FUTURE GOALS AS a PHARMACIST
·  Being able to close deals and win repeat business contracts. This will eventually lead to a long and very successful rewarding career in pharmaceutical sales.
· Acquisition of strong interpersonal skills and extensive knowledge required to sell to customers with much ease and comfortable. Also mandatory consideration on the ability to interact with health-care professionals in the language they're comfortable with. This can be achieved alternatively through  pre-med which is mostly helpful in understanding medical terminology and learning the medications and products that a pharmacist is responsible for selling to doctors and hospitals
· Exercising a cold-calling technique which does not only involve in improvising of the potential sales, but also enables the pharmacist to develop a thick enough skin that they can simply move on to the next prospect instead of dwelling on rejection. Although this becomes cumbersome to some pharmacist who view the idea of rejection as a way of being inconsiderate and cutting of links between them and the clients for their product sales.
· Establishing a consultative sales approach is also a major role to be initiated by most of pharmacists. This is a condition that involves developing strong relationships with health care providers, demonstrating product based on the customer's specific needs and being able to recommend medications. Also, it includes developing the ability to estimate the client's needs in light of the business relationship as well as developing the trust from time to time. Using a consultative sales approach is essential to retaining a customer base and multiplying sales through repeat business
· Maintaining confidentiality of patient information Criteria through Observing legal and ethical guidelines for safeguarding the confidentiality of patient information and also Observation of the patient's rights when handling patient information, as stated in applicable legislation organization’s policies and procedures. 
· Successful increment in sales accounts percentage annually .this can achieved through proper and well organize system in the management that allows smooth flow of the services that are suitable to the clients.
· Provision of free samples and brochures about new medicines to doctors and nurses periodically and especially samples that involve medicine for a fast killing diseases such as cancer.
·  Reviewing of medical trials and product literature before forming opinions. Which aims to identify all the available and applicable evidences on the subject and the appraisal on the quality of the evidence. Hence, such reviews may ultimately help in answering the research or probably finding the gaps in the preceeding literatures which insist on the need for the high quality in a specific area for the research.
