B2b marketing

1. Course Name: B2B Marketing 


2. Course Coordinator: Prof. Anjan Raichaudhuri 
3. Restrictions on Course Registration: Students with grades above 5.5 and with work experience will be preferred.

4. Minimum number for it to be offered:  10 students.

5. Course Objective: Industrial Marketing or B2B Marketing covers a wide territory. 

From Agro Inputs and Mineral products, it covers Metal sales, Capital equipment, Polymers, Chips, Tyres, Speciality Chemicals or Computers. The entire range of services sold to corporates fall within B2B Marketing. Clearly, this is a huge, diverse & dynamic market.

While the basic tenets of Consumer marketing are equally applicable to B2B, there are some unique characteristics in Business Markets that demand special attention: Forces that affect Business Demand, Composition of Business Markets, Nature of Business Buyers, etc.  The Marketplace is also undergoing constant change – markets are commoditizing, customer firms are consolidating, companies are becoming global, and technology is transforming the business environment. 

This course explores the challenges in the marketplace by delving into unique   problems confronting Business-to-Business Markets today across a broad spectrum of organizations ranging from the traditional industries to high-tech enterprises.

6. tentative sequence of Topics:

	Class
	Topic
	Readings / Cases

	1
	Understanding the B2B Market
	Article: What is Industrial Marketing?

	2
	Guiding Principles in B2B Marketing
	Article: Customer Value Propositions in Business Markets

Case: Kimura K. K. 

IMD - 155

	3
	Firms as Customers
	

	4
	Researching B2B Markets
	Case: Emmbee Forest Products

	5
	Managing Market Offerings
	

	6
	Developing New Offerings
	

	7
	Value, Pricing & Profits
	Case: Kanthal

HBS Case No. 9-190-002

	8
	B2B Channels
	Case: Arrow Electronics

HBS Case No. 9-598-022

	9
	Internet Marketing
	Case: Li & Fung

HBS Case No. 9-301-009

	10
	B2B Sales
	Case: HP – Selling to Enterprise Customers 

HBS Case No. 9-500-064

	11
	Customer Satisfaction
	Case: Xerox Corp.

HBS Case No. 9-591-055

	12
	B2B Branding
	Case: DuPont Teflon

IVEY:9A99M005

	13
	Going Global
	Case: Electrosteel

IVEY:902D16

	14
	Future Trends 
	Case: Infosys

IVEY:905A01


7. Reading Material

Cases will be provided to students 

The following materials are for reference

Business Market Management: Understanding, Creating, and Delivering Value 
Author: James C. Anderson and James A. Narus 
Published by: Prentice-Hall, Inc.

Industrial Marketing Strategy 
Author: Frederick E. Webster 
Published by: John Wiley & Sons

Industrial Marketing: Cases and Concepts
Author: E. Raymond Corey
Published by: Prentice-Hall, Inc.

Business Marketing Strategy: Cases, Concepts, and Applications
Author: V. Kasturi Rangan, Benson P. Shapiro, and Rowland T. Moriaty, Jr.
Published by: Irwin

8. Pedagogy: The course would have classroom sessions consisting of conceptual discussions and cases. It is expected that all the participants will prepare and thoroughly analyze the case and reading (book chapters) before coming to the class.

9. Course Evaluation: Class presentations (30%), Quizzes(30%), and End-Term Examination(40%) will be the major elements used for evaluating the participant's performance in the course. 
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