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INTRODUCTION 

 

 

 

 

These laxatives also help to produces formed stools , without any systemic 

toxicity. 

 

  OBSERVATIONS & FINDINGS 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

                                                             
 
 
 
         

RESEARCH METHODOLOGY 
Study Design:-Exploratory Research & Descriptive Research design.. 

Sampling Method: Doctors and Chemists :-Simple Random Sampling Method. 

Sample Population: Doctors, and  Chemists. (Varanasi). 

Sample Size: Doctors: 100 ; & Chemists: 100 

Sample Area: Varanasi 

Time Period: 60 Days 

Data Collection: Separate Survey Questionnaires were used to collect data from Doc-

tors, and Chemists. 

Data Analysis: Data analysis was done using MS-Excel. 

Tools of Data Collection:- Semi-Structured Questionnaire. 

RECOMMENDATIONS 
 

 Medical Representatives should be trained well by the organisations regarding the 

use of iPads/Tablets and pharmaceutical organisations should have a dedicated 

tech support team to resolve issues in call reporting or any other software or hard-

ware issues faced by the sales force in day to day activities. 

 A pull strategy supplemented the traditional push strategy. Direct-to-consumer ad-

vertising is increasingly used to encourage consumers. 

 The Target consumer Marketing efforts are more likely to be successful if they are 

segmented, rather than aimed at mass level . 

 Create broad customer advocacy via a superior customer experience. 

 

 

 

RESEARCH OBJECTIVES 
 

 To identify and assess the competition of Lactitol + Psyllium Husk in the market. 

 To Suggest launching Strategies and Promotional Strategies of Lactitol + Psyllium 

Husk. 

 To analyze the market research of the Lactitol + Psyllium Husk. 

                 CONCLUSION 
 By preparing the promotional strategies helps in Improving the sales of 

the product.  
 Regular visit along with time to time activity influence the doctor to pre-

scribe the brand. 
 Major selling brand is Cremadiet-duo then Lactifibre and Freego. 
 Top three prescribers are Dr. V.K Dixit( Gastroenterologist) then Dr. 

Madhukar Rai  (MD Medicine) and Dr. Kumar Abhishek( Gastroenterolo-
gist) 

  Marketing Managers identifies target consumers and discovers their desires                

in order to design an effective marketing mix 

 Determining Consumer Desires: Effective marketing strategy requires a 

knowledge of consumer desires; the benefits that consumers seek 

                                         LIMITATIONS 
  The time period for the study was very limited. 

  Sample area and the sample size was also limited to get more exact results       
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53% believes that it is non irritating and non toxic 

28%
27%

6% 6%

20%

13%

1%

0%

5%

10%

15%

20%

25%

30%

Efficacy/ Quality
of Molecule

Safety of the
molecule

Research/
scientific points
of the Molecule

Creative
communication/
in clinic activity
by the molecule

Cost of the
molecule

Company Image Equity with Field
force

Attributes influcend Rx

28% influenced by Efficacy or quality of molecule 
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