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Andhra Pradesh holds strong export 

potential across key sectors, yet many of 

its MSMEs continue to face constraints in 

connecting with global buyers and 

integrate into international value chains. 

Despite a diverse and competitive export 

base, limited market access remains a key 

challenge for Andhra Pradesh MSMEs.



AP MSME Export 
Development 
Convention 2025

• The event was planned and organized in format of a Reverse Buyer-Seller Meet (RBSM) in 
Visakhapatnam, Andhra Pradesh, aiming to facilitate structured, outcome-oriented interactions between 
Indian MSMEs and prospective international buyers travelled to India from across the world.

• This event served as a strategic platform to promote exports, enhance market linkages, and strengthen 
the visibility of Andhra Pradesh-based enterprises across key sectors. It is designed to align with national 
objectives of MSME promotion, capacity building, and trade facilitation under the Raising & Accelerating 
MSME Performance (RAMP) Scheme – Andhra Pradesh, while showcasing the state’s industrial 
capabilities and fostering sustainable business partnerships.

• India SME Forum, as the implementing organization was supported by AP MSME Development 
Corporation for executing this outstanding event.



The Convention witnessed the 
participation of 32 international 
buyers representing 13 countries, 
including major markets such as 
Russia, Zimbabwe, New Zealand 
and Ghana.

The Export Convention at 
Visakhapatnam, Andhra Pradesh 
on 8th – 10th November 2025, 
facilitated a vibrant platform for 
business engagement, drawing 
over 300 Indian MSME Suppliers 
and attendees to the event. 



• Enable networking opportunities and meaningful collaborations

• Gain insights into market expectations and demands for Indian suppliers

• Facilitate engagement through targeted matchmaking  for one-on-one meetings 

• Promote sourcing high–quality, original Indian products from potential sellers/ suppliers

• Foster sustainable, long-term partnerships among authenticated buyers and verified sellers

• Drive Indian exports by facilitating trade linkages and expanding MSME access to global value chains

Objectives



Event Overview
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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
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Buyer registration process Seller registration process

• Outreach via International Channels: RBSM 
brochure shared with Foreign Embassies, Indian 
Missions Abroad, and Global Trade 
Chambers/Associations.

• Global Circulation: Partners circulated the event 
details within their international networks.

• Online Registration: Interested international 
buyers registered through the ISF’s  International 
Trade Division website to participate.

• Domestic Promotion & Awareness: Event 

information promoted through targeted social 

media campaigns.

• Shared extensively across industry networks, 

business groups, & MSME communities.

• Online Participation Signup: Indian sellers 
registered via the ISF’s  International Trade 
Division website to confirm participation.



Buyer Selection Criteria Seller Selection Criteria

• High-potential countries were shortlisted based 
on import demand, India’s market share, and 
sector-wise opportunities for Andhra Pradesh 
MSMEs.

• Buyer registrations were vetted, including 
company profiles, trade licenses, and minimum 
import history of USD 5 million.

• All critical documents were verified, and buyer 
procurement intent was confirmed through 
declared interests and pre-event interactions.

• Pre-event capacity building workshops were 
conducted to enhance export readiness of Andhra 
Pradesh MSMEs for effective B2B engagements.

• Seller applications were evaluated based on 
Udyam registration, IEC, export track record, and 
sector-specific certifications.

• Verified sellers received curated B2B 
matchmaking, including one-on-one meetings 
aligned with buyer interests and relevant HSN 
codes.



Buyer-Seller Matchmaking Process

1. Product & Profile 
Matching

Buyer-seller alignment & 
profiling (needs, 

readiness, capacity)

2. Market Demand & 
Evaluation

Focused on high-demand 
products & qualified, 

capable buyers & sellers

3. Pre-Scheduled B2B 
Meetings

Shared finalized meeting 
schedules in advance for 

focused discussions

4. On-Site Facilitation
Dedicated help desk & 
multilingual support for 

smooth navigation

5. Post-Event Follow-Up
Track deals, support 

closures & enable lasting 
partnerships



Registration Desk

Registration Desk for Indian Delegates, Officials and Press 



Inauguration 

• Shri Kondapalli Srinivas, Hon'ble Minister 
for MSME, Government of Andhra Pradesh

• Sri Tammireddy Siva Sankara Rao, 
Hon'ble Chairman, AP MSME 
Development Corporation

• Mr. Vinod Kumar, President, India SME 
Forum



Felicitation of International Guests



Event Components & Agenda

Knowledge sharing Panel Discussions

One-on-One B2B Meetings

Pitch Presentations by Buyers

Open Networking



Panel Discussion
Empowering  Exports from Andhra Pradesh: 
Policy Imperatives

Speakers:

• Shri. Sandeep Sanan, Ex. Director, Ideas to Impact 
Foundation, 

• Shri. R.V. Pradhamesh, Additional Commissioner, 
Customs, 

• Mr. Desh Raj Bhadana, Director, Mobile and 
Electronic Devices Export Promotion Council 

• Sri Nvsn Raju, Sr Superintendent of Post offices, 
Visakhapatnam, 

• Shri N. Ramesh Babu, Assistant General Manager 
(IB), State Bank of India

• Ms. Leela Rani Alla, Director, Lee Pharma Ltd 
• Mr. G. Sambasiva Rao, Managing Director, Sravan 

Shipping Services Pvt Ltd. , 
• Mr. A Ravi Shankar, Managing Director, Elitelogix 

Exim Agency India Pvt limited

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



Buyers Pitch Presentation
All participating foreign buyers were 
provided 15 minutes each to present their 
business overview, market focus, and 
sourcing requirements, enabling targeted 
engagement with Indian companies.

Sellers participated in sessions 
aligned with their products and 
relevant international buyer sectors 
and requested for B2B meetings 
with them.



Buyers Pitch Presentation



On-Spot B2B Meetings

• Total meetings conducted : 349
• Minimum meetings per International Buyer: 10 – 15
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 the Pitch Hall. Each 
exporter was issued a unique token indicating the buyer code and the allotted time slot.



B2B Meetings
The meetings facilitated direct seller–
buyer interactions for product 
showcasing and long-term trade 
opportunities.



B2B Meetings
In addition to preschedule B2B meetings, 
Sellers were allotted on-the-spot meetings 
with buyers upon successful verification 
of their Udyam registration certificate 
and their business profile.



36 Deal Memos Signed! 



Valedictory



Sample of Deal memo Sample of B2B Appointment Card 



Feedback & Satisfaction Analysis: Sellers

• Total Number of Feedback 
forms received: 220

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

Key suggestions received: 

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

82%

14%

4%

OVERALL EXPERIENCE

Excellent Good Fair



Feedback & Satisfaction Analysis: Sellers

81%

19%

SELLER COMPOSITION

First Time exporters Experienced exporters

12%

16%

72%

B2B MEETING DISTRIBUTION

1-2 Meetings 2-3 Meetings 3+ Meetings



Feedback & Satisfaction Analysis: Buyers

11%

89%

Have you imported items from Andhra 
Pradesh state before  

Yes No

• Total Number of Feedback forms received: 28
• Ratings Parameters such as: arrangements, matchmaking quality, venue, communication, etc.

71%

18%

11%

Overall Experience

Excellent good fair



Feedback & Satisfaction Analysis: Buyers
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Key Suggestions Received:

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



Impact on Vizag  MSMEs

The RBSM at Vizag, Andhra Pradesh 2025 facilitated a vibrant platform for engagement, 
drawing over 350+ existing and aspiring exporters from Andhra Pradesh 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



Indian Exporters  Giveaways
Sample of Participation 

Certificate to Indian Exporters 



Press Releases







Social Media Highlights/Promotions



Testimonials



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://indiasmeforum.org/itd/vizag-nov-2025#gallery
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