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Abstract

This case shows how Manas Electric tried to become a preferred supplier for Mercedes-Benz India. In this process, the accuracy of documentation, certification, and delivery are just as important as the price of the product.  The intern's job was very important because they had to coordinate between OEM and accredited labs, create a digital compliance repository, and set up routines for shipment visibility and structured cadence meetings.  The job of management was to balance the realities of certification lead times, the risks of supply chain disruption, and the strategic need to protect margins in a highly competitive B2B market.  Recent research on supply chain transparency and documentation highlights the importance of strong governance systems and data integrity. At the same time, research on advanced pricing mechanics finds that value-based levers and building organizational capabilities are key to protecting margins.  The literature on OTIF (On-Time-In-Full) explains how reliability becomes clear and useful to business buyers.  This case is meant to teach students how to turn their knowledge of documentation and logistics into a long-term competitive edge.  Assumptions, terminology, and contextual limitations are articulated as necessary.
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Case Introduction
Manas Electric, which has been in the Indian electricals market for 30 years, wanted to make a big move: they wanted to become Mercedes-Benz India's preferred supplier for manufacturing. The formal RFP process showed that Mercedes-Benz's procurement system gave a lot of weight to documentation discipline, up-to-date certification evidence, and proven on-time-in-full (OTIF) delivery records, in addition to price. The intern worked with people from different departments to get test reports, set up a controlled documentation "vault," and set up regular meetings to keep track of exceptions and update compliance status in real time. 
There was a lot of competition, and a lot of other vendors were mostly competing on price, but they had trouble with incomplete documentation or unclear audit trails. Research on transparency shows that strong documentation systems and real-time visibility tools increase buyer trust and cut down on late-stage renegotiations. This is a key advantage when gaps in certification or supply problems could hurt credibility. Using reliability and compliance to capture value can lead to higher prices or guaranteed volumes, as shown in pricing research on high-capability B2B sales. The case shows that good negotiation depends on both operational discipline and traditional business strategies.
About the Industry
India's electrical equipment market is huge and has many levels. It provides important parts and assemblies for infrastructure, commercial buildings, factories, and the automotive industry. Enterprise buyers, especially global automotive and manufacturing brands, want to be able to trace everything from safety to energy efficiency down to the smallest detail and make sure it meets all standards. Several independent reviews agree that transparency and visibility are more than just good for business: they help with compliance, lower fraud and error rates, and lower the risk premiums that buyers give in uncertain situations.
 The way prices work in this industry is changing. Instead of rewarding companies that can show downstream value, they are now rewarding companies that can lower the total cost of ownership, lower risk, or provide reliability KPIs like OTIF and quick exception resolution. More and more, these standards and expectations are being written down in procurement contracts, which means that operational discipline is now a must-have for businesses, not a way to stand out.
Problems Faced by the Industry
The Indian electricals distribution industry faces several recurring frictions:
· Documentation lapses causing rework, last-minute bid disqualification, or audit failures
· Lead times for test reports that lag commercial bid cycles, especially when engaging with international OEMs requiring globally accredited certification
· Supply volatility due to raw material swings or vendor unreliability, undermining OTIF scores
· Relentless price competition driving many firms to unsustainable discounting, at the cost of quality or service
· Multiparty process fragmentation—where engineering, procurement, quality, and logistics teams are misaligned on deliverables or status
[bookmark: _GoBack]Academic reviews and case-based research consistently recommend multi-layered transparency, controlled documentation workflows, and negotiation models that link price to incremental risk reduction, rather than simple list-price concessions.
About the Company
Manas Electric combines strong OEM access with a unique set of consulting services, such as matching specifications exactly, preparing documentation, and coordinating logistics. The team had to work with both the OEM and labs to fill in "gaps" in certification for their Mercedes-Benz bid. They also had to keep shipment schedules on track through proactive, synchronized delivery management. Version-controlled document repositories and workflow auditability are shown in the literature to be very effective at lowering cycle times and error rates. When it comes to pricing, it's better to offer volume and term-based discounts that are based on verified lifecycle reliability than one-time discounts. Internally, the company responded by hiring one technical liaison to answer compliance questions, opening a digital vault, and putting in place a reliability dashboard so that both employees and customers could see how well logistics were working.
Problems Faced by the Company
Manas Electric confronted multiple, intersecting challenges:
· Certification gaps emerged late in the procurement process, risking lost orders or expensive last-minute remediation
· Supply-side volatility threatened to erode OTIF performance, particularly for SKUs with long or uncertain lead times
· High-pressure price negotiation frequently undermined margins, especially when customers failed to appreciate the embedded value of reliability or compliance
· Multiparty involvement led to conflicting communications and misunderstood deliverables, complicating both internal governance and external customer perception
The academic and practitioner research points to several counter measures — document control plans, compliance “vaults,” clear technical ownership, and performance-linked pricing strategies — as levers to both reduce risk and defend profitable differentiation.
Academic Learning
This case integrates three foundational strands of management learning:
1. Supply Chain Transparency: Students study frameworks connecting process visibility to risk reduction, compliance assurance, and buyer trust. Technology—document management, traceable logs, automated reminders—combines with codified processes for governance.
2. Value-Based Pricing: Learners model the benefits of linking price concessions to substantiated value delivery, especially in contexts where technical compliance and reliability lower buyer operating costs or risk exposures.
3. Operations Metrics: The class examines how KPIs—especially OTIF, exception turnaround, and compliance lead times—anchor B2B sales and procurement dialogues. Deliverables include a compliance vault SOP, a live KPI dashboard for reliability, and a worksheet quantifying margin gains from value selling, not just cost-cutting.
CONCLUSION
Manas Electric's journey with Mercedes-Benz shows that operational discipline must become strategy in global B2B sales. Real-time logistics recovery, documentation control, and proactive exception management are not just "hygiene." They can and should be used in negotiations. Value-based pricing changes the way discounts are seen by focusing on lifecycle reliability and volume commitment. This protects margins and encourages longer customer relationships. In the modern business market, combining openness, value-based negotiation, and visible operations control gives companies both access to markets and long-term profits.
CASE QUESTIONS
1. How should a documentation control plan be designed to minimize rework and audit exposure in high-stakes B2B sales?
2. What buffer-inventory and capability strategies preserve OTIF despite supplier or logistics volatility?
3. Which practices and KPIs most credibly signal reliability to large enterprise buyers?
4. How can negotiation routines and pricing constructs be reorganized to convert operational discipline into sustainable margin protection?
5. What cadence and routines ensure multiparty stakeholder coordination for complex commercial and compliance deliverables?
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