[image: Description: https://www.google.com/a/cpanel/somaiya.edu/images/logo.gif?service=google_gsuite]
	Trimester: July -Oct 2025
Examination: End Term Examination

	Program code: 01
Program: MBA – Marketing Minor
	Class: SY 2024-26 Batch 
	Semester: III
 (SVU 2025)

	Name of the Constituent College: 
K. J. Somaiya Institute of Management
	Name of the department/Section/Centre: 
Marketing Management & International Business

	Course Code: 17P2285
	Name of the Course: Sales Management & B2B Marketing



Maximum Marks: 50 								Date: 07-11-25
		                                                                                                            
Notes: Q 1 & 2 are compulsory. Attempt any 2 questions from Q 3 to 6  

	Question No.
	
	Course Outcomes
	 Max.
Marks

	Q1
	Physiment Pharma Pvt Ltd is a mid-sized Indian pharmaceutical company based in Surat, Gujarat and specializes in general prescription and cardiovascular drugs. Over the past decade, it has earned credibility among doctors and hospitals. However, rising competition from multinational and generic players threatens its ability to retain high-value clients — large hospital chains (Apollo, Fortis, Max Healthcare), government procurement agencies (State Medical Supply Corporations), and retail distributors (Tata 1 mg, Wellness Forever). These key accounts contribute nearly 50% of Physiment pharmaceuticals annual revenue. Currently, the sales team works in a decentralized manner:
· Each sales representative independently manages relationships with hospitals and procurement managers.
· Pricing negotiations vary widely, causing margin erosion.
· Competitors are offering bundled services (e.g., hospital training, patient support apps, free diagnostic kits).
· Major hospitals have reported dissatisfaction with delayed supplies and a lack of proactive engagement with them.
To address this, Physiment Pharma has appointed you as its first Head of Key Account Management (KAM). Your role is to: Identify and prioritize critical accounts, develop customized strategies for each account, enhance satisfaction and retention, and build long-term, value-based partnerships beyond pricing.  You are facing multiple challenges — deciding which accounts to prioritize, defining value-added services, aligning the sales team, and setting suitable performance metrics. 
a) Based on the situation, suggest two criteria you should use to identify and prioritize Physiment Pharma’s key accounts. Justify your choices.
b) Recommend two specific relationship-building initiatives that Physiment Pharma can introduce for hospital chains and retailers to strengthen long-term partnerships beyond pricing initiatives.
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	Q2 
	Moody Girl Perfumes is a brand owned by Esotico Cosmetic care Pvt Ltd based in Mumbai. This company launched India’s first mood changing perfumes for the Gen Z customers. The brand has recently entered the modern trade outlets like D-Mart, Reliance Retail, etc., However, the Sales Teams are not pushing the product as desired due to the following reasons:
· Uneven workload distribution among salespeople—some territories were too large, while others were too small.
· Conflicts between sales representatives over overlapping territories.
· Poor coordination between distributors and sales staff in 
a) Define Sales Territory Management and explain its importance in FMCG sales operations. What are the different types of Sales Territories. Illustrate and explain?
b) Using the case, describe the key steps Moody Girl Perfumes should undertake to redesign its sales territories. Which territory shape What criteria should be considered while creating and assigning sales territories in an FMCG company?
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	Q3
	Bharat Drone Systems Pvt Ltd is a new age tech entrepreneurial start-up engaged in manufacturing and selling drones in the B2B space for the last 3 years and cater to defence sector, agriculture and other allied sectors. This start-up has established its foothold in Bengaluru and has already got orders from DRDO and some Government establishments in South India. Now the company wants to go pan India. 
 Design a B2B strategy for Bharat Drone Systems Pvt Ltd to target, sell, and spread its operations to Pan India to increase its revenues and profits. 
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	Q4


	Whirlpool entered the Indian market in the late 1980s through a joint venture with the TVS Group, establishing its first manufacturing plant for washing machines in Pondicherry. The company expanded into refrigerators in 1995 by acquiring Kelvinator India Limited, and in 1996, it merged its operations to form Whirlpool of India Limited. Today, Whirlpool of India manufactures a range of home appliances, including washing machines, refrigerators, microwave ovens, and air conditioners. Reliance Retail was in talks to acquire a stake in Whirlpool of India, but the deal did not go through, reportedly due to valuation disagreements and concerns over royalty payments. While Reliance Retail did not acquire Whirlpool, it recently acquired the Kelvinator brand, which it now sells through its retail network and e-commerce platforms. Reliance's acquisition of Kelvinator represents a strategic move to grow its home appliances business. 
As the National Sales Head, you have been asked to design an effective Channel Deployment Strategy for both its offline and online operations?
a. Propose an appropriate B2B strategy for offline expansion.
b. Outline a Sales Strategy for appointing distributors for increasing its online strategy especially in E-Commerce and Q-Commerce segments. 
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	Q5
	Good Times Facility Management Services Pvt Ltd is a wing of good times security & allied services pvt. ltd. it’s one of the pioneers in the field of providing complete facility management services since 2010, it’s incorporated under the company’s act 1956. The company has been formed by Mr. B.K. Sood, who comes up with his rich experience in the field of personnel management and coming from Sylvania and Laxman as GM-Personnel Administration he believed in “there is no substitute for good work”. Currently, the company operates in Delhi and Noida. 
A. Design a B2B Sales Strategy on how Good Times can expand in Gurugram market? 
B. Design a Compensation Structure for the Sales Force that will be engaged to tap into new customers to expand its foothold in Gurugram market?
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	Q 6
	Veeba was founded in 2013 by Viraj Bahl in India to create innovative sauces and condiments, named after his mother, Vibha Bahl. After an initial period of struggle, a large order from Domino's marked a turning point, leading to exponential growth and making Veeba one of India's leading B2B brands in the category, with significant retail presence and a focus on quality. Veeba recently entered the B2C space and to increase its presence recruited a large Sales Force to target the distributors and retailers to carry their products. 

Veeba is grappling with some serious issues with its Sales force which are as follows: 
· Many new recruits are enthusiastic but lack effective prospecting, presentation, and closing skills.
· Experienced salespeople show poor follow-up and limited understanding of the consultative selling approach required for B2C markets.

As a Sales Consultant at Inspirus Sales Consults, you are asked to design a comprehensive sales training program that enhances field performance and customer conversion.
a. Identify the key selling skills that need to be developed for both new and experienced salespeople.
b. Design a sales training process (covering needs identification, objectives, content, methods, and evaluation).
c. Suggest two innovative or modern training methods suited to the FMCG selling context. 
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