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< ABSTRACT ' Pharmaceutical industryin India is one of the important contributors to the economy of our country, the total industry
size forecast toreach US $160 billion by 2017, and US $280 billion by 2020.The Indian pharmaceuticals market increased

at a CAGR of 17.46 per cent during 2005-16 with the market increasing from US$ 6 billion in 2005 to US$ 36.7 billion in 2016 and is expected to
expand at a CAGR of 15.92 per cent to US$ 55 billion by 2020.0ne of the reasons for a high growth rate is attributed to more of customer
orientation of the promotional strategy of the pharmaceutical companies. A study was conducted in this regard in which the researcher has
tried to find out whether the change in customer orientation is occurring or not. The study was conducted in Nagpur city where 67 doctors
were randomly chosen for the survey. A total of 44 questions were asked and results tabulated to confirm the findings.

Result: It was observed that the transformation in pharmaceutical industry is taking place which was proved by applying various statistical

techniques like t-test, regression analysis and factor analysis.
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Introduction:

Pharmaceutical industry in India is undergoing lot of changes and it
is one of the most vibrant industries in terms of changing
government policies, introduction of new molecules, new R&D
activities, new and newer promotional strategies of pharmaceutical
companies. The study was conducted in Nagpur city to understand if
the changes are actually taking place at the customer level. The
samples chosen were random for the study.

Rational for selecting this topic:

Pharmaceutical sales happen in an indirect way in our country. The
sales representative or the Medical Representative actually makes
the sales. The sales communication, implementation of sales
promotion strategy, distribution of sales promotional inputs in terms
of free medicine samples or brand reminders, is in the hands of the
sales representative. The management here has no better option but
to trust the sales force on implementation of the strategy. The area of
concern for the management is how much or how far the strategy of
the corporate is being implemented in the field or in front of the
doctor while making sales presentation of the product. With the
increase in the number of companies in the already tough
competitive scenario, it becomes important to understand how the
industry is shifting from product centric marketing strategy to
customer oriented market. The shift is happening very fast and the
pressure on the companies to establish themselves in the market is
increasing.

Research Methodology:

The main criteria were to select those doctors who get regular visit
from the medical representatives of various companies. The data was
collected by sending questionair by a link created by Google forms.
Some doctors were visited personally and were asked to give their
feedback on the Google forms directly and others were sent link
directly by SMS or email. The study was conducted to find out if there
isatransformation happeningat the customer end, i.e. the doctor.
The Likert scale was used for all the questions. Choice was given from
1 to 5. Choice '1', indicates that choice being not acceptable and 5 as
most acceptable. All the data was analyzed using SPSS 16.0. The data
was tested for internal consistency, thatis, how closely related are set
of items as a group by Cronbach's alpha test. A single sample t-test
was conducted to understand if the hypothesized value has any
significance or not related to the findings from the survey. Regression
analysis was also carried out to estimate the relationships among

variables. It includes many techniques for modeling and analyzing
several variables, when the focus is on the relationship between a
dependent variable and one or more independent variables. Factor
analysis was carried out to describe variability among observed,
correlated variables in terms of a potentially lower number of
unobserved variables called factors.

OBJECTIVES
e To study the factors depicting the changed attitude of the
Pharma companies towards their customers.

« To study the initiatives taken by the corporate to make their role
moreresponsible rather than only administrative in nature

*  Tostudy the various factors affecting the intention of a doctor to
prescribeadrug.

e To understand the different successful strategies used by the
Pharma companies to retain their customers (Doctors)

¢ To study the preference of Local Pharma companies over
Multinational Pharma companies.

HYPOTHESIS

Hol - There is no transformation of business approach in
pharmaceutical industry from conservative company centered to
customer centered.

H1 - There is transformation of business approach in pharmaceutical
industry from conservative company centered to customer centered.

Ho2: There is no relationship between the changed positive attitude
of the companies towards their customers in Pharmaceutical sector
and the attributes of the company.

H2: There exists a positive relationship between the changed positive
attitude of the companies towards their customers in
Pharmaceutical sector and the attributes of the company

The Analysis:
1. The Cronbach's alpha test was conducted on the data for internal
consistency, thatis,how closelyrelated are set of items as a group.
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Case Processing Summary

N %
Cases Valid 57 85.07
Excluded 10 14.93
Total 67 100.00
Reliability Statistics
Cronbach's Alpha N of Items
97 44

The above values indicate that the value of Cronbach's Alpha is 0.97
which is very near to 1 and hence we can conclude that there is
complete consistency between various variables of a multiple item
scale.

2. The first question asked to doctors was

Do you agree that there is a transformation in Pharma industry with
respect to the changed positive attitude of the companies towards
their customers?

1 2 3 4 5

Not much Neutral Verymuch

The null hypothesis (HO) for the above question is that there is no
transformation in pharmaceutical industry. The alternative
hypothesis (H1) is that there is a change in Pharma industry with
respect to the changed positive attitude of the companies towards
their customers.

A single sample t-test was conducted on the responses for this
question and the hypothesized average value for the question is

takenas'l".

Following is the output for single sample t-test:

N |Std. Mean Deviation Std. Error

IMean
R1 67  [3.72 1.126 1138
One-Sample Test
[Test Value = 1
It df Sig. (2- Mean (95% Confidence Interval of

tailed) Differen Difference
ce
19.755 66 .000 2.716  [Lower [Upper
2.44 2.99

Here we can observe that the standard mean is 3.72 and the test value
is taken as 1. The difference is very much significant at 2.72. The
significance value at 95% is less than 0.05 hence we can say that there
is a significant difference between the hypothesized value and the
observed value.

This proves that the null hypothesis is invalid and the alternate
hypothesis is true. Hence we can say that there is a change in Pharma
industry with respect to the changed positive attitude of the
companies towards their customers.

3.Regression Analysis:

The first question is R1 which now we have concluded that there is a
change in Pharma industry with respect to the changed positive
attitude of the companies towards their customers. Now we can
correlate with question number R2 toR12.

1. Do you agree that there is a transformation in Pharma industry
with respect to the changed positive attitude of the companies
towards their customers?

1 2 3 4 5
Not much Neutral Very much
2. Are your and rec dations taken up by c
1 2 3 4 5
Never Neutral Always
3. Do you discuss a new melecule with MR during launch?
1 2 3 4 5
Less likely No change Maost Likely
4, Are you willing to write a new molecule discussed with MR
1 2 3 4 5
Less likely No change Maosi Likely
5. How important are the following atiributes of companies which influence your prescription:
Company’s image
1 2 3 4 5
Not much Neutral Very much
6. \fylsi Nationsl comparies
1 2 3 4 5
Not much Neutral Very much
7. National Companies
1 2 3 4 5
Not much Neutral Very much
8. Local Companies
1 z 3 4 5
Not mmuch Neutral Very much
9. Innovative drug delivery system
1 2 3 4 5
Not much Neutral Very much
10.  Packaging and quantity
1 2 3 4 5
Not much Neutral Very much
11. Size of tablet and taste of products
1 2 3 4 5
Not much Neutral Very much

12. Do you think communication of field staff with refailer / chemist play an important role in successful promotion of brands?

1 2 3 4 5
Not much Newtral Very much
Model Summary
Mode] Summary
5td. Error of the
Medel R R Squars Adjusted B Square Estimate
1 kit am T3 i iv]
3. Predictors: (Constant), R1Z, B3, B2, B4, RE, R11, S, B7, B3, B5, R10
b. Dependent Variable: R1
ANOVA
Mndel Sum of Squares  |df Mezn Square  |F Sig.
1 Begreszion  [65.043 1 5514 17.279 0=
Beesidnal 18.481 4 2
Total 63.330 5
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Model Summary
5td. Error of the
Model . R Square Adjusted R, Square Estimate
1 B8 78 734 585
= Pradictors: (Constant), R1Z, 8, B2, Fa, FE, R1L, B3, 7, B3, 5, R10

a. Predictors: (Constant), R12, R8, R2, R4, R6, R11, R9, R7, R3, R5, R10
b.Dependent Variable: R1

The value of R2is 0.779, indicating that 77.9 percent of the variations
in the changes in pharmaceutical industry are explained by all the
variables.

The value of R2 is significant as indicated by p value (.000) as
indicated by F statistics as givenin ANOVA table.

Uzmstandardized Standardized
CoetBciemis CoetBciemts
Madel b Std. Emer | Betn E Stg.
1 (Constast) 196 332 Za0 |.45E
R2 356 e 383 2128 |200
R3 _Z30 103 54 321|024
Rd _0id an 013 _145 | &85
R3 a2 -111 ey &3L |41
RA 052 -104 033 204 |7e3
RT -.07a 124 -7 -632 | 530
R& -.041 105 -035 -352 | &7
ES8 165 107 -1am 13543 [.128
R10 103 12z 2103 48 |40
Rii 150 152 162 1266 | 204
Riz 016 101 016 162 | &72

a. Dependent Vasiable: B1

The above estimated regression equation indicates that the changes
in Pharma industry is positively related to all other variables except
variable R7 and R8. These two variables are negatively related and
also not significant to the changes taking place in pharmaceutical
industry. The results indicate that the change in Pharma industry is
significantlyinfluenced by all the factors from R2 toR12.

- The scatter plot also indicates a positive correlation among all
S variables.
momm e Factor Analysis

[

KMO and Bartlett's Test
[Kaiser-Meyer-Qlkin Measure of Sampling Adequacy. o
&
Bartlett's Test of Sphericity Approx. Chi-Square 528,400
daf b6
Sig. 000

In order to establish the strength of the factor analysis solution it is
essential to establish the reliability and validity of the obtained
reduction. This is done with the KMO and Bartlett's test of sphericity.
It may be noted that the value of KMO statistics is greater than 0.5,
indicating that factor analysis could be used for the given set of data.
Further Bartlett's test of sphericity, testing for significance of the
correlation matrix of the variables indicates that the correlation
coefficient matrix is significant as indicated by the p value
corresponding to the chi square statistics. It may be noted that the
sample size is 67 is more than 5 time the number of variables (five).
Allthese justify the use of factor analysis for this hypothesis.

Communalities

Initial Exdraction

RS 1.000 B35
R6 1.000 807
R7 1.000 6749
R8 1.000 544
Ra 1.000 609
R10 1.000 B77
R11 1.000 662
R1 1.000 814
R2 1.000 A77
R3 1.000 780
R4 1.000 488
R12 1.000 BO6

Extraction Method: Principal Component Analysis.

Total Variance Explained

82T sm s 6627 55227 58207 4158 652 852
rm 10592 65819 1 10502 65819 kRl 167 BSR19
350 913 ERR]
& B845 80877
528 4400 wart
ns 3455 88431
dIE] o 91542
m 168 a3808
Fel) ms LA
10 3 1688 a7 603
" 154 1285 a8 894
12 133 1.108 100,000
Extriction Methad: Prie pal Comnporsent Analysis.

In order to interpret the above table we have to identify those factors
whose Eigen values are more than 1. In the above table we can
observe two components with Eigen values more than 1. This
indicates that there are two components or hidden factors in the
responses recorded which can be interpreted by observing the
“Component Matrix” given below.

“ e

© =

Rotated component matrix shows factor loading score of all the
variables. The score more than 0.5 can be considered for new
component but taking 0.7 as base we get R1, R2 and R3 and in
component2we get R5,R6,R7 and R8.

Compaonent Transformation Matrix

o 1 2

1 734 679

2 - 679 734

Extraction Method: Principal Component Analysis.
Rotation Method: Varimax with Kaiser Mormalization.
Component Score Coefficient Matrix

Component
1 2

RS -.069 240

1] -.234 406

R7 -.082 258

] -138 283

R3 006 164

R10 Az 051

R11 148 .018

R1 261 -.095

R2 243 -108

R3 374 -.251

R4 206 -075

R12 12 as51

Extraction Method: Principal Component Analysis.
Rotation Method: Varimax with Kaiser Normalization.
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Component Score Covariance Matrix

Co 1 2
1 1.000 000
2 000 1,000

Extraction Method: Principal Component Analysis.
Rotation Method; Varimay with Kaiser Normalization,

In the component covariance matrix we see that there is a significant
difference between the two new components.

We can interpret from component 1 that “The doctors are giving
suggestions to companies, where in they are taking up the
suggestions and that doctors like to discuss the new molecules being
introduced by the companies.”

We can interpret from component 2 that “Doctors are interested in
company's image that is brand value of the company and if the
company is MNC, National or Local Company.’

Hence we can conclude that
Transformation is happening in the way pharmaceutical companies
market their products happening at customer end.

'The doctors are considering the brand value of the company before
prescribing the brand of the molecule Doctors are actively discussing
their requirement with the company representatives vis a vis drugs
and the companies are responding to the need of the doctor.
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