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Abstract 
Problem-Based Learning (PBL) methodology has been used in the subject of Management, Planning, 
Legislation and Deontology of the Degree in Pharmacy of the University of the Basque Country 
UPV/EHU, in order to make the students face situations that will happen to them in their professional 
future as community pharmacists.  

Community pharmacists are responsible for dispensing and distributing medicines and they must work 
within legal and ethical guidelines to ensure the correct and safe supply of medical products to the 
patients. Therefore, they are involved in maintaining and improving people's health by providing advice 
and information, as well as supplying prescription medicines. However, pharmacists also sell over-the-
counter medical products and para-pharmacy products. In this sense, the work in a community 
pharmacy requires the development of some significant aptitudes such as: good communication skills 
in order to listen carefully to what patients say, as well as be able to explain complex and sometimes 
sensitive information to the general public, the ability to work with others in a multidisciplinary team, a 
methodical approach to work and an understanding of business principles. 

The present work explains the experience that we have had over the last two years when applying this 
methodology in one of the thematic blocks of the subject related to the acquisition of different tools 
regarding to Marketing and Merchandising, and their application to the Community Pharmacy daily 
work. Importantly, this educational action has not only been focused on achieving specific 
competences related to this topic, but also, to the improvement of some transversal competences 
such as team work maturity, information search, ability to communicate orally within the academic 
standards and the capacity to debate and make conclusions, among others.  

Students formed stable groups at the beginning of the course and they worked together in most of the 
proposed activities. Interactive questionnaires were designed in order to be used in combination with 
the rapid response devices (clickers), students were provided with videos (flipped teaching activity), 
and expository activities and several reports were proposed over a three weeks time. As mentioned, 
the work in teams was promoted and importantly, the effort done by each student was vital for the 
team resolution of the final complex situation. The evaluation of the activities within this thematic block 
was formative in some cases and accumulative in others. Specifically, students had to present a group 
deliverable, respond to an individual self-assessment test, work on two brief oral presentations, 
respond to two individual assessment tests and finally, work on a more extensive group presentation.  

In general, the evaluation showed highly satisfactory results. In addition, great involvement of the 
students in all the activities was achieved which made the development of the classes much more 
active and dynamic. 

Keywords: transversal competences, problem-based learning, flipped classroom, marketing tools, 
pharmacy degree. 

1 INTRODUCTION 
In the framework of the European Higher Education Area (EHEA), there is a clear necessity of 
encouraging new ways of teaching and learning. In addition, it is equally necessary to implement 
educational models based on the acquisition of competences. Consequently, it has become crucial to 
design innovative activities that focus on the students as the main axis of their own learning process. 
In this sense, teachers have the task of acting as agents of change, ensuring that their work is not 
merely to communicate as many theoretical concepts as possible, but also to help students learn how 
to work as a team, with the final aim of building knowledge together. 
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Accordingly, a central issue is the need of motivating students so they become actively involved in 
their learning process. Therefore, it is essential to design novel learning situations that support the 
construction of knowledge [1]. In addition, we cannot forget that our task must be to help students 
learn not only theoretical concepts, but also develop important skills, attitudes and professional values. 
In fact, they have to acquire both specific and transversal competences, such as working in teams or 
searching and analyzing information from different sources. For this reason, the whole process must 
stimulate the development of complex systems of understanding and acting, moving away from the 
mere acquisition, memorization and reproduction of knowledge [1, 2]. 

In 2014, teachers involved in the subject of Management, Planning, Legislation and Deontology of the 
fourth year of the Degree in Pharmacy at the University of the Basque Country UPV/EHU, began to 
reflect on our teaching practice and wondered how we could improve it. From that moment, we 
decided to perform several actions in order to stimulate students' active learning in our subject. With 
this purpose, we tried to motivate them through different collaborative activities related to their close 
professional reality based, mainly, on the Problem-Based Learning (PBL) methodology [3]. Thanks to 
the support and the training from our institution, the University of the Basque Country UPV/EHU, we 
gradually restructured topic by topic the whole subject. We looked for a teaching/learning way based 
on real situations in which students would find themselves throughout their professional career; a 
career full of changes where multidisciplinary work and problem solving capacity are indispensable [4]. 

The active methodologies that we have used during the development of this subject allow the 
integration of ideas, enable a greater retention of concepts and enhance the capacity of transferring 
the knowledge to different contexts. Also, students acquire the competence of identifying problems 
offering the appropriate solutions, which, in the end, promote a critical thinking. Thus, we proposed a 
series of teaching activities supported by a realistic approach, which help to connect the theory and 
the professional practice. In this context, teachers act as guides, being open to the diverse solutions 
that students can find to the proposed problem [1, 5]. With this educational innovation, we have sought 
to make the student the main character of a history that will lead him, through the analysis, reflection 
and debate, to give solutions to situations contextualized in his professional reality.  

Undoubtedly, this experience has entailed a change in our mentality as teachers. In fact, we are no 
longer the main axis of the teaching activity exposing information through only master classes; now, 
we must propose complex scenarios to make a much deeper learning possible. However, it is 
essential that we tutor the process in a close manner and give a continuous feedback to the students 
on the activities they carry out [6]. 

In general, this methodology has shown a good acceptance by the students of the two academic 
courses in which we have implemented it, although, it is true that some studies have indicated a high 
variability of results depending on the students and their situation [7, 8]. 

2 SUBJECT CONTEXTUALIZATION AND COMPETENCES TO BE 
DEVELOPED 

The Degree in Pharmacy at the University of the Basque Country UPV/EHU has a workload of 300 
ECTS credits (European Credit Transfer and Accumulation System), which are developed over a 
structure of five academic courses. Each academic year is divided into two semesters. The first 
semester starts on September ending on January, while the second semester starts on February 
ending on middle June. Each semester has a duration of 15 weeks plus 3 weeks for examinations. 

The following experience has been developed in the subject of Management, Planning, Legislation 
and Deontology of the Degree in Pharmacy over the last two academic courses (2015-16 and 2016-
17). This subject has got a total of 7 ECTS credits and is taught during the second semester of the 
fourth academic year. The experience presented in detail corresponds just to one part of the subject, 
specifically, the one that is dedicated to the study of Marketing and Merchandising applied to the 
Community Pharmacy. 

By the end of the semester, students must know and apply the essential concepts for the efficient 
management of the Community Pharmacy. For this purpose, they work on different concepts related 
to marketing, accounting, control of stocks, sales management, etc. All these concepts are necessary 
in order to achieve the maximum profitability in a health care service/business, which in Spain is 
privately managed.  
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Among the established competences of the subject for the Degree in Pharmacy at our University, we 
would like to highlight those ones showed up in Table 1. 

Table 1.  Competences that students must acquire after completing the course. 

Especific competences 

To know the ethical and deontological principles and act according to the legislative, regulatory and 
administrative dispositions that governs the professional practice. 

To know and apply management techniques at all the aspects of pharmaceutical activities. 

To know and understand the characteristics of pharmaceutical assistance. 

Transversal competences 

To develop communication skills in order to deal with patients and users of the center where they carry 
out their professional activity.  

To promote the capacity of working in multidisciplinary teams. 

To recognize their own limitations and the need of maintaining and updating the professional 
competences, paying special attention to the self-learning process of new knowledge based on the 
available scientific evidence. 

To master information retrieval techniques. 

Specifically, the main objectives of the following teaching experience were, on the one hand, to 
facilitate the acquisition, integration and retention of different concepts related to the management of 
the Community Pharmacy through the use of real situations and, on the other hand, to encourage the 
acquisition of transversal competences. 

3 METHODOLOGY 

3.1 Main tools that have been employed during the course 
The methodology has been very active and participatory. Students have worked in collaborative small 
teams of 3 or 4 persons. We have used different strategies, from oral communication activities or 
video viewing (flipped classroom) to interactive questionnaires through the use of clickers. The 
Turning Point program is an Interactive Voting or Response System based on radio frequencies. It is 
composed of transmitter cards (clickers), which are used by the students, and a USB receiver system 
that allows making an interactive class. With this system, teachers can adapt their explanations 
depending on the data received during the session and can even know the answers of each student in 
an individualized way. Also, it allows exporting the data to other programs such as Excel or Word, 
create groups (getting the score as a team), etc. 

All the resources used have been available for students through e-gela, an online support platform for 
teaching. This software has been designed to help educators create high quality online courses. 
These kind of online learning systems are sometimes called VLEs (Virtual Learning Environments). 
This didactic resource used by the University of the Basque Country UPV/EHU, allows generating 
virtual classrooms for the interaction and the exchange of information between the teaching staff and 
the students. In fact, teachers can send notes or pieces of information of interest to the students, can 
suggest links to interesting web sites or even encourage students´ participation through the "forum" 
option. In addition, there is the possibility for students to deliver paperwork on established dates, 
communicate with the teacher or even perform online assessment tests.  

3.2 Specific methodology and problem development 
The whole subject has been almost developed using active and collaborative methodologies, 
distributing the topics in four major sections or sub-problems as shown in Table 2. The main situation 
that connected all of them was the following: 

“Soon, you will face different challenges during your professional career. Of course... you have many 
doubts, but thanks to your mother and the help of her friend Maria, you will progressively acquire new 
knowledge and experiences that will help you be the owner of your own Pharmacy.” 
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Table 2.  Division of the subject into four sub-problems. 

Sub-problem Topic Main question 

Sub-problem 1 
The pharmacist in teaching and research Which are your career opportunities 

after completing the Degree in 
Pharmacy? The specialist pharmacist 

Sub-problem 2 
Medications and Health Products What should you know while you are 

doing your supervised practices in a 
Community Pharmacy? Pharmaceutical supply 

Sub-problem 3 Marketing and Merchandising How can you promote sales at the 
Community Pharmacy? 

Sub-problem 4 

Economic and financial management 

What should you know when 
managing your own Pharmacy? 

Price of medications 

Purchasing management 

Stocks management 

In this article we want to share, in more detail, the development of Sub-problem 3, which is related to 
the use of Marketing and Merchandising techniques so that students are able to enhance the sales of 
para-pharmacy products and know how to stand out their business from the rest of the Pharmacies. 

We tried that students faced the following scenario: 

“You are finally graduated in Pharmacy!!! Congratulations!! But ... now what? You get a call from 
Maria, your mother´s friend. She tells you that one of the pharmacists working on her Pharmacy is 
pregnant and it seems that she is going to have a quite complicated pregnancy so she will need a 
medical leave very soon. Would you like to start working as a pharmacist in her Pharmacy? 

Yes! Of course!- That was your initial response, but ... afterwards...you have many doubts and fears 
for all the new things and responsibilities that you will have to assume.  

Now that you are already a true pharmacist and that you are part of the staff, Maria tells you that she 
is thinking of launching the sale of a new range of products and entrusts you to design a marketing 
plan to study its feasibility. 

Marketing plan? What is that!!!” 

This sub-problem was divided into 6 different Activities. 

The first one started with this new question: Do you think that Marketing and Merchandising are 
important to improve the profitability of Maria´s Pharmacy? 

The application of different marketing and merchandising techniques in the Pharmacy can directly 
affect its profitability. However, students are not familiar with these concepts and sometimes have 
misconceived preconceptions. For this reason, and in order to motivate students, we conducted a 
session in which students should answer a questionnaire about "topics" or preconceived ideas about 
these topics using the remote response system or clickers. Afterwards, we put in common the 
answers and discussed all the questions. The purpose of the questionnaire was to make the students 
reflect, in an inductive way, on situations related to the use of these resources in a Pharmacy. 

Next, in Activity 2, they were asked the following question: Have all products got the same commercial 
importance? 

One of the most important aspects when deciding what kind of products a company will offer its 
customers is to know what kind of products exist in the market, which ones we want to bet on, which 
ones we want to risk for, in which ones we want to invest or divest, which are worthwhile, at what 
stage of their commercial life they are, etc. Therefore, in the Pharmacy, just like in any other company, 
it is necessary to know how to classify the products that we offer and, depending on it, decide what 
commercial strategy we will follow. This includes, for example, analyzing how a change on prize can 
affect the demand of the product by our customers. 

In this activity, we proposed that using the Aronson Puzzle technique [9] in combination with what it is 
called the flipped classroom methodology, each student, within the small team, searched for and 
analyzed information in an individualized way so that they could share it with other experts and, finally, 
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with the rest of the team members. In this way, we worked the transversal competences of information 
search and the capacity of analysis and reflection. To encourage the positive interdependence, each 
team member worked on an assigned topic with the support of an explanatory video (phases through 
which products pass, product classification according to the BCG (Boston Consulting Group) matrix, 
and elasticity of demand).  

Activity 3 started with the following question: Do you know the different merchandising techniques that 
can be applied in a Pharmacy? 

Nowadays, the similarity in the apparent quality between different, but similar, products places the 
consumer in a new scenario where the choice of one product or another is sometimes based on the 
appropriate placing of the product, its appealing presentation, the right lighting, etc. For all this, it is 
important that students become familiar with different techniques to optimize the store windows such 
as choosing the appropriate colors or lights, distributing the products in a way that are attractive for the 
consumer, etc. 

In this Activity 3, we used the inductive method so that students acquire the basic concepts on this 
topic through a pre-test and clickers. In this occasion, they had to agree on the answer first, and then 
give the response as a team. 

Once the students were motivated (Activity 1) and informed (Activities 2 and 3) about the basic 
concepts of merchandising, we carried out an activity outside the classroom. Students, in teams, took 
photographs of different Pharmacies with the aim of identifying the elements of merchandising that 
were used in each case. With these pictures, students made short presentations and discussed both 
positive and negative aspects that they had detected, mostly in store windows (and in the interior 
when possible), and elaborated a detailed Performance Improvement Plan (PIP) (Activity 4). 

Next, we started Activity 5 with the following question: What is a marketing plan? How can we 
elaborate and implant one at a Pharmacy? 

Through this activity students had to learn, in an inductive way, the concepts related to the main 
elements of Marketing (product, price, communication, distribution), SWOT analysis (Weaknesses, 
Threats, Strengths and Opportunities), market segmentation, Ansoff matrix, implementation of the plan 
and possible causes for failure. Then, each team elaborated a poster type presentation with the most 
relevant information they had collected and explained it to the rest of the class. 

Finally, Activity 6 consisted in the application of the concepts learned in the previous activity and the 
real development of a marketing plan for helping Maria launching her new range of products. In this 
activity, students, working in groups, had to develop and explain a whole marketing plan, with as many 
details as they could, using an assigned budget. 

3.3 Evaluation  

3.3.1 Evaluation of the Sub-problem 3 
As we have explained, most of the topics of the subject were divided into 4 sub-problems. Here, we 
have explained more in detail, the third one, related to Marketing and Merchandising. Thus, we 
present the different evaluation tools that we have used in order to assess the work that students 
performed in this sub-problem. 

Activity 1: In this activity, the aim was to detect and correct preconceived erroneous ideas regarding 
marketing and/or merchandising. Therefore, after the test, we discussed the answers and clarified 
concepts. However, this fist activity was not evaluated. 

Activity 2: Here, a summative assessment was carried out through a group deliverable. Regarding the 
adequacy of the report, individualized feedback was given to students indicating which aspects 
presented deficiencies and, therefore, needed to be improved. This work had a value of 2.5% of the 
final mark of the subject. In addition, students had a formative questionnaire in e-gela platform so that 
they could prove their knowledge, without getting any formal mark, regarding the concepts worked on 
this activity. 

Activity 3: Here, we used an inductive method so that students were able to understand the basic 
concepts on merchandising. Again, as in Activity 1, we did not evaluate this sessions. 

Activity 4: In this case, one member of each team, randomly chosen by the teacher, made a brief 
presentation of the analysis that they had performed and explained their PIP. The aim of the 
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presentations was undoubtedly to improve students' oral communication skills by providing immediate 
feedback, as well as to encourage the interaction between the different teams and to apply the 
previous knowledge to real situations. This work had a value of 2.5% of the final mark of the subject. 

Activity 5: In order to evaluate this activity, a randomly selected member of each team exposed the 
poster to the rest of the class. This evaluation was formative with immediate feedback. In addition, 
students also performed an individual summative evaluation through a questionnaire that was 
available through e-gela platform and that had a value of 3.3% of the final mark of the subject. 

Activity 6: For the evaluation of the designed marketing plan, each team made an oral presentation 
that was evaluated summatively (2.5% of the final mark) and then, we held a session of reflection and 
comparison of the viability of the different plans. Also, in order to ensure that every member of the 
working groups had participated and understood the activity, we did an individual summative 
evaluation at the end of the session (3.3% of the final mark). 

3.3.2 Evaluation of the subject as a whole 

Since we implemented these active methodologies the evaluation of the subject has changed from a 
single final exam to a more complex system of evaluation.  

• 40% of the mark corresponds to the continuous assessment of different activities: 

o 15% short problem resolution exam (related to sub-problem 4) 
o 10% (3 individual summative tests or questionnaires, each of which has a value of 0.33 

points) 
o 15% (6 deliverables or group activities, each of which has a value of 0.25 points) 

• 55% of the final mark is assessed by means of a final exam: 
o 15% of the questions are related to topics studied by active methodologies. 
o 40% of the questions are related to topics taught in master classes and computer practices. 

•  5% of the final mark is assessed through the delivery of a group evaluation form. At the end of 
the course, students must submit a co-evaluation in order to know how students have worked 
as a team over the course. 

Importantly, attendance and active participation during the classes and a minimum mark of 2.75 points 
in the final exam are necessary to pass the subject.  

3.3.3 Evaluation of the level of satisfaction regarding these new methodologies 

At the end of the course, we passed the students a survey in order to know their level of satisfaction 
regarding these new methodologies. In this survey, we asked about their general valuation, if they 
would choose again this way of learning, if they consider that they have been more motivated than 
with master classes, if the PBL has helped them acquiring transversal competences, etc.  

4 RESULTS 

4.1 Attendance to class 
Regarding the influence that the implementation of this kind of active methodologies has had in the 
development of the classes, one of the most remarkable one is the increase of the attendance and 
participation. So far, in the past, attendance did not reach the 50% of the enrolled students. However, 
in these last two academic years, we have collected the attendance data on random days and the 
results are summarized in Table 3. 

10332



Table 3.  Percentage of attendance during the last two academic years. 

2015-2016 2016-2017 

 Methodology Attendance (%)  Methodology Attendance (%) 

January 26 PBL 84.0% February 6 PBL 89.2% 

February 16 PBL 86.4% February 9 Master class 53.0% 

February 29 PBL 100.0% March 6 PBL 95.0% 

March 07 Master class 54.6% March 23 Master class 53.3% 

March 10 Master class 56.8% April 3 PBL 87.5% 

April 04 PBL 86.4% April 10 PBL 87.0% 

April 27 Master class 50.0% May 3 Master clas 52.4% 

It seems clear that the days when students knew that we were going to work with an active 
methodology, attendance was significantly higher. When master classes were scheduled attendance 
fell to 50-60%. 

4.2 Academic results of the Sub-problem 3 
With respect to the results obtained in the different activities proposed in this sub-problem, we must 
point out that all of them were successfully overcome.  

As an example, we can say that from the 14 work teams that were formed at the beginning of the 
course, only one of them obtained 80% of the total score in Activity 4 (oral presentation destined to the 
evaluation, criticism and PIP of the application of marketing and merchandising techniques to the 
pharmacies from which they had obtained photographs) in the past 2015-2016 course. The rest of the 
teams, in both years, made an excellent reflection on this topic, obtaining the 100% of mark destined 
to this activity.  

On the other hand, in the individual questionnaire related to Activity 5, in the past course, 59% of the 
students obtained the highest grade, answering correctly all the questions; 25% answered correctly 
80% of the questions and 16% of the students answered correctly 60% of the questions. In the 
present 2016-2017 course, 92.3% of the students obtained the highest grade, answering correctly all 
the questions and 7.7% of the students answered correctly 80% of the questions. 

4.3 Academic final results of the subject  
Although in this article we have only detailed the sub-problem corresponding to the application of 
Marketing and Merchandising techniques to the Pharmacy, the continuous evaluation of this subject 
consisted on a total of 11 summative activities (deliverables, questionnaires or presentations and co-
evaluation). These 11 evaluation activities accounted for the 45% of the mark of the subject (4.5 
points).  

Last year, the analysis of the results obtained by the students showed that the average score obtained 
was 3.67 ± 0.37 points, with the highest mark being 4.25 and the lowest 2.79. This academic year, the 
average score obtained was 4.02 ± 0.46 points, with the highest mark being 4.37 and the lowest 3.23. 
Therefore, we can conclude that the all the students successfully passed the continuous evaluation. 

Regarding, the general data of the final evaluation, we cannot offer yet results from this academic 
course but we present a comparison of the data obtained last academic year 2015-2016 with the 
previous course 2014-2015, in which only master classes and 6 sessions of computer practice were 
given. 

Table 4 shows how the percentage of students that attended the final exam increased significantly 
compared to the previous year (78.7% versus 88.2%) in both the first and second call. The differences 
are even more significant when we look at the percentage of students who passed the subject. While 
in 2014-15, 63.9% of the students passed the subject, this percentage reached 83.3% in 2016. 
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Table 4.  Comparison of students that attended and students who passed the subject  
between 2014-2015 and 2015-2016. 

2014-2015 2015-2016 

% of students that 
attended the final exam 

% of students that 
passed the subject 

% of students that 
attended the final exam 

% of students that 
passed the subject 

1st call 61.7% 1st call 57.5% 1st call 76.6% 1st call 73.3.% 

2nd call 17.0% 2nd call 6.4% 2nd call 11.6% 2nd call 10% 

Total 78.7% Total 63.9% Total 88.2% Total 83.3% 

Undoubtedly, learning in a more active and participatory way, together with the need of searching, 
analyzing and discussing information, make concepts more clear and students feel more secure to 
face new situations. As a consequence, success rates have increased considerably. 

4.4 Level of satisfaction regarding the new technologies  
As we have mentioned, we passed the students a final survey in order to know how they felt about this 
change in methodology and how they perceived the development of transversal competences. Results 
are shown in Table 5. 

Table 5.  Comparative satisfaction results between academic years 2015-2016 and 2016-2017. 

 2015-2016 2016-2017 

 No 
satisfaced 

Slightly 
satisfaced 

Quite 
satisfaced 

Very 
satisfaced 

No 
satisfaced 

Slightly 
satisfaced 

Quite 
satisfaced 

Very 
satisfaced 

General 
valuation of 
the 
experience 

9.1% 31.8% 59.1% 0.0% 3.1% 9.4% 62.5% 25.0% 

This 
methodology 
has… 

No much A Little bit Quite a lot A lot No much A Little bit Quite a lot A lot 

...enhanced 
your interest 
and motivation 

18.2% 22.7% 50.0% 9.1% 0.0% 18.8% 62.5% 18.8% 

...enhanced 
your ability to 
work as a 
team 

4.6% 18.2% 36.4% 40.9% 0.0% 12.5% 46.9% 40.6% 

...improve 
your ability to 
search for 
information 

0.0% 9.1% 45. 5% 45. 5% 0.0% 12.5% 50.0% 37.5% 

...improve 
your capacity 
to solve 
problems 

0.0% 22.7% 59.1% 18.2% 0.0% 6.3% 59.4% 34.4% 

 Yes No Yes No 

Would you 
choose to 
work with this 
methodology 
in the future? 

50.0% 50.0% 90.6% 9.4% 

As it is shown in Table 5, last year, 59.1% of the students said that they were quite satisfied with the 
experience of using these new methodologies. However, the number of students that this year has 
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said that they are quite or very satisfied with the experience has increased up to 82.5% (62.5%+25%). 
Undoubtedly, we have been more confident on the method and probably, we have transmitted our 
faith on it better than we did last year. Also, last year, there was a group of students that was very 
contrary to the methodology and, sometimes, it was hard to make them understand that at the end, 
they would learn more and better. This group stated that the methodology did not enhance their 
interest and motivation (18.2%). However, this academic course, we have felt that the class, in 
general, was happier and most of them have answered that this method has helped increasing their 
interest on the subject (62.5%+18.8%). Unquestionably, even if the way of working either in class or at 
home was surprising for the students at the beginning of the course, in the last part of the semester, 
they have understood how these methodologies have helped them improving their ability to work as a 
team or search for information. Also, they have realized that they have increased their problem solving 
capacity. 

Last, students were asked if they would choose this kind of methodology in the future. Although, the 
results of last year were not completely satisfactory, this year, 90.6% of the students said that they 
would work again like this. 

5 CONCLUSIONS 
We would like to emphasize that the work environment in the classroom has changed radically since 
we started using this PBL methodology. The attendance to class over the years has been very low, 
probably due to the fact that the thematic of the subject has been seen by students as very 
complicated of very far away from their present situation. 

However, with this inductive and collaborative methodology, it is not only that students attended with 
higher regularity to classes, but also that they interacted with the rest of the co-workers, discussed 
about different problems, consulted doubts, etc... In short, there has been a much more active 
interaction between students and also, with the teachers. In this sense, we are really satisfied with the 
work that they have done, since we consider that, in general, the objective of developing not only the 
specific competences of the subject, but also the transversal competences of the Degree in Pharmacy 
have been achieved. Also, we believe that students are more prepared for facing new problems over 
their professional career. 
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