
Current Scenario

In recent years the electronic industry is growing at a brisk pace. It is currently worth $10 Billion but according to  
estimates, has the potential to reach $ 40 billion by 2010. The largest segment is the consumer electronics segment.  
While is largest export segment is of components.

consumer market seems larger than the B2B market, but if it comes to actual figures, so overwhelmed in terms of 
money or quantity, the B2B consumer markets. Whether conducted by face to face meetings or through indirect, these  
organizations face the complex buying and selling decisions, dealing with many people and for the same account or a 
design from many other makers, opinion leaders, end users, etc. In addition, these markets are perceived as being 
divided into four categories: • Commercial Market No selling raw materials used in production O sells goods in the 
production aid No maintenance supplies sale Industry, Trade • o Wholesale o Dealer • Organization unity government  
public  sector  o  As  part  of  the  central  government  o  Under  the  government  No  part  of  a  foreign  government  • 
Institutions  Hospitals  o  O Church  /  Temple,  etc.  O  College  /  University  o  Museum o  non-profit  B2Bmarketers  for 
marketing plans to develop and market them to do. Now, to get an overview focuses on B2B marketing start with IT  
industry survey in India. But before this can take a look at some facts about India. It is a large country. It covers an area 
of 3 29 million km ² and is about 2 5 percent of the planet, making it the seventh largest country in the world. It has a  
population of more than 1.000 million, the second is only next to China. India is Asia’s third and the eleventh largest  
world economy. IT Industry Overview According to the Ministry of Communications and Information Technology, 2006-
2007, he was led to a renewal of technology, the Indian Information – Business Process Outsourcing (IT-BPO) growth 
story by an appreciation of the role of India and due to a growing importance in world trade in services. Industrial  
performance was the continued revenue growth in double figures, the constant expansion of new services lines and 
increased geographic distribution and an unprecedented increase in investment by multinational enterprises (MNE) 
Mark – in Despite the continuing concerns about gaps in talent and infrastructure, India’s competitiveness impact costs. 
The industry should finish the year at record levels, with total revenue increased almost tenfold over the last 10 years.  
The software and ITES exports from India increased by U.S. $ 12. 9 billion euros in 2003/04 to $ 23 U.S.. 6 billion in  
2005-06. It is estimated that the total software and ITES exports more than U.S. $ 3 billion 31st in India in 2006-07. 
Software and services exports are expected to exceed forecasts, and more than 32 per cent in dollar terms during the 
year 2006-07. While U.S. and UK remain the dominant markets for software and ITES exports contribute 67 per cent  
and 15 per cent of total exports and companies to explore new areas with high development business and strengthen 
their global delivery footprint. Banks, Financial Services and Insurance, and Technology (Hitech / Telecom) are the main 
industries account for nearly 60 percent of the total population, manufacturing, retail, media, utilities, health care and 
transport monitoring are also growing very fast. India offers a unique combination of properties that have emerged as 
preferred destination for offshore IT-BPO. According About 2001-06, India’s share in global estimates of supply from 62 
percent to 65 percent of the computer and 39 percent to 45 percent increased BPO. The visibly higher preference for  
India  is  driven  by  its  unmatched  superiority  when,  in  a  number  of  parameters  measured  to  determine  the 
attractiveness of a place of supply. The outlook for the Indian IT-BPO remains bright, and the industry on track to 
achieve its target of U.S. $ 60000000000 in export revenue 2010th The main factors that optimism has led to the 
increasing  influence  of  the  technological  innovation,  the  increasing  demand  for  global  sourcing  and  progressive 
orientation socio-political. The quality of the processes and skills in providing services is a key factor driving sustained 
leadership of India in the global delivery was. Since the inception of the industry in India, players in the country have 
focused on quality initiatives to meet international standards. Over the years, the industry has robust processes and 
procedures to offer world-class software and related technology based services. Today, these centers are located in 
India (both Indian companies and MNC-owned captives), the largest number of quality certificates for each country will  
be achieved. In December 2006, over 440 Indian companies had quality certifications with 90 companies certified at  
SEI  CMM Level 5 achievements – more than any other country in the world. The Indian IT-BPO of working on an  
extension of its unmatched reputation for quality, information security and is committed to a four-point agenda to 
achieve this  goal.  This  includes:  a)  are  the  main  stakeholders  (policy  makers,  industry  players,  law enforcement 
authorities, etc.) to build a common understanding on key issues related to information security – as part of the overall 
service delivery; b) training of industrial components on the development of policies and information security practices;  
c)  adopt  the  reforms  necessary  to  ensure  compliance,  and  d)  a  dependence on  the  effective  implementation  of  
environmental policy by promoting the practice of periodic security audits and certification, develop and maintain a 
database Incident Response and facilitate greater cooperation with law enforcement authorities. Notwithstanding the 
strong fundamentals (the vast pool of talent), the growing concern over parts of the reserve available is unfit for use.  
The Indian IT-BPO has the head to ensure that necessary corrective measures have been implemented in time to avoid 
any form of talent crisis. Training has become a regular component and significant in the induction process of all IT-BPO 
companies.  Several  companies  have  also  set  up  special  institutions  and  methods  of  enhancement  of  staff  skills 
initiatives. The total number of IT and ITES-BPO professionals in India employs about 284,000 in 1999-2000 rose from 
1.63 million in 2005-06 alone, with a growth of more than 340,000 last year. In addition, Indian IT-ITES is estimated to 
contribute 3 million additional employment opportunities in indirect and induced jobs. Indirect employment includes 
expenditure  on  vendors  such  as  telecommunications,  energy,  construction,  facilities  management,  transportation, 
catering and other services. The domestic software market is also in the process, with clear signs of braking the growth 
trend associated with the material contribution of software and services is greater than the material for the first time in 
years 2005-06. The total size of the market should go through the Rs. 37,800 crore in 2006-07, an increase of 28  
percent over  2005-06.  Indian firms are gradually  gaining ground and will  be the rate of  head and neck with the 
multinationals. The Indian and the sector’s contribution to national GDP ITES is estimated to increase between the first 
2 percent in 1999-2000 to the fifth 4 per cent in 2006-07. Production Shows The software and services for the industry  
to continue to be the dominant factor in the overall growth of Indian industry. In 2005-06, Indian industry software and 
services exports experienced a healthy growth, reaching total exports of Rs. 104,100 crore (U.S. $ 23. 6 billion), an 
increase of 33 per cent in dollar and 30 per cent in rupee terms last year. This segment will continue strong growth, the 
total value of software and services to show for export is estimated at Rs. 141,800 crore (U.S. $ 31 3 billion) in 2006-
07, an increase of 36 per cent in rupee terms and over 32 per cent in dollar terms. Business Process Outsourcing (BPO 
ITES) sector as a key factor for the growth of the Indian software industry and services created. As export revenues 
from ITES-BPO grew to an estimated U.S. $ 6. 3 billion in 2005 to U.S. $ 06 by 8. 3000000000 2006/07, reached one 
year from the previous year, representing growth of over 31 percent was. Consumer Electronics industry is estimated 
to reach a production of Rs. 20,000 crore in 2006-07, compared to Rs. 18,000 crore for 2005-06, thus achieving a 
growth of 11 percent. The fast growing segments during the year, color TV, DVD player, home cinema. The color TV  
production has shoot up more than 12 million units in 2006-07. The flat CTV segment is now more than 50% of total 



domestic TV production. PC sales should go through May 6 million units in 2006-07. The strong growth in PC sales was  
attributed  to  a  higher  rate  of  vertical  industries  such  as  telecommunications,  banking  and  financial  services, 
manufacturing, education, retail and BPO / IT-enabled services and major e-governance initiatives of central and local  
governments. Strategic Analysis B2B customers / accounts are quite rational in nature, they must develop a plan for 
B2B procurement good for the strategic analysis is made to learning have strengths, weaknesses, opportunities and  
risks such as shape strategies • develop strength • overcome the weakness side by side to allow the company • Take  
advantage of market opportunities • Avoid threats corporate market At the beginning can have a look at the external 
analysis (looking outside the organization), the Directorate General for Environment and environment are competitive. 
DG Environment Factors overlap and development in one area can influence others as: Political / social: the change in 
the political environment, legal regulations such as SEZs (special economic zone) of development can also serve as a 
factor too. Economics: a great influence on the daily changes in economic conditions, such as foreign exchange, etc.,  
have, in the case of exports / imports of the price effect rather than to a large extent. Alongwith the calculation of the 
product is to align with budgets and taxes (Central Excise, Customs, etc..) Sociocultural: Day changes from day
 to technology, lifestyle, etc. changed the perception of people towards the product / service. Require amendments to 
change due to market demand. How to increase India Diwali season, demand for products and services, increasing 
demand  for  raw  materials  to  turn  over  /  buy.  technological  innovations:  Need  a  sophisticated  technology  and 
machinery, so come with low costs and a better quality product / service. Environment: This factor is concerned with 
itself, the impact on costs, public opinion and websites with sites. Texts: We can not go on the laws, no matter where,  
when  and  for  whom you  work  or  do  business  with.  However,  where  the  competitive  environment  is  concerned, 
companies  like  Wipro,  Tata  Consultancy  Services,  Infosys,  Satyam,  Nucleus,  etc.,  represent  the  competitive 
environment, the same game type product / service (goods) are established with other industries and age groups since. 
The  home  base  of  an  organization  plays  an  important  role  in  the  development  of  the  advantage  of  a  global  
organization.  Such  an analysis  of  suppliers,  customers,  competitors,  industry,  additional  and  complementary  may 
Porter’s Five Forces model. Porter Five Forces Model: Bargaining power: suppliers / Supplier: Due to the availability of 
many manufacturers  /  suppliers in the region of India,  the organization it  has a high bargaining power when the 
purchase is made. Client: Although the product at competitive prices to customers in various industries, but even when 
the demand as the IT organization of the negotiations. New Articles: Since the industry to offer competitive prices by  
oligopolistic  market  conditions,  it  is  the  small  margin  for  new  entrants  alongwith  difficult  to  adapt  to  dynamic 
requirements, the organization she has some power over them too. Substitute industry: The market for technology 
products  in  constant  evolution  /  services  is  driven.  Thus,  collective  bargaining  against  the  alternative  only  be 
performed  by  the  measures  of  quality.  Competition:  price  wars  occur  constantly  between  competitors,  which  is  
temporarily out of service, at constant prices with good quality premium services. In addition, a look at the possible 
critical success factors for the organization: • Innovation • Speed of a product as quickly as possible on the market • 
Top-service  In addition,  as  we know that  the analysis  of  the value  chain  of  activities  leading to  the organization  
describes and combines them with the organizations competitive position. Value Chain Analysis describes the activities  
within and outside the organization and links to an analysis  of the competitiveness of the company. Therefore,  it  
evaluates, creates value for each of the organizations products or services. This idea has been on the idea that the 
organization has built more than a random collection of machinery, equipment, personnel and money. Only when these 
things are arranged in systems and is activated automatically it possible to provide something for the customer, pay a 
price  for  production.  Porter  states  that  the  ability  to  perform  certain  actions  and  connections  between  these 
management  activities  of  a  source  of  competitive  advantage.  Now,  after  what  may  be  regarded  as  value  chain 
analysis: Logistics: raw materials in the form of hardware, software, etc. by digital means or vehicles. Operations:  
mixture of software, hardware and software info Peopleware to knowledge through product or service development to  
offer. Outbound Logistics: product or service that must be achieved by digital or destination vehicles to customers or  
warehouse / factory / office. Marketing and sales: • Thanks to professional journals • Registration web sites specific to 
the industry  • Participation in fairs and exhibitions like IITF, etc. • One of the most important things 12:59 marketing  
sales  representatives,  the  most  important  role  is  played  B2B  promotions.  Service:  immediate  availability  of  a 
representative, when and where needed by the customer. Technology: As above, the high technology and sophisticated 
is  needed to see, as a prerequisite for technology transfer to other departments in a much greater extent. HRM:  
Although human resources plays  a major  role in  any organization,  the resource moves all  other resources of the  
organization, it must be managed effectively and efficiently. In addition, for the high failure rate is much importance of  
human resources in general, departments of the organization. Procurement: This is one of the most important areas 
that seemed insignificant as age, but are now developing the Supply Chain Management, JIT, Kaizen, etc. the need for 
the right product / service at the right time right place at the right price is certainly in the right quantity is used by 
most  organizations  to  understand.  Infrastructure  firm  including  the  infrastructure  needed  in  the  case  of  IT 
organizations.  Office  plays  a  great  importance  to  the  requirement  alongwith  substantial  investment.  It  is  on  the 
analysis of the value chain. Regarding skills are involved, can see which skills are needed: • R & D of high • Product  
quality specifications • Service for Customers • Low cost • Availability of product at any time Jurisdiction: • Launch of 
Innovation • and flood the market with innovative products that the time before. Well, all this, as we know, help to  
identify strengths, weaknesses, opportunities and risks. Who can be identified yet. Strength: More First Infrastructure 
Second brand name 3rd Quality of service 4th lowest cost in most products The fifth near the consumption of industry  
customer / 6th-depth knowledge 7th R & D of high 8th Representative competent / Staff Weakness According to First  
Technology  According  to  the  second  labor.  Third  sale  of  additional  quantities  of  products  at  low  profit  margins.  
Opportunities: First SOA (Service Oriented Architecture) and SaaS (Software as a Service) as new markets. Second 
switching customers to a better quality product, then the possibility for increasing margins. 3rd New technology needs 
such as improved graphics, speed, etc. Threats: First TRAI and other standards related to IT 2nd High taxes. The third  
competitor may also be able to sense. So on the way to know exactly their strategic position. Auctions in business  
enterprises to To succeed in an increasingly complex business markets, companies must take a firm decision on what 
strategy is, and be sure that the support of the entire organization can decide. can follow the main, companies or  
divisions  of  companies  in  business to business  markets one of the four  strategies.  •  Pricing Strategy lower  price 
provider o • As for the common / obsolete products and services O & lean organization Meanest • Above all, required 
for the products in large quantities of continuous • Product Strategy No good products • For quality products and 
technology / services o regular price • Prices at the industry average + • Product Strategy No combination of products 
and services • According to an urgent need to know when, where and what is needed o pass the value of price support  
•  Unique  combination  •  Organization  Strategy  Specific  Solutions  o  permanently  flexible  to  the  needs  of  the 
organization • products and services as per customer expectations of organizations / O Integration in the manufacturer  
business • Use editing and profitable long-term manufacturer Organization Strategy Implementation Whatever the 
strategy we have chosen, success depends on our ability to apply them consistently from beginning to end and all  



corporate functions. Let’s take a look in the Business Model Market, the implementation of the strategy to create  
addresses in the business to business markets in three stages: the values, the acquisition and supply of value of value.  
First  Create  Value First  Vendor  Market  Insights:  The B2B strategy depends  on:  business  success  requires  a  clear 
understanding of vendors and their present and future. Insights are better together in cooperative relationships with  
suppliers, always “under the skin” of their business processes and objectives. Since I am the IT organization, through 
the integration of upstream and downstream with suppliers and customers and their value creation process, how and 
when they want. What if they change their process together with their raw material requirements change, then change 
their organization, product availability and competitive prices, as desired. In addition, competitors will be supported. 
What, what product they offer, at what cost, for organizations, and so value takes a different form according to our  
strategy: • price leader “conduit to the creativity of their employees leaner and find new ways to lower the price. As 
technological innovation in the transformation of economies of scale, etc. As in the case of low-cost, low quality or 
expired products such as CDs, floppy, etc., be it at the lowest price ever by organizations to their customers in high 
demand. • “Product Guide” organized to provide products /  services with features at a midrange price. Based on  
product innovation as Blue Ray Disc, in the case of the letter Media. • “Product + (Premium / High End) leaders to  
expand  their”  core  product  with  features  and  services  that  demonstrate  an  understanding  of  society,  while  
acknowledging the need for consistency and efficiency in the provision of them. • “Organization Specific Solutions 
Guide” Choose a value proposition that integrates business models of their suppliers, and these organizations must 
constantly reorganize at higher levels of satisfaction. As IT organizations sometimes have to apply product / service 
specifications specific. As for example a floppy disk or in writing quality media such as USB The main factors of the 
increasing complexity of the market in perspective: • polarization manufacturer segments: Stores are increasingly clear 
whether they are prepared to offer a premium and when not to. Businesses need a notice to both
 the premium and value the needs of providers, while many companies can not afford to do so. • optimization of supply 
and distribution logistics Touchpoints: the increased number of supply and distribution options offered by a supplier of  
better informed buyers, demanding and prone to “providers of mixing and matching. • The return on commercial 
investment decreases, the increasing number of media markets and the challenges of network impact of traditional  
vehicles such as magazines and exhibitions. Many companies lack the capacity to handle multiple media to develop 
“experience”  and  connect  to  the  bottom  line.  B2B  second  should  be  functional  Often,  when  managers  in  B2B 
companies through their B2B activities are asked to answer refers to the pamphlet “creators” – as if the business 
marketing communications business was only. The marketing approach as a philosophy and not as a service, improve 
their  B2B customer  focus  and  responsiveness  of  business,  thus  improving  their  results.  Third  markets  continued 
innovation in B2B Although there are several ways to innovate, need guides for creative efforts in the areas of strategy  
that emphasize better assistance. On the B2B market, innovative new products, create low-cost versions or adding 
services or systems, it allows us to offer existing and potential customers and competitors. Whether these innovations 
to revolutionize, or simply just to improve, it  is crucial  that they meet the needs of our customers. Capturing the 
second value The market is not what it once was. It is increasingly important: • Focusing on Key Customers within the  
organization: Marketing is often misinterpreted as brochures and catalogs B2B, as CRM can be misinterpreted as a 
simple technology solution for tracking your customers. Internal customers are businesses, strategic investment. True 
CRM – the process of acquiring and managing strategic accounts – is crucial to the profitability and competitive edge. •  
Provides an organization such as: B2B markets, the acquisition method and skills are closely aligned with the strategy 
chosen. In the procurement organization and the jurisdiction of the purchase of the team are all very different, if we 
standardize products or purchasing organization if we want to acquire specific solutions. Because most B2B players 
move from a strategy of pure product product + (Premium / High End), improving their core product with additional  
features and services, the market value is a core competency. Understanding not only the features and benefits of our 
expanded product, but to know the value and benefits it brings to our company to differentiate ourselves from our 
competitors.  This  requires  both  the  ability  to  value-oriented  dialogue  with  our  customers,  and  influence  and 
organizational skills to represent the needs of our customers internally. • obtain a fair price: the value-based pricing 
requires  a  detailed  assessment  of  the  value  of  the  product  /  service.  Otherwise,  the  manufacturer  at  the  point 
difference emphasizes that provide little value to the organization. price assumption – given that any positive points  
difference would be useful – to be replaced by a close assessment of the client must go to the root, which is what “for  
them. • Align all divisions: Whatever thoughts are B2B procurement policies and how the team is to buy separates 
these two functions lead to conflicting messages through the manufacturer. Therefore, a better targeting of inter-and 
intra-service team to provide: • Distribution of promotional products to solve problems move proposals • Creating 
value from the perspective of society • Acquisition of people for a better dialogue with the right messages to the 
people the right manufacturer to be equipped • Product / service development team to create more accessible and 
useful procurement tools 3rd Offer Value We have created an added value, and we are convinced. Now it is time to  
deliver – not just once but consistently. Our value proposition must be translated in skills, attitudes and beliefs. The  
processes  and  structures  –  including  the  selection  and  cooperation  with  partners  in  the  distribution  system –  is 
constantly  refined to  user  needs and requirements  of  profitability.  Note:  optimized  according to  a  comprehensive 
comparative study by Deloitte least 800 companies, companies that have continued their investment in existing and  
new structure  of  global  supply  chain  are  as  much  as  70% more profitable.  The study identified  three  important 
conditions: First Visibility – Access to information on the product, customer service and production, customer and 
product profitability. 2nd Technology – an integrated and flexible IT infrastructure enables organizations to gain visibility 
and support changes in the structure of the network. 3rd in support of management – the vast majority of the most  
successful branches of the organization to optimize its networks have an executive responsible for the supply chain.


