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Galcare Pharmaceuticals Pvt. Ltd. 

Established in September 2008, Galcare Pharmaceuticals Pvt. Ltd. Specializes in 

dermatological products, offering a wide range of solutions for skin care and dermatological 

conditions. With a strong commitment to innovation and quality, Galcare has positioned itself 

as a trusted name in the dermatology sector. The company is dedicated to improving skin health 

and enhancing the quality of life for patients through advanced, effective, and safe 

dermatological products. 

Vision: Our vision is to be celebrated as a premier and beloved leader in the dermatology 

sector in India, igniting positive transformation and groundbreaking innovation for a brighter 

tomorrow. 

Mission: Galcare strives to enhance people's health by offering quality therapeutic solutions. 

They achieve this through continuous innovation and excellence in their products. 

Values: 

Innovation: Continuously pushing the boundaries of dermatological science to develop novel 

and effective skin care solutions. 

Quality: Maintaining the highest standards in product safety, efficacy, and manufacturing 

practices. 

Integrity: Upholding ethical principles and transparency in all our business operations. 

Customer Focus: Prioritizing the needs and well-being of our customers and patients. 
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Annexure-E 

1st Week Report 

Name of the Organisation: Galcare Pharmaceuticals 

Department of Summer Internship Program: Marketing Department  

Name of the Student: Harshal Bagherwal 

Roll no: 0509   Stream: MBA Pharmaceutical Management 

Week no: 1             From: 02/05/2024 to 08/05/2024 
  

Activity Done During my first week at Galcare Pharmaceuticals, I focused on learning 

essential skills in graph analysis and report interpretation of IQVIA and 

Pharmarack report. Our product executive, Mr. Shubham Saini sir, and 

our marketing head, Mr. Irfan Ahmad sir, introduced me to the industry 

and fieldwork. I learned how to study different types of graphs in IQVIA 

and  Pharmarack reports, such as line graphs, bar graphs, pie charts, and 

scatter plots. This gave me valuable insights into the top therapies, 

brands, and companies in the pharmaceutical industry, helping me 

understand market trends and consumer behaviour better. I also learnt 

how to use this knowledge to develop effective marketing strategies. 

Overall, it was an incredibly insightful week, and I'm eager to apply 

these skills in upcoming weeks of my internship.   

Linking theory (Classroom 

learning) with practice at 

your organisation 

 

I acquired essential skills in graph analysis and report interpretation, 

gaining insights into market trends and consumer behaviour for effective 

marketing strategies. With help of this I developed a questionnaire for 

RCPA.   

Gaps identified on the 

working area. 

 

None as of now.    

Suggestions for improvement None as of now.    

Plan for the next week. 

 

 

Learn other Segment and products of Galcare.   
Learn about RCPA   

• I will continue to actively engage in learning new concepts and 

methodologies relevant to my role.   

 

Signature of the Student 

Approved by the IIHMR University’s Mentor 
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Annexure-E 

2nd Week Report 

Name of the Organisation: Galcare Pharmaceuticals 

Department of Summer Internship Program: Marketing Department 

Name of the Student: Harshal Bagherwal 

Roll no: 0509   Stream: MBA Pharmaceutical Management 

Week no: 2             From: 06/05/2024 to 12/05/2024 

  

Signature of the Student 

Approved by the IIHMR University’s Mentor 

 

Activity Done During the second week of my summer internship, I had the opportunity 

to conduct Retail Chemist Prescription Audit (RCPA) in the field, with 

the guidance and support of our brand executive, Ajay Nagar Sir. The 

primary objective of this activity was to meet with doctors and 

pharmacists to gather data on the sales of our product Fusirose, in 

comparison to competitor products. This exercise also aimed to 

understand and estimate the market flow of Fusirose.   

In addition to conducting the RCPA, I was responsible for preparing 

Leave Behind Literature (LBL) for Fusirose. This literature is a crucial 

marketing tool that provides doctors with detailed information about the 

product, enhancing their understanding and potentially influencing their 

prescribing habits.   

Linking theory (Classroom 

learning) with practice at 

your organisation 

 

A. Effective Communication with Doctors: I learned how to 
describe and discuss our product, Fusirose, in a compelling 
manner with doctors. This involved presenting its benefits, 
usage, and effectiveness compared to competitor products.   

B. Data Collection from Pharmacists: I acquired the skill of 
extracting valuable sales data from pharmacists. This data is 
essential for understanding the market presence and 
performance of Fusirose relative to other products.   

C. Preparation of LBL: I successfully prepared the Leave Behind 

Literature for Fusirose, which will serve as a key resource for doctors 

when considering prescriptions.   

Gaps identified on the 

working area. 

None as of now.    

Suggestions for improvement None as of now. 

Plan for the next week. 

 

 

A. Develop effective business communication strategies for 

Fusirose. 
B. Prepare compelling content for our brand executive to 

communicate Fusirose benefits to doctors. 

C. Enhance doctor engagement and promote Fusirose prescription 

consideration. 
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Annexure-E 

3rd Week Report 

Name of the Organisation: Galcare Pharmaceuticals 

Department of Summer Internship Program: Marketing Department 

Name of the Student: Harshal Bagherwal 

Roll no: 0509   Stream: MBA Pharmaceutical Management 

Week no: 3                       From: 16/05/2024 to 22/05/2024 

 

Signature of the Student 

Approved by the IIHMR University’s Mentor 

Activity Done During the third week of my summer internship, Firstly, I had 

successfully prepared brand communication of Fusirose molecule with 

the help of data from second week of internship.   

After that I conducted Retail Chemist Prescription Audit (RCPA) in the 

field on molecule Valacyclovir. The primary objective of this activity 

was to meet with doctors and pharmacists to gather data on the sales of 

competitor brand of Valacyclovir in market and to make successful 

strategy to launch our product in market.   

In addition to conducting the RCPA, I was responsible for preparing 

Leave Behind Literature (LBL) for which I must put an effective brand 

name for valacyclovir molecule.   

Linking theory (Classroom 

learning) with practice at 

your organisation 

• Data Collection from Pharmacists: I acquired the skill of extracting 

valuable sales data from pharmacists. This data is essential for 

understanding the competitor’s strategy to increase their sales and to 

make a better strategy to compete in the market.   

• Preparation of LBL: I successfully prepared the Leave Behind 

Literature for FUSERASE, which will serve as a key resource for 

doctors when considering prescriptions as it is easy to remember by 

doctor.   

Gaps identified on the 

working area. 

 

• Lack of proper interaction with Chemist and Doctors. 

Suggestions for improvement 

 

None as of now.  

Plan for the next week. 

 

 

• Develop LBL and brand communication for VALIMED      

(Valacyclovir). 

• Prepare persuasive content for our brand executive to communicate 

VALIMED benefits to doctors. 

• Enhance doctor engagement to promote VALIMED prescriptions. 
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Annexure-E 

4th Week Report 

Name of the Organisation: Galcare Pharmaceuticals 

Department of Summer Internship Program: Marketing Department 

Name of the Student: Harshal Bagherwal 

Roll no: 0509   Stream: MBA Pharmaceutical Management 

Week no: 4             From: 23/05/2024 to 29/05/2024 
  

Activity Done During the Fourth week of my summer internship, Firstly, I had 

successfully prepared business communication of Valacyclovir 

molecule with the help of data from second week of internship.    

Then I told to prepare a brand plan for VALIMED product, I was given 

basic knowledge of how to make a brand communication by being my 

industrial mentor Shubham Saini Sir. After that, with the help of Google, 

I saw many procedures on how we can create an effective brand 

Communication. 

Linking theory (Classroom 

learning) with practice at 

your organisation 

 

This week, I used my previous leaning and used that data to make 

efficient       strategies for my brand:   

a) Preparation of LBL: I successfully prepared the Leave Behind 

Literature for VALIMED, which will serve as a key resource for doctors 

when considering prescriptions as it is easy to remember by doctor.   

b) Preparation of Brand communication:  I successfully prepared 

the Brand communication for VALIMED, which help MR to pitch our 

product in the cabin of doctors.   

Gaps identified on the 

working area. 

 

To find USP (Unique Selling Point) of my product, I read a lot of 

journals and research papers and with the help of KD Tripathi, I set the 

dosage for my drug.   

Suggestions for improvement 

 

 

None as of now. 

 

Plan for the next week. 

 

 

• Final project: Sir gave me the final project to create an effective 

brand plan for Valacyclovir by the 20th of June 2024. 

• Preparation of Market campaign for VALIMED (Valacyclovir 

1000mg). 

• RCPA of Dutasteride.   

 

 

Signature of the Student 

Approved by the IIHMR University’s Mentor 
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Annexure-E 

5th Week Report 

Name of the Organisation: Galcare Pharmaceuticals 

Department of Summer Internship Program: Marketing Department 

Name of the Student: Harshal Bagherwal 

Roll no: 0509   Stream: MBA Pharmaceutical Management 

Week no: 5             From: 30/05/2024 to 05/06/2024 
  

Activity Done During the Fifth week of my summer internship, Firstly, I started making 

brand plan and in it I have included SWOT analysis, 5C analysis and 

STP of product.  After that I completed RCPA of molecule Dutasteride 

drug in Jaipur. Then, I was asked to create a marketing campaign for the 

Dutasteride molecule and I successfully prepared a market campaign in 

which I covered objectives, budget planning, LBL, promotional gifts, 

etc.     

Linking theory (Classroom 

learning) with practice at 

your organisation 

From these experiences, I gained valuable insights and knowledge, 

including:  

a) Setting USP of product: I learned to find key points on which we 

can play in efficient marketing of our product.   

b) Data Analysis: Following the collection of field data, data 

analysis is required to identify important insights.   

c)Basic information on how to develop an effective brand plan.   

d)How to deal with pharmacist on the chemist shop.   

Gaps identified on the 

working area. 

 

None as of now.  

Suggestions for improvement 

 

None as of now. 

 

Plan for the next week. 

 

 

a) I must Complete my final project on time. 

b) Prepare PEST analysis for launching product in West Bengal. 

c) Set target audience and set measurable goals.   

 

 

Signature of the Student 

Approved by the IIHMR University’s Mentor 
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Annexure-E 

6th Week Report 

Name of the Organisation: Galcare Pharmaceuticals 

Department of Summer Internship Program: Marketing Department 

Name of the Student: Harshal Bagherwal 

Roll no: 0509   Stream: MBA Pharmaceutical Management 

Week no: 6             From: 06/06/2024 to 12/06/2024 
  

Activity Done During the sixth week of my summer internship, I continued developing 

the brand plan for the Dumax product, which included a PEST analysis, 

marketing strategy, and marketing mix for launching in West Bengal. 

Additionally, I completed the Retail Chemist Prescription Audit (RCPA) 

for the drug Dutasteride in Jaipur, covering 23 doctors and successfully 

collecting data from their pharmacists. 

Linking theory (Classroom 

learning) with practice at 

your organisation. 

 

• Brand Plan Preparation: I learned how to create marketing 

strategies to effectively promote our product to doctors and target 

primary and secondary consumers. 

• Data Analysis: Conducting and analyzing RCPA data provided 

insights into key market competitors and helped develop strategies 

to compete with them. 

Gaps identified on the 

working area. 

 

Time mismatches caused delays at pharmacies, preventing me from 

reaching my target of 30 pharmacies. 

Suggestions for improvement. 

 

Defining the target audience and setting measurable goals for the 

marketing mix posed significant challenges. In-depth information about 

the product was necessary to overcome these obstacles. 

Plan for the next week. 

 

 

• Completion of Brand Plan: Finalize the brand vision and mission to 

align with long-term objectives. Define brand positioning to 

highlight unique value propositions and target market segments. 

Develop the marketing mix, covering product features and benefits, 

pricing strategies, distribution channels, and promotional tactics. 

• Monitoring and Control Strategy: Prepare an effective strategy for 

monitoring and controlling the brand plan according to established 

timelines. 

 

 

Signature of the Student 

Approved by the IIHMR University’s Mentor 
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Annexure-E 

7th Week Report 

Name of the Organisation: Galcare Pharmaceuticals 

Department of Summer Internship Program: Marketing Department 

Name of the Student: Harshal Bagherwal 

Roll no: 0509   Stream: MBA Pharmaceutical Management 

Week no: 7             From: 13/06/2024 to 19/06/2024 
  

Activity Done During the seventh week of my summer internship, I completed my 

brand plan on Dumax. During the completion of this brand plan, I 

successfully prepared brand budgeting and revenue generation in detail 

to calculate estimated profit of my product in first year after launching 

in West Bengal. I also checked Govt. policies and regulations require to 

launch a brand in a new region which helps us to identify Pestle analysis 

to think and prepare for identification of market strategies. 

Linking theory (Classroom 

learning) with practice at 

your organisation 

 

• Brand Plan Preparation: I learned how to prepare a budget for a 

product while preparing its brand plan, it also help me to learn how 

to suggest an estimated return and how to monitor and control a 

brand plan in future. 

• Data Analysis: Conducting and analyzing google data provided 

insights into key market competitors and helped develop strategies 

to prepare a successful brand plan for my product. 

 

Gaps identified on the 

working area. 

 

• Brand Plan Development: Defining budget segments and amount of 

price setting in particular segment is a major task in brand planning. 

Suggestions for improvement 

 

 

• Collection of data: For preparation of budget segments it is difficult 

to identify segments of budget and I faced problem in suggesting 

how much amount of money in which segment I should spend more 

and which segment is important for prescription drug.  

Plan for the next week • Preparation of Poster: In next week I have to prepare a Poster on 

my work in Galcare pharmaceuticals. 

• Presentation of poster: After preparation of poster, I also have to 

present that poster in front of senior staff in my organization. 

 

 

Signature of the Student 

Approved by the IIHMR University’s Mentor 
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Annexure-E 

8th Week Report 

Name of the Organisation: Galcare Pharmaceuticals 

Department of Summer Internship Program: Marketing Department 

Name of the Student: Harshal Bagherwal 

Roll no: 0509   Stream: MBA Pharmaceutical Management 

Week no: 8             From: 20/06/2024 to 30/06/2024 
  

Activity Done • During the Last week of my summer internship, I Prepared Poster on 

my brand plan on Dumax and presented in front of MD & Product 

Executive of our company. 

 

Linking theory (Classroom 

learning) with practice at 

your organisation 

• Poster Presentation: I learned how to present a poster for a product 

in front of higher authorities of industry, it also helped me to learn 

how to present USP and critical points of brand plan effectively. 

• Built an effective public speaking skill. 

 

Gaps identified on the 

working area. 

 

No gaps identified. 

Suggestions for improvement 

 

 

No suggestions for improvement. 

Plan for the next week. 

 

 

End of summer training.  

 

 

Signature of the Student 

Approved by the IIHMR University’s Mentor 
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Annexure-F 

Compiled Report 

Name of the Organisation: Galcare Pharmaceuticals 

Department of Summer Internship Program: Marketing Department 

Name of the Student: Harshal Bagherwal 

Roll no: 0509   Stream: MBA Pharmaceutical Management 
      

Activity Done • Learned about the pharmaceutical industry and fieldwork from Mr. 

Shubham Saini and Mr. Irfan Ahmad. 

• Analysed IQVIA and Pharmarack reports to understand market 

trends and consumer behaviour. 

• Conducted Retail Chemist Prescription Audits (RCPAs) to gather 

data on sales of Fusirose and competitor products. 

• Prepared Leave Behind Literature (LBL) to provide doctors with 

information about Fusirose. 

• Prepared brand communication for Fusirose and Valacyclovir 

molecules. 

• Conducted RCPA for Valacyclovir and created a brand plan for 

VALIMED product. 

• Developed a brand plan for Dumax product, including SWOT 

analysis, marketing strategy, and marketing mix. 

• Conducted RCPA for Dutasteride in Jaipur. 

• Created a marketing campaign for Dutasteride molecule. 

• Presented your brand plan on Dumax to the MD & Product Executive 

of Galcare Pharmaceuticals. 

Linking theory (Classroom 

learning) with practice at 

your organisation 

 

• Analysed market trends and consumer behaviour through reports and 

graphs. 

• Developed a questionnaire for RCPA based on learnings. 

• Effectively communicated with doctors about product benefits and 

compared them to competitors. 

• Collected sales data from pharmacists to understand market 

presence. 

• Prepared Leave Behind Literature (LBL) for Fusirose and Valimed 

(memorable names for doctors). 

• Analysed competitor data to develop strategic decision making. 

• Identified Unique Selling Points (USPs) for product marketing. 

• Analysed field and Google data to extract insights for brand 

strategies. 

• Developed basic brand plan knowledge, including marketing 

strategies and budgets. 

• Learned to interact effectively with pharmacists in chemist shops. 

• Presented a product brand plan poster, showcasing effective public 

speaking skills. 
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Gaps identified on the 

working area. 

 

 

 

• Sales & Marketing: 

 

Gap 1: Limited interaction with chemists and doctors hindering 

potential sales. 

 

• Product Development: 

 

Gap 2: Lack of a Unique Selling Point (USP) for the product. 

 

• Operations: 

 

Gap 3: Time mismatches with pharmacies causing delays and 

hindering target achievement (reaching 30 pharmacies). 

 

• Branding: 

 

Gap 4: Undefined budget segments and pricing strategy 

for the brand plan. 

Suggestions for improvement 

 

 

 

 

• Difficulty in identifying budget segments for marketing a 

prescription drug. 

• Lack of data to determine how much to allocate to each segment. 

• Defining the target audience for the marketing mix is proving 

challenging. 

• Setting measurable goals for the marketing campaign requires in-

depth product knowledge  

 

 

Signature of the Student 

 

Approved by the IIHMR University’s Mentor 

 


