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Buying drugs through Internet is known as 
a Online pharmacy. People can buy various kinds 
of drugs like Prescription or Over The Counter 
(OTC). The Online pharmacies generally lure the 
customers by offering them discount prices. It is 
not simply selling the drugs through Internet. 
There are Pharmacists who will be working for the 
Online pharmacies providing the valuable services 
to their customers and checking the prescription 
letters thoroughly before selling the drugs to the 
customers. Apart from selling drugs to the cus-
tomers, the online pharmacies can also provide 
health care information to the customers accord-
ing to the HON Code (Health On Net) ethics. 

As the generic drug sector in the Pharma-
ceutical industry is going to be a boom in the Eu-
ropean Union and so the online pharmacies are 
going to pick up. By 2006, 75% of the ‘Innovative’ 
drugs are going to lose their patents, this is the 
reason why generic drugs are going to kick very 
soon in the market and so the online pharmacies are going to flood. 

Buying drugs through Internet is a serious issue because it is related to 
one’s health and hence, there are so many issues related to the Internet drugs in 
this document in order to go for the safe medicines over the Internet. 
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SOCIETY CHANGE 
OR ORGANISATIONAL 
EVOLUTION? 
GLOBAL  
OR  
LOCAL  
E-PHARMACIES? 
 
Bruno SALGUES * 
Kalyan BOLLAMPALLY ** 
 

METHODOLOGY The introduction of E-pharmacy is anew kind of distribution channel, which,the customers can avail with ease. Therewon’t be any disturbance in the existingdrug supply chain and so there is nofear of job loss. In Theory, it’s like turning the tradi-tional ‘Brick & Mortar’ pharmacy into‘Click & Mortar’ which, means the cus-tomers can buy the drugs from the‘Brick & Mortar’ pharmacy with the help

of the internet. The customer can availthe opportunity of proper online consul-tation with the online pharmacist. In fact, the online pharmacies pro-vide competitive advantage to the cus-tomer because, the customer can com-pare prices of drugs in several onlinepharmacies and then, source the drug inany online pharmacy of his choice. Withthe use of electronic prescription comingwith DMP (Dossier Medical Partagé orShared Health Records), more changesare coming. 
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In some month, we can find some online pharmacies in France. The objec-tive of this document is to analyse this changing situation. To analyse this, the first stage is this qualitative study. We have analysed more of 200 online pharmacies in many coun-tries (USA, Europe, Canada, India, China, …). We have also observed the legislative and economic environments regarding to local situation. We have determined the important keys of success. 
Solutions for the Above Problems Till now there are no reports about that the internet pharmacies caused problems to the traditional supply chain of drugs nor the pharmacists complain-ing about losing jobs because of the online drug sales. 

Concerns & Solutions : 

Hypothesis 1 :  
The Supply chain of drugs will get 

disturbed because of the introduction of 
this new distribution system into the 
market. 
Solution: It is absolutely no. The Figure 1 is an example of a Tra-ditional distribution system of drugs to the customer. The intermediates (wholesalers, distributors, retailers/pharmacists) feel that the introduction of online pharma-

cies will break the traditional distribu-tion channel. The pharmacists feel something may happen like this below diagram (Figure 
2), if the internet pharmacies are introduced in France. But, it’s not really true. With the introduction of the Internet pharmacies the traditional distribution system will become still strong like this. We can find this situation in Germany. From Figure 3 we can conclude that there is no fear of break in the traditional distribution system with the introduction of Internet pharmacy in France. The Retailers themselves can distribute the drugs over the Internet to the customers.  
Hypothesis 2:  

We have strong competition from 
overseas Internet pharmacies. 

Solution: Even though now it’s not legal to buy drugs from online pharmacies in France there are so many people who still buy drugs from the internet from the over-seas pharmacies because, there are few embarrassment causing drugs like Can-cer, HIV, Potency related and so the cus-tomer do not prefer them to buy them from the ‘brick & mortar’ pharmacies and so the Internet pharmacy will be much helpful and convenient for them. 

 

 
Figure 1 

 

 
Figure 2 
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Although, it is legal in foreign (for example UK) to sell drugs to the over-seas customers, it is difficult for the overseas customers to buy drugs from the foreign pharmacies because of the following reasons like: 
 The overseas customers need to pay the VAT of 17% for the drugs if they buy from the overseas online pharmacies. 
 Only the local GPs prescription is valid in order to buy from the local online pharmacies. We had the cost of new prescription making. 

1. GLOBAL CONSUMER BEHAVIOUR Companies need to rethink, reorga-nise and reinvent their marketing strat-egies in order to compete in a changing world market place. In the troubled markets that are affected by increased political and economic unrest in the global market place, continuing to fol-low the same paths for marketing and business strategy is extremely risky. So, both the speed of change and the level of complexity call for a new marketing paradigm, one that may well require companies to scrap their current mod-els and methods and build a new ap-proach to marketing. 
1.1.Product, Services and Market Increasingly, the unique product or service a company develops and puts into the market place is competitive for a shorter time period. The challenge that firms face is how to differentiate products in the market place when vir-tually every manufactured good quickly 

becomes a commodity. Product diffe-rentiation is difficult to observe on drug.  Before proceeding further, I would like to discuss few things about the ba-sic terminology, which is normally used in the Pharmaceutical industry. We can define only three type of drugs. 
1.1.1. Typology of Drugs 

Branded drugs. The newly invented drugs which are introduced into the market are known as Branded drugs. These drugs are expensive because there is so much investment in the R & D they have a pa-tent from.  
Generic drugs. Generic drugs are nothing but, the exact copy of the branded drugs. These drugs are said to be cheaper than the branded drugs, sometimes these drugs costs fraction of the branded drugs. These drugs are less expensive because there is not so much investment in the R&D. 
OTC Drugs (Over the Counter drugs).  OTC drugs which do not require any prescription. 
Examples:  
Lipitor (cholesterol drug) manufactured 

by Pfizer etc. Metronidazole is an ingredient 
manufactured by Hawgreen Company and it 
sells this ingredient in the market under its 
brand name “Flagyl”. Millizole is the generic 
name of Flagyl and a Mexican company 
manufactures it. Ibrufin are one OTC Drugs.  

1.1.2. Market Strength and Evolution Most companies tend to underesti-mate the market strength of their com-petitors and especially of new competi-

 

 
Figure 3 

353



 Bruno SALGUES 
Kalyan BOLLAMPALLY 

 

tors from outside the traditional boun-daries of the industry. In addition, many companies do a poor job developing a strong under-standing of the unique cultures that ex-ist within each country within which they do business. Many companies tend to stampede into new cultures without taking the time to learn about those cul-tures, the differences and similarities between the new markets and coun-tries and the company’s home country and other countries in which it oper-ates. The more a company truly under-stands the unique needs and desires of the new market, the more responsive it will be able to be to that market.  Far too many companies develop products or services for a general or average global market, few others de-velop products for specific, unique do-mestic market segments as part of an umbrella global concept. And, only a handful of companies have effective process for knowledge transfer across the world. It is the case of drugs firms like Aventis, Pfizer … This firms have many implemented on the world. Hence, the new business model will no longer be based on transaction; it will be based on relationships. Cus-tomer and supplier will work co-opera-tively together. A company will not sell products or services; rather, it will pro-vide solutions to customers needs. Competitive advantage will not lie in just a company’s marketing power as much as it will in the quality, finesse and timing of its marketing efforts.  
1.2. Internet Strategy on Pharmacy The Internet has become one of the important tool in companies of all sizes, in countries all over the world. The company should need to move to the net in order to not to lag behind. The In-ternet is a network of networks. It is a linking of millions of computers, around the world, into one vast collection of in-formation. In the beginning the internet was used by the U.S federal government but, now it has become more of a busi-

ness tool from the last few years with the development of the “World Wide Web”. 
1.2.1. The Web and the Pharmacy The “World Wide Web” is a part of the Internet. It is not the same thing as the internet. The web is the collection of computers that are set up to exchange text, graphics and sound files in a par-ticular style whish will be easier for most of the people to deal with. Implementing the Internet in the business is like equipping the em-ployees of the company to utilise the In-ternet’s capability as data storage and as a communications medium. By using these capabilities, the people will become more efficient and more productive and the company becomes more profitable. If properly applied as a business tool, the internet has the capability to make the employees more productive, effective, reduce the cost of doing busi-ness, increases the competitive advan-tage, improves communications be-tween the company and its suppliers and also improves the communications between the company and its customers. The Internet strategies are a kind of logic to develop because the Web has become an important piece in so many areas across a company’s operations like marketing, sales, human resources, finance etc. As a result, crafting an on-line business plan requires a unique approach and input from an unusually large group of contributors from all over the company. Most of the companies either small or medium, conduct formal business planning at least once a year, often times in the form of an offsite meeting with key executives in attendance. These meetings provide the platform for the creation of a variety of business plans like corporate strategy, budge-tary, marketing, sales, human re-sources, IT etc. These types of plans are common documents that most busi-nesspeople readily understand. Internet planning, while a relatively new activ-
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ity, is something we are seeing more and more of at small and medium businesses. Planning internet serve the same purpose and take the same form and structure as any other planning docu-ment. The intent is to map out how the organisation will be applying the Inter-net to improve the business operations and stay competitive. The plan sets companywide expectations, establishes budgeting needs, and provides a benchmark for measuring success or failure over a specified period of time. There are, however, unique elements to Internet planning that require special attention and techniques like meeting with the key stakeholders inside the or-ganisation, every functional executive and their important direct reports in order to determine their needs and the Internet related projects that are un-derway within their areas. Considering to use a standardised survey to facilitate information gathering and generate quality data for consistent reporting. 
1.2.2. Brick & Mortar Vs Dot-Com  Previously, the dotcom retailers were flooding the internet with several attractive schemes like cheap prices and perks such as free shipping in order to attract the customers and not only that the dotcoms have completely dominated the traditional brick & mor-tar companies. But, the dotcoms domi-nation over the brick & mortar was not so long, slowly, the domination has de-clined and the online brick & mortar companies have fought back with highly successful click & mortar strategies. 

Example of dotcom pharmacy 
The www.pharmacy2u.co.uk is the larg-

est mail order and online pharmacy in the 
UK. It was established in the year 2001 in the 
UK. This UK based website sells health related 
products like Cosmetics, OTCs, Vitamins, 
Condoms, Hair Care, Dermatological prod-
ucts etc. It was established in the UK with the 
consent of the RPSGB (Royal Pharmaceutical 
Society of Great Britain) and it works in as-
sociation with the NHS (National Health Ser-

vice). It attracts visitors of about 35,500 per 
month. 95% its customers are UK based. Some of the reasons why dotcoms have failed is because of poor business plan, a lot of investment capital was spent on poorly planned dotcoms that clearly couldn’t reach profitability, poor promotions & sometimes hundreds of errors could be found in one web page. The dotcom frenzy was fuelled by dreams of extreme wealth for execu-tives, employees and investors, without adequate emphasis on a viable business plan, solid mission and inspiring vision.  Lacking, sound business plans and virtually ignoring even basic human re-sources and customer service require-ments, most dotcom leaders focused on expensive, splashy websites. Urgency and speed is a competitive advantage were common business mantras of the dotcom and high tech world. The more faster these organisations moved, the more they ignored signs of severe em-ployee burnout, pending droughts of funding, poor customer service, unfo-cused leadership and diversions from the original vision and mission. 

1.2.3. Click & Mortars Click-and-mortar describes a store that exists online and in the physical world. Multichannel offers increased sales but, the challenge will be to im-prove the total customer experience across all channels. But, even as the dotcoms fail and click-and-mortar com-panies re-evaluating their online busi-ness plans, the Internet consumer is alive and well. More people are spend-ing more money online than ever be-fore. Many of the retailers have done their own internal studies, which show that their multichannel customers make more money and spend more money than their customers who shop just a single channel. But, there are few chal-lenges for Click & Mortars as well like they need to provide a consistent brand and merchandising experience to the customer, regardless of which channel that consumer happens to be shopping 
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at that particular moment in time, the click-and-mortars must integrate their online CRM information with the CRM information from their traditional channels and finally, the retailers have to integrate their inventory systems to that customers can see what is availa-ble. The inventory information should be consistently updated. In some countries, it is possible to have only e-pharmacy based on brick and mortar firm. For example, it is the case of Denmark and Germany. 
Explosion of click and mortar pharmacy 

in Germany Till 2002 there was a ban on Inter-net pharmacies in Germany but, now there are lots of internet pharmacies. Now, In Germany, only the Brick & Mor-tar, which have physical existence, phar-macies can sell drugs through Internet. Within 12 months the Internet pharma-cies in Germany rose from 0 to 800. The German online pharmacies can also ac-cept the customers from other EU mem-ber countries. This grows is increasing.  
2. ONLINE PHARMACIES,  

AN ANALYSIS 

2.1. Characteristics of Online 
Pharmacies 

2.1.1. Benefit of Online Pharmacies The benefits which online pharma-cies provide are Access to drugs for the disabled, the convenience of shopping 24 hours a day, Privacy, Lower Prices & Overcoming the supply shortage prob-lem to some extent. 
Access to drugs for the disabled :  The online pharmacy is one of the most convenient way of shopping for the disabled people because, it makes them self-dependant. 
Convenient shopping :  It is one of the convenient ways of shopping for people who stay very far from the pharmacy. 

Privacy :  The online pharmacy provides pri-vacy for the people who do not want to disclose their health information to the nearby home pharmacies. Few people are shy to buy ‘Viagra’ (an erectile dis-function drug) from the nearby home pharmacy and so now ‘Viagra’ is the top selling online drug today. 
Lower Prices :  In order to attract the customers, most of the online pharmacies sell drugs at lower prices or sell the ‘Imita-tion’ (generic drugs or near to generic drugs with some modification in the API) drugs. Sometimes, poverty drives poor people to buy cheaper drugs on-line. Many of the online pharmacies sell ‘generic’ or ‘Mee too’ drugs which are said to be cheaper when compared to the ‘Innovative’ drugs. 
Overcoming the Supply Shortage 

Problem :  It is response at the non-availability of drugs in the nearby pharmacies be-cause of supply shortage lures people towards the online pharmacies. 
2.1.2. Concerns about Online 

Pharmacies Buying drugs from unauthorised or illegitimate websites, which means risking one’s health. Many of the unau-thorised online pharmacies sell coun-terfeit drugs with huge price discounts. Patients taking medications do not re-spond and the doctors don’t know why and sometimes the patients die. But there are few major concerns about online pharmacies like: 
  The unauthorised online pharma-cies sell counterfeit drugs 
 The online drugs are not regis-tered by the US-FDA/TGA-Aus-tralia/UK-MHRA etc.  
 The online pharmacies provide huge price discounts in order to lure the customers,  
 The customers may never receive the mail order,  
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 The customers may become the victims of credit card fraud and these websites do not ask for any valid prescription. The online pharmacies provide huge benefits to the customers but at the same time there are thousands of unauthorised online pharmacies, which are luring the customers. Hence, it is very important for the customer to know which is authorised/legitimate website and which is unautho-rised/illegitimate website. 
2.2. Authorised or not? 

2.2.1. Differentiating Authorised & 
Unauthorised Online Pharmacies Here, below I am going to differen-tiate the features between Authorised & Unauthorised Online Pharmacies : 

Authorised Online Pharmacy  The authorised online pharmacy is registered under the VIPPS (Verified In-ternet Pharmaceutical Practice Sites) in the US and CIPA (Canada Internet Pharmaceutical Association) in Canada. It sells the drugs which are approved by the US-FDA etc. It only sells the drugs which are manufactured under the WHO-GMP guidelines. It is very impor-tant for the customer to submit his doc-tor’s prescription before buying the medicines online. The authorised online pharmacies disclose their phone num-ber and office address. Some of these authorised online pharmacies have a limited choice of product. It is decided with the authori-zation process.  
KwikMed.com 
The KwikMed.com is the highest rated 

online pharmacy in the U.S. It is a U.S based 
online pharmacy. It is a very unique phar-
macy because, there is no need for the pa-
tient to submit the original prescription. It is 
an independent business and it does not work 
under any association such as VIPPS or CIPA 
etc. The KwikMed is the only Internet phar-
macy in the U.S to get the regulatory ap-
proval to prescribe FDA approved and do-

mestically manufactured medications online. 
Currently, the KwikMed.com is authorised 
from Utah Stat to sell only 4 kinds of drugs 
through online such as: Viagra, Cialis, Levitra 
and Propecia. Customer just needs to fill the 
online questionnaire, which takes about 20 
minutes to fill in order to buy the drugs. 

Unauthorised Online Pharmacy  The unauthorised online pharmacy is not registered under any society, It sells the drugs which are not approved by the US-FDA, It does not ask for any valid prescription from the customer before selling the drugs, The unautho-rised online pharmacies do not disclose their phone number and office address. 
Information about authorised and 

unauthorised pharmacy By browsing the websites like 
www.walgreens.com, www.drugstore.com, 
www.pharmacinet.com, www.europeanmed.com one can decide which are authorised and unauthorised websites.  

2.2.2. HON Code for Authorized 
Pharmacy The HON Code is nothing but, Health On Net Code and Conduct. The Health On Net Foundation was estab-lished in 8th September 1995 in Ge-neva, Switzerland. As the Health On Net conference concluded, the committee members decided to create a body, which promotes the effective and reliable use of the new technologies for telemedi-cine in healthcare around the world. Now, HON Code is the most respected & well-reputed logo as the HON Code logo is used by more than 100,000 health re-lated web sites around the world. It is possible to find information at this address : http://www.hon.ch/ 

2.2.3. Online Pharmacy on Europe Even though it is not legal to buy online drugs in the European Union, so many people browse various websites to buy online drugs. Unfortunately, 
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there is no well-established society like VIPPS or CIPA in the EU as were in North America. Hence, it is the high time for the EU to create a well-estab-lished online pharmacy before anybody becomes a victim of an authorised on-line pharmacy. 
3. DRUGS/HEALTH CARE PRODUCTS 

& E-PHARMACY If we speak about the drugs, there are plenty of variety of drugs sold in the market like Prescription, OTCs, Beauty products such as Cosmetics/ Dermato-logical related products and Health care products such as Diagnostics kits etc. 
3.1. Relation Between Prescription 

and Online Pharmacy 

3.1.1.Prescription drugs  
& E-Pharmacy The Prescription drugs are sold in the pharmacies, only when the cus-tomer shows his prescription letter prescribed by the doctor to the phar-macist. It is illegal in the majority of countries to sell the prescription drugs without a valid prescription.  As the Prescription drugs are highly specialised drugs and they may react negatively on the patient, if he con-sumes them without his doctor’s con-sent. There are various therapeutic segments of Prescription drugs like Anti-Biotics, Anti-Inflammation, Oncol-ogy, Chemotherapy, Immunology, Neu-rology, Cardio-vascular, Central Nerv-ous system etc. Hence, it is very important for the patient to know exact dosage form, do-sage strength of the API (Active Phar-maceutical Ingredient) before he con-sumes them and so the doctor’s consent is a must in this matter. 

3.1.2. Online Pharmacies & the 
Prescription drugs  The authorised online pharmacies they generally sell the drugs to the pa-tients only after receiving the original prescription not from the customer but, from the doctor. The online pharmacies generally accept the prescriptions sent to them directly by the doctor either by fax or scan. In the US generally the doctors will send the original prescription to the online pharmacies, if the patient pre-fers. Sometimes, the patients prefer on-line pharmacies because; of the availa-bility of the generics that means less expensive drugs. This solution is available for cross border e-commerce.  

3.1.3. Case of Cross Border Selling 
of Drugs: Canada and USA The cross-border trade of prescrip-tion drugs is growing in between Can-ada and the U.S, the Canadian pharma-cies are profiting a lot from its U.S cus-tomers. For the U.S customers, the drugs in the Canadian pharmacies are less expensive. The cross border trade of prescription drugs is estimated to be more than $1bn annually. According to the U.S FDA, every year the U.S custom-ers of the Canadian pharmacies receive more than two million packages of pre-scription drugs.  There are three main ways of access to the Canadian pharmacies for the U.S customers like. 

Store-front businesses in the U.S  A U.S customer brings his prescrip-tion to a store-front processing centre in the U.S. The prescription is then sent along to a Canadian pharmacy then, the Canadian physician re-writes the pre-scription(in order to make in valid in 
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Canada) and then the prescription is filled and shipped to the U.S customer. 
Full organised Internet A U.S customer accesses a Canadian online pharmacy web site and checks the prices and then he downloads order and information forms. The U.S cus-tomer then faces a copy of his prescrip-tion (as electronic orders are not valid) along with his doctor’s information, personal information and payment to a Canada based online pharmacy.  
Direct Personal shopping Many U.S customers, particularly residing in the border states of Canada, simply drive their car and cross the border to get their medicines at cheaper prices. 

3.2. Online Pharmacies&the OTCs 
Definition of OTC The term OTC is nothing but, Over The Counter. There is no doctor’s con-sent is required in order to buy the OTCs from the pharmacy. But, it’s the pharmacist’s duty to educate the cus-tomer before selling the OTC because, a chemical substance is present in the OTC which may be of adverse effect on the patient, if he takes the wrong do-sage form of the OTC. Some of the examples of the OTCs are as follows Ibufren, Anasin, Vitamin supplements etc. It’s a bit complicated issue i.e., sell-ing the OTCs over the Internet because, there is no doctor’s prescription is re-quired in order to buy the OTCs but, it’s the E-Pharmacist’s duty to educate the customer before selling him the OTCs. The other complications of selling OTCs by internet are that few drugs like Anti-cholesterols are now under OTC in the UK but, in France it is still under the Prescription drug list. Hence, it is illegal to sell the Anti-cholesterols to France wi-thout considering the doctor’s pre-scription. 

3.3. Online Pharmacies & 
Cosmetics/Dermatological/ 

Beauty Related Products It is the responsibility of the E-Pharmacist to educate the customer before selling him the beauty related products because; these products con-tain chemical substances and may prove lethal in some cases. Hence, the details of such products should be mentioned according to the HON code of ethics. 
3.4. Online Pharmacies & Other 
Health Care Related Products  

such as Diagnostic Kits  The rapid diagnostic kits are widely distributed to the customers over the internet by various companies. Today, various diagnostic kits are available over the Internet such as Rapid HIV de-tection kits, Rapid Malaria detection kits, PSAs (Prostate Specific Antigens), FOBT (Faecal Occult Blood Tests), CEAs (Carcinoma Embryonic Antigens), Brain S-100, Rapid Narcotic Detection kits etc. 
Factors to be respected These, Rapid detection kits perform very well with an accuracy rate of 99.99% but, its performance depends upon the environment behind & beyond of it such as packaging, shipment, sto-rage conditions, temperature and many other factors. Usually the storage condi-tions of the diagnostic kits is between 4°C to 28°C and they should be trans-ported in a cold shipment. Hence, the cus-tomer should consider all the above fac-tors before buying them through Online. 
Diagnostic Kits and Psychological impact The diagnostic kits will create a Psychological impact on the customers and it’s very difficult for the patient to recover from the trauma suppose if the kit shows positive for the disease. As the diagnostic kits are not 100% accurate and so there are chances of 
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“False Positives”. As the customer know that he is positive towards the disease then, he will undergo Psychological trauma and it will be very difficult for him to recover from that trauma. Hence, the Online pharmacies should give good information to the customers before selling such kind of kits to them. 
4. QUALITY OF DRUGS  

AND HEALTH PROBLEMS 

4.1. Fake Drugs & the Internet Patients taking medications do not respond and the doctors don’t know why and sometimes the patients die. 
4.1.1. Fake Drugs, a Definition From the fake drug to the counter-feit drug. 

Fake drug “The Fake drugs are nothing but the fake drugs”. The Fake drugs are the drugs which are not fit enough to enter in the market because, they do not con-tain the same active ingredient as the real drug contains. The counterfeit drugs are the faulty drugs like they do not contain enough active ingredient or contain too much of the active ingre-dient or no active ingredient at all. The Counterfeit drugs are falsely sold in the market under brand names. Its difficult to differentiate which is the real brand drug and which is Counterfeit drug be-cause, of the same package. 
Counterfeit Drug The Counterfeit drugs produce dangerous side effects to the patient’s health. The health of the patient will be-come worse if the drug taken is ineffec-tive. In 2003, Pfizer has recalled its 200,000 tablets of the cholesterol-re-ducing drug ‘Lipitor’ because of the Counterfeit drug problem. Counterfeiters are becoming more sophisticated in their 

technologies and methods of introducing counterfeit drugs into the US system. 
 4.1.2. Impact of the Generic 

Market Today, there are several cases of Counterfeit drugs and the counterfeit drug cases are increasing every year and it is because, there is a higher de-mand for prescription drugs, as more drugs are being invented to treat differ-ent kind of diseases. Newly invented drugs are very expensive and so con-sumers are willing to turn to a new kind of distribution system i.e., “Internet Pharmacy”. Because of the new tech-nologies, the criminals are able to man-ufacture the counterfeit drugs very eas-ily and then they sell those drugs through internet. It is difficult for the consumer to judge whether the seller is authorised or unauthorised. Today, because of the emerging ge-neric drug market, the consumers have so much choice for buying prescription drugs. But, when they look for the best price or most convenience, they need to be careful about the source of their me-dications because, Counterfeit drugs are on the rise. The Counterfeit drug cases are increasing in the U.S even though the drug supplies are considered to be safe. There are several reasons for the in-crease of the Counterfeit drugs like higher demand for prescription drugs, as more drugs are invented to treat the di-sease. Some drugs are getting more ex-pensive, so consumers are willing to turn to non-traditional sources. New technologies are making it easier for criminals to make counterfeit drugs and now that drugs are being sold over the Internet, without fact-to-face contact be-tween buyer and seller, it’s harder for consumers to know whether, the seller with whom they are dealing with is au-thorised or not. 
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Some private or intimacy used drug Currently, there are hundreds of fake web sites selling prescription drugs especially in the therapeutic segment of ED (erectile dysfunction), Beauty related products, Immuno-suppressants. The fake web sites know that there is so much market potential in these thera-peutic segments and that’s the reason that they are booming every day. In the category of ED, the fake web sites mostly sell the drugs such as Via-gra and Cialis and today these drugs are top selling online drugs in the market. Whereas, hair loss and obesity related products are the top selling beauty re-lated products. The Immuno-Suppres-sants like oncological drugs and other chemotherapy drugs are also on the rise in online pharmacy in Europe. 
Price effect  Today, most of the people buy these kind of drugs from online pharmacies because its less expensive to buy from them. But, meanwhile the customers risk themselves by buying the drugs from unknown online pharmacies. Most of the customers while buying drugs from the unknown online pharmacies might have never heard about the coun-terfeit drugs or they may just ignore the risks involved in buying them. Today, the Internet is the uncontrolled route of distribution and the governments of all the countries should accept this fact and take appropriate steps in order to save the people from the clutches of the evil distributors. According to September 2004 statis-tics, approximately one-third of American consumers had bought prescription me-dicines online or had planned to use the Internet to buy prescription drugs. The reason for the growing popularity of the online drugs is that the drug prices are generally much lower. 

Top 5 online counterfeit drugs in the U.S 
1. Lipitor (Cholesterol reducing medication) 
2. Viagra (for ED) 
3. Reductil (for obesity) 
4. Procrit&Epogen (for Anti-anemia & fatigue) 
5. Globulin (Gamimune, Gammagrad) 

4.2. The entry of Fake Drugs  
Into the Market The Prescription drugs often follow a long path, through wholesalers and re-packagers, before reaching the pharmacy. There are some criminal wholesalers who sneak fake drugs into the system. When wholesalers or re-packagers get their drug products from sources other than original manufac-turers, this creates the greatest oppor-tunity for counterfeiting. For example, when low-priced drugs that are sup-posed to only be used by health clinics or medical aid programs end up being taken from those places and sold again for a higher price. Once outside the reg-ular distribution system, the safeguards for re-packaging, content and storage no longer protect the drugs. In U.S.A, the FDA is currently working with companies that make and sell drugs to identify and prevent coun-terfeit drugs. In February 2004, the FDA has issued a report, which describes the steps that can be taken to secure the U.S drug distribution system.  Authorised drugs are sold in many ways, including the Internet, and so are the Fake drugs. While purchasing drugs from online sellers can be convenient and economical, there are illegal web sites that may sell customers contami-nated or counterfeit product or a prod-uct that has not been approved by the FDA, sometimes they deliver the wrong product or they may take customers money and never deliver anything in return. The customer can reduce the li-kelihood of trouble by dealing with legi-timate, licensed online pharmacies. 
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Even if some online pharmacies sell the authorised prescription drugs to the consumers, they don’t ask for any valid prescription from the customer. 
4.3. The Sources of Fake Drugs: Fake drugs currently are most likely to be introduced as part of a drug dis-tribution process involving multiple wholesalers. However, it is important to recognise that criminal activity to in-troduce counterfeit drugs can occur at any stage in the drug distribution sys-tem, so that safeguards are needed in all of the transaction processes. Many drugs in the distribution sys-tem are also “repackaged”. In the U.S., wholesale drugs in bulk containers are often repackaged into smaller contain-ers prior to sale to an end user. Repack-aging operations are performed by in-dependent entities, wholesale distribu-tors or by distribution centres owned by large pharmacies. In the current dis-tribution system products are repack-aged for several legitimate reasons, such as to improve efficiencies for au-tomated systems. In Europe, products are packaged in quantities that relate to a course of treatment in general, ob-viating the need for repackaging. The Task Force heard from law en-forcement personnel that when coun-terfeit drugs are identified, they are of-ten associated with diversion of the drugs that they purport to be. Diversion is the sale of drugs outside of the distri-bution channels for which they were originally intended. Diverted drugs can originate domestically, when there is illegal redirection of prescription drugs from other authorised sources, such as free samples supplied to health care 

providers or lower-priced product intended for use in one country is diverted to another country where the market price is higher. Counterfeit drugs generally are associated with the practice of diversion.  In the U.S as well there are no any le-gitimate, regulated channels for such di-verted drugs to re-enter the drug distri-bution system. Consequently, there is no reliable mechanism in place to distin-guish effective authentic lower-cost drugs from drugs that simply appear to be so, but are not legitimate and may be harmful. Diversion facilitates the entry of counterfeit drugs into the U.S distribu-tion system because those individuals or entities that sell or purchase diverted drugs are less able to verify the integr-ity of these drugs, because they are pur-chased outside the normal distribution chain and without the usual regulatory safeguards. As a result, counterfeit, subs-tandard or otherwise adulterated or mi-sbranded products may become com-mingled with authentic drugs in the U.S distribution system. Because counter-feiting is often associated with drug di-version, steps to secure the drug supply against counterfeits may also make criminal drug diversion more difficult. 
CONCLUSION It is not difficult to make some prospective. The on line pharmacies are coming around the world.  Introducing overseas competition is not the real expectation. It is the same for the change of distribution channel.  But, the most important point is the modification of quality on product, and fakes or counterfeits drugs arrival. 

362



SOCIETY CHANCE OR ORGANISATIONAL EVOLUTION?  
GLOBAL OR LOCAL E-PHARMACIES? 

 

BIBLIOGRAPHY 
1. Akaah, Ishmael P. et Korgaonkar, Pradeep K., « A Conjoint Investigation of the Relative 

Importance of Risk Relievers in Direct Marketing », Journal of Advertising Research, 
août - septembre, 1988, p. 38-44. 

2. Bauer, R.A. , « Consumer Behavior as Risk Taking » dans Dynamic Marketing for a 
Changing World, Actes de la 43e conférence de l’American Marketing Association, R.S. 
Mancock (dir.), 1960p. 389-398. 

3. Beatty, Sharon E. et Smith, Scott M., « External Search Effort : An Investigation Across 
Several Product Categories », Journal of Consumer Research, vol. 14, juin, 1987, p. 83-95. 

4. Bellman, Steven, Lohse, Gerald L. et Johnson, Eric J., « Predictors of Online Buying 
Behavior », Communication présentée à l’ACM, vol. 42, no 12, décembre, 1999, p. 32-38. 

5. Bettman, J.R., « Perceived Risk and Its Components : A Model and Empirical Test », 
Journal of Marketing Research, vol. 10, mai, 1973p. 184-190 

6. Bloch, Peter H., Sherrell, Daniel L. et Ridgway, Nancy M, « Consumer Search : An 
Extended Framework », Journal of Consumer Research, vol. 13, juin, 1986, p. 119-126. 

7. Clarke, Keith et Belk, Russel W., « The Effects of Product Involvement and Task 
Definition on Anticipated Consumer Effort », Advances in Consumer Research, vol. 6, 
1979, p. 313-318. 

8. Conseil canadien du commerce de détail et IBM, « E-Retail, The Race Is On : Who Will 
Win Canada’s Internet Shoppers? », juin. 1999 

9. Cox, Donald F. et Rich, Stuart U., « Perceived Risk and Consumer Decision-Making – The 
Case of Telephone Shopping », Journal of Marketing Research, novembre1964, p. 32-39. 

10. Cunningham, S.M., « The Major Dimensions of Perceived Risk », dans D.F. Cox (dir.), Risk 
Taking and Information Handling in Consumer Behavior, Graduate School of Business 
Administration, Harvard, University Press, Boston, MA, 1967p. 82-108. 

11. Dowling, Graham R. et Staelin, Richard, « A Model of Perceived Risk and Intended Risk-
handling Activity », Journal of Consumer Research, vol. 21, juin, 1994, p. 119-134. 

12. Engel, J.F., Kollat, D.T. et Blackwell, R.D., « Consumer Behavior », 2e éd., New York, Holt, 
Rinehart & Winston. 1973 

13. Forrester Research, « The Forrester Report : Best of The Business Web », vol. 2, no 2, 
août. 1998 

14. Fram , Eugene H. et Grady, Dale B., « Internet Buyers: Will the Surfers Become Buyers?», 
Direct Marketing, p. 63-65, 1995 

15. Gupta, Sunil et Chatterjee, Rabikar, « Consumer and Corporate Adoption of the World 
Wide Web as a Commercial Medium », dans Electronic Marketing and the Consumer, 
Robert A. Peterson (dir.), p. 123-138. 1997 

16. Hilger Mathieu, Patients ou clients, analyse anthropologique des échanges dans une 
pharmacie en Belgique 

17. Hon, The Use of the Internet and World-Wide Web for Telematics in Healthcare: 
http://www.hon.ch/cgi-bin/about, September 7-8, 1995, Geneva, Switzerland 

18. Houston, Micheal J. et Rothschild, Micheal L., « Conceptual and Methodological 
Perspectives on Involvement », dans Research Frontiers in Marketing: Dialogues and 
Direction, Jain S.C. (dir.), Chicago, IL, American Marketing Association, p. 184-187. 1978 

19. Howard, J. et Sheth J., The Theory of Buyer Behavior, New York, Free Press. 1972 

20. Jacoby, J. et Kaplan, L., « The Components of Perceived Risk », dans Proceedings of the 
3rd Annual Conference, Venkatesan, M. (dir.), Association for Consumer Research, 
Chicago, IL, 1972, p. 382-393. 

21. Jarvenpaa, Sirkka L. et Todd, Peter A., « Is There a Future forRetailing on the Internet », 
dans Electronic Marketing and the Consumer, Robert A. Peterson (dir.), 1997, p. 139-154.  

22. Krungman, Herbert E, « The Impact of Television Advertising : Learning Without 
Involvement », Public Opinion Quarterly, vol. 29, automne1965, p. 349-356. 

363



 Bruno SALGUES 
Kalyan BOLLAMPALLY 

 

23. Lafrance Jean-Paul, Une analyse socio-technique du commerce électronique. 
Intervention au colloque. 2001 BOGUES Globalisme et pluralisme. Montréal, 24 au 27 
avril 2002. http://www.er.uqam.ca/nobel/gricis/actes/bogues/Lafrance.pdf 

24. Lafrance Jean-Paul, Brouillard Pierre, Le commerce électronique. Y-a-t-il un modèle 
québécois ?, Presses de l’Université du Québec, Montréal, Canada, 2002, 287p. 

25. Lasselain J, Profession pharmacien : le regard des sciences sociales, Editions Imhotep 
medecine science, Paris, 1995 

26. Lasselain J, Le disert D, Relations professionnelles et profession pharmaceutique, 
International Sociological Association, 1998  

27. Mitchell, V.W. et Boustani, Pari, « A Preliminary Investigation into Pre- and Post-Purchase 
Risk Perception and Reduction », European Journal of Marketing, vol. 28, no 1. 1994 

28. Murray, Keith B., « A Test of Services Marketing Theory : Consumer Information 
Acquisition Activities », Journal of Marketing, vol. 55, janvier, p. 10-25. 1991 

29. Nantel, Jacques, « Comportements du consommateur, marketing et commerce 
électronique », D. Racette (dir.) dans Le Progrès technologique : évolution ou révolution, 
Association des économistes québécois, 1997p. 357-366. 

30. Nantel, Jacques, Frame, Charles D. et Robillard, Renée, « The Complexity of Decision 
Making Processes: The Impact of Experience and Expertise », European Marketing 
Association Conference, Innsbruck. 1990. 

31. Newman, Joseph W., « Consumer External Search : Amount and Determinants », dans 
Consumer and Industrial Buying Behavior, Woodside, A.G., Sheth, J.N. et Bennett, P.D. 
(dir.), New York , North-Holland, 1997p. 79-94. 

32. Olshavsky, Richard W., « Perceived Quality in Consumer Decision Making : An Integrated 
Theoretical Perspective », dans Perceived Quality – How Consumers View Stores and 
Merchandise, Jacoby, J. et Olson J.C. (dir.), Lexington, MA, 1985p. 3-29. 

33. Olshavsky, Richard W. et Granbois, Donald H, « Consumer Decision Making – Fact or 
Fiction », Journal of Consumer Research, vol. 6, septembre, 1979, p. 93-100. 

34. Payne, John W., Bettman, James R. et Johnson Eric J., The Adaptive Decision Maker, 
Cambridge, New York, Cambridge University Press, 1993. 

35. Richins, Marsha L., Bloch, Peter H. et McQuarrie, Edward F., « How Enduring and 
Situational Involvement Combine to Create Involvement Responses », Journal of 
Consumer Psychology, vol. 1, no 2, 1992, p. 143-153 

36. Roselius, Ted, « Consumer Rankings of Risk Reduction Methods », Journal of Marketing, 
vol. 35, janvier 1971, p. 56-61 

37. Seybold, Patricia B. et Marshak, Ronni. T., « Customers.com », Times Business Division 
of Random House,1998 

38. Stone, Robert N. et Gronhaub, Kjell, « Perceived Risk: Further Considerations for the 
Marketing Discipline », European Journal of Marketing, vol. 27, 1993, 3, p. 39-50. 

39. Van den Poel, Dirk et Leunis, Joseph, « Consumer Acceptance of the Internet as a 
Channel of Distribution », Journal of Business Research, vol. 45, 1999, p. 249-256. 

40. Van den Poel, Dirk et Leunis, Joseph, « Perceived Risk and Risk Reduction Strategies in 
Mail-Order Versus Retail Store Buying », The International Review of Retail, Distribution 
and Consumer Research, vol. 6, 1996, no 4, p. 351-371. 

41. Zaichkowsky, Judith L., « Measuring the Involvement Construct », Journal of Consumer 
Research, vol. 12, décembre1985, p. 341-352. 

42. Zaichkowsky, Judith L, « Conceptualizing Involvement », Journal of Advertising, vol. 15, 
no 2, 1986, p. 4-14. 

 
  

364


	Timisoara Journal of Economics - Vol 1 (year 2008) | Issue 4
	Board&Editorial team
	Table of content
	Society Change or Organisational Evolution? Global or Local e-Pharmacies?
	Authors: Bruno SALGUES, Kalyan BOLLAMPALLY
	Abstract
	Keywords: online pharmacy; OTC; generic drugs; counterfeit drugs
	JEL classification: I11, L81, I19, K42, L86.
	METHODOLOGY
	Solutions for the Above Problems

	1. GLOBAL CONSUMER BEHAVIOUR
	1.1.Product, Services and Market
	1.1.1. Typology of Drugs
	1.1.2. Market Strength and Evolution

	1.2. Internet Strategy on Pharmacy
	1.2.1. The Web and the Pharmacy
	1.2.2. Brick & Mortar Vs Dot-Com
	1.2.3. Click & Mortars


	2. ONLINE PHARMACIES, AN ANALYSIS
	2.1. Characteristics of Online Pharmacies
	2.1.1. Benefit of Online Pharmacies
	2.1.2. Concerns about Online Pharmacies

	2.2. Authorised or not?
	2.2.1. Differentiating Authorised & Unauthorised Online Pharmacies
	2.2.2. HON Code for Authorized Pharmacy
	2.2.3. Online Pharmacy on Europe


	3. DRUGS/HEALTH CARE PRODUCTS & E-PHARMACY
	3.1. Relation Between Prescription and Online Pharmacy
	3.1.1.Prescription drugs & E-Pharmacy
	3.1.2. Online Pharmacies & the Prescription drugs
	3.1.3. Case of Cross Border Selling of Drugs: Canada and USA

	3.2. Online Pharmacies & the OTCs
	3.3. Online Pharmacies &Cosmetics/Dermatological/Beauty Related Products
	3.4. Online Pharmacies & Other Health Care Related Products such as Diagnostic Kits

	4. QUALITY OF DRUGS AND HEALTH PROBLEMS
	4.1. Fake Drugs & the Internet
	4.1.1. Fake Drugs, a Definition
	4.1.2. Impact of the Generic Market

	4.2. The entry of Fake Drugs Into the Market
	4.3. The Sources of Fake Drugs:

	CONCLUSION
	BIBLIOGRAPHY



<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /None
  /Binding /Left
  /CalGrayProfile (sGray)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Error
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.0000
  /ColorConversionStrategy /CMYK
  /DoThumbnails true
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize false
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments true
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 300
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 300
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages false
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /CreateJDFFile false
  /Description <<

    /BGR <>
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000410064006f006200650020005000440046002065876863900275284e8e9ad88d2891cf76845370524d53705237300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef69069752865bc9ad854c18cea76845370524d5370523786557406300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>
    /CZE <>
    /DAN <>
    /DEU <>
    /ESP <>
    /ETI <>
    /FRA <>
    /GRE <>

    /HRV (Za stvaranje Adobe PDF dokumenata najpogodnijih za visokokvalitetni ispis prije tiskanja koristite ove postavke.  Stvoreni PDF dokumenti mogu se otvoriti Acrobat i Adobe Reader 5.0 i kasnijim verzijama.)
    /HUN <>
    /ITA <>
    /JPN <FEFF9ad854c18cea306a30d730ea30d730ec30b951fa529b7528002000410064006f0062006500200050004400460020658766f8306e4f5c6210306b4f7f75283057307e305930023053306e8a2d5b9a30674f5c62103055308c305f0020005000440046002030d530a130a430eb306f3001004100630072006f0062006100740020304a30883073002000410064006f00620065002000520065006100640065007200200035002e003000204ee5964d3067958b304f30533068304c3067304d307e305930023053306e8a2d5b9a306b306f30d530a930f330c8306e57cb30818fbc307f304c5fc59808306730593002>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020ace0d488c9c80020c2dcd5d80020c778c1c4c5d00020ac00c7a50020c801d569d55c002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>
    /LTH <>
    /LVI <>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken die zijn geoptimaliseerd voor prepress-afdrukken van hoge kwaliteit. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)
    /NOR <>
    /POL <>
    /PTB <>
    /RUM <>
    /RUS <>
    /SKY <>
    /SLV <>
    /SUO <>
    /SVE <>
    /TUR <>
    /UKR <>
    /ENU (Use these settings to create Adobe PDF documents best suited for high-quality prepress printing.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)
  >>
  /Namespace [
    (Adobe)
    (Common)
    (1.0)
  ]
  /OtherNamespaces [
    <<
      /AsReaderSpreads false
      /CropImagesToFrames true
      /ErrorControl /WarnAndContinue
      /FlattenerIgnoreSpreadOverrides false
      /IncludeGuidesGrids false
      /IncludeNonPrinting false
      /IncludeSlug false
      /Namespace [
        (Adobe)
        (InDesign)
        (4.0)
      ]
      /OmitPlacedBitmaps false
      /OmitPlacedEPS false
      /OmitPlacedPDF false
      /SimulateOverprint /Legacy
    >>
    <<
      /AddBleedMarks false
      /AddColorBars false
      /AddCropMarks false
      /AddPageInfo false
      /AddRegMarks false
      /ConvertColors /ConvertToCMYK
      /DestinationProfileName ()
      /DestinationProfileSelector /DocumentCMYK
      /Downsample16BitImages true
      /FlattenerPreset <<
        /PresetSelector /MediumResolution
      >>
      /FormElements false
      /GenerateStructure false
      /IncludeBookmarks false
      /IncludeHyperlinks false
      /IncludeInteractive false
      /IncludeLayers false
      /IncludeProfiles false
      /MultimediaHandling /UseObjectSettings
      /Namespace [
        (Adobe)
        (CreativeSuite)
        (2.0)
      ]
      /PDFXOutputIntentProfileSelector /DocumentCMYK
      /PreserveEditing true
      /UntaggedCMYKHandling /LeaveUntagged
      /UntaggedRGBHandling /UseDocumentProfile
      /UseDocumentBleed false
    >>
  ]
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [595.276 841.890]
>> setpagedevice




