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Maharashtra has one of India’s most robust
MSME ecosystems, with strong capabilities
across manufacturing, engineering, textiles,
food processing, pharmaceuticals, and
emerging technology sectors. Despite this
depth and diversity, a large proportion of
MSMEs remain disconnected from global
markets due to Ilimited exposure to
international buyers, lack of market
intelligence, compliance and certification
challenges, and high costs associated with
overseas outreach. Bridging this gap
through structured global linkages and
buyer access platforms s critical to
unlocking  Maharashtra’s  full  export
potential.



How a Reverse Buyer-Seller Meet Helps?

1. High-Quality Buyer Access

2. Lower Cost for Sellers
(MSMEs)

3. Higher Conversion Potential
4. Real-Time Product Evaluation

5. Export Capability Assessment
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6. Market Intelligence & Buyer Insights

7. Strengthens Regional & Sectoral
Ecosystems

8. Government & Institutional Credibility
9. Inclusive Export Promotion

10. Long-Term Trade Relationships
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Participating Countries

Bahrain Hungary New Zealand Togo
CostaRica Japan Russia Uganda
Egypt Kenya SriLanka United Kingdom
Ghana Nepal Tanzania Zimbabwe
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Focus Sectors

Engineering Goods

Electronics & Electrical Components
Drugs & Pharmaceuticals

Textiles & Apparel

Automobiles & Auto Components
Agro & Food Processing

Chemical and Chemical Products
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Value Addition & Facilitation S ‘:\ T
Pre-RBSM Export < 1 e
Readiness Wo rkshop \

SMEmw

13t Oct 2025 | Sheraton Grand, Pune

* Enabled 150+ MSMEs to innovate and identify
export opportunities, including buyer markets in
non-traditional regions ; _ - ‘ , - . s -

e Built MSME capacity for international market - - | > T SR
access through IP branding, quality standards, ‘ ’ :
packaging, pricing, shipping, insurance, and

: , : 3= RA¢ EXPORT
financing best practices e — ‘H:MLU READINESS o 0
* Trained MSMEs to effectively communicate, e |
discuss, and negotiate with international buyers 3 | u;% ‘ ; & :
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Inauguration

In gracious presence of:

Mr. Vikas Pansare, IAS, Managing Director, MSSIDC
Ms. Prashali Dighavkar, Joint MD, MSSIDC

Mr. Vinod Kumar, President, India SME Forum

Ms. Sushma Morthania, Director general, India SME
Forum
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Felicitation of the International Guests
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Panel Discussion 1:

Empowering Exports
from Maharashtra:
Policy Imperatives

REVERSE
Mahmfs.hm HFVNE'EC SELLEM
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Speakers: s
e Shri Sameer Vij i . i
jay Mahajan, Sr. Superintendent v oono  REVERSE
of Posts
e Shri Santosh Kumar Mehta, DGM-SME, State MEET 2025
Bank of India ,

 ShriHaroon Bilal, Deputy DGFT, Pune
e Shri D Anil, Commissioner (Customs)

Moderator: Shri Vinod Kumar, President, India SME — = : , s o , >RPF§
Forum —f



Panel Discussion 2

Boosting Exports
from Maharashtra

Speakers:

 Mr. Yash ) Munot, CEO, Varsha Forgings Pvt Ltd

* Mr. Ritesh Mahindrankar, Founder and Managing
Director, Into Wellness Pvt Ltd

 Mr. Karan Korke, Founder, Healthy Binge

 Mr. Pranay Shah, Executive Vice President & ,
Head - SME Tata AlG General Insurance Co.

 Ms. Anjana Singh, Manager Account Sales, Sales Maharashica RE“ERSE e
and Solutions, UPS il =

* Ms. Chitra Raste, General Manager, Exim Bank

Moderator: Ms. Sushma Morthania, Director
General, India SME Forum




Buyers Pitch Presentation

* To help the Indian Exporters understand the requirements of each buyer before a 1-1 meeting, the 2 Pitch
Zones were set up based on the FOCUS SECTORS, and buyers were grouped accordingly to present
directly in front of the relevant sellers.

* The International Buyers were allotted Pitch slots of 15 minutes each, where they presented their market
opportunities, company profile, business requirements, and specific needs such as certifications or
licenses for export to their country.

Pitch Zone 1 Pitch Zone 2

FOCUS SECTOR FOCUS SECTOR
CHEMICALS

ELECTRONICS & ELECTRICAL COMPONENTS

PHARMACEUTICALS AND MEDICINAL DEVICES

ITAND ITES PM BEAUTY PRODUCTS

AUTOMOBILES AND AUTO COMPONENTS PM FOOD & BEVERAGES

S PM AGRO PRODUCTS AND MACHINERY
PM TEXTILES AND APPARELS

SANITARY WARE & TILES

COUNTRY/REGION SPECIFIC
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* |n addition to the pre-scheduled meetings, exporters who were interested in any
O n - S Ot Bz B buyer’s presentation could request a one-on-one meeting with that buyer at the
p International Trade Desk located outside each Pitch Zone.
* These on-the-spot meetings were scheduled immediately after the buyer’s last pre-

M eeti ngS scheduled meeting.

* Thereport of ach Meeting was recorded on an “Appointment Card” by the Buyer.






B2B Meetings

One-on-One B2B meetings

40 Buyers, 40 Tables

Slots of 15 minutes for each B2B meet
Business Discussions and products
sample showcasing by Indian Exporters
Signing Deal Memos

.20, INDI
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P
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Total pre-scheduled B2B meetings : 344

Total on-spot scheduled B2B meetings: 350+

Total meetings conducted : 677

Minimum meetings per International Buyer: 10 - 15

Additional spontaneous meetings: 100+




B2B Meeting Room 1
Table No. 01 to 22
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B2B Meeting Room 2
Table No. 23t0 40
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32 Deal Memos Signed!
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Sample of Deal Memo Sample of B2B Appointment Card

DEAL MEMO @E Simioeovson

Date : == Place :

International Enterprise : FIRST PARTY o) : | wonssamemss S SIE ¥ (o] wonsamcmor S SE
° s - g;n. - WNEEE t-¥ @ BellE = A AEE 'é. @ N

M= e o L i

Full Add Meeting Feedback & Outcome:

City State (please score within - 0 as very low and 10 as very high)

REVERSE
S Maharj%l% B u Y E R s E I. l. E R * Rate the Indian Invitee Pitch and Presentatian: ]

Representative Designation

- * Rate the Indian Invitee Products in |
) M E ET 2“25 terms of sultability for International Markat: _

* Rate the Indian Invitee Products for

Indian Enterprise ;: SECOND PARTY Quality / Conformity / Certification:
Legal Name * Rate the Indian Invitee Products for ]
S MEETING INVITATION & B2B APPOINTMENT CARD Labeln  Packaging L]
* Possibility of entering a Deal MEMO today: 1

Registration Number (ROC/ROF/UDYAM) i 2 T DEAL MEMRL T Ve TT D SR —

Meeting Scheduled / Assigned by: . ihili ina i i . | |
City State of Registration g gl ¥: Possihility of Entering into a Deal in the next 3 months: L
Represented by Name (oRepbame: . Intidice: Rec dations / Suggestions for Improvements, for the Indian Invitee for
Reprasaniative Dasighation Sigrature: IntlCompany: Export Markets:
Purpose and Scope of Understanding

Attendees:

Intl Company: Ind Company;

RepMame: _  RepName:

Country: State:
Potential Deal Value In US § Giy: City:

Business Sector: Business Sector:

Particulars:
Next Steps to be Outlined Date of Meeting: No. of Meeting slots fixed:

—_— Signature of the ional Invitee
Intl Company:
(Please hand aver to the [TD DESK or ITD representative only after the Meeting)

Signature (FIRST PARTY) Signature (FIRST PARTY)



Feedback & Satisfaction Analysis: Sellers

Overall Experience

 Total Number of Feedback
forms received: 256 8%

* Ratings on Parameters such
as: arrangements,
matchmaking quality, venue,
communication, etc.

Key suggestions received:

Increase the duration of one-on-
one meetings to allow better
presentation of capabilities and
discussion on pricing, volumes,
and compliance requirements.

Excellent Good Fair



Feedback & Satisfaction Analysis: Sellers

Seller Composition B2B MEETING DISTRIBUTION

Average 2-3 meetings per seller

10%

First Time exporters Experienced exporters 1-2 Meetings 2-3 Meetings 3+ Meetings




Feedback & Satisfaction Analysis: Buyers

 Total Number of Feedback forms received: 32

* Ratings Parameters such as: arrangements, matchmaking quality, venue, communication, etc.

Overall Experience

Fair
6%

Have you imported items from mahrashtra state before?

Yes
9%

Excellent
61%

Excellent Good Fair




Feedback & Satisfaction Analysis: Buyers

NUMBER OF B2B MEETINGS

Have you signed any deal memos?

N
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Between 5-10 Between 10-20 Above 20

Key suggestions received:

Share detailed seller profiles and product catalogues in advance to enable more focused and
efficient meetings.



Overall Impact on Maharashtra MSME Exporters

The RBSM at Pune, Maharashtra 2025 facilitated a vibrant platform for engagement, drawing over 500 existing
and aspiring exporters from Maharashtra to the event. The RBSM had a significant positive impact on local
MSMEs, offering them:

Direct Access to International Market:The meet
enabled MSMEs to interact with international buyers
and showcase their products on a global stage.
Enhanced networking opportunities: MSMEs
engaged with large-scale distributors and buyers,
opening avenues that might have been otherwise
difficult to access.

Platform to highlight innovations: MSMEs displayed
their technological advancements and unique
products, garnering interest from a diverse range of
international stakeholders.




YER O

REVERSE

5 4VE

! ot w‘; PR
3 et

SELLER
9025

Mohamed Abdulhakeem
Ebrahim Mohd Al Sh
Divecior Tradi Tewdley M

I © F4 INTERNATIONAL Maharsabtrs
»4 TRADE DIVISION

285 QAN gyt pansee

HNamao of tha Company - A HAKEEM AL SHEMER| TRADING W.LL

Stwmon Traciig W.LL, setadlished b 2019, I
ngaged In the ingon wd

6 4 Bara-dased tading
Wt Of rw maEenals w0 e Sstnbuton of
the company apaestes under Nio

Q0L Wit BIroMy exsenionce
arages, mchanial and seclicd Wwarks,
on quaity aad redability, A. Hakeem Al
Shermari Trdag Wl e i & Trusnd link butween regmnad and glabal markets,
promoting kternatisna Lace garnerships andcrossborder selaboration.

-2 5%
~
TOSBIRA
Name of the Company - TUBIRA INC
TOIRA 106, headkl 1 Hicostinit N 15 & glotally aranted enteiprse
sachilizing o oa

outate Invectment, Infrastrocion: rogalr sclubdag. and suctaiasla

Oh-Valn DIty Irvestiments and assel

ok rangl fiam asquistien an.

‘xtnmaivo cxpartse In conerens rpuT mutgaals

ion nchnblogees, CoMMBULRG 16 1he long term

durabitity avd valoty of wbin projects. In addkion Toany alis an ative role in
b Iotel projects, spevicad apart

wnigeend ta o y..n:u,..;.”.(..,‘m.w

e a forvsrttfoukngagpronct. TOBIRA Iec. bridges musmar

1 316l Ghobal pariners, boatérirg ovation 1 rsul aelals snd |

PeotiG AT oo GIE GOMN

4
y operutions, TOWIRA b
Nirsiructize reh,

the ¢

Agitelity develogment. chada
rmant

EVERSE
e | BUYER SELLER
) | MEET 2025

DTS ©

INTERNATIONAL BUYER B &= b : o

W ame W @

DK

‘inoonga Mashanyare
Operations Mana,

Admire Joseph Makonya
Director

Name of the Company - GABBYS MEALTH FOODS

Babbys Headh Foods Ix 3 Matanl-bazes 1008 manulact
» #iih oporatis
and Turzanu, the carnpan

04 cacpaty Grocaliing

ac Mtawy, Zabi,
i cormenities 10 f
I ok e Irtl\.\.lz
ad 3cs itarn

Iy itgm thevdgh
vegennan B
SLeh a5 samousas 3
by Heasts Foodc BN,
o packegeng ®
NS Dot T30 Cums:
intiznte oy i ki v 100000 trees 10 sarther coope o
igestars 1o mira invties. and training farmors In s Cultral practices
116 ergaic tartieg, O U, o harvestag. Wity 4 strong focus on both
healty mnd 1m nevaronment, ¢ 5 Huath Fooos stawds &s 4 lea

ethical 15od Eroduction and 81a-<onsciess growth [y Alrka

mgsa. b

* g lot
ANaNALY, Bmpioyng 78, worTaon s tactones,
]

Nume of the Company - RUMLYN INVESTMENTS
Remioh iduomtiopntn et on
inalectricals. e
for maa

wihg e based etrvutb corpen
et pURBnG rrate

pocialicing

yproducs
o & ol dbdiuly dopartments, mising
Cemsilos, thani, corporaia Eyars d etallausiomers across 2 Ouecsting
as a naticnd @stributor, Rumlys 1

g reishle

etiocive stock ard

deinarry @ aft

campllince, <

agplisatians ard sverydny dome
| precoramant and et

ELpp
procaremani goliisons and ompey
o

fed nest corkes

4 INTERNATIONAL  pasarass | REVERSE
FATRADE DIVISION 5 * | MEET 2028

J




Maharashtra

D

REVERSE
YER SELLER

EET 2025

DIA
@ . so IN

ASNIDE

iveaways

lonal Buyers G

Internat




Indian Exporters Giveaways

Sample of
Participation Certificate
to Indian Exporters

R\ @ & ) /i, INDIA
o) - W

MSSiDe L

. REVERSE
e ‘BUYER SELLER
§ | MEET 2025
Iﬁarﬁﬁp&ﬁnn T ertificate

This is to certify that Mrs./Ms./Mr.

from (//Z /5

has successfully participated in the Reverse Buyer Seller Meet 2025
held on 6th and 7th of November, 2025 at Pune, Maharashtra
under Raising and Accelerating MSME Performance (RAMP) program.

Authorized Signatory Authorized Signatory
India SME Forum MSSIDC Ltd.
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Social Media Promotion & Publicity
by India SME Forum

® India SME Forum J indiasmeforum Are you Export Ready for Maharashira RESM
24 October at 7 7

Empowering Maharashtra’'s MSMEs to Go Global!

India SME Forum's

With just a few days 10 9o, here’s your quick Export Readiness
Join us at the Maharashtra Reverse Buyer Seller Meet 20 an exclusive platform connecting Guiide to help you make the most of your B28 meetings at the

aharashtra Reverse Buyer Seller Meet 2026!
fied Indian llers with international buyers, trade exp o policymakers BABLEASHIER FSNERR; Hhivar RS USSR 2 0

Pune, Maharashtra Are ' ou From paperwork 10 pitehing — this checklist ensures you're

i Sth & 7th November 2( ready to showcase your business to global buyers with

confidence and impact!
Key Highligh
32 i = = ¥ Get ready, gear up & give your best $0€ you at Maharashtra
3 -~ S <X - . RB
s 5

. happening on 6th and 7th of November!
iwrma, Agro, Engineering, Textil IT & more

. S s ; Click the link in our bio it you haven't registared yet, and start

Last date to register as a seller ctober 2C yhaRE

s GRsee G e lin e eues e v RBSM 20252 £ F =

Before you step in, here'’s your Export Readiness |
Guide — a 3 step checklist to help you make the [€ 2 comments from Facebook
most of your B2B meetings. ]

EMPOWERING MSME s

CONNECTING MARKETS & DRIVING EXPORTS ' ;
) ' Qv
Maharashtra HEVERSE . = .
- MEET 2025

21 likes
" !

@ rorcinformation:  {_ 7710000944 / 954 % itd@indiasmeforum.org

India SME Forum r India SME Forum

A packed venue at RBSM 2025 — Pune! Shri Vikas Pansare, IAS, MD — MSSIDC, Government of Maharashtra,
extends a warm welcome and felicitates our international guests,

Entrepreneurs and exporters gather with international buyers for high- celebrating the spirit of global collaboration at RBSM 2025 — Pune.

energy B2B meetings, driving cross-border partnerships and trade

opportunities.

202
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Testimonials by International Buyers

Tug, Nov 11, $:59PM s “

Joseph Gunda A
o to sushma, International, me, bhumika, najma = < 3 & Oliver Knoll Cn % < 3 w Naoko Wada DG %

Dear Sushma,

In responds to your message on the Hosted Buyer WhatsApp Group, it was indeed a great pleasure too meeting you at this maost successful
SME Forum. On behalf of TEAM ZIMBABWE, | would also want to convey our heartfelt gratitude for the reception, hospitality and professional
way vou handled and took care of us. We really felt welcome, we felt at heme and we learnt a lot from this convention. You made us believe that
India is our second home!

Confederation of Zimbabwe industries (CZI) to which | am Vice President, prides itself as the premier industry BMO group in Zimbabwe
representing large corporates as well as MSME’s. As such, going forward | would be interested to stand as your Ambassador for Zimbabwe. | will

link you up with our offices as we progress

| the meantime, | am still in India following up some of the engagements we had at India MSME Forum and will be in touch for further information
on due diligence on some of the suppliers and indicate the need for samples where needed,

Regards,

From: Prasanna Madawala <prassannam01@gmail.com>
Subject: Ambassadorship

Date: 12 November 2025 at 4:24:58 PM IST

To: "sushma@indiasmeforum.org” <sushma@indiasmeforum.org>

Dear Madam Sushama.

It was truly a privilege to attend your recent event. The programme was exceptionally well-organised and thoughtfully designed,
particularly in its focus on import and export oppartunities. I stands out as one of the best evenis | have attended so far. Please
accept my sincere appreciation and congratulations to you and your team for an outstanding effort.

As the CEO and Consultant for two cooperative societies in Sri Lanka, alongside managing my own business, | see great potential
for us to strengthen our partnership further. | believe this collaboration can grow into a lasting relationship if | am given the
opportunity —much like the strong bonds we continue to build with our international colleagues and friends.

Onee | return home, | will provide a mare detailed response regarding the international venture you suggested.

Warm regards,
Prasanna

Yesterday

Dear Sushma,

It was unfortunate we couldn't say
goodbye in person, but please
know how grateful we are for the
past two weeks. As the Hungarian
delegation, we felt truly welcomed
and inspired. It was a beautiful
journey, and we met so many kind
and engaging people along the
way.

Let's reconnect once everyone's
back home and rested—we'd love
to speak more about the Indo-
European Organisation with
Michele Orzan.

Thank you again for everything.
Wishing you a joyful and successful

week!

All the best 23:09

read, listen to, or share them. Learn more

Naoko is a contact.

Sushma san

Thank you so much for everything
on this trip! &

| had an incredibly wonderful time
in India — now | truly love this
country and its people. &

Also, thank you very much for all
your kind support and coordination
throughout the program. | deeply
appreciate your professionalism,
warmth, and dedication.

I'm now flying to Melbourne 3%
The photo below was taken earlier
today — Mount Fuji as | was
traveling from Hiroshima to Tokyo.

>

Thank you again for everything,
and | look forward to meeting you
again in Tokyo soon. @




Sadhana Singh - 3rd+
. Co-Founder of Mavecomm Connectivity LLP| Professional Image Buildin...

3d - ®

India SME Convention at pune was engaging event conducted by India SME
forum.

our Mavecomm team participated in it where we got the chance to interact with
international delegates for discussion on various business aspects.

| personally want to thank India SME Forum for putting efforts and Creating
opportunities for Indian business industries.
#ReverseBuyerSeller Meet Maharashtra

Anjana singh @ - 3rd+
Specialist- Sales & Solutions

3d-®

| was incredibly honored and grateful to represent UPS on the panel, “Boosting
E-commerce Exports from Maharashtra," at the Reverse Buyer Seller Meet
(RBSM) in Pune.

This event, organized by the India SME Forum and MSSIDC under the RAMP
Scheme, was a powerful demonstration of Centre-State collaboration. It
successfully connected 200+ local MSMEs with 45 international buyers,
identifying export opportunities worth over 200 crore!

A reverse buyer seller meet organised by #indiasmeforum was a brilliant
opportunity to meet and directly listen to the pitches of buyers from all over the
world.

The two day interactive event with an interative session with international
delegates looking for Indian products made this event a true success. interacted
with uk delegates and also delegates from Japan on a one to one session. Also
interacted with some wonderful entrepreneurs from Mumbai and Pune. looking
forward for many such international level events which help to showcase the
innovative and sustainable range of products from Eco Serve-india .

Women's India Chamber of Commerce and India Elementary Education
Sherin Ali

Amrita Vishwa Vidyapeetham

Sonali Dutta

G100: Mission Million

WICCI - Women's Indian Chamber of Commerce and Industry

India SME Forum

Thank you to the organizers and my fellow panelists for a dynamic and insightful
discussion!

#UPS #IndiaSMEForum #RAMPScheme #MaharashtraExports #Ecommerce
#Logistics

(?) Pallavi Sharma @ - 2nd ad  see

Co-Founder & CEO, Nutramore Health Foods

Privileged to be part of the Reverse Buyer Seller Meet (RBSM) 2025 in
Pune. Sincere thanks to the India SME Forum for the opportunity to
engage with international buyers, exchange ideas, and be a part of this
transformative initiative.

Like - @ 1 | Reply



Post RBSM Follow-up Actions

1. Consolidation of Meetings & Leads (Within 3-5 Days)

» Compile.a consolidated list of all buyer—seller meetings held, including key discussion points and
potential areas of cooperation.
» ‘Categorize leads as'High / Medium / Exploratory based on buyer interest.

2. Sharing of Contact Details & Profiles (Within 1 Week)

« Share verified contact details of buyers and sellers with mutual consent.
» Circulate updated buyer requirementsiand seller capability profiles for reference.

3. Facilitated Follow-Up Communication (Within"2-Weeks)

» Support exporters in sending formal follow-up emails, quotatiens, product catalogs, and compliance
documentsqto interested buyers.

«Where required, arrange virtual follow-up meetings to clarify technical, commercial, or regulatory
queries.



4. Technical & Compliance Support (Ongoing)

« Provide guidance to sellers on buyer-specific standards, certifications, packaging, labeling, and logistics
requirements.

« Connect sellers with relevant institutions or consultants for quality and compliance readiness.

5.'Monitoring & Progress Tracking (Monthly)

« Irack progress ofleads generated, including samples requested, negotiations underway, and orders
finalized.

» Maintain afollow-up tracker to record outcomes and challenges faced by both buyers and sellers.

6. Outcome Reporting & Feedback (After-2—3 Months)

» Preparean‘outcome report highlighting business leads generated, orders confirmed, and potential long-
term partnerships.
» Collect post-event feedback from buyers and sellers to.improve future RBSMs.

[.Continued Engagement & Future Opportunities

» Keep participants informed about upcoming trade events, buyer visits, and export promotion
opportunities:

» |dentify high-potential sellers for inclusion-in future international delegations or focused buyer
interactions.
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More Photos on:
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