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CANDIDATE NAME & SURNAME  

ID NUMBER  

EISA REGISTRATION NUMBER  

ASSESSMENT CENTRE  

ASSESSMENT CENTRE ACCREDITATION NUMBER  

QUALIFICATION  Occupational Certificate: Health Products 
Marketing Associate 

SAQA ID  118737 

CREDITS  92  

NQF LEVEL  5  

PAPER  1 Practical paper (SET 1) 

DATE OF EISA                                                TBC 

DURATION  2 Hours  

COMPETENCY REQUIREMENTS 
The candidate must be declared 
competent in all Practical Tasks (Task 1 
and Task 2). 

FINAL COMPETENCY OUTCOME 
Competent. The candidate must be 
declared competent in all Practical Tasks 
(Task 1 and Task 2) in the Practical Paper. 

 
 

GENERAL EISA RULES 
1. Candidates are only allowed to use the supplied EISA booklets. 

2. Candidates are only allowed to use a black pen for their answers. 

3. Candidates to ensure that their name, surname and EISA registration number appear 
on the front cover of your EISA booklet. 

4. This is a closed book examination; therefore, no other material or belongings are to be 
brought into the assessment centre. Should you bring any other material or belongings into 
the assessment centre, you will be required to leave such at the front of the assessment 
centre examination room. The assessment centre will not be held liable for any loss or 
damage to property brought into the assessment centre examination room. 

5. All EISA booklets must be handed back to the invigilator intact. No pages may be torn off 
from the EISA booklet. The removal of EISA booklets from the examination room is 
prohibited. 

6. Candidates may make use of a calculator in this EISA. 

7. Unless this is an online examination where access to a computer will be made available to 
you; the use of any communication devices, including smart watches, cell phones, tablets, 
i-Pads, headphones, and laptops are prohibited. 

8. All cell phones are to be switched off for the duration of the EISA. 

9. The invigilator will not assist you with the explanation of questions related to the EISA. 
 

10. Candidates are prohibited from conversing in any manner with other students. 

11. Candidates may not leave the examination venue within one hour of the start of 
the examination and in the last 10 minutes of the allotted examination period. 
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12. Candidates who are found to be disruptive and unruly in the assessment centre will 
be requested to leave the assessment centre by the invigilator. 

 
I HEREBY CONFIRM THAT I HAVE READ THE ABOVE EISA RULES AND DECLARE 
THAT I UNDERSTAND AND ACCEPT THE RULES. 

SIGNATURE OF CADIDATE 

CANDIDATE INSTRUCTIONS 

● Candidates must complete all questions in this EISA. 

● Candidates must ensure that they use only a black pen when completing this EISA. 

 
Should you require additional space to complete your answer, please request 
additional paper from your invigilator. Ensure that you indicate your name, surname and 
EISA registration number at the top of the additional paper. Also ensure that the question 
number is clearly marked on your additional paper. 
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  TASK 1 

 

Question 1.1 - Structured HCP product briefing 

 

Task description: Prepare and deliver a 10-minute structured HCP product briefing on a health 
product or therapeutic concept of your choice. Unlike a generic product talk, this briefing must 
translate scientific information into a clear practice message for the audience and must show how 
the product fits into routine patient care. Example topic: 'Practical use of cetirizine in allergic 
rhinitis and urticaria'. 

Performance format 
10-minute presentation to a real or simulated audience (mentor, 
manager, senior representative, or assessor). 

Distinctive questioning 
method 

Structured HCP product briefing 

Example product / 
concept 

Cetirizine tablets or syrup for allergic rhinitis and urticaria 

Presentation context 
Professional educational briefing intended to improve safe, compliant 
product understanding. 

 

Requirement / evidence Marks 

Introduce the clinical problem and define the intended audience clearly. 2 

Explain classification, mechanism of action, approved indication(s), and key safety 
warning(s) accurately. 

4 

Present at least one evidence-based product claim supported by a credible study, 
guideline, or approved professional information. 

4 

Demonstrate how the product is used in practice, including dosing / administration / 
counselling. 

4 

Use one visual aid effectively and professionally. 2 

Ask at least one needs-probing or engagement question and answer two audience 
questions credibly. 

2 

Maintain professional, ethical, and compliant communication throughout. 2 

Total 20 
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  TASK 1 EVALUATION CHECKLIST 

Criterion Observable standard Mark Outcome 

Structure 
Introduction, body, and conclusion are logical and 
coherent. 

2 C / NYC 

Content relevance 
Information is accurate, audience-specific, and clinically 
relevant. 

2 C / NYC 

Mechanism and 
classification 

Product class, mechanism, indication, and safety points 
are correctly explained. 

2 C / NYC 

Use of evidence 
At least one credible evidence source is used 
appropriately. 

2 C / NYC 

Practical application 
Counselling, administration, and follow-up advice are 
clear and usable. 

2 C / NYC 

Use of visual aid Visual aid supports understanding and is not distracting. 2 C / NYC 

Engagement 
Candidate creates interaction and responds 
appropriately to audience cues. 

2 C / NYC 

Accuracy in 
responses 

Answers to questions are balanced, accurate, and 
compliant. 

2 C / NYC 

Ethics and 
professionalism 

Tone, claims, and conduct remain ethical and compliant. 2 C / NYC 

Time management 
Presentation is completed within 10 minutes (+/- 30 
seconds). 

2 C / NYC 

Competency note: Marks support moderation and layout consistency; the final assessor 
decision remains Competent / Not Yet Competent. A candidate should not be found competent 
where critical accuracy, ethics, or compliance breaches are observed. 
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  TASK 2 

 

Question 1.2 - Initial HCP sales call with needs analysis 

 

Task description: Conduct an initial sales interaction in which you introduce a health product or 
service to a healthcare professional, uncover need through questioning, position benefits 
appropriately, handle at least one objection, and secure a realistic next step. The interaction must 
sound natural and may not be read from a script. Example scenario: first-call discussion on an 
inhaler spacer device for paediatric asthma support. 

Performance format 
10-minute live or simulated sales interaction. Candidate may not read 
from a script. 

Distinctive questioning 
method 

Initial HCP sales call with needs analysis 

Example product / 
service 

AeroFlow Spacer Device for use with metered-dose inhalers 

Expected context 
Professional discussion with an HCP, clinic representative, or decision-
maker in a regulated healthcare environment. 

 

Requirement / evidence Marks 

Open professionally, define the purpose of the call, and establish rapport. 2 

Use at least three needs-analysis questions to uncover practice, patient, or service 
needs. 

4 

Position the product/service using accurate features, benefits, and compliant claims. 4 

Refer to at least one evidence source, approved PI, or recognised practice standard 
where relevant. 

2 

Address at least one objection or concern with a balanced and credible response. 4 

Offer a clear call to action or agreed follow-up step. 2 

Demonstrate compliance with SAHPRA, ethical codes, and sustainability / safe-use 
considerations where relevant. 

2 

Total 20 
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  TASK 2 EVALUATION CHECKLIST 

Criterion Observable standard Mark Outcome 

Pre-call objective 
Objective is specific, professional, and aligned to the 
HCP context. 

2 C / NYC 

Introduction 
Greeting and purpose are concise, relevant, and 
professional. 

2 C / NYC 

Needs analysis 
Questions meaningfully explore the HCP's context or 
patient need. 

2 C / NYC 

Content structure Call flows logically from need to solution. 2 C / NYC 

Use of evidence 
Claims are supported by evidence or approved 
information. 

2 C / NYC 

Delivery Communication is natural, confident, and unrehearsed. 2 C / NYC 

Objection handling 
Candidate acknowledges and resolves concerns 
appropriately. 

2 C / NYC 

Compliance and 
ethics 

No exaggerated or non-compliant claims are made. 2 C / NYC 

Call to action 
Next step is specific, realistic, and professionally 
phrased. 

2 C / NYC 

Time management Interaction is completed within 10 minutes (+/- 1 minute). 2 C / NYC 

Competency note: Marks support moderation and layout consistency; the final assessor 
decision remains Competent / Not Yet Competent. A candidate should not be found competent 
where critical accuracy, ethics, or compliance breaches are observed. 

 

 

  FINAL COMPETENCY OUTCOME 

The candidate must be declared Competent in both Task 1 and Task 2. Marks must be aligned in 
the assessor record, but the final judgement remains competency-based and subject to critical 
accuracy, ethics, and compliance considerations. 
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FINAL OUTCOME (Overall): 
The candidate is declared Competent if found competent in all tasks of this assessment. If Not 
Yet Competent in any task, the candidate will be required to undergo re-assessment in that 
specific task. 

 
FINAL COMPETENCY DECLARATION 

 

CANDIDATE NAME & SURNAME  
ID NUMBER  

TASK RESULT 

 Competent (C) Not Yet Competent (NYC) 

Task 1 - Presentation   

Task 2 - Selling   

OVERALL PRACTICAL 
OUTCOME (*Tick C/NYC) 

COMPETENT 
(C) 

 NOT YET COMPETENT 
(NYC) 

 

 
Assessor Name:   

 
Signature:   

 
Date:   
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