
Four Points by Sheraton Hotel, Pune, Maharashtra 

6th & 7th November 2025

under RAMP - Maharashtra



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 limited 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 is critical to 

unlocking Maharashtra’s full export 

potential.



1. High-Quality Buyer Access

2. Lower Cost for Sellers 

(MSMEs)

3. Higher Conversion Potential

4. Real-Time Product Evaluation

5. Export Capability Assessment

How a Reverse Buyer-Seller Meet Helps?

6. Market Intelligence & Buyer Insights

7. Strengthens Regional & Sectoral 

Ecosystems

8. Government & Institutional Credibility

9. Inclusive Export Promotion

10. Long-Term Trade Relationships



Reverse Buyer-
Seller Meet, 
Pune, 
Maharashtra

• A 2-day Event on 6th & 7th 
November 2025
• At ”Four Points by Sheraton” 
Hotel 



Overview - 40 Authentic International Buyers from 16 Countries
- 200+ verified Indian Manufacturers & Service 

Providers as Suppliers
- 670+ B2B Meets  (pre-scheduled & on-spot)
- 32 Deal Memos Signed
- A Total of USD 102+ Crore approximate Value of 

Deals
- 500+ Indian MSME First Time Exporters in Capacity 

Building and Knowledge Sharing Sessions
- 300+ Participation Certificates distributed to the 

Indian Exporters as RAMP Beneficiaries 
- 5+ Media & Press Coverage



Participating Countries

Bahrain Hungary New Zealand Togo
Costa Rica Japan Russia Uganda

Egypt Kenya Sri Lanka United Kingdom
Ghana Nepal Tanzania Zimbabwe



Focus Sectors

1. Engineering Goods 
2. Electronics & Electrical Components 
3. Drugs & Pharmaceuticals
4. Textiles & Apparel
5. Automobiles & Auto Components 
6. Agro & Food Processing
7. Chemical and Chemical Products 
8. Marine Product



Value Addition & Facilitation 

Pre-RBSM Export 
Readiness Workshop

13th Oct 2025 | Sheraton Grand, Pune

• Enabled 150+ MSMEs to innovate and identify 
export opportunities, including buyer markets in 
non-traditional regions

• Built MSME capacity for international market 
access through IP branding, quality standards, 
packaging, pricing, shipping, insurance, and 
financing best practices

• Trained MSMEs to effectively communicate, 
discuss, and negotiate with international buyers



Day 1



Registration Desk



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



Felicitation of the International Guests



Panel Discussion 1:

Empowering  Exports 
from Maharashtra: 
Policy Imperatives

Speakers:

• Shri Sameer Vijay Mahajan, Sr. Superintendent 
of Posts

• Shri Santosh Kumar Mehta, DGM-SME, State 
Bank of India

• Shri Haroon Bilal, Deputy DGFT, Pune
• Shri D Anil, Commissioner (Customs)

Moderator: Shri Vinod Kumar, President, India SME 
Forum



Panel Discussion 2

Boosting Exports 
from Maharashtra
Speakers:

• Mr. Yash J 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 AIG General Insurance Co.
• Ms. Anjana Singh, Manager Account Sales, Sales 

and Solutions, UPS
• Ms. Chitra Raste, General Manager, Exim Bank

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



Buyers Pitch Presentation

Pitch Zone 1 Pitch Zone 2

• 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. 



Buyers Pitch Presentation



On-Spot B2B 
Meetings

• In addition to the pre-scheduled meetings, exporters who were interested in any 
buyer’s presentation could request a one-on-one meeting with that buyer at the 
International Trade Desk located outside each Pitch Zone.

• These on-the-spot meetings were scheduled immediately after the buyer’s last pre-
scheduled meeting.

• The report of ach Meeting was recorded on an “Appointment Card” by the Buyer.



Day 2



B2B Meetings
• 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+

• 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



B2B Meeting Room 1
Table No. 01 to 22



B2B Meeting Room 2 
Table No. 23 to 40



32 Deal Memos Signed!



Valedictory



Sample of B2B Appointment CardSample of Deal Memo



Feedback & Satisfaction Analysis: Sellers

• Total Number of Feedback 
forms received: 256

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

80%

12%

8%

Overall Experience

Excellent Good Fair

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.



Feedback & Satisfaction Analysis: Sellers

70%

30%

Seller Composition

First Time exporters Experienced exporters

10%

18%

72%

B2B  MEETING DISTRIBUTION
A v e ra g e 2 - 3  m e et in g s  p er  s e l le r

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.

Excellent 
61%

Good
33%

Fair
6%

Overall Experience

Excellent Good Fair

Yes 
9%

No
91%

Have yo u imp ort ed i tems f rom mah ras ht ra st ate b efor e ?

Yes

No



Feedback & Satisfaction Analysis: Buyers

Key suggestions received:

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

Yes 
47%No

53%
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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.



International Buyers Directory



International Buyers Giveaways



Sample of 
Participation Certificate 

to Indian Exporters
Indian Exporters Giveaways



Press Releases



Social Media Promotion & Publicity 
by India SME Forum



Testimonials by International Buyers



Social Media Mentions by Indian Exporters



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 requirements and seller capability profiles for reference.

3. Facilitated Follow-Up Communication (Within 2 Weeks)
• Support exporters in sending formal follow-up emails, quotations, product catalogs, and compliance 

documents to 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)
• Track progress of leads generated, including samples requested, negotiations underway, and orders 

finalized.

• Maintain a follow-up tracker to record outcomes and challenges faced by both buyers and sellers.

6. Outcome Reporting & Feedback (After 2–3 Months)
• Prepare an 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.

7. Continued Engagement & Future Opportunities
• Keep participants informed about upcoming trade events, buyer visits, and export promotion 

opportunities.

• Identify high-potential sellers for inclusion in future international delegations or focused buyer 

interactions.



More Photos on:
https://www.indiasmeforum.org/itd/pune-nov-2025#gallery 

https://www.indiasmeforum.org/itd/pune-nov-2025#gallery
https://www.indiasmeforum.org/itd/pune-nov-2025#gallery
https://www.indiasmeforum.org/itd/pune-nov-2025#gallery
https://www.indiasmeforum.org/itd/pune-nov-2025#gallery
https://www.indiasmeforum.org/itd/pune-nov-2025#gallery
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