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Dr. Vin Gupta, Director of
Amazon Pharmacy

ProblemProblem SolutionSolution&&

Where It All BeganWhere It All Began

Description of Amazon Pharmacy ServicesDescription of Amazon Pharmacy Services

Amazon Pharmacy was launched when Amazon sought to make
pharmaceuticals more accessible and convenient. In 2018, Amazon bought
PillPack, an online pharmacy known for delivering medications directly to
patients’ homes. Through this acquisition, Amazon not only gained a new
company but also the expertise needed to enter the pharmaceutical industry.
Amazon officially launched Amazon Pharmacy in 2020, allowing Amazon
customers to order prescriptions online and compare prices, all with swift
delivery. Amazon combines technology and its infrastructure to make Amazon
Pharmacy a trusted pharmaceutical distributor in the U.S.

Amazon Pharmacy is an online service that allows customers to order
medications directly through Amazon’s website or app. Customers can transfer
existing prescriptions, upload new ones, and use insurance or prime discounts,
saving time and money. The medications are delivered within 2 days of the
order date with free Prime shipping, which is one of the fastest drug shipping
times worldwide. Furthermore, Amazon Pharmacy offers 24/7 access to
licensed pharmacists, ensuring customers always receive the guidance they
need. Additionally, Amazon Pharmacy offers various features designed to
ensure patients adhere to their prescribed medication schedules.

I.EXECUTIVE SUMMARYI.EXECUTIVE SUMMARY    I.EXECUTIVE SUMMARY  

Unregulated Medication
India has a major issue when it comes to
unlicensed pharmacies, with nearly 22% of
pharmacies in India not licensed under the
Indian government. In addition, ~4% of all
medications sold in India are counterfeit.

Difficulties in Obtaining Medicine
Inaccessible pharmacies and long wait times
significantly lower medication access in India. In
addition, frequent supply shortages result in
wasted time and reduced medical compliance.

Medication Non-Adherence
Among the Indian elderly, medication
noncompliance is a major issue. About 45%
regularly forget doses and 30% miss refills,
significantly compromising health outcomes. 

Amazon Pharmacy’s Quality Assurance
All drugs distributed by Amazon Pharmacy come
from a licensed fulfillment center. Amazon
Pharmacy will ensure that all medications
delivered are regulated, ensuring consumers
receive only safe medication.

Amazon Pharmacy's Delivery System
Amazon Pharmacy will use micro-fulfillment
centers and partner with local clinics to ensure
rapid delivery. By leveraging AI-optimized routing,
Amazon Pharmacy provides same-day or next-
day delivery to even remote populations.

 Medication Adherence System
To address the issue of missed refills of
medications, Amazon Pharmacy will implement
automatic refills, advanced delivery options, and
caregiver support.

Amazon Pharmacy has rapidly gained traction in the U.S. healthcare market. It is now prepared to take the next
step by expanding operations into India. To launch and scale this venture, we are seeking $1,500,000 in

exchange for 9.25% equity. 
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Customer SegmentsCustomer Segments

Why Expand to India?Why Expand to India?

Unique Value PropositionUnique Value Proposition

Age: 57

Middle Class

Location: New

Delhi (Urban)

Lives Alone

55+

25-45

Middle

High

Urban

Semi-Urban

Single Person

Multigenerational

Age Income Geography Household 

Primary
Secondary

Ram ChandanRam ChandanRam Chandan
Amazon Pharmacy targets two key customer segments
based on need, accessibility, and purchasing behavior.
The primary segment focuses on middle-income
elderly individuals (55+) living alone in urban areas,
who are a large share of the total medication usage
and often face challenges accessing prescriptions
without support. The secondary segment includes
high-income adults (25–45) in semi-urban, multi-
generational households who manage medications for
multiple family members. 

Trust and Authenticity

To build customer trust,         
Amazon Pharmacy                 
guarantees  high-quality     
medications, maintains strict
data privacy standards, and
provides 24/7 access to            
licensed pharmacists for           
professional support.             

Affordability and
Technology

Amazon Pharmacy will make
healthcare more affordable
by offering transparent and
competitive pricing, through
subscription refills and
partnerships with Ayushman
Bharat Digital Mission to
ensure consistent, low-cost
access to medications. 
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First, India has a population of 1 billion, and of those, 76% regularly
use medication, compared with only 56% of Americans, indicating a
potentially larger market for Amazon Pharmacy. Despite this large
pharmaceutical market, India still has a multitude of shortcomings,
previously identified, which Amazon Pharmacy is positioned to
solve. The legal requirements to expand to India are very clearly
described by the Indian Foreign Direct Investment Policies. Amazon
has already invested nearly $40 billion in India to date (since 2010),
focusing on infrastructure, logistics, and digital services. Amazon
Pharmacy will be able to utilize these existing investments, allowing
it to bypass traditional market entry barriers.

76% Of Indians
regularly  use
medication

Large existing parent
company presence 
over $40 billion invested

Many existing
shortcomings in the Indian

Pharmaceutical market.

Large Current
Presence in India 

Amazon already has a strong
presence in India, accounting
for 30-31% of the e-commerce
market and attracting over
450 million monthly website
visits. Amazon Pharmacy will
be able to utilize existing
distribution networks and
brand awareness.



ChannelsChannels

Distribution Channels

Our AskOur Ask
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Marketing Channels

Three Year Path to ProfitabilityThree Year Path to Profitability

Amazon Pharmacy is seeking a $1.5 million investment at a
9.25% equity stake to expand into the Indian market. Based on
customer attention and predicted revenue growth models, the
return on investment is estimated at 322% with an overall
evaluation of $52.23 million by year three. This investment will
be used towards distribution, initial infrastructure costs,
acquiring licenses and permits, and marketing operation TRUST.

9.25% equity9.25% equity  9.25% equity9.25% equity  

1.5 Million1.5 Million1.5 Million1.5 Million

Amazon Pharmacy’s
three-year plan is
designed to build
awareness, scale
operations, and

reach profitability in
India, ensuring the

long-term feasibility
of the business.

To ensure funds are used properly, Amazon Pharmacy will appoint Sairam Kapidi, Mithul Vivekanandan,
and Vedanth Srinivasa to oversee the venture into the Indian market.

Online-Home Delivery: Amazon Pharmacy’s
online platform allows customers to upload

prescriptions, order medications, and receive
fast delivery nationwide. With over 800
million internet users in India, Amazon
Pharmacy has the potential to expand

access and reduce the need for in-person
visits. 

Licensed Pharmacy Network: Medications
are fulfilled through a network of licensed
pharmacies, allowing Amazon to expand

nationwide without building infrastructure in
every location. This model will ensure high

in-stock rates and faster delivery by
sourcing from the nearest pharmacy. 

Corporate/Employer Distribution: Amazon
Pharmacy will partner with businesses to

distribute medications directly to employees
through company-sponsored health
programs. Through bulk purchasing,

companies receive discounted pricing and
can offer medications as a employee benefit.

User Targeting allows Amazon Pharmacy to
target high-potential customers.

Trusted Partnerships
with local clinics
makes Indian
consumers more
open to using
Amazon Pharmacy
by making it seem
less foreign.

Rewards Program will increase
buying incentive through

discounts. 

Seamless In-App ads
use Amazons existing

app to spread
awareness.

Tradition Focused Outreach will
help Amazon Pharmacy will

build brand awareness through
sponsoring.

Brand awareness
growth
Monthly revenue growth
Planned operating loss
supported by equity
investments

Year 1
Brand Awareness

Revenue growth
CAC stabilized around
~$2.87 per customer
Fixed costs decrease

Scale Operations
Year 2

Per-order cost
reduction
Strong recurring
revenue from
subscriptions

Reach Profitability
Year 3



A. Economic, Governmental, & Legal Analysis of Trading CountryA. Economic, Governmental, & Legal Analysis of Trading Country
1. Economic System and Important Economic Information 

2. Government Structure, Trade Control, and Stability
India has three branches of government, much like the US and many
other developed countries. The branches are the legislative, executive, and
judicial. The executive branch consists of the president, head of state; the
prime minister, who leads the Council of Ministers (Cabinet); and the vice
president, Chairperson of the Rajya Sabha (Upper House).  The legislative
branch consists of the Rajya Sabha (Upper House) and Lok Sabha (Lower
House). The Lok Sabha members are elected by the people, and their duty
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is to propose laws and control government spending and taxation. The Rajya Sabha members are
elected by the states; their duty is to pass and debate the bills passed by the Lok Sabha. Together,
the Lok Sabha and the Rajya Sabha make the Parliament of India. The Judicial branch consists of
district courts that handle criminal and civil cases, high courts that hear appeals from the district
courts and appoint district court judges, and the Supreme Court, the highest court in the country.
India has various governmental agencies. Most applicable to Amazon Pharmacy is the Central
Drugs Standard Control Organization (CDSCO), India’s national drug regulatory authority. Similar to
the US’s Federal Drug Administration (FDA), the CDSCO oversees new drugs and medications, sets
quality standards, and regulates clinical trials.

Increase in Consumer Spending in India
(FY2022-25)

India's economic landscape presents a great opportunity for Amazon Pharmacy (one of the largest
pharmaceutical corporations) to enter the international market. With over 110 million older urban
consumers, the country offers a large market base for Amazon Pharmacy. The growing urbanization
and industrialization in cosmopolitan areas, such as Uttar Pradesh and Bihar, set the stage for
innovative medication delivery technologies.  With the fastest-growing economy of any major
country and a large older middle-class population, India presents an incredible landscape.
for a medication shipping company such as Amazon
Pharmacy. India’s mixed economy combines both capitalism
and socialism. With the world's 5  largest GDP and an annual
growth rate of over 6%, India's middle class is expected to
reach over 600 million by 2027. This class of busy individuals
will rely more on efficient time-saving measures, such as
shipped goods and medicine, the latter of which Amazon
Pharmacy offers.  About 76% of Indian consumers regularly

th

use medication, compared to 56% in the US. This indicates substantial demand for medications and
for methods to obtain them. The disparity in regular medication use between India and the USA,
along with India's larger population, indicates a larger customer base for Amazon Pharmacy in India
than in the USA. The shipping market in India has an annual growth rate of almost 20%
CAGR(compound annual growth rate), which presents Amazon Pharmacy with an opportunity to
introduce its service into a heavily growing market.

II. ANALYSIS OF THEII. ANALYSIS OF THE    INTERNATIONALINTERNATIONAL

BUSINESS SITUATIONBUSINESS SITUATION  
II. ANALYSIS OF THE  INTERNATIONAL

BUSINESS SITUATION 



Steps Needed for Amazon Pharmacy to Enter India 

1. Acquire Necessary Documentation 
CDSCO Registration Certificate 
Permanent Account Number(PAN)
Wholesale/Distribution License
Standard Operating Procedures
(SOPs)

Register as a Foreign Company
Register with the Registrar of
Companies (ROC) through
India’s Ministry of Corporate
Affairs (MCA)

Set up Manufacturing Partnerships
and Distribution Networks

Amazon would partner with
trusted generic manufacturers
with required licensing
Use existing Amazon Fulfillment
Centers, Separate pharma-
compliant zones

Comply with Employment
and Labor Laws

Ensure India’s Minimum
Wages Act, Factories Act,
and safety protocols for
fair wages and safe
working conditions are
followed

2.

4. 3.

3. Government Agencies and Laws

To ensure smooth expansion into India, Amazon Pharmacy will follow strict compliance with
India’s pharmaceutical laws. These laws and how Amazon Pharmacy will ensure compliance are
detailed below.

The Digital Personal Data
Protection Act, 2023
The Digital Personal Data
Protection Act(DPDP) ensures
consumer data is protected
online from unlawful use. This
is much like the US’s HIPAA
laws regarding privacy in
healthcare. We must follow this
law to ensure that our client
data and identity are
protected through the use of
our service.  

 E-Pharmacy Guidelines
(Draft 2018, under CDSCO)
The e-pharmacy guidelines
establish a framework for
regulating the online sale of
medications. It states that only
licensed pharmacists can
distribute drugs, and only one
license is needed to sell to the
whole country. In addition, the
guidelines also banned cross-
border shipments, stating that
only domestic shipments of
medicine are allowed. 

Drugs and Cosmetics Act,
1940
The Drugs and Cosmetics Act
regulates the manufacturing,
distribution, and labeling of
drugs. It ensures that drugs
meet purity, labeling, and
shipping standards. We must
adhere to these rules put in
place by the Indian law to ship
medications.

E-Pharmacy Guidelines
(Draft 2018, under CDSCO)
The e-pharmacy guidelines
establish a framework for
regulating the online sale of
medications. It states that only
licensed pharmacists can
distribute drugs, and only one
license is needed to sell to the
whole country. In addition, the
guidelines also banned cross-
border shipments, stating that
only domestic shipments of
medicine are allowed. 

The Digital Personal Data
Protection Act, 2023
The Digital Personal Data
Protection Act(DPDP) ensures
consumer data is protected
online from unlawful use. This is
much like the US’s HIPAA laws
regarding privacy in
healthcare. We must follow this
law to ensure that our client
data and identity are protected
through the use of our service. 

Operating under the FDA’s strict
framework has already pushed
Amazon Pharmacy to establish
robust frameworks for drug
purity verification, accurate
labeling, and proper distribution.
These standards directly parallel
the Drugs and Cosmitics act’s
requirements. Thus Amazon
Pharmacy is fully equipped to
follow the requirements listed by
Indian law.

In the US, Amazon Pharmacy
built its fulfillment model
around pharmacist approval at
every stage - a model that
aligns with India’s E-pharmacy
guidelines. Furthermore,
Amazon Pharmacy will utilize
local fulfillment, eliminating the
need for cross-border shipping.

Amazon Pharmacy is well-
positioned to align with the
guidelines of the DPDP, as its
current data centers are built
around HIPAA regulations.
Furthermore, Amazon already
has various data protection
tools available, including AWS
cloud architecture and end-to-
end encryption.
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India Population Density Map

B. Trade Area and Cultural AnalysisB. Trade Area and Cultural Analysis

India is a relatively large country with a total area of over 1,269,219 sq
miles (about ⅓ the size of the United States), making it the 7th-largest
country by area. With over 6,896 miles of coastline and numerous
natural harbors, India has numerous ocean ports, facilitating easy trade.
Internally, India has few natural barriers to travel, except for the
Himalayas in the north. In addition, India is not lacking in population; with
over 1.4 billion people, it is the most populous country. This large
population correlates with a large elderly population. India has an elderly
population of  150 million, which is almost ½ of the total US population. 

Age Distribution of India’s Population (%)

                      Sue Applebaum                          

20 years of experience in
international investing

2. Location Analysis

1. Geographic and Demographic Information, Customs, Traditions and Culture 

Competitive Advantages and Disadvantages:

The majority of the Indian population is concentrated around the northeastern
side, including New Delhi, Uttar Pradesh, and Bihar, as well as the southern
coast, including Tamil Nadu, Karnataka, and Telangana. These regions have a
combined population of 607 million and serve as a connection point to semi-
urban areas. To effectively reach a majority of the population and provide
services that meet our quality standards, Amazon Pharmacy will place our
distribution center here. In addition, the population density of the listed cities is
very high, with 555 people per square kilometer. This high population density
makes delivery and shipping more efficient compared to other countries.

To gain better insight into international expansion, our team
consulted Sue Applebaum. She has over 20 years of
experience in international investment and now works as
head of enterprise analytics at Wells Fargo.  

This large elderly population correlates with a high need for shipped medicine—a service Amazon
Pharmacy provides. In India, local clinics are deeply trusted community institutions. And many
families often know the pharmacist personally. To build upon this trust, it is crucial that Amazon
Pharmacy partners with these clinics. In India, healthcare decisions are rarely made individually and
often are family decisions. Furthermore, one person often orders prescriptions for the whole family;
this lifestyle aligns closely with Amazon Pharmacy’s Caregiver-linked accounts, a topic explored
further in the following sections.

Advantages: Over 150 million elderly people currently reside in India, and estimates suggest that
by 2050, 347 million will reside there. Due to the greater need for pharmaceuticals for older
individuals, Amazon Pharmacy is positioned to capture the rapid growth of this market.           

Note: The stated advantages reflect broader industry trends and are not specific to Amazon Pharmacy.
Company-specific strengths will be addressed in the Competitive Advantage section. 
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Disadvantages: Despite the prevalent issues of the traditional pharmaceutical market in India.
Building trust with potential consumers remains a challenge. Many Indian consumers have used
traditional pharmacies their whole life and may be reluctant to trust an online alternative. Amazon
Pharmacy addresses this issue by partnering with local clinics, showing consumers that our service
is not distant or untested but is grounded in their hometowns. 



India has a major issue when it comes to unlicensed pharmacies, with
nearly 22% of pharmacies in India not having licenses under the Indian
government. This can be very dangerous for consumers who get their
essential medication from these pharmacies. India struggles with
counterfeit drugs. Counterfeit drugs are fake or mislabeled medicines that
are produced or sold with the intent to deceive consumers about their
origin, authenticity, or effectiveness. They are often packaged to resemble
legitimate brands but contain harmful substances and falsely claim to be
approved or manufactured by a licensed company. In fact, over 4% of all 

1. Unlicensed Pharmacies & Substandard Drugs 1. Unlicensed Pharmacies & Substandard Drugs 

Licensed(78%)

Unlicensed(22%)

Min wait Min total

III. PROBLEMIII. PROBLEMIII. PROBLEM

2. Difficulties in Obtaining Medicine2. Difficulties in Obtaining Medicine
Nearly 59% people in India must travel over 5 km to get essential
healthcare. This problem is a bigger issue for rural outpatients who
need to travel an average of over 20 km to obtain less common
medicines. For the large number of Indian patients without a car or
the elderly, this is a massive issue. In addition to the challenges of
traveling to acquire medications, the overall time wasted is also a
major issue. Apart from the average 20 minutes of travel time (by
car), getting medicine from a pharmacy can take up to 60 minutes.
In addition, some pharmacies may not even have the medication
due to low stock, which can only increase this travel time. This
problem is especially prevalent in lower-level private hospitals,
which the majority of Indians go to. Furthermore, for the growing
middle-class population in India, this travel time is infeasible.

3. Medication Non-Adherence3. Medication Non-Adherence
Many studies showcase the non-adherence rates of medication among older adults in India. From
20% to up to 45% of older adults forget doses and miss refills. Refill-specific studies show that
around 30% of older patients miss refills entirely. This persistent issue reduces patient outcomes and
leads to many preventable hospitalizations. Moving on to non-compliance which is typically caused
by many issues that are commonly seen in the general population, such as physical limitations due
to mobility issues, long-distance travel to obtain prescription medication, and inadequate digital
assistance tools. Many rural and semi-rural patients struggle to access their prescription
medications due to a lack of transportation.

drugs produced in India are not of standard quality(NSOQ). This number may seem low, but this is
over 550 million USD of unsafe drugs sold each year. Also, most medication consumers are repeat
buyers, increasing the risk of contact with NSOQ drugs. Consumption of counterfeit drugs could
result in worsening health conditions, harmful side effects, and, in severe cases, hospitalization or
death. Although India lacks data on the effects of counterfeit drugs, China has a similar number of
counterfeit drugs and reported over 200,000 annual patient deaths due to this issue. 

59%of Indians travel over
5 km to reach

essential healthcare

20km traveled on
average for

rural patients 

20
Min travel

60 80

Who is most affected?

Elderly Rural
Residents

Middle
Class
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55+

25-45

Middle

High

Urban

Semi-Urban

Single Person

Multigenerational

Age Income Geography Household 

Primary

Secondary

Target Market Description Target Market Description 

84% of
middle class
Indians are
digitally
fluent

Diya

Sample Consumer ProfileSample Secondary Consumer ProfileSample Consumer ProfileSample Primary Consumer Profile

IV. CUSTOMER SEGMENTSIV. CUSTOMER SEGMENTSIV. CUSTOMER SEGMENTS

Primary Target Market: Our primary target market consists of middle-income elderly
individuals (aged 55+) living in urban areas alone. This segmentation was designed
to target the people who would most benefit from and have access to our service.
Despite being a minority of the population, elderly Indians account for roughly half of
the total medication usage in India; thus, the elderly are in the highest need of a
service such as ours. Furthermore, many Indians face problems in accessing
medication, due to a multitude of factors discussed previously (page 7), but people
who live alone are affected the most. These people often do not have a person to fall
back upon to acquire medication. Amazon Pharmacy is there for them, solving their
problems with swift home delivery.  Next, we target middle-income people, given their
large numbers, strong digital fluency, and limited support from caretakers. Finally, we
target urban consumers as urban areas are more efficient to deliver to. 

Secondary Target Market: Our secondary target market consists of middle-aged
adults(25-45) of high income, living in a multi-generational household in a semi-
urban area. This segmentation was identified to target people who are most likely to
manage not only their own prescriptions but also those of family members. As
previously stated, many Indian households follow the tradition of one person
managing the household's perception. These people manage prescriptions for their
kids and parents. People aged 25-45 are old enough to have their own children while
still living with their parents, increasing the likelihood that they manage other
people's prescriptions. Living in a multi-generational household only further increases
the odds. In addition, we target high-income individuals due to their greater ability to
spend on healthcare, increasing potential revenue. For the secondary segment, we
target semi-urban areas rather than urban areas, as semi-urban areas are almost 3
times as likely to have multigenerational households.

The elderly
use 4x the
average
amount of
medication

Delivery
within hours
for urban
areas

Multiperson
families
have more
medication
to manage

Semi-Urban
areas are 3x
as likely to
have a large
household.

25-45 year
olds often
have their own
children and
living parents

Age: 75
Gender: Male
Occupation: Retired
Interests: Exercise band
health
Purchasing Behavior: Pays
premium for health
concious productsRahul Diya

Age: 40
Gender: Female
Occupation: IT
Interests: Staying active and
looking after parents 
Purchasing Behavior: Pays
premium for products for
parents

Example of Target Market :
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V. UNIQUE VALUE PROPOSITIONV. UNIQUE VALUE PROPOSITIONV. UNIQUE VALUE PROPOSITION

Your medication, made easy. We’re making pharmacy better—with upfront
pricing, home delivery, and pharmacists available 24/7.

 - Amazon Pharmacy’s Promise Page

How is Amazon Pharmacy Different?How is Amazon Pharmacy Different?

Amazon Pharmacy’s PromiseAmazon Pharmacy’s Promise

Trust and authenticity are the foundation of Amazon’s global success; in healthcare, they are
especially critical. India faces a significant issue with substandard and counterfeit medications, with
over 50% of consumers concerned about safety and authenticity. This problem is amplified by the
fact that about 65% of the population lives in rural areas, where people often rely on unregulated
local sellers. Our goal is to connect consumers with pharmacies licensed under established legal
regulations (discussed on page 5) through our platform, creating a more transparent and secure
supply chain. To reinforce this trust and authenticity, Amazon Pharmacy will implement three key
techniques:

Affordability and Technology

Trust and Authenticity 

24/7 Access to Licensed
Pharmacists

Data Security Through
Cloud Storage

Government-approved and
Licensed Distributors

Amazon’s current presence in India is massive, currently standing at 30-31% of the e-commerce
market, and it’s continually growing. With current investments of over $11 billion and over 450 million
monthly visits, India is a key market for Amazon. This large brand presence establishes trust
between Indian customers and Amazon Pharmacy, making customers more likely to adopt its
services. Additionally, Amazon operates over 100+ fulfillment centers across India, enabling fast and
reliable delivery through a highly developed logistics network. By strategically placing these
fulfillment centers near high-demand regions, Amazon can prioritize dense urban areas such as
Mumbai, Delhi, and Bengaluru, providing care for a fraction of the cost compared to competitors.

Amazon Pharmacy will combine innovation and technological scale to make healthcare affordable
in this new market. By removing unneeded middlemen and using algorithmically driven pricing, our
customers will be able to receive transparent and competitive costs on medicine. Subscription
refills and partnerships with India’s Ayushman Bharat Digital Mission help customers cut costs
while ensuring consistent access to medicine. Behind the scenes, algorithms will verify
prescriptions, prevent errors, and will also send refill reminders, creating repeat customers. By
blending technology and safety, these systems will not only make healthcare more affordable but
effortless, while empowering every consumer to receive the care they need. 

Large Current Presence in India 
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2. Amazon Pharmacy Hyper-Localized Delivery Network2. Amazon Pharmacy Hyper-Localized Delivery Network

Amazon Pharmacy can allow
patients(especially elderly or

chronically ill users) to link
their account to a family

member. These caregivers
(family members) would
receive reminders of refill

orders and updates on
delivery timings. 

Caregiver Support
Amazon Pharmacy’s
innovative platform allows
users to order multiple
medications at the same time.
In addition, through their
advanced AI-powered order
fulfillment algorithm, they
allow users to choose the date
of delivery. 

Delivery Options
Amazon Pharmacy will provide

monthly refill reminders via
phone texts, emails, or even

Alexa voice alerts. In addition to
reminders, Amazon Pharmacy

will also offer auto-refill options
(medications ordered without

the patient needing to
remember at all). 

Automatic Refills

1. Amazon Pharmacy’s Quality Assurance1. Amazon Pharmacy’s Quality Assurance

111 222
Firstly, pharmaceutical manufacturers submit
their drugs to the CDSCO. This organization
evaluates the safety of the preliminary
drugs  

333
Finally, before the drugs are shipped to the
customer, additional checks, such as
expiration monitoring and batch
verification, are performed by Amazon
Pharmacy. 

Through this multilayered quality control process,
Amazon Pharmacy ensures that the drugs reaching
customers are free of any faults. 

Next, after the preliminary drug check by the
CDSCO, the drugs are then shipped to the
Good Manufacturing Practices(GMP). Here,
the drugs are again checked for errors.

3.Refill Adherence System3.Refill Adherence System

All drugs distributed by Amazon Pharmacy come from licensed fulfillment centers. In the US, these
centers are regulated by the FDA, and in India, they are regulated by CDSCO. By having the CDSCO
regulate the medicines, the effect of not standardizing the quality of medicines will be nullified. The
process of ensuring drug quality is showcased below.

To address the issue of the large distance traveled for medicine,
Amazon Pharmacy will offer Micro-fulfillment centers
positioned strategically across semi-urban and rural clusters,
allowing the shipments to reach not only people located in
cities but also rural residents. Partnerships with local medical
stores will enable same-day or next-day delivery even where
Amazon does not yet have physical warehousing. AI-optimized
routing, guarantees that medicines reach customers efficiently
even in remote regions, reducing the delivery time.

To address the issue of missed refills of medications, Amazon Pharmacy will implement automatic
refills, advanced delivery options, and caregiver support.

10

Same day or next
day deliveries

VI. SOLUTIONVI. SOLUTIONVI. SOLUTION



  Distribution Channels  Distribution Channels

Analysis of DistributionAnalysis of Distribution

Amazon Pharmacy will partner with corporate businesses to distribute medications directly to employees
as part of company-sponsored health programs. Through bulk purchasing agreements, businesses can
access discounted medication prices and pass these savings on as an added employee benefit.
Employees can easily upload prescriptions through the Amazon Pharmacy platform, with medications
delivered to their homes or made available for pickup. This channel allows companies to lower
healthcare costs, improve employee wellness and productivity, and enhance their benefits packages,
while Amazon gains consistent, large-scale demand.

Consumers will upload prescriptions, order medications, and receive them through the Amazon
Pharmacy online platform. Amazon Pharmacy will use Amazon’s existing nationwide fulfillment network
to deliver quickly and reliably. With more than 800 million Internet users in India and digital adoption
expanding rapidly, this is the lifeline that unlocks both urban and semi-urban areas. It also enhances
accessibility by reducing the need to visit brick-and-mortar locations, particularly for older patients
and those with chronic medical conditions. By integrating prescription management, order tracking, and
automated reminders, Amazon can streamline the entire purchasing process, achieving a high
fulfillment efficiency rate, and improving customer convenience.

VII. CHANNELSVII. CHANNELSVII. CHANNELS

Medication will be shipped from a network of licensed pharmacies that are legally authorized to store,
submit, and fulfill prescriptions. These pharmacies serve as fulfillment points in Amazon’s system,
enabling it to extend its geographic reach without constructing infrastructure in every area. This is
especially critical in India, where regulations demand that prescription drugs be dispensed by qualified
humans. Amazon can also ensure a high in-stock rate (97%+) and faster order processing by sourcing
medications from the nearest available licensed pharmacy. This channel also improves compliance with
local laws while increasing scalability, enabling Amazon to serve Tier 2 and Tier 3 cities efficiently.

more than 90% of serviceable pin codes, and a vast distribution network enabling faster shipping for
urban customers, where expectations regarding same-day or next-day delivery are growing. With
India’s widening middle class and 500 million online shoppers expected by 2030, Amazon’s scalable
distribution capabilities are positioned to enable convenient and reliable healthcare delivery.

Licensed Pharmacy Network:

Online-Home Delivery:

The Indian online-pharmacy sector is expected to grow at a
20–25% CAGR through 2030 and beyond, driven by internet
usage in the country (900 million internet users). Moreover,
e-health and telemedicine adoption in India has gained
significant momentum, with a 30% increase in digital
healthcare usage over the last few years, spurring demand
for effective prescription delivery. Amazon Pharmacy is well-
positioned to capitalize on this growth through its existing
logistics infrastructure in India, which includes fulfillment
centers across 100+ locations, a supply chain that covers

Corporate/Employer Distribution:
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  Marketing Channels  Marketing Channels

T Trusted Partnerships build credibility. Amazon Pharmacy will partner with local clinics to
build trust through local communites. 

92% of
Indians
reported that
they trust
their local
clinics

Indian culture is centered around the community. Indians trust
their community doctors, clinics, and drug stores more than
corporate entities. By aligning with local healthcare systems early,
Amazon Pharmacy will market itself as a trusted member of the
community, aligning with Indian culture, rather than seeming like a
corporate outsider.

Seamless In-App Marketing taps into Amazon’s existing app ecosystem, where millions of
Indians already shop. Advertising Amazon Pharmacy on this familiar interface will reduce
friction and drive brand awareness.S

Amazon is already one of India's most used shopping apps. Rather than acquire new customers from
the ground up, Amazon Pharmacy converts existing Amazon shoppers. Amazon Pharmacy will use the
homepage and search banner placement as the most direct mechanism. When an Indian user opens
the app or searches for an item they will see Amazon Pharmacy. 

U User Targeted Marketing reaches all audiences. Digital ads, such as search engine marketing,
website ads, and video ads, will reach millions of users at a fraction of the cost of traditional
advertising. 

83% of consumers
find digital
marketing as the
most effective
marketing channel

Amazon Pharmacy will run a marketing campaign on Google, YouTube, and
Facebook, which includes 107,143 units of video, website, and search engine
promotions.  This will help the venture tap into a growing digital India, promoting
brand values of trust, speed, and convenience at a fraction of the cost of
traditional methods such as billboards, television, and newspaper advertising. 

Tradition Focused Outreach will leverage India's rich cultural landscape.  Amazon Pharmacy
will use high-visibility channels, such as sponsorships, for festive campaigns, including
Ganesh Chaturthi.T

R Rewards Programs drive retention. Cashback, Prime-linked discounts, and loyalty points
give consumers a financial reason to choose Amazon Pharmacy over traditional options.

77% of customers who have stayed with a company for 10 years have done so due to loyalty programs,
and 84% of customers are likely to stick with a company that offers one. Using Amazon Prime, this
venture will offer Prime-linked discounts and a points system that rewards repeat customers with
product discounts. This will build a loyal base which provides steady revenue ensuring success.

For Amazon Pharmacy to enter the Indian market, the company will use Operation TRUST, a marketing
strategy that focuses on Trusted Partnerships, Rewards Programs, User-Targeted Marketing, Seamless
In-App Marketing, and Traditional Outreach. Through Operation TRUST, Amazon Pharmacy can
effectively communicate its value to customers across India. This multi-channel approach helps this
venture reach India’s diverse population and reinforce trust, affordability, and convenience as our core
strengths.                                                  
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This celebration is widely celebrated throughout India with hundreds of parades
nationwide. Amazon Pharmacy will sponsor the major parades in Delhi, Hyderabad,
and Mumbai. This festival will heavily increase brand awareness. 

Ganesh Chaturthi
Vibrant 10-day Hindu festival celebrating the birth of Lord Ganesha. 



Revenue ModelsRevenue Models

19% Doctor Visits

Amazon Pharmacy will use a balanced revenue model that
combines high-volume pharmaceutical sales with stable
subscription, sales, and one-time doctor consultation services. By
bringing all revenue streams into one platform, Amazon Pharmacy
will build a stable, scalable revenue stream. With this approach,
Amazon Pharmacy will increase customer lifetime value and
position itself as a solution for the issues in the Indian healthcare
market.     

Subscription Sales
The subscription sales come to
$1,468,800 for the first year.
This was calculated through
data on the percentage of
consumers who require
recurring medication. Then,
another percentage for the
subscription adoption rate was
calculated. These rates were
multiplied by the projected
number of total consumers
and the subscription price.

Doctor Visit Sales
The doctor visit sales come
to $1,101,600 in the first year.
This number was calculated
through the use of Amazon
Pharmacy’s USA customer
data. We calculated the
percentage of consumers
who partake in our doctor
visits, then used Indian
industry telehealth
standards.  

Drug Sales
Medication sales total to
$3,589,600 in the first year. This
number was calculated
through an analysis of industry
data of competitors in the
Indian Market.  By cross-
referencing our data with
countries with similar
demographics to India such as
Pakistan and Bangladesh,
Amazon Pharmacy ensured this
estimate has strong feasibility.

Life Time ValuesLife Time Values

Revenue Breakdown

58%  Drug Sales 

23%
Subscriptions 

Customer lifetime value (LTV) is calculated based on average purchase value, transaction frequency,
and customer retention by Amazon Pharmacy in India. The average customer is assumed to spend
around $5 a month on healthcare products and digital healthcare offerings, thus generating around

VIII. REVENUE STREAMSVIII. REVENUE STREAMSVIII. REVENUE STREAMS

$60 per year in revenue. With the inclusion of Prime Healthcare
membership and automatic refills, customer acquisition and
retention are assumed to be 25 years. Hence, customer lifetime
revenue is $1,500 per individual. The margins will remain strong for
Amazon Pharmacy, even after accounting for technology,
customer acquisition, and other fulfillment costs, since it continues
to generate revenue from repeat business. According to our
market research, Amazon Pharmacy's target demographic is 350
million people in India. Since customer lifetime revenue is $1500
per individual and the potential customer base is 350 million,
Amazon Pharmacy has a potential lifetime market value of $525
billion. Although Amazon Pharmacy will most definitely not grow
this large in the short term, this market value indicates that
Amazon Pharmacy has ample room to grow exponentially and
capitalize for years to come.

Life Time ValueLife Time ValueLife Time Value
Purchase Value × Transaction

Frequency × Customer Retention 
$5 per month × 12 months × 25 years =

$1,500
Life Time MarketLife Time MarketLife Time Market

Lifetime Value Per Customer
×

Amount of Potential Customers

350 Million Potential Customer
×

$1,500 Customer Lifetime Value
=

$525 Billion Market Value
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  Distribution Costs  Distribution Costs

  Customer Acquisition Cost  Customer Acquisition Cost

Cost of Goods SoldCost of Goods Sold

CAC Calculations CAC Calculations 

Distribution Cost  
Calculations 

Distribution Cost  
Calculations 
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In year 1, our projected cost of goods sold is $3,420,000. Based on our
market research and adoption trends, Amazon Pharmacy forecasts
150,000 customers in year one. On average, each customer will have  
10 prescription orders per year, equaling approximately 1.5 million
orders annually. Based on current wholesale medication cost trends,
we estimate each order will cost $2.28. Multiplying our approximate
orders per year by the estimated cost per order produces the
projected cost of $3,420,000.

COGS Calculations COGS Calculations 
Annual Number of Orders

×
Cost of One Order

1.5 million orders annually 
×

$2.28 Per Order Cost
=

$3,420,000

Customer acquisition cost for Amazon Pharmacy India is expected to be quite low because of
existing brand awareness and a large base of current customers in India. The estimated cost to
acquire a customer is approximately $2.87, compared with the $3.63 market average. This was
calculated by dividing our number of target customers by the total customer acquisition spent. With
an estimated lifetime revenue of $1,500 per customer, these acquisition charges are less than 1
percent of the total lifetime value, making this model both cost-effective and increasingly scalable
as awareness and acceptance across the country grow. Our customer acquisition costs include a
variety of channels, including influencer partnerships, billboard ads, and various social media ads. In
total, the cost is estimated at $430,000. 

IX. COST STRUCTUREIX. COST STRUCTUREIX. COST STRUCTURE

Total Customer Acquisition Cost
÷

 Number Targeted Customer
$430,000 ÷ 150,000 

=
$2.87 Acquisition Cost Per

Customer 

Amazon Pharmacy is uniquely positioned to distribute pharmaceuticals
at lower rates due to Amazon’s existing extensive distribution network.
This network covers the entire distribution chain from factory to consumer,
including last-mile delivery systems, which account for the largest share
of distribution costs. According to market analysis, algorithmic estimates,
and industry experts, competitors pay staggering prices ranging from
$1.93 to $2.6 per order, while Amazon's network pays only $1.27 per order.
To calculate total distribution costs, Amazon Pharmacy will multiply the
total yearly projected orders (1.5 million) by the distribution cost per
order. Through this estimation process, the total distribution cost will be
$1,175,000 annually, well below the industry average.

Annual Number of Orders
×

Cost of One Delivery 

1.5 million Orders Yearly
×

$1.27 Per Order Cost
=

$1,175,000

    Customer Acquisition Cost BreakdownCustomer Acquisition Cost Breakdown  Customer Acquisition Cost Breakdown



Human Resource CostHuman Resource Cost

Additional CostAdditional Cost

Samir Kumar

Director – Pharmacy
Operations Head – Regulatory Affairs

Quality Assurance
Lead

Quality Control
Analyst

Licensed Pharmacist

8x

Hospital & Clinic
Partnerships lead

Director – Product &
Strategy

Head – Marketing &
Growth

Business
Development

Manager

Performance Marketing
Employee

Vendor Partnerships
lead

Arindam Ganguly

Last Mile Delivery
Lead

Existing ATS India Transport
Employees

$80,000 $75,000

$405,000 $55,000

$124,000

$70,000

$68,000

$90,000

Existing Amazon India Director

Existing ATS Director

$90,000

$90,000

$60,000

$140,000

Corporate Hierarchy and Salary

insurance, which is needed to minimize risk for our venture to India by ensuring damaged inventory
can be replaced. Moving on to office space, Amazon Pharmacy plans to rent out office space
monthly, incurring additional costs. Lastly, due to India's complex legal system, permit fees will
likely apply, as many are required from different agencies. Overall, due to registration licensing,
rent, insurance, and permit fees, we will plan for $345,000 in costs.
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30x

8x

3x 5x
4x

Amazon Pharmacy's other costs will amount to $345,000
and will include business licensing fees, insurance, office
space, and permit fees. For business licensing, Amazon
Pharmacy will have to navigate the complex registration
process, including any fines or fees associated with form
submission. Another cost Amazon Pharmacy must consider

Amazon Pharmacy has set up a comprehensive HR structure for its operations in India. The
structure consists of various directors, heads, leads, etc. The total yearly payroll totals $1,253,900.
The majority of the payroll, $872,900, goes to lower-level workers, such as pharmacists, quality
control staff, delivery leads, vendor leads, and clinic leads. Second most, $381,000 goes to
management, including directors, heads, and managers. While these wages may be lower than
what Americans expect, they are not only competitive but also much higher than the average
salary for similar positions in India. Amazon Pharmacy will also include extensive employee benefits,
including 15% Provident Fund and 4.75% Employee State Insurance for full-time employees, and 6%
Provident Fund and 4.75% Employee State Insurance for part-time employees, coming to $96,100.
In total, the HR cost comes to $1,350,000 yearly.



 Revenue:       Jan        Feb         Mar     Apr       May        Jun       Jul        Aug      Sep       Oct       Nov     Dec    Total

  Months:           Jan        Feb          Mar     Apr        May       Jun        Jul         Aug       Sep       Oct        Nov      Dec     Total

Drug Sales                   
Doctor Visit Sales
Subscription Sales
Gross Revenue            

203,000    220,400        237,800    255,200     272,600        284,200    295,800    307,400     319,000       342,200   406,000  446,000  3,589,600

84,000       91,200           98,400       105,600     113,400          117,600       122,400     127,200        132,000      141,600      168,000  168,000    1,468,800
63,000       68,400          73,800       79,200        84,600          88,200       91,800        95,400        99,000        106,200     126,000   126,000    1,101,600

350,000    380,000      410,000     440,000    470,000       490,000    510,000     530,000     550,000    590,000    700,000  740,000   6,160,000

Insurance 
CAC
Shipping & Fees
License & Permits 
Staffing
COGS
Rent
Total Expenses 
Net Income

70,000         75,000          80,000     85,000        90,000          95,000        100,000     105,000     110,000       115,000     120,000    130,000  1,175,000

110,000        110,000         110,000     110,000       110,000         110,000        115,000      115,000      115,000       115,000     115,000     115,000    1,350,000
30,000         15,000          10,000       10,000         10,000           10,000         5,000          5,000          5,000          5,000         5,000        5,000       115,000

15,000         15,000           15,000       15,000         15,000           15,000         15,000        15,000       15,000         15,000       15,000       17,000      182,000

25,000         25,000          30,000     30,000        30,000          35,000        35,000       35,000       35,000       40,000      40,000     70,000    430,000
4,000           4,000             4,000        4,000          4,000             4,000           4,000         4,000          4,000          4,000         4,000        4,000       48,000

210,000       220,000       230,000    240,000    250,000       260,000      270,000     280,000   290,000     320,000   420,000  430,000 3,420,000

464,000     464,000      479,000    494,000    509,000       529,000     544,000   559,000    574,000     594,000  609,000   711,000    6,530,000
-114,000     -84,000       -69,000   -54,000     -39,000       -39,000      -34,000    -29,000     -24,000    -4,000      91,000      -11,000    -410,000

Net Investment
Gross Revenue 
Total Cash Inflow

350,000     380,000     410,000    440,000       470,000     490,000    510,000     530,000     550,000     590,000    700,000    740,000   6,160,000
1,500,000        —                    —                  —                      —                     —                   —                    —                    —                    —                   —                  —             1,500,000

1,850,000  380,000    410,000    440,000        470,000     490,000    510,000     530,000     550,000     590,000    700,000    740,000   7,680,000

Projected Three-Year Plan & Planned Business SummaryProjected Three-Year Plan & Planned Business Summary

A. Projected Income and ExpensesA. Projected Income and Expenses

 Expenses:       Jan        Feb         Mar     Apr       May        Jun       Jul        Aug      Sep       Oct       Nov     Dec    Total

Startup Purchases 
Inventory
Staffing
License & Permits
Insurance 
Shipping & Fees
CAC
Total Cash Outflow 
Ending Cash Flow

30,000       15,000         10,000       10,000           10,000         10,000           5,000        5,000          5,000            5,000          5,000         5,000           115,000

70,000      75,000         80,000      85,000         90,000         95,000          100,000   105,000     110,000        115,000      120,000     130,000      1,175,000

110,000      110,000       110,000      110,000         110,000       110,000         115,000     115,000       115,000        115,000      115,000      115,000       1,350,000

25,000      25,000         30,000      30,000         30,000          35,000         35,000      35,000      35,000         40,000       40,000      70,000        430,000

4,000         4,000           4,000         4,000            4,000           4,000             4,000        4,000          4,000           4,000          4,000         4,000           48,000

150,000           —                    —                  —                      —                     —                   —                    —                    —                    —                   —                  —              150,000
210,000     220,000     230,000    240,000       250,000     260,000      270,000    280,000     290,000     320,000    420,000    430,000    3,420,000

599,000  449,000      464,000  479,000      494,000       514,000       529,000   544,000   559,000      599,000    701,000     754,000    6,498,000
1,251,000 -69,000       -54,000   -39,000      -24,000       -24,000       -19,000    -14,000     -9,000         -9,000        -1,000       -14,000     975,000

Cash Flow Projections Year 1 Cash Flow Projections Year 1 

Beginning Cash Balance:Beginning Cash Balance:

Available Cash Balance:Available Cash Balance:

Revenue Streams
Drug Sales
Doctor Visit Sales
Subscription Sales
Total Revenue

Year 1
$3,589,600
$1,101,600
$1,468,800
$6,160,000

Year 2 
$4,666,480
$1,377,000
$2,056,320
$8,099,800

Year 3 % Increase 
$6,066,424
$1,721,250
$2,878,848

$10,666,522

69.00%
56.30%
96.00%
73.20%

X. DETAILED FINANCIALSX. DETAILED FINANCIALSX. DETAILED FINANCIALS

Amazon Pharmacy’s three-year plan is
designed to build awareness, scale
operations, and reach profitability in
India. In the first year, Amazon Pharmacy  
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will focus on market entry and foundation building in India. Equity funding helps with the planned
loss as the company invests in regulatory compliance, staffing, technology, and a distribution
network. During this phase, brand awareness is expected to increase by approximately 8–10% per
quarter, while monthly revenue grows at an average rate of 7–11% as early adopters begin using
the service.                                                                                                                                                                    



B. Proposed Plan to Meet Capital NeedsB. Proposed Plan to Meet Capital Needs

Build AwarenessScale Operations

Build AwarenessBuild Awareness

Internal Sources 
Amazon Pharmacy will primarily meet capital needs internally through direct sales of
pharmaceuticals. Through this internal source, Amazon Pharmacy is projected to raise $3,589,600
from a projected customer base of 150,000 people.  To ensure a strong and steady income stream
to support capital needs, subscriptions will make up 23% of revenue, totaling $1,468,800. This
dependable source will help to stabilize Amazon Pharmacy’s plan to meet the capital needs, as
customers will use recurring monthly payments. Finally,  to ensure diversity, one-time doctor visits
will make up 19% of revenue, totaling  $1,101,600.  
External Sources 

Return on Investment 
Amazon Pharmacy is seeking $1.5 million in equity funding in exchange for 9.25% ownership in the
company. This investment will be used to support initial operations in India, including staffing,
regulatory compliance, and distribution setup. Based on customer retention and predicted revenue
growth, Amazon Pharmacy India is expected to have an $52.23 million evaluation by year three. This
means a 9.25% ownership stake will have a return of $3,331,000 and an overall worth of $4,831,000. 

In the second year, Amazon Pharmacy shifts from setup
to scaling its operation base. Customer acquisition cost
remains at $2.87 per customer, while revenue growth
accelerates to a projected 23% annually. As orders
increase and fixed operational costs stabilize, overall
losses decrease and move Amazon Pharmacy closer to
breakeven with the leftover capital of $975,000 from
year 1, keeping the venture afloat until profitability.            

By the third year, Amazon Pharmacy moves to a
profitability phase. The introduction and expansion of
subscription-based and recurring revenue streams
improve customer retention. The company will reduce
per-order fulfillment costs by an estimated 10–15%,
allowing the business to achieve positive cash flow and
profitability in the Indian market.                                             

Brand awareness growth
Average monthly revenue growth
Planned operating loss supported
by equity investments

Annual revenue growth
CAC stabilized around ~$2.87 per
customer
Fixed costs decrease

Per-order cost reduction
Strong recurring revenue from
subscriptions
Positive cash flow 

Amazon Pharmacy has already benefited
from significant external investment and
strategic support, most notably through
Amazon’s $1 billion acquisition of PillPack
in 2018, which provided an established
foundation in digital pharmacy 

17

OVER 
$2.5 TRILLION

FUELING EXPANSION
ACROSS INDIA

BETTER ACCESS,
BETTER HEALTH

A HEALTHIER FUTURE
DELIVERED

its healthcare presence through partnerships with health plans and providers which allows it to
scale operations and improve accessibility. Amazon is also backed by major institutional investors
such as BlackRock, Vanguard, and State Street, which collectively manage trillions of dollars in
assets and hold significant ownership stakes, demonstrating strong confidence in Amazon’s long-
term growth and global scalability. With this level of financial backing and strategic support,
Amazon Pharmacy is positioned to expand internationally into markets like India, where it can
leverage capital easily to create growth and establish a strong, trusted presence. 

and prescription fulfillment. Since then, Amazon has expanded 

Build AwarenessReach Profitability
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Amazon Pharmacy will rely on five key metrics to determine the success and longevity of the
international business venture. These metrics will help determine the level/state of growth and
efficiency. Using these metrics, Amazon Pharmacy will ensure success by reducing the risks associated
with international business ventures. 

XI. KEY METRICSXI. KEY METRICSXI. KEY METRICS

XII. COMPETITIVE ADVANTAGEXII. COMPETITIVE ADVANTAGEXII. COMPETITIVE ADVANTAGE
To assess whether India’s pharmaceutical market is ready for an online model, we conducted a survey
of 100 individuals across India via personal contacts. Our data indicates a significant and persistent
weakness in the current medical system. Only 23% of individuals reported that existing pharmacies
consistently met their healthcare needs, while 77% reported missing or delaying medication due to
barriers such as limited availability, distance, or long wait times. Our research also found significant
concerns about trust, with a staggering 82% of respondents rating their confidence in medication
authenticity as 1 or 2 out of 5. However, our research indicates strong demand for a digital alternative, as
95.2% of people stated they would use an online system that delivers trusted prescriptions to their
homes. Overall, these findings demonstrate a strong market fit and a competitive demand for Amazon
Pharmacy in India.

Amazon Pharmacy’s Competitive Strategy Amazon Pharmacy’s Competitive Strategy 

Monthly Recurring
Revenue

Net Promoter Score

Logistics Cost to
Revenue Ratio

Customer 
Satisfaction

In-Stock
Percentage

Metrics Equation Metrics How to
Achieve

Current Month Revenue -
Previous Month Revenue

Previous Month Revenue

Positive Customer
Responses

Total Items Requested

Total Responses

Total Logistics Cost

Total Revenue

% Promoters - % Detractors

Items in stock
Real-time inventory tracking
Strong supplier partnerships
Predict demand using data
Distribute stock across
fulfillment centers

Route optimization
Use Amazon fulfillment
centers
Better inventory placement
Reduce failed deliveries

Prime-linked pharmacy
discounts
Auto-refill subscriptions
Prescription reminders
Bundled health services

Consistent service quality
Faster delivery times
Strong customer support
Build trust in healthcare
through reliability

Fast delivery
Easy prescription upload
Reliable customer support
Accurate fulfillment

15%15%15%

7%7%7%

737373

90%90%90%

97%97%97%

Logistics to
Revenue

Ration

Monthly
Recurring
Revenue
Growth

 Net
Promoter

Score

Enjoyed
Amazon

Pharmacy’s
Service

In-Stock 
Percentage



Our Survey Questions 

80% 100%

95.2%

4.

400

Do you feel that your
current access to
pharmacies
consistently meets
your medical needs?

Have you ever
delayed or skipped
getting medication
due to distance, wait
times, or pharmacy
availability?

1. 2.
Would you be willing to
use an online
pharmacy that delivers
verified prescription
medications directly to
your home?

Logistics system: Amazon Pharmacy's logistics system will far exceed its competitors,
Netmeds and PharmaEasy. Amazon Pharmacy’s logistics allow for nationwide delivery, as
Amazon's infrastructure already has access to all serviceable pin codes in India; this
ensures that all people in India can use our service regardless of where they live. In
addition, Amazon Pharmacy will leverage its logistics network, advanced automation, and
AI-driven processing to deliver medications within hours in most locations. 

Subscription system: Amazon Pharmacy will implement its RxPass in India. This is a
subscription model which allows for free shipping for a small 400-rupee($5) fee monthly,
something unheard of among its competitors. This subscription makes routine medication
more affordable and convenient for millions of Indians managing chronic illnesses.

Efficiency: Unlike competitors, where prescriptions must be uploaded by the current
pharmacy and verified manually, Amazon Pharmacy allows patients to upload their own
prescriptions and uses an automated verification system. Unlike conventional pharmacies,
which manually review, sort, and dispense prescriptions, Amazon Pharmacy uses
automated processing, which dramatically reduces the time to receive medication and
lowers the risk of error.

Competitor Analysis
Automated
Processing
Automated
Processing

NetmedsNetmedsNetmedsNetmeds

AmazonAmazonAmazon
PharmacyPharmacyPharmacy

Amazon
Pharmacy

PharmaEasyPharmaEasyPharmaEasyPharmaEasy

NationwideNationwideNationwide
NetworkNetworkNetwork

Nationwide
Network Fast DeliveryFast DeliveryFast DeliveryFast Delivery Smart RoutingSmart RoutingSmart RoutingSmart Routing RX PassRX Pass
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111 222

333 444

Only 2 in 10 people said that their current
pharmacies meet their medical needs.

Yes

No

0% 20% 40% 60%

111 222 333 444 555 Yes

No4.8%63%19% 10% 3% 5%

Our Survey Results

On a scale of 1–5, how
confident are you in
the authenticity and
safety of medicines
purchased from local
pharmacies?

3.



https://www.nytimes.com/search?query=Amazon%20Pharmacy 
https://www.theverge.com/search?q=Amazon+Pharmacy 
https://www.vox.com/search?q=Amazon+Pharmacy
https://www.businessinsider.com/search?
query=amazon%20pharmacy 
https://fortune.com/search/?q=Amazon%20Pharmacy 
https://www.modernhealthcare.com/search?
search_api_views_fulltext=Amazon+Pharmacy 
https://www.medpagetoday.com/search?
query=Amazon%20Pharmacy 
https://www.healthcarefinancenews.com/search?
https://pharmacy.amazon.com
https://www.nytimes.com/search?query=Amazon%20Pharmacy 
https://www.theverge.com/search?q=Amazon+Pharmacy 
https://www.vox.com/search?q=Amazon+Pharmacy

Key PointsKey Points ResultsResults

India’s Large Market:

Amazon Logistics:

Chronic Care Demand:

Trust and Verification:

India’s massive population and growing middle class create a huge
customer base for fast and reliable prescription delivery.

Amazon’s delivery network enables faster last-mile fulfillment, improving
speed and reliability compared to many local options.

A large share of patients need monthly refills, creating steady repeat
orders and predictable growth.

Amazon Pharmacy will prioritize high-quality medications, thereby
reducing fears of counterfeit products and increasing brand credibility.

We will allocate this investment to staffing and to expanding brand awareness
through Operation TRUST (Trusted Partnerships, Rewards Programs, User-Targeted
Marketing, Seamless In-App Marketing, and Tradition Focused Outreach), thereby
supporting growth. Led by Sairam Kapidi, Vedanth Srinivasa, and Mithul
Vivekanandan, this initiative will be executed with clear accountability and
measurable outcomes. With a $525 billion lifetime market value, a clear three-year
revenue path to $10.6 million, and a projected 322% ROI, this opportunity presents a
strong financial viability. With Amazon’s $40 billion infrastructure in India, a clear
financial plan, and strong demand, Amazon Pharmacy is positioned to transform
healthcare access nationwide and deliver value to both consumers and investors.

XIV. BIBLIOGRAPHYXIV. BIBLIOGRAPHYXIV. BIBLIOGRAPHY
https://www.healthcarefinancenews.com/search?
https://www.aboutamazon.com/investor-relations
https://www.amazon.in/about
https://www.mohfw.gov.in https://cdsco.gov.in
https://www.ibef.org/industry/pharmaceuticals.as
px https://www.statista.com
https://www.mckinsey.com https://www.pwc.in
https://www.who.int/health-topics/
https://www.businessinsider.com/search?
query=amazon%20pharmacy
https://fortune.com/search/?
q=Amazon%20Pharmacy
https://www.modernhealthcare.com/search?
search_api_views_fulltext=Amazon+Pharmacy 

Amazon Pharmacy is seeking a $1.5 million investment for a 9.25% stake. This investment will be
used to fund Amazon Pharmacy’s expansion into India and to capitalize on the growing market for
shipped medications. By year three, a 9.25% stake will be worth an estimated $4,831,000,
representing a 322% ROI, with an estimated overall valuation of $52.23 million.

XIII. CONCLUSIONXIII. CONCLUSION  XIII. CONCLUSION 
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	Why Expand to India?

	76%
	Of Indians regularly  use medication
	Many existing shortcomings in the Indian Pharmaceutical market.
	Large existing parent company presence
	over $40 billion invested
	First, India has a population of 1 billion, and of those, 76% regularly use medication, compared with only 56% of Americans, indicating a potentially larger market for Amazon Pharmacy. Despite this large pharmaceutical market, India still has a multitude of shortcomings, previously identified, which Amazon Pharmacy is positioned to solve. The legal requirements to expand to India are very clearly described by the Indian Foreign Direct Investment Policies. Amazon has already invested nearly $40 billion in India to date (since 2010), focusing on infrastructure, logistics, and digital services. Amazon Pharmacy will be able to utilize these existing investments, allowing it to bypass traditional market entry barriers.

	Customer Segments
	Age
	Income
	Geography
	Household
	Primary
	Secondary
	Amazon Pharmacy targets two key customer segments based on need, accessibility, and purchasing behavior. The primary segment focuses on middle-income elderly individuals (55+) living alone in urban areas, who are a large share of the total medication usage and often face challenges accessing prescriptions without support. The secondary segment includes high-income adults (25–45) in semi-urban, multi-generational households who manage medications for multiple family members.
	Ram Chandan
	Age: 57
	Middle Class
	Location: New Delhi (Urban)
	Lives Alone


	Unique Value Proposition
	Trust and Authenticity
	To build customer trust,         Amazon Pharmacy                 guarantees  high-quality     medications, maintains strict data privacy standards, and provides 24/7 access to            licensed pharmacists for           professional support.

	Large Current Presence in India
	Amazon already has a strong presence in India, accounting for 30-31% of the e-commerce market and attracting over 450 million monthly website visits. Amazon Pharmacy will be able to utilize existing distribution networks and brand awareness.

	Affordability and Technology
	Amazon Pharmacy will make healthcare more affordable by offering transparent and competitive pricing, through subscription refills and partnerships with Ayushman Bharat Digital Mission to ensure consistent, low-cost access to medications.


	Channels
	Distribution Channels
	Marketing Channels
	Online-Home Delivery: Amazon Pharmacy’s online platform allows customers to upload prescriptions, order medications, and receive fast delivery nationwide. With over 800 million internet users in India, Amazon Pharmacy has the potential to expand access and reduce the need for in-person visits.
	Licensed Pharmacy Network: Medications are fulfilled through a network of licensed pharmacies, allowing Amazon to expand nationwide without building infrastructure in every location. This model will ensure high in-stock rates and faster delivery by sourcing from the nearest pharmacy.
	Corporate/Employer Distribution: Amazon Pharmacy will partner with businesses to distribute medications directly to employees through company-sponsored health programs. Through bulk purchasing, companies receive discounted pricing and can offer medications as a employee benefit.


	Three Year Path to Profitability
	Amazon Pharmacy’s three-year plan is designed to build awareness, scale operations, and reach profitability in India, ensuring the long-term feasibility of the business.
	Year 1
	Brand Awareness

	Year 2
	Scale Operations
	Revenue growth
	CAC stabilized around ~$2.87 per customer
	Fixed costs decrease


	Year 3
	Reach Profitability
	Per-order cost reduction
	Strong recurring revenue from subscriptions
	Brand awareness growth
	Monthly revenue growth
	Planned operating loss supported by equity investments



	Our Ask
	Amazon Pharmacy is seeking a $1.5 million investment at a 9.25% equity stake to expand into the Indian market. Based on customer attention and predicted revenue growth models, the return on investment is estimated at 322% with an overall evaluation of $52.23 million by year three. This investment will be used towards distribution, initial infrastructure costs, acquiring licenses and permits, and marketing operation TRUST.
	To ensure funds are used properly, Amazon Pharmacy will appoint Sairam Kapidi, Mithul Vivekanandan, and Vedanth Srinivasa to oversee the venture into the Indian market.


	II. ANALYSIS OF THE  INTERNATIONAL BUSINESS SITUATION
	A. Economic, Governmental, & Legal Analysis of Trading Country
	1. Economic System and Important Economic Information
	India's economic landscape presents a great opportunity for Amazon Pharmacy (one of the largest pharmaceutical corporations) to enter the international market. With over 110 million older urban consumers, the country offers a large market base for Amazon Pharmacy. The growing urbanization and industrialization in cosmopolitan areas, such as Uttar Pradesh and Bihar, set the stage for innovative medication delivery technologies.  With the fastest-growing economy of any major country and a large older middle-class population, India presents an incredible landscape.
	for a medication shipping company such as Amazon Pharmacy. India’s mixed economy combines both capitalism and socialism. With the world's 5th largest GDP and an annual growth rate of over 6%, India's middle class is expected to reach over 600 million by 2027. This class of busy individuals will rely more on efficient time-saving measures, such as shipped goods and medicine, the latter of which Amazon Pharmacy offers.  About 76% of Indian consumers regularly
	use medication, compared to 56% in the US. This indicates substantial demand for medications and for methods to obtain them. The disparity in regular medication use between India and the USA, along with India's larger population, indicates a larger customer base for Amazon Pharmacy in India than in the USA. The shipping market in India has an annual growth rate of almost 20% CAGR(compound annual growth rate), which presents Amazon Pharmacy with an opportunity to introduce its service into a heavily growing market.

	2. Government Structure, Trade Control, and Stability
	India has three branches of government, much like the US and many other developed countries. The branches are the legislative, executive, and judicial. The executive branch consists of the president, head of state; the prime minister, who leads the Council of Ministers (Cabinet); and the vice president, Chairperson of the Rajya Sabha (Upper House).  The legislative branch consists of the Rajya Sabha (Upper House) and Lok Sabha (Lower House). The Lok Sabha members are elected by the people, and their duty
	is to propose laws and control government spending and taxation. The Rajya Sabha members are elected by the states; their duty is to pass and debate the bills passed by the Lok Sabha. Together, the Lok Sabha and the Rajya Sabha make the Parliament of India. The Judicial branch consists of district courts that handle criminal and civil cases, high courts that hear appeals from the district courts and appoint district court judges, and the Supreme Court, the highest court in the country. India has various governmental agencies. Most applicable to Amazon Pharmacy is the Central Drugs Standard Control Organization (CDSCO), India’s national drug regulatory authority. Similar to the US’s Federal Drug Administration (FDA), the CDSCO oversees new drugs and medications, sets quality standards, and regulates clinical trials.
	Comply with Employment and Labor Laws
	Use existing Amazon Fulfillment Centers, Separate pharma-compliant zones



	B. Trade Area and Cultural Analysis
	Sue Applebaum
	To gain better insight into international expansion, our team consulted Sue Applebaum. She has over 20 years of experience in international investment and now works as head of enterprise analytics at Wells Fargo.
	20 years of experience in international investing
	1. Geographic and Demographic Information, Customs, Traditions and Culture
	India is a relatively large country with a total area of over 1,269,219 sq miles (about ⅓ the size of the United States), making it the 7th-largest country by area. With over 6,896 miles of coastline and numerous natural harbors, India has numerous ocean ports, facilitating easy trade. Internally, India has few natural barriers to travel, except for the Himalayas in the north. In addition, India is not lacking in population; with over 1.4 billion people, it is the most populous country. This large population correlates with a large elderly population. India has an elderly population of  150 million, which is almost ½ of the total US population.
	This large elderly population correlates with a high need for shipped medicine—a service Amazon Pharmacy provides. In India, local clinics are deeply trusted community institutions. And many families often know the pharmacist personally. To build upon this trust, it is crucial that Amazon Pharmacy partners with these clinics. In India, healthcare decisions are rarely made individually and often are family decisions. Furthermore, one person often orders prescriptions for the whole family; this lifestyle aligns closely with Amazon Pharmacy’s Caregiver-linked accounts, a topic explored further in the following sections.

	Competitive Advantages and Disadvantages:
	Advantages: Over 150 million elderly people currently reside in India, and estimates suggest that by 2050, 347 million will reside there. Due to the greater need for pharmaceuticals for older individuals, Amazon Pharmacy is positioned to capture the rapid growth of this market.
	Disadvantages: Despite the prevalent issues of the traditional pharmaceutical market in India. Building trust with potential consumers remains a challenge. Many Indian consumers have used traditional pharmacies their whole life and may be reluctant to trust an online alternative. Amazon Pharmacy addresses this issue by partnering with local clinics, showing consumers that our service is not distant or untested but is grounded in their hometowns.
	Note: The stated advantages reflect broader industry trends and are not specific to Amazon Pharmacy. Company-specific strengths will be addressed in the Competitive Advantage section.


	2. Location Analysis
	The majority of the Indian population is concentrated around the northeastern side, including New Delhi, Uttar Pradesh, and Bihar, as well as the southern coast, including Tamil Nadu, Karnataka, and Telangana. These regions have a combined population of 607 million and serve as a connection point to semi-urban areas. To effectively reach a majority of the population and provide services that meet our quality standards, Amazon Pharmacy will place our distribution center here. In addition, the population density of the listed cities is very high, with 555 people per square kilometer. This high population density makes delivery and shipping more efficient compared to other countries.


	IV. CUSTOMER SEGMENTS
	Example of Target Market :
	Sample Primary Consumer Profile
	Sample Consumer Profile


	Rahul
	Sample Secondary Consumer Profile
	Sample Consumer Profile


	Diya
	Diya

	Target Market Description
	Primary
	Secondary
	Age
	Income
	Geography
	Household
	55+
	Middle
	Urban
	Single Person
	25-45
	High
	Semi-Urban
	Multigenerational
	Primary Target Market: Our primary target market consists of middle-income elderly individuals (aged 55+) living in urban areas alone. This segmentation was designed to target the people who would most benefit from and have access to our service. Despite being a minority of the population, elderly Indians account for roughly half of the total medication usage in India; thus, the elderly are in the highest need of a service such as ours. Furthermore, many Indians face problems in accessing medication, due to a multitude of factors discussed previously (page 7), but people who live alone are affected the most. These people often do not have a person to fall back upon to acquire medication. Amazon Pharmacy is there for them, solving their problems with swift home delivery.  Next, we target middle-income people, given their large numbers, strong digital fluency, and limited support from caretakers. Finally, we target urban consumers as urban areas are more efficient to deliver to.
	Secondary Target Market: Our secondary target market consists of middle-aged adults(25-45) of high income, living in a multi-generational household in a semi-urban area. This segmentation was identified to target people who are most likely to manage not only their own prescriptions but also those of family members. As previously stated, many Indian households follow the tradition of one person managing the household's perception. These people manage prescriptions for their kids and parents. People aged 25-45 are old enough to have their own children while still living with their parents, increasing the likelihood that they manage other people's prescriptions. Living in a multi-generational household only further increases the odds. In addition, we target high-income individuals due to their greater ability to spend on healthcare, increasing potential revenue. For the secondary segment, we target semi-urban areas rather than urban areas, as semi-urban areas are almost 3 times as likely to have multigenerational households.




	V. UNIQUE VALUE PROPOSITION
	Amazon Pharmacy’s Promise
	How is Amazon Pharmacy Different?
	Trust and Authenticity
	Government-approved and Licensed Distributors
	Data Security Through Cloud Storage
	24/7 Access to Licensed Pharmacists

	Large Current Presence in India
	Affordability and Technology


	VI. SOLUTION
	1. Amazon Pharmacy’s Quality Assurance
	All drugs distributed by Amazon Pharmacy come from licensed fulfillment centers. In the US, these centers are regulated by the FDA, and in India, they are regulated by CDSCO. By having the CDSCO regulate the medicines, the effect of not standardizing the quality of medicines will be nullified. The process of ensuring drug quality is showcased below.
	Firstly, pharmaceutical manufacturers submit their drugs to the CDSCO. This organization evaluates the safety of the preliminary drugs
	Next, after the preliminary drug check by the CDSCO, the drugs are then shipped to the Good Manufacturing Practices(GMP). Here, the drugs are again checked for errors.
	Finally, before the drugs are shipped to the customer, additional checks, such as expiration monitoring and batch verification, are performed by Amazon Pharmacy.
	Through this multilayered quality control process, Amazon Pharmacy ensures that the drugs reaching customers are free of any faults.


	2. Amazon Pharmacy Hyper-Localized Delivery Network
	To address the issue of the large distance traveled for medicine, Amazon Pharmacy will offer Micro-fulfillment centers positioned strategically across semi-urban and rural clusters, allowing the shipments to reach not only people located in cities but also rural residents. Partnerships with local medical stores will enable same-day or next-day delivery even where Amazon does not yet have physical warehousing. AI-optimized routing, guarantees that medicines reach customers efficiently even in remote regions, reducing the delivery time.

	3.Refill Adherence System
	To address the issue of missed refills of medications, Amazon Pharmacy will implement automatic refills, advanced delivery options, and caregiver support.
	Automatic Refills
	Amazon Pharmacy will provide monthly refill reminders via phone texts, emails, or even Alexa voice alerts. In addition to reminders, Amazon Pharmacy will also offer auto-refill options (medications ordered without the patient needing to remember at all).

	Delivery Options
	Amazon Pharmacy’s innovative platform allows users to order multiple medications at the same time. In addition, through their advanced AI-powered order fulfillment algorithm, they allow users to choose the date of delivery.

	Caregiver Support
	Amazon Pharmacy can allow patients(especially elderly or chronically ill users) to link their account to a family member. These caregivers (family members) would receive reminders of refill orders and updates on delivery timings.



	Marketing Channels
	For Amazon Pharmacy to enter the Indian market, the company will use Operation TRUST, a marketing strategy that focuses on Trusted Partnerships, Rewards Programs, User-Targeted Marketing, Seamless In-App Marketing, and Traditional Outreach. Through Operation TRUST, Amazon Pharmacy can effectively communicate its value to customers across India. This multi-channel approach helps this venture reach India’s diverse population and reinforce trust, affordability, and convenience as our core strengths.
	Trusted Partnerships build credibility. Amazon Pharmacy will partner with local clinics to build trust through local communites.
	Indian culture is centered around the community. Indians trust their community doctors, clinics, and drug stores more than corporate entities. By aligning with local healthcare systems early, Amazon Pharmacy will market itself as a trusted member of the community, aligning with Indian culture, rather than seeming like a corporate outsider.

	92% of Indians reported that they trust their local clinics
	Rewards Programs drive retention. Cashback, Prime-linked discounts, and loyalty points give consumers a financial reason to choose Amazon Pharmacy over traditional options.
	77% of customers who have stayed with a company for 10 years have done so due to loyalty programs, and 84% of customers are likely to stick with a company that offers one. Using Amazon Prime, this venture will offer Prime-linked discounts and a points system that rewards repeat customers with product discounts. This will build a loyal base which provides steady revenue ensuring success.
	User Targeted Marketing reaches all audiences. Digital ads, such as search engine marketing, website ads, and video ads, will reach millions of users at a fraction of the cost of traditional advertising.


	83% of consumers find digital marketing as the most effective marketing channel
	Amazon Pharmacy will run a marketing campaign on Google, YouTube, and Facebook, which includes 107,143 units of video, website, and search engine promotions.  This will help the venture tap into a growing digital India, promoting brand values of trust, speed, and convenience at a fraction of the cost of traditional methods such as billboards, television, and newspaper advertising.
	Seamless In-App Marketing taps into Amazon’s existing app ecosystem, where millions of Indians already shop. Advertising Amazon Pharmacy on this familiar interface will reduce friction and drive brand awareness.
	Amazon is already one of India's most used shopping apps. Rather than acquire new customers from the ground up, Amazon Pharmacy converts existing Amazon shoppers. Amazon Pharmacy will use the homepage and search banner placement as the most direct mechanism. When an Indian user opens the app or searches for an item they will see Amazon Pharmacy.
	Tradition Focused Outreach will leverage India's rich cultural landscape.  Amazon Pharmacy will use high-visibility channels, such as sponsorships, for festive campaigns, including Ganesh Chaturthi.



	Ganesh Chaturthi
	VIII. REVENUE STREAMS
	Revenue Models
	Amazon Pharmacy will use a balanced revenue model that combines high-volume pharmaceutical sales with stable subscription, sales, and one-time doctor consultation services. By bringing all revenue streams into one platform, Amazon Pharmacy will build a stable, scalable revenue stream. With this approach, Amazon Pharmacy will increase customer lifetime value and position itself as a solution for the issues in the Indian healthcare market.
	Revenue Breakdown

	Drug Sales
	Medication sales total to  $3,589,600 in the first year. This number was calculated through an analysis of industry data of competitors in the Indian Market.  By cross-referencing our data with countries with similar demographics to India such as Pakistan and Bangladesh, Amazon Pharmacy ensured this estimate has strong feasibility.

	Subscription Sales
	The subscription sales come to $1,468,800 for the first year.  This was calculated through data on the percentage of consumers who require recurring medication. Then, another percentage for the subscription adoption rate was calculated. These rates were multiplied by the projected number of total consumers and the subscription price.

	Doctor Visit Sales
	The doctor visit sales come to $1,101,600 in the first year.  This number was calculated through the use of Amazon Pharmacy’s USA customer data. We calculated the percentage of consumers who partake in our doctor visits, then used Indian industry telehealth standards.


	Life Time Values
	Customer lifetime value (LTV) is calculated based on average purchase value, transaction frequency, and customer retention by Amazon Pharmacy in India. The average customer is assumed to spend around $5 a month on healthcare products and digital healthcare offerings, thus generating around
	$60 per year in revenue. With the inclusion of Prime Healthcare membership and automatic refills, customer acquisition and retention are assumed to be 25 years. Hence, customer lifetime revenue is $1,500 per individual. The margins will remain strong for Amazon Pharmacy, even after accounting for technology, customer acquisition, and other fulfillment costs, since it continues to generate revenue from repeat business. According to our market research, Amazon Pharmacy's target demographic is 350 million people in India. Since customer lifetime revenue is $1500 per individual and the potential customer base is 350 million, Amazon Pharmacy has a potential lifetime market value of $525 billion. Although Amazon Pharmacy will most definitely not grow this large in the short term, this market value indicates that Amazon Pharmacy has ample room to grow exponentially and capitalize for years to come.
	Life Time Value
	Life Time Market


	IX. COST STRUCTURE
	Customer Acquisition Cost
	Customer acquisition cost for Amazon Pharmacy India is expected to be quite low because of existing brand awareness and a large base of current customers in India. The estimated cost to acquire a customer is approximately $2.87, compared with the $3.63 market average. This was calculated by dividing our number of target customers by the total customer acquisition spent. With an estimated lifetime revenue of $1,500 per customer, these acquisition charges are less than 1 percent of the total lifetime value, making this model both cost-effective and increasingly scalable as awareness and acceptance across the country grow. Our customer acquisition costs include a variety of channels, including influencer partnerships, billboard ads, and various social media ads. In total, the cost is estimated at $430,000.

	Customer Acquisition Cost Breakdown
	CAC Calculations
	Total Customer Acquisition Cost ÷  Number Targeted Customer
	$430,000 ÷ 150,000  = $2.87 Acquisition Cost Per Customer

	Distribution Costs
	Amazon Pharmacy is uniquely positioned to distribute pharmaceuticals at lower rates due to Amazon’s existing extensive distribution network. This network covers the entire distribution chain from factory to consumer, including last-mile delivery systems, which account for the largest share of distribution costs. According to market analysis, algorithmic estimates, and industry experts, competitors pay staggering prices ranging from $1.93 to $2.6 per order, while Amazon's network pays only $1.27 per order. To calculate total distribution costs, Amazon Pharmacy will multiply the total yearly projected orders (1.5 million) by the distribution cost per order. Through this estimation process, the total distribution cost will be $1,175,000 annually, well below the industry average.
	Distribution Cost  Calculations
	1.5 million Orders Yearly × $1.27 Per Order Cost = $1,175,000


	Cost of Goods Sold
	COGS Calculations
	In year 1, our projected cost of goods sold is $3,420,000. Based on our market research and adoption trends, Amazon Pharmacy forecasts 150,000 customers in year one. On average, each customer will have  10 prescription orders per year, equaling approximately 1.5 million orders annually. Based on current wholesale medication cost trends, we estimate each order will cost $2.28. Multiplying our approximate orders per year by the estimated cost per order produces the projected cost of $3,420,000.



	X. DETAILED FINANCIALS
	A. Projected Income and Expenses
	Revenue:       Jan        Feb         Mar     Apr       May        Jun       Jul        Aug      Sep       Oct       Nov     Dec    Total
	Drug Sales                    Doctor Visit Sales    Subscription Sales Gross Revenue
	203,000    220,400        237,800    255,200     272,600        284,200    295,800    307,400     319,000       342,200   406,000  446,000  3,589,600
	63,000       68,400          73,800       79,200        84,600          88,200       91,800        95,400        99,000        106,200     126,000   126,000    1,101,600
	84,000       91,200           98,400       105,600     113,400          117,600       122,400     127,200        132,000      141,600      168,000  168,000    1,468,800
	350,000    380,000      410,000     440,000    470,000       490,000    510,000     530,000     550,000    590,000    700,000  740,000   6,160,000

	Expenses:       Jan        Feb         Mar     Apr       May        Jun       Jul        Aug      Sep       Oct       Nov     Dec    Total
	Insurance  CAC Shipping & Fees License & Permits  Staffing COGS Rent Total Expenses  Net Income
	4,000           4,000             4,000        4,000          4,000             4,000           4,000         4,000          4,000          4,000         4,000        4,000       48,000
	25,000         25,000          30,000     30,000        30,000          35,000        35,000       35,000       35,000       40,000      40,000     70,000    430,000
	70,000         75,000          80,000     85,000        90,000          95,000        100,000     105,000     110,000       115,000     120,000    130,000  1,175,000
	30,000         15,000          10,000       10,000         10,000           10,000         5,000          5,000          5,000          5,000         5,000        5,000       115,000
	110,000        110,000         110,000     110,000       110,000         110,000        115,000      115,000      115,000       115,000     115,000     115,000    1,350,000
	210,000       220,000       230,000    240,000    250,000       260,000      270,000     280,000   290,000     320,000   420,000  430,000 3,420,000
	15,000         15,000           15,000       15,000         15,000           15,000         15,000        15,000       15,000         15,000       15,000       17,000      182,000
	464,000     464,000      479,000    494,000    509,000       529,000     544,000   559,000    574,000     594,000  609,000   711,000    6,530,000
	-114,000     -84,000       -69,000   -54,000     -39,000       -39,000      -34,000    -29,000     -24,000    -4,000      91,000      -11,000    -410,000

	Cash Flow Projections Year 1
	Months:           Jan        Feb          Mar     Apr        May       Jun        Jul         Aug       Sep       Oct        Nov      Dec     Total

	Beginning Cash Balance:
	Net Investment Gross Revenue  Total Cash Inflow
	1,500,000        —                    —                  —                      —                     —                   —                    —                    —                    —                   —                  —             1,500,000
	350,000     380,000     410,000    440,000       470,000     490,000    510,000     530,000     550,000     590,000    700,000    740,000   6,160,000
	1,850,000  380,000    410,000    440,000        470,000     490,000    510,000     530,000     550,000     590,000    700,000    740,000   7,680,000

	Available Cash Balance:
	150,000           —                    —                  —                      —                     —                   —                    —                    —                    —                   —                  —              150,000
	Startup Purchases  Inventory Staffing License & Permits Insurance  Shipping & Fees CAC Total Cash Outflow  Ending Cash Flow
	210,000     220,000     230,000    240,000       250,000     260,000      270,000    280,000     290,000     320,000    420,000    430,000    3,420,000
	110,000      110,000       110,000      110,000         110,000       110,000         115,000     115,000       115,000        115,000      115,000      115,000       1,350,000
	30,000       15,000         10,000       10,000           10,000         10,000           5,000        5,000          5,000            5,000          5,000         5,000           115,000
	4,000         4,000           4,000         4,000            4,000           4,000             4,000        4,000          4,000           4,000          4,000         4,000           48,000
	70,000      75,000         80,000      85,000         90,000         95,000          100,000   105,000     110,000        115,000      120,000     130,000      1,175,000
	25,000      25,000         30,000      30,000         30,000          35,000         35,000      35,000      35,000         40,000       40,000      70,000        430,000
	599,000  449,000      464,000  479,000      494,000       514,000       529,000   544,000   559,000      599,000    701,000     754,000    6,498,000
	1,251,000 -69,000       -54,000   -39,000      -24,000       -24,000       -19,000    -14,000     -9,000         -9,000        -1,000       -14,000     975,000

	Projected Three-Year Plan & Planned Business Summary
	Revenue Streams
	Year 1
	Year 2
	Year 3
	% Increase
	Amazon Pharmacy’s three-year plan is designed to build awareness, scale operations, and reach profitability in India. In the first year, Amazon Pharmacy
	will focus on market entry and foundation building in India. Equity funding helps with the planned loss as the company invests in regulatory compliance, staffing, technology, and a distribution network. During this phase, brand awareness is expected to increase by approximately 8–10% per quarter, while monthly revenue grows at an average rate of 7–11% as early adopters begin using the service.
	In the second year, Amazon Pharmacy shifts from setup to scaling its operation base. Customer acquisition cost remains at $2.87 per customer, while revenue growth accelerates to a projected 23% annually. As orders increase and fixed operational costs stabilize, overall losses decrease and move Amazon Pharmacy closer to breakeven with the leftover capital of $975,000 from year 1, keeping the venture afloat until profitability.
	By the third year, Amazon Pharmacy moves to a profitability phase. The introduction and expansion of subscription-based and recurring revenue streams improve customer retention. The company will reduce per-order fulfillment costs by an estimated 10–15%, allowing the business to achieve positive cash flow and profitability in the Indian market.

	Build Awareness
	Build Awareness
	Brand awareness growth
	Average monthly revenue growth
	Planned operating loss supported by equity investments

	Scale Operations
	Build Awareness
	Annual revenue growth
	CAC stabilized around ~$2.87 per customer
	Fixed costs decrease

	Reach Profitability
	Build Awareness
	Per-order cost reduction
	Strong recurring revenue from subscriptions
	Positive cash flow



	B. Proposed Plan to Meet Capital Needs
	Internal Sources
	Amazon Pharmacy will primarily meet capital needs internally through direct sales of pharmaceuticals. Through this internal source, Amazon Pharmacy is projected to raise $3,589,600 from a projected customer base of 150,000 people.  To ensure a strong and steady income stream to support capital needs, subscriptions will make up 23% of revenue, totaling $1,468,800. This dependable source will help to stabilize Amazon Pharmacy’s plan to meet the capital needs, as customers will use recurring monthly payments. Finally,  to ensure diversity, one-time doctor visits will make up 19% of revenue, totaling  $1,101,600.

	External Sources
	Amazon Pharmacy has already benefited from significant external investment and strategic support, most notably through Amazon’s $1 billion acquisition of PillPack in 2018, which provided an established foundation in digital pharmacy
	and prescription fulfillment. Since then, Amazon has expanded
	its healthcare presence through partnerships with health plans and providers which allows it to scale operations and improve accessibility. Amazon is also backed by major institutional investors such as BlackRock, Vanguard, and State Street, which collectively manage trillions of dollars in assets and hold significant ownership stakes, demonstrating strong confidence in Amazon’s long-term growth and global scalability. With this level of financial backing and strategic support, Amazon Pharmacy is positioned to expand internationally into markets like India, where it can leverage capital easily to create growth and establish a strong, trusted presence.

	Return on Investment
	Amazon Pharmacy is seeking $1.5 million in equity funding in exchange for 9.25% ownership in the company. This investment will be used to support initial operations in India, including staffing, regulatory compliance, and distribution setup. Based on customer retention and predicted revenue growth, Amazon Pharmacy India is expected to have an $52.23 million evaluation by year three. This means a 9.25% ownership stake will have a return of $3,331,000 and an overall worth of $4,831,000.


	XI. KEY METRICS
	Metrics
	Logistics Cost to Revenue Ratio
	Monthly Recurring Revenue
	Net Promoter Score
	Customer  Satisfaction
	In-Stock Percentage

	Equation
	Metrics
	15%
	Logistics to Revenue Ration

	7%
	Monthly Recurring Revenue Growth
	Net Promoter Score

	90%
	Enjoyed Amazon Pharmacy’s Service

	97%
	In-Stock  Percentage
	How to Achieve


	XII. COMPETITIVE ADVANTAGE
	Amazon Pharmacy’s Competitive Strategy
	Our Survey Questions

	4.
	Would you be willing to use an online pharmacy that delivers verified prescription medications directly to your home?

	1.
	Do you feel that your current access to pharmacies consistently meets your medical needs?

	2.
	Have you ever delayed or skipped getting medication due to distance, wait times, or pharmacy availability?

	3.
	On a scale of 1–5, how confident are you in the authenticity and safety of medicines purchased from local pharmacies?
	Our Survey Results
	Only 2 in 10 people said that their current pharmacies meet their medical needs.
	Yes
	No
	0%
	20%
	40%
	60%
	19%
	63%
	10%
	3%
	5%
	Yes
	4.8%
	No
	80%

	95.2%
	100%
	Logistics system: Amazon Pharmacy's logistics system will far exceed its competitors, Netmeds and PharmaEasy. Amazon Pharmacy’s logistics allow for nationwide delivery, as Amazon's infrastructure already has access to all serviceable pin codes in India; this ensures that all people in India can use our service regardless of where they live. In addition, Amazon Pharmacy will leverage its logistics network, advanced automation, and AI-driven processing to deliver medications within hours in most locations.
	Subscription system: Amazon Pharmacy will implement its RxPass in India. This is a subscription model which allows for free shipping for a small 400-rupee($5) fee monthly, something unheard of among its competitors. This subscription makes routine medication more affordable and convenient for millions of Indians managing chronic illnesses.
	Efficiency: Unlike competitors, where prescriptions must be uploaded by the current pharmacy and verified manually, Amazon Pharmacy allows patients to upload their own prescriptions and uses an automated verification system. Unlike conventional pharmacies, which manually review, sort, and dispense prescriptions, Amazon Pharmacy uses automated processing, which dramatically reduces the time to receive medication and lowers the risk of error.


	Competitor Analysis
	Nationwide Network
	Fast Delivery
	Smart Routing
	RX Pass
	Automated Processing
	Amazon Pharmacy
	PharmaEasy
	Netmeds


	XIII. CONCLUSION
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