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Abstract 
The Proposed paper explains the significance and impact of nascent concept of merging the digital marketing and traditional 

marketing in Pharmaceutical Sector for magnum growth of the market.  
Purpose 
(1) To capture the untapped pharmaceutical market by the merged concept of digital marketing and traditional marketing together.  
(2) To reshape the existing marketing strategy by making it advance by merged concept of digital and traditional marketing.  

 
Keywords:“Strategic Fusion of Traditional and Digital Marketing”; “Catalyst Tool”. 
 
Rational Behind the Study  
 Due to COVID-19 pandemic, there has been a drastic change in procurement of pharmaceutical products and a new model is the 

need of the hour.   
 

Design and Methodology: The step-wise proposed method is as follows:  
1) Selection of the Marketing Strategy: In order to develop quality and consistent lead generation for creating the relevant business 

contact nodes with optimum reach to improve the overall quality in maximum possible avenues of business. For creating a better 
customer experience and association to a visionary plot with feasible requirement of resources for an assured success of the 
launched product/services. 

2) Perform Fusion marketing(make Multiple Connection): - It consists of following five steps. 
a) Selecting a power partner: It’s all about to create a partnership in win-win situation with a partner having a strong hold in 

market in terms of network connection, sharing common business values, having similar business goals, and are prepared to 
share their target audience, marketing ideas for a joint venture. 

b) Regulating the objectives:The defined objectives of the partnership and the responsibilities of each party must be made 
clear so as to have a “Zero-Scope” of confusion between brands and help to avoid disagreements. The objectives must 
deliver results and significant values for both parties. Also, they must include quantifiable goals to track the improvement 
and success partnership.  

c) Agreement Format: - Two companies when comes together to implement a fusion marketing strategy, it is critical to have 
a clear and transparent written partnership agreement that contains the terms of the business relationship. This is for 
avoiding any form of conflicts that may arise between partners based on roles and responsibilities, ideas, and 
implementation. 

d) Mutual Respectfor Business Partner: Both the parties must have a mutual respect for each other and must promote each 
other to make a perfect capture over the market. 

e) Tracking the results: The last step in this node is to make a periodical evaluation the progress and assess joint partnership. 
It is important to consider mutual goals and metrics, ensuring that both companies receive value of earning growth in 
market. 

3) The Hooking with Social Media: - Social media encompasses different kinds of websites and applications, the function of these 
tools also varies. However, most social media sites start with a user creating a profile, usually by providing a name and an email 
address. Social media often uses “forage” that allow users to scroll through content. The forage will include content from 
“followed” users, as well as from entities that pay to promote their content. 

4) Create a Digital toolset: - The toolkit offers instant access to digital documentation, substitutes, replacements, for business. As 
well as technical documentation and information is connected to installed products by coded number, ensuring confidentiality in 
multiple domains. The digital Device-specific content is automatically connected to the tag, delivering provided instructions and 
technical documentation to required end-gate 

5) Make the Cost of Customer Acquisition: - The “long term” relationship with customer is the best and most powerful method of 
making a customer loyal towards the company. Customer walks out many times due to company’s inattention, ignorance, or bad 
business decisions. 
 

Company must include the following in the calculation of the Cost of Customer Acquisition. 
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a. Cost of product 
b. Overhead costs for sales and marketing employees (includes taxes, unemployment, etc.)  
c. Agency cost. 
d. Cost of conducting research. 
e. Software Spend. 
f. Advertising Spend. 

6) Eliminate & Segmentation:  By the Segmentation, Company can achieve the following: 
a. Create targeted contact and prospect lists according to demographic and behavioral patterns or other include/exclude 

criteria. 
b. Split segments into multiple lists and prioritize the segments. 
c. Eliminate duplicates in lists. 
d. Perform controlled and repeatable list pulls. 
e. Create n-Select or random select segments for message or delivery testing. 
f. Get counts for communications collateral before production. 
g. Assign unique source codes to segments to effectively analyze an effort's success. 
h. Copy segmentation jobs and purge inactive jobs. 
i. Reuse query definitions for multiple campaigns. 

 
The following are the steps to create segmentation:   

a. Create a segmentation job. 
b. Add, split, and/or delete segments. 
c. Populate the segments to create lists. 
d. Task Map: Segmentation 
e. Viewing segmentation jobs 
f. Creating a segmentation job 
g. Managing segments in a job 
h. Populating segments 
i. Managing segmentation lists 

 
Eliminating operating segments is an important part of keeping our business in the black. An operating segment is a term for 

a department within one’s company that has expenses, revenue and a clear record of this information. These segments are regularly 
examined by accountants and executives to ensure that their revenue is consistently exceeding its expenses.  The following are steps of 
Elimination of Operating Segments 
 Evaluating company’s various departments to calculate the aggregate revenue;  
 To know the status of revenue being collected from each department; 
 Determining the cost of running these operating segments and  
 Compare company’s segments’ revenue and the amount it costs to run them. 

 
Define Strategy(Create Objective):  

a) Communicate and Clarify: -Company Managers must convey message to their employees so that employees feel real, 
achievable, applicable to their part of the company, and valuable to the customer. 

b) No Pressurization: - One must not speak in dictating terms in any organization So the communication must be fair and 
transparent and all ideas from every strata of pyramid must be welcomed. 

c) Ethical: - company must show empathetic and ethical approach towards employees as well as customers to create a trust of the 
Company. 

d) Problem Elimination: - companies and their managers must take regular feedbacks so as to remove the grievances time to 
time before any big problem comes out. And when problem comes out it must be removed with healthy communication and 
win-win situation 
 

7) Work According to strategy: - Strategy is the map work of an organization that shows its objectives and goals, reduces the key 
policies, and plans for achieving these goals, and defines the business the company is to carry on, the type of economic and 
human organization it wants to be, and the contribution it plans to make to its shareholders, customers and society at large. 
 

Features of Successful Strategy 
1. Strategy is successful with perfect foresight for business environment. 
2. Strategy deals with long term developments rather than routine operations 
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3. Strategy is created to take into account the probable behavior of customers and competitors. 
 
 

8) Prioritising the Objective:   
a) Priorities are always for the team as a whole. In business the priority means a responsibility to support each other, help each 

other, develop each other and work together to create a team outcome. 
b) There is a hairline difference between priority and goal. We generally use the words “goals” and “priorities” more or less 

interchangeably or at least interdependently – like prioritized goals. Goal is a single subject with a motive and priority is 
choosing the goal.  

 
9) Finalizing the Market Plan: The following are they master key points of the successful marketing plan. 

 To know target audience. 
 To know where we can find them. 
 To know value as important as it is. 
 To know customer are worried about 
 To know customer, need right now. 

 
Findings 
1) Many remotest locations are also in connection for procurement of pharmaceutical products. These macro-micro revenue turns in 

gigantic amount scale when collected on large scale. The population residing in rural and sub-urban area are about 78% of the 
Indian population. And now after Post COVID-19 as all the population is alert for the preventative measures, the untapped 
market of 78% is in demanding mode of various pharmaceutical products. So, a huge opportunity has come for the growing and 
emerging business. 

2) Huge job opportunity and various sources of finance can be created. Due to the magnum growth in business in rural and sub-
urban sector a tremendous job opportunity has emerged. Especially for Women for the “Gender Sensitized” health care product 
and services. 
 

Recommendation 
1) The need of customer must be reviewed time to time to update the demands of pharmaceutical Product.  
2) More awareness must be created among customers for creating the broad the customer base. Awareness campaign especially in 

remote locations must be done so break the stereo-types from the rural and sub-urban population. As the major population lies in 
these regions only. 

 
Scope for Future Scope 
 Still India is having an access of about only 65% of people with internet marketing. A well formulated strategy for fusion of 

proposed model will result into creating a magnum growth in market.  And in the rural and urban sector people are not aware 
much about the use of Social media. So, the “Tailor-Made Methods” must be designed to make them aware about the 
Pharmaceutical Products by help of campaign, visits, encouraging for participation in various schemes for enhancing the health 
care sector by help of various pharmaceutical product and services. 
 

Limitations 
 The current Indian market is not well acquainting for procurement via online mode. Cyber laws are not as much as updated as the 

Cyber Technology available. And for the same the Company must have representatives and volunteer for making more and more 
Cyber Awareness among rural and sub-urban population so maximum participation could be received from the masses. 
 

References 
1) https://www.dndbeyond.com/ 
2) https://www.emerson.com/en-in/news/automation/20-12-myassets 
3) https://kotaku.com/d-ds-new-digital-toolset-might-convince-me-to-stop-repp-1797034489 
4) https://www.tankstoragemag.com/2020/12/18/emerson-launches-new-digital-toolset/ 
5) https://www.sciencedirect.com/science/article/pii/S228843001830174X 
6) https://www.intercom.com/blog/what-is-customer-acquisition-cost/ 
7) https://neilpatel.com/blog/customer-acquisition-

cost/#:~:text=Basically%2C%20the%20CAC%20can%20be,year%2C%20their%20CAC%20is%20%241.00. 
8) https://corporatefinanceinstitute.com/resources/knowledge/accounting/customer-acquisition-cost-cac/ 
9) https://www.demandjump.com/blog/customer-acquisition-cost-by-industry 



 

  

 
 

 

ISSN:2277-7881; IMPACT FACTOR :6.514(2021); IC VALUE:5.16; ISI VALUE:2.286 
Peer Reviewed and Refereed Journal: VOLUME:10, ISSUE:4(4), April:2021 

Online Copy Available: www.ijmer.in 
Digital certificate of publication:http://ijmer.in/pdf/e-Certificate%20of%20Publication-IJMER.pdf 

 

 
40 

 

10) https://www.chatterbuzzmedia.com/blog/calculate-customer-acquisition-cost/ 
11) http://solidstatetechnology.us/index.php/JSST/article/view/3538 
12) http://help.imis.com/q42015/Features/Marketing/Segmentation.htm 
13) https://www.managementstudyguide.com/strategy-definition.htm 
14) https://www.mindtools.com/pages/article/what-is-strategy.htm 
15) https://www.forbes.com/sites/annlatham/2017/10/29/what-the-heck-is-a-strategy-anyway/?sh=6379b1147ed8 
16) https://www.investopedia.com/terms/m/marketing-

plan.asp#:~:text=A%20marketing%20plan%20is%20an,and%20reach%20its%20target%20market. 
17) https://venngage.com/blog/marketing-plan/ 
18) https://blog.hubspot.com/marketing/marketing-plan-examples 
19) https://corporatefinanceinstitute.com/resources/knowledge/strategy/market-planning/ 
20) https://sendpulse.com/support/glossary/fusion-marketing 
21) https://tryfusionmarketing.com/ 
22) https://lexiconthai.com/en/blog/fusion-marketing-the-next-generation-of-digital-success/ 
23) https://www.marketing91.com/fusion-marketing/ 
24) https://www.investopedia.com/terms/s/social-media.asp 
25) https://www.socialmediatoday.com/ 
26) https://www.thebalancesmb.com/what-is-social-media-2890301 
27) https://buffer.com/social-media-marketing 
28) https://www.investopedia.com/terms/m/marketing-

strategy.asp#:~:text=A%20marketing%20strategy%20refers%20to,and%20other%20high%2Dlevel%20elements. 
29) https://coschedule.com/marketing-strategy/ 
30) https://www.merriam-webster.com/dictionary/objective 
31) https://onstrategyhq.com/resources/building-plan/ 
32) https://www.alchemyassistant.com/topics/FVQ2pXigfMLAtSG2.html 
33) https://hbr.org/2010/06/making-your-strategy-work-on-t 
34) https://www.hdrinc.com/insights/workplace-strategies-10-ways-work-better 
35) https://www.jobhero.com/career-guides/interviews/prep/what-is-a-strategy-manager 

 
 



Filename: 8 
Directory: C:\Users\DELL\Documents 
Template: C:\Users\DELL\AppData\Roaming\Microsoft\Templates\Normal.dotm 
Title:  
Subject:  
Author: Windows User 
Keywords:  
Comments:  
Creation Date: 4/16/2021 4:41:00 PM 
Change Number: 5 
Last Saved On: 4/27/2021 10:45:00 AM 
Last Saved By: Murali Korada 
Total Editing Time: 44 Minutes 
Last Printed On: 4/30/2021 12:17:00 PM 
As of Last Complete Printing 
 Number of Pages: 4 
 Number of Words: 2,394 (approx.) 
 Number of Characters: 13,651 (approx.) 

 


