
Task	  
A	  well-‐established	  supplier	  of	  raw	  materials	  wants	  to	  begin	  supplying	  the	  food,	  
cosme9cs,	   pharmaceu9cal	   and	   chemical	   industries	   with	   new	   func9onal	  
materials.	  	  
As	   this	   is	   a	   new	  business	  within	   the	   company,	   the	   first	   step	   is	   to	   develop	   an	  
appropriate	  marke9ng	  strategy	  and	  write	  a	   formal	  plan	  covering	  the	  next	  five	  
years.	  
	  
Objec*ve	  
The	  aim	  is	  to	  generate	  the	  right	  distribu9on	  strategy	  for	  the	  new	  products.	  
Give	   the	   distribu9on,	   product	   development,	   order	   processing	   and	   produc9on	  
departments	  a	   road	  map	   in	   the	   form	  of	  a	   formal	  plan	  guaranteeing	  a	  smooth	  
transi9on.	  
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Methods	  
w  Iden9fica9on	   of	   poten9al	   markets	   and	   customers	   for	   the	   new	   raw	  

materials.	  
w  Analysis	  of	  the	  former	  distribu9on	  structures,	  audi9ng	  and	  op9misa9on	  of	  

procurement	  and	  sales	  departments.	  
w  Crea9on	   of	   a	   sales	   master	   plan	   for	   one	   year	   in	   advance	   for	   planning	   all	  

sales-‐related	   ac9vi9es	   and	   responsibili9es	   to	   clarify	   the	   objec9ves	   for	   all	  
departments.	  

w  Crea9on	  of	  a	  sales	  manual	  derived	  from	  above.	  
	  
Result	  
A	   complete	   manual	   was	   prepared	   with	   instruc9ons	   for	   the	   crea9on	   and	  
cul9va9on	   of	   the	   sales	   ac9vi9es	   for	   the	   coming	   year.	   This	   plan	   is	   to	   be	   re-‐
viewed	  and	  eventually	  revised	  on	  an	  annual	  basis.	  
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