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Str ategic Brand Plan fo r HerpE ase : Faculty Mentor- Dr. Ashok Kumar Peepliwal

(Professor at IIHMR University)

Roll No-0495 Q
e Elevating Herpes Management Organisaton Mentor- Mr Shubbam Saini

Name- Deepanshu Yadav
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Annexure-E

Weekly Reporting Format

Name of the Organisation: Galcare Pharmaceuticals (Jaipur)
Department: Sales and Marketing

Name of the Student: Deepanshu Yadav

Roll no: 0495 Stream: Pharmaceutical-MBA
Week no: 1 From: 02/05/2024-08/05/24
Activity Done | 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

| developed a questionnaire for RCPA.

Linking theory | The knowledge I gained is about interpreting IQVI1A reports to understand market trends
(Classroom and consumer behaviour, which is crucial for developing successful marketing strategies.
learning)  with
practice at your

organization

Gaps identified | I did not face any major obstacle but sometimes | faced problem in interpreting complex
in the working | graphs and reports.

area.

Suggestions for | Consider including a plan to seek feedback from your mentors on the RCPA questionnaire

improvement you developed.

Despot ==

Signature of the Student

Approved by the ITHMR University's Mentor




Weekly Reporting Format

Name of the Organisation: Galcare Pharmaceuticals (Jaipur)

Department: Sales and Marketing

Name of the Student: Deepanshu Yadav

Roll no: 0495
Week no: 2

Stream: Pharmaceutical-MBA

From: 08/05/2024-15/05/24

Activity Done

This week, | developed several important skills and achieved the following:
a) Effective Communication with Doctors: | learned how to describe and discuss our

product, Fusirose, compellingly to doctors. This involved presenting its benefits,
usage, and effectiveness compared to competitor products.

b) Data Collection from Pharmacists: | 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.

Linking theory
(Classroom

learning)  with
practice at your

organization

a) Understanding Market Flow: | now have a better understanding of how Fusirose
moves through the market and the factors influencing its sales.

b) LBL Preparation Strategies: | learned effective strategies for creating comprehensive
and persuasive LBL materials, which are essential for informing and influencing
doctors.

Gaps identified
in the working

area.

a) Gaining Attention from Doctors: At times, it was difficult to capture the full attention
of doctors due to their busy schedules and time constraints.

b) Obtaining Information from Chemists: Some pharmacists were hesitant or unwilling
to provide detailed information about product flow and sales figures in the market.

Suggestions for

improvement

Provide specific examples or scenarios to illustrate your points, especially in the
accomplishments and learnings sections

Deept=-

Signature of the Student

Approved by the IIHMR University's Mentor




Weekly Reporting Format

Name of the Organisation: Galcare Pharmaceuticals (Jaipur)

Department: Sales and Marketing

Name of the Student: Deepanshu Yadav

Roll no: 0495
Week no: 3

Stream: Pharmaceutical-MBA

From: 16/05/2024-22/05/24

Activity Done

This week, | worked on important skills to effectively collect data from pharmacist and
use that data to make efficient strategies for my brand:

Data Collection from Pharmacists: | 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 HerpEase,
which will serve as a key resource for doctors when considering prescriptions as it is easy
to remember by doctor.

Linking theory
(Classroom
learning)  with
practice at your

organization

Analysing Data: After obtaining data from field, it is necessary to analyse data and find
key useful insight, do | am able to analyse competitor brands, their strategies to promote
their brand, etc.

LBL Preparation Strategies: | learned effective strategies for creating comprehensive and
persuasive LBL materials, which are essential for informing and influencing doctors.

Gaps identified
in the working

area.

Obtaining Information from Chemists: Some pharmacists did not provide me with
information regarding valacyclovir molecules.

Issue related to time: In some clinics, | faced a timing issue because | didn't know the
opening and closing hours.

Suggestions for

improvement

If you have any specific data or metrics from your RCPA, include them to add more weight
to your findings

Despt

Signature of the Student

Approved by the IIHMR University's Mentor




Weekly Reporting Format

Name of the Organisation: Galcare Pharmaceuticals (Jaipur)

Department: Sales and Marketing

Name of the Student: Deepanshu Yadav

Roll no: 0495
Week no: 4

Stream: Pharmaceutical-MBA

From: 22/05/2024-30/05/24

Activity Done

Preparation of LBL: I successfully prepared the Leave Behind Literature for HerpEase,
which will serve as a key resource for doctors when considering prescriptions as it is
easy to remember by doctor.

Preparation of Brand communication: | successfully prepared the Brand communication
for HerpEase, which help MR to pitch our product in the cabin of Doctors.

Linking theory
(Classroom

learning)  with
practice at your

organization

Setting USP of product: | learned to find key points on which we can play in efficient
marketing of our product.

Data Analysis: Following the collection of field data, data analysis is required to identify
important insights.

LBL Preparation Techniques: | acquired efficient techniques for producing thorough and
convincing LBL materials, which are crucial for educating and influencing physicians

Gaps identified
in the working

area.

Difficulty to find USP (Unique Selling Point) of my product, | read a lot of journals and
research papers and with the help of KD Tripathi, | set the dosage for my drug.

Difficulty to set name HerpEase for my product of valacyclovir.

Suggestions for

improvement

Ensure consistency in the use of tense and terminology throughout the report

Despt =

Signature of the Student

Approved by the IIHMR University's Mentor




Weekly Reporting Format

Name of the Organisation: Galcare Pharmaceuticals (Jaipur)

Department: Sales and Marketing

Name of the Student: Deepanshu Yadav

Roll no: 0495
Week no: 5

Stream: Pharmaceutical-MBA

From: 30/05/2024-05/06/24

Activity Done

Preparation of Market Campaign: | successfully prepared the Market campaign for
HerpEase, which will help us to pre plan what we have to do in future to expand our
business effectively and efficiently.

Data Collection from Pharmacists: | acquired the skill of extracting valuable sales data
from pharmacists about molecule combination of bilastin and montelukast.

Linking theory
(Classroom
learning)  with
practice at your

organization

Setting USP of product: | learned to find key points on which we can play in efficient
marketing of our product.

Data Analysis: Following the collection of field data, data analysis is required to identify
important insights.

Basic information how to develop an effective brand plan.

Gaps identified
in the working

area.

Setting a budget: | faced a lot of difficulty in making a product budget plan, because
within this we had to tell in detail how much money was spent and why it is spent.

Difficulty in conducting RCPA, as some of the chemist didn’t entertained us due to their
busy schedule or they don’t want to provide data.

Suggestions for

improvement

Identify the target audience and establish measurable goals for the product launch

Despt =

Signature of the Student

Approved by the IIHMR University's Mentor




Weekly Reporting Format

Name of the Organisation: Galcare Pharmaceuticals (Jaipur)

Department: Sales and Marketing

Name of the Student: Deepanshu Yadav

Roll no: 0495
Week no: 6

Stream: Pharmaceutical-MBA

From: 06/06/2024-12/06/24

Activity Done

Preparation of Brand Plan: | completed the PEST analysis, marketing strategy, and
marketing mix for HerpEase.

Data Collection from Pharmacists: | successfully collected market data on the
Valacyclovir molecule from pharmacists, identifying leading competitors such as
Valacivir and Valtoval.

Linking theory
(Classroom
learning)  with
practice at your

organization

Brand Plan Preparation: | learned how to create marketing strategies to effectively
promote our product to doctors and target primary and secondary consumers.

Data Analysis: Conducting and analysing RCPA data provided insights into key market
competitors and helped develop strategies to compete with them.

Pharmacist Interaction: | gained experience in dealing with pharmacists at chemist
shops.

Gaps identified
in the working

area.

Brand Plan Development: 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.

Conducting RCPA: Time mismatches caused delays at pharmacies, preventing me from
reaching my target of 30 pharmacies

Suggestions for

improvement

Prepare an effective strategy for monitoring and controlling the brand plan according to
established timelines.

Dot

Signature of the Student

Approved by the IIHMR University's Mentor




Weekly Reporting Format

Name of the Organisation: Galcare Pharmaceuticals (Jaipur)

Department: Sales and Marketing

Name of the Student: Deepanshu Yadav

Roll no: 0495
Week no: 7

Stream: Pharmaceutical-MBA

From: 13/06/2024-19/06/24

Activity Done

Preparation of Brand Plan: | completed my Brand plan on the Product HerpEase
(valacyclovir).

Preparation of Budget and Revenue: | successfully prepared an estimate of budget and
revenue generations of my product and I got to know how to divide budget in different
segments and how to prepare an estimate budget, by targeting primary and secondary
consumers of product.

Linking theory
(Classroom
learning)  with
practice at your

organization

Brand Plan Preparation: | learned how to prepare a budget for a product while preparing
its brand plan, it also helps me to learn how to suggest an estimated return and how to
monitor and control a brand plan in future.

Data Analysis: Conducting and analysing google data provided insights into key market
competitors and helped develop strategies to prepare a successful brand plan for my
product.

Gaps identified
in the working

area.

Brand Plan Development: Defining budget segments and amount of price setting in
particular segment is a major task in brand planning.

Collection of data: For preparation of budget segments, it is difficult to identify segments
of budget and | faced problem in suggesting how much amount of money in which
segment | should spend more, and which segment is important for prescription drug.

Suggestions for

improvement

Prepare a poster for the same.

Despt=-

Signature of the Student

Approved by the IIHMR University's Mentor




Weekly Reporting Format

Name of the Organisation: Galcare Pharmaceuticals (Jaipur)

Department: Sales and Marketing

Name of the Student: Deepanshu Yadav

Roll no: 0495
Week no: 8

Stream: Pharmaceutical-MBA

From: 20/06/2024-30/06/24

Activity Done

During the Last week of my summer internship, | Prepared Poster on my brand plan on
HerpEase and presented in front of MD & Product Executive of our company.

Presented a poster on “Brand plan on HerpEase” in the presence of evaluation panel of
Galcare pharmaceutical Pvt Ltd.

Linking theory
(Classroom
learning)  with
practice at your

organization

Poster Presentation: | 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
in the working

area.

Poster Preparation: Preparation of effective poster on Brand plan of HerpEase Product to
launch in Telangana state.

Suggestions for

improvement

Ensure consistency in language and provide more detailed descriptions to give a fuller
picture of your activities and achievements.

Degpt=-

Signature of the Student

Approved by the IIHMR University's Mentor




Compiled Reporting Format

Name of the Organisation: Galcare Pharmaceuticals (Jaipur)

Department: Sales and Marketing

Name of the Student: Deepanshu Yadav

Roll no: 0495

Stream: Pharmaceutical-MBA

Activity Done

Acquired essential skills in graph analysis and report interpretation.
Developed a questionnaire for Retail Chemist Prescription Audit (RCPA).
Learned effective communication with doctors about Fusirose.

Collected valuable sales data from pharmacists.

Prepared Leave Behind Literature (LBL) for Fusirose.

Collected data from pharmacists to understand competitors' strategies.
Prepared LBL for HerpEase.

Prepared LBL and brand communication for HerpEase.

Prepared a market campaign for HerpEase.

Collected data on Bilastine and Montelukast combination from pharmacists.
Completed PEST analysis, marketing strategy, and marketing mix for HerpEase.
Collected market data on Valacyclovir from pharmacists.

Completed brand plan and budget estimation for HerpEase.

Linking theory
(Classroom
learning)  with
practice at your

organization

Interpreting IQVIA reports to understand market trends and consumer behaviour.
Understanding market flow and LBL preparation strategies. Analysing data and creating
persuasive LBL materials. Setting the USP of the product and analysing field data.
Learning strategic planning based on data analysis. Creating effective marketing strategies
and interacting with pharmacists. Preparing a budget and estimating returns for a brand
plan. Presenting critical points of a brand plan effectively and improving public speaking
skills.

Gaps identified
in the working

area.

Challenges in interpreting complex graphs and reports.

Difficulty in capturing doctors' attention and obtaining information from chemists.
Difficulty obtaining information about Valacyclovir molecules from pharmacists.
Timing issues with clinic hours.

Difficulty finding the USP and setting the name for HerpEase.

Setting a budget and conducting RCPA due to pharmacists' busy schedules.

Suggestions for

improvement

Seek feedback from mentors on the RCPA questionnaire developed.

Provide specific examples or scenarios to illustrate points in accomplishments and
learnings.

Include specific data or metrics from RCPA for more impact.

Ensure consistency in tense and terminology throughout the report.

Identify the target audience and establish measurable goals for product launch.
Develop an effective strategy for monitoring and controlling the brand plan.
Prepare a poster to visually represent the brand plan and budget.

Desgt

Signature of the Student

Approved by the IIHMR University's Mentor




Compiled Reporting Format

Compiled report final.pdf
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