Final FAQ Suggestions for MSR6021

1. What is a Medical Sales Representative (MSR)?
A Medical Sales Representative is a professional who promotes pharmaceutical products to doctors,
pharmacists, and healthcare institutions.
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2. What are pre-sales activities?
Pre-sales activities are the preparatory actions taken before selling a product.
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3. Why are pre-sales activities important?
They help build trust, understand customer needs, and improve sales success.
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4. What is the main objective of pre-sales activities?
The objective is to make product promotion easier and more effective.
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5. What is appointment scheduling in MSR work?
Itis the process of arranging meetings with doctors, pharmacists, and hospitals.
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6. Why should an MSR respect doctors’ schedules?
Doctors have busy schedules, so respecting their time creates a professional image.
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7. What is a communication strategy for products?
Itis a planned approach to explain product benefits and uses effectively.
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8. Why is product knowledge important for an MSR?
Product knowledge helps answer questions and increases credibility.
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9. What information should an MSR know about a medicine?
The MSR should know its uses, benefits, side effects, and advantages.
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10. What is a product presentation?
A product presentation is a structured explanation of a medicine to healthcare professionals.
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11. Why are presentations important in pharmaceutical sales?
They help doctors understand product benefits and scientific evidence.
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12. What should a good presentation include?
It should include benefits, scientific support, and competitor comparison.
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13. What is business communication?
Business communication is the exchange of professional information in the workplace.
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14. What is verbal communication?
Verbal communication is communication through spoken words.
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15. What is non-verbal communication?
Itincludes body language, facial expressions, and eye contact.
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16. Why are listening skills important for an MSR?
They help understand doctors’ concerns and respond appropriately.
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17. What is the patient-physician relationship?
Itis a relationship based on trust, care, and ethics.
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18. What is the physician-MSR relationship?
Itis a professional relationship based on trust and product knowledge.
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19. Why should an MSR avoid disturbing patient care?
Patient health is always the doctor's first priority.
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20. What is networking in pharmaceutical sales?
Networking is the process of building professional contacts in healthcare.
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21. Why is networking important for an MSR?
It creates more opportunities for product promotion.
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22. Name two places where MSRs can build networks.
Hospitals and clinics are common networking locations.
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23. What skills are required for pre-sales activities?
Communication, confidence, product knowledge, and time management are essential.
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24. What is sales in life sciences?
Itis the promotion and sale of pharmaceutical and healthcare products.
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25. How is life sciences sales different from normal sales?
It focuses on patient well-being and requires scientific knowledge.
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26. What is prospecting?
Prospecting is identifying potential customers such as doctors and hospitals.
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27. What is the pre-approach stage?
It involves gathering information before meeting a doctor.
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28. What information is collected during pre-approach?
Specialization, prescribing habits, and patient types are collected.
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29. What is the approach stage in sales?
Itis the first interaction between the MSR and the doctor.
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30. Why is the first impression important in sales?
A positive first impression helps build trust and interest.
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31. What happens during the presentation stage?
The MSR explains product features, benefits, and uses.
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32. What is objection handling?
Itis the process of responding to customer doubts and concerns.
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33. What are common objections raised by doctors?
Doctors may question effectiveness, side effects, or price.
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34. What is closing in sales?
Closing is encouraging the doctor to prescribe the product.
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35. Why is follow-up important after sales?
It maintains relationships and supports continued prescriptions.
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36. What is a product-oriented sales approach?
It focuses on product features and benefits.
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37. What is a customer-oriented approach?
It focuses on doctors’ needs and patient outcomes.
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38. What is a problem-solving sales approach?
It demonstrates how a product solves a health problem.
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39. What is a relationship-based sales approach?

It focuses on building long-term trust with healthcare professionals.
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40. Why are scientific discussions important in life sciences sales?

They increase credibility and help doctors make informed decisions.
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41. What are visual aids in pharmaceutical sales?
Visual aids are charts, brochures, and presentation materials used to explain products effectively.
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42. Why are product samples used by MSRs?
Product samples help doctors understand and evaluate a medicine.
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43. What is Emotional Quotient (EQ)?
EQ is the ability to understand and manage emotions effectively.
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44. Why is EQ important for an MSR?
EQ helps manage objections, build trust, and maintain professional relationships.
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45. How should an MSR respond to objections?
The MSR should listen carefully, remain calm, and respond with facts.
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46. What is targeting in pharmaceutical sales?
Targeting means focusing on specific doctors, hospitals, or patient groups.
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47. Why is targeting important?

It helps achieve sales goals efficiently and saves time.
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48. What are sales goals?
Sales goals are targets set for product promotion and sales performance.
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49. What are legal guidelines in life sciences sales?
They are rules that ensure safe, ethical, and lawful product promotion.
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50. Why should MSRs avoid false claims?
False claims can mislead doctors and may harm patients.
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51. What is confidentiality in pharmaceutical sales?
Confidentiality means protecting sensitive information from unauthorized disclosure.
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52. What is pharmacovigilance?
Pharmacovigilance is the science of monitoring and improving drug safety.
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53. Why is pharmacovigilance important?
It helps detect adverse reactions and ensures patient safety.

(FTPISIGET (T B IY?)
46 8= =1 AfSTEFT *Ie FF 32 @M [Rrorar A ee Fa |

54. What is an Adverse Drug Reaction (ADR)?
An ADR is a harmful or unintended reaction to a medicine.
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55. What is a side effect?
A side effect is a known secondary effect of a medicine.
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56. What is a Serious Adverse Event (SAE)?
An SAE is a severe reaction that may cause hospitalization, disability, or death.
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57. What is a signal in pharmacovigilance?
A signal is new or unexpected information about a drug's safety.
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58. What is the role of an MSR in pharmacovigilance?
The MSR collects and reports information about adverse drug reactions.
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59. Why should ADRs be reported immediately?
Timely reporting helps prevent further harm and improves drug safety.
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60. What information is needed in ADR reporting?
Patient details, drug name, and reaction details are required.

(ADR fRTHTCE 1 O3 ATIAGH?)
(AN ©F, GFLHF NN 433 A FTR [RIAY ATIG |

61. What is the Pharmacovigilance Programme of India (PvPI)?
PvPl is India's national program for monitoring drug safety.
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62. What is the role of WHO in pharmacovigilance?
WHO supports global monitoring of medicine safety.
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63. Why is patient confidentiality important in pharmacovigilance?
It protects patient privacy and maintains ethical standards.
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64. What is case processing in pharmacovigilance?
Itis the documentation and evaluation of adverse event reports.
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65. What skills are required for pharmacovigilance activities?
Observation, communication, ethics, and attention to detail are essential.
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66. What is event management in pharmaceutical sales?
Event management involves planning and conducting professional healthcare events.
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67. Why are medical events organized?
They help educate healthcare professionals and promote products.
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68. What is a CME program?
CME stands for Continuing Medical Education, a learning program for doctors.
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69. What is the role of an MSR in event planning?
The MSR helps organize, coordinate, and manage healthcare events.
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70. Why is planning important before an event?
Planning ensures smooth execution and achievement of objectives.
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71. What is budget management in event organization?
Budget management is controlling event expenses within approved limits.
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72. Why is financial discipline important in event management?
It helps control costs and maintain company profitability.
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73. What is logistics management?
Logistics management involves arranging resources and facilities for an event.
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74. What are the key logistics arrangements for an event?
Venue, invitations, travel, accommodation, and presentation materials.
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75. Why is venue selection important?

A suitable venue improves participant experience and event success.
(S BN (T 9T f?)

TSNS (Gff NLHARTFIANNET NGB A DI SHpeTol G |

76. What should an MSR do during an event?
The MSR should coordinate activities and ensure smooth execution.
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77. Why is professional conduct important during events?
It creates a positive impression and strengthens relationships.
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78. How can events create business opportunities?
Events allow interaction with doctors and identification of new prospects.
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79. What are leads in pharmaceutical sales?
Leads are potential customers who may prescribe or support a product.
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80. Why are post-event activities important?
They help collect feedback, evaluate success, and strengthen relationships.
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81. What is event feedback?
Event feedback is the information collected from participants about an event.
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82. Why is feedback important after an event?
Feedback helps identify strengths, weaknesses, and areas for improvement.
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83. What is an event report?
An event report is a document summarizing event activities and outcomes.
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84. Why should event records be maintained?

They help evaluate performance and support future planning.
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85. What are core skills for an MSR?
Core skills are the essential abilities required to perform MSR duties effectively.
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86. Why are core skills important for an MSR?

They improve performance, communication, and professional success.
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87. What is communication skill?
Communication skillis the ability to exchange information clearly and effectively.
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88. Why is communication considered the foundation of MSR work?
MSRs interact daily with healthcare professionals and need clear communication.
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89. What is active listening?
Active listening means paying full attention to the speaker and understanding the message.
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90. Why is active listening important for an MSR?
It helps understand doctors' needs and respond appropriately.
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91. What is product knowledge?
Product knowledge is a complete understanding of a medicine and its uses.
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92. Why should an MSR have strong product knowledge?
It builds confidence and increases credibility with doctors.
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93. What information should be included in product knowledge?
Uses, dosage, benefits, side effects, and precautions.
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94. What is selling skill?
Selling skill is the ability to persuade customers to accept and use a product.
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95. Why are selling skills important in pharmaceutical sales?
They help increase prescriptions and achieve business goals.
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96. What is relationship building?
Relationship building is creating long-term professional connections with customers.
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97. Why is relationship building important for MSRs?
Strong relationships improve trust and long-term business success.
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98. What is negotiation skill?
Negotiation skill is the ability to reach mutually beneficial agreements.
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99. Why is negotiation important in professional interactions?
It helps resolve differences and achieve positive outcomes.
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100. What is networking skill?
Networking skill is the ability to develop and maintain professional contacts.
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101. Why is networking beneficial for MSRs?
It creates opportunities for learning, collaboration, and business growth.
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102. What is time management?
Time management is the ability to plan and use time efficiently.
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103. Why is time management important for MSRs?
It helps manage appointments, travel, and reporting effectively.
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104. What is professionalism?
Professionalism is maintaining appropriate behavior, appearance, and ethics at work.
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105. Why is professionalism important for an MSR?
It enhances reputation and creates trust among healthcare professionals.
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106. What is ethical behavior?
Ethical behavior means acting honestly, fairly, and responsibly.
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107. Why are ethics important in pharmaceutical sales?
Ethics protect patients, maintain trust, and ensure compliance with regulations.
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108. What is integrity?
Integrity means being honest and adhering to strong moral principles.
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109. Why should an MSR demonstrate integrity?
Integrity builds trust and strengthens professional relationships.
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110. What is adaptability?
Adaptability is the ability to adjust to changing situations and environments.
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111. Why is adaptability important in the pharmaceutical industry?
The industry changes frequently with new products, regulations, and technologies.
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112. What is teamwork?
Teamwork is the ability to work cooperatively with others to achieve common goals.
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113. Why is teamwork important for an MSR?
It improves coordination and helps achieve organizational objectives.
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114. What is problem-solving skill?
Problem-solving skill is the ability to identify and resolve issues effectively.
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115. Why is problem-solving important in sales?
It helps address customer concerns and improve satisfaction.
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116. What is confidence in professional communication?
Confidence is the ability to communicate clearly without hesitation.
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117. Why is confidence important for an MSR?

It improves presentations and influences healthcare professionals positively.
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118. What is continuous learning?
Continuous learning is the ongoing process of improving knowledge and skills.
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119. Why is continuous learning necessary for an MSR?
It helps keep up with new medicines, technologies, and industry developments.
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120. What qualities make a successful Medical Sales Representative?
A successful MSR possesses product knowledge, communication skills, ethics, confidence,
professionalism, and a commitment to continuous learning.
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