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This is to certify that

a student of , has successfully completed internshipIIHMR University

as a Marketing Intern from May, 2025 to July, 2025.

During this period, he demonstrated excellent performance, contributing 

effectively to marketing initiatives, brand development, and market research.

We appreciate his valuable contribution to the team and wish him great 

success in future endeavors.

Mr.Irfan Ahmad
Senior Marketing Head

 Mr Patil Rishikesh Kishor

CERTIFICATE
OF RECOGNITION

Date :- 21/07/2025







First Week Report 

Name of the Organisation: Galcare Pharmaceuticals Pvt. Ltd. 

Area/ Department/ Project of Summer Internship Program: Marketing Intern 

Name of the Student: Patil Rishikesh Kishor 

Roll no: 0681                         Stream: MBA PM 16 

Week no: 01 From: 13th May 2025 to 17th May 2025 

Activity Done ● During the first week of internship, the all-important terminologies, 

graphs and charts from IQVIA, Pharmarack report & IMS data 

were studied. 

● A personal SWOT analysis was conducted. 

● A competitive analysis of Macleodes Pharmaceuticals Ltd.’s top 

brand of Gastrointestinal & Anti diabetic therapy was conducted. 

Linking theory (Classroom 

learning) with practice at your 

organisation 

● The theoretical concepts which learned in classroom were applied 

through the analysis of IQVIA, Pharmarack, and IMS data to 

understand market trends, valuable insights, the performance of 

brands and companies. 

● A personal SWOT analysis was conducted to assess strengths, 

weaknesses, opportunities, and threats in alignment with career 

development goals. 

● A detailed competitive analysis of Macleodes Pharmaceuticals 

Ltd.'s offerings the top brand in the gastrointestinal and anti-

diabetic therapy was performed against five leading brands. This 

involved analysing market share, product positioning, and price. 

Gaps identified on the working 

area. 

None as of now 

Suggestions for improvement None as of now 

Plan for the next week ● The organization will assign specific molecules for market 

research. The initial task will involve a thorough understanding of 

all the important aspects of the assigned molecules. 

● Based on this understanding, relevant questionnaires will be 

developed for market research purposes, along with the preparation 

of a detailed PowerPoint presentation to effectively communicate 

the findings and insights. 

 

 

Signature of the Student 

 

 



 

 

 

Approved by the IIHMR University’s Mentor 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Second Week Report 

Name of the Organisation: Galcare Pharmaceuticals Pvt. Ltd 

Area/ Department/ Project of Summer Internship Program: Marketing Intern 

Name of the Student: Patil Rishikesh Kishor 

Roll no: 0681                         Stream: MBA in Pharmaceutical Management 

Week no: 02 From: 19 May 2025 to 24 May 2025 

Activity Done ● The understanding of sales and marketing terminologies in 

pharmaceuticals.  

● The understanding of sales operations in the pharma industry and 

market dynamics and stakeholder engagement. 

● The study of androgenic alopecia disease. 

● The study of molecules such as Minoxidil, Dutasteride, Finasteride, 

Redensyl, Procapil and Anagain are involved to treat the 

androgenic alopecia disease. 

● The preparation of doctor survey questionnaire based on above 

disease and molecules. 

Linking theory (Classroom 

learning) with practice at your 

organisation 

● The theoretical concept which learned in classroom were applied to 

understand and comprehend the various terminologies used in sales 

and marketing of pharmaceuticals, sales operation, market 

dynamics and stakeholder engagement. 

● These terms have been instrumental in enhancing my 

understanding of sales and marketing work in the pharmaceutical 

industry. 

● The classroom learning also helps to understand the androgenic 

alopecia disease and the molecules which involved to treat it. 

 

Gaps identified on the working 

area. 

None as of now 

Suggestions for improvement None as of now 

Plan for the next week ● Field Visit (Doctor Survey): 

The purpose of the field visit was to gather insights from 

dermatologists concerning their prescribing behaviour, preferred 

treatment options, and the challenges they face in managing hair 

loss disease. 

 

Signature of the Student 

 



 

 

 

Approved by the IIHMR University’s Mentor 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Third Week Report 

Name of the Organisation: Galcare Pharmaceuticals Pvt. Ltd. 

Area/ Department/ Project of Summer Internship Program: Marketing Intern 

Name of the Student: Patil Rishikesh Kishor 

Roll no: 0681                         Stream: MBA PM 16 

Week no: 03 From: 26th May 2025 to 31st May 2025 

Activity Done ● The thorough understanding of important sales & marketing 

terminologies including the calculation of conversion rate, per 

capita per month. 
● The detailed understanding of customer-based brand equity (Keller 

Pyramid) model. 
● The absolute understanding of AIDA model, product level, product 

mix & product strategy. 
● The understanding of how to make effective power point 

presentation for easy understanding to salespersons. 
● The complete understanding of retail chemist prescription audit 

(RCPA) process. 
● The retail chemist prescription audit (RCPA) was done in 20 

pharmacies for minoxidil, minoxidil and finasteride combination. 

Linking theory (Classroom 

learning) with practice at your 

organisation 

● The some of these above concepts discussed in the classroom. 
● The classroom learning helped to understand important the sales & 

marketing terminologies. 
● The classroom learning also helped to understand RCPA process. 

Gaps identified on the working 

area. 

None as of now 

Suggestions for improvement None as of now 

Plan for the next week ● The preparation of promotional inputs includes the visual aid, leave 

behind literature (LBL). 
● The preparation of promotogram & designing of marketing 

activities. 

 

Signature of the Student 

 

 

 

Approved by the IIHMR University’s Mentor 

 

 



Fourth Week Report 

Name of the Organisation: Galcare Pharmaceuticals Pvt. Ltd. 

Area/ Department/ Project of Summer Internship Program: Marketing Intern 

Name of the Student: Patil Rishikesh Kishor 

Roll no: 0681                         Stream: MBA PM 16 

Week no: 04 From: 2nd June 2025 to 7th June 2025 

Activity Done ● The preparation of visual aid & leave behind literature on a) 

mometasone furoate b) levocetirizine hydrochloride & montelukast 

sodium salt molecules. 

● The understanding of auto immune diseases related to the skin.  

● The preparation of questionnaire for doctor survey based on auto 

immune diseases related to the skin & their management. 

● The doctor questionnaire survey and retail chemist prescription 

audit were conducted with the objective of understanding current 

prescribing patterns, treatment preferences, safety perception & 

brand choices. 

Linking theory (Classroom 

learning) with practice at your 

organisation 

● The some of these above concepts discussed in the classroom. 

● The classroom learning of pharmaceutical marketing helped in the 

preparation of visual aid & leave behind literature. 

● The classroom learning of pharmacology supported to understand 

the auto immune diseases related to skin and their management. 

● The classroom learning of research methods guided in preparation 

of questionnaire for doctor survey. 

Gaps identified on the working 

area. 

None as of now 

Suggestions for improvement None as of now 

Plan for the next week ● The understanding of price calculation, promotogram planning & 

sample allocation. 

● The leave behind literature designing, finalization & marketing 

campaign design. 

 

Signature of the Student 

 

 

Approved by the IIHMR University’s Mentor 

 



Fifth Week Report 

Name of the Organisation: Galcare Pharmaceuticals Pvt. Ltd. 

Area/ Department/ Project of Summer Internship Program: Marketing Intern 

Name of the Student: Patil Rishikesh Kishor 

Roll no: 0681                         Stream: MBA PM 16 

Week no: 05 From: 9th June 2025 to 14th June 2025 

Activity Done ● The understanding of preparation of marketing campaign. 

● The understanding and preparation of protomogram, promotional 

inputs, sample allocation and quarterly cycle. 

● The preparation of marketing campaign for FURACARE 

(Mometasone furoate 0.1% w/w cream I.P.). 

● The preparation of protomogram, promotional inputs, sample 

allocation and quarterly cycle for FURACARE. 

Linking theory (Classroom 

learning) with practice at your 

organisation 

● The some of these above concepts discussed in the classroom. 

● The classroom learning of pharmaceutical marketing helped in the 

preparation of marketing campaign.  

Gaps identified on the working 

area. 

None as of now 

Suggestions for improvement None as of now 

Plan for the next week ● The understanding, analysis and interpretation of sales data. 

 

 

Signature of the Student 

 

 

Approved by the IIHMR University’s Mentor 

 

 

 

 

 

 

 



Sixth Week Report 

Name of the Organisation: Galcare Pharmaceuticals Pvt. Ltd. 

Area/ Department/ Project of Summer Internship Program: Marketing Intern 

Name of the Student: Patil Rishikesh Kishor 

Roll no: 0681                         Stream: MBA PM 16 

Week no: 06 From: 16th June 2025 to 21st June 2025 

Activity Done ● The understanding of preparation of marketing campaign. 

● The understanding and preparation of protomogram, promotional 

inputs, sample allocation and quarterly cycle. 

● The preparation of marketing campaign for FURACARE 

(Mometasone furoate 0.1% w/w cream I.P.). 

● The preparation of protomogram, promotional inputs, sample 

allocation and quarterly cycle for FURACARE. 

Linking theory (Classroom 

learning) with practice at your 

organisation 

● The some of these above concepts discussed in the classroom. 

● The classroom learning of pharmaceutical marketing helped in the 

preparation of marketing campaign.  

Gaps identified on the working 

area. 

None as of now 

Suggestions for improvement None as of now 

Plan for the next week ● The understanding of price calculation – PTR (Price to Retailer), 

PTS (Price to Stockist) and Scheme ratio. 

● The understanding of sales analysis – Zone wise, Region wise and 

find the PCPM (Per Capita Per Month) of individual headquarters. 

● The understanding and preparation of sales training for any new 

product. 

 

 

Signature of the Student 

 

 

 

Approved by the IIHMR University’s Mentor 

 

 



Seventh Week Report 

Name of the Organisation: Galcare Pharmaceuticals Pvt. Ltd. 

Area/ Department/ Project of Summer Internship Program: Marketing Intern 

Name of the Student: Patil Rishikesh Kishor 

Roll no: 0681                         Stream: MBA PM 16 

Week no: 07 From: 23rd June 2025 to 28th June 2025 

Activity Done ● The understanding of price calculation – PTR (Price to Retailer), 

PTS (Price to Stockist) and Scheme ratio. 

● The understanding of sales analysis – Zone wise, Region wise and 

find the PCPM (Per Capita Per Month) of individual headquarters. 

● The understanding and preparation of sales training for 

FURACARE (Mometasone furoate 0.1% cream) 

Linking theory (Classroom 

learning) with practice at your 

organisation 

● The classroom learning of pharmaceutical marketing and data 

analytics helped to understand these above concepts. 

Gaps identified on the working 

area. 

None as of now 

Suggestions for improvement None as of now 

Plan for the next week ● The understanding and preparation of brand plan. 

 

 

 

Signature of the Student 

 

 

 

Approved by the IIHMR University’s Mentor 

 

 

 

 

 

 

 



Eighth Week Report 

Name of the Organisation: Galcare Pharmaceuticals Pvt. Ltd. 

Area/ Department/ Project of Summer Internship Program: Marketing Intern 

Name of the Student: Patil Rishikesh Kishor 

Roll no: 0681                         Stream: MBA PM 16 

Week no: 08 From: 30th June 2025 to 5th July 2025 

Activity Done ● The understanding and preparation of brand plan of DUTAGROW 

(Dutasteride 0.5 mg tablet). 

● In this week, the preparation of brand plan involved the study of 

molecules, diseases in which this molecule is prescribed, market 

analysis, visual aid, leave behind literature & marketing campaign 

preparation. 

 

Linking theory (Classroom 

learning) with practice at your 

organisation 

● The classroom learning of pharmaceutical marketing helped to 

understand these above concepts. 

Gaps identified on the working 

area. 

None as of now 

Suggestions for improvement None as of now 

Plan for the next week ● The preparation of remaining part of brand plan. 

 

 

Signature of the Student 

 

 

 

Approved by the IIHMR University’s Mentor 

 

 

 

 

 

 

 

 



 

Nineth Week Report 

Name of the Organisation: Galcare Pharmaceuticals Pvt. Ltd. 

Area/ Department/ Project of Summer Internship Program: Marketing Intern 

Name of the Student: Patil Rishikesh Kishor 

Roll no: 0681                         Stream: MBA PM 16 

Week no: 09 From: 7th July 2025 to 12th July 2025 

Activity Done ● The preparation of brand plan of DUTAGROW (Dutasteride 0.5 

mg tablet). 

● In this week, the preparation of brand plan involved the prevalence 

data of disease, SWOT analysis for brand, price calculation, 

preparation of promotogram, budgeting, forecasting and brand 

tracker for the brand. 

 

Linking theory (Classroom 

learning) with practice at your 

organisation 

● The classroom learning of pharmaceutical marketing helped to 

understand these above concepts. 

Gaps identified on the working 

area. 

None as of now 

Suggestions for improvement None as of now 

Plan for the next week ● The understanding and preparation of poster of brand plan for 

presentation. 

 

 

Signature of the Student 

 

 

 

Approved by the IIHMR University’s Mentor 

 

 

 

 

 

 



 

 

Tenth Week Report 

Name of the Organisation: Galcare Pharmaceuticals Pvt. Ltd. 

Area/ Department/ Project of Summer Internship Program: Marketing Intern 

Name of the Student: Patil Rishikesh Kishor 

Roll no: 0681                         Stream: MBA PM 16 

Week no: 10 From: 14th July 2025 to 19th July 2025 

Activity Done ● The complete preparation of brand plan and poster of 

DUTAGROW (Dutasteride 0.5 mg tablet). 

● The presentation of poster based on brand plan. 

Linking theory (Classroom 

learning) with practice at your 

organisation 

● The classroom learning of pharmaceutical marketing helped to 

understand these above concepts. 

Gaps identified on the working 

area. 

None as of now 

Suggestions for improvement None as of now 

 

 

Signature of the Student 

 

 

 

Approved by the IIHMR University’s Mentor 

 

 

 

 

 

 

 

 

 

 



 

 

Compiled Internship Report 

Name of the Organisation: Galcare Pharmaceuticals Pvt. Ltd. 

Area/ Department/ Project of Summer Internship Program: Marketing Intern 

Name of the Student: Patil Rishikesh Kishor 

Roll no: 0681                         Stream: MBA PM 16 

From: 13th May 2025 to 21st July 2025 

Activity Done ● During the first week of internship, the all-important terminologies, 

graphs and charts from IQVIA, Pharmarack report & IMS data 

were studied. 
● A personal SWOT analysis was conducted. 
● A competitive analysis of Macleodes Pharmaceuticals Ltd.’s top 

brand of Gastrointestinal & Anti diabetic therapy was conducted. 
● During the second week of internship, the understanding of sales 

and marketing terminologies in pharmaceuticals.  
● The understanding of sales operations in the pharma industry and 

market dynamics and stakeholder engagement. 
● The study of androgenic alopecia disease. 
● The study of molecules such as Minoxidil, Dutasteride, Finasteride, 

Redensyl, Procapil and Anagain are involved to treat the 

androgenic alopecia disease. 
● The preparation of doctor survey questionnaire based on above 

disease and molecules. 
● During the third week of internship, the thorough understanding of 

important sales & marketing terminologies including the 

calculation of conversion rate, per capita per month. 
● The detailed understanding of customer-based brand equity (Keller 

Pyramid) model. 
● The absolute understanding of AIDA model, product level, product 

mix & product strategy. 
● The understanding of how to make effective power point 

presentation for easy understanding to salespersons. 
● The complete understanding of retail chemist prescription audit 

(RCPA) process. 
● The retail chemist prescription audit (RCPA) was done in 20 

pharmacies for minoxidil, minoxidil and finasteride combination. 

● During the fourth week of internship, the preparation of visual aid 

& leave behind literature on a) mometasone furoate b) 

levocetirizine hydrochloride & montelukast sodium salt molecules. 

● The understanding of auto immune diseases related to the skin.  



● The preparation of questionnaire for doctor survey based on auto 

immune diseases related to the skin & their management. 

● The doctor questionnaire survey and retail chemist prescription 

audit were conducted with the objective of understanding current 

prescribing patterns, treatment preferences, safety perception & 

brand choices. 

● During the fifth week of internship, the understanding of 

preparation of marketing campaign. 

● The understanding and preparation of protomogram, promotional 

inputs, sample allocation and quarterly cycle. 

● The preparation of marketing campaign for FURACARE 

(Mometasone furoate 0.1% w/w cream I.P.). 

● The preparation of protomogram, promotional inputs, sample 

allocation and quarterly cycle for FURACARE. 

● During the sixth week of internship, The understanding of 

preparation of marketing campaign. 

● The understanding and preparation of protomogram, promotional 

inputs, sample allocation and quarterly cycle. 

● The preparation of marketing campaign for FURACARE 

(Mometasone furoate 0.1% w/w cream I.P.). 

● The preparation of protomogram, promotional inputs, sample 

allocation and quarterly cycle for FURACARE. 

● During the seventh week of internship, the understanding of price 

calculation – PTR (Price to Retailer), PTS (Price to Stockist) and 

Scheme ratio. 

● The understanding of sales analysis – Zone wise, Region wise and 

find the PCPM (Per Capita Per Month) of individual headquarters. 

● The understanding and preparation of sales training for 

FURACARE (Mometasone furoate 0.1% cream) 

● During the eighth week of internship, the understanding and 

preparation of brand plan of DUTAGROW (Dutasteride 0.5 mg 

tablet). 

● In this week, the preparation of brand plan involved the study of 

molecules, diseases in which this molecule is prescribed, market 

analysis, visual aid, leave behind literature & marketing campaign 

preparation. 

● During the nineth week of internship, the preparation of brand plan 

of DUTAGROW (Dutasteride 0.5 mg tablet). 

● In this week, the preparation of brand plan involved the prevalence 

data of disease, SWOT analysis for brand, price calculation, 



preparation of promotogram, budgeting, forecasting and brand 

tracker for the brand. 

● During the tenth week of internship, the complete preparation of 

brand plan and poster of DUTAGROW (Dutasteride 0.5 mg tablet). 

● The presentation of poster based on brand plan. 

 

Linking theory (Classroom 

learning) with practice at your 

organisation 

● During my internship, I successfully applied the theoretical 

knowledge I had learned in the classroom to actual projects and 

duties at the company.  
● This practical experience aided in bridging the knowledge gap 

between classroom theory and real-world pharmaceutical 

marketing application. 
● Pharmaceutical marketing management concepts such as market 

analysis, product life cycle, segmentation, targeting & positioning 

(STP), SWOT analysis, and the AIDA model were used in tasks 

like brand strategy formation and competitor analysis.  
● While creating the DUTAGROW brand plan, I was able to 

evaluate customer loyalty and brand perception thanks to my 

comprehension of Keller's Brand Equity Pyramid and the 

Customer-Based Brand Equity (CBBE) model. 
● I used primary data collection methods and consumer behaviour 

research concepts I learned in class to create doctor survey 

questionnaires and carry out Retail Chemist Prescription Audits 

(RCPA).  
● By using these tools, real-world market insights, current 

prescribing trends, treatment preferences, and brand perceptions 

were all studied. 
● Visual aids, leave-behind literature, promotograms, marketing 

campaigns, and promotional materials for brands like 

FURACARE, LEVOCURE-M, and DUTAGROW were developed 

using theoretical knowledge from pharmaceutical marketing 

strategies sessions. 
● The lessons learned in the classroom aided in understanding PTR 

(Price to Retailer), PTS (Price to Stockist), budgeting, scheme 

structures, and Per Capita Per Month (PCPM) analysis, which is 

used to calculate prices and analysed sales performance across 

zones and regions. 
● I applied what I had learned about brand positioning and product 

strategy to the development of successful marketing campaigns that 

reflected actual market conditions. 
● Finally, knowledge of forecasting, branding models, and market 

evaluation tools helped to build a structured brand plan and poster 

for presentation of DUTAGROW including elements like disease 

prevalence, promotional planning, budgeting and brand 

performance tracking. 



Gaps identified on the working 

area. 

● During the internship, no notable operational gaps were found. The 

workplace was organized, and I got the help and materials I needed 

to do my tasks well on time. 

Suggestions for improvement ● Since the internship was well-structured and gave participants a 

thorough understanding of the pharmaceutical marketing process, 

there are no recommendations for improvement. 

 

Key Learnings ● Acquired knowledge about how to analyse market data using 

IQVIA, Pharmarack, and IMS.  
● Acquired proficiency in evaluating competitor positioning and 

brand. 
● Understanding of the symptoms and available therapies for 

autoimmune skin diseases and alopecia. 
● Acquired expertise in field research through doctor surveys and 

RCPA.  
● Increased creativity through the creation of promotional materials 

and visual aids.  
● Acquired the knowledge to organize and carry out marketing 

campaigns using sample distribution. 
● Acquired expertise in developing sales training materials for 

salespeople.  
● Understood the terms used in pharmaceutical sales, such as scheme 

ratio, PCPM, PTR, and PTS.  
● Developed the DUTAGROW (Dutasteride 0.5 mg tablet) brand 

plan and poster. 

 

 

Signature of the Student 

 

 

 

Approved by the IIHMR University’s Mentor 

 


