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ABSTRACT

Objective: To determine knowledge and skills needed for drug marketing in the process of developing contents in drug
marketing course for pharmacy students to suit the drug market and meet pharmaceutical organization’s needs.

Method: This study employed survey questionnaire mailing to the pharmaceutical firm executives.

Results: Out of 113 questionnaires sent to pharmaceutical firms’ executives, and also by in-person interviewing, 65 replies
(response arte of 57.52%) could be used for analysis. On the recommendations concerning the pharmacy curriculum, it was
strongly suggested to contain the contents on “communication orientation”, “detailing”, “market environment”, “market strategy
education” and “teamwork management” (accounted for 80%, 72.3%, 66.2%, 63.1% 82 60.0% of the total analyzed
questionnaires respectively). In the strongly and mildly suggested choices, it found contents on “market strategy education”,
“teamwork management”, “communication orientation”, were 100% selected. While “marketing planning”, “market environment”,
“consumer behavior analysis” and “product life cycle” were 98.5% selected. Also, some professional skills were needed to fulfill
the ability to succeed in performing task in pharmaceutical marketing. These were human relationship (95.38%), communication
(90.77%), teamwork management (90.77%), foreign language/English (72.31%), leadership (67.69%), and information
technology (64.62%).
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