
Master Class Ep. 146II "Data-Driven 

Approaches in Pharma Marketing: 

Trends, Insights, and Strategic 

Applications” II Thursday, January 15, 
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From: IIHMRU President Office 

presidentoffice@iihmr.edu.in 

To: Mr Aditya Vyas, adityavyas.pm17@iihmr.in 

Sent: Thursday, January 15 at 9:30 AM 
 

 
Dear Mr. Aditya Vyas,  

Greetings for the day. 

Hope this email finds you in great health. 

 

IIHMR University takes the lead to organize 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 January 15, 2026– 

from 10:00 AM – 01:00 PM IST (Offline). 

 

The masterclass will help students to understand  

 “Data-Driven Approaches in Pharma Marketing: Trends, 

Insights, and Strategic Applications.” 

 

Title – “Data-Driven Approaches in Pharma Marketing: 

Trends, Insights, and Strategic Applications.” 

 

Guest Speaker: Ms Anuksha Jain, Associate, Novartis 

India, Hyderabad, India 

 

    Welcome:  Dr Saurabh Kumar, Dean SPM, IIHMR 

University, Jaipur 

 

Student Coordinator – Mr Aditya Vyas , Student MBA 

PM 17 

 IIHMR University, Jaipur
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Date: Thursday, January 15, 2026 

 

Time: 10:00 AM – 01:00 AM IST 

Mode: Offline 

 

The Session will be of Approx 165 minutes followed by 15- 

minute question-answer session (1 Hour duration). The 

target audience will be MBA PM 1st Year & 2nd Year 

students along with Faculties and Team Members of 

Placements & Alumni Relations. 

 

 

 

Thanks and Regards 
 

 
President Office 

A: IIHMR University | 1, Prabhu Dayal Marg, 

Near Sanganer Airport | Jaipur – 302029 

 E: p residentoffice@iihmr.edu.in | W: www.iihmr.edu.in 

P: +91 141 3924700 (737) 
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IIHMR UNIVERSITY, JAIPUR 

EVENT OUTCOME REPORT 

“Master Class Episode 146” 

“Master Class Episode 146” 

TOPIC: Data-Driven Approaches in Pharma Marketing: Trends, Insights, and Strategic Applications 

DATE: January 15, 2026, (10.00 AM-01.00 PM) 

VENUE: Classroom (IT Auditorium), IIHMR University, Jaipur (OFFLINE MODE)  

SPEAKER: Ms. Anuksha Jain, Associate, Novartis, India, Hyderabad 

NUMBER OF PARTICIPANTS: 138 Students   

INTRODUCTION: The Master Class 146 session titled “Masterclass on Data-Driven Approaches in 

Pharma Marketing: Trends, Insights, and Strategic Applications” was held on  January 15, 2026, at 

IIHMR University in offline mode. The session was coordinated by Mr. Aditya Vyas, PM 17 Student, 

was moderated by Dr.  Saurabh Kumar, Dean SPM, IIHMR University Professor. 

The guest speaker  Ms. Anuksha Jain is a business and data Analyst with 3+ years of experience across the 

pharmaceutical and IT sectors. Currently working at Novartis India, she specializes in pharma sales and 

marketing analytics, KPI development, SQL-based automation, and cross-functional stakeholder 

collaboration. With prior experience at Axtria and Wipro, she brings strong expertise in data-driven decision-

making, project execution, and business insights within the pharma domain 

OBJECTIVE: The objective is to understand Pharma Marketing: Trends, Insights, and Strategic Applications.  

SALIENT NOVEL POINTS COVERED 

1. Understanding US Market 

The session began with an overview of the US market, pharmaceutical brand promotion in the US operates 

under strict regulatory guidelines. All marketing communication must be ethical, compliant, and 

scientifically validated to ensure patient safety. 

2.  Data-Oriented Approach to Brand Promotion 

Brand promotion strategies are developed using prescription data and physician behaviour analysis. This 

data-driven approach helps companies identify high-value prescribers and deliver more effective 

promotional messages.  

 3.  Structured and Scientific Sales Call Process 

A sales call is a planned interaction between a sales representative and a healthcare professional. During 

each call, products are detailed in a predefined sequence to ensure consistency, clarity, and regulatory 

compliance.  

4.  Importance of Call KPIs in Field Force Evaluation                                                                               



 

 

 

 

 

  

 

  

 

 

Call Key Performance Indicators (KPIs) play a crucial role in evaluating the effectiveness of the 

pharmaceutical sales force. These KPIs include parameters such as call frequency, call reach, call quality, 

detailing time, and number of brand messages delivered per call. By tracking these indicators, organizations 

can measure how efficiently sales representatives are engaging with healthcare professionals. Call KPIs also 

help in identifying gaps between planned and actual field activities. Regular monitoring of KPIs allows 

managers to optimize sales strategies, improve representative productivity, and ensure alignment with 

overall brand objectives. Additionally, KPIs provide a quantitative basis for performance reviews, incentive 

planning, and training needs assessment. 

5.  Role of TRx, NRx, and NBRx in Brand Performance Assessment 

TRx, NRx, and NBRx are critical metrics used to assess different dimensions of brand performance. TRx 

reflects overall prescription volume, NRx indicates brand growth through new prescriptions, and NBRx 

measures the level of new brand adoption in the market. 

 

Q&A and Interactive Session: The session concluded with an engaging and interactive Q&A segment, during which 

students actively participated by raising questions related to the TRx, NRx, and NBRx about US Market 

Conclusion:  The master class provided practical insights into pharmaceutical brand promotion in the US 

market, highlighting the importance of structured sales calls, call planning, and key performance indicators. 

It also helped in understanding performance metrics such as TRx, NRx, and NBRx through sample data 

analysis. Overall, the session effectively connected theoretical concepts with real-world pharmaceutical 

marketing practices and strengthened the participants’ understanding of brand performance evaluation and 

data-driven decision making 



  

  

 



 

 

 

 

 

 

 

 



 

 

 

 

 












