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Introduction

This case study revolves around a salesman named John who works for a leading automobile
company in the United States. The case focuses on John's experiences and challenges that he
faced while selling cars to potential customers. John's story is an excellent example for MBA
students to learn about sales strategies and techniques, customer behavior, and the challenges
faced by salespersons. John had been working as a salesman for five years, and he had always
been a top performer in his company. However, recently, he had noticed a decline in his sales
figures, and he was struggling to meet his targets. John's company had set high sales targets
for its employees, and the competition among salespersons was intense.

Challenges Faced by John

John's job was to sell cars to customers who visited the dealership. He had to persuade them
to buy the car he was selling. However, he faced several challenges while doing so. The first
challenge was to identify the needs of the customers. Each customer had different needs and
preferences, and it was essential to understand them to sell the right car. John had to ask
questions and listen carefully to the customers to identify their needs.

The second challenge was to persuade the customers to buy the car. Many customers had
reservations about buying a car, and John had to overcome their objections. Some customers
were hesitant to spend a lot of money on a car, while others were concerned about the
maintenance costs. John had to address these concerns and convince the customers that
buying a car was a good investment.

The third challenge was the competition. There were several other dealerships in the area, and
they were all vying for the same customers. John had to differentiate his company's cars from
the competition and convince the customers that his company's cars were superior.

Sales Strategies and Techniques

To overcome these challenges, John used several sales strategies and techniques. The first
strategy was to build rapport with the customers. He greeted the customers warmly and made
them feel comfortable. He asked them about their interests and hobbies to build a connection
with them.

The second strategy was to identify the needs of the customers. John asked open-ended
questions to get a better understanding of the customers' needs. He listened carefully to their
responses and made notes about their preferences.

The third strategy was to overcome objections. John acknowledged the customers' concerns
and addressed them with facts and figures. He showed them that buying a car was a good
investment and that the maintenance costs were reasonable.



The fourth strategy was to differentiate his company's cars from the competition. John
highlighted the unique features of his company's cars and showed the customers why they
were better than the competition's cars.

Outcome

John's sales figures improved significantly after he started using these strategies and
techniques. He was able to identify the needs of the customers and address their concerns
effectively. He built strong relationships with the customers and convinced them to buy his
company's cars. John's performance improved, and he was able to meet his sales targets.

Conclusion

This case study highlights the challenges faced by a salesman and the strategies and
techniques that he used to overcome them. The case is an excellent example for MBA
students to learn about sales strategies, customer behavior, and the challenges faced by
salespersons. By understanding the experiences of John, MBA students can learn how to
identify the needs of the customers, address their concerns, and build strong relationships
with them.

Here are some Indian examples that can be used in the case study:

Example 1: Selling Cars in India

India is a diverse country with varied cultures and preferences. A salesperson selling cars in
India needs to understand the customers' needs and preferences in different regions. For
example, a car that sells well in the northern region of India may not do well in the southern
region. Additionally, Indian customers tend to prioritize fuel efficiency and affordability over
luxury and performance. Hence, a salesperson needs to highlight these features while selling
cars in India.

Example 2: Selling Consumer Electronics in India

India is a price-sensitive market, and customers tend to prioritize affordability over brand
loyalty. A salesperson selling consumer electronics needs to be aware of the customers'
budget and offer them products that fit their budget. Additionally, Indian customers prefer
products that offer value for money and have a longer lifespan. Hence, a salesperson needs to
highlight the durability and quality of the products while selling them in India.

Example 3: Selling Luxury Products in India

India is a country with a large population of high-net-worth individuals (HNIs). A
salesperson selling luxury products such as watches, jewellery, and high-end cars needs to
understand the preferences of HNIs. For example, Indian customers prefer products that
reflect their cultural identity and heritage. Hence, a salesperson needs to offer products that
are tailored to the customers' cultural preferences. Additionally, Indian customers tend to
prioritize exclusivity and uniqueness over brand value. Hence, a salesperson needs to offer
products that are rare and exclusive to attract Indian customers. These Indian examples
highlight the importance of understanding the customers' needs and preferences in different
regions and markets. A salesperson needs to be aware of the cultural and economic factors
that influence the customers' purchasing decisions while selling products in India. By



understanding these factors, a salesperson can offer products that meet the customers' needs
and preferences and build strong relationships with them.


