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INTRODUCTION 

 

 

 

 

These laxatives also help to produces formed stools. 

 

  OBSERVATIONS & FINDINGS 
 

                                                             
 
 
 
         

RESEARCH METHODOLOGY 
Study Design: Descriptive Research design.. 

Sampling Method: Simple Random Sampling Method. 

Sample Population: Doctors, and  Chemists.  

Sample Size: Doctors: 100 ; & Chemists: 100 

Sample Area: New Delhi west 

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 
 

 Training should be given by the company to the medical representative. 

There is also a technical support for the medical representative. 

  

 Direct-to-consumer advertising is increasingly used to encourage consumers 

to request advertised drugs from their physicians. 

 

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 
 Regular visit along with time to time activity influence the doctor to 

prescribe the brand. 

 Major selling brand is Lactifibre than softvac and freego. 

  Marketing Managers identifies target consumers and discovers their de-

sires in order to design an effective product. 
 By preparing the promotional strategies helps in Improving the sales of 

the product.  

 Determining Consumer Desires: Effective marketing strategy requires a 

knowledge of consumer desires; the benefits that consumers seek. 
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