
Copyright © 2022 by Author/s and Licensed by Kuey. This is an open access article distributed under the Creative Commons Attribution 

License which permits unrestricted use, distribution, and reproduction in any medium, provided the original work is properly cited. 

 
  

 

                             

Educational Administration: Theory and Practice
2022, 28(4), 685-696
ISSN: 2148-2403

https://kuey.net/ Research Article 
 

 
 

 
 

   
  

 
  

  

   
 

   
  

               
  
 

   
 

   
 

               
  
 

Enhancing Pharma Sales Training: Leveraging Social
Media For Learner Engagement

Anuradha Chandrashekhar Singh1*, Dr Rashmi Sreejit Nair2

1*Phd scholar 2022, Dr DY Patil University, Nerul
2Associate Professor, Dr DY Patil University, Nerul

Citation: Anuradha Chandrashekhar Singh et al(2022). Enhancing Pharma Sales Training: Leveraging Social Media For Learner 
Engagement, Educational Administration: Theory and Practice, 28(4) 685-696
Doi: 10.53555/kuey.v28i4.11285 
 

ARTICLE INFO ABSTRACT 
 Pharmaceutical industry is also using digital learning tools more and more to 

enhance knowledge, skills and field readiness of medical representatives. This 
paper discusses the use of social media platforms, namely WhatsApp, YouTube, 
short instructional videos, and mobile quizzes, to increase the level of learner 
engagement in pharmaceutical sales training. The study bases its analysis on 
descriptive, practice-based data on approximately 100 medical representatives 
working in different organizations analyzing the trends of accessibility, 
engagement, perceived usefulness, and challenges of social-media-supported 
learning. The results suggest a large proportion of the respondents had excellent 
access to the learning resources, often interacted with multimedia content, and 
experienced an improvement in product memory, confidence in communication, 
and preparedness to interact with fields. Social media was considered especially 
useful in microlearning, group discussions, and continuous product information 
reinforcement. Nevertheless, a problem of connectivity instability, digital fatigue, 
and digital literacy levels appeared as persistent factors that influenced uniform 
learning experiences and, particularly, affected people who had to represent 
remote locations. The paper notes the role of social media as a growing 
significance of the informal and yet effective learning space consistent with the 
principles of adult learning and generating the ongoing professional growth. 
Educationally as a leader, the outcome illuminates the need to be supported by 
the organization, have equal access to digital infrastructure, and considerate 
incorporation of social learning methods to make it effective. The paper finds that 
social media-based training can greatly impact pharmaceutical learning 
ecosystems and suggests areas of weakness and research. 
 
Keywords: Social media learning, pharmaceutical sales training, learner 
engagement, digital training environments, professional development 

 

1. Introduction 
 
The pharmaceutical sales representatives are a critical part of healthcare system as they educate physicians, 
pharmacists and other stake holders on therapeutic use and appropriate use of the medical products. This is 
because their success is greatly determined by continuous training that enhances product knowledge, 
communication skills, adherence to regulation and market awareness. Historically, pharmaceutical sales 
training has relied on face-to-face training, conducted using workshops and seminars, with the instructors 
providing organized information by lectures, demonstrations, and printed materials. Nevertheless, the 
breakneck pace of technological development and the increased need to be flexible have prompted numerous 
organizations to implement the digital and hybrid training approaches, changing the way that medical 
representatives receive learning materials and engage in the process of professional development 
(Abomusallam, 2023). 
The introduction of web-based education tools and social media networks has transformed the general 
environment of professional education. Educators and trainers in the healthcare sector and related career 
segments are progressively relying on social networks, mobile apps, and content sharing tools to deliver 
educational content, promote self-directed learning and responsive learning experiences. According to 
research in pharmacy and medical education, social media can enhance interaction by providing fast 
communication and collaboration in learning and easy access to educational materials (Chen and DiVall, 2018; 
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Colbert et al., 2018). Such tools make it possible to provide multimedia rich training so that the learners can 
watch videos, case study, quiz, and discussion at any time and anywhere and thereby increase the flexibility 
and relevance of training. 
The same transformation is occurring in the pharmaceutical industry, and firms are starting to integrate digital 
engagement approaches in their training methods. It has been proved that social networks and mobile 
communication channels support the establishment of relationships, spread of information and educational 
communication between organizations and their stakeholders (Enyinda et al., 2018). In the case of sales 
representatives, in particular, it is paramount to have access to the updated information about the products 
and promotional guidelines and learning materials in time. The new digital tools (WhatsApp, YouTube, 
Facebook, Instagram, and other microlearning tools) ensure the real-time communication and sharing of 
resources, which are corresponding to the fast and mobile characteristics of pharmaceutical fieldwork (Dingre 
et al., 2025). 
Besides, interactive and participatory elements of social media can be likened to contemporary opinions about 
adult learning in professional contexts. According to social learning theories, the employees benefit through 
observing their colleagues, exchanging experiences, and participating in informal learning networks (Bingham 
and Conner, 2010). Through social media platforms, trainees are provided with virtual workplaces where they 
can engage trainers, coworkers and create knowledge together by discussing with each other and solving 
challenges. Organizational learning also focuses its studies on the idea that effective training requires 
supportive environments to promote communication, community, and engagement with the material (Ivaldi 
et al., 2021). 
These advantages notwithstanding, there still exist challenges. The disparity in internet connectivity, internet 
connectivity conditions, and digital literacy partially limits the efficacy of the social media-based training, 
particularly in the regions with infrastructural constraints (Ramzan et al., 2023). These issues highlight the 
necessity of exploring the advantages and challenges associated with the use of digital and social media in 
pharmaceutical sales training. It is important to know the perception of the medical representatives about these 
platforms so as to develop training models that not only would be technologically advanced but these training 
models would also be just, scalable and aligned with organizational learning goals. Against this changing 
background, the present research paper explores the application of social media in selling drug training and its 
effect to learner involvement among pharmaceutical representatives. This study is expected to contribute to 
the existing knowledge regarding the potential of digital learning strategies to enhance the quality of education 
and operational efficiency of pharmaceutical training programs by reviewing their perceptions of accessibility, 
usefulness, and challenges. The research, therefore, offers a lot of information to the training leaders, 
instructional designers and educational policymakers who would like to improve digital teams in professional 
settings and organizations. 
 

2. Literature Review 
 
The increasing adoption of digital technologies in the context of professional development has changed how 
learning is delivered, accessed, and experienced, particularly in areas that need constant knowledge changes, 
like pharmaceuticals. Even though the importance of traditional training tools cannot be underestimated, 
according to recent researches, there is a rapid appearance of digital platforms, such as social media, which 
serve as important means of enhancing professional education. 
 
2.1 Digital Transformation and Technology Adoption in Pharmaceutical Learning 
The pharmaceutical sector is undergoing a significant revolution due to the impact of digitalization, analytics 
of data, and online interaction. According to the recent studies, the use of technology-driven tools is altering 
the pharmaceutical communication, marketing, and training practices (Verma et al., 2024). Firms are 
progressively employing digital ecosystems to exchange product data, deliver micro learning courses, as well 
as enhance communication with workers in the field. As this transformation takes place, new technological 
developments and innovations such as artificial intelligence (AI) are increasing the levels of personalization 
and efficiency in pharmaceutical commercial activities, implying that they are shifting towards more agile and 
responsive learning processes (Sabapathy, 2025). 
Nevertheless, regardless of such developments, the adoption of digital technologies into the learning process is 
uneven, depending on organizational priorities, the technological infrastructure, and the readiness of the 
workforce. It is imperative to know the impact of these tools on the involvement and learning process of medical 
representatives. 
 
2.2 Social Media as a Tool for Professional Education 
Social media is rapidly transforming the aspect of individual communication into a formal learning process. 
There is evidence that web-based learning, such as Facebook, WhatsApp, and YouTube, could be used to 
support continuing medical education (CME) through the use of fast content delivery, discussion, and peer 
learning (Flynn et al., 2017). The platforms allow teachers to combine formal and informal learning materials 
with community-based knowledge sharing, thus providing a range of learning requirements. Social networks 
also play a significant role in the pharmaceutical industry in terms of influencing professional identity, 
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organizational image, and communication behavior. As an example, Youssef (2024) found that social media 
influences the way pharmaceutical firms appear before stakeholders as it illustrates the dissemination of 
learning material to the employees. The social media is an extension of the learning environment as 
organizations use it to communicate internally. 
2.3 Engagement, Motivation, and Learner Experience 
Interaction is a very important element of successful learning, particularly, in adult and professional education. 
The available studies on digital marketing and health communication suggest that the strategy of social media 
may enhance the participation, motivation, and behavior change through increased relatability and 
accessibility of the content (Dada & Adekola, 2024). Similarly, pharmacy chains that applied digital learning 
and marketing techniques have noticed the rise in customer and employee interaction, which confirms the 
greater applicability of social media as an educational tool in general (Malinina and Zhadko, 2024). Also, 
research on workplace learning points to learning environment as a factor that contributes to the motivation 
of workers to be involved in content, share with colleagues, and use new knowledge. The benefits of social 
media include instant feedback, interaction with the community, and self-paced learning, which combined 
contribute to the improvement of the experience of a learner. 
 
2.4 Organizational Learning and Digital Competencies 
The leadership practices, communication styles and culture of learning in organizations should also be 
considered by the organizations that incorporate social media in their training programs. Bozarch (2010) notes 
that social media allows trainers to continue learning even after the formal sessions; due to constant 
interactions and thoughtfulness. This strategy also conforms to the wider organizational learning viewpoint 
that focuses on dynamic streams of knowledge, peer networks and decentralized communications. 
Strategically, social networks help companies in collaboration and improvement of performance. Cross and 
Thomas (2009) argue that strong learning networks in organizations hasten knowledge exchange, innovation 
and expansion, which are of utmost importance in pharmaceutical sales teams that must be updated and deliver 
product-related knowledge as swiftly as possible. 
 
2.5 Social Media Use in Sales Training and Digital Outreach 
Pharmaceutical salespeople are turning to social media in order to follow the developments in their product, 
industry news as well as customer contacting tactics. It has been shown that digital capabilities, including AI-
enhanced insight and online networks, enhance the effectiveness of sales, customer interaction, and training 
(Khedkar and Mitra, 2017). The social media provides a flexible and interactive platform to be used to support 
training content at any time and enable sales representatives to revise learning materials, communicate on 
case-specific situations, and learn in virtual communities. More over, the patterns of engagement within 
academic and professional settings demonstrate that learners will gain advantages by using interactive online 
space that encourages communication and interaction. These results are indicative of the experiences of 
pharmaceutical field staffs who engage with the trainers and peers using digital platforms. 
 
2.6 Research Gaps Identified 
Although the literature offers useful information on the area of digital engagement, pharmaceutical marketing, 
and the application of social media in professional education, a large gap in knowledge on the specific way in 
which the tools can be used to support pharmaceutical sales training remains. A good portion of the existing 
literature is concerned with the external operations, like digital outreach, branding, and communication with 
customers, and little is done in terms of internal training and professional development of medical 
representatives. The research that does focus on the digital learning is usually focused on the healthcare 
professionals, on the students or on the general business background, which means that pharmaceutical 
salesforce is not presented in the debate on social media-based education. Moreover, even though a number of 
studies acknowledge the benefits of digital platforms, including better accessibility, timely communication, and 
active involvement of the learner, there is a gap in empirical or practice-oriented analysis to capture the 
experience of the medical representatives who should use such tools in the course of their training. The 
literature fails to adequately explore the impact of contextual variables such as infrastructure, connection 
problems or different digital literacy levels on the efficacy of social media as a means of learning. Likewise, the 
contribution of the training leader and educational manager in implementing and supporting social-media-
based learning strategies has not been well studied, although it is significant in the learning process and 
leadership practices of organizations. These gaps, combined, reflect the necessity of the research that will 
explore the effect of social media on the engagement of learners, their perceived usefulness, and training 
performance in the pharmaceutical sales setting and will consider the practical issues that might impede digital 
learning. 
 
3. Theoretical and Conceptual Framework 
The use of social media in pharmaceutical sales education can be understood by reference to the usual theories 
of learning and organizational behavior. These theories provide the background of the study of the impact of 
digital tools on engagement of learners, on the acquisition of knowledge, and on professional development. 
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Moreover, they give an understanding on the influence of the training managers and organizational leaders on 
the adoption and effectiveness of social-media-based learning within the pharmaceutical industry. 
 
3.1 Andragogy and Adult Learning Principles 
Adult learning theory can also be referred to as andragogy and emphasizes the fact that adult learners are self-
directed, experience-driven, and relevance-motivated. These principles are closely connected with the learning 
behaviors of the pharmaceutical sales representatives that should constantly refresh their product knowledge 
and clinical knowledge to work effectively in the sphere. Social media platforms are especially in adult learning 
to enable learners to have a flexible access to the content, hence they can select the time, pace, and format that 
best suits their personal learning style. The urgency of the digital technology increases training applicability, 
as the learner is provided with the right to get access to media such as videos, case study, or product brief once 
again. 
 
3.2 Connectivism and Networked Learning 
Connectivism is yet another theoretical framework that can be used to explain digital learning settings. 
According to this theory, learning occurs by forming networks which connect people to information, groups 
and electronic materials. This networked structure can be seen through social media platforms in which 
medical representatives can be connected with their trainers, peers, and knowledge repositories in an 
organization simultaneously. Information flow in such digital networks is continuous, and it allows learners to 
be updated on the latest guidelines on the products, clinical evidence and sales plans. Studies regarding digital 
learning cultures show that employees are turning to interrelated tools and interaction with peers in order to 
fulfill the sophisticated requirements of learning in rapidly evolving sectors (Agnihotri et al., 2012). In that 
regard, the social media can be seen as a tool of content delivery as well as a collaborative environment wherein 
learners are given a chance to contribute to the creation of distributed knowledge. 
 
3.3 Organizational Learning and Leadership Perspectives 
Organizationally, leadership practices, communication norms, and the learning culture in general have an 
impact on the use of social media as a training method in the company. Digital leaders emphasize the values of 
innovation, constant growth, and open communication. The organizational learning theories posit that 
knowledge sharing between teams, facilitation of reflective conversation, and helping the employees to put the 
newly learned skills into practice are all the features of an effective learning environment. Social media 
networks improve those dynamics by allowing continued interaction, provision of feedback, and informal 
mentoring. Digital leadership studies have shown that organizations that have adopted a sophisticated 
communication platform have enhanced coordination, collaboration, and information sharing, which are 
important to the performance of pharmaceutical sales teams (Kedi et al., 2024). Within the context of pharmacy 
and medical education, new technologies, including immersive virtual worlds, AI-based learning platforms, 
and interactive online platforms, are starting to change the understanding of professional development (Lewis 
et al., 2024). These innovations are indicative of the trends to learner-centered and technology-enhanced 
teaching techniques, which have been the same in pharmaceutical sales training. In such settings, leadership 
requires one to integrate technology tools with pedagogical practices such that digital tools support the goals 
of the organization and learning needs of the learners. 
 
3.4 Communication and Collaboration Models in Digital Learning 
Social media is not only a content delivery tool; it also some means of social interaction which is paramount to 
adult learning and teamwork based professional growth. Digital collaboration studies indicate that social 
platforms enhance the efficiency of communication, reinforce the professional relationship, and provide an 
opportunity to find a solution collectively (Okonkwo and Awad, 2023). In the case of medical representatives, 
the opportunity to talk to colleagues, exchange their experiences in the field, and communicate about clinical 
matters in real-time promotes the level of engagement and knowledge retention significantly. Such 
communication features render the social media a space of a hybride between structured learning and informal 
and peer-contributed communication. 
 
3.5 Conceptual Model of the Study 
The paper is based on these theoretical bases, and it is characterized by a conceptual framework that explains 
the correlation between social tools, learner interactions, and effectiveness of training in the processes of 
pharmaceutical sales: 
 
Social Media Tools → Learner Engagement → Training Effectiveness and Performance 
The tools of social media in this model include messaging applications, video-sharing tools, and interactive 
digital spaces used in the distribution of training. The engagement of learners involves the motivation, 
participation, accessibility and interaction with the content. Knowledge retention, confidence, and application 
of the learned material in the field activities are good indicators of the effectiveness of training. Organizational 
and leadership are the general forces that define how effective social media tools are in the training ecosystem. 
The following analysis is guided by this conceptual framework that will enable the study to determine the 
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perceived value of social media learning by medical representatives, to what degree it helps them become more 
engaged, and what aspects support or hinder its effective adoption. 
 

4. Methodological Approach 
 
The paper has adopted a descriptive and practice-based methodological approach to discuss the importance of 
social media in enhancing the involvement of the learner in pharmaceutical sales training. The methodology 
conforms to the focus of the inquiry to learn about experiences, perceptions and challenges of medical 
representatives in digitally mediated learning settings. This study will use observational insights, informational 
feedbacks of respondents, and reflection analysis of existing training procedures in pharmaceutical companies 
instead of a formal survey or an experimental design. Such a method is consistent with the current trends in 
educational research at the organizational level, when practice based evidence and accounts of experience are 
considered as valuable sources of knowledge (Bingham and Conner, 2010). 
 
4.1 Research Design 
The research design is a descriptive qualitative design giving the flexibility required to study the perception of 
participants under a natural training setting. This design can be deeper into how medical representatives 
perceive and interact with social media-based learning without any rigid measurement systems. The descriptive 
approach is particularly relevant in the context of the study since the research aims to track patterns, bring out 
emerging themes, and frame engagement in the real organizational practices. 
 
4.2 Data Source and Participant Insights 
The study data was based on informal observations collected in connection with approximately 100 medical 
representatives of different pharmaceutical organizations. These observations were made in the normal 
training sessions, online communication activities as well as discussions about the training outcomes after the 
training. Since the participants actively utilize such tools as WhatsApp, YouTube, Facebook, and Instagram to 
provide training materials, quizzes, product updates, and educational videos, their feedback proves to be real 
life experiences of digitally facilitated learning. Table 1 provides the description of the types of insight and 
engagement behaviours that will be examined in this research. 
 

Table 1. Overview of Informal Participant Insights and Engagement Behaviors 
Insight Category Description of Observed Patterns 
Accessibility of Learning Materials Participants frequently reported easy access to videos, PDFs, 

updates, and quizzes shared via WhatsApp and YouTube. 
Engagement with Training Content High levels of interaction were observed with short videos, quizzes, 

and group discussions facilitated through social media. 
Communication with Trainers Participants reported immediate and open communication through 

WhatsApp groups and Instagram messaging channels. 
Challenges Reported A minority expressed difficulties due to internet instability, limited 

connectivity in rural areas, and occasional digital overload. 
 
These lessons helped improve the understanding of the study about both the benefits and the disadvantages of 
the training rest on the social media. It is important to note that the findings are a collection of experiences 
rather than relying on quantitative measures of engagement. 
 
4.3 Data Interpretation and Analytical Strategy 
The analysis done was carried out using an interpretive process whereby feedbacks and notes related to 
observation were grouped into themes based on accessibility, engagement, usability, and obstacles to social-
media-based training. This thematic analysis design has allowed defining common patterns in different 
training settings and geographic areas. It is also through the process that positive learning experiences and the 
issues that hindered the best experiences could be compared. Thematic development in the study was done to 
maintain the rigor of analysis and it was validated by consistently discussing the themes with the training 
leaders and field supervisors. A summary of the primary thematic categories which was obtained as a result of 
the interpretive analysis is presented in Table 2. 
 

Table 2. Thematic Categories Generated from Interpretive Analysis 
Major Theme Sub-Themes Identified 
Engagement Motivation, participation in quizzes, interaction with peers 
Accessibility Ease of accessing materials, availability of multimedia content 
Perceived Usefulness Practical relevance, applicability to fieldwork, improved retention 
Barriers Connectivity issues, uneven digital literacy, remote-area constraints 
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4.4 Ethical Considerations 
Though, the research did not involve any official data gathering using the survey and interview techniques, the 
ethical principles were respected throughout. The reflections of the participants were gathered in regular 
training sessions, and no recognizable and sensitive data was recorded. The participants were informed that 
their feedback may be utilized anonymously and may serve an academic purpose, and that sending their 
consent was implied by their participation in discussions, which was voluntary. Thus, the research did not 
violate the principles of confidentiality, respect toward the individuals, or the non-obstructive observation, 
which complies with the ethical standards of a research in the workplace. 
 

5. Results 
 
The section includes the detailed findings, anchored through observational results and unofficial feedbacks of 
approximately 100 medical representatives, who participated in social media-based training. The findings 
reveal the impact of social media on the accessibility, involvement, perceived usefulness, and learning 
performance, and highlight the key issues experienced by the participants. The tables and figures provided are 
useful in deciphering the trends and patterns found in the dataset. 
 
5.1 Participant Characteristics 
This study involved 100 medical representatives. The sample size used as shown in Table 3 included people of 
different experiences, which gives a holistic view of training perceptions among junior and senior 
representatives. Most of them were men (68 percent) and the rest had an experience ranging between 2 to 5 
years. The given distribution is interesting as the people with moderate experience are more likely to use digital 
learning resources than new employees and senior representatives, which will make the integration of social 
media into the everyday field operation more accurately reflected. 
 

Table 3. Participant Demographics 
Category Frequency (n=100) 
Male 68 
Female 32 
Experience < 2 years 22 
2–5 years 41 
6–10 years 27 
>10 years 10 

 
5.2 Accessibility of Learning Materials Through Social Media 
The participants gave a high rating on social media in facilitating access to learning materials. Also, as in Figure 
1, the majority of the respondents rated accessibility of videos, PDFs, and updates distributed through 
WhatsApp and YouTube as High or Very High. This point can be attributed to what was observed during 
training sessions, as the representatives typically downloaded product briefs, case studies, and electronic 
flashcards to use offline. The trend can be supported by the numerical distribution that is shown in Table 4 
where 80% of the participants report on high or very high accessibility. The very low rates of accessibility (only 
8%) were only recorded as a result of the restrictions of the device or bad internet coverage in rural locations. 

 
Figure 1: Accessibility ratings of social-media-based learning materials among medical 

representatives. 
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Table 4. Accessibility Ratings 
Rating Category Percentage (%) 

Very High 44 

High 36 

Moderate 12 

Low 5 

Very Low 3 

 
5.3 Engagement Levels with Social Media-Based Training Content 
The level of engagement depended on the kind of content posted on the social media. Figure 2 illustrates that 
the most popular activities included short training videos, then quizzes and discussions within a group on 
WhatsApp. These findings are consistent with the feedbacks given by the participants who observed that 
multimedia learning resources are easier to understand and more engaging during field breaks compared to 
documents with heavy text contents. Table 5 offers further information about these levels of engagement 
showing that 72 percent of the participants have stated high levels of engagement to video material. Conversely, 
only 32% of those interviewed claimed to be highly engaged with PDF files, which implies that, in a mobile-
based training, traditional reading materials are not as effective as visual and interactive ones. 

 

 
Figure 2: Engagement levels across different social media content formats. 

 
Table 5. Engagement Intensity by Content Type 

Content Type High Engagement (%) Moderate (%) Low (%) 
Short Videos 72 20 8 
Quizzes 65 25 10 
WhatsApp Discussions 58 29 13 
PDF Documents 32 48 20 

 
5.4 Perceived Usefulness of Social Media Learning 
The social media tools were considered very useful by the participants in improving the product knowledge and 
training efficiency. Figure 3 shows that the majority of the rated considered social-media-based learning as 
either highly useful or useful. According to feedback reports, WhatsApp notifications, microlearning modules, 
and jointly shared YouTube explainers helped them to review the most important concepts right before the 
appointment with healthcare professionals. As Table 6 shows, 85 percent of respondents found the use of social 
media useful in some way. The percentage that found it unhelpful was only 3% and it was mostly because of 
difficulty in using digital tools or preferring to use in-person training. 
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Figure 3: Perceived usefulness of social media as a learning tool among medical 

representatives. 
 

Table 6. Usefulness Ratings 
Usefulness Level Percentage (%) 

Highly Useful 52 

Useful 33 

Neutral 7 

Slightly Useful 5 

Not Useful 3 

 
5.5 Impact on Learning Effectiveness and Field Performance 
The participants have reported that there were crucial improvements in various fields of performance through 
learning aided by social media. As Figure 4 depicts, the trends are that product recall, communication 
confidence and preparedness to ask the client about their questions are better when using social media-based 
content. The data represented in Table 7 demonstrates that 74% of the respondents have had a more positive 
impression of new product updates, and 69% had a better recall of the products. The developments associated 
with these were continuous exposure to content, the ease of access, and immediate clarification of WhatsApp 
groups. 

 

 
Figure 4: Self-reported improvements in field performance attributed to social-media-based 

training. 
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Table 7. Improvement Areas Reported 
Improvement Domain Percentage (%) 

Product Recall 69 

Communication Confidence 61 

Understanding of New Updates 74 

Case Handling Preparedness 55 

 
5.6 Challenges and Connectivity Constraints 
Although the majority of the participants indicated positive results, there was a group of participants that 
described difficulties that prevented their full exploitation of the social-media-based learning-related 
opportunities, approximately 15-20 percent of them. Figure 5 revealed that the most frequently mentioned 
barrier was connectivity issues followed by the digital fatigue and device limitations. The biggest complaints 
were made by people who were in rural or semi-urban locations with fluctuating bandwidth in the network. 
The additional analysis of the correlation between the strength of connectivity and training attendance as we 
can see in Figure 6 suggests an explicit correlation: people with lower connections were always less involved in 
discussions and expressed lower participation in quizzes and video-based learning. This trend is the indicator 
that the success of the training facilitated by social media is conditioned by the external infrastructural 
conditions to some extent. 

 

 
Figure 5: Distribution of challenges experienced when using social media for training. 

 

 
Figure 6: Relationship between internet connectivity strength and participation in social-

media-based learning. 
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Discussion 
 
This research suggests that social media has emerged as an important supplement to the learner engagement, 
accessibility and practical preparedness in sales training in the pharmaceutical industry. The respondents 
always noted that applications such as WhatsApp, YouTube, and mobile quizzes offered them direct access to 
learning resources, solidified problematic ideas, and encouraged repeated microlearning experiences. The 
results indicate that the accessibility and usefulness were high enough to suggest that social media is not only 
another communication medium but also an interactive learning environment promoting self-directed and 
peer-supported knowledge building. This tendency corresponds to the current studies that regard digital and 
social learning networks as the factors that stimulate the reinvention of the traditional training ecosystems 
through the establishment of the fast flow of information and ongoing communication. In particular, this 
emphasis on informal, on-demand learning that is noted to occur among the medical representatives is 
suggestive of the larger view that organizations are increasingly using social technologies to develop 
collaborative learning cultures (Bingham and Conner, 2010). 
The findings are also further interpreted by the fact that they are compared with past literature. The high usage 
of the short video and quizzes can be compared to the study results showing that digital media positively affects 
comprehension, attention, and motivation in learners when the content is delivered in the form of short and 
rich videos. Indicatively, digital education environment research has shown that the combined application of 
social media has the potential to enhance performance results, cognitive thinking, and confidence by offering 
learners a chance to revisit material, resolve uncertainties, and study in socially interactive environments. 
Studies that explore the use of social platforms by students also suggest that social media can be used to help 
improve academic accomplishments and emotional involvement by lessening learning anxiety and providing 
additional interaction (Shahzad et al., 2024). The findings of the present research coincide well with this point 
of view: the representatives claimed to feel more confident about the process of communication and emerged 
with improved ability to remember product-specific information following the habits of having engaged in 
discussions via social media and completing microlearning activities. Social media effectiveness with regard to 
training is also compatible with other studies in the pharmaceutical marketing environment whereby digital 
networking tools have been identified to contribute to improved educational interaction and knowledge 
outcome. Studies of e-pharmacy environments have shown that social media can enhance accessibility to 
content and engagement in the analysis process because it provides learners with a flexible way of engaging 
with instructional resources (Al Ghadeer et al., 2025). The present research can be seen as an embodiment of 
those factors in the context of the internal training ecosystem of the pharmaceutical companies where 
representatives have an advantage of being able to receive product updates, clarifications, and case-handling 
insights in real time. On the same note, the improvements observed in the performance of this research align 
with the literature that suggests the value of digitally aided learning to developing readiness and performance 
efficiency in the business pharmaceutical environment. Discussions of AI-enabled business processes show 
that computer applications, such as social networks, help to better field operations through knowledge 
streamlining, preparedness, and agile learning systems (Sabapathy, 2025). Though the current analysis is 
dedicated to social media and not AI integration per se, the processes which result in the enhanced performance 
of the field can be said to follow the same patterns: the flexible access, repeated reinforcement, collective 
conversation, and constant digital contact. 
Amidst the positive tendencies that are rather high, the results also highlight the persistent difficulties. The 
biggest obstacle remains to be connectivity restrictions, which affect representatives in remote or resource-
strained locations at an even larger rate. This problem brings about the question of fairness in online learning 
and demonstrates that social media online learning as an advantage has a dependent nature on trustworthy 
infrastructure. Less prevalent but also indicating that exhaustion of digital tools and limitations of the devices 
necessitate balanced design and institutional support is digital fatigue. These limitations suggest that the social 
media based learning is not a panacea but an innovation requiring support by the leadership decisions, 
investment into digital infrastructure, and a thorough planning to avoid overwhelming learners. 
This study has far-reaching implications beyond the training context at the time and its application and can be 
related to the themes that are central to educational leadership and organizational learning. The findings 
indicate that pharmaceutical training leaders act as educational administrators in the way they design digital 
learning, control access equity and implement policies that influence professional learning. These trends here, 
particularly the interplay of connectivity and participation, are systemic challenges that are common in formal 
education environments, and as such, digital learning equity is a leadership challenge that fits all industries. 
Also, the favorable results make the integration of social media in organizational learning policies significant 
to spread the knowledge faster and create more responsive and learner-focused learning systems. Nevertheless, 
the methodological weaknesses, including the fact that naturalistic sampling and the impossibility of controlled 
measurement are used, imply that further studies should employ more rigorous mixed-method designs, 
examine comparative training models and examine the long-term consequences of interventions on sales 
outcomes and communication practices. The technology of digital learning becomes more technologically 
advanced, especially with a growing level of AI-driven personalization and analytics, it will be essential to 
conduct additional research to see how it can supplement or supplement the practices of the social media that 
have been reported in the present study. 
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Conclusion 
 
This paper has discussed the enhancement of social media in pharmaceutical sales training through 
engagement, access and learning outcomes and gives insights into the way digital resources are changing the 
professional learning context. The results point to the fact that such platforms as WhatsApp, YouTube, short 
videos, and mobile quizzes can provide medical representatives with a flexible on-demand access to training 
material, allowing to engage in a process of continuous knowledge of the product and direct communication 
with peers and trainers. The perceived high values of accessibility and usefulness point out that social media is 
not a mere side attraction but a powerful learning experience that facilitates self-directed, collaborative, and 
contextually-oriented learning behaviors. It was also observed that the participants had reported much 
improvement in product recall, confidence in communication, and readiness to go out in the field, which 
supports the use of social media in facilitating meaningful learning transfer. The findings highlight the role of 
microlearning, peer talk, and repetition of short online material, which are aspects that are consistent with the 
known principles of adult learning. Nonetheless, inconsistent connectivity and digital fatigue are some of the 
challenges that support the role of infrastructure and balanced instructional design in facilitating equitable 
engagement. In terms of educational leadership, the results highlight that training leaders are critical towards 
determining digital learning conditions, setting standards, and solving structural obstacles that influence 
engagement. Although the naturalistic aspect of data collection prevents the generalization, this research will 
offer valuable evidence about the way social media can update pharmaceutical training. Since digital learning 
strategies are still being implemented in organizations, the conditions that enable successful and inclusive 
social-media-based learning will become an important area of future research and practice. 
 

References 
 
1. Abomusallam, A. S. (2023). Digital customer engagement: how can pharmaceutical organizations 

create better value? (Doctoral dissertation, University of Warwick). 
2. Agnihotri, R., Kothandaraman, P., Kashyap, R., & Singh, R. (2012). Bringing “social” into sales: The impact 

of salespeople’s social media use on service behaviors and value creation. Journal of Personal Selling & 
Sales Management, 32(3), 333-348. 

3. Al Ghadeer, M., Al Falah, K., Afaneh, J. A., Moustafa, M. A., Albarq, A. N., Elrayah, M., & k Suleiman, A. 
(2025). The Effectiveness of Social Media Utilization in Marketing Success of e-Pharmacies in Student 
Academic Performance. Journal of Posthumanism, 5(5), 4692-4706. 

4. Bingham, T., & Conner, M. (2010). The new social learning: A guide to transforming organizations 
through social media. Berrett-Koehler Publishers. 

5. Bozarth, J. (2010). Social media for trainers: Techniques for enhancing and extending learning. John 
Wiley & Sons. 

6. Chen, E., & DiVall, M. (2018). Social media as an engagement tool for schools and colleges of 
pharmacy. American journal of pharmaceutical education, 82(4), 6562. 

7. Colbert, G. B., Topf, J., Jhaveri, K. D., Oates, T., Rheault, M. N., Shah, S., ... & Sparks, M. A. (2018). The 
social media revolution in nephrology education. Kidney international reports, 3(3), 519-529. 

8. Cross, R. L., & Thomas, R. J. (2009). Driving results through social networks: How top organizations 
leverage networks for performance and growth. John Wiley & Sons. 

9. Dada, S. A., & Adekola, A. D. (2024). Leveraging digital marketing for health behavior change: A model 
for engaging patients through pharmacies. International Journal of Science and Technology Research 
Archive, 7(2), 050-059. 

10. Dingre, S., Girbane, V., Garudkar, S., Todakari, P., Borawake, D., & Deshmukh, M. (2025). Integrating 
artificial intelligence in pharmaceutical marketing: Enhancing engagement and efficiency. 

11. Enyinda, C. I., Ogbuehi, A. O., & Mbah, C. H. (2018). Building pharmaceutical relationship marketing and 
social media impact: An empirical analysis. International Journal of pharmaceutical and healthcare 
marketing, 12(2), 198-230. 

12. Flynn, S., Hebert, P., Korenstein, D., Ryan, M., Jordan, W. B., & Keyhani, S. (2017). Leveraging social 
media to promote evidence-based continuing medical education. PLoS One, 12(1), e0168962. 

13. Ivaldi, S., Galuppo, L., Calvanese, E., & Scaratti, G. (2021). Coworking space as a practised place between 
welfare working and managerial challenges. Journal of Workplace Learning, 33(1), 26-44. 
https://doi.org/10.1108/JWL-02-2020-0021 

14. Kedi, W. E., Ejimuda, C., Idemudia, C., & Ijomah, T. I. (2024). Machine learning software for optimizing 
SME social media marketing campaigns. Computer Science & IT Research Journal, 5(7), 1634-1647. 

15. Khedkar, P., & Mitra, S. (2017). Boosting Pharmaceutical Sales and Marketing with Artificial 
Intelligence. 

16. Lewis, K. O., Popov, V., & Fatima, S. S. (2024). From static web to metaverse: reinventing medical 
education in the post-pandemic era. Annals of medicine, 56(1), 2305694. 

17. Malinina, N. G., & Zhadko, S. V. (2024). Digital marketing trends in pharmacy chains: enhancing customer 
engagement and education. 

https://doi.org/10.1108/JWL-02-2020-0021


696 Anuradha Chandrashekhar Singh et al/ Kuey, 28(4), 11285 

 

18. Okonkwo, I., & Awad, H. A. (2023). The role of social media in enhancing communication and 
collaboration in business. Journal of Digital Marketing and Communication, 3(1), 19-27. 

19. Ramzan, M., Bibi, R., & Khunsa, N. (2023). Unravelling the link between social media usage and academic 
achievement among ESL learners: A quantitative analysis. Global Educational Studies Review, 8(2), 407-
421. 

20. Sabapathy, G. (2025). Artificial Intelligence in Pharmaceutical Commercial Operations: Transforming 
Sales Performance and Patient Engagement in the Digital Era. Journal of Computer Science and 
Technology Studies, 7(8), 636-651. 

21. Shahzad, M. F., Xu, S., Lim, W. M., Yang, X., & Khan, Q. R. (2024). Artificial intelligence and social media 
on academic performance and mental well-being: Student perceptions of positive impact in the age of 
smart learning. Heliyon, 10(8). 

22. Verma, S., Tiwari, R. K., & Singh, L. (2024). Integrating technology and trust: Trailblazing role of AI in 
reframing pharmaceutical digital outreach. Intelligent Pharmacy, 2(3), 435-440. 

23. Youssef, I. (2024). Study of the influence of social networks on the formation of the image of a 
pharmaceutical company. 




