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Introduction

The Johnson Drug company is a pharmacy which is locally owned. It was formed with an intention to supply drugs in the region of its operations. The company was started in 1933 by in Jacksonville downtown by Graham Johnson. It has expanded over time and currently, it has branches like stores in Jacksonville, Wilmington and lastly in Whiteville (Davenport, 2013). This paper thus seeks to establish and clarify the strategic plans that have been and will be taken into consideration in order for quality and better outcome. This is what has placed the company ahead of others which are potential competitors in the market. 

Sales and Marketing and the Skills required to meet such Customer Needs

Marketing and sales are two issues within a company that in most cases are under constant conflict in an organization as each group tries to undervalue the contribution of the other. Changing the mode of operation of these two departments may not be as easy as one would think. Companies must therefore have strategies put in place to overcome these challenges, matching the same with the needs of the personnel that is used in the whole process of sales (Davenport, 2013).  Highlighted in this paper are the various strategies that are being utilized by the Johnson Drug Company in marketing and the qualities required of the salespersons within the organization to meet the customer demands. 

There is an argument that the introduction of the system selling should consider the client the boss just as they were before the introduction of this scheme. System trading can be done through regular customer calls as well as merging the sales team and marketing team so that there is a common understanding of the complex issues between the two departments. It is, therefore, very clear that new roles of the salesperson will be to respond to calls and emails from the customers as at and when they are sent (Rutta et al., 2015). These changes should be entirely the duties of sales personnel. This is why the change of responsibility should come with the training of the human resource to meet customer needs. Before making of calls to the customers by either sales personnel or management, there is a need that they be aware of the professional code of ethics required in making of calls or handling people face-to-face. 

The Johnson Drug company has been spending quality time with the prospects as well as customers, a scenario that has helped the marketing department to bring first the needs of the client. This has laid an adamant foundation of a mutual relationship between sales and marketing in this company (Rutta et al., 2015). The efforts to impart the skills of the personnel have contributed to the growth of the company regarding sales in both system marketing and visits to the customers of the enterprise. However, to improve this to some higher level, the company must ensure that regular training is organized for continuity of the business by allowing the employees of both sales and marketing department to be trained. This will improve their skills and knowledge daily thus meeting the demands of the customers.  

At present and with the current workforce, implementing the change of approach to system selling would mean that training is done for the human resources, especially the sales personnel. This would enable them to meet the current needs of the customers; satisfying them and ensuring that their confidence in the company is won (Rutta et al., 2015). This would mean that even if competitors invent ways of outdoing Johnson Drug Company from the market, the strong customer base would still enable them to command a greater market share. This task cannot comfortably be done by the current sales persons, and thus the need for quality improvement approaches. This would take the form of upgrading the workers through regular training due to the changes that continuously takes place within the pharmaceutical company. 

With the new introduction of the system to manage the sales, it is important that supervision of the management also changes. A system should always be matched with another, that is to say, it is not possible to match a system with an analogue way of selling.  This would mean that all the systems should be connected to the extent that supervisors are in a position to monitor the activities of the sales persons at the comfort of their offices (Rutta et al., 2015). It would thus avoid any form of misbehavior of the sales agents when in the field, a situation that compromises the reputation of the company. Moreover, due to the addition of duties that are sophisticated and involving and requiring the use of technology always, it is important that compensation regarding wages is improved to match the new standards being introduced.  

By the fact that sales persons are becoming consultants, there is need that they are passed through a very thorough training to equip them with the necessary information that they need to handle the system appropriately; thus, allowing the smooth transition period (Rutta et al., 2015). At the same time, these sales persons should be taught the basics of communication via the online platform so that both sales and marketing in such platforms can improve. Moreover, the intertwining of the duties of sales and marketing should require skills in both areas so that only one person can participate in sales as well commercialization of the drugs from Johnson Drug Company. It is, thus, important to note that for the new responsibilities to be achieved by the employees, they must be passed through a very thorough orientation and training as well. 

The responsibilities of the sales manager should be revised to online supervision and monitoring of the employees. With the revision of the roles and duties, it is also important that managers too undergo a thorough training to equip them with new functions and responsibilities since most of them came to be managers at a time that technology used to be very much simple within the organization and it was never applied anywhere within the body (Rutta et al., 2015). In the system selling, the scope of operations of these managers should increase to cover a wider area since it involves little movement. This new trading technology should, therefore, give the ample time to ensure that proper and well-illustrated framework of operation is followed by the junior employees within the organization. 
Consequently, changes on the recruitment should be advocated for: only qualified personnel that would meet the needs of the customers and be able to simplify the whole process of system marketing to the customers who may not understand it. This allows the customers to be part of the new system. The qualified employees, when recruited into the company, will also reduce the cost of making the employee within this endeavor, a situation that would increase the profit margin for the employees also to participate in when salaries are increased. In the long run, recruiting qualified persons especially in the sales department to embrace the new means of selling being introduced will be a motivating factor within the company.
In conclusion, the strategic plans of the company should be analyzed and undertaken well for sustainability’s sake. In the recruitment process of the sales persons, emphasis should be placed on the level of technology and communication process. At the same time, technology use should be embraced in the whole process for efficiency and effectiveness. This is because system selling involves the use of technology and only those who are technology oriented should be recruited to work with Johnson Drug Company as these are the only group that would enable the company to fulfill its purpose and objectives of the enterprise. 
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