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CERTIFICATE

This is to certify that

Mr: Bhadoriya Mohit Netrapal

a student of IIHMR University, has successfully completed internship

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 & wish him great

{fes

Date :- 21/07/2025 Mr.Irfan Ahmad
Senior Marketing Head

success in future endeavors.




LITH M RIS

ITHMR University Faculty Mentor Approval

This is to certify that Mr. Bhadoriya Mohit N. of academic year 2024-26 of School of
Pharmaceutical Management has prepared a poster with respect to his summer

internship held during May-July 2025.

He has carried out work as per the guidelines. His poster is approved for presentation.

rW

Professor & Dean SDS

Date: Q.Bl _‘HQ_S

1, Prabhu Dayal Marg, Near Sanganer Airport, Jaipur- 302029, Rajasthan, India.
Ph.: 0141-3924700, 2791431~ 32, E-mail: ihmr@iihmr.edu.in, Web.: www.iihmr.edu.in
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BRAND PLAN OF TACROLIMUS MOLECULE (TACTIS)

Stream - MBA PM Name — Bhadoriya Mohit N.
Roll no. - 0628 Faculty Mentor — Dr. Himadri Sinha

Organization — Galcare Pharmaceuticals Organization Mentor — Mr. Shubham Saini
Galcare Pharmaceuticals Organization structure
Galcare was incorporated in 2008. Head office of Galcare is located in Jaipur. Our organization follows a well-structured functional design mentioned as below:
The main objective of the company is to provide Innovative Therapeutic Approach.
The Portfolio of the organization is described as follows: Ci

* The portfolio is majorly based on Dermatological Products, but it contains the W

Neuropsychiatric products as well.
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Compiled Reporting Format
Name of the Organisation: Galcare Pharmaceuticals
Area/ Department/ Project of Summer Internship Program: Marketing & Sales
Name of the Student: BHADORIYA MOHIT N.

Roll no : 0628 Stream: Pharmaceutical Management (PM 16)

Activity Done Learned Important Terminologies of Marketing & Sales.
During the initial phase of the internship, I familiarized myself
with key marketing and sales terminologies commonly used in
the pharmaceutical industry. Understanding terms like
"Primary & Secondary Sales,” "Topline," "MR Coverage,"
"Doctor Call Average," and "Conversion Ratio" helped me
comprehend the strategies and discussions within the marketing
team more effectively.

Conducted competitor analysis to evaluate market
positioning and brand performance.

| Studied competing brands in the same therapeutic segment to
assess their market share, positioning strategies, pricing, and
promotional tactics. This allowed me to understand how
differentiation is established in a competitive landscape and
how a brand can maintain or improve its performance.

Performed RCPA (Retail Chemist Prescription Audit)
focused on Minoxidil and related molecules, followed by
data compilation and analysis using MS Excel.

As part of market analysis, | visited retail chemists and
collected prescription data for Minoxidil and similar molecules.
This hands-on fieldwork gave me insights into prescription
trends, doctor preferences, and competitor brand movement.
The collected data was then analyzed using Excel to draw
meaningful conclusions regarding brand visibility and sales
patterns.

Developed a structured questionnaire for field surveys and
market data collection.

| created a well-structured questionnaire aimed at gathering
relevant information from the field. Designing the
questionnaire taught me how to frame questions objectively
and ensure they align with the survey's goals while being easy
for respondents to answer.




Carried out a dermatologist survey focused on
Immunosuppressants, with data interpretation and
documentation done in MS Word.

I conducted one-on-one interviews with dermatologists to
understand their preferences and experiences with
immunosuppressants. The findings were interpreted to
highlight common prescribing behaviors and documented in a
professional format using MS Word for team review and
strategy alignment.

Designed key promotional materials including Leave-
Behind Literature (LBL), visual aid, posters, and gift
concepts.

I was actively involved in the creative aspect of brand
promotion by designing LBLs, visual aids, and promotional
posters. This helped me understand the importance of visual
communication, brand recall elements, and the role of
promotional materials in influencing doctors' prescription
habits.

Created a promotogram and gained practical
understanding of sample allocation strategies.

A promotogram outlines the product flow during sales calls. |
created a complete promotogram and learned how promotional
sequences are planned. Additionally, I got exposure to how
product samples are allocated across different regions,
factoring in demand, strategy, and resource optimization.

Analyzed sales data using MS Excel to identify top and
bottom performing headquarters and state-wise trends.

| worked with real-time sales data to track performance across
geographies. Through Excel-based analysis, I could identify the
most and least performing regions, helping the team strategize
focused interventions and resource deployment.

Prepared a comprehensive PowerPoint presentation for
Area Business Executives (ABES) covering product
knowledge and sales strategy training.

I compiled a detailed training presentation aimed at ABEs. It
included product features, competitor comparison, key selling
messages, and call objectives. This task helped me align
classroom learning (like 4Ps of marketing) with field-level
strategy communication.

Designed a complete brand plan for the Tacrolimus
molecule, incorporating all concepts learned during the
internship period.

Toward the end of the internship, | consolidated my learning by
designing an entire brand plan for Tacrolimus. This included




market segmentation, target audience, positioning statement,
promotional strategies, budgeting, and growth roadmap—
applying the theoretical frameworks in a real-world brand
planning exercise.

Linking theory (Classroom The internship exposed me to practical aspects that go beyond
learning) with practice at jour current classroom discussions, making direct linkage

your organisation slightly challenging. However, it offered a valuable glimpse
into the real-world application of concepts we will be studying
in future semesters.

Gaps identified on the NA
working area.

Suggestions for NA
improvement
Plan for the next week NA

f,%&w@ﬁ
Signature of the Student : /J,//’//’IS”—;’

Approved by the IIHMR University’s Mentor




Reporting Format (Weekly)

Name of the Organisation: Galcare Pharmaceuticals
Area/ Department/ Project of Summer Internship Program:

Name of the Student: BHADORIYA MOHIT N.

Roll no: 0628 Stream: Pharmaceutical Management
Week no 1 From 12/5/25 to 17/5/25
Activity Done 1.Self SWOT Analysis

2.Understanding of competitive analysis

3.IQVIA & PharmaRac Reports.

Linking theory (Classroom |If there exists a link between classroom theory and

learning) with practice at organization practice then it was SWOT analysis & the rest of
your organisation the aspects like Terminologies of Pharma reports like IQVIA
were practical aspects.

Gaps identified on the NA
working area.

Suggestions for NA
improvement
Plan for the next week 'Yet to be announced.

f,‘%&m@bﬂ
Signature of the Student : ///’;’—1%’

Approved by the IIHMR University’s Mentor




Reporting Format (Weekly)

Name of the Organisation: Galcare Pharmaceuticals
Area/ Department/ Project of Summer Internship Program: Marketing & Sales

Name of the Student: BHADORIYA MOHIT N.

Roll no: 0628 Stream: Pharmaceutical Management
Week no 2 From 18/5/25 to 24/5/25
Activity Done 1. Basic Terminologies used in Sales & Marketing

2.Understanding of Molecules used in Androgenic Alopecia.
Preparation of their Questionnaire & presentation.

Linking theory (Classroom |If there exists a link between classroom theory and

learning) with practice at organization practice then it was the basic Terminologies used
your organisation in marketing & the rest of the aspects like Questionnaire &
Presentation of Molecules are totally practical.

Gaps identified on the NA
working area.

Suggestions for NA
improvement
Plan for the next week 'Yet to be announced.

f,‘%&m@bﬂ
Signature of the Student : ///’;’—1%’

Approved by the IIHMR University’s Mentor




Reporting Format (Weekly)

Name of the Organisation: Galcare Pharmaceuticals.
Area/ Department/ Project of Summer Internship Program: Marketing & Sales

Name of the Student: BHADORIYA MOHIT N.

Roll no: 0628 Stream: Pharmaceutical Management
Week no 3 From 25/5/25 to 31/5/25
Activity Done 1.RCPA (Retail Chemist Prescription Audit)

2. Preparation of Analysis Report of RCPA.

Linking theory (Classroom | RCPA is totally a practical approach. Hence it can’t be linked
learning) with practice at with classroom theory.
your organisation

Gaps identified on the NA
working area.

Suggestions for NA
improvement
Plan for the next week Preparation of LBL, Visual Aid, Marketing campaigns &

Promotional Inputs.

f_%&uwbﬂ
Signature of the Student : %

Approved by the IIHMR University’s Mentor




Reporting Format (Weekly)
Name of the Organisation: Galcare Pharmaceuticals.

Area/ Department/ Project of Summer Internship Program: Marketing & Sales

Name of the Student: BHADORIYA MOHIT N.

Roll no: 0628 Stream: Pharmaceutical Management
Week no 4 From 1/6/25 to 6/6/25
Activity Done Conducted a structured doctor survey focusing on autoimmune

skin conditions including Vitiligo, Alopecia Areata, Atopic
Dermatitis.

Linking theory (Classroom | T-cell-mediated immune responses causing destruction of
learning) with practice at melanocytes (Vitiligo) or hair follicles (Alopecia Areata) are
your organisation directly linked to our class discussions on Type IV
hypersensitivity and autoimmune reactions.

Gaps identified on the NA
working area.

Suggestions for NA
improvement
Plan for the next week Price Calcuation

Promatogram Planning
Sample Allocation
LBL designing & Finalization

Marketing Campaign & Design

f,%‘u@ﬁ
Signature of the Student : _//":’JS//;

Approved by the IIHMR University’s Mentor




Reporting Format (Weekly)
Name of the Organisation: Galcare Pharmaceuticals.

Area/ Department/ Project of Summer Internship Program: Marketing & Sales

Name of the Student: BHADORIYA MOHIT N.

Roll no: 0628 Stream: Pharmaceutical Management
Week no 5 From 7/6/25 to 14/6/25
Activity Done 1. Promatogram Designing.

2. Market campaign designing.

Linking theory (Classroom Marketing belongs to Positioning aspect of STP.. Meanwhile,
learning) with practice at promatogram deals with the allocation of the promotional Aids
your organisation to the sales team.

So both are basically dealing with the positioning concept of
marketing.

Gaps identified on the NA
working area.

Suggestions for NA
improvement
Plan for the next week Data Analysis of Sales.

f,‘%&m@bﬂ
Signature of the Student : ///’;’—1%’

Approved by the IIHMR University’s Mentor




Reporting Format (Weekly)

Name of the Organisation: Galcare Pharmaceuticals.

Area/ Department/ Project of Summer Internship Program: Marketing & Sales

Name of the Student: BHADORIYA MOHIT N.

Roll no: 0628 Stream: Pharmaceutical Management

Week no 6 From : 16/6/25 to 21/6/25

Activity Done

1. Re evaluation of the Marketing Campaign of previous
week.

2. Rectifying the errors of Marketing Campaign.

3. Elimination of errors & improvement of the weak
aspects in that marketing campaign.

Linking theory (Classroom
learning) with practice at
your organisation

Marketing belongs to Positioning aspect of STP. Meanwhile,
promatogram deals with the allocation of the promotional Aids
to the sales team.

So both are basically dealing with the positioning concept of

improvement

marketing.
Gaps identified on the NA
working area.
Suggestions for NA

Plan for the next week

1-Price calculation - PTR & PTS & the Scheme ratio

2-Sales analysis - Zone wise and Region wise and the Find
the PCPM of individual HQ.

3- Preparation of Sales Training for any new Product.

Signature of the Student :

%‘L‘//’i/%’

Approved by the IIHMR University’s Mentor




Reporting Format (Weekly)

Name of the Organisation: Galcare Pharmaceuticals.

Area/ Department/ Project of Summer Internship Program: Marketing & Sales

Name of the Student: BHADORIYA MOHIT N.

Roll no: 0628 Stream: Pharmaceutical Management
Week no 7 From: 22/6/25 to 28/6/25
Activity Done 1-Price calculation - PTR & PTS & the Scheme ratio

2-Sales analysis - Zone wise and Region wise and the Find
the PCPM of individual HQ.

3- Preparation of Sales Training for any new Product.

Linking theory (Classroom
learning) with practice at
your organisation

Price Calculation is associated with various types of costs like
manufacturing cost, marketing cost, PTC, PTR, Tax etc.

PCPM & Sales Training are the Practical Aspects of PMT
Team.

improvement

Gaps identified on the NA
working area.
Suggestions for NA

Plan for the next week

Brand plan creation of the Tacrolimus molecule.

/6‘%&@'@53
Signature of the Student : /_;—//”lg/

Approved by the IIHMR University’s Mentor




Reporting Format (Weekly)

Name of the Organisation: Galcare Pharmaceuticals

Area/ Department/ Project of Summer Internship Program: Marketing & Sales

Name of the Student: BHADORIYA MOHIT N.

Roll no: 0628 Stream: Pharmaceutical Management (PM 16)
Week no 8 From: 29/6/25 to 5/7/25
Activity Done Components of a brand plan are prepared like Vission &

mission, Medical brief, Product brief, Competetor Analysis,
Price Calculation , Budgeting, Promatogram, Forecasting
for next 5 years, SWOT Analysis, LBL, visual aid,
marketing strategy, Market size & growth.

Linking theory (Classroom
learning) with practice at
your organisation

All the above components mentioned are totally based on
practical approach, but SWOT Analysis belongs to classroom
theory.

So, SWOT Analysis of the allotted Molecule was done.

improvement

Gaps identified on the NA
working area.
Suggestions for NA

Plan for the next week

To prepare the presentation based on this brand plan.

Poster preparation on the brand plan.

Signature of the Student :

Approved by the IIHMR University’s Mentor




Reporting Format (Weekly)

Name of the Organisation: Galcare Pharmaceuticals

Area/ Department/ Project of Summer Internship Program: Marketing & Sales

Name of the Student: BHADORIYA MOHIT N.

Roll no: 0628 Stream: Pharmaceutical Management (PM 16)
Week no 9 From: 6/7/25 to 12/7/25
Activity Done Preparation of the power point presentation based on this

brand plan.

Poster preparation on the brand plan.

Linking theory (Classroom
learning) with practice at
your organisation

If I want to link Classroom learning with practice of my
organization, then there are lot of differences between
corporate presentations & classroom presentations. Like
corporate presentations are on point, not too descriptive as
classroom presentations.

improvement

Gaps identified on the NA
working area.
Suggestions for NA

Plan for the next week

Presentation at the front of our Marketing Head, HR and
more members of our organization.

Signature of the Student :

Approved by the IIHMR University’s Mentor




Reporting Format (Weekly)
Name of the Organisation: Galcare Pharmaceuticals

Area/ Department/ Project of Summer Internship Program: Marketing & Sales

Name of the Student: BHADORIYA MOHIT N.

Roll no: 0628 Stream: Pharmaceutical Management (PM 16)
Week no 10 From: 13/7/25 to 20/7/25
Activity Done Presentation at the front of our Marketing Head, HR and

more members of our organization.

Linking theory (Classroom NA
learning) with practice at
your organisation

Gaps identified on the NA
working area.

Suggestions for NA
improvement
Plan for the next week NA

%@bﬂ
Signature of the Student : -/”//i/)

Approved by the IIHMR University’s Mentor
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