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Objectives

▪ To identify commonly used B2B marketing strategies by API 

manufacturers.

▪ To measure their impact on revenue growth, customer 

acquisition, and market presence.

▪ To explore the correlation between marketing investment and 

return on investment (ROI).

▪ To propose industry-relevant best practices to optimize sales 

through targeted marketing.



About
▪ Reine Lifescience headquatered in Ankleshwar, is a 10-year-old API 

manufacturing company run by Mr. Amish Shah & Mr. Kalpesh 

Kothiya (Managing Partners).

▪ Vision: Reine vision is to be a most valued leading global API 

pharmaceutical company by continuously researching, developing, 

and manufacturing a wide range of products complying with the 

high regulatory standard.

▪ Mission: To provide best quality Active Pharmaceutical ingredients 

worldwide with great customer support with care. Total customer 

satisfaction and achieving leadership in chosen market by excellence 

in technology and R&D. Being responsible to the society and 

inspiring employees to build a brand ‘Reine’ by high ethical 

standards in our practices.



Methodology

▪ Design: Descriptive research design using a mixed-method approach.

▪ Sample: 50 professionals (Sales Heads, Marketing Managers, KAMs) from 20 Indian API 
companies.

▪ Primary Data: Online and in-person surveys, qualitative interviews.

▪ Secondary Data: Industry reports (IBEF, McKinsey, Pharmexcil, WHO), academic journals.

▪ Tools Used: MS Excel

▪ Limitations: Limited to Indian firms, no longitudinal data, financial disclosure restrictions.



Industry Context – Why B2B in APIs?

▪ API marketing is complex: highly technical, regulated, and business-to-business focused.

▪ Companies must differentiate based not just on cost but also on quality, compliance, and customer 

experience.

▪ B2B helps API firms:

▪ Build long-term strategic relationships.

▪  Improve conversion rates and retention.

▪  Expand in international markets.

▪ Common B2B platforms: LinkedIn, expos like CPHI, CRM tools, webinars, whitepapers.



Key B2B Strategies 
Used in the API Sector

▪ Digital Marketing: Email campaigns, SEO, LinkedIn, technical blogs

▪ CRM Systems: Lead management, customer segmentation, 
feedback tracking

▪ Key Account Management (KAM): Focused support to high-value 
clients

▪ Expos & Trade Shows: Networking, global visibility, contract 
negotiations

▪ Content Marketing: Dossiers, whitepapers, webinars targeting 
buyer pain-points

▪ Post-Purchase Support: Enhancing relationship equity, NPS 
improvement



Survey Results
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Over 75% of surveyed API firms experienced 15% or higher growth after implementing targeted B2B 
marketing strategies.



Lead Generation & Client Retention 
Results

▪ Firms using CRM & KAM saw:

▪ 35% higher retention rates.

▪ Shorter sales cycles.

▪ Increased upselling & referrals.

▪ Firms active on LinkedIn & email marketing:

▪ 20% more qualified leads per month.

▪ Higher buyer trust through technical content.



Swot Analysis

Strength Weakness Opportunity Threat

Outstanding regulatory and 
technological expertise.

Internal resources for digital 
marketing are scarce.

Global demand for generics 
and APIs is rising.

International competition 
puts pressure on prices.

Global distribution networks 
were developed.

An over-reliance on 
traditional marketing 
strategies.

Support from the Indian 
government, such as through 
the PLI program.

Regulations in export markets 
are being strengthened.

Reputation in the global 
market (e.g., USFDA, CEP, 
WHO-GMP allowed).

Not enough money was 
spent on marketing analytics 
software.

Digital tools enable 
worldwide exposure and 
reach.

Exchange rate fluctuations 
affect profits.

The ability to manufacture in 
huge volumes and 
competitive pricing.

CRM adoption differs from 
business to business.

Participating in international 
trade exhibitions and 
conferences (such as CPHI) in 
order to make a lasting 
impression.

Chinese manufacturers are 
joining the market with 
aggressive pricing.



Challenges in Strategy 
Implementation

Budget Constraints: 40% cited limited marketing 
budgets.

Digital Literacy Gaps: 30% lacked digital skills.

Messaging Complexity: 20% said pharma 
compliance limits creative freedom.

ROI Tracking Difficulty: 10% couldn't measure 
returns precisely.



Strategic Recommendations

▪ Upgrade Digital Infrastructure: Invest in SEO, technical content, responsive websites.

▪ Expand CRM Adoption: Track leads, feedback, and automate engagement.

▪ Train Marketing Teams: In digital tools, global regulations, buyer persona mapping.

▪ Attend Global Expos: Allocate annual budgets for CPHI, IPEX events.

▪ Track Metrics: Use analytics for cost-per-lead, funnel efficiency, and campaign ROI.



Phased Implementation Plan

1 yearPhase 1: Setup 
(1–3 Months)

Phase 2: Pilot (4–6 
Months)

Phase 3: Scale (7–12 
Months)

Finalize strategy, assign 
roles, onboard CRM.

Run email campaigns, 
LinkedIn targeting.

Implement full CRM-KAM 
system.

Begin team training and 
pilot content creation.

Attend 1 expo, monitor 
results, gather feedback.

Publish 2–3 technical 
whitepapers.

Formalize global 
partnerships & visibility.



Expected Outcomes

▪ Sales Growth: 15–30% increase for majority of 
firms.

▪ Improved Retention: +35% in firms with CRM & 
KAM.

▪ International Expansion: Through expos & digital 
content

▪ ROI Optimization: With proper strategy & analytics 
use.

▪ Strengthened Reputation: Especially in regulated 
markets (US, EU).



Conclusion

1. B2B marketing is no longer optional—it’s a strategic necessity for API 

manufacturers.

2. Firms investing in digital-first, relationship-driven approaches see clear gains 

in revenue, trust, and global reach.

3. The future lies in data-backed marketing, strong CRM systems, content 

leadership, and collaboration across departments.

4. With the right approach, Indian API firms can become global leaders in both 

compliance and commercial success.



Thank you
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