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NOTE: Attempt any FIVE questions. All quesriois carry equal marks.

Q. NO. 1: ( a) Def i l l c Product i 01l  nl anagcnl cnt  and enl i st  Oり
eCt i Vcs Of l i l at cr i ai  nl anagcl l l ent . ( 06)

( b) Def i ne l l l ven101・ y c01l t rol  ancl  Di sct i ss di f l じ
1・cl l t  tOol s Of  l nvcl l t 01・ y cont rOl 。 ( 14)

Qo NO。 2: ( a) Dcscri bc bFt n・ i ers whi ch resi st  an e■ bct市 e cOi l l i nuni cat i On ( l o)

( b) Di scuss t hc key conl pOncni s Of an ct t ct i ve cOnl nl uni ct t i On.  ( l o)

QoNO. 3: ( a) Det t nc Pron10t i On Mi 、 and di scuss Advert i si ng i n det ai l .  ( 15)
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“
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Q, NO. 5: ( a) Di scuss t he si sni l i cど t ncc Of  st t l 劇 11〕 g and t rai 五 i ng i 11。 rsani zi n3.  ( 10)

( b) Di scuss t ypeζ  and Oし i ect i ves of G011l nl ul l i t y Phal ・nl acy ( l o)

Qo NO. 6: ( a) wrhe a l 10t e On di t t b「 cnt  cO11l Ponent s Of cOst  c(】 l t rOI . ( |( ) )

( b) Di sct i ss di f l し rcl l t  st ages Of I〕 ro( l uct  Li た cyci c. ( 10)

QoNO. 7: ( a) E、 pl ai n di f l ヒ rent「01cs Of a Maragcr?.  ( o8)

( 1) ) Dcni l し , 1) r i ce and di sct l ss臓
l c10FS afた Ct i ng pri ce set t i ng O「 a prOdt l ct . ( 12)
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e. NO. I: (:r) l)clLpe clistribrrtion chlnnel and cliscuss clif.fcrerrt types ola clistribtitiou chantrels

rvitlr tlrcir significlnce''' 115)

(b) wlurt is the inrportilnce ol' Price in Economic system. (05)

e. NO. 2: Dcfitrc l)t.odLlcti()u t.lrLrni.rgcutcut al'lcl its eleureuts. Discr-lss in cletail ilrpltt nrattitgerlellt

and its contLol. (2(l)

e. N0.3: (a) -,1)clilc i\tlvcrrisirri; iurcl cliscusri rlil'lclcrrt tyPcs ol';\r'lvct'tirit:ttttttt:i' 115)

(b) Discuss selectiorr criteria lor art advertising media. ()5)

e. N0.4: (a) lixptain orgilnizational conclitions that lrinder ancl pronlote creativity' (10)

(b) List tlrc categorics that distirrgurish creative person tiour nou-creative petsons' (10)

)etailing or Sellilg Process and Discuss Selling Pt'ocess in detail' (20)

Q. N0. 6: (t) Disctrss tirttctiorts oI Marragement' (8)

(b) DelLne Price and Discnss Price tbrnlLrlation strtrtegies. (12\

e. N(). 7: Detine [[re impoltance o['coritrolling ancl cliscLrss in detail three key steps oI

Controllitrg. (20)
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Q. NO.t:(a) write a note ou basic tlnctiorts o['ntarketirrg (8)

(5) Deti.e ProdLrct ancl cliscttss Nerv l'rodurct [)evelopntetlt Process' (12)

Q.NO. 2: (a) what is the ctift-erence between creativity and Innovation? Explain the Personality

(tr) Lixplairr h<lw tbr-rr cognitive creativity skilts are promoted by creativity teclrniques' (10)

Q. N0. 3: (a) Defirre Pronrotiott arrcl its objectives? DiscLrss how you '"vrtr'tld design a Promotion

Mix. (12)

(b) Write a note on Regulation of Promotion for Pharmaceutical Prctdtrct' (08)

Q. NO.4: (a)Defrne Price arlcl discuss thctors aftbcting price settingol'a product' (12)

(b) Discuss ditferent types of price strategies' (8)

Q. NO. 5: DiscLrss cost clorrt[ol ancl operatiorral Marragcnrulll, as elettreuts oI prodtrction

ntilnirgetnetrt. (20)

ハ，

Q. NO. 6: Defipe protivatiOn aucl discuss i1cletail two motivatiop t|eories'

Q. NO. 7: (a) \Vr.ite a note on clif'felent cotnpotretrts ol'cost contL'ol' (12)

(b) Discuss Package as a prorl"rotional tool' (8)

( 20)
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Subject: Pharmaceutical Management & Marketing

PAPER: 5。

NOTE: Attempt any FIW qaestions. All questions carry equal marks,

Q' l' Define production management, its ob.iectives and discuss material managenrent in detail. (20)

Q'2' What do you understand by the term Market. Explain integration of difl'erent markets.

Q'3' a)' Define creativity and innovation. Discuss the different aspects of creativity to enhance
the organization output.

b)' Discuss the differences between major aspects of creativity enhancers and creativity killers.

Q.4. Define personal selting. Explain briefly the sales process.

Q'5' Explain itnporlance of lay out design with special reference to phannacy. Explain different types
of pharnracy layour designs.

Q'6^ a)' How McGregor (1957) Theory X and Theory Y helps in motivating the employees in an
organization.

b)' Discuss the difference between Herzberg Two-Factor Motivation-Hygiene Theory and
Goal setting theory.

( 20)

( 12)

( 08)

( 20)

( 20)

( 10)

( 10) .

Q'7' what is the principle of Pharmaceutical ethics. Discuss ethics of sales ancl promotion of drugs in thepharmaceuticalmarket. 
(20)

Q
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TIME ALLOWED: 3 hrs.
MAX. MARKS: 100

NorE: Attempt ony FIVE questions. All quesrions carry equol marks.

Q' l' Define marketing and explain marketing system. Discuss 4Ps and 4Cs concepts in marketing. (20)

\;
Q'2. Enlist elements of Production rnanagement and discuss operational managenrent in detail.

Q'3' a)' Define creativity and innovation. Discuss the personalitytraits and characteristics of creative
people

b)'Discuss the organizational design of creativity and write the elements to foster the creativity
skills of their employees.

Q.4' What is sales management. What activities are involved in managing a sales fbrce.

Q'5' Discuss strategic importance of pharntacy lay out design. Explain different layout considerations.

Q'6' a)'Define motivation' Discuss why people are comparatively lazy in public organizations and
which elements contribute towards motivation.

b)' List the all theories of motivation and discuss only the motivation theory of Maslow,s
Hierarchy of Needs.

Q'7' Define Phatmaceutical ethics. Discuss ethical relationship between pharmacist - doctor and
pharnracist - pafient.

(20)

( l0).

(10)

L

(20)

(20)

(10)

(t0).

(20)
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メ

Attemnt this Paper on this Ouestion Sheet onlv.

Please encircle the correct statement Each MCO carries I Mark., This Paper will be collected back

after expirv of time limit mentioned above.

Q.l. Select the best possible answer from the following MCQs

l. Pricing of pharmaceutical product is regulated by

2.

a) Ministry of health

b) Ministry of finance

c) Ministry of regulatory affairs

d) All of the above

Purpose ofadvertisen:ent is to -----------

a) Infornr

b) Percuade

c) Renrind

d) All ofabove

is rron paid fornr olpronrotion.

a) Publicity

b) Advenisemerrt

c) Personal selling

d) Both a and

The managenrent act;vities ofretail outlet includes :

a) Purchasing

b) Inventory control

c) Supervising technicians

d) All ofabove

Unearned incorne is recorded as

a) Liability

b) Inconre

c) Assets

d) Revenue

Set ofindividual products closely related and inrended for similar use is
a) Product Iine

b) Product mix

c) Product assortntent

d) lndividual products

Life cycle of product consist of

a) Introducliotl,gtorvlh,llrlltrrity,duclinc

b) Crowtlr , nraturity , balattce , declittc

c) Maturity , growth , hyper marketing , decline

d) Introduction , maturity , decline , growth

6.

Introduction olploduct at higher'price in the market represerrts :

a) Malket Penetration strategy

b) Market skintming strategY

c) Market evaluation strategY

d) Market influencing strategy

Page I of3
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9. Monitor and measurcment in management decision making process refers to :

a) Organizing

b) Controlling

c) Planning

d) Docuntenring

10. A person who actualty develops new idea productorservice is

a) Creator

b) Inventor

c) Ciharnpion

d) Sponsor

1l 
l. When a comPany strives to appeal to multiple well defined market segmenls with a srrateBy taitored to eaclr

' segnrenr, it is applyiug

a. Und ifferentiated marketi ng

b. Di flerentiated nrarketi ng

c. Corrcentrated nrarketing

d. The majority fallacy

12. In terms of goods and services, the function of marketing is to ------------------ denrand

a. Plan

b. Create

c. Price

d. Promote

一

13. Branding is concerned with 
__ component offour-p..

a. promotiorr

b. place

, c. price

d. product

I4. A products position is locared in the rninds ol

a. Advertiser

b. Salesman

c. Consunrer

d. All of these

Page 2 of 3
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15. Narrowly focuscd markets that are defined by some special interest are terned as

a.'farget markets

b. Mass markets

c. Nichc nrarkets

d. Undifferentiated markets.

16. The fundamental service benefil for which a customer is buying a product is _--.

a. Cole benefit

b. Basic benefit

c. Intrinsic benefit

d. ljltimate benefit

17. The product that exceeds customers' expectations due to value addition iS ----.

a. Basic product

b. Core product

c. Expected product

d. Augmented product

18. tangible goods that can be used D'rany tinres are

a. Non-durable

b. Durable

l c. Services

d. Basic gootls

19. What usually directs a consumer behaviour towards attaining his / her necds is a

a. Stinruli

b. Motive

c. Nced

d. Desire

20. Ancrther word for complete segnrentation is:

a. Macrontalketing-

b. Micronrarketirrg.

c. Niche marketing.

d. Mass nrarketing

Page 3 of3
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TIME ALLOWED: 2 Hrs・ &30 mi n.
MAXo MARKS: 80

Attempt this Paper on Sepatate Answer Sheetptovided

Q.2. Discuss importance o[ pha6racl. lay out design. Explain different types of layout desi*en'

e.3. What are important factors of nrotivation and discuss in detail the motivation theories.

Q.4. a). Discuss the significance of staffing and training in organizing'

b). what remedial action are lleeded by a nranager during controlling'

Q.5. a). What are different barrier in el'lective communication.

, b). Discuss various essential and non essential of conrmunication Dos.

I

e.d. DeRn. the impoftance of controlling and discuss in detail three key steps of controlling.

Q.7. a). Discuss the basic needs of material management.

b). Briefly explain elements and functional areas of material management.

( 20)

( 20)

( 10)

( 10)

( 10)

( 10)

( 20)

( 08)

( 12)



UNIVERSI TY OF THE PUNJ AB
Fi nal  Pro■ 2nd

Sut t eCt : Pharmaceut t cal  Management&Markedng
塾PER35 _( Fart― I D

0°
° ° ° ° ° ° ° ° 000000000000000。

0                                       0

l l 191∬ 91∵ : ∵ : ∵ : ∵: ∵ : ∵ : 1. f

― . TIME82 Hrse30 Mhe
MAXo MARKS: 80

Annual … 2018

Q2_Def 1119 t he i l l l pol t ance Of  c01l t l ‐ ol l i ng al l d al so di scuss i n dct ai l

一　

ｔｈｒ

　

一

key st cps of cont i ol l i ng

↓
　
ｂ

ＱDiscuss the basic rreeds of material nranagernent.

, Brielly explain elenrents and firnctional areas of nraterial nranagenrerrl

Q.4. a) {hat are various types of nranagers and give the characteristics of ideal leaders

b). Dift'ererrtiate betu,een natural and professional nranagers.

Q.5. \Vhat are irnportant factors of nrotivation and discuss in <jetail the nrotivation theories

Q.6. a) Define Pharnraceutical ethics and irs significance.

b). Discuss the folJorving in context of pharmaceutical ethics:

i). Ethics of relations lrenl,een pharmacist and patient.

ii). Etlrics o[relatiorrs between phal:ntacist arrrj dr:ctors.

Q.7. Discuss the basic need of ntater-ial nranagement? Write briefly principles of material n'raDagenrent. (20)

( 20)

( 08)

( 12)

( 10)

( 10)

( 20)

( 04)

( 8+8)
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b. 1.   Enci rcl e t he ri ght  answer Cut t i ng and OVerwri t i ng i s■
Ot  a1l owed.

l. Adding another job will increased workers r-esponsibility is kno*, us

a) Job clesign

b) Job enr:ichnrent

c) Job station

d) Allof above

2 The sale level at maturity phase often :

a. Increase

b. Decrease

c. Botlr

d. None

Following are characterjstic ofclan control except :

a) Intrinsic

b) Top down control

c) Mutual influence

d) Flexible

are prinrary needs

a) Security

b) Physiological

c) Selfesteem

d) All of above

The other name of product mix is

a) Product assortment

b) Product combination

c) Productadvertisement

d) Product evaluation process

the process of determining what a firm will receive in exchange of its product is called

●′ ´

～

7

a) marketing

b) pricing

c) production

d) promotion

pricing ofphanrraceutical is regulated by

a) ministry of health

b) ministry of finance

c) minisb-y oI regulatory affairs

d) all ofabove

primary reward system consist of
a) pay

b) pronrotion

c) benefiLs

d) all o{'above

A person rvho actually develop rrerv idea produc( ser-vice is

a) Cleator

b) Inventor

c) Chanrpion

_d) 
SRonsor'

MAX. TIME: 30 Min.".
MAX. MARKS: 20 

" of SuPdt.:

( l x20=2o
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10. Planning , coordination and leading are ntore prorninent in
a) Management

b) Adnrinistration

c) Organization

d) Pharruaceuticalfirnr

I I. Micromarketing inclucle.s:

a. Segment marketing and niche marketing.

b. Mass rnarketing and denrographic marketing.

c. Local marketing and individual marketing.

d. I ncli vjd ual nrarketing ancl sel f -ntarketir.rg

12' The talget market selection in which there is no or little syner€y anlong the various segments but each state
to be a money maker is

a. Selective special ization

b. Product specialization

c. Market specialization

d. Full market coverage

I 3. When focus is on making a single product and selling it to several different market ,.gn.,"rtr,-ii i; - -

a. Selective specialization

b. Product special ization

, c. Market specialization

d. Full nrarket coverage

14. The product ntix may be divided:

a. Into a number of product items.

b. Inlo a nutnber ofproduct lines.

c. Itrto a number of product variants.

d' lnto a number or specialty products as courpared with the nunrber of convenience proclucts ,

Page 2 of3
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a. Convenience

b. Clarity

c. Consistency

d. Line

16. Positioning is what a manufacturer does to the

a. product

b. media

c. quality

d. mind ofprospect

17. 'Environmentally ffenJly; trus is an exarnpj,e of positioning as per

a. attribute

b. price

c. qualiry

d. target marget

I8' Goods that custonlerc usually purchase fieque,fly with n:inimunr efforts are

a. convenience

b. shopping

c. speciality

d. Unsought

I9. Labeling, packaging are associated with:

a. Price mix

b. Product rnix

c. Place mix

d. Promotion mix

20. Who sells to the customers?

a Semi wholesalers

b Wholesalers

c Retai.ler

d Distributor

_*t

goods.

Page 3 of 3
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\Signature of Supdt

Q.1. Encircle the correct option.

V

i V

Market i ng i s a process of  cOnvert i ng t he pot ent i ai  custOmers i nt o
a) Actual customers
c) Marketers

b) Prospective customers
d) None ofthese

( 20xl =20)
i. Prospelting and communicating are characteristics of;a) Personnel b) Sales person

c) Personal selling d) Sales Manager
ii. The third step in personal selling process after completion of pre-approach step is to:a) Approach b) XanOting oUjection' 

' ---
c) Prospecting and qualifoing di presentition and demonstration

V:

V‖

Vl l :

: X

Which of the following is not included in the function of physical supply?a) Standardization b) Storagec) Transport di packiging

_i_____=____ simply refers to product planning.a] Merchandising b) Assemblingc) R&D di None ofthese
Market where there is no physical delivery of goods;a) Future market Ul Spot marketc) Perfect market di None of these
DRAP means

3l Drug regutatory authority of pakistan
01 urug regulatory agency of pakistan

9i Drug record authority of pakistan
d) Drug Record agency ofpakistan

Branding is a function of
a) Research
c) Physical supply

b) Exchange
d) Facilitating

al eei : 謝
] i t i l r f Oref Fect i veSegmel 「

, On帰

: : ‖ El i t y
Servi ng a sma‖ rnarket  nOt  served by cOmpet 10rs i s known as
^ヽ     1___1   .a) Local marketing b) Niche marketingc) Segment marketing d)   ! nd市 i duai  markこ I ng

Xo,,r"::lfl_lp.driy"n by tearning, perception and attitude are known as:a) Emotional Motives b) Patronage motives
d) Rational Motives

c) Psychological motives

P. T. o.



X‖ l ・

Xl l

X: V

XV

Anything that has the ability to satisfy a consumer need is known as

"j 
' P;rice b) Package

;i Product d) Promotion

Products seen as having extension potential intoother markets

a) Local Products b) Multinational Products

;i r.ili.rt,"."iproducts d) Global Products

Brands owned and developed by producers are known as:

r)''- l#;;;.tr,"iut"no-t b) lndividualbrands

;j Farity or"nos d) Dealer

brands indicate only the product gqtegory'.

3m認 :

XVi   l i ndl l l i l i J i l l i 印抱: ust omersani l el r‖ i [ 1汎1: ` ] t y

xx. Departmental store is an example of 
r

a) Second na"o go;os;l6i b) Large scale retailer

;i rr,trrtipr" shop "- 
- d) None of these

ａ
　
ｃ

Dealer

Generic

XVl l influence Product line decisions'

a) Customer Preference.
b) Change in demand

"j 
ProductsPecialisation

d)  A‖ of  t heSe

xviii. Setting price on the basis of the demand for the. oroduct is known as

^\ r'"rct Raecd 
",,[il"' 

"- -- "- -b) 
Demand Based'Pricing

a) -Cost 
Based Pricing

;i ComPetition Based Pricing ei Value Based Pricing

xix.Whichofthefollowingaretheelementsofproductpositioning.
a)    The ProduCt
C)   The COnsumer

b)   The C9mpany
d)  A‖ of  t heSe
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Note: Attemp t any FOllRquestions' Each question carries equal marks'

Q.2. a) What is pharmaceutical market? Differentiate between pharmaceutical (10)

market and consumer goods market'

b)

Q3. a)

b)

Q. 4.

What are the various sources of marketing communications?

Write in detail about the objectives and methods of sales promotion'

Write the quality requirements for a sales men'

What are basic component of motivation and discuss the ERG theory

motivation.

Q.5.Definetheimportanceofcontrollinganddiscussindetailthreekeysteps(20)

of controlling.

Q.6. Define production management and material management in detail'

Q.T.Defineaproductstrategyanddiscussindetailproductlaunchstrategy.

( 1動

( 10)

( 10)

。f   ( 20)
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Ti me: 3 Hrs Marks: 100

Not e: At t empt  any FryE quest i ons. Each quest i on carri es equal  marks.

Q. l . Et t i st  eLt l l ent soFProduct i on managrment  and di sc● ss Opmi OnJ  management i n det al l .

Q. 2. Dei ne market i ngmd expl ai n market i ng syst em、 Di scuSs 4Ps and 4Cs concept s i n markedng.

Q. 3. o. DeFI ne cmt i vi t y and i movat i on. Di scl l ss“ di f Fmt  aspec“ ofmat i vi t y t o enhance
t he Or3ani zat i ol l  out put

りDお●畷 山c orFni 2霊 l onal  dedgn of cmt i vi t y and‖ 悔 t he el cme■ もt o f ost er t he crat i vi t y
skl ヽ oFt het F empl ● yees.

Q. 4. ・DeFl ■ e pers● ●al  scl l i ● 3・ Expl ah bri eny l 澪 sal es「ocess,

Q5｀
趙 : 棚謡 翼

霞燃 u Wi t h specu“ f eren∝ ゎぃ . 恥い協df Ferent  wes

Q̀ . → . HOW MCOre80r( 1957) hory X andhoryYhel ps Ll 口ot n血81he empl oy6 1■ oo
oOm12at t on.

b) . Di sal ss t he di rerence be― nH観燒電 Tw● ‐Fedor Mot i vat i on・ Hygi ene Theory l nd
Ocal  ct t i ngt heory`

Qフ . Wl l atお t he prl nci pl e oFPhannaceudcal  et hた s. Dおcuss et hi cs oFsal es and promt t n of drugs l n t he
phamaceut i cal  market .
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ATTEMPT TH|S pApER ON THIS QUFSTIO.N SHEET ONLY. '.
Division of marks is siven in front of each question.

This Paper will be collected back after expirv of time limit mentioned above.

Q.1. Encircle the correct option. (2Ax1=201
l. Whlch of thc followbg b NOT en olcncnt ottho mrrtethg nlx?

a) Distibrrion
b) Product
c) Tugetnrarkct
d) Pricing

2. Thctcm mrr*dingrcfcn to:
a) Narproduet conceps and improvcmantr
b) Advertising and p,romotion astivitics
c) A philosophy that stcsscs cuEiom.r vdu. and catirfacdon
d) Planning salcs campaigru

3. The strgc io the product llfc cyclc thrt focurer on crpmdhg merke{ rd crcrtlng
product rwrrcno$ rnd Hd is thc:
a) Declirc stagc.
b) Intoductionstago.
c) Groutth ctegc.' d) tvlauuigsogc.

4. Mrrltethg chrnncl thai lnvolva no lntsructlt rtcr to nrds lhelr producb rveihbh
toIlnd buyer lr clrrrlfrcd m
a) Direc.t oheursl
b) kdir€ctchrnnel
c) St*ic channel
d) Flexiblcclunnel

5. Itc Economlc Order Qnrnfrty (EOQ) repnronff thc ordor qurndty for wblchr
a) Inventory carrying cost pcr uit is lowcst
b) Ordcr poccssing cost pet unit ir lowpst
c) Total inyentory and ordcr eort p€r unit is lowest
d) Noncofttrsc

5. The funcdon of mrrlroti4g nrtcr ttrc produc{r rvrlhbh ln
difiercnt geognphlc regionr.
a) Pmduction.
b) Sclling.
c) Distribution.
d) Promotion

price rcfen to the [ig[ lntthl prlcc e,hrryrd wher r ucm, product lr
introduccd ln thc mertctr
a) Premiurn.
b) Penetation
c) Skimning.
d) None of these

b theonlprucntrfunh r convonrdonwitt onc ormorc
pmpecthrc buycn for tLc pt4nre of urHng nlcr.
a) Advcrtising.
b) Branding.
c) Pcnoml $llinC.
O Nomc ofthese.

9. Itc cnodond raalchment of e curtomcr tomrdr I brud lr knonn u
a) Brand loyalty.
b) Brudauaueness.
c) Brdequity.
d) Bnodassociaion

10. Mrdow'r necd hienrchy thcory dcrb wlrh _ Ieveh
a) Two levels.
b) Thsclwels.
c) five lerrcls.
d) fourlevels.

1.
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11. Itha I fra prrcdcc 

- 

concep( ell ih rcilvitho rrc dlrtcttd to ntlr$
the consumen

a) Selling
b) Prodtrction
c) Ma*eting.
O Sociael.

lL is tLc nort munon mcthod ured for pricilg;
a) cost plEgricing.
b) fugetPdcing.
c) Bruk crtren- pricing.
d) Marginalcost.

13. Wtich onc of thc followirg ir not r rrlcr pnnofion tool:
a) Advertis€meor
b) Discou*"
c) Dcalcrcontest
d) Consumcrcontcsl

1{. IYbcn brctod by brylng powcr, wrltc becono 

--'

a) Socialneeds.
b) fxcbmges"
c) Dmands.
d) Physicalnsods.

13, Modcrn mrrtcdng hcSlu ud qdr wtti &o 

--

a) Salcs.
b) Ploducts.
c) Cttstomcrs.
d) Pticc.

15. Which of &e follorlng h not rn clcnont of prumodon nL?
a) Brandfuu.
b) Advccisennar
c) Salos pnomotior"
d) Personalcclling.

l?. 

- 

ir r prid Iorm of comuunhrtion by rn tdordfcd tpormr'
a) ko&nt
b) Scrvice,

c) Advertiscmat.
d) Nonpofthoso.

18. Prhtng of }hrrurceutlceb i, tlguhtod by

c) Ministry ofFiuancc

0 Ministry of Ragulatsry aeirs
g) Ministryofhealth
h) rDA

19. 

- 

k thc inpoltrut tntcrpcnonrl rolo of umrgon
a) Leaderrole
b) Liaisonrole
c) Figruelrcad role
d) Alloftheabove

}tl. ir rbout doctdlng ln rdvrncsrhrt rLould bc dons
a) Orsanisiog
b) Directing
c) Pluning
d) Contolling
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Subject:
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Pharmacy Practico'Vlll (Pharmac€utical.Management & Marketing)

Note: Attemp t any FOURquestions' Each question carries equal marks'

Q-2 Discuss Structtrdng of an organization andjts rclatiomhip with other (20)

organizetional trnctions in dstail supportcdby flow diagrams'

Dissuss in detail, the various eleme'lrts involved inthe process of

Human Resource lvlanagenenL

Write a detailed note on differenc'e betrreenPharmaceutical aod

Consumer Marketing

Define production manageraot sndDisouss Matedal lvlanagement in (20)

detail.

What are the major external stake hold€rs of a pharmaceutical (10)

organization? 
inrerner nffected the oharmaceutical 

(10)

Biefly describe, how the intemet affectod the pharr

business?

Q3

Q4

qs

Q-6

Q7

(20)

(20)

a)

b)

Write a no& onthe followings'

a) Selection ofMarteting Channcls

b) TYpes of Advertisements

(10)

(10)
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