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ABSTRACT

Economy of any country, whether developed or developing, comprises of contribution from various sectors such as agriculture, engineering, service sectors,
telecommunication, entertainment and pharmaceutical sector as well. Indian economy is no exception, & it has an enormous contribution from all these sectors
and pharmaceutical industry contributes to it to a larger extent. This paper tries to throw light on evolution of pharma industry in India and its pre and post
dependence scenario. Paper also mentions about the important growth drivers of the pharmaceutical industry & contribution of national and multinational
companies in the Indian pharmaceutical market. Though the subject is quiet vast, sincere efforts are made to understand the pharmaceutical marketing in India.
As pharmaceutical marketing is directly related to the health of the people of the nation, to understand pharmaceutical marketing becomes more important.
Personal selling is a major component of pharma selling. Hence, role of pharma sales representatives is of utmost importance in pharmaceutical marketing in
India. Advancement in science and technology has brought rapid changes in the methodology of treatment of patients and moreover latest pharmaceutical
formulations are introduced in the market day in and day out ,as a result of which latest pharmaceutical products are available to the physicians as an option
for treatment of patients. This paper tries to brief about the latest position of pharmaceutical marketing in India.

KEYWORDS

Drug, Medicine, allopathic, antibiotic, prescription.

INTRODUCTION: THE BEGINNING OF PHARMA MARKETING IN INDIA

n the year 2000 B.C. a famous Indian scripture was written in Sanskrit, named ‘Rig-Veda’. ‘Rig Veda’ is supposed to be the combination of knowledge of art

of living &knowledge of science of life. Three important ‘doshas’ of Ayurveda i.e. vata, pitta, &kapha (wind, bile & phlegm) are mentioned in ‘Rig Veda’

which are mainly responsible for causing various health problems to human beings.& here one can find the traces of Indian Medical System.
PRE INDEPENDENCE SCENARIO
There is no concrete information about entry of allopathic medicines in India but some of the researchers of this subject are of the opinion that it could be in the
beginning of 19" century. When Britishers ruled our country, during those days they use to import medicines for their personal use. This is supposed to be the
main reason of entry of pharmaceutical preparations in India. The products which were imported by the Britishers slowly became popular among the urban
population of India. Britishers use to import these drugs during those days mainly from UK & Germany & these two countries has remained the major source of
medicines for Britishers for years together. According to Drug & Cosmetic Act definition “Allopathic drug includes all the substances excluding food which affect
the structure or any function of the human body (including contraceptives) & all substances ,employed for destruction of insects & notified on this behalf by
Central Government which cause disease in human beings or animals are also deemed to be allopathic drugs in this act”. ( Dr. Kumar Datta Ganjre, 2011).
It took long time for an Indians to establish a pharma company of Indian origin. Prof.P.C.Ray was a reputed industrialist who was founder of ‘Bengal Chemicals &
Pharmaceuticals ‘. He established this company in Kolkata in 1901. In the same era some other pharmaceutical research institutes were also established. Central
Research Institute was established at Kasuali in 1905 & in 1907, Pasteur Institute was established in Connaore. Halftkin Institute & king Institute was also
established in this period.
POST —-INDEPENDENCE SCENARIO
Indian pharmaceutical industry captured the momentum of growth precisely after independence. In 1954, Government of India took initiative and started first
public sector pharma company ‘Hindustan Antibiotics Ltd.” It mainly produced antibiotics. “Antibiotics are the drugs which prevent the growth of bacteria or kills
them.” This company used the raw material of Indian origin for producing antibiotic formulations. After the success of Hidustan Antibiotic Ltd’, the then Govt. of
India, in 1961, founded one more public limited called ‘Indian Drugs & Pharmaceuticals Ltd’. After the establishment of these two companies, Government of
India, on priority basis decided to concentrate on gaining speedy economic progress by focusing especially on rapid industrialization & in last four decades the
nation has observed significant growth in Indian Pharmaceutical Industry. Today pharmaceutical industry of India comprises of pharma companies which are
private limited, public limited and multinational firms. The business of pharma companies is stupendous in India as the population of India has crossed 120
crores & it is still growing by leaps & bounds. Subsequently, the health related problems are also on the rise. Moreover, the globalization and liberalization has
intensified the competition in every sector and hence one has to strive hard to sustain in such cut throat competition. This struggle for survival has given birth to
many health related problems such as blood pressure, diabetes, cardiac problems, back pain & many more. Apart from this, majority of the people of Indian
population are still living in such slums where extremely poor sanitary conditions prevail. Poor sanitation & unhygienic conditions are responsible for diseases
such as malaria, typhoid, tuberculosis, chicken guinea, swine flu and many such epidemic diseases. Hence, India is one of the major market of pharmaceutical
preparations. The Indian pharmaceutical industry is a highly knowledge based industry which is growing steadily and plays a major role in the Indian economy.
As a highly organized sector, the numbers of pharmaceutical companies are increasing their operations in India. In 1947, the pharma industry was just 10 Cr,
and now the industry is expected to touch USS 35.9 billion by 2016. In order to grab the maximum share of this market, the pharmaceutical companies are
competing extensively amongst themselves. The Indian pharmaceutical market (IPM) is currently valued at Rs 72,069 Crores as against Rs 65,654 Crores in 2012.
Looking at the size and scope of the market, it is but obvious for any growing pharma company to focus on such potential market. It is well known fact that the
pharma business is mainly dependent on the pharma sales representatives. More than the strategies, its practical implementation in the field depends mainly on
the pharma sales representatives who are actually working on the soil under the sun. They are supposed to be the back bone of the Indian pharma industry.

OBJECTIVES OF THE PAPER

Indian pharma marketing has a voluminous share in the economy of India and hence concentrating on this aspect; following main objectives are considered at
the time of preparation of this paper.

1. Tounderstand the beginning of pharma marketing in India & its pre & post independence scenario.

2. To understand the process of evolution of pharma marketing in India
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3. To throw light on major growth drivers of pharma marketing in India

4.  Tofind out the contribution of national and multinational pharma companies in Indian pharma market.

5. Tounderstand the role of pharma sales representatives in pharma marketing.

RESEARCH METHODOLOGY

This is a descriptive type of research paper and hence primarily required different type of data regarding pharmaceutical marketing in India. Data for this paper
is collected from various books and websites & research work related to the subject of paper. References from books related to marketing of pharmaceuticals in
India are utilized for the purpose of preparation of this paper.

MEANING AND DEFINITION OF PHARMACEUTICAL MARKETING

Pharmaceutical Marketing in India is growing rapidly. “Pharmaceutical marketing is marketing of pharmaceutical formulations or fine chemicals into market” (k.
Ganjre- 2011). Pharma marketing is indirect marketing because pharma sales representatives are approaching to the doctors who prescribe the medicines for
their patients and hence doctors are the decision makers and patients are the buyers. Medicines are the preparations which contain one or more active
ingredients having medicinal action along with non active ingredients which are required to be used while preparing the pharmaceutical formulations.

However when a customers who buys the pharmaceutical preparations which are sold on the counter without prescription of doctor such as anti-cold
preparations then it comes under direct marketing. Mainly in pharmaceutical marketing, doctors or physicians are the intermediate customers & they may be
general practitioners or may belong to any specialty. Depending upon the problem of the patient doctors take decision which medicine should be prescribed and
patient who is the ultimate buyer of the medicine takes only those medicines which are prescribed to him.

STAGES OF EVOLUTION OF PHARMACEUTICAL MARKET IN INDIA
After independence, pharma industry was one of the major industrial sectors which progressed with considerable pace. Pharmaceutical industry since its
beginning is composed of local, national & multinational pharma companies as well as some state and central government owned public enterprises.

FIG. 1: STAGES OF EVOLUTION OF INDIAN PHARMA MARKET

| Stage IV — Commoditization

| Stage-lll Multi-Brand Phase |

v

Entry of competition

| Stage-Il Emerging Market Phase |

Stage | Monopolistic Phase |

Figure 1 shows the four different stages of Indian pharmaceutical market. First stage in the process of evolution is the monopolistic phase which prevailed in the
early years of 1970’s. That was the era when companies enjoyed the monopoly in their respective segments. Later on in late 1970s Indian pharma market
experienced the emerging market phase where companies realized the emergence of newer markets for their operations.

Stage Ill was Multi Brand phase where pharmaceutical companies has concentrated on introducing newer brands and focused on marketing of multiple brands.
Fourth stage in the evolution of pharma market is commoditization i. e. majority of the companies have marketed almost similar type of products having very
marginal difference and were differentiated on the basis of prices and not on the basis of brands.

MAJOR GROWTH DRIVERS OF INDIAN PHARMA MARKET

Following are the major growth drivers for the Indian pharma market which can lead to substantial growth of Indian pharma market.

1. Substantial Population Growth- With the growth rate of 1.5% every year the population of India shall reach to more than 140 crore and hence there is lot of
scope for pharma companies.

2. Spending capability of people- Avaragely GDP (Gross Domestic Product) growth is 8% and hence economist predict that such type of growth rate can move
approximately 75 million people to upper income group and such people can certainly afford medicines whenever needed . This factor can also certainly be an
important growth driver for Indian pharma market. Approximately 650 million people will have insurance coverage by the year 2020 & private insurance will
increase by 50%. Apart from this it is speculated that under different government public health schemes almost 380 million people shall be benefited and this
will certainly add to growth of Indian pharma industry.

3. Availability of Drugs- It is estimated that more than 200 Billion dolllars shall be poured in developing medical infrastructure & thus 160,000 beds shall be
added to different departments of hospital. Rise in availability of medical facility consumption of medicines shall be certainly on the higher side. Medicines shall
be easily available to the needy patients.

4. Preference to the newer or modern medicines- Aggrasive marketing of the medicines by the leading national and pharma companies shall lead to the better
acceptance of the modeern or new medicines by the medical practitioners. Vaccines can grow at the rate of 20% in the coming decade. Biologics will grow by 3
Billion USD. The chances of incresing propensity of customers towards OTC ( Over the tabele &counter products which do not need prescription of physician.) is
quiet high which can boost up sales of OTC products by 14% and thus this can add to the projected future growth of the pharma market.

CURRENT STATUS OF INDIAN PHARMACEUTICAL MARKET

Indian pharmaceutical market is governed by approximately more than 4 lakh doctors working in 15 lakh hospitals and almost 3.5 lakh chemists. Local, National,
Multinational put together, more than 9000 thousand pharma companies are operating in Indian market through more than 1 lakh pharma sales
representatives. The report of the year 2009 of OPPI (Organization of Pharmaceutical Producers in India) clearly mentions that that there are 2.9 lakh employees
are working in organized sector and 1.7 lakh people are working in small scale unit. The report also states that number of indirect employees working in
distribution and trade of pharmaceutical market is 16.5 lakhs. 7.5 lakh people are working in ancillary industries. Thus all put together approximately 28.6 lakh
people are working in pharmaceutical industry.(Ref- Ganjre 2011).
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FIG. 2: TABLE & GRAPH SHOWING INDIAN PHARMA GROWTH POTENTIAL
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Source-Dr.KumarDatta Ganjre, 2011, YES Bank
Figures on x-axis are in US Billion dollars. Its quiet evident that the Indian pharmaceutical industry is growing at very high pace and the trend of positive growth
is constantly observed since the era of post-independence. Hence, pharma industry has been given priority by the Indian government and permitted foreign
investment in it. Government is quiet liberal about foreign investment in pharma companies and hence permits foreign equity up to 51%. Therefore, it is
observed that companies are having nearly 40% foreign equity. In days to come, its quiet possible that approval to the high tech machinery agreements for drugs
&pharmaceuticals can be automatically provided to boost and promote use of more advanced and latest technologies. “Drug is a chemical substance having
capacity to alter function of cell, tissue, organ, system or human body” (Dr. Kumardatta Ganjre 2011)
The table and graph shown in fig 3, clearly shows that there is consistent growth in bulk drug export, formulation export and domestic formulations as well.
Even, trend of contract research is also increasing.
According to one report, ‘ Indian Pharma 2015, ‘Unlocking the potential of Indian Pharma Market’ it can be stated that in coming years , the Indian pharma
Market would be in the range of 20 Billion USD — 24 Billion USD & the speed of growth would be 12-14%. by the end of year 2015. It is also expected that by the
year 2020, Indian pharma market will reach 60 to 70 Billion USD.

FIG. 3: GRAPH SHOWING PROBABLE GROWTH OF INDIAN PHARMA MARKET IN PESSIMISTIC, BASE I. E NORMAL AND AGGRESSIVE CONDITION COMPOSITION
OF INDIAN PHARMA MARKET
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COMPOSITION OF INDIAN PHARMA MARKET
Indian pharma market is dominated by Indian pharma companies which constitutes 73% market share where as International companies contributes 27%.

Market Share

International
Companies
27%
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MAIJOR PLAYERS IN INDIAN PHARMA MARKET

Amongst the international companies, Abbot Laborateries has got 6.5% market share which is the leading one and Smeeth kline Beecham aquires 2nd place with
4.8% market share.

TABLE 1: TABLE SHOWING MAJOR INDIAN PHARMA COMPANIES OF INDIAN PHARMA MARKET

Key Domestic Players Revenue INR million
Sun Pharma 116,880 ( 2013)
Lupin Laboratories 96,691 (2013)
Cipla Ltd 85,240 (2013)
Ranbaxy Laboratories 65,607 (2013)
Glenmark Pharmaceuticals | 50,188 (2013)

Zydus Cadila 37,286 (2013)

ROLE OF PHARMA SALES REPRESENTATIVES IN PHARMACEUTICAL MARKETING

More than one lakh pharma sales representatives are working today in Indian pharma market for regional, national and multinational pharmaceutical

companies. As personal selling is the only effective & time tested method adopted for selling pharma products, the role of pharma sales representative

becomes most important in marketing of pharma products. He is an important communication link between company and doctors and wholesalers and retailers.

Precisely a pharma sales representative has to perform his role in following manner and his main role is to generate prescription for his company’s product.

Prescription is defined as,” an order written by a physician, dentist, veterinarian, or any other licensed practitioner directing the pharmacist to compound and

dispense medication for the patient & usually accompanied by direction for administration or use.” (Ch. S.V.R Subba Rao 1990)

a) Detailing- Detailing is the first and foremost important task that a pharma sales representative has to perform. It means giving complete & concrete
information about the formulations of the company in effective way so that physician can recommend the company’s products to his patients. This is called
as generation of prescription.

b)  Sampling the products- Pharma sales representative samples the products of his company to the doctors according to his profile and prescribing habits.
Doctor uses these samples for treating the patients and thus pharma sales representatives gain faith of the doctors for his products so that doctor
recommends his products for his patients.

c)  Monitoring- Monitoring the prescriptions of doctors of own company’s products as well as monitoring prescriptions of competitors brands is an important
task of a pharma sales representative. This helps him to tackle the competition in the market as well as to retain and increase the prescription share of the
company’s products in the market.

d) Retailing- To visit the retailers i.e. .chemists’ shops and to provide them information about the company’s products that are promoted to the doctors is
one of the important activity that a pharma sales representative has to perform. He also informs the retailers about the various promotional offers that
are given by the company from time to time. To make the company’s brands available at the retail counter is the important responsibility that a pharma
sales representative has to fulfill. He acts as an important mediator between company, wholesaler, retailer and doctors.

Major responsibility of a pharma sales representative is to complete the product wise and rupee wise sales target allotted to him from time to time. Apart from

this, he has to provide the party wise stock and sales statements and updated product wise doctors’ list to the company and feedback of the doctors and

retailers about the company’s products.

CONCLUSION

Genesis of the Indian pharma company lies in the ancient literature such as Rig-Veda and people during those days people vested mainly on medicines of herbal
origin and allopathic medicine made its entry when Britishers came to rule India. Indian pharma industry slowly surged ahead after independence and latter on
then flourished with remarkable momentum. Advancement in technology and the growing market conditions has reinforced the growth of Indian pharma
market. Pharma sales representatives are the major pillars of this market and success of any pharma company depends on intensive leg work and strategy
implementation in toto by the pharma sales representative of that company. They are the main communicator and the important link between company,
doctors, pharma retailers and wholesalers. Indian pharma market is mainly dominated by Indian pharma companies and they have share of 77% and
multinational companies are having 23% market share. It’s important to note that Indian pharma market is constantly surging ahead and plays prominent role in
economical growth of India.
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