


PART D -

Answer question no.1 7. The question carries 13 marks
Compulsory question

17. Prakash Gupte is a sales representative with Beta Water Purifiers. Prakash is a star sales
representative with the highest sales turnover record for 5 consecutive months, Hﬁ IS an
aggressive and a dynamic sales person with a strong target-orientation. His marketing
manager Shreyans Desai is very proud of his accomplishments. Based on his performance
appraisal, Prakash has been promoted to the rank of Assistant Manager (Marketing). He is
now required to supervise the work of 6 sales representatives and to manage sales targets for
his area. Afler assuming charge as an Asst. Marketing Manager, Prakash set the targets for
the first month and communicated these to the sales representatives in a direct and explicit
manner. 4 sales representatives found the targets to be o ambitious but reserved their

————comments. After the meeting they discussed the issue informally and dispersed. P‘l'lkllh
called the fortnightly review meeting to take stock of the situation, He was extremely

~~<isappointed to- know that- all- the six representatives were trailing behind _in :

achievement. He was very blunt in communicating his disappointment and told th:arln:n to
get their targets by the end of the month. After the meeting, all the six representutives
expressed their displeasure with the meeting and found the demand of Prakash unreasonable.
They commonly perceived him to be a difficult person to deal with. They thought of
approaching Shreyans for this. Harish and Sameer, two of the representatives met Shreyans
and discussed this with him. Shreyans was a little upset with Prakash, but he thought to
himself that Prakash is very efficient but lacks tact to work with people. He assured the duo
that he will speak to Prakash in this regard.
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Shreyans called Prakash for an informal chat and advised him to go a little easy with people.
Prakash was cleariy agitated about this since he took this as a personal affront, as he sensed l
during this meeting that someone must have complained about his behaviour to Shreyans.
Instead of going easy with the team, he turned more bitter in his approach. He called a 5
meeting of all the sales representatives, and indirectly communicated his displeasure with the )
incident. He once again made it clear that the targets were attainable but needed a greater T
sense of commitment from the group. Obviously the sales representatives did not like this. At '
the month-end briefing, Prakash was absolutely disappointed with the team for having under- }
achieved on the targets’ count. He rebuked them for going slow on their work and told them :
sternly to adhere to the targets in the next month, Deepak, on of the sales representatives,
objected to highly monthly targets and suggested that the targets be made more reasonable.
To this Prakash retorted by saying that the targets were absolutely reasonable. Obviously the
team was disheartened with this. They all decided to collectively approach Shrevans this time

and seek his intervention. When they met Shreyans to brief him about the situation, Shreyans
was sure that he had made a mistake somewhere.

1) What happened when Prakash got promoted to the position of Asst. Manager
(Marketing)? Why did this happen?

?) It you were entrusted with the responsibility of managing 6 sales representatives &
creatng an effective sales team, how would youdoit?




