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COURSE SYLLABUS DURATION: 30Hrs

COURSE NAME: Value-added Course on Pharmaceutical Sales and Marketing
Course Objective:

Describe the concept of pharmaceutical marketing.

Demonstrate different pharmaceutical marketing channels

Understand the role of market research

Course Outcome:

To explain the concept of product management in pharmaceutical industry

To understand the various components of promotion of pharmaceutical products
To elaborate the role and responsibility of professional sales representative

To identify the roles and responsibilities of pricing authorities in India

To demonstrate the emerging concepts of marketing

DAY 1: 28-01-2017, 6Hrs

Module 1:

General Overview: Definition, general concepts, and scope of marketing; Distinction between

marketing & selling; Marketing environment; Industry and competitive analysis;
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DAY 2: 04-02-2017, 6Hrs

Module 2:

Pharmaceutical market: Quantitative and qualitative aspects; size and composition of the

market, demographic descriptions and socio-psychological characteristics of the consumer;

market segmentation& targeting.Consumer profile;
DAY 3: 11-02-2017, 6Hrs

Module 3:

Product decision: Meaning, Classification, product line and product mix decisions, product life

cycle, product portfolio analysis; product positioning; New product decisions; Product branding,

packaging and labeling decisions,
DAY 4: 18-02-2017, 6Hrs

Module 4:

Promotion: Meaning and methods, determinants of promotional mix, promotional budget; An

overview of personal selling, advertising, direct mail, journals, sampling, retailing, medical

exhibition,
DAY 5: 25-02-2017, 6Hrs

Module 5:

Pricing: Meaning, importance, objectives, determinants of price; pricing methods and strategies,
issues in price management in pharmaceutical industry. An overview of DPCO (Drug Price

Control Order) and NPPA (National Pharmaceutical Pricing Authority).
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CERTIFICATE COURSE SUMMARY 2016-17

COURSE CODE AND NAME

COURSE DURATION

BRANCH AND YEAR OFFERED:

COURSE INSTRUCTORS

COURSE OUTCOME

VPSM and Pharmaceutical Sales and Marketing

30Hrs
11T & IV B.Pharmacy

Amit Kumar, Associate Professor

Student would be able to understand the concept of product management in pharmaceutical

industry, various components of promotion of pharmaceutical products and to elaborate the role

and responsibility of professional sales representative

COURSE TYPE

ASSESSMENT MODE
DURATION

NO.OF PARTICIPANTS
SCHEME OF EXAM
DATE OF EXAM

J

Course coordinator

Self framed course

30 Hours

65

MCQ Offline
27-02-2017
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