
A
dditionally, m

edical representatives a
p

p
ly various m

a
rke

tin
g

 strategies to
 increase p

ro
d

u
ct aw

areness and 
p

ro
m

o
te

 th
e

ir com
pany's products. 

M
e

d
ica

l R
epresentative Job: R

ole &
 R

esponsibility 

• 
In

fo
rm

in
g

 and presenting a n
e

w
 m

edical p
ro

d
u

ct to
 doctors and o

th
e

r healthcare professionals 

• 
M

a
in

ta
in

in
g

 a
p

p
o

in
tm

e
n

ts and m
eetings w

ith
 m

edical professionals 

• 
In

flu
e

n
cin

g
 h

e
a

lth
ca

re
 professionals to

 prescribe m
e

d
ica

tio
n

 o
r use th

e
 e

q
u

ip
m

e
n

t b
y using p

ro
d

u
ct 

in
fo

rm
a

tio
n

 and know
ledge. 

• 
Learning and understanding th

e
 needs o

f doctors and physicians 

• 
S

taying u
p

-to
-d

a
te

 o
n

 m
edical innovation 

• 
N

e
g

o
tia

tin
g

 sales contracts and deeds 

• 
E

nsuring clie
n

t satisfaction w
ith

 m
edical products and m

aintaining a strong clie
n

t relationship. 

• 
P

e
rfo

rm
in

g
 research o

n
 co

m
p

e
tito

rs to
 analyse th

e
 success and value o

f th
e

 p
ro

d
u

ct th
e

y are selling 

• 
C

rafting persuasive pitches th
a

t em
phasize th

e
 value o

f th
e

ir m
edical p

ro
d

u
ct to

 patients. 

• 
C

onducting m
eetings w

ith
 m

edical scientists to
 acquire specialized p

ro
d

u
ct know

ledge 

• 
F

ollow
ing u

p
 w

ith
 doctors to

 understand th
e

ir feedback regarding th
e

 m
edical products. 

A
fte

r co
m

p
le

tio
n

 o
f M

S
R

 course o
n

e
 w

ill be eligible fo
r sta

rtin
g

 w
o

rk as an entry-level M
S

R
 professional as 

'T
rainee 

M
e

d
ica

l 
R

epresentative' 
o

r 
'M

e
d

ica
l 

S
ales 

R
epresentative'. 

T
here 

are 
am

ple 
career 

g
ro

w
th

 

o
p

p
o

rtu
n

itie
s in

 th
is line. T

hey can be fu
rth

u
r p

ro
m

o
te

d
 to

 'S
ales M

a
n

a
g

e
r' th

e
n

 to
 'T

erritory M
a

n
a

g
e

r' th
e

n
 to

 
'S

r. T
erritory M

a
n

a
g

e
r' th

e
n

 to
 'A

rea S
ais M

a
n

a
g

e
r' th

e
n

 to
 'R

egional S
ales M

a
n

a
g

e
r' th

e
n

 to
 'Z

onal S
ales 

M
a

n
a

g
e

r' th
e

n
 to

 'N
ational S

ales M
a

n
a

g
e

r' th
e

n
 to

 'D
ire

cto
r M

a
rke

tin
g

' th
e

n
 to

 'V
ice P

resident (M
a

rke
tin

g
)' 

a
n

d
 to

 'P
resident'. 

R
etail Sales A

ssociate (R
SA

) 
R

etail sales refer to
 th

e
 sale o

f goods and services d
ire

ctly to
 th

e
 fin

a
l consum

er fo
r personal o

r household use. 

T
hese sales typically occur th

ro
u

g
h

 re
ta

il o
u

tle
ts like local shops, superm

arkets, clo
th

in
g

 stores, pharm
acies, 

o
n

lin
e

 shops, and m
alls. 

A
 R

etail S
ales A

ssociate is responsible fo
r handling various sales activities in

 a retail store, A
 sales associate 

w
o

rks closely w
ith cu

sto
m

e
rs to

 d
e

te
rm

in
e

 th
e

ir needs, a
n

sw
e

r th
e

ir questions a
b

o
u

t yo
u

r products and 
re

co
m

m
e

n
d

 th
e

 rig
h

t solutions. 

R
etail S

ales A
ssociate Job: R

ole &
 R

esponsibility 

• 
D

eliver exceptional service to
 shoppers th

a
t results in

 repeat visits and lo
n

g
-te

rm
 brand lo

ya
lty 

• 
C

ollaborate 
w

ith
 

co-w
orkers to

 
achieve store 

sales goals th
ro

u
g

h
 

suggestive 
selling 

and 
special 

p
ro

m
o

tio
n

s 
• 

In
fo

rm
 p

a
tro

n
s a

b
o

u
t p

ro
d

u
ct fe

a
tu

re
s and benefits, o

ffe
rin

g
 opinions and recom

m
endations w

h
e

n
 

a
p

p
ro

p
ria

te
 

• 
M

a
in

ta
in

 a tid
y shopping e

n
viro

n
m

e
n

t and w
e

lco
m

in
g

 atm
osphere 

• 
R

epresent th
e

 co
m

p
a

n
y w

ith
 professionalism

 and enthusiasm
 

• 
T

reat all custom
ers w

ith
 respect and co

u
rte

sy 

• 
G

re
e

t custom
ers as th

e
y e

n
te

r th
e

 sto
re

 

• 
A

n
sw

e
r cu

sto
m

e
r questions and assist w

ith
 requests 

• 
E

xecute purchases and re
tu

rn
s a

t th
e

 cash re
g

iste
r w

h
ile

 checking fo
r accuracy 

• 
R

estock and organize m
erchandise o

n
 th

e
 sales flo

o
r 

• 
R

esolve cu
sto

m
e

r com
plaints and issues in

 a tim
e

ly and professional m
a

n
n

e
r 

A
fte

r co
m

p
le

tio
n

 o
f R

SA course o
n

e
 w

ill b
e

 eligible fo
r sta

rtin
g

 w
o

rk as an entry-level R
SA professional as 

'T
rainee S

ales A
ssociate' o

r 'S
ales A

ssociate'. 
T

hey can 
be fu

rth
u

r p
ro

m
o
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 'S

r. 
S

ales A
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r K
ey H
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e
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e

n
 to

 
'A

ssistant M
a

n
a

g
e

' , th
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\91~~ CSffrft -s f.tc"!1f ~C111-tC-lil (suggestive selling 
and special p

ro
m

o
tio

n
s
)~

 Clil45IC-lil f.iJlilri'f'!JiJ~
'q

5
'q

l 

• . 
'"

I
C

"
T

J
'q

'~
-
S

~
~

~
 (Jli\31C

liil~C
'l;'3111 Jl'q't ~

~
~
'
3
 "'i.'"1T

ffi-t~'q5'q'T
 

• 
Cqiollqil'G

lil ~
 ~
-
~
 '3 ~

T
f ~
 

• 
,..,.,,,;,lh ~

 ~
9

R
liflJ

('!lf cq51""'11A
cq5 ~

'l'f'q
5

'q
'T

 

• 
~
 ~
 lJ('!lf ~
 -S CS!l\91-ll >i_i145 ~

 'q5'ql 
• 
~
 CliR5TC-l ~

"
flti'I \!lll(!lf,iqi~ltq ~

~
 

. 
~
 ~
 m

 ('1;$111 Jl'q't ~
 61fS.,;111c131 ')IT

!U
ll'J 'q5'ql 

• 
(q5-llq5fG

I IS ffi'G
A ~

I
 SJ~q5~1tq ~

'q
5

'q
l-S

 <l5JT"I Cilf\?A:>GICil ~
~

'q
5

'q
l
 

• 
m

Ji'V ~
 (S

hop F
loor) '"l"Tr ~

 ~
 '3 ~
 ~

"'f1
.l~

 'q5'ql 

• 
~
 ~

,
r
 -S '3'"lPtTI ~

 -S C91-tllili1~1Cq ~
 'q5'ql 

R
S

A
 Cffi""°'"''♦

tmr 1'Rr, ~
~
 ~
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lffi"""' \llilJIC
$lllfilt41\;• ~
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"
"
' \llilJIC

$lllfilt41\;• 

9
1

tl;~
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~
~
 C

lU
'IJ~

I 
S

if~
 'fil'"I 'fil'"l '"ltlilt:IR

iil llT
'lln

l~
'"

ltli. ~'3l1Tlf ,
i
r
i
n

,
i
~

 ~
1

'tf.to
 c,Jlj'$

f \llilJIC
$lllfi!t41\; q

y
"tl ~
 

(K
ey H

older). C
JIS

R
l'~

lil•l't\911il, ~
 11JIC-l'911il, ~

 illM
\911il, C

\91-lltil'I ilJIC
-1'911il, ~
 i1JIC

-l'911il, 

f
if

\
t
$

~
 illlt-l\911il, fflttil4

il (fi"cn,r """') ~
 'W

l't,f c
~

filt'5
" (fit'ft,r "

"
"
') I 

C
qip(Piti1qlC

SJil ~
 (lf(f: w

w
w

.b
u

ru
n

iv.a
c.i~

 academ
ic +

 
syllabus +

u
n

d
e

rg
ra

d
u

a
te

 

(W
eb Link: https://w

w
w

.buruniv.ac.in/D
em

o/T
em

plate.php ?m
enu=S

yllabus&
subm

en u=U
G

) 

••••••• 

VO
CATIO

NAL M
IN

O
R

 C
O

U
R

SES FO
R UG (N

EPI STU
D

EN
TS IN SEM

ESTER 111.V &
 VI U

N
D

ER
 TH

E UNIVERSITY O
F BU

R
D

W
A

N
 

E
ach undergraduate stu

d
e

n
t o

f th
e

 U
niversity o

f B
urdw

an u
n

d
e

r N
E

P
-2020 is re

q
u

ire
d

 to
 stu

d
y o

n
e

 M
in

o
r 

course under V
ocational E

ducation and T
raining in

 S
em

ester Ill, V
 and V

I com
pulsorily. A

 stu
d

e
n

t has to
 select 

one V
ocational (V

oe) M
in

o
r C

ourse a
t th

e
 starting o

f S
em

ester Ill fro
m

 available o
p

tio
n

s. O
nce chosen, th

e
 

selected V
ocational M

in
o

r course cannot be changed in
te

rm
e

d
ia

te
ly in

 subsequent sem
esters. E

ach o
f th

e
 

V
ocational M

in
o

r courses com
prises o

f th
re

e
 M

odules -
M

o
d

u
le

 1, M
o

d
u

le
 2 and M

o
d

u
le

 3 fo
r teaching in th

e
 

S
em

ester Ill, S
em

ester V
 and S

em
ester V

I respectively. 

V
ocational M

in
o

r C
ourses 

~
m

ester w
ise C

ourse C
ode &

 M
odules 

(A
ny on

e to choose from
) 

S
em

ester Ill 
S

em
esterV

 
S

em
ester V

I 
C

redit: 4 
C

redit: 4 
C

re
d

it:4
 

T
otal m

arks: 75 
T

otal m
arks: 75 

T
otal m

arks: 75 (E
nd 

(E
nd S

em
ester 

(E
nd S

em
ester 

S
em

ester exam
ination: 

exam
ination: 60 m

arks 
exam

ination: 60 m
arks 

6
0

 m
arks &

 Internal 

&
 Internal A

ssessm
ent: 

&
 Internal 

A
ssessm

ent: 1
5

 m
arks) 

1
5

 m
arks) 

A
ssessm

ent: 15 m
arks) 

H
um

an R
esource M

anagem
ent 

H
R

M
3021(M

odule 1
) 

H
R

M
5021(M

odule 2) 
H

R
M

6021(M
odule 3) 

M
edical Sales R

epresentative 
M

S
R

3021 (M
o

d
u

le
 1) 

M
S

R
5021(M

odule 2) 
M

S
R

6021(M
odule 3) 

R
etail Sales A

ssociate 
R

S
A

3021 (M
o

d
u

le
 1) 

R
S

A
5021(M

odule 2) 
R

S
A

6021(M
odule 3) 

N
ow

, w
e shall give an o

ve
rvie

w
 a

b
o

u
t all th

e
 above courses so th

a
t a student is able to

 choose th
e

 best suitable 

one fo
r him

/her. 
H

um
an R

esource M
anagem

ent (H
R

M
) 

H
um

an R
esource m

eans th
e

 em
ployees o

r w
orkers in an organization. 

H
um

an R
esource M

anagem
ent is th

e
 strategic approach to

 effectively m
anaging people w

ith
in

 an organization 

to
 help th

e
 business gain a co

m
p

e
titive

 advantage. It involves recruiting, hiring, developing, and retaining 

em
ployees w

h
ile

 ensuring com
pliance w

ith
 la

b
o

r law
s and creating a productive w

o
rk environm

ent. 

H
um

an R
esource 

professionals advise organizations o
n

 o
p

tim
izin

g
 H

R
 practices. T

hey analyze current H
R

 

system
s, recom

m
end im

provem
ents, assist in

 re
cru

itm
e

n
t, and help develop H

R
 policies. T

hey m
ay also guide 

businesses o
n

 com
pliance, e

m
p

lo
ye

e
 relations, and organizational design. 

Job and responsibility o
f H

R
 professionals 

• 
R

ecruiting. 

• 
F

ostering a safe w
o

rk e
n

viro
n

m
e

n
t. 

• 
M

anaging em
ployee relations. 

• 
C

onflict R
esolution. 

• 
A

dm
inistering payroll. 

• 
M

anaging com
pensation and benefits packages. 

• 
H

andling disciplinary needs. 

• 
E

nsuring com
pliance w

ith
 la

b
o

r law
s and regulations. 

A
fte

r com
pletion o

f H
R

M
 course o

n
e

 w
ill be eligible fo

r starting w
o

rk as an entry-level H
R

 professional as 'H
R

 

T
rainee' o

r 'H
um

an 
R

esources A
ssistant' o

r 'H
um

an R
esources 

C
oordinator'. A

fte
rw

a
rd

s there are a
m

p
le

 

o
p

p
o

rtu
n

itie
s to

 be p
ro

m
o

te
d

 as 'E
m

ployee R
elations o

ffice
r/M

a
n

a
g

e
r', 'H

um
an R

esources G
eneralist'. 'H

um
an 

R
esources 

o
ffice

r/M
a

n
a

g
e

r'. 
'R

ecruitm
ent 

o
fflce

r/M
a

n
a

q
e

r', 
'Labor 

R
elations 

S
pecialist'. 

'H
R

IS 
A

n
a

lysr, 

7
ra

in
in

q
 a

n
d

 D
evelopm

ent officer/M
anager', 'D

E
IB

 (D
iversitv, E

quity, Inclusion &
 B

elonging) O
fficer', 'B

enefits 

A
d

m
in

istra
to

r' etc. 

M
edical Sales R

epresentative (M
S

R
) 

M
edical S

ales representatives. also know
n as pharm

aceutical sales representatives, w
o

rk in
 th

e
 pharm

aceutical 

industry. 
T

h
e

ir 
p

rim
a

ry 
responsibility 

is 
to

 
p

ro
m

o
te

 
and 

sell 
pharm

aceutical 
products 

to
 

healthcare 

professionals, such as doctors, pharm
acists, and hospitals. 
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