Group [L] “Antineoplastic and immunomodulating agents” still covers 2/5 of DLO sales. 
This is the most expensive group of drugs in DLO – weighted average price per unit is about 
14,000 rubles. According to the results of 2013, four leading ATC groups register an increase in 
sales in rubles. Sales of group [N] and [C] drugs decreased sales volumes. Positive growth by 
units among TOP-5 was registered in all groups.

48.3%

14.9%

2012 2013

13.7%

5.7%

4.5%
4.4%

9% 8%

3.3%
4.2%

L: Antineoplastic and
immunomodulating agents

A: Alimentary plast and
metabolism

B: Agents a	ecting blood
and blood forming organs

R: Respiratory system drugs

C: Cardiovascular system drugs

N: Nervous system drugs

Other ATCs

6.0%

15.7%

14.4%

48.4%



32

It is interesting to look at how much money is spent under the DLO program for treatment 
of main disease groups. With this purpose we correlated the drugs with the corresponding 
indications for use. As a result, we received the following cost ranking in DLO by diseases (Table 7).

Table 7

Cost ranking in DLO by diseases, 2013

Disease Volume, millions  
of rubles Share

ONCOLOGY 27 338.6 32.4%

IMMUNE SYSTEM DISORDERS 14 079.6 16.7%

DISORDERS OF BLOOD AND HEMOPOIETIC ORGANS 12 133.2 14.4%

DIABETES MELLITUS 9 717.6 11.5%

RESPIRATORY DISORDERS 5 075.8 6.0%

NERVOUS SYSTEM DISORDERS 3 512.6 4.2%

ALIMENTARY DISORDERS 3 301.6 3.9%

CARDIOVASCULAR DISORDERS 2 777.8 3.3%

HORMONAL DISORDERS 1 813.9 2.2%

OTHER 1 278.0 1.5%

MUSCULOSKELETAL DISORDERS 1 246.3 1.5%

INFECTIOUS AGENTS DISEASES 1 222.8 1.4%

MALE AND FEMALE REPRODUCTIVE DISORDERS 433.6 0.5%

OCULAR DISORDERS 204.5 0.2%

AIDS/HIV 200.7 0.2%

SKIN DISEASES 25.4 0.03%

Source: DSM Group. ISO 9001:2008.
Note: the sales volume shown is in final consumer prices with VAT included.

The first line in the ranking is occupied by the drugs for the treatment of cancer, which 
account for 32% of the whole DLO segment value (about 27 billion rubles). The largest volume 
of purchases accounts for the following drugs: INN IMATINIB (GLEEVEC), INN RITUXIMAB (MA-
BTHERA) and INN BORTEZOMIB (VELCADE) included in the program of “7 high-cost nosologies” 
as a treatment for patients with malignant neoplasms of lymphoid, haematopoietic and relat-
ed tissues. According to the Ministry of Health of Russia, cancer is the second cause of death 
in Russia after cardiovascular diseases. In 2009, the National Cancer Program was launched, 
which lead to increase of the number of patients with early diagnosed neoplastic diseases, and 
mortality from this disease started to decrease for the first time in several decades. So, in 2010 
compared to 2009 mortality decreased by 0.9%, while in 2011 compared with 2010 – by further 
1.1%, which is the best indicator for the last 15 years. According to Health Minister V. Skvortsova, 
a decrease in mortality for all the most important diseases was registered in Russia in 2012 with 
maintained steady decline in cancer mortality.



33

According to the results of 2013, preparations for the treatment of immune system 
disea ses regained the second place by going ahead in the sales ranking of agents for the treat-
ment of blood diseases.

The greatest increase in costs in this group is noted for drugs that have immunomodula-
tory and immunosuppressive action, with three leading brands in this group not changing for 
several years. 

The largest volume of funds spent among the immunomodulatory drugs accounted for 
brand COPAXONE-TEVA (INN GLATIRAMER ACETATE), which is included in the list of drugs used 
for the treatment of multiple sclerosis on the program of “7 nosologies”. In 2013, the drug sales 
have increased more than 1.5 times. 

Also leaders among the drugs for the treatment of immune system diseases are brands 
GENFAXON and RONBETAL that, although remained in the top three, almost did not increase 
sales.

Among the drugs for the treatment of blood and blood organs diseases of the highest 
sales volume still accounts for INN BLOOD COAGULATION FACTOR VIII (41.1%), INN EPTACOG 
ALPHA [ACTIVATED] (15.0%), and INN OCTOCOG ALPHA (11.4%). All three INN are included in 
the program of “7 nosologies”. According to the results of 2013, in contrast to the previous pe-
riod, the INN leaders increased sales in the DLO program. Sales volumes of these INN increased 
due to sales of drugs such as HEMOFIL (an increase of almost 2-fold), COAGIL (1.2-fold), and 
RECOMBINATE (1.5-fold).

Thus, the leading positions in the DLO ranking still occupy the diseases, which can be 
attributed mainly to the high-cost nosologies. The total share of expenditure on the purchase of 
drugs for these diseases is more than 60% of the total DLO segment or about 50 billion rubles.

4. Manufacturers in the DLO segment

Table 8 shows TOP-20 manufacturing companies leading by the consumption volume in 
the DLO program in 2013.

In 2013, about 417 manufacturers took part in the DLO program, which is less than that 
in 2012. Among the manufacturers, who took part in the DLO program for the first time, MONTE 
VERDE S.A. is a leader by sales value (57 million rubles), supplying anticancer drug TEMCITAL of 
АТС group [L] under the DLO program. 
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Table 8

TOP-20 drug manufacturers by the consumption volume in the DLO program in 2013
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Manufacturer

Sales value, 
millions of 

rubles
2013

Sales value 
increase Share

1 0 F.HOFFMANN-LA ROCHE 14 905.8 1.0% 17.7%

2 0 JOHNSON & JOHNSON 7 016.7 11.7% 8.3%

3 +1 TEVA 6 360.2 62.6% 7.5%

4 +2 LABORATORY TUTEUR 4 764.7 33.7% 5.6%

5 0 SANOFI 3 930.9 8.8% 4.7%

6 +1 BAXTER 3 538.0 21.8% 4.2%

7 +1 NOVO NORDISK 3 291.6 16.0% 3.9%

8 +3 PHARMSTANDART 3 078.2 27.3% 3.6%

9 -6 NOVARTIS 2 723.3 -49.7% 3.2%

10 +2 F-SINTEZ 2 635.4 49.6% 3.1%

11 -1 ASTRAZENECA 2 456.8 -2.2% 2.9%

12 -3 MERCK 2 291.1 -11.2% 2.7%

13 0 ELI LILLY 1 651.5 16.4% 2.0%

14 +3 OCTAPHARMA 1 585.8 39.8% 1.9%

15 0 GENZYME CORPORATION 1 481.0 21.6% 1.8%

16 -2 BOEHRINGER INGELHEIM 1 478.8 10.9% 1.8%

17 -1 TALECRIS BIOTHERAPEUTICS 1 240.8 7.8% 1.5%

18 0 BAYER 999.6 -6.9% 1.2%

19 +1 SERVIER 986.2 6.7% 1.2%

20 +5 GLAXOSMITHKLINE 935.2 31.2% 1.1%

Source: DSM Group. ISO 9001:2008.
Note: the sales volume shown is in final consumer prices with VAT included.

As in the past years, F.HOFFMANN-LA ROCHE has taken a leading position in the manu-
facturers ranking. In 2013, the total amount of state funds spent for this company drugs pro-
curement amounted to nearly 15 billion rubles that is only by 1% more than in 2012. The most 
expensive drug, as in the last year, was monoclonal antibody drug MABTHERA (about 53% of 
total company sales in value terms), which purchases decreased by 6.9%. 

JOHNSON & JOHNSON has not changed its position: second place by sales value. For 
2013, the company increased its sales by 11.7%, mainly due to sales of the most capacious anti-
cancer drug VELCADE (+15% in rubles).

In general, there were no significant changes in the manufacturers ranking: manufac-
turer GLAXOSMITHKLINE entered the TOP-20, and ASTELLAS PHARMA INC dropped to the 26th 
place.

Table 9 shows the ranking of manufacturers participating in the «7 nosologies» and 
ONLS program.
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Table 9

TOP-20 drug manufacturing companies by sales volume in DLO 
segment in accordance with “7 nosologies” and ONLS program

7 nosologies ONLS Sub-program
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Manufacturer

Volume, 
thou-

sands of 
rubles

1 F.HOFFMANN-LA ROCHE 9306.4 1 F.HOFFMANN-LA ROCHE 5599.4

2 JOHNSON & JOHNSON 5873.5 2 SANOFI-AVENTIS 3853.1

3 TEVA 5417.5 3 NOVO NORDISK 3266.5

4 LABORATORY TUTEUR 4309.0 4 ASTRAZENECA 2456.8

5 BAXTER 3503.2 5 SCHERING-PLOUGH 2164.4

6 PHARMSTANDART 2164.5 6 ELI LILLY 1648.5

7 F-SINTEZ 2024.1 7 BOEHRINGER INGELHEIM 1478.8

8 NOVARTIS 1459.8 8 JOHNSON & JOHNSON 1143.2

9 GENZYME CORPORATION 1328.8 9 SERVIER 986.2

10 OCTAPHARMA 1316.5 10 NOVARTIS 949.1

11 TALECRIS BIOTHERAPEUTICS 1170.3 11 TEVA 938.8

12 BAYER 765.7 12 GLAXOSMITHKLINE 935.2

13 GENERIUM 677.3 13 FRESENIUS 897.1

14 BIOCAD 495.2 14 KRKA 821.7

15 CINNAGEN 447.9 15 PHARMSTANDART 783.54

16 BIOTEST PHARMA 410.1 16 SOTEX PHARMFIRM  697.3

17 CSL BEHRING 381.7 17 F-SINTEZ 611.2

18 ASTELLAS 332.2 18 BEAUFOUR IPSEN 509,4

19 PANACEA BIOTEC 122.1 19 FARM-SINTEZ 506.8

20 KRKA 39.7 20 SHIRE HUMAN GENETIC 
THERAPIES INC. 475.1

Total 99.7% Total 71.9%

Source: DSM Group. ISO 9001:2008.

6 companies from TOP-20, which participated in “7 nosologies” program, were 
included in manufacturer ranking under the common list: F.HOFFMANN-LA ROCHE, JOHNSON 
& JOHNSON, TEVA, PHARMSTANDART, F SINTEZ, and NOVARTIS. Same as in 2012, a leader in  
“7 nosologies” program became F.HOFFMANN-LAROCHE, which in the ONLS ranking also is on 
the 1st place. It should be noted that 4 domestic manufacturers entered TOP-20 in VZN ranking: 
PHARMSTANDART, F-SINTEZ, BIOCAD, GENERIUM. In 2013, VEROPHARM did not manage to 
enter the TOP-20 with reduced supplies of immunosuppressive agent SYPRESTA.

5. Drugs in the DLO segment
Table 10 shows TOP-20 brands leading by sales volume in the DLO program in 2013. 
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Тable 10

TOP-20 brands by sales value in the DLO program in 2013
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Brand name Manufacturer

Sales value, 
millions  
of rubles

2013

Sales value 
increase Share

1 0 MABTHERA F.HOFFMANN-
LA ROCHE 7 970.7 -6.9% 9.4%

2 0 VELCADE JOHNSON & 
JOHNSON 5 873.5 14.9% 7.0%

3 +1 COPAXONE-TEVA TEVA 4 818.7 67.4% 5.7%

4 +1 LANTUS SANOFI-AVENTIS 2 554.2 6.3% 3.0%

5 +2 HERCEPTIN F.HOFFMANN-
LA ROCHE 2 403.6 23.0% 2.8%

6 0 GENFAXON LABORATORY TUTEUR 2 309.9 0.1% 2.7%

7 +4 FILAHROMIN FS F-SINTEZ 2 024.1 78.7% 2.4%

8 +10 GENFATINIB LABORATORY TUTEUR 1 914.1 137.2% 2.3%

9 0 COAGIL PHARMSTANDART  1 819.7 26.8% 2.2%

10 -2 REMICADE MERCK 1 707.4 2.1% 2.0%

11 +1 CEREZYME GENZYME 
CORPORATION 1 328.8 18.4% 1.6%

12 -2 PULMOZYME F.HOFFMANN-
LA ROCHE 1 222.1 3.2% 1.4%

13 0 KOATE-DVI TALECRIS 
BIOTHERAPEUTICS 1 170.3 6.2% 1.4%

14 +10 HEMOFIL BAXTER HEALTHCARE 1 141.5 71.1% 1.4%

15 -1 AVASTIN F.HOFFMANN-
LA ROCHE 1 139.8 26.6% 1.4%

16 -1 HUMULIN ELI LILLY 1 105.3 14.3% 1.3%

17 +2 SYMBICORT ASTRAZENECA 1001.3 29.2% 1.2%

18 -2 IMMUNATE BAXTER HEALTHCARE 957.4 4.8% 1.1%

19 +1 OCTANATE OCTAPHARMA 939.7 24.1% 1.1%

20 +9 RECOMBINATE BAXTER 
HEALTHCARE CORP 899.9 55.1% 1.1%

Source: DSM Group. ISO 9001:2008.
Note: the sales volume shown is in final consumer prices with VAT included.

In 2013, TOP-20 brands covered 52.5% of sales value, which is by 1.2% more than in 2012. 
In 2013, the two leaders of brand ranking – MABTHERA and VELCADE have not lost 

their positions. While VELCADE strengthened its position by increasing its sales by 14.9%, and 
MABTHERA remained the leader and lost 6.9% in volume.

One of the leaders in 2012, GLIVEC in 2013 reduced sales by almost 4.5 times, finishing 
only on 25th place. 

We shall note the appearance in the ranking of two new players – hemostatic agents for 
the treatment of hemophilia and other diseases associated with blood coagulation disorders – 
HEMOFIL and RECOMBINATE by BAXTER HEALTHCARE CORP. 

The weighted average price in the TOP-20 is very high – about 26,600 rubles per unit. 
As in 2012, CEREZYME, a drug for the treatment of orphan disease, Gaucher disease, remains 
the most expensive (about 71,000 rub.), while the preparation of genetically engineered human 
insulin HUMULIN is the most «cheap» (about 700 rubles).

Most TOP-20 drugs, in particular the three leaders, belong to group [L] “Antineoplastic 
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and immunomodulating agents” (10 brands). The second by this indicator was ATC group [B] 
“Disorders of blood and hemopoietic organs” – 6 brands. 

Most of the drugs in ranking are drugs distributed under the “7 nosologies” program. 

6. Segments by price in DLO Program

As mentioned above, in 2013 the average cost per unit in the DLO Program continued 
to grow and amounted to about 1127 rubles. It should be noted that such impressive result is 
observed neither in the commercial segment of the market, nor in hospital procurement.

Since the moment when the DLO program was introduced, the price structure of this 
market segment was being transformed with the share of more expensive drugs increasing. 
According to the results of 2013, the segment of drugs priced over 500 rubles covered 90.7% of 
sales value, and in the last year – 88.7%. 

The drug consumption structure within the DLO program is presented in Figure 20. 
As is shown on this Figure, the average cost per unit in almost all the segments has 

increased, except for the “cheapest” segment and the segment “150 to 500 rubles”. Thus the 
greatest increase in the value we see in the most expensive segment of “over 10,000 rubles” – 
average unit price increased by 4.5%.

Figure 20

Sales volume under DLO program in accordance with price segments

Source: DSM Group. ISO 9001:2008.
Note: the sales volume shown is in final consumer prices with VAT included.

Same as in the previous years, the drugs included to the VZN are presented mainly in the 
segments over 500 rubles per unit – they cover 99.9% of sales value. 77% of sales are covered by 
drugs priced over 10,000 rubles. 

ONLS sub-program drugs are mostly concentrated in the segment priced from 500 rubles 
to 10,000 rubles – about 48%. The segment over 10,000 rubles also covers a large sales value of 
33%. In the segment “from 500 rubles to 10,000 rubles”, the leader in sales is a hypoglycemic 
agent LANTUS with weighted average unit cost of more than 3,400 rubles. Whereas, sales leader 
in the most expensive segment is anticancer drug HERCEPTIN with a cost of a little less than 
70,000 rubles per unit.

DLO 2012

26.8 25.0

0.8% 0.6% 2.6% 2.2% 7.9% 6.5% 36.0% 35.8% 52.6% 54.9%

below 50 rubles 50 to 150 rubles 150 to 500 rubles  500 to 10 000 rubles over 10 000 rubles

DLO 2013

92.4 95.1

283.3 275.9

2 017.3 2 021.8

30 435.7
31 800.0



38

  4. Sales value in the segment of health care institutions (HCI)

According to the results of 2013, the market size of this segment increased by 17.1% in 
rubles (compared with 2012) and amounted to 182 billion rubles. In real terms, the amount of 
procured drugs in 2013 amounted to 956 million units, which is 2.7% less than last year.

Let us have a look at the basic pharmacoeconomic indicators of the hospital procure-
ment segment.

The average cost of one RTU drug unit purchased by HCI was 191 rubles. Compared to 
2012, the increase of average cost of unit in the HCI segment was 20.3%.

As in the previous year, in HCI segment the largest share in value terms is covered by 
imported products, while domestic products are leaders in terms of units. Thus, in real terms 
domestic drugs (as cheaper) are purchased 2 times more than imported ones. Domestic drugs 
cover about 24% in money terms and 71% in real terms. And since 2011 there is a trend of re-
ducing the proportion of domestic products sales value while increasing the share in physical 
units.  

Figure 21

Proportion of imported and domestic drug sales

Source: DSM Group. ISO 9001:2008.
Note: the sales volume shown is in final consumer prices with VAT included.

The imported drugs procurement in 2013 grew in rubles by 24%, and that of domestic 
drugs on the contrary decreased by 1%. In real terms, the volume of procurement of imported 
drugs increased by 4%, while that of domestic decreased by 5%. 

The price of one imported drug unit was almost 8-fold higher than the price of one 
domestic unit purchased by HCI: in 2013 the cost of one imported drug unit amounted to 503 
rubles on average, and that of domestic unit was 65 rubles. Compared to the previous year, the 
gap between the cost of imported and domestic units continues to grow: in 2013, imported 
drugs cost about 7 times higher than domestic. Compared to 2012, the cost of one procured 
imported drug unit increased by 19.9%, and one domestic unit in 2013 cost the hospitals by 
4.2% more. 

The structure of HCI segments by price categories is shown in Figure 22.
Separation of drugs by price categories revealed that a decline in sales in terms of value 

was noted in all segments in 2013, except for the most expensive segment (500 rubles), which 
shows an increase in procurement volume by 30%. 
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Figure 22

The structure of HCI segment by price categories in 2012 and 2013

Source: DSM Group. ISO 9001:2008.
Note: the sales volume shown is in final consumer prices with VAT included.

This segment of drugs with a price above 500 rubles remains the most capacious. In 
2013, it took about 70.6% of sales value of HCI sector and only 5.1% in real terms. It should be 
noted that the average unit price in the segment above 500 rubles amounts to about 2,647 
rubles, this price is almost 14-fold higher than the average price of all RTU drugs in hospital 
purchases.

In real terms, the most capacious segment remains the segment of drugs priced under 
50 rubles – its share amounts to 72.3%. This is explained by the fact that hospitals purchase do-
mestic solutions of SODIUM CHLORIDE, GLUCOSE, CEFAZOLININ in large amounts. These three 
brands cover about 31% of the total hospital procurements in real terms.

As shown in Figure 23, the biggest share of the imported drugs is covered by the seg-
ment of drugs of price category “over 500 rubles” (80.6%). Domestic drugs are concentrated 
in almost equal amounts in price categories “under 50 rubles” (27.2%) and “150 to 500 rubles” 
(22.1%), 11.5% are covered by segment “50 to 150 rubles” and the largest volume of sales, 39.2%, 
was covered by segment “over 500 rubles”.
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Figure 23

The structure of HCI segment by price categories for 
imported and domestic drugs in 2013

Source: DSM Group. ISO 9001:2008.
Note: the sales volume shown is in final consumer prices with VAT included.

While there is almost no difference between the average price of imported and domestic 
drugs in the segments priced up to 500 rubles per unit, in the most capacious segment priced 
over 500 rubles the imported drugs cost almost 2 times more than domestic.

Proportion of the 1st level ATC groups by hospital purchases in Russia in 2013 is shown 
in Table 11.

Drug ranking of HCI segment by ATC groups considerably differs from the commercial 
market. Compared to 2012, the TOP-3 ATC groups did not change. Group [J] “Antibacterials for 
systemic use” remains unchanged leader in hospital purchases. A positive trend of growth is not-
ed in this group starting from 2012. But if in 2012 the group showed the maximum gain among 
all 1st level ATC groups both in rubles (+45%) and in units (+21%), in 2013 growth slowed down 
considerably – an increase of 12% in rubles and less than 1% in units. 

As in 2012, sales growth in group [J] was mainly due to increase in hospital procurement 
of antivirals for systemic use [J05] (+40% in rubles). Increase of procurement in subgroup [J05] 
mainly affected drugs for treatment of HIV infection, such as REYATAZ, PREZISTA, KALETRA, ISEN-
TRESS, and others.

In 2013, less capacious subgroups ATC groups [J] Antifungals for systemic use [J02], Im-
mune sera and immunoglobulins [J06] and Vaccines [J07]continued to grow (+30% in rubles).

Bestsellers of 2012 in subgroup Antifungals for systemic use [J02] CANSIDAS, VIFEND, 
MICAMIN and others in 2013 strengthened their position by increasing sales volumes by an av-
erage of 45%.

In 2013, there was a change of leaders in the subgroup of Immune sera and immuno-
globulins [J06]: brand IMMUNOGLOBULIN dropped from the first position to fourth (-40% in 
rubles) and got replaced by brand PENTAGLOBIN. Brand SYNAGIS climbed up four positions in 
the brand ranking and occupied the second place. 

In sub-segment of vaccines [J07] the main growth occurred in the group of combined 
antiviral and antibacterial vaccines (+254% in rubles): brands PENTAXIM, INFANRIX, etc.

In most capacious group of vaccines – antiviral vaccines (share 64.5% of whole subgroup 
[J07]) - the maximum increase is attributed to brand CULTURAL LIVE DRY VACCINE AGAINST 
MUMPS AND MEASLES. 

In the less capacious group of vaccines – antibacterial vaccines, there was a change of 
leaders. Thus, the LIVE DRY VACCINE AGAINST TULAREMIA lost in sales 60% in rubles in 2013 by 
giving the lead to brands ACT-HIB (+98% in rubles) and PNEUMO 23 (+23% in rubles). 
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Table 11

Structure of the hospital purchases of RTU drugs by ATC groups in 2013

First level ATC groups Sales value, 
millions of rubles

Group share in 
sales value, %

Real sales 
volume, 

millions of 
units

Group 
share in 

real sales 
volume, %

J: Antibacterials for systemic use 61615.3 33.7% 290.9 30.4%

B: Agents affecting blood and 
blood forming organs 31889.2 17.5% 315.6 33.0%

L: Antineoplastic and 
immunomodulating agents 25938.4 14.2% 11.5 1.2%

N: Nervous system drugs 16749.9 9.2% 91.1 9.5%

A: Alimentary tract and metabolism 13775.9 7.5% 78.9 8.3%

V: Various 6953.9 3.8% 8.8 0.9%

C: Cardiovascular system drugs 6931.3 3.8% 48.8 5.1%

R: Respiratory system drugs 4769.9 2.6% 29.7 3.1%

M: Musculoskeletal system drugs 4576.1 2.5% 21.2 2.2%

G: Genitourinary system 
drugs and sex hormones 3422.1 1.9% 4.7 0.5%

H: Systemic hormonal preparations 
(excluding sex hormones) 2251.7 1.2% 14.4 1.5%

S: Agents affecting sensory organs 1803.6 1.0% 5.5 0.6%

D: Dermatologicals 1372.4 0.8% 33.3 3.5%

[~] Without allocation 507.5 0.3% 1.5 0.2%

P: Antiparasitic products, 
insecticides and repellents 45.0 0.0% 0.3 0.0%

Source: DSM Group. ISO 9001:2008.
Note: the sales volume shown is in final consumer prices with VAT included.

Sales volume in the most capacious subsegment of group [J] Antibiotics for systemic use 
[J01], which in 2013 accounted for 35% of procurement value across the whole subgroup [J01], 
compared with 2012 gave up its position and dropped by 11% in rubles and practically did not 
grew up in units (+0.6%).The decline in procurements in subgroup [J01] occurred due to drop-
ping sales of 2012 leaders: brands CEFTRIABOL (-26% in rubles), MERONEM (-30% in rubles). In 
2013, the maximum growth rate belongs to antibiotics MEROPENEM and TIENAM.

Another subgroup of ATC group J – antituberculous drugs [J04] also showed negative 
growth in sales (-10%) in rubles and (-20%) in units. The decline was due to lower sales volumes 
of brands with a maximum share of cost sales in 2012 – TERIZIDONE, CYLOMICIN PLUS, RIFABU-
TIN. Like last year, the maximum growth rate in subgroup [J04] belongs to brand AMINOSALI-
CYLIC ACID.

As in the past few years, the second place in rating of ATC-groups in the hospital seg-
ment by the end of 2013 took group [B] “Agents affecting blood and blood forming organs”. 
But compared with 2012, the group growth slowed considerably. For example, the number of 
procured drug units in this group decreased by 6.1%, while the HCI procurement expenditures 
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increased by only 3.7%. The decline in group [B] sales occurred mainly due to a decrease in pur-
chases in subgroup of highest share [B05] Plasma substituting and perfusion solutions ( 10% in 
rubles). The most “procured” drug remains SODIUM CHLORIDE, but the volume of procurement 
of this drug in 2013 decreased (-15%) in rubles and (-7%) in units.

Group [L] “Antineoplastic and immunomodulating agents” ranks third in the ranking in 
value terms and 10th in real terms. Compared to the previous year, procurements of drugs in 
this group increased by 45% in value terms and practically have not changed in units (-0.3%). 
The most capacious subgroup remains [L01] “Antineoplastic drugs”, which accounts for 67% of 
all volumes in the subgroup. If in money terms the leaders in procurements are the drugs based 
on INN TRASTUZUMAB, and the situation is changing every year, in real terms in 2013, as well as 
on the results of previous years, the first position in group [L] is taken by anticancer drugs INN 
CYCLOPHOSPHAMIDE with a share of 16%, which have a low cost (about 55 rubles per unit).

Table 12 shows TOP-20 manufacturers in HCI segment according to the results of 2013.

Table 12

TOP-20 manufacturers in HCI segment according to the results of 2013
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Manufacturer

Sales value, 
millions of 

rubles

2013

Sales value  
increase Share

1 1 SANOFI 9 66.1 26.1% 5.3%

2 1 ABBOTT 9 280.1 35.7% 5.1%

3 1 F.HOFFMANN-LA ROCHE 8 239.1 55.0% 4.5%

4 -3 GLAXOSMITHKLINE 8 229.5 -6.9% 4.5%

5 1 MERCK 7 525.9 49.1% 4.1%

6 - 1 TAKEDA 7 466.8 44.0% 4.1%

7 3 JOHNSON & JOHNSON 5 730.5 74.9% 3.1%

8 - NOVARTIS 5 712.3 21.8% 3.1%

9 - 2 BAYER 4 991.5 1.6% 2.7%

10 - 1 ASTRAZENECA 3 958.7 6.1% 2.2%

11 9 BRISTOL-MYERS SQUIBB 3 587.5 65.4% 2.0%

12 1 МИКРОГЕН НПО 3 182.0 8.6% 1.7%

13 2 PFIZER 2 998.8 7.0% 1.6%

14 8 BOEHRINGER INGELHEIM 2 838.7 40.0% 1.6%

15 -4 B.BRAUN MELSUNGEN 2 781.7 -12.0% 1.5%

16 9 BERLIN-CHEMIE 2 582.4 38.2% 1.4%

17 - TEVA 2 570.8 5.0% 1.4%

18 10 BAXTER HEALTHCARE 2 564.5 62.9% 1.4%

19 5 PHARMSTANDART 2 373.0 25.5% 1.3%

20 -2 VEROPHARM 2 297.5 -2.3% 1.3%

Source: DSM Group. ISO 9001:2008.
Note:  the sales volume shown is in final consumer prices with VAT included.

 In 2013, SANOFI regained its leadership position (+26.5%). The company became first 
thanks to substantial increase in the procurement of a multicomponent vaccine PENTAXIM 
(+423% in rubles), as well as the brand for the treatment of diabetes – LANTUS, anesthetic agent 
ULTRACAINE, ACT-HIB vaccine and other brands.

In 2013, ABBOTT continued its upward movement. Back in 2011 it took only 9th position 
in the ranking, and now almost came up to the leader SANOFI in terms of sales. The leader in 
hospital purchases in the company’s product portfolio remains a drug for the treatment of HIV 
infection KALETRA, which volume of purchases increased by 47% in rubles in comparison with 
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the previous year. The growth in purchases of antiviral drug SINAGIS (+515%) continues; the 
amounts of the drug for anesthesia SEVORAN increased almost 2-fold.

Leader of 2012, GLAXOSMITHKLINE lost three positions in the ranking and took the 4th 
place (-6.9%). It dropped in the ranking mainly due to decrease in sales of the drug for the treat-
ment of HIV infection COMBIVIR (-19% in rubles), which is the company bestseller in hospital 
segment, as well as EPIVIR 3TC (-22% in rubles).

Compared to the previous year, four «new» companies entered the TOP-20 manufac-
turers: BOEHRINGER INGELHEIM (+40% in rubles), BERLIN-CHEMIE (+38%), PHARMSTANDART 
(+26%), and BAXTER HEALTHCARE CORP (+63%).

High growth of BOEHRINGER is based on increased procurement of such drugs as MET-
ALIZE (+159%) and PRADAXA (+71%); that of BERLIN-CHEMIE – ESPUMIZAN (8-fold) and PROS-
TAMOL (26-fold); BAXTER – ALBUMIN (9-fold) and DIANA PD4 WITH GLUCOSE (5-fold).

Compared with 2012, the maximum drop in procurement was registered for B.BRAUN 
(-12%), while it has «rolled down» the ranking from place 9 to 15. Such a significant drop is as-
sociated with reduction in procurement by hospital institutions of infusion preparation SODIUM 
CHLORIDE BROWN (-64%).

Table 13 shows TOP-20 brands in HCI segment according to the results of 2013. 

 Table 13

TOP-20 brands in HCI segment according to the results of 2013
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Brand name
Sales value, 

millions of rubles
2013

Sales value 
increase Share

1 +1 KALETRA 5661.5 46.7% 3.1%

2 -1 SODIUM CHLORIDE 4904.8 -15.3% 2.7%

3 +6 PREZISTA 2474.9 60.1% 1.4%

4 +1 CLEXANE 2342.3 20.3% 1.3%

5 +15 REYATAZ 2180.9 140.4% 1.2%

6 -3 ULTRAVIST 1939.5 -26.3% 1.1%

7 -1 VACCINE 1934.9 4.4% 1.1%

8 +9 ISENTRESS 1893.8 68.8% 1.0%

9 +15 HERCEPTIN 1736.9 102.7% 1.0%

10 -6 COMBIVIR 1697.4 -19.2% 0.9%

11 +12 CUROSURF 1617.8 86.5% 0.9%

12 -2 GLUCOSE 1465.7 -0.3% 0.8%

13 -1 ACTOVEGIN 1407.9 8.0% 0.8%

14 +1 CEFTRIAXONE 1407.8 22.5% 0.8%

15 +14 AVASTIN 1407.7 92.5% 0.8%

16 +9 PEGASYS 1335,7 58,1% 0,7%

17 -1 FRAXIPARINE 1304.8 28.0% 0.7%

18 -7 HEPARIN 1213.5 -10.4% 0.7%

19 +68 LUCENTIS 1198.1 260,4% 0,7%

20 +24 INTELENCE 1197.7 79.5% 0.7%

Source: DSM Group. ISO 9001:2008.
Note: the sales volume shown is in final consumer prices with VAT included.

For the first time in several years brand SODIUM CHLORIDE yielded the first place in the 
ranking and took the second place with a share of 2.7%. The first place went to the brand for the 
treatment of HIV infections KALETRA by ABBOTT. As noted above, largely thanks to this brand 
ABBOTT managed to take the second place in the manufacturer ranking and get maximally 
close to the hospital segment leader according to the results of 2013.
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The third place is occupied by the drug for the treatment of HIV infection PREZISTA by 
JOHNSON & JOHNSON, which has risen in the ranking by six points, and took a share of 1.4% of 
hospital procurement.

As in 2012, the share of TOP-20 brands in hospital procurement is about 23%. And 
the ranking includes both expensive imported drugs, and cheap domestic drugs (SODIUM 
CHLORIDE, GLUCOSE, CEFTRIAXONE).

Compared with 2012, five new brands appeared in the ranking of 2013, including two 
anticancer drugs – HERCEPTIN and AVASTIN, a drug for the treatment of respiratory disorders in 
infants – CUROSURF, ophthalmic agent – LUCENTIS, an agent for the treatment of HIV infection 
– INTELENCE.

In 2014, the extent of drug procurement in hospital segment will be affected by the 
following trends in healthcare:

• Further transition to a single-channel system of financing, i.e. funding only from the 
compulsory health insurance.  

• Increased budget of CHI fund: in 2014 –1,240.1 billion rubles, in 2015 this figure will rise to 
1,452 billion rubles, and by 2016 – up to 1,521.3 billion rubles. 

• Reduction in healthcare financing from the federal budget: 2014 the Federal Fund of 
Compulsory Medical Insurance will receive 28.5 billion rubles, and in 2015 – at least 24 billion 
rubles.

• Further transfer of certain powers in healthcare sector from the federal to the regional 
level.

• Increased per capita funding rate under CHI: in 2014 the rate for one citizen – up to 10,294.4 
rubles (compared to 9,032.5 rubles in 2013), and by 2015 – up to 12,096.7 rubles.

• Transition of “emergency medical care” (from 2014) and “high-tech medical care” (from 
2015) to the funding from the CHI. 

• Further development of public-private partnership, increased number of private medical 
institutions working in the CHI system. If in 2010 these amounted to 618, in 2013 there were 
already 1065 institutions. 
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  5. Nutritional Supplements (NS)

About 311 million units of nutritional supplements were sold through pharmacies 
totaling to 26.4 billion rubles in wholesale prices and 36.3 billion rubles in retail prices. Increase 
in value amounted to 20%, increase in units is less significant (+6%). The cost of one conventional 
nutritional supplement unit in 2013 was 116 rubles (retail prices), which is 15% higher than in 
2012. 

Figure 24 

Nutritional supplements sales volume in Russia in 2012-2013

Source: «Ежемесячный розничный аудит фармацевтического рынка РФ» DSM Group. ISO 9001:2008.
Note: the sales volume is shown in pharmacy purchase prices with VAT included.

NS price dynamics was analyzed using the Laspeyres price index..
Figure 25

Change in NS prices on Russian commercial pharmacy market in 2013

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group.
Quality Management System complies with ISO 9001:2008.
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According to Laspeyres index, in 2013 NS prices increased by 6.8% in ruble terms, the 
growth is similar to 2012. But at the same time, if we compare NS inflation with that of drugs, the 
price increase is almost 2 times higher (drug inflation in 2013 – 3.7%) Pharmacies continue to 
compensate for losses related to state regulation of vital drug prices, rising prices for paraphar-
maceutical product groups, including nutritional supplements. 

Unlike the drug market, where the products of foreign manufacturers are predominant, 
on the NS market the situation is quite opposite – domestic manufacturers cover 62% of sales 
value and 82% of the real sales volume. NS manufactured in Germany (23%), USA (13%) and 
Malaysia (8%) are leaders among the foreign manufacturers. German manufacturers list is led by 
QUEISSER PHARMA GMBH & CO.KG (DOPPELHERZ Series), among the most popular American 
products are the NS of SOLGAR VITAMIN AND HERB (SOLGAR series). The leader among the Ma-
laysian manufacturers is POLENS (M) SDN BHD (TONGKAT – NS for reproductive system). 

Note that the share of foreign manufacturers has increased from 33% to 38% in 2013. 
The main contribution to increasing the share of imported drugs had the following brands: SU-
PRADIN, SOLGAR, FEMIBION – the sales of these drugs increased more than 2-fold.

Figure 26

Proportion of imported and domestic NS sales by countries

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008.
Note: the sales volume is shown in pharmacy purchase prices with VAT included.

Imported NS, alike the drug market, are more expensive than domestic nutritional 
supplements: the unit price of one imported NS amounted to 175 rubles, domestic – 65 rubles. 
In 2013, domestic NS rose less (+8%) than imported (+11%).

Let’s consider the TOP-20 of nutritional supplements manufacturers (table 14). In the 
last years, the NS manufacturers ranking is led by domestic manufacturer – this place has been 
traditionally owned by EVALAR, whose products cover more than 20% of all NS pharmaceutical 
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sales in money terms. The company is the undisputed leader in the market of nutritional 
supplements. We should note that in 2013 the company shows low growth in sales, and due 
to this the company’s share decreased by 3% (in 2012 – 23%). Such dynamics is explained by 
decreased sales of almost all brands ranking below 3rd position in sales ranking, for example, 
brands such as MOTHERWORT, BLUEBERRY-FORTE, GLYCINE-FORTE decreased in volume by 
more than 25%. Leading line of slimming products of TURBOSLIM brand covering about 29% 
of all EVALAR sales in money terms rose by 15% in value terms. Positive dynamics is shown by 
brands occupying second and third place – PHYTOLAX and OVESOL. EVALAR annually launches 
new products: the most successful manufacturer’s new product in 2013 was TROPICANA SLIM, 
which took the 11th place with a share of 2% of total sales. 

Table14

TOP-20 NS manufacturers in Russia in 2013
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Manufacturer

Sales value, millions 
of rubles

2013
Sales value 

increase Share

1 0 EVALAR 5 140 5.4% 19.5%

2 0 RIA PANDA 2 784 34.1% 10.5%

3 0 AKVION 917 12.4% 3.5%

4 1 PHARMA-MED 800 34.1% 3.0%

5 3 POLENS (M) SDN BHD 756 41.4% 2.9%

6 1 QUEISSER PHARMA 690 27.8% 2.6%

7 -3 DIOD 629 -12.0% 2.4%

8 3 NATUR PRODUKT 595 36.1% 2.3%

9 -3 FERROSAN 529 -3.7% 2.0%

10 0 POLYARIS 511 11.8% 1.9%

11 -2 EKOMIR 507 5.7% 1.9%

12 0 PHARM-PRO TD 446 16.4% 1.7%

13 6 SOLGAR VITAMIN AND HERB 439 132.3% 1.7%

14 6 BAYER 425 128.3% 1.6%

15 -2 PHARMSTANDART 410 8.8% 1.5%

16 -2 ECOPHARMINVEST 387 14.1% 1.5%

17 2 ALTAY-PHARM 330 35.6% 1.3%

18 14 BERLIN-CHEMIE 297 154.7% 1.1%

19 4 MEDANA PHARMA TERPOL GROUP 253 50,6% 1,0%

20 -4 KRKA 248 6.4% 0.9%

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008.
Note: the sales volume is shown in pharmacy purchase prices with VAT included.

Since 2011, RIA-PANDA confidently takes the 2nd position, and annually increases the 
gap from the nearest competitor. In 2013, the company’s growth was 34%, this was due to such 
positions as SEALEX FORTE and ALI CAPS – two products designed to correct specific violations 
in men – which provided 27% of company’s growth. Significant growth showed 2 RIA PANDA 
brands included in TOP-5 brands – FULFLEX and ARTROCIN (nutritional supplement used in 
skeletal system diseases) – their growth is more than 2 times in monetary terms.

In third place is occupied by AKVION with a share of 3.5%. The company’s growth in 2013 
is lower than the growth of NS market in general, and amounts to 12%.

The first three companies have not changed their positions with respect to 2012. 
It is worth noting that the difference in shares starting from rank 3 every year becomes less 
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significant. And, accordingly, we can expect changes in TOP-3 leaders exactly in respect of the 
company occupying the third place. 

The largest change in TOP-20 demonstrates BERLIN-CHEMIE (+14 positions), which 
eventually occupied the 18th place. The growth in sales by 2.5 times is explained by the launch 
of nutritional supplement ELAVIA used for weight loss and body cleansing. According to the 
results of 2013, this drug ranked third in its segment (after TURBOSLIM line and REDUXINE LITE 
(POLARIS).

TOP-20 brands cover 40% of the market. According to the results of 2013, the leader of 
the ranking is EVALAR line – TURBOSLIM. On second place with a minimum gap ended SEALEKS 
FORTE by RIA PANDA. For the last three years, these brands have occupied the leading lines and 
are fighting for the first place. 

Table 15

TOP-20 NS brands by sales in Russia in 2013
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Brand name Company

Sales value, 
millions of 

rubles
2013

Sales value 
increase Share

1 0 TURBOSLIM EVALAR 1 473 21.5% 5.6%
2 0 SEALEX FORTE RIA PANDA 1 362 26.5% 5.2%
3 0 ALI CAPS RIA PANDA 917 41.2% 3.5%
4 0 FITOLAX EVALAR 701 10.0% 2.7%
5 1 DOPPELHERZ QUEISSER PHARMA 690 27.8% 2.6%
6 1 TONGKAT POLENS (M) SDN BHD 646 24.3% 2.4%
7 9 SUPRADIN BAYER 521 113.3% 2.0%
8 -3 ALPHAVIT AKVION ZAO 517 -4.5% 2.0%
9 0 REDUXINE LITE POLYARIS 506 14.8% 1.9%

10 12 SOLGAR SOLGAR VITAMIN 
AND HERB 445 133.0% 1.7%

11 -3 HEMATOGEN different 411 -14.7% 1.6%
12 -2 OVESOL EVALAR 335 7.8% 1.3%
13 -2 INDINOL MIRAXBIOPHARMA 316 6.2% 1.2%
14 -2 CI-CLIM EVALAR 293 4.0% 1.1%

15 12 NORMOBACT MEDANA PHARMA 
TERPOL GROUP S.A. 277 64.9% 1.0%

16 -3 LEONURUS 
(MOTHERWORT) different 271 -2.3% 1.0%

17 -3 BIFIFORM FERROSAN 271 6.5% 1.0%
18 1 MAN’S FORMULA PHARMA-MED 242 21.2% 0.9%
19 2 NATURINO NATUR PRODUKT 238 23.5% 0.9%
20 30 MAXILAC GENEXO SP. Z.O.O 233 125.8% 0.9%

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008.
Note: the sales volume is shown in pharmacy purchase prices with VAT included.

The biggest sales growth (+133% compared to 2012) among the TOP-20 brands is regis-
tered for SOLGAR product line, whereby the drug has moved forward by 12 lines compared with 
the previous year. Also, a high sales growth is noted for MAXILAK brand – 126%, whereby the drug 
moved forward by 30 positions and occupied the 20th line.

Positions such as LUTEIN, CAPILAR, BLUEBERRY-FORTE, which held a significant share of 
sales in the past years, have “dropped out” from the ranking.

According to the results of 2014, the possible candidate to get into the TOP 20 should 
be FEMIBION by MERK SELBSTMEDIKATION, vitamin and mineral complex recommended during 
pregnancy. Its sales increased by 2.5 times in 2013, and the share reached 0.8%.

Manufacturers market the nutritional supplements as the means for the prevention and/
or treatment of various diseases. It is not very convenient to use an existing official classifier to 
assess the NS market as many nutritional supplements used for the prevention/treatment of the 
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same diseases are in different sections of the classifier (e.g., products improving vision). Therefore, 
DSM specialists developed their own NS classifier, which reflects the realities of today’s NS market 
more accurately. The NS Classifier consists of 17 sections, most of which include the 2nd, and 
some of which have the 3rd subsection.

The NS sales ranking by classifier is presented in table.

Table 16

Sales ranking by NS Classifier according to the results of 2013

Posi-
tion 
No.

NS Registry section
Sales value, 
millions of 

rubles

Increase
to 2013

Group 
share, %

Leader of 
each section 

1 G NS AFFECTING REPRODUCTIVE SYSTEM 6 000 24.4% 22.8% SEALEX FORTE

2 V NS AFFECTING WHOLE BODY 5 864 25.5% 22.3% SUPRADIN

3 A NS AFFECTING DIGESTIVE SYSTEM 4 209 19.0% 16.0% FITOLAX

4 W SLIMMING AND CLEANSING NS 2 862 24.7% 10.9% TURBOSLIM

5 N NS AFFECTING FUNCTION OF 
CENTRAL NERVOUS SYSTEM 1 778 8.0% 6.7%

LEONURUS 
(MOTHER-

WORT)

6 C NS SUPPORTING CARDIOVASCULAR 
SYSTEM FUNCTION 1 390 13.3% 5.3% CAPILAR 

7 S NS AFFECTING SENSORY ORGANS 986 -0.5% 3.7% OCUWHITE

8 S NS AFFECTING SENSORY ORGANS 705 19.2% 2.7% FULFLEX

9 D NS FOR SKIN AND HAIR PROBLEMS 671 6.3% 2.5% INNEOV

10 B NS AFFECTING HEMATOPOIETIC SYSTEM 537 -5.5% 2.0% HEMATOGEN

11 R RESPIRATORY SYSTEM NS 437 15.1% 1.7% DOCTOR 
THEISS DROPS

12 I NS SUPPORTING IMMUNE 
SYSTEM FUNCTION 233 24.0% 0.9% KID’S 

FORMULA

13 U NS AFFECTING URINARY SYSTEM 222 20.9% 0.8% PROLYT

14 T NS USED IN POISONING 
AND INTOXICATION 220 33.3% 0.8% WHITE 

CARBON

15 H NS AFFECTING FUNCTION 
OF ENDOCRINE GLANDS 185 28.2% 0.7% ENDOCRINOL

16

O NS USED FOR TREATMENT 
AND PREVENTION OF ONCOLOGY 

DISEASES (OTHER THAN 
REPRODUCTIVE SYSTEM TUMORS)

50 30.5% 0.2% PROMISAN

17 J NS USED IN VIRUS, BACTERIAL, 
FUNGOUS DISEASES 3 26.7% 0.0% TANAXOL 

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008.

According to the results of 2013, NS rating by the first level of DSM classifier was headed 
by group [G] NS AFFECTING REPRODUCTIVE SYSTEM – with a share of 22.8%. The second place 
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belongs to group [V] NS AFFECTING WHOLE BODY (22.3%), which consists of vitamin and bracing 
products. The last in TOP-3 is group [А] NS AFFECTING DIGESTIVE SYSTEM (16%). The largest 
increase (+33%) shows low capacity group [T] NS USED IN POISONING AND INTOXICATION.

Only two groups show negative dynamics: [B] NS AFFECTING HEMATOPOIETIC SYSTEM 
(-5.5%) and [S] NS AFFECTING SENSORY ORGANS ( 0.5%). Falling sales in the first of above groups 
are associated with reduction in the sales of HEMATOGEN both in value and in real terms. 

Decreased share of group [S] is explained by dropping sales of products such as LUTEIN 
(ECOMIR), BILBERRY-FORTE (EVALAR).

In conclusion, we want to note that the year of 2013 was quite successful for pharmacy 
NSs. Against the background of reduction in real sales of basic pharmaceutical assortment – 
drugs – by almost 1%, dietary supplements demonstrate growth of this index at the level of 
6%. At the same time, the growth in monetary terms is higher than that of the whole pharmacy 
range (+20% vs. +14%). For the pharmacy, NS takes the second place by importance after the 
drug assortment with the share in sales reaching 5%. 



51

  6. Beauty products

With each year nonpharmaceuticals range of pharmacies in Russia is expanding. On the 
one hand, it may be explained by market logic, as namely parapharmaceutical goods, with are 
not accompanied by a limited margin, allow pharmacies to earn more. On the other hand, name-
ly cosmetics with continuously expanding product line can improve customer loyalty, because 
after getting good advice and making a successful purchase, he will certainly want to return to 
a specific pharmacy.

In connection with this, new beauty product stands appear annually in pharmacies 
chains with expanding range of brands and individual lines targeted to address those or other 
problems. In pharmacy chain “Rigla” there are successfully functioning pharmacies with the cent-
ers of active cosmetics, which are now called Beauty Studio. No less actively develop the Studios 
of Curative Cosmetics CosmeticProject opened in St. Petersburg by pharmacy chain “First Aid”. 
Pharmacy chain “A5” holds regularly weeks of beauty contributing to the informational promo-
tion of the known and new brands of pharmaceutical beauty products.

Let us look at the situation on the market of pharmaceutical beauty products in num-
bers.

According to the results of 2013, pharmacy beauty products rank third (after drugs and 
nutritional supplements) in the pharmacy sales structure and first in the structure of paraphar-
maceutic product groups. The share of this segment amounted to 4% of the total pharmacies 
sales and 35% of the total parapharmaceutic sales.

In 2013, the volume of pharmaceutical beauty products sales exceeded 24 billion rubles 
or 200 million units.

We can confidently say that the market of pharmaceutical beauty products is going 
through a phase of stable growth of demand – sales volume in rubles has significantly exceeded 
pre-crisis levels. Let us remind that in the period of economic instability the demand for beauty 
products reduced at most among the whole pharmacy parapharmaceutic product range. Ac-
cording to the results of the last year, the dynamics of pharmaceutical beauty products sales 
approached the dynamics of drug sales, which also testifies the positive changes in the market. 
The consumer is gradually turning away from the stereotype that in the pharmacy you can and 
should buy only medicine. Cosmetics become not only accompanying purchase, but also a key 
objective of the visit to the pharmacy.

According to the results of 2013, sales growth of pharmaceutical beauty products in ru-
bles amounted to 8.5%. Compared to this, in 2012 a growth was also recorded at the level of 
6.3% compared to 2011.

Figure 27

Beauty products sales volume in Russia in 2012-2013

Source: “Monthly retail audit of the pharmaceutical market in the Russian Federation”, DSM Group. ISO 9001:2008.
Note: the sales volume is shown in pharmacy purchase prices with VAT included.
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There is no official classification of beauty products in Russia; however, depending on the 
purpose, effect and price, all beauty products can be divided into three groups: active (medicinal) 
beauty products, mass market beauty products, and selective beauty products (Premium and 
Deluxe class). We have to note that the division into these groups is conventional and subjective. 

 Active (medicinal) beauty products are used for treatment and prevention of certain 
diseases, contain various biologically active substances. Medicinal beauty products include such 
brands as Sofia (creams and balms), Boro Plus creams, etc.

Mass market beauty products are cosmetics available to most consumers, designed 
for skin, hair and nails care. They are available both in pharmacies and other retail outlets 
(supermarkets, specialized stores, etc.)

Such beauty products usually do not include any selective preparations eliminating 
specific problems, such as acne. Mass market beauty products include the goods of such 
manufacturers as, for example, Garnier Laboratories, Nivea.

Selective beauty products (Premium and Deluxe class) – elite, prestigious beauty 
products, in which more often appear cosmetic lines designed to certain skin or hair condition. 
In general, these products are expensive (approximately from 800 rubles per unit), and are sold 
mostly only in pharmacies. For example, a manufacturer of selective beauty products is Vichy 
Laboratories.

Among the three types of goods, only the segment of medicinal beauty products 
demonstrates the growth both in money terms (+18%) and by units (+4%). 

For the first time in several years the segment of selective beauty products shows 
consumption growth: +1% in units and +5% in rubles. Earlier, the premium sector of pharmacy 
beauty products market has reduced annually. Such a positive trend can be explained by 
increased customer loyalty exactly to expensive pharmacy beauty products (spread of belief 
that a highly effective product from the pharmacy can not be cheap) and increased activity on 
the part of manufacturer (emergence of new cosmetics and product lines, high promotional 
activity, etc.).

According to the results of 2013, the demand for mass market beauty products decreased 
by 3% in rubles and by 7% in units. This is also a new trend, as it is the lower priced beauty 
products sector that grew pretty confident in the previous two years. 

Beauty products sold through pharmacies have a wide price range - from cheap costing 
about 10-15 rubles (soap, wet wipes, cheap domestic hand cream, etc.) to very expensive, 
which may be priced over 15,000 rubles per unit. According to the results of 2013, the weighted 
average cost per unit amounted to about 122 rubles (increase +10% compared to 2012). The 
most significant increase in the weighted average unit cost (from 95 rubles to 108 rubles) 
was observed in the segment of medicinal beauty products. The segment of selective beauty 
products showed the growth by 4% (according to 2013, the weighted average cost amounted to 
654 rubles), and the mass market beauty products rose by an average of 5% (weighted average 
cost of unit was 76 rubles).

Figure 28

Beauty products sales growth by type

Source: DSM Group. ISO 9001:2008
Note: the shares are shown by sales volume in pharmacy purchase prices with VAT included.
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Sales proportion by beauty products groups is presented in Figure 29. 
Proportion of three types of beauty products has experienced a little change – the share 

of medicinal beauty products segment has increased in value terms and amounted to 48% in 
2013 (in 2012 – 44%). The share of mass market segment decreased by 3% over the year and 
amounted to 26%, and selective beauty products lost 1% of the market (the share of this seg-
ment is 26%). In terms of units, the premium and luxury beauty products take only 5% due to 
the higher price. Market shares of mass-market and medicinal beauty products in unit terms 
dispensed as follows (41% and 54% respectively).

Figure 29

Proportion of pharmacy beauty products sales by type, 2013

Source: DSM Group. ISO 9001:2008.
Note: the shares are shown by sales volume in pharmacy purchase prices with VAT included.

Production of Russian manufacturers enjoys higher demand than that of foreign 
companies and covers nearly 66% of real sales volume. However, imported beauty products are 
observed to prevail in sales value (about 60% of sales). 

Figure 30

Proportion of pharmacy beauty products sales by type, 2013

Source: DSM Group. ISO 9001:2008.
Note: the shares are shown by sales volume in pharmacy purchase prices with VAT included.

Within the segments the domestic and foreign beauty products ratio is different. 
In 2013, selective beauty products are 100% imported beauty products. Domestic 

companies are not yet able to compete with foreign manufacturers in this segment.
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In the mass-market segment, as in the past year, the domestic beauty products are ahead 
of the imported by the number of units sold (62%). Foreign brands retained the advantage by 
sales value (54%).

In the segment of medicinal beauty products domestic brands are leaders both by sales 
value (59%) and sales volume (74%). 

The pharmacies mainly sell “universal” beauty products designed for any consumer – in 
sales volume it covers 75% in money and 79% in units. The second place is occupied by children 
cosmetics, 9% of value and 15% of real sales. The third place belongs to “middle age (after 25 
years)” beauty products. In this category, there is a certain advantage of expensive cosmetics 
(if in money the segment’s share is 6%, in units it is only 2%) – more than 80% of this category 
accounts for selective beauty products. The fourth place belongs to cosmetics for people older 
than 45 years (5% in value of consumption and 1% in real sales). According to the results of 2013, 
the share of beauty products for young and youthful age amounted to 2% – in rubles and 1% 
– in units. Besides, in comparison with the last year, the share of the male beauty products has 
decreased significantly. 

As in previous years, VICHY brand tops the selective beauty products ranking (Figure 
31). Compared to 2012, this brand sales increased by 1%, and its share declined by 2%. Negative 
dynamics in TOP-10 also shows brand LIERAC (-14). All other brands increased both in volume 
and in share. We shall note the growth in sales and share of LA ROCHE-POSAY – this mark relates 
to manufacturer L`OREAL (as well as VICHY). Therefore 2 brands collectively occupy 64% of the 
market value, which is equivalent to the share covered by the brands in 2012. It should be noted 
that the third consecutive year LA ROCHE-POSAY is ranked second in the ranking, and according 
to the results of 2013 the market share covered by beauty products of this French brand rose by 
2%, which is a record for TOP-10 leading brands. 

Among the brands ranking from 3 to 10, it is worth noting BIODERMA, FILORGA, DU-
CRAY – compared with 2012 the sales of these brands grew by 20%, 22%, and 20% respectively. 
Record growth among TOP-10 selective cosmetics brands was demonstrated by NUXE (+48% to 
the sales level of the previous year).

The composition of ranking in 2013 is different from 2012 by one player. High growth 
rate allowed NUXE to take the 10th place. At the same time ROC brand has left the ranking – its 
volume fell by 73% over the year.

Figure 31

TOP-10 selective beauty products brands (Premium and Deluxe class)

Source: DSM Group. ISO 9001:2008
Note:  the shares are shown by sales volume in pharmacy purchase prices with VAT included.
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Brand LOSHADINAYA SILA stepped to the first place in the ranking of the mass-market 
beauty products in 2013 (Fig. 32). The brand specializing in cosmetic products for children, 
JOHNSONS BABY, dropped to the second place. The third place in the mass-market ranking 
belongs to CONTEX. There are three brands among the domestic brands in the mass-market 
ranking – NATURA SIBERICA, LOSHADINAYA SILA and KORA. It is noteworthy that in previous 
years usually only one brand managed to get into TOP-10. All three Russian brands included in 
the ranking of 2013 showed an increase in sales – LOSHADINAYA SILA added 6% to the sales level 
of 2012, pharmacy sales of NATURA SIBERICA increased by 4%, while sales of KORA cosmetics 
increased by 18%.

Besides three domestic brands, sales growth was seen in brands CONTEX and 
NEUTROGENA (+25 and +17% respectively). The demand for other brands from TOP 10 in mass 
market segment in 2013 decreased: JOHNSONS BABY (-1%), NIVEA (-10%), UMNAYA EMAL 
(-10%), STYX (-31%), and FLORESAN (-3%).

Figure 32

TOP-10 mass-market beauty product brands

Source: DSM Group. ISO 9001:2008
Note: the shares are shown by sales volume in pharmacy purchase prices with VAT included.

The leader has changed in the ranking of medicinal beauty products – domestic brand 
SOFIA yielded the first place to LOSHADINAYA SILA (Fig. 33). This was contributed by almost 
two-fold increase in sales of LOSHADINAYA SILA that has three body remedies in the segment of 
medical cosmetics. The sales of SOFIA also increased in 2013, but much more modest – by 7%. 
Brand DRY DRY, which includes the remedies from excess sweating, takes the third place in the 
ranking (sales growth over the year was 26%).

The maximum growth in rubles among the TOP-10 brands is showed by MYCOSAN (more 
than 1000% growth). Cosmetic set for fungus treatment under the brand MYCOSAN appeared 
in pharmacies only in 2012, and in 2013 has already entered the TOP-10 of mass market brands. 
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Figure 33

TOP-10 medicinal (active) beauty product brands

Source: DSM Group. ISO 9001:2008.
Note: the shares are shown by sales volume in pharmacy purchase prices with VAT included.

2013 for pharmacy beauty products passed under the trend of growth in demand for 
more expensive brands of selective and medicinal cosmetics. The sales of mass-market beauty 
products in pharmacies have decreased for the first time over the past few years. Domestic 
brands began to win their consumer by taking an increasingly prominent market shares. It 
should be noted, however, that this applies only to “low-end” mass-market segment. Exactly 
the inexpensive beauty products showed notable gains in sales – brands LOSHADINAYA SILA, 
NATURA SIBERICA, KORA, etc.

The segment of selective beauty products showed strengthened positions of the known 
brands LA ROCHE-POSAY, BIODERMA, AVENE and others, in the segment of medicinal beauty 
products the confident leaders are LOSHADINAYA SILA, SOFIA and DRY DRY.
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  7. Import   

The access to foreign markets for Russian manufacturers has always been associated 
with many difficulties. In addition to other rules and functioning of foreign pharmaceutical mar-
kets, there are also purely Russian regulatory barriers in foreign economic activity. The main bar-
rier for entrance into foreign markets is the lack of independent certification of pharmaceutical 
companies in accordance with GMP standards. 

Despite the objective difficulties in exporting Russian medicinal products in non-CIS 
countries this kind of business is getting upwards. It is characteristic that international coopera-
tion of domestic companies is based not only on the export of finished medicinal products; it 
increasingly involves the export of technologies. 

Thus, NPO “Microgen” and Cuban pharmaceutical company LABIOFAM agreed to coop-
erate in the development of anticancer drugs and their further introduction on the market. Cuba 
is not the only region of potential cooperation for “Microgen”: Russian manufacturer of immu-
nobiological preparations established partnerships with companies from Mongolia and Poland. 
“Microgen» supplied these countries mainly with vaccines, anatoxins, serums, bacteriophages, 
blood products, finished medicinal products and immunomodulators.

Export agreements today are mainly concluded on so-called emerging markets.
Forms of export cooperation with non-CIS countries in different companies are differ-

ent. For example, NTF “POLYSAN” is currently exporting only finished products; “Biocad” is also 
engaged in the supply of substances.

NTF “POLYSAN” delivers its products to non-CIS countries such as Mongolia, Myanmar, 
Vietnam, Cambodia, Laos, Venezuela.

Since 2013, “Biocad” actively offers to foreign markets the substances of anticancer bio-
similars – rituximab, bevacizumab, trastuzumab, which will be manufactured at the new compa-
ny plant in St. Petersburg. They already signed eight international supply contracts, including to 
Morocco (also covering Libya, Tunisia and Algeria) and Turkey. Also several agreements bind the 
company with the countries of Southeast Asia – the Philippines, Malaysia, Singapore, negotia-
tions with partners in Vietnam are in progress. Agreements with distributors and pharmaceutical 
companies from Brazil, Argentina, Mexico, India and Pakistan are today in operation or under 
development.

According to the results of 2013, export volume of medicinal products from Russia 
amounted to 440 million USD (-17% compared to 2012). Main importers are the CIS countries, 
primarily Kazakhstan, Ukraine and Uzbekistan. According to the results of 2013, leading manu-
facturers and exporters are: Nizhpharm, a division of STADA (18% share), Interlec (11%), Pharm-
standard (6%).

The volume of export of domestic medicinal products is not commensurate with the 
volume of import. 

Figure 34 shows drug import volume in Russia in 2013.
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Figure 34

Import volume, millions of dollars

Source: Diamond Vision.

Drug import volume in Russia in 2013 amounted to 14.9 billion dollars (in customs 
prices), which is 4% higher than that in 2012. That said, in national currency (in ruble terms) 
import volume is a little higher +6% (about 477 billion rubles). In real terms the imported drugs 
volume is about billion units, this indicator dropped by 8% compared to 2012. 

Table 17 shows the shares of different groups of drug importers in Russia (by import 
value of certain group in 2012 and 2013).

Table17

The shares of different groups of drug importers in Russia 
by drug import value in 2012 and 2013

Ra
nk

in
g

Importers
Share by import volume, %

2012 2013 

1 Distributor companies 24.4% 22.2%

2 Representative offices of foreign companies 66.1% 69.1%

3 Direct import companies 4.4% 3.6%

4 Domestic drug manufacturers 5.1% 5.1%

Total: 100% 100%

Import volume, $ millions 14 399 14 942

Source: Diamond Vision.

As Table 17 shows, in 2013 over 90% of the total drug import volume is covered by the 
two groups of importers – distributor companies and representatives of foreign companies. In 
2013, import structure by importers continues to change in favor of segment “Representatives 
of foreign manufacturers”. And a share of import by distribution companies is declining as well 
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as volumes.
The maximal import share is covered by the representatives of foreign companies, their 

share in total volume increased almost by 3%, while distributor companies dropped by 2%.
Segment “Direct import companies” in 2013 showed a maximum decrease of 20% (in 

import structure). A major player in this segment is company “PHARMACEUTICAL IMPORT, 
EXPORT” – its share amounts to 53% (according to the results of 2013, its growth was at 11%). 
Among the companies showing the decline in the import of drugs, it is worth to note ORFE, 
PHARMSTORE GROUP, ITEMS-WAREHOUSES.

The main importer among domestic drugmakers is UFA VITAMIN PLANT – according to 
the results of 2013, its share was 33% (the company showed the dynamics of  20%, and affected 
negatively the growth of the segment as a whole). Manufacturers located on positions 2-5 show 
positive growth  –  PHARMSTANDART, NIZHFARM, AKRIHIN, PETROVAX – collectively they cover 
over 50% of this segment.

Let us look at the leaders in the importer groups heading the ranking  –  distributor 
companies and representatives of foreign manufacturers. 

Table 18 shows TOP-10 representatives of foreign manufacturers by import volume in 
2013.

Table 18
 

TOP-10 representative offices of foreign manufacturers  
by import volume in 2013

Ra
nk

in
g

Representative offices of foreign manufacturers

Share by import volume of 
the “Representative  

offices of …”, % Increase to 
2012, USD

2012 2013 

1 SANOFI 10.6% 11.3% 17%

2 NOVARTIS 9.7% 10.9% 12%

3 BERLIN-CHEMIE/A.MENARINI 3.8% 5.3% 46%

4 JOHNSON & JOHNSON 5.8% 5.1% -3%

5 TEVA 5.6% 5.0% -1%

6 MSD PHARMACEUTICALS 4.1% 4.8% 29%

7 GLAXOSMITHKLINE 4.5% 4.3% 5%

8 ABBOT 6.7% 4.3% -29%

9 BAYER 7.8% 4.1% -43%

10 TAKEDA 4.6% 4.0% -4%

Total: 59.0%

Source: Diamond Vision.

In 2013 group “Representatives offices of the foreign companies” increased by 5%. The 
trend of the previous years was maintained: manufacturers wish to have more control over their 
drug supplies to Russia, develop independently pricing policy in accordance with the market 
reality and react to changes of market situation more promptly. Concentration in the importer 
group “Representative offices of the foreign companies” amounted to 59%.

As in the previous years, SANOFI and NOVARTIS are the leaders of the importer group 
“Representative offices of foreign companies”. The last in TOP-3 leaders is the representative 
office of BERLIN-CHEMIE, which took the 3rd line in 2013 by rising from 11th line; the company’s 
growth is one of the maximum (+46%). 

Among the companies that showed high growth, it is worth noting representative offices 
of NOVONORDISK, IPSEN, GLENMARK, ZAMBON. Manufacturers are also switching on their own 
supplies.
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Table 19 shows TOP-10 distributors by drug import volume in Russia.

Table 19

TOP-10 distributors by drug import volume in Russia in 2012-2013
Ra

nk
in

g

Distributor

Share by import volume 
of the group “Distributor 

companies”, % Increase to 2012

2012 2013

1 R-PHARM 16.3% 18.5% 9%

2 CV “Protek” 17.1% 16.9% -5%

3 KATREN 11.3% 12.3% 5%

4 SIA International 10.2% 8.0% -21%

5 ROSTA 8.3% 7.1% -20%

6 Oriola 4.4% 5.7% 24%

7 EUROSERVICE 4.4% 5.4% 17%

8 Alliance Healthcare Russia 3.9% 5.0% 19%

9 PULS PHARMACEUTICAL COMPANY 2.7% 3.9% 36%

10 BIOTEK 9.0% 3.1% -67%

Total: 85.9%

Source: Diamond Vision.

The share of 10 largest distributor-importers in the total import volume of the “Distributor 
companies” group decreased by 2 % and amounted to about 86% in 2013. As is shown in Table 
19, three companies: R-PHARM, PROTEK, KATREN remain the largest distributors by import 
volume in the group “Distributor companies”. At that, R-PHARM first became a leader of importer 
distributors ranking. Overall share of TOP-3 leading drug suppliers amounts to 48%.

In reflection of the dynamics of distributor BIOTEC on Russian pharmaceutical market, 
the volume of drugs imported by this company fell almost 3-fold. As a result, the company 
took only the 10th place among distributor importers. Maximum increase in the reporting year 
demonstrated PULSE with increased imports by 36%. 

Table 20 shows TOP 20 manufacturers by drug import volume in Russia with regard to all 
groups of importers.
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Table 20

TOP-20 drug manufacturers by drug import volume in Russia 
with regard to all groups of importers in 2012-2013

Ranking

Manufacturer

Shares by import value, $, %

20
12

20
13 2012 2013

1 1 SANOFI 6.7% 7.3%

2 2 NOVARTIS 5.9% 6.4%

3 3 F.HOFFMANN-LA ROCHE 5.2% 4.8%

7 4 MERCK 3.8% 4.4%

9 5 BERLIN-CHEMIE 3.2% 4.1%

5 6 ABBOTT 4.0% 3.7%

4 7 TEVA 4.6% 3.2%

8 8 TAKEDA 3.4% 3.1%

11 9 GEDEON RICHTER 2.8% 3.0%

14 10 JOHNSON & JOHNSON 2.5% 2.9%

13 11 GLAXOSMITHKLINE 2.5% 2.9%

10 12 PFIZER 2.9% 2.5%

6 13 BAYER 3.9% 2.5%

12 14 BOEHRINGER INGELHEIM 2.5% 2.5%

16 15 ASTELLAS PHARMA 1.7% 2.3%

15 16 ASTRAZENECA 2.3% 2.0%

17 17 KRKA 1.7% 1.8%

18 18 DR.REDDY’S LABORATORIES 1.5% 1.8%

22 19 NOVO NORDISK 1.0% 1.4%

20 20 EGIS 1.2% 1.2%

Total: 63.8%

Source: Diamond Vision.

The share of TOP-20 RTU drug manufacturers by import volume in Russia in 2013 amounted 
to 64%. SANOFI, NOVARTIS, and F.HOFFMANN-LA ROCHE are the largest manufacturers by drug 
import volume in Russia in 2013. 
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  8. Pharmacy Networks

For retail pharmacies 2013 was marked by remarkable mergers and acquisitions, where 
the transactors were the leading players in the pharmacy market. Such activity was not observed 
in the market for a long time. As a result of these transactions, the balance of powers in the 
pharmacy retail business has changed. 

Pharmacy Chain “Doctor Stoletov” has signed a contract for management services with 
pharmacy chain “Ozerki”, according to which “Doctor Stoletov” takes the responsibility for decision-
making on all management and economic issues arising in the course of “Ozerkov” activity. The 
Agreement provides an option of buying 100% of “Ozerki”, which can be implemented within 
a year. The transaction is estimated at 3 billion rubles. “Ozerki” is a pharmacy discounter in St. 
Petersburg, which includes 28 pharmacies, and thus is in the TOP-20 pharmacy chains in Russia 
in terms of turnover. According to the results of 2013, the united network of “Doctor Stoletov” 
and “Ozerks” with index 17.2 billion rubles entered the TOP-3 leaders with a share of 2.2%. 

The leader in the number of assets acquired in 2013 is A.V.E.Group. In the Moscow 
region the network includes the following chains: “120 na 80” (9 outlets), “Sotsstor” (5 outlets), 
«captivity» (5 outlets), “Feola” (28 pharmacies with a monthly turnover of 90 million rubles.) 
“Sotsstor” and “Feola” continue their work under the brand “Gorzdrav”, “Plenia” is reformatted in 
“Apteka – A.v.e.”. For A.V.E. Group 2013 ended with the merger with one of the leading networks 
in Russia “36.6”. Condition of the deal was a complete transition of “36.6” under control of A.V.E. 
Group. The merger will be completed in mid-2014. According to the results of 2013, the joint 
network would have taken a share of 3% and would become the market leader.

Chain “Zdorovye Lyudi” bought Kazan player “Pharm-Service”, which includes 11 
pharmacies. Following the transaction, the number of “Zdorovye Lyudi” outlets in the region 
has increased to 34. The retailer will develop a network on the former areas of “Pharm-Service” 
under the brand “Zdorovye Lyudi” and pharm-discounters “Narodnaya Apetka”. One pharmacy 
of “Pharm-Service” was reformatted to optics “Zdorovy Vzglyad”.

Activity in the M&A market was also demonstrated by investment fund AdvaCapital 
founded several years ago by former owners of pharmaceutical distributor “Moron” and 
pharmacy chain “Stariy Lekar”. The first transaction of this investor in network pharmaceutical 
retail market was the acquisition of 50% of Samara pharmacy chain “Vita”, one of the largest 
players in Volga region. The fund plans to buy another number of pharmacy chains in subjects 
of RF in order to merge them into one big player of the retail market. 

Already in early 2014, pharmacy chain “Raduga” announced merger negotiations with 
“Pervaya Pomosch”. Network integration will take place on the basis of “Rosta”, the distributor 
owning “Raduga” chain.

If we talk about trends in retail pharmacies, it is worth noting that the pharmacy chains 
are developing now in two formats: open trade format and discounter format. Almost every 
network of the TOP-20 incorporates two brands under each format. This trend has continued 
for the past years. Thus, we have to note that А5 has actively transformed “Mosoblpharmacia” 
pharmacy outlets into the discounter format “Norma”.

In 2013, TOP-10 networks have totally grown by 22% compared to the same period in 
2012. The share of TOP-10 amounted to 17%, and the concentration is still below pre-crisis levels.

Figure 36 shows growth of TOP-10 pharmacy networks by sales turnover and number of 
outlets in 2008-2013. In 2013, there has been significant growth in terms of number of outlets, 
since the networks began to grow rapidly due to the opening of new outlets – 11%. The leaders 
in increasing the network quantitative composition in an organic way are Rigla, Implosia, 
Pharmaimpex. 
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Figure 35

Concentration of TOP-10 pharmacy networks

Source: DSM Group. ISO 9001:2008.

Figure 36

Dynamics of TOP-10 pharmacy networks growth of sales turnover and number of outlets

Source: DSM Group. ISO 9001:2008.

In 2013 the pharmacy network “Rigla” remains the market leader. During the reporting 
year, the company has chosen a strategy of organic growth which allowed the network to 
increase by 187 pharmacies. Currently, the network counts 306 pharmacies operating in 
discounter format “Bud zdorov!”. In 2013, the network launched a franchising program. As far, 
the pilot project is operating into two regions – Moscow and Moscow region. In case of success 
it will be extended to other regions of the country. Franchise offers to partners both network 
retail brands.

The second place on the basis of 2013 is occupied by united company “Doctor Stoletov 
& Ozerki”. Consolidation of the companies provided a significant change in position of “Doctor 
Stoletov” in the ranking (note that in 2012 the company was only on the 13th place). Turnover 
of 28 “Ozerki” pharmacies in 2013 amounted to more than 11 billion rubles. In 2014, the 
management company plans to develop the discounter format of “Ozerki” in the regions where 
“Doctor Stoletov” is represented. 
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The TOP-3 leaders are completed by pharmacy network “Implosia” with the number of 
outlets in 2013 exceeding 1000. 

In 2013, the rating of pharmacy networks (TOP-20) is quite dynamic: there have been 
changes in the TOP-3; many networks have made significant progress by ranking up (eg, 
A.V.E.Group - 7th place (+13 positions to the ranking of 2012), Opeka – 9th place (+6 positions)); 
quantitative composition of TOP-20 has increased. Also we have to note that the high activity is 
observed in local and regional networks:

• Pharmaimpex has expanded its geographical presence to 17 regions, by entering in 
2013 Belgorod Region, Chuvash Republic and Krasnodar region.

• One of the highest rates in pharmacy opening has the network “Melodiya Zdorovya” 
– 140 outlets over the year, and the network has the largest geographical representation in 51 
regions of the Russian Federation.

• One of the highest rates in the growth (+38%) demonstrates the network “Ladushka” 
(Nizhny Novgorod discounter) – this figure allowed the company to take a place in the TOP-20.

Table 21 shows pharmacy networks ranking in the commercial sector including 
quantitative and value growth parameters in 2013.

Table 21

Pharmacy networks ranking by sales turnover in 2013 
on the commercial pharmacy market

Ranking Pharmacy Networks
Volume, 

billions of 
rubles

Share of the 
segment 

2013

Turnover 
increase 

compared to 
2012

Outlets 
number

1 Rigla 22.4 2.9% 29% 992

2 Doctor Stoletov 17.2 2.2% 12% 414

3 Implosia 16.9 2.2% 29% 1050

4 А5 15.6 2.0% 33% 1052

5 36,6 13.3 1.7% -20% 639

6 Pharmaimpex 11.4 1.5% 30% 496

7 A.V.E. group 9.8 1.3% 211% 264

8 Raduga 9.5 1.2% 15% 567

9 Opeka 9.0 1.2% 77% 506

10 Vita 7.7 1.0% 24% 466

11 Klassika 7.4 1.0% 18% 164

12 Oriola 6.3 0.8% 0% 233

13 Pharmacor 6.3 0.8% -30% 394

14 Pharmland 6.3 0.8% 5% 297

15 Samson-Pharma 5.9 0.8% 7% 28

16 Ladushka 5.8 0.7% 38% 200

17 Pervaya Pomosch 5.4 0.7% 15% 196

18 Melodiya Zdorovya 5.2 0.7% 21% 450

19 Nevis 4.8 0.6% 23% 251

20 Zdorovye lyudi 4.4 0.6% 5% 213

Source: DSM Group assessments. ISO 9001:2008, pharmacy networks own data.

In 2014, processes of merger, acquisition, strategic alliances in the pharmacy retail sector 
are likely to continue. Retail will show low profitability, thus pharmacy networks will use the path 
of consolidation in order to increase profit. Also according to the results of the year, we expect a 
significant change in the network ranking that will affect both leaders and possible inclusion in 
ranking of regional players.
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  9. Distribution Segment of the Pharmaceutical Market

Distribution segment of the pharmaceutical market in Russia is one of the most stable in 
the commodity distribution chain. There were no significant external events that would affect 
the balance of powers among the companies in 2013.

The distributors continue to operate according to the given vector – business diversifica-
tion. Virtually all national distributors have a subordinate network of pharmacies under the man-
agement structure (Protek, Katren, Rosta, Oriola, etc.). The second direction, which is actively 
developing, is own production (Protek R-Pharm, SIA, etc.). We should note the new projects of 
distributors or their management companies:

• In 2013, a member of “ROSTA” group ZAO “Raduga Production” put into operation a new 
plant for the production of pharmaceutical products built in compliance with international qual-
ity standard GMP. In May 2013 production lines started producing the products of Roche, and 
it is planned to produce the preparations of Actavis. In the future, the pharmaceutical company 
will produce drugs for the treatment of cardiovascular, endocrine and other diseases, as well as 
analogues of biopharmaceutical drugs – biosimilars. Total investments in the construction of the 
plant amounted to 40 million euros, company capacity: 1.2 billion tablets and capsules per year.

• At the beginning of 2014, a member of the pharmaceutical group “ROSTA”, pharmacy 
network “Raduga” and ZAO “Pervaya Pomosch” announced the beginning of the integration pro-
cess, which should be completed by the end of the year.

• Luxembourg company Haden SA, which last year bought a network of pharmacies 
“Doctor Stoletov”, became the owner of 30% of the largest Bosnian drugmaker Bosnalijek. As 
in the case with “Doctor Stoletov”, acquisition could be in the interest of the St. Petersburg drug 
distributor “Imperia-Pharma”, which has previously had no production site. Bosnalijek is the larg-
est pharmaceutical manufacturer in Bosnia and Herzegovina. The company’s portfolio consists 
of 154 drugs (mostly generics). According to “Imperia-Pharma”, approximately 35% of its sales 
account for Russia.

• “FarmEko” holding comprising “Irvin 2” distributor, which is mainly involved in public 
contracts, in 2013 acquired “ZIO-Zdorovye” plant. At the time of transaction the company al-
ready owned two functional companies “Dobrolek” and “PharmaLife”. The transaction is estimat-
ed at 50 million dollars.

Concentration of distributors in 2013 decreased slightly. In 2013, the share of TOP-10 
distributors amounted to about 82%. And the share of TOP-3 distributors is continuing to de-
cline from 44% to 43% (for three years the share of three leaders declined by 3%). The fall of the 
total share of TOP-3 dealers was due to decreased turnover of SIA. 
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Figure 37

Concentration in the distribution segment 

Source: DSM Group. ISO 9001:2008.

Despite the stable external factors, internal factors of distributors’ activity have strongly 
affected the results of the companies and their shares and places in the rankings.

Once again we are witnessing “redistribution” of the market and change of the leader. 
But if previously there were only two companies fighting for this place – Protek and SIA, then 
in 2013 the first place in terms of turnover occupied Katren distributor. In recent years the com-
pany has grown considerably above its competitors. 2013 was not an exception – an increase 
of 23% to 2012 turnover allowed the company to take the lead line and stay ahead of Protek by 
0.5% in share. In the reporting year, Katren “won” the market in the Central Federal District by im-
posing competitors to “price war”. Katren is the only distributor that builds its business not only 
in Russia but also in CIS countries (currently, the company is represented in Ukraine, Kazakhstan 
and Belarus).

Distributor Protek took the second place (with a gap to Katren of 4 billion rubles). Com-
pany’s growth rate has slowed due to increased competition from distributors located in the 
ranking on places 5-10. Also the distributors that are not in the TOP-10 grow more rapidly.

TOP-3 in 2013 is closed by ROSTA distributor. The company grew at a rate commensurate 
with the growth of the market, which enabled the company to take 11% of the pharmaceutical 
market in Russia.

SIA distributor sales (leader in 2011) fell for the second year in a row. In 2013, the volume 
decreased by 6.9%, the share in 2 years fell from 21% to 10%. The drop in sales is explained by 
the optimization of business processes: refusal of unfavorable trade operations, introducing the 
concept of “minimum order” for pharmacies and so on in order to increase the company’s profit-
ability (profit in 2013 rose).

Positive dynamics of ORIOLA revenue (+8%) does not match the planned targets, and 
distributor considers the year of 2013 “very difficult” for the company. The company’s losses 
increased considerably – the main problem is associated with the failed implementation of a 
new warehouse management system at the beginning of 2013. The distributor sees the ma-
jor development prospects in the launch of a new warehouse, which Radius Group builds for 
ORIOLA. The warehouse will start working in full by the end of Q1 2015. Also the main direction 
of increasing sales is the hospital segment, whose share in the distributor still takes about 10%.

Specialized distributors are growing rapidly: R-Pharm and BSS, the main focus of which 
is the state segment of drugs.

Biotek indicators in 2013 have been affected by the results of working in the beneficiary 
drug supply program. Biotek was one of the main suppliers in the “7 Nosologies” subprogram. 
But due to the break with TEVA manufacturer, the distributor lost several drugs of beneficiary 
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drug supply program and was not able to secure shipments comparable with 2012. As a result, 
in 2013 the company has remained below the TOP-10 distributors.

Table 22

TOP-10 distributors on the pharmaceuticals market
20

13
 

 ra
nk

in
g

Distributor Volume, billions  
of rubles Share Sales value increase

1 Katren 137.1 16.2% 22.6%

2 Protek 133.2 15.7% 8.4%

3 ROSTA 93.8 11.1% 14.3%

4 SIA 83.7 9.9% -6.9%

5 R-Pharm 62.6 7.4% 26.9%

6 Alliance Healthcare 61.6 7.3% 5.3%

7 Puls 49.5 5.8% 38.8%

8 Oriola 40.5 4.8% 8.2%

9 BSS 21.2 2.5% 35.2%

10 Imperia-Pharma 14.1 1.7% -13.9%

Source: DSM Group. ISO 9001:2008, companies own data, agency expert data.
Note: the sales volume is shown in pharmacy purchase prices with VAT included.

In 2014, pharmaceutical distributors business will be affected by several factors. The 
main one is the expectation of the crisis and increase in the rate of currencies against the ruble. 
Russian pharmaceutical market is import oriented – 80% accounts for foreign manufacturers 
that start to raise their selling prices with the growth of the dollar and euro. The influence of this 
factor will be noticeable both for wholesale and for retail segments starting from the second half 
of 2014, as we expect. 

The law on contract system came into force on January 01, 2014. Its action may also 
affect the layout of forces in the tender procurement segment (beneficiary drug supply program 
and procurement of drugs by the hospital institutions).
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  10. Manufacturing

One of the key issues that agitated in 2013 all of the domestic pharma manufacturers 
without exceptions – transition to GMP standards. Background of this issue is impressive. The 
necessity to introduce the global manufacturing standards to the Russian enterprises was first 
discussed in 1997, but in view of the market resistance any attempts to make GMP a manda-
tory practice were not successful. The second wave of implementing the GMP at Russian enter-
prises started in 2010 with the adoption of the law “On Medicinal Products Circulation”, which 
established the date of GMP introduction – January 01, 2014. But the second attempt had every 
chance to fail – the preparation process of the necessary regulations has delayed, basic docu-
ment “Rules of organization of production and quality control of medicinal products” has been 
constantly under finalization. The “Rules” were only adopted in the summer of 2013. In Decem-
ber, it became known that FBU State Institute of Blood Substitutes and Medicinal Products ap-
pointed the main controlling body in the GMP transition process. Industry and Trade Ministry 
ordered all enterprises in the country to provide among other documents the results of the 
examination by the above institution in order to obtain conformity with GMP. As a result, the fol-
lowing terms for transition to GMP were stipulated: by July 01, 2015 the companies must have 
a validation and bring a part of production facilities in line with the requirements, transition to 
GMP should be completely finished by January 01, 2016. The control over the transition will be 
carried out by authorized persons who are allowed to undergo certification by January 1, 2015.

Another global topic for pharmaceutical manufacturers operating in the Russian market 
is determining the status of a local manufacturer. Having this status gives the company a certain 
preferences in public procurement of medicines. Ministry of Economic Development presented 
for public discussion a draft order on preferences during the public procurement for a number 
of goods produced in the Customs Union. According to the draft order, bidders offering goods 
for public procurement (particularly drugs) of Russian, Belarusian and Kazakh origin will receive 
15% preferences in respect of the contract price. The order does not provide the new status of 
the local manufacturer, which means that no significant changes in this matter are expected in 
the next two years (this is the exact period of order to be effective).

Previously it was assumed that the Ministry of Industry will set three criteria, by which 
the drug produced in Russia using foreign components could be qualified as domestic. As such 
could be considered a drug, whose manufacture in our country began with the production of 
the substance and/or at least the dosage form. The Ministry of Economic Development chose to 
leave the situation unchanged: 15% preference, regardless of whether the drug is packaged in 
Russia and Customs Union countries or is manufactured in accordance with a full cycle.

Last year proved to be very fruitful for M&A transactions in the field of domestic pharma-
ceutical production. This applies both to a quantitative (number of transactions with the direct 
participation of Russian companies was a record for the last few years) and a qualitative compo-
nent (amounts of transactions were also significant).

In July 2013, Pharmstandart announced its intention to reorganize the company by 
separating the business of branded OTC drugs. At the same time the drugmaker announced its 
plans to buy Singaporean asset BeverPharmaceutical unknown at the market, for 630 million 
USD. For a long time the details of future transactions were not disclosed, however, in August 
2013 acquisition of a Singapore company took place (Bever price was reduced to 590 million 
USD). In September, the shareholders of “Pharmstandart” approved the separation of business 
of branded OTC drugs manufacture to OAO “Otisifarm” with the transfer of rights for 27 OTC 
brands of “Pharmstandart”. At the end of 2013, “Pharmstandart” registered the separated struc-
ture. The company launch was planned for spring 2014. During 2014 licenses and contracts of 
“Pharmstandart” will be transferred to “Otisifarm”, after which the company will begin full-scale 
operation.

In 2013 the market was also closely watching another company – vaccine manufacturer 
OOO “NPO” PetrovaksPharm”. This asset was fought for by Pharmstandart and Abbott. Abbott 
failed to obtain transaction approval by the Federal Antimonopoly Service (FAS) as «PetrovaksP-
harm” produces vaccines and relates to objects of strategic importance. As for Pharmstandart, 
the parties were not able to find an agreement. As a result, in late autumn “Interros” bought out 
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the share of European Bank for Reconstruction and Development and the founders of “Petrovak-
sPharm”.

Also notable news can be called the change in ownership of ZAO “Pharmaceutical com-
pany “Obolenskoe”. In September 2013, 80.55% of the company shares were bought by Cypriot 
company AlvansaLimited, acting as a mediator. Real buyers are OAO “Gazprombank” and UFG 
PrivateEquity.

Pharmacy network “36.6” sold 52% of shares to “Veropharm”. The buyer is OOO “Garden-
Hills”, the deal is estimated at the level of 5 million rubles.

Canadian ValeantPharmaceuticals made the second purchase in Russia over the year, 
and became the owner of 100% in manufacturer of dietary supplements “EkomirPharma”. In 
2012 – 2013, Valeant bought “Natur Product” from “Renova” group for 117 million USD. The deal 
of EkomirPharma acquisition is estimated at 20 million dollars.

Among the foreign transactions, it is worth to note the acquisition by Bayer of 100% 
shares of Steigerwald Arzneimittelwerk GmbH, private pharmaceutical company specializing in 
the manufacture of drugs from medicinal herbs.

STADA Arzneimittel AG announced the acquisition of Thornton&Ross, Ltd., the British 
manufacturer of OTC drugs. The deal amounted to 221 million pounds (about 259 million euros). 
The purchase was implemented by own funds.

 In 2013, quite active announcement enjoyed the projects on creation of new production 
sites in our country. Below are details on major projects mentioned in the press.

Table 23

Key projects on organization of new manufactures in 
pharmaceutical market in Russia 2013 

Initiator 
company Region Amount Start End Capacity

Pharmsintez – 90 mln. 
rubles 2014 2017–2018 2 million capsules, or 15 

million tablets per year 

Bionorica Voronezh 
region – 2014 –

The first stage of manufacture 
involves creation of 

products packaging line. 
In the future, the company 
is interested in launching 

a full production cycle.

Novamedika Kaluga region – 2014–2015 –
About 200 million tablets (20 

million units), and approximately 
5 million vials per year

Pharmsintez Irkutsk region 300 mln. 
rubles 2013 – –

Evalar Altai territory 2013 2017 6 billion tablets and 
capsules per year

Cadila 
Pharmaceuticals

Astrakhan 
region

150 mln. 
dollars 2014 – –

Cadila 
Pharmaceuticals

Yaroslavl’ 
region

15 mln. 
dollars 2014 2017 –

Geopharm Saint-
Petersburg

1.5 billions 
rubles 2014 2016

5 thousand kg. of substances, 
500 mln. pcs. of solid dosage 

forms, 10 mln. pcs. of 
prefilled syringes per year

The drug manufacturers ranking in Russia is represented by 95% foreign manufacturers. 
The total share of imported drugs on the market is 75.2% in money and 43% in units. As noted 
above, the growth of drug segment in whole amounted to 13%, at the same time the market 
reduction in units by 1% is observed. This low growth in real terms is explained by negative 
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growth in sales of domestic drugs units (dropped by -3%), while sales of imported drugs have 
increased by 1% in units.

Manufacturer TOP-20 ranking is relatively stable, moving within the ranking are observed 
within 1-2 positions. In 2013, the overall share of TOP-20 manufacturers amounted to 53.6%. 

Compared to 2012, the TOP-3 leaders did not change in 2013. The top position is 
occupied by corporation NOVARTIS – in 2013 the share of segments funded by the government 
declined significantly, the sales dropped by more than 15%. At the same time high sales in the 
retail segment (share in total turnover of more than 80%) allowed the company to retain the top 
line, and overall manufacturer’s sales increased by 6.3%.

The second line takes SANOFI. Manufacturer’s public procurement accounts for about 
30% of sales, the company’s sales also increased in 2013 relative to 2012.

Domestic manufacturer PHARMSTANDART is in the third position. Its sales rose by 17.1% 
compared with the previous year. This was primarily due to growth in company drugs sales in 
pharmacies (pharmacy sales of RTU drugs increased by more than 15% over the year).

Table 24

TOP-20 manufacturing companies by sales volume on 
Russian pharmaceutical market in 2013
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Manufacturer
Sales value, 

millions of rubles
2013

Sales value 
increase Share

1 - NOVARTIS 46 184.6 6.7% 5.4%

2 - SANOFI-AVENTIS 45 131.5 15.7% 5.2%
3 - ФАРМСТАНДАРТ ОАО 32 002.8 17.1% 3.7%
4 - BAYER 28 899.6 13.5% 3.4%

5 2 TEVA PHARMACEUTICAL 
INDUSTRIES LTD 27 456.9 21.8% 3.2%

6 -1 TAKEDA 27 225.3 13.2% 3.2%
7 -1 F.HOFFMANN-LA ROCHE LTD 27 186.0 15.6% 3.2%
8 - ABBOTT GMBH & CO.KG 24 476.0 16.1% 2.8%
9 5 JOHNSON & JOHNSON 21 959.0 39.8% 2.6%

10 -1
A.MENARINI 

PHARMACEUTICAL 
INDUSTRY’S GROUP LTD

21 283.3 4.3% 2.5%

11 -1 MERCK 21 007.6 18.6% 2.4%
12 -1 GLAXOSMITHKLINE 18 235.6 3.8% 2.1%
13 -1 PFIZER 17 502.2 1.0% 2.0%
14 -1 GEDEON RICHTER 16 717.6 -1.2% 1.9%
15 - SERVIER 16 446.2 7.8% 1.9%
16 - BOEHRINGER INGELHEIM 15 092.7 15.6% 1.8%
17 - KRKA 14 310.3 11.6% 1.7%
18 - STADA ARZNEIMITTEL AG 14 283.2 12.0% 1.7%
19 1 ASTELLAS PHARMA INC 13 013.1 20.5% 1.5%
20 -1 ASTRAZENECA UK LTD 12 466.9 13.1% 1.4%

Source: DSM Group. ISO 9001:2008.
Note: the sales volume shown is in final consumer prices with VAT included.

Manufacturers represented in the ranking make the major of sales at the cost of 
commercial segment – a whole segment’s share amounts to 69.5% Among the companies, 
whose sales are more than by 70% concentrated in public procurement, we can note only 
F.HOFFMANN-LA ROCHE (85%).
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Maximal growth is showed by JOHNSON & JOHNSON (+40%), TEVA (+22%), and 
ASTELLAS PHARMA (20.5%). JOHNSON & JOHNSON has increased its sales at the expense of 
hospital and pharmacy segments. This enabled the company to rise 5 lines up and take the 9th 
position (maximum change in the ranking). TEVA showed a significant increase at the expense 
of DLO segment, where sales increased by 63%.
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