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Section A Section A is Compulsory

Question 1:

Case Study: Revitalizing Sales at XYZ Beverage Company
Company Background:
XYZ Beverage Company is a well-established player in the beverage industry, specializing in
manufacturing a variety of soft drinks, juices, and energy drinks. The company has been in
business for 15 years and has built relationships with several large retailers and wholesalers.
Despite its strong product line and long-standing presence in the market, XYZ Beverage Company
has been struggling to break even over the past two years. Profit margins are shrinking, and the
company’s sales figures are lower than expected.
XYZ Beverage Company primarily operates in the Business-to-Business (B2B) market, focusing
on bulk sales to distributors, large retail chains, and foodservice providers. However, increasing
competition, changing consumer preferences, and a lack of innovation have led to the company’s
current financial difficulties. The company’s traditional marketing and distribution channels are no
longer as effective, and XYZ is failing to gain traction in the growing B2B market.
Problem:
Several challenges are contributing to XYZ’s failure to break even:
Questions:

a)      How can XYZ Beverage Company innovate its product offerings to meet the changing demands
of consumers and stand out in a competitive B2B beverage market?         (10 Marks)

b)      What B2B sales strategies can XYZ adopt to strengthen relationships with existing
distributors and attract new retail clients?       (10 Marks)

c)      How should XYZ refresh its marketing strategy to improve brand positioning and create a
strong presence in the B2B market?       (10 Marks)

d)      What steps can XYZ take to make its pricing competitive without sacrificing profit
margins, and how can it communicate its value proposition to clients effectively?       (10
Marks)

Section B Answer any three Questions

Question 1:

How does B2B content marketing differ from B2C content marketing? (20 marks)

Question 2:

What is “Customer Relationship Management” (CRM) in B2B marketing, and
why is it important? (20 marks)

Question 3:

Discuss the importance of market segmentation in B2B marketing and how it is
implemented. (20 marks)

Question 4:
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Explain the concept of "Account-Based Marketing (ABM)" and its key benefits.
(20 marks)

Question 5:

What is the significance of “Competitive Analysis” in B2B marketing? (20 marks)

Question 6:

Explain the role of "Trade Shows" in B2B marketing. (20 marks)
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