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Introduction

Ophthalmic products are a niche segment in the healthcare

What parameter catches ophthalmologist's attention during the product
promotion

Total Number of prescriptions/month of 100 chemists

= Name and fame of the company
® Product or brand name
= Information shared by the sales representatives

m Relation with the sales representatives

Figure 5- Show representation for what parameter catches ophthalmologist's attention during the product promotion

Ophthalmologist's preference to participate as an activity by a
Vigamox Moxicip Milflox Moxiblu Apdrops Moxigram 4 Quin Moxtif Occumox pharmaceutica| company

B Number of prescriptions/month

Figure 1- Show representation for number of prescriptions/month responses given by 100 chemists.

m Scientific doctor group meetings

® Educational certificate course

Chemists responses for top 3 brands u Free eye checkup camp for patients

Figure 6 - Show representation for ophthalmologist’s preference to participate as an activity by a pharmaceutical company

Ophthalmologist's expectation for samples of a pharmaceutical product
from the sales representatives

Number of chemists responses

= Samples to be presented on demand

= BRAND 3 = Samples are distributed to the patients in the

clinic during disease screening camps by the
sales representative

Figure 2- Show representation for Chemists response (100 chemists) for top 3 brands in terms of sales of Moxifloxacin eye drops of 10
different brands.

Figure 7- Show representation for ophthalmologist’s expectation for samples of a pharmaceutical product from the sales

How many times do Ophthalmologist's expect to meet a pharmaceutical
sales representative in a month

2% 4%
Average Number Of Pharmaceutical sales representative visit per day
® Once
m Twice
= (1-5)

u Thrice

= (5-10) ® More than the above

= (Above 10)

Figure 8 - Shows representation for how many times Ophthalmologist’s expect to meet a pharmaceutical sales representative in a
month

Figure 3-Show representation for total number of vials sell/month of top 3 brand responses given by 100 chemists

Best Way of brand promotion

Average time provided to sales representative for product promotion

H 1-2 Minutes
u 2-4 Minutes

= 4 Minutes and above

In depth product Catchy brand related Patient friendly Brand reminder Products at
information in clinic activity activity in the clinic items discounted rate

Figure 4- Show representation for the average time provided to sales representatives for product promotion.
Figure 9 - Shows that percentage responses of ophthalmologists for parameters to consider best way of brand promotion
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