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INTRODUCTION

The majority of the research and development for new pharmaceuticals
that goes into drug advertisements is information-compelled. The ambitious and
mechanical changes in the drug manufacturing sector, which vary from creative
R&D alliances and shopping plans to effective new drug discoveries, are causing
many drug parties to adjust their murderous methods. Patent regulations play a
major role in illuminating the dispassionate tests and drug findings. Indian
pharmaceutical parties are required by the new WTO regulations to switch from
the general technique of patent establishment to brand patent management
starting in 2005.

Therapeutic Categories In Pakistan And Their Share

Phr_sirsi @hotmal com Mubammad Al

Figure 1. Therapeutic Categories in Pakistan and Their Share
When pharmaceuticals are converted into medication components or
other consumable forms that are safe for patients to consume, they become
weapons of mass medical destruction. In their most basic synthetic form,
pharmaceuticals are referred to as bulk medications, whereas formulations are
the finished product of drugs or other edible forms. Typically, doctors that
specialize in treating particular disorders develop what are referred to as ethical
drugs. However, some goods—such as painkillers and health tonics —may be
bought straight from pharmacists by their clients. These are known as over-the-
counter (OTC) drugs.
Based on the organization of the presidency, formulations fall into the
following categories:
Orally: via the aperture, tablets, syrups, capsules, powders, and so forth.
1. Topical: used as liquids, sprays, lotions, and ointments on the skin.
2. Parenterals: ineffectual reactions administered intravenously or
intramuscularly
3. Extra items: fabrics, fertilizer for surgery, prescription drugs for eyes, etc.
Bulk medications are processed by the chemical interactions of natural or
artificial intermediaries in specific environments. Using a parcel mixing
technique, formulations were made by combining the drug's component or other
consumables (life materials) with the accompanying pleasant connotations to
produce a delicious expression (Kshirsagar, 2003).{1} The production of modern
medications began in the 1800s. Synthetic connections gave rise to Pfizer
and Merck in America and Sandoz, Roche, and Ciba-Geigy in Europe. Many of

2088



International Journal of Integrative Sciences (1JIS)
Vol.2, No.12, 2023: 2087-2104

the attendees moved from natural remedies to well-known performers over time.
In the 1940s and 1950s, research and development in the pharmaceutical
manufacturing sector became firmly entrenched. Pfizer recorded the events that
followed when it reinforced the original correlation to favorably mass-produce
medication, which was a crucial belief in When medicine was developed in the
1940s, the dominated society (Rodengen, 2000){2}.

In the 1960s, manufacturing advanced and built upon new discoveries.
Delivery of healthcare decreases as economies expand. Research and
development (R&D){3}, drug approval, and marketing all lacked rigorous
regulations. However, a new law translating pharmaceutical manufacture
broadly was already in place in the USA. According to Rodengen (2000), it was
taking an average of 14 years or longer by the 1970s to find and develop new
treatments in order to meet the FDA's increased standards. Consequently,
enrolling a growing proportion of adults over 17 —the duration is short, so it
ranks below patents. Consequently, pharmaceutical companies found it much
harder to recover their investment and fund future research. By the year 2000,
instantaneous has been noted. for drugs to proliferate through creating distinct
"societies" when a buyer is being persuaded to buy something. Known as
"Growth Codes," they represent a new brand-shopping tactic (Buchholz and
Wordemann, 2000){4}. The writers grouped the "Growth Codes" according to the
five entries in the consumer's mind: benefits and promises, standards and values,
ideas and programs, correspondence and self-expression, excitement and love.
According to the writers, your brand will be able to grow more successfully when
"flight law" advances —for example, by "moving" into a variety of unexpected or
"insane container" locales. duplicated in shops, farms, help centers, or other
establishments.

Pharmaceutical groups are currently up against several formidable
challenges that put their will to demand growth and uphold wage scales to the
test. One of these challenges is competing with generics, whose patents have
expired and which are frequently 60% to 70% less effective than the "tainted"
adaptation. The shutdown of the pipeline for research and development is
another, which has slowed the rate at which new chemicals are found. Businesses
in the pharmaceutical sector must also operate in a challenging industrial
environment. For prescription-only medications, the relationship between the
patient and the pharmaceutical business is highly regulated and open to
government intervention. Governments and private insurance companies
determine consumer prices. Furthermore, pharmaceutical companies are
severely constrained in their ability to communicate with consumers directly. In
In In response to these challenges, the pharmaceutical industry has undergone
and is currently undergoing a phase of consolidation and rationalization in order
to minimize costs and sustain R&D rates per firm. Cleland et al. (2004){5}

Targeting mainly physicians, pharmaceutical shopping has been studied
since it may skew a doctor's prescription, raising costs or harming patients
(Calfee 2002){6}. However, he also postulated that smart pharmacy shopping
may improve the profitability of services by attracting additional financing for
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research and development (R&D) and by guiding R&D to manage consumer
choices more sensibly.

LITERATURE REVIEW
Pharmaceutical Marketing

Purchasing pharmaceuticals is a complicated process. It encompasses a
wide range of activities at different levels and covers the whole area where the
produce is processed and fit for consumption. It concludes when the fruit is
traded for a fee (Chaganti, 2005){7}. It begins with the requirement for a new
medication.

The distinct context in which pharmaceutical marketing takes place has a
significant impact on the practice and its outcomes. It all begins with the
awareness that a new medication or approach to treating a certain illness is
required. A marketer can determine whether physician input is necessary. This
needs to be turned into a marketable product. The promotion of the product came
next. Medical professionals become more aware as a result of active promotion.
The merchandise is dispersed via channels of wholesale and retail sales and is
provided to customers—in this example, the patients—for retail sale. When a
patient requests a product at a retail establishment, the marketing process is
finished.

Physicians Role

The dominance of physicians in the pharmaceutical industry is its most
unique feature. In addition to serving as a gatekeeper, the doctor offers reliable
counsel for the use of medication therapy in the management of disease and other
medical problems (Calfee, 2002){8}. Even when it is not necessary, patients have
always sought medical advice from doctors, and they are hesitant to use strong
medications without first consulting a doctor. Because there are fewer doctors
and pharmacists in less developed countries, consumers are hesitant to use
pharmaceuticals without expert assistance (Peltzman, 1987){9}. This is partly due
to the lack of prescription requirements in these countries.

Enough research has been done to validate doctors' central roles in drug
use, as evidenced by the majority of advertisements for pharmaceuticals are
aimed at doctors, not at patients (Rosenthal, 2002){10}.

Estimating Potential Demand

Estimating potential demand is the first step in the marketing process.
Consumers' willingness to pay to improve and lengthen life is used to quantify
the advantages of breakthroughs in medication therapy and other medical
technology (Nordhaus, 2002){11}. To direct research and development (R&D)
funding, the type and extent of the need for certain therapies must be estimated.
Advertising and Promotion

Promotions and advertising are essential components of marketing. Since
the pharmaceutical industry is primarily an information industry, these
operations inevitably center on information. Without strong evidence, there are
relatively few features of pharmaceutical drugs. It is frequently impossible for
doctors to change the way they prescribe. They frequently don't follow the
recommendations for evidence-based practice very closely (Calfee, 2002).{12}
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When doctors are aware of a medication that works, they also focus more
on diagnosing illnesses (Pincus et al., 1998; Elliott, 2002).[13-14}

According to this group of research, health can be enhanced by more
quickly disseminating knowledge about novel medications or novel uses.
Economic studies conducted in different markets have discovered that
advertising enhances markets by distributing useful information to boost sales of
specific companies.

Promotion is probably going to be beneficial, particularly in the
pharmaceutical industry where information is king and is highly technical,
diffused, and changing quickly. The consumer's desire to take the lead in seeking
a diagnosis and course of treatment is equally significant (National Health
Council, 2002){15}. Customer advertising is another useful strategy for increasing
drug therapy adherence by patients. This implies that by directly marketing
prescription pharmaceuticals to consumers, consumer welfare can be raised (the
method of acquiring prescription drugs remains untouched). A recent
investigation discovered substantial evidence to support the idea that physician
detailing serves more as an informational tool than a way to gain market share
(Goniil et al., 2002).{16}

Therefore, pharmaceutical marketing and advertising serve two purposes:
tirst, they spread knowledge about the advantages of novel treatments; second,
they cause the healthcare systems to refocus on the unique demands of patients
and consumers.

Research and Development receives input from marketing (R&D)
Effective marketing and promotion raises the profits from previous
pharmaceutical products, which in turn raises the motivation to pursue R&D
depending on the projected market. Thus, marketing, research, and development
have provided input. There are two different ways the procedure can run. First,
it provides doctors and healthcare institutions with information and promotes it.
It also emphasizes how eager buyers are to pay for the new technology, which
raises the generated demand (Kleinke, 2001){17}.

Research is impacted by marketing in two ways. Firstly, by augmenting
the total incentives for research; and Secondly, by molding research and
development (R&D) to better align with the desires of the market.

There is considerable evidence that in recent years, the relationship
between marketing and research has strengthened (Galambos 2001; Galambos et
al. 1995){18-19}.Thus, marketing is a strong force that encourages research and
development (R&D) to receive input from marketing.

Global Pharmaceutical Market
Introduction

The business climate in the pharmaceutical industry has seen tremendous
shift in the last few years, altering the dynamics of the market. As multinational
pharmaceutical companies engage in strategic alliances, acquisitions, and
mergers to strengthen their positions, general manufacturers are gearing up to
seize the chance presented by an anti-submarine bomb that detonates
underwater pharmaceuticals that have expired at a predetermined depth.
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Drug manufacturing waste is one of the most lucrative and stable sectors,
but a number of significant factors are leading the industry's structure to
fundamentally shift. The main factors are the increasing prominence of
alternatives in warnings about generic medications, the threat of new
competitors, the rise of biopharmaceuticals, the genome cycle, the increasing
purchasing power of administration buyers, third-party payers, and health
management agreements, the increased awareness of health among patients, and
shifting supplier-enhanced contracting out in R&D and manufacturing.
Manufacturing is also expected to change due to a variety of factors, including a
shifting global headcount (resulting in a decreasing experience base), stricter
regulatory environments, a decrease in R&D output, the general agreement of
General Agreements on Tariffs and Trade (GATT) and Trade-Related Intellectual
Property Rights (TRIPS), and the rise of e-pharmaceuticals.

Business Communications Company, Inc. (computer
network.bccresearch.com) will soon release RB-191 World Pharmaceutical
Markets, a report that states that the pharmaceutical industry as a whole has
shown logically strong development patterns over the last five years and
generated total revenues of US$ 534.8 billion in 2005. This sector makes up 24 %
of the healthcare industry and has been expanding rapidly at a rate of two times
the population for the most part due to a single mathematical shift (the aging of
the population), altered epidemiological trends, rising general public awareness
of healthcare issues, and, lastly, a manufacturing skill that allows for the
development of innovative treatments for a variety of ailments.

The four main segments of the Pakistani pharmaceutical industry are
biopharmaceuticals, over-the-counter, generic, and ethical. The
biopharmaceutical and generic industries are fierce competitors for the ethical
pharmaceutical industry, which is expanding at a double-digit rate. The ethical
sector is growing because it depends on breakthrough medical research and
blockbusters to fuel its expansion. The industry will continue to rise as a result of
lifestyle disorders. The shift in lifestyle would increase the need for products
related to the central nervous system (CNS), the gastrointestinal tract, and
metabolism. By 2008, it is anticipated that the generic pharmaceutical industry
will have increased its share of the global pharmaceutical market by 7%. The
industry's expansion will be sustained by the USD 80 billion in patent expirations
that occurred in 2010. Growing public health consciousness, patent expiration,
and advertising The OTC pharmaceutical market has expanded as a result of the
actions of OTC manufacturers. By 2008, the OTC pharmaceutical market was
predicted to grow to $101 billion.

Because of their effectiveness and capacity to treat difficult-to-treat
illnesses, biopharmaceuticals are becoming a more and more popular choice for
treatment. The growth rate of this industry is double that of the ethical industry.
There is ongoing consolidation in this sector. Businesses are putting more of an
emphasis on joint development, marketing, in-licensing, and mergers and
acquisitions in order to stay competitive and generate value for their investors.
Biopharmaceuticals is a growing area of interest for ethical pharmaceutical
businesses. generic drugs as a means of natural expansion. The market is
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witnessing a growing influence of generic medications. In an effort to survive,
they are going worldwide and segmenting (super generics, bio generics,
specialized generics, etc.). In the market, biopharmaceutical firms like Genentech
and Amgen compete with big pharma.

Complex issues such declining market exclusivity, R&D productivity,
pricing pressures, patent expiration, and generic competition are presented by
this shifting environment. Global pharmaceutical giants that have depended on
proprietary compounds are being battered by the generic industry. The world's
top ten brands will lose their patents within the next ten years, costing the top
pharmaceutical majors up to $40 billion in lost global sales. At the same time, the
generic drug market is expected to grow to $30 billion globally by 2005. The
growth of the developed and mature markets is often overshadowed by the
global pharmaceutical business, which gives rise to emerging markets that offer
chances for investment in the form of strategic partnerships and technology
collaborations (Bhardwaj, 2005)20}

The pharmaceutical industry has grown steadily throughout the world,
with the top markets seeing respectable growth in spite of the year's economic
headwinds. The original meaning of the term "brand" was "to bum." Along with
As commerce developed, consumers would utilize brands to set them apart, and
these trademarks swiftly came to be linked with dependability and quality. As a
result, the brand gave consumers a selection guide (Kumar, 2005).{21}

Pharmaceutical giants prioritize brand creation above all else because it
takes years and significant sums for blockbuster pharmaceuticals to emerge from
research. These chugs guarantee a lengthy period of returns for these
corporations through strategic placement and successful advertisements.

The pharmaceutical industry has adopted branding comparatively late.
The pharmaceutical business has had sustained success during the 1980s and
since the 1990s. attaining steady double-digit growth that is rather simple
(Schuiling and Moss, 2001).22} This was done, for the most part, with
conventional techniques. There were three key success factors for the sector.

1. Strong research and development (R&D)
2. Aggressive defense of patents, and
3. Use of dominant promotional tools, i.e., sales force management.

Following a number of large mergers and acquisitions, the sector is
currently going through a phase of consolidation as there is a greater focus on
expediting research and development. In the past, the commodity positioning for
a drug is found on the production license, which is attractive signs and the settled
productiveness, safety, and tolerability pictured in enrollment dispassionate
studies, when a drug quantity is began. Therefore, post-initiate studies are likely
to result in the expansion of the leads, the occurrence of new drug portions or
other consumable forms, and the restoration of claims against the contest (Moss,
2001).{23}

Changing Market Dynamics

According to IMS Health, the business-related, structural, governmental,
and strength-related measures that affect tumors are rebalancing the global drug
display, resulting in a 5-6% tumor rate worldwide for 2007. This is compared to
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6-7% in 2006, and it will be shown globally. In 2007, the pharmaceutical industry
brought in $665-685 billion (www.imshealth.com).[24}

IMS Health reports that in 2007, the stock exchange will continue to halt
changes that have revealed a new reality in the business world: tumors are
moving from developed to developing markets; new production support is
inconsistent with settled fruit's lack of patent guardianship; concentration and
slot produce are performing best; and managers, payers, and purchasers are
reflecting the risk and benefit determinants of pharmaceuticals more cautiously.
Revised World Design

The global emerging markets and countries with rising per-capita Gross
National Productivity are where the drug display's terrestrial balance is starting
to shift away from the US. Less than $20,000 in income increases one's likelihood
of receiving healthcare, and the demand for circumstances that frequently
provide guidance for chronic illnesses is increasing.developed countries.
Currently, 17% of the overall display is accounted for by emerging markets. but
next period, I'll donate 30% of the progress.{25} In 2007, the United States
contributed approximately 36% of the overall turnover, a far cry from the 54% it
contributed five years prior (IMS Health, 2006).

Reduced Offering of New Produce

Within the range of 25 to 35 new goods launches are anticipated in 2007.
similar to the 30 launches that were anticipated in 2006. On the other hand, new
production is contributing less to overall display growth than they are asking to
do anything socially archaic due to the growing relevance of brands catering to
current markets and scenarios started by technicians riches (IMS Health, 2006).
Furthermore, the growth of new crops in retail is not keeping up with the
deficiency.

An older brand's patent maintenance. More than ever, generic
degradation is forceful. Antipsychotics, calcium antagonists, and beta-blockers
are among the primary healing classes that will continue to be felt in 2007 after
an active time for patent expirations in 2006. 2007 saw promotional
productionwith a benefit of over $16 billion is probably going to elude patent
protection, on top of the $23 billion worth of fruit that lacked guardianship in
2006. As a result, branded goods are making up a lesser portion of global retail
volume, which is remarkable because they have a monotonous display value
below total.

Notwithstanding this, the accruing number of anti-submarine bomb that
explodes at a preset depth underwater produced on the stock exchange persists
to grow and is necessary to reach 112 in 2007, up from 94 in 2005. The potential
anti-submarine bomb that detonates at a preset depth underwater produced in
2007 will be paliperidone for emotional disorders, des venlafaxine for despair,
and vildagliptin for diabetes.

Further Cost Regulation of the Initiative

For the military calming force to be effective, drug spending by both
public and private payers must be restrained. Sadly, the majority of individuals
who pay focus only on the medications listed in the repository, failing to
adequately account for the total cost of therapy-related medical expenses. Price
freezes, extensive cost reduction, encouraging the use of generics, and
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challenging the approximative impact of the mean of the two medication points
are some of the tactics used in Europe.
Patients' impact mitigates a large portion of the tumor caused by the increasing
demand and change. Manufacturers of pharmaceuticals are under increasing
pressure to update the data supporting the benefits of their products and
demonstrate their efficacy.
Pockets of Robust Growth

There will be extremely high levels of demand and volatility on the chosen
markets. These will include a major biotechnological facility with projected
growth of 13-14%, generics with projected growth of 13-14%, and the quantity
indicated by consultants with growth of 10-11% of the tumor (IMS Health, 2006).
As cost containment is firmly enforced, generic turnover will result from greater
capacity and hope in the several important treatment categories.
Regional Forecasts

Retail growth in the US is expected to drop from the 6-7% used in 2006 to
4-5% in 2007. The Medicare Part D prescription benefit increased the average US
market by around 1% in 2006, and further increases of 1% to 2% are anticipated
through 2007 as long as formularies are left incredibly open (IMS Health, 2006).
However, when $19 billion in branded merchandise's patent expired in 2006, the
absence of patent protection for some important brands worth at $10 billion will
significantly affect the USA market the following year. The volume of branded
medications that switch to generics will outweigh the rise from new medicines.
It is anticipated that the top five European markets —France, Germany, the UK,
Italy, and Spain—will continue to grow. at three to 4%, as opposed to the 2006
prediction of four to 5%. While the senior population is making more calls to
these countries, price-containment efforts, generic medicine incentives, and
increased scrutiny of prescription costs and benefits are tamping down the surge.
"In 2007, governments will continue to prioritize price-effectiveness, and since
cost-benefit assessors are now in place in all major EU markets, pharmaceutical
companies will increasingly rely on the supply of clear and focused evidence to
support the value propositions of their advancements" (Lewis 2006, IMS health).
The prediction has issued a warning, stating that the government's biennial price
cuts, which went into effect on April 1, 2006, will cause the Japanese market to
grow at a rate of five to six in 2007, as opposed to the predicted 1 to 2% in 2006.
China and India are examples of emerging markets that experienced more than
10% growth in 2006 and will likely do so again in 2007 owing in large part to their
developing economies and easier access to pharmaceuticals. 15-16% more will
be added in China, and the market will reach $15-16 billion in 2007. These
markets are typically dominated by locally produced generics (IMS Health,
2006).
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METHODOLOGY
Therapeutic Classes

The need for oncology therapy has increased because to an aging
population and better diagnostics; the industry has responded to this issue with
a strong stream of innovation. The disease's perception has altered due to
scientific advancements; survival rates are rising and certain types of cancer are
now seen as chronic illnesses or even diseases that can be prevented.

Oncology-related products are anticipated to be valued between $40 and
45 billion in 2007, accounting for almost 20% of the market's growth. This class
will rise quickly through 2007 as more patients have access to treatment from an
increasing number of medicines. But as payers grapple with their spiraling
prices, cancer treatments will eventually be subject to stricter pricing and usage
guidelines (IMS Health, 2006).

The lipid-lowering class, which includes statins, Zetia, and Vytorin, is
expected to reach $30-33 billion among other key therapeutic classes. This
represents a decrease from this year's 7-8% increase to an estimated 1-2% rise in
2007. Demand will continue to be driven by innovative combination therapies,
broader patient screening, and greater public awareness of the effectiveness of
lipid-lowering medications, even if the 2006 patent losses for Zocor and
Pravachol will continue to have an impact on growth (IMS Health, 2006).
Getting Ahead

It is no longer sufficient to simply be responsive; pharmaceutical
businesses have begun to reinvent themselves in response to market problems,
and they now appear substantially different than they did just five years ago.
Companies must anticipate the dynamics that are rebalancing the market if they
are to succeed. This necessitates using scenario-based planning more frequently,
being more aware of productivity gains from marketing and sales commissions,
and demonstrating the value of pharmaceuticals like never before.
Pharmaceutical Branding

In the past, brands and branding were associated with constant overview
and redefinition. There are several ways to define logos. "A call, term, signal,
image, or layout, or a combination of them, supposed to become aware of the
goods and offerings of one vendor or group of dealers and to differentiate them
from those of competitors" is what the American Advertising Association defines
as a logo (Kotler, 2000){26}. Emblem is defined as a '"cluster of useful and
emotional values which guarantees stakeholders a selected enjoy" (de
Chematony and DallGlmo, 1999){27} in a more comprehensive and globally
relevant description. A brand, in its purest form, is an endorsement of the
promises made by the product (Blackett, 2004){28}.

Over time, the notion of branding has evolved. The goal of the traditional
branding method was to develop the mark in order to produce a logo
photograph, which had immediate results (Aaker and Joachimstaler, 2000){29}.
According to Clifton (2004){30}, anything may be brand, "from products and
services to groups and even nations." According to Kotler (2000){31}, branding
can be defined as "a first-rate difficulty of product strategy."

2096



International Journal of Integrative Sciences (1JIS)
Vol.2, No.12, 2023: 2087-2104

"[ts capacity to benefit a specific, high quality and prominent meaning in
the minds of a big number of customers" (Kapferer, 1997){32} is what determines
the emblem's cost.

The four criteria that affect the consumer's perceived value of a brand are
combinations of the following: brand awareness, image, confidence, and
perceived quality Historically, pharmaceutical branding has produced
significant profits through: (Data Monitor, 2006) 33} Strong marketing has helped
pharmaceutical brands become well-known, gain traction quickly, and
experience blockbuster sales.

4 I "
LI S

- "~ B P e Image

Brand
Awareness

——  Perceived /

T R ATy : o 20 SO SRl STATRN

PUCL ST N Value ,
e , Confidence

Perceived : Z \

Quality

Figure 2. Perceived Value of a Brand
Source: Adapted from Kapferer (1997) Strategic Brand Management. London:
Kogan Page.

e Brand awareness is a key tool for protecting against new competition
e Unique selling points can be key to brand success

While several pharmaceutical companies have recently looked into brand
development, there is still a great deal of ambiguity surrounding the definition
of a brand. Some people think that a product becomes a brand when it is given a
name. Some people think that a product's symbolic elements alone will be
enough to establish a brand (Chandler and Owen, 2002

A element that has contributed to the discussion surrounding
pharmaceutical branding is the importance of patient-to-consumer (PTC)
communication about prescription behavior. Direct-to-consumer, or DTC,
promotions are governed by stringent regulations globally.

DTC's early years have not been easy, and very few specific brands have
benefited. According to the FDA, direct-to-consumer (DTC) spending currently
makes up 15% of the budget allocated to prescription medicine marketing (the
Pink Sheet, 2003). Certain therapeutic areas —such as irritable bowel syndrome
(Zelnorm), antihistamines (Claritin, Zyrtec), and erectile dysfunction
medications (Levitra, Viagra) —seem to respond better than others. The Kaiser
Family Foundation study (Erickson, 2001)[35] indicates that the DTC generally
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seems to expand the market. The study examined the antidepressant industry
and found that while physician detailing continued to influence the choice of
antidepressant prescribed, more patients sought consultations due to direct-to-
consumer marketing. In spite of the pharmaceutical market's lack of brand
emphasis, pharmaceutical Products are branded because they include all the
essential components. In the eyes of consumers, it stands for a variety of material
and immaterial advantages. It provides additional value, such as trust, in
addition to efficacy, which is tangible. Beyond the actual product, the brand has
an existence in the minds of both doctors and patients. Pharmaceutical firms
create compounds, but brands are created by doctors prescribing them (Kapferer,
1991).

Pharmaceutical brands can remain competitive versus generics after their
patents expire by being well-branded. High levels of customer loyalty are
advantageous for a successful brand (Aaker, 1991; and Kapferer, 1991){37-38} As
a result, the company would have a stronger chance of maintaining revenues
when the patent expired. A solid foundation of devoted customers would allow
more time to optimize return on investment (Blackett, 2001).

RESULTS AND DISCUSSION

Traditional marketing strategies like promotion and advertising are being
used more often to brand and sell prescription medications to consumers (Ono,
1994).40}. Many prescription medications, including Zantac heartburn
treatments, Pepcid, and Tagamet, went over-the-counter in the 1990s and were
heavily promoted (Weisz, 1996).{41}

More than $100 million was spent on brand advertising for a number of
companies in 2000, including Merck's The antihistamine Claritin from Schering-
Plough, the erectile dysfunction medication Viagra from Pfizer, and the arthritis
medication Vioxx.

Some scholars have also drawn attention to the potential for branded
medications to have stronger legal protection than generic alternatives (Blackett
2001). Patients' and physicians' views and conduct will be more influenced by
brands. Arguments other than those that are strictly reasonable can persuade
doctors (Chandler and Owen 2002){42}. Numerous studies have demonstrated
that elements like "trust" or the "quality image" of the pharmaceutical producer
may have an impact on doctors' prescribing practices (Schuiling and Moss
2001){43}.

Additionally, they operate with limited knowledge and require
reassurance, just like many consumer transactions. In addition to cognitive
considerations, they also consider emotional factors while prescribing. It is
significant to remember that there are around one hundred distinct
pharmaceutical markets rather than simply one. Businesses compete with one
another in therapeutic marketplaces, which are characterized by ailments, rather
than the pharmaceutical industry as a whole. The markets for medications that
treat depression, hypertension, and ulcers are a few instances of these therapeutic
markets. One product can be substituted for another inside specific therapeutic
markets, but there is little substituteability outside of them.
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If there is competition between therapeutically substitutable drugs, the
quality of the drug is an important decision factor. The quality of a drug is multi-
faceted; the important characteristics are efficacy, safety, side effects, and ease of
use. In the early stages of the product life of a drug, when it is protected by a
patent, its only competitors are drugs with different active ingredients. These
therapeutic substitutes may differ in their efficacy. Safety characteristics and side
effects. After the expiration of the patent, other producers can enter the market
with generic copies of the drug. In general, the prices of generic copies are lower
than the branded precursor. There is an important role for promotion in the
market for pharmaceuticals. Because another company may introduce a better
drug and because the patent period is limited, the period to earn back the R&D
(and other) investments is limited. Therefore drag producers have to make sure
that their products reach high sales levels as soon as possible (Frank Windmeijer
et al., 2004){44}

Pharmaceutical Value Chain
The value chain of the global pharmaceutical industry contains five basic steps.

Regulation

SR— ~
|

Pharmacies >

Consumers/
Patients

=P Products
- Information/Control
% Money

Figure 3. Pharmaceutical Value Chain
(Source: Pharma Industry in Pakistan, EVALUESERVE, 2001)

Post 2005, the value chain will mirror those of global MNCs since process
patents will not be permitted.
Value Drivers

The major value driver in the pharmaceutical industry has been a strong
research and development environment (Figure 3). This was not true in India
due to the lack of proper Patent laws.
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Research & Procurement Marketing Sales &
Development & Production Distribution
Value Drivers | - Cost of - Sourcing - Brand - Good product mix
research quality at right building - Training
- Time to © prices - Customer - Coverage of
market - Rigorous Awareness important doctors
quality control - Strong dealer
network
Key Skills - Intellectual - Production - - Developing - Logistics
required Capital planning creative relationships
- Technology | - Process promotions with doctors
management - Support to
- Skilled Sales & - Good Retail Audit
Manpower Distribution
system
High Ranbaxy, DRL | Ranbaxy, DRL, GSK, Sun Sun Pharma
Performers Wockardt Pharma

Figure 3. Value Drivers in the Pharmaceutical Market
Source: Pharma Industry Pakistan Evalueserve,2001

Now, let's shift our awareness to the study methodology we hired and
the important findings that emerged from our research into pharmaceutical

advertising and marketing in Pakistan.
To understand the dynamics of pharmaceutical advertising in Pakistan,

we followed a rigorous research methodology that mixed quantitative and
qualitative tactics.

Our study crew engaged [mention sample size] individuals from diverse
segments of the pharmaceutical enterprise in Pakistan. This included
representatives from pharmaceutical agencies, healthcare experts, and
purchasers.

Facts collection worried surveys, in-depth interviews, and huge records
mining to compile a rich dataset.

For statistics analysis, we employed various statistical techniques, which
include regression analysis and record visualization tools, to discover
developments and patterns.

Key Findings

Now, let's dive into the center of our research: the important findings.
Digital Dominance

One of our most striking findings is the increasing dominance of virtual
marketing channels in the pharmaceutical industry in Pakistan. Our facts reveal
that [highlight key data points, e.g., percentage of pharmaceutical companies
using digital channels, growth in online promotion].

This trend shows a vast shift in how pharmaceutical groups are reaching
out to healthcare experts and customers.

Regulatory Challenges

Any other noteworthy discovery relates to the regulatoryly demanding

situations confronted by pharmaceutical marketers. Our research highlights
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[mention key regulatory challenges, e.g., restrictions on direct-to-consumer
advertising, compliance with government guidelines].

These challenges have a vast effect on the techniques and strategies
employed by pharmaceutical groups in Pakistan.

Patron Engagement

Our research additionally sheds light on the evolving landscape of client
engagement. We discovered that [mention findings related to consumer
engagement, e.g., increased consumer awareness, and preferences for online
health information].

This finding underscores the importance of pharmaceutical companies
adapting their advertising and marketing techniques to convert purchaser
behavior.

Discussion of Consequences

These findings in mind, allow talk about the implications and significance
of our study results for pharmaceutical advertising in Pakistan.
Strategic Shift

The growing prevalence of digital advertising channels shows that
pharmaceutical agencies in Pakistan must adapt their techniques to remain
competitive. This shift provides both possibilities and demanding situations,
together with [mention specific opportunities and challenges].

Pharmaceutical marketers need to leverage digital structures efficiently
while ensuring compliance with regulatory constraints.

Regulatory Alignment

The regulatory demanding situations we identified highlight the
significance of pharmaceutical organizations aligning their advertising and
marketing practices with local and global regulations. This alignment is essential
to maintaining acceptance as true and credible.

Collaborative efforts among enterprise stakeholders and regulatory
bodies can be necessary to cope with these challenges.

Customer-Centric Method

As customer engagement continues to adapt, pharmaceutical marketers
ought to undertake an extra client-centric approach. This includes offering
correct and handy fitness facts, appealing to purchasers on virtual systems, and
tailoring advertising and marketing messages to satisfy purchaser choices.

Constructing sturdy relationships with healthcare carriers remains
crucial, as they play a pivotal role in shaping consumer alternatives

CONCLUSIONS AND RECOMMENDATIONS

The pharmaceutical marketplace is dominated by doctors and patients.
They have a large choice in terms of medication and procedures. This requires a
greater reliance on scenario-based planning, a sharper focus on realizing
productivity gains from sales and marketing expenditures and proving the value
of medications. Prescription drugs are increasingly being branded and sold to
consumers with traditional marketing tactics such as advertising and promotion.
Thus, brands will have a stronger influence on the behavior and attitudes of
patients and doctor
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FURTHER STUDY

After searching in advance, there are areas within pharmaceutical
advertising and marketing in Pakistan that warrant similarly thorough research.
Future research endeavors should discover [mention potential research areas,
e.g., the impact of social media on pharmaceutical marketing, consumer trust in
online health information, and the effectiveness of different digital marketing
strategies].

These insights can contribute to the continuous improvement of
pharmaceutical advertising and marketing practices in Pakistan.
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