Master Class Ep. 1501l "Career
progression in Pharma Sales” Il Tuesday,
July 28, 2026, 10:00 AM-01:00 PMIST
(Offline)

From: IIHMRU President Office
presidentoffice@iihmr.edu.in

To: Ms. Muskan Gupta, muskaan.pm17@jiihmr.in
Sent: Monday, July 27 at 9:30 AM

Dear Ms. Muskaan Gupta,

Greetings for the day.

Hope this email finds you in great health.

ITHMR University takes the lead to organizing a series of
Master Classes specially curated for the students to enlighten
and share insights on issues and initiatives of current interest.
The University is conducting a session on July 28, 2026—
from 10:00 AM — 01:00 PM IST (Offline).

The masterclass will help students to understand

“Career progression in Pharma Sales.”

Title — “Career progression in Pharma Sales”

Guest Speaker: Mr Ugam Rajpurohit Singh, Zonal Sales
Manager, Alkem Laboratories Ltd, Jaipur, Rajasthan

Welcome: Dr Saurabh Kumar, Dean SPM, IIHMR

University, Jaipur

Student Coordinator — Ms. Muskan Gupta, Batch:
MBA PM 17
ITHMR University, Jaipur


mailto:presidentoffice@iihmr.edu.in
mailto:muskaan.pm17@iihmr.in

Date: Tuesday, July 28, 2026
Time: 10:00 AM — 01:00 PM IST

Mode: Offline

The Session will be of Approx 165 minutes followed by 15-
minute question-answer session (3 Hours duration). The
target audience will be MBA PM 2™ Year students along
with Faculties and Team Members of Placements & Alumni

Relations.

Thanks and Regards

President Office

A:ITHMR University | 1, Prabhu Dayal Marg,

Near Sanganer Airport | Jaipur — 302029

@ o o o E: presidentoffice@iihmr.edu.in | W: www.iihmr.edu.in

P: +01 141 3924700 (737)
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ITHMR UNIVERSITY, JAIPUR
EVENT OUTCOME REPORT
“Master Class Episode 150”

“Master Class Episode 150”

TOPIC: “Career Progression in Pharma Sales”

DATE: July 28, 2026, (10:00 AM to 1:00 PM)

VENUE: [IHMR University, Jaipur (OFFLINE MODE)

SPEAKER: Mr. Ugam Rajpurohit Singh, Zonal Sales Manager, Alkem Laboratories Ltd, Jaipur, Rajasthan

NUMBER OF PARTICIPANTS: 110 Students

INTRODUCTION: The Master Class Episode 150 titled "Career Progression in Pharma Sales" was held on
July 28, 2026, at IIHMR University, Jaipur, in offline mode. The session was moderated by Dr. Saurabh
Kumar, Dean, School of Pharmaceutical Management (SPM), IIHMR University, Jaipur, and the guest
speaker was Mr. Ugam Rajpurohit Singh, Zonal Sales Manager, Alkem Laboratories Ltd. The session
provided students with practical insights into pharmaceutical sales management, career progression in pharma
sales, sales target planning, market segmentation, sales forecasting, leadership, performance management, and
distribution management, while highlighting the essential skills and competencies required for building a
successful career in the pharmaceutical sales industry.

OBJECTIVE: The objective of this master class was to provide students with a comprehensive
understanding of career progression in pharmaceutical sales and the strategic role of sales management in the
pharmaceutical industry. The session aimed to familiarize participants with the principles of sales planning,
target setting, sales forecasting, market segmentation, performance management, leadership, and distribution
management. It also focused on developing an understanding of customer-centric selling, market analysis,
team management, and effective decision-making while highlighting the competencies, leadership qualities,
and professional skills required to build a successful and sustainable career in pharmaceutical sales and
marketing.

SALIENT NOVEL POINTS COVERED:

Sales is both science and an art that helps in building long-term customer relationships.
Successful selling begins with understanding customer needs, desires, and meaningful solutions.
Respect and product knowledge are fundamental pillars of effective pharmaceutical selling.
Sales management begins with defining clear sales targets and organizational objectives.
Major functions of sales management include recruitment, selection, training, development,
leadership, and role clarification.
Sales targets can be planned based on product, market, and geographical regions.
Market segmentation includes geographic, demographic, and psychographic segmentation.
Customer equity plays an important role in achieving sustainable sales growth.
Sales forecasting should be market-driven and supported by market research and field data.
0. Market data, sales data, and indication analysis help identify market gaps and product opportunities.
1. Sales forecasts are prepared by field managers such as ABMs and RBMs before final target
allocation.
12. Effective target setting should consider organizational objectives, financial resources, production
capacity, and market potential.
13. Forecasting should incorporate current market conditions along with expected future demand.
14. Unrealistically high sales targets create pressure on sales personnel, negatively affecting morale and
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customer relationships.

Very low sales targets reduce sales effort, lower productivity, and may increase unnecessary
incentive payouts.

Realistic goal setting improves employee performance and organizational effectiveness.
Performance should be regularly monitored by comparing Target — Achievement = Variance.
Preparing structured action plans helps improve sales execution and performance management.
Leadership development progresses through different levels, including Position, Permission,
Production, People Development, and Personhood.

Different leadership styles such as Autocratic, Democratic, Coaching, Pacesetting, Ethical,
Visionary, and Affiliative leadership can be adopted based on organizational requirements.

Team transformation requires empathy, collaboration, and effective communication.

Distribution management involves efficient movement of products through procurement, logistics,
warehousing, distribution, and inventory management.

The traditional trade cycle includes manufacturers, distributors, retailers, and final consumers.
Procurement decisions should focus on quality, quantity, specifications, and cost.

Sales professionals should understand growth trends, market share, volume growth, and customer-
focused selling strategies for long-term success.

Q&A and Interactive Session: The session concluded with an engaging question-and-answer session where
students actively interacted with the speaker regarding career opportunities in pharmaceutical sales, sales target
management, leadership skills, distribution systems, market segmentation, and practical challenges faced by
sales professionals.

CONCLUSION: The session provided practical insights into pharmaceutical sales management and career
progression within the pharmaceutical industry. It highlighted the importance of customer-centric selling,
scientific sales planning, realistic target setting, market segmentation, forecasting, leadership, and
performance management. The session also emphasized that sustainable sales growth depends on effective
team leadership, sound distribution management, and continuous employee development. Overall, the session
enhanced students' understanding of modern pharmaceutical sales practices and prepared them for future
careers in sales and marketing.




Voo

' K3 oPsMap camera

Jaipur, Rajasthan, India ==

IIHMR University, 1, Prabhu Dayal Marg,
Near Sanganer Airport, Maruti Nagar,
Jaipur, Rajasthan 302029, India

Lat 26.820458° Long 75.815513°

Tuesday, 28/07/2026 11:15 AM GMT +05:30




11TH M ROz

%57&76/055

Episode &

Master Class
o

Career progression in Pharma Sales
Tuesday, July 28, 2026 (O 10:00 AM — 01:00 PM IST
@ IITHMR University, Jaipur

@@

MODERATOR SPEAKER STUDENT COORDINATOR
Dr Saurabh Kumar Mr Ugam Rajpurohlt Singh Ms. Muskan Gupta

PM Zonal Sales Manager, MBA PM 17

IHMR Unw Jaipur Alke mL hor tories Ltd, IIHMR University, Jaipur
a Rajasthan ‘

= %
k4

e T e

FH".:
3
'I

www.iihmr.edu.in










Master Class Episode 150

Date: 28/07/2026 (10:00 AM to 01:00 PM)

Attendance Sheet
Sr. No. Students Name Stream with Batch Sign
4 Tenushxee ¢ Bhagat PM-\1 @}
; —g—\_o%c_ee Gevel o PM - )7 _,37/
i kaidd  Hada PM-17 pat—
Teha  Padan PM- 17 i OO
: Movooa abs — =
| Pochec clspasida PM-\] s
Doy A M-\ %f-'u:]'
: Achin Cyu_g’r&_ M-\ ,_A_J*e-%—’
s aton P - 17 e
= T‘ﬂ&ku Qalf tlan PM-12 9/%&
" Dihyam Kumar -7 Digps
- -:TC—\\IJ-ED_J/') &' nah_ P4 simd 7‘?“”
Shallie s Tomls PH 1o /)
= Ypdh'ka  pons 7 [t ot
" | Susud chowodbiun Pm-tt S
© | B B Mo P17 Ade
Ludicil, Tenda IM- T £
| Letth  Sonbila > b =17 JU#’/
z NI ?h’akm). Tawal? Ym 7z N
ﬁul&&g g&‘?ﬁ ; Pr1- 1 I .@M
= Chealtayq  Pouvor PM- 1% %‘
2 | fohoth, Warguwo Mabls pM- 17 gfé_,
23 o Methna pMm- 17 FAel
2 | 8hvut Bhewmite M- 19 é@
® | Ak vushyg, Pm~)a 4D




——

Master Class Episode 150

Date: 28/07/2026 (10:00 AM to 01:00 PM)

Attendance Sheet
Sr. No. Students Name Stream with Batch Sign
| Kuuhi  Divatave PH 1 Phoob
Z Sl Tomon i s i é’*ﬁ
Amigha  Chomma P — 1Y Lomdh
2 e Chowdbuny V. /R adbs
> /&M@w Fff\ 17 W
T AU i -1 Ukor™ |
| e Sl DA - 14 s
B | Savkhail  Phwdit M - S ds
> ,Bﬁm/z, Phathames) /m - 1T %’L‘
& %MA Bankon - 13- ’ﬁ—’—
e e VR [V Prm -1 =y
¥ =gﬂnd Nenol o P - @L
- ﬂl&olm Jume ine s i £ <Ufy
e ln‘huel Khou ¢ PO - ,&_
40 ‘Momm\/\u &M PM - H _ ‘
s r?meymlmn '@Imk P19 .
Z S0y, Wmsz{ - 13 e
Rishutbs, Poldtreus. ks %
41 A Thakear Pon % ]
%1 Adhos] Codelew pvt- 17 %
© | Shatl hWateem pM—17 Lichadi
s %n%) %‘Mj)d?b’f"l pH-1 Lo '
* | Noxemoudi 2 m ~ 13 iZ‘*
® | Honth Dl fm -3 (D
& PM P

AL NiaviRa B:‘gcmj



Master Class Episode 150

Date: 28/07/2026 (10:00 AM to 01:00 PM)

Attendance Sheet
sr. No. Students Name Stream with Batch Sign
1 K isla. Blake PM- 1+ =R
= 5043\9—!_0 g«mq\,\ R b @\
% Jkﬂuwm éfmj_h PM - L/
B Tw*!o» Maum £ 17T Y
% | shuwbha wlanichade Pl —17 2
® | Vaibhay fote] M - 1% &
7 | Nathrast  Phy M- 1% @
= | sl 1T e £
¥ 1 Dy DY = Ve p D2a,
“ | Musiaon Guita M-} V\“@&ﬁﬁ 2
1 el LY Ke—
2t A b -1 =
1 Vowsl Tube M- 1Y ==
v P 1% N
® 1 Nokasts Enivos; A — 1A e
2 Adihya \yod M- 1Y e —
= Colilia  Bghwinru M- 19 @ttt
3 b Zumary fM—12- e
= fA%mw P badus PM— >
* 1 Yudit Qe P17 pwdh¥—
"1 vidde fnbdbal TS |
2| Bachi 4wk -\ |
6 Yobot ofoday M1 e
1 Keha & Py | Rz
75 QM"H’ /fe\ﬂy}'

"fﬂ\)ws B



Master Class Episode 150

Date: 28/07/2026 (10:00 AM to 01:00 PM)

Attendance Sheet
Sr. No. Students Name Stream with Batch Sign
76
Lulosava Qau Q-1 r
o Rheray u((“Jn? TlekKnaet M- M‘é’v

= atshulos cdu(] Nad s QM*"H’ rﬂc_;\;p 5
Z Mj ANAL fM—13 Ao o v
0 | shy it fM—13 Ca.{w%‘“
o e s fM-1>- (394l
B2 | Mighi -1 lichi e
83 r, PP
— thoome AR AN @
OmmHatk PW\"‘ YA’ gk
=1 Spukda Soun P [+ %
86
A abhow s

- (rodumman PM—I gho—
e VVWWO\ Poprle. M-\ fure=
:Z Kan? PM— 1 @

Zuntndis Q=1 Sw=~
< —faanma M-\ Tz
Z —Tihdha PM— 1= 200

Vougho Us PM— 1 e
= Hamtd  Luwar M~ 1A (W
= ﬁ)QnJﬂMu Pamara - 13 W
* | dadbst Qodelay P 1 (%(ﬁ:'*’
i ITNIA M~ :
% | Foouman EJ%A - 1 @,a/;/
= Pt adaw P~ - Qi
] Suwue Lol e N
101 ﬁ%m M~ 1~ WANA—
102 Xawa Yol A 1D~ (Ko
103 K3 o > gnt 'If:: Rtow
104 e ,@J )
105 Qm IM~1F Wi~




Master Class Episode 150

Date: 28/07/2026 (10:00 AM to 01:00 PM)

Attendance Sheet

Sr. No. Students Name Stream with Batch Sign

106 A iPin p— 1%

107 Sulal =17

108 ol y e ] OM— - .

109 0\'({1{1 |_un‘})jfl/| aslma . P —\r Mg

110 YTEEL U Phtead

111

112

113

114

195

116

117

118

149

120

121

122

123

124

125

126

127

128

129

130

131

132

133

134

i35

136

137

138

139

140

141

142

143

144

145

146

147

148

149




