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1st Weekly Report 

 

 

Name of the Organisation: Galcare Pharmaceuticals Pvt Ltd 

Area/ Department/ Project of Summer Internship Program: Marketing 

Name of the Student: Shashikant Mahajan 

Roll no: 0706 Stream: MBA Pharmaceutical Management  

Week no: 01 From: 12/05/2025 to 17/05/2025 

 

Activity Done This week, I did SWOT analysis of myself ,I studied market reports like 

IQVIA, Pharmarack, and Pharma Monitor. I got familiar with how the 

pharma market is tracked and also learned new terminologies used in these 

reports. I was also tasked with conducting a brand analysis in two 

segments of a pharmaceutical company using market data, under the 

guidance of my mentor. 

Linking theory (Classroom 

learning) with practice at your 

organisation 

In our classes, we learned about market research, market data ,I got to apply 

that knowledge by working with real data. It helped me connect the theory with 

the how things work in the real pharma industry. 

Gaps identified on the working 

area. 

None as of now 

Suggestions for improvement None as of now 

Plan for the next week Next week, we will be assigned specific molecules related to the condition 

androgenic alopecia. 

We are expected to: 

➢ Do a detailed study of the assigned molecules 

➢ Prepare a questionnaire for market research based on the study 

➢ Present our findings and understanding in a presentation session 

 

 

Signature of the Student 

     

 

Approved by the IIHMR University’s Mentor 
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2nd Weekly Reports 

 

 

Name of the Organisation: Galcare Pharmaceuticals Pvt Ltd 

Area/ Department/ Project of Summer Internship Program: Marketing 

Name of the Student: Shashikant Mahajan 

Roll no: 0706 Stream: MBA Pharmaceutical Management  

Week no: 02 From: 19/05/2025 to 24/05/2025 

 

Activity Done • Explored basic concepts of pharma marketing and sales. 

• Learned about work of stockists their role in the supply chain. 

• Got familiar with various key terms and how sales operations run in 

the industry. 

• Studied important molecules used in the treatment of Androgenic 

Alopecia like: Minoxidil, Dutasteride, Minoxidil + Finasteride 
 

Linking theory (Classroom 

learning) with practice at your 

organisation 

Topics like sales strategy, distribution channels, product knowledge, and 

market research that we studied in class were clearly seen in this week’s work. 

I could relate the sales terminologies and stakeholder engagement directly with 

what we learned during marketing lectures. 

Gaps identified on the working 

area. 

None as of now. 

Suggestions for improvement I personally aim to be more proactive and keep improving my subject 

knowledge and clarity. 

Plan for the next week Prepare and Finalize  the Survey Questionnaire for RCPA. 

Start collecting responses from Chemists, through field visits. 

 

 

Signature of the Student 

 

 

Approved by the IIHMR University’s Mentor 
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3rd Weekly Reports 

 

 

Name of the Organisation: Galcare Pharmaceuticals Pvt Ltd 

Area/ Department/ Project of Summer Internship Program: Marketing 

Name of the Student: Shashikant Mahajan 

Roll no: 0706 Stream: MBA Pharmaceutical Management  

Week no: 03 From: 24/05/2025 to 31/05/2025 

 

Activity Done This week, I prepared a questionnaire related to the treatment of Androgenic 

Alopecia using Minoxidil and Minoxidil + Finasteride. 

Then, I did a 2-day RCPA by visiting 20 chemists. I asked them about the 

sales and prescriptions of these molecules. 

After collecting the data, I analysed it to understand which brands are more 

commonly used and what the market trends look like. 

Linking theory (Classroom 

learning) with practice at your 

organisation 

The RCPA helped me apply what we learned in class about fieldwork and 

market research. I saw how product 

knowledge, brand visibility, and customer preferences matter in real sales. 

 

Gaps identified on the working 

area. 

While doing RCPA ,I feel I need to work more on my communication and 

convincing skills while interacting with chemists and other. 

Suggestions for improvement I need to learn and remember more about different pharmaceutical brands, 

companies, and their competitors so I can understand the market better. 

Plan for the next week Next week, we will be learning about important marketing tools like LBLs, 

Visual Aids, promotograms, and marketing campaigns, and work on creating 

our own LBL and VA. 

 

 

Signature of the Student 

 

 

Approved by the IIHMR University’s Mentor 
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4th Weekly Reports 

 

Name of the Organisation: Galcare Pharmaceuticals Pvt Ltd 

Area/ Department/ Project of Summer Internship Program: Marketing 

Name of the Student: Shashikant Mahajan 

Roll no: 0706 Stream: MBA Pharmaceutical Management  

Week no: 04 From: 02/06/2025 to 07/05/2025 

 

Activity Done This week, I created my own Leave Behind Literature (LBL) and Visual Aid 

(VA) for two products: 

• Isotretinoin (single molecule) 

• Clobetasol Propionate + Salicylic Acid 

(combination) 

In the 2nd half of week I did a doctor survey and RCPA on the use of 

immunosuppressants in autoimmune skin 

diseases. The aim was to understand the treatment choices and opinions of 

dermatologists in managing conditions like psoriasis, vitiligo, and atopic 

dermatitis. 

Linking theory (Classroom 

learning) with practice at your 

organisation 

• Making LBL and VA based on marketing strategies taught in 

pharmaceutical marketing. 

• Doing doctor surveys and RCPA helped in using research skills and 

understanding market analysis better. 

Gaps identified on the working 

area. 
• It was sometimes difficult to collect complete and clear data from 

chemists during RCPA Due to the busyness of chemist 

• Some doctors were not available or did not allow meetings. 

• A few doctors were on leave during the visit 

Suggestions for improvement Standardize RCPA data collection format for easier analysis. 

Plan for the next week Next week, the focus will be on completing the following tasks: 

• Price Calculation 

• Promotogram Planning, Sample allocation 

• LBL Designing &  Finalization Marketing Campaign Design 

 

 

Signature of the Student 

 

 

Approved by the IIHMR University’s Mentor 
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5th Weekly Reports 

 

Name of the Organisation: Galcare Pharmaceuticals Pvt Ltd 

Area/ Department/ Project of Summer Internship Program: Marketing 

Name of the Student: Shashikant Mahajan 

Roll no: 0706 Stream: MBA Pharmaceutical Management  

Week no: 05 From: 09/06/2025 to 14/05/2025 

 

Activity Done This week, we focused on learning advanced aspects of marketing 

planning, including: 

• Promotogram Planning 

• Sample Allocation 

• Marketing Campaign Design 

I created the marketing campaign for my brand Sebonil 20 under the theme 

“Acne Clarity Drive.” 

 

Linking theory (Classroom 

learning) with practice at 

your organisation 

The concepts of marketing campaign structure, resource allocation, and 

promotional strategy learned in classroom 

Gaps identified on the 

working area. 

I need to think more like a marketing strategist, not just a student. 

Suggestions for 
improvement 

Need to proactively analyze market trend and market needs before planning. 

Plan for the next week Next week following activity is going to be done- 

Revising  and improve the marketing activity campaign as per mentor’s 

feedback. 

Work on sales data analysis provided by sir. Preparing a detailed analysis 

report, focusing on: 

• Top-performing zones/states 

• Best-performing headquarters Sales trend patterns and key observations 

 

 

Signature of the Student 

 

 

Approved by the IIHMR University’s Mentor 
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6th Weekly Reports 

 

 

Name of the Organisation: Galcare Pharmaceuticals Pvt Ltd 

Area/ Department/ Project of Summer Internship Program: Marketing 

Name of the Student: Shashikant Mahajan 

Roll no: 0706 Stream: MBA Pharmaceutical Management  

Week no: 06 From: 16/06/2025 to 21/05/2025 

 

Activity Done This week, I continued working on the marketing activity campaign (Acne 

Clarity Drive for Sebonil 20) with necessary changes and improvements as 

per the feedback given by sir 

Linking theory (Classroom 

learning) with practice at your 

organisation 

Realised how the things we learned in class—like how to position a brand 

and use promotion tools—are used in real marketing work 

Gaps identified on the working 

area. 

Still developing the ability to think from a brand manager’s 

perspective 

Suggestions for improvement Enhance skills in campaign communication and field- level impact 

estimation. 

Plan for the next week Next week, the focus will be on: 

• Topic Discussion Sessions 

Price Calculation – PTR, PTS C Scheme Ratio 

Sales Analysis – Zone-wise and Region-wise 

PCPM (Per Capita Per Month) Calculation for Individual HQs 

 

• Sales Training Preparation 

Preparation of Sales Training for any new Product. 

 

 

Signature of the Student 

 

     

    Approved by the IIHMR University’s Mentor 
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7th Weekly Reports 

 

 

Name of the Organisation: Galcare Pharmaceuticals Pvt Ltd 

Area/ Department/ Project of Summer Internship Program: Marketing 

Name of the Student: Shashikant Mahajan 

Roll no: 0706 Stream: MBA Pharmaceutical Management  

Week no: 07 From: 23/06/2025 to 28/06/2025 

 

Activity Done This week, I learned price calculation and how schemes are added in 

pricing. 

After that, I completed two assignments: 

1. Sales Analysis using Raw Data 

I worked on sales data and analyzed it zone-wise 

and region-wise. I also calculated PCPM (Per Capita Per Month) for 

individual HQs and suggested ways to improve sales in low-performing 

areas. 

2. Sales Training Presentation 

I made a sales training presentation for the field team for our product 

Sebonil to help them understand the product and pitch it better to 

doctors. 

Linking theory (Classroom 

learning) with practice at your 

organisation 

I got a chance to apply what I’ve studied like: 

• How price structures (PTR/PTS/Schemes) are made in real pharma 

scenarios. 

• How to read and analyze raw sales data using PCPM. 

Building a training presentation as we learned in brand management 

classes. 

Gaps identified on the working 

area. 

Doing analysis of sales data required proper data understanding and 

some market knowledge. 

Suggestions for improvement I should work on improving my data handling and anlysis 

Plan for the next week Next week, I will be working on the brand plan for the molecule assigned to 

me.we first revise and understand all steps of making a brand plan, and then 

start building it step by step for my product. 

 

 

Signature of the Student 

 

 

Approved by the IIHMR University’s Mentor 



 

8th Weekly Reports 

 

 

Name of the Organisation: Galcare Pharmaceuticals Pvt Ltd 

Area/ Department/ Project of Summer Internship Program: Marketing 

Name of the Student: Shashikant Mahajan 

Roll no: 0706 Stream: MBA Pharmaceutical Management  

Week no: 08 From: 30/06/2025 to 05/06/2025 

 

Activity Done This week, I learned about the complete steps involved in creating a brand 

plan. After understanding each step in detail, I was assigned a molecule 

‘Minoxidil 5% + Finasteride 0.1% lotion’ for which I started working on the 

brand plan step by step as per taught in our sessions. 

Linking theory (Classroom 

learning) with practice at your 

organisation 

The brand management topics we studied in class 

helped me understand how to actually make a brand plan 

Gaps identified on the working 

area. 

That I need to improve my thinking when it comes to positioning and how to 

highlight the uniqueness of the product. 

Suggestions for improvement • Need to improve designing the LBL and Visual Aid 

• To improve my thinking when it comes to positioning and how to 

highlight the uniqueness of the product. 

Plan for the next week Next week, I will continue working on the brand plan by completing the 

remaining parts and giving it a final touch. 

 

 

Signature of the Student 

 

 

Approved by the IIHMR University’s Mentor 

 

 

 



 

9th Weekly Reports 

 

 

Name of the Organisation: Galcare Pharmaceuticals Pvt Ltd 

Area/ Department/ Project of Summer Internship Program: Marketing 

Name of the Student: Shashikant Mahajan 

Roll no: 0706 Stream: MBA Pharmaceutical Management  

Week no: 09 From: 07/06/2025 to 12/06/2025 

 

Activity Done This week, I continued working on the brand plan given to me. I completed 

the brand plan and also worked on related tasks like Excel work, team training 

slides, and promotional materials. 

Linking theory (Classroom 

learning) with practice at your 

organisation 

• Followed the brand plan format we were taught during 

marketing management lectures. 

• Used Excel for pricing and budgeting, like we did in market 

analysis sessions. 

Gaps identified on the working 

area. 

While making the brand plan, the budgeting and pricing calculations took 

extra time because I am still learning brand forecasting and budgeting 

Suggestions for improvement I need to improve my skills in brand forecasting and budgeting to work faster 

and more accurately. 

 

Plan for the next week Next week, I will be waiting for feedback on the brand plan and LBL/VA 

materials. Based on that, I will work on making a poster and begin preparing 

the internship compilation report for the final presentation. 

 

 

Signature of the Student 

 

 

Approved by the IIHMR University’s Mentor 

 

 



 

10th Weekly Reports 

 

 

Name of the Organisation: Galcare Pharmaceuticals Pvt Ltd 

Area/ Department/ Project of Summer Internship Program: Marketing 

Name of the Student: Shashikant Mahajan 

Roll no: 0706 Stream: MBA Pharmaceutical Management  

Week no: 10 From: 14/05/2025 to 19/05/2025 

 

Activity Done • This week, Made a presentation poster that covered the complete brand 

plan, key learnings, challenges faced, and other highlights of the 

internship journey 

• Gave a final presentation in front of the Marketing Head Mr. Irfan 

Ahmed sir and my mentor Mr. Shubham Saini sir. 

• Compiled the internship report  

 

Linking theory (Classroom 

learning) with practice at your 

organisation 

Prepared the final brand plan poster using principles of strategic marketing and 

visual presentation taught in class. 

Gaps identified on the working 

area. 
• Mentor should have reviewed the brand plan and provided feedback on 

areas of improvement before the final presentation with senior 

professionals. 

• On a personal level, I found that I lack experience in preparing accurate 

sales projections and brand positioning. 

Suggestions for improvement I should focus more on enhancing my skills in sales projections and positioning 

of brand to support better marketing and brand planning decisions. 

Plan for the next week NA 

 

 

Signature of the Student 

 

 

Approved by the IIHMR University’s Mentor 

 

 

 



 

 

Compiled Reporting Format 

 
Name of the Organisation: Galcare Pharmaceuticals Pvt Ltd 

   Area/ Department/ Project of Summer Internship Program: Marketing 

Name of the Student: Shashikant Mahajan 

Roll no: 0706 Stream: MBA Pharmaceutical Management 
 

 

 

Activity Done • Did self SWOT analysis and studied pharma 

market reports like IQVIA, Pharmarack, and 

Pharma Monitor; learned key market 

terminologies and conducted brand analysis in 

two segments under mentor’s guidance. 

• Explored basic concepts of pharma marketing 

and sales. 

• Learned about work of stockists their role in the supply 

chain. 

• Got familiar with various key terms and how sales 

operations run in the industry. 

• Studied important molecules used in the treatment of 

Androgenic Alopecia like: Minoxidil, Dutasteride, 

Minoxidil + Finasteride 

• Prepared a questionnaire on Androgenic Alopecia 

treatment using Minoxidil and Minoxidil + 

Finasteride, conducted 2 day RCPA with 20 

chemists, and analyzed data to study product 

compititors, usage and market trends. 

• Created LBL and VA for two products: Isotretinoin 

and Clobetasol Propionate + Salicylic Acid. 

• Conducted doctor survey and RCPA on 

immunosuppressant use in autoimmune skin diseases 

like psoriasis, vitiligo, and atopic dermatitis. 

• Learned some marketing planning like promotogram, 

sample allocation, and marketing campaign design. 

• Designed a marketing campaign for Sebonil 20 under 

the theme “Acne Clarity Drive.” 

• I continued working on the marketing activity campaign 

(Acne Clarity Drive for Sebonil 20) 

•  Learned pharma price calculation and worked on sales 

data analysis zone-wise, calculated PCPM and 



 

suggested improvements for low-performing HQs. 

 

• Created a sales training presentation on Sebonil to help 

the field team better communicate with doctors. 

• Learned all steps of brand plan creation and started 

working on the brand plan for Minoxidil 5% + 

Finasteride 0.1% lotion as per guidance. 

• Continued working on the brand plan for the molecule given 

to me. 

• Made a presentation poster covering brand plan, 

learnings, and challenges from the internship. 

• Presented final work to Marketing Head and mentor; 

compiled the complete internship report. 

Linking theory (Classroom learning) 

with practice at your organisation 

• Applied classroom concepts like market research, sales 

strategy, distribution channels, and stakeholder 

engagement using real pharma data. 

• Used marketing lecture learnings to perform RCPA, 

doctor surveys, and understand field-level market 

insights. 

• Created LBL and VA based on pharmaceutical 

marketing strategies taught in class. 

• Applied knowledge of pricing structures 

(PTR/PTS/Schemes) and PCPM analysis in real sales 

data tasks. 

• Built sales training presentations using brand 

management concepts from class. 

• Followed the brand plan structure taught in marketing 

management while preparing my brand plan. 

• Used Excel tools for pricing, budgeting, and 

promotogram as practiced in market analysis sessions. 

• Prepared the final poster presentation using strategic 

marketing and visual planning concepts learned in 

class. 

• Understood how promotion tools and brand positioning 

are actually used in real pharma marketing. 
 

Gaps identified on the working area. • While doing RCPA ,I feel I need to work more on my 

communication and convincing skills while interacting 

with chemists and other. 

• It was sometimes difficult to collect complete and clear 

data from chemists during RCPA Due to the busyness of 

chemist 

• Some doctors were not available or did not allow meetings. 

• A few doctors were on leave during the visit 

• I need to think more like a marketing strategist, not just a 

student. 

• Still developing the ability to think from a brand manager’s 

perspective 

• Doing analysis of sales data required proper data 



 

understanding and some market knowledge. 

 

• I need to improve my thinking when it comes to 

positioning and how to highlight the uniqueness of the 

product. 

• While making the brand plan, the budgeting and pricing 

calculations took extra time because I am still learning 

brand forecasting and budgeting 

• Mentor should have reviewed the brand plan and provided 

feedback on areas of improvement before the final 

presentation with senior professionals. 

• On a personal level, I found that I lack experience in 

preparing accurate sales projections and brand positioning. 
Suggestions for improvement • I personally aim to be more proactive and keep improving 

my subject knowledge and clarity. 

• I personally aim to be more proactive and keep improving 

my subject knowledge and clarity. 

• Standardize RCPA data collection format for easier 

analysis. 

• I need to learn and remember more about different 

pharmaceutical brands, companies, and their competitors 

so I can understand the market better. 

• Enhance skills in campaign communication and field- 

level impact estimation. 

• Need to proactively analyze market trend and market needs 

before planning 

• I should work on improving my data handling and analysis 

• Need to improve designing the LBL and Visual Aid 

• To improve my thinking when it comes to positioning and 

how to highlight the uniqueness of the product. 

• I need to improve my skills in brand forecasting and 

budgeting to work faster and more accurately. 

• I should focus more on enhancing my skills in sales 

projections and positioning of brand to support better 

marketing and brand planning decisions. 

Key Learnings 
• Learned to create a brand plan step wise with strategy, 

Market analysis, positioning, and promotion. 

• Read and got exposure of market reports like IQVIA 

and learned key industry terms. 

• Analyzed sales data and calculated PCPM to study 

HQ-wise performance. 

• Understood pharma pricing – PTS, PTR, and how 

pricing schemes are applied. 

• Improved at making sales training presentations for the 

field team. 

• Designed LBLs and VAs with marketing promotional 

stretegies. 

• Gained field experience through RCPA and doctor 

surveys. 

• Applied concepts of marketing campaign planning, 

resource use, and brand promotion. 



 

• Practiced Excel-based costing, budgeting, and 

promotogram creation. 

• Realized the importance of feedback and presentation 

preparation. 

•  Identified personal gaps like public speaking and 

forecasting. 

 

 

 

Signature of the Student 

 

 

 

 

Approved by the IIHMR University’s Mentor 

 

 

 


