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The pharmaceutical space is crowded with many brands jostling for attention among
consumers and doctors. Marketing and promotion strategies need to be carefully crafted so
that doctors find them to be credible. Product advertising should intrigue consumers

without overstepping legal boundaries. Medical logos have a crucial role to play in
successful promotion as medical and pharmaceutical business logos lay the foundation for

impactful marketing efforts. Marketing efforts in this sector also have to deal with
government regulations and consumer-physician relationships.
There are three objectives of promotion. These are:

To present information to consumers and others.

To increase demand.
To differentiate a product.
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