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ACTIVITY REPORT A.Y. 2024-2025
(to be submitted to IQAC)

Part A) Information about Organizing Team: . '
Name of the Activity: : “Workshop on Effective Sales and Marketing Strategies for

Entrepreneurs / Start-ups” Session by Mr. Sajjan Ggupta

Activity Date Department } Committee Coordinator’s Name
11" November " [IC & Brand Sharks Asst. Prof. Ruchi Sharma
2024 MMS (Marketing Club)
Duration Venue Participants (Nos) . Nature:
No. 10 Students: 107
{ 2 hour I:zoo‘m. _ OIRB“G Teachers: 8F /\;ﬂ/ Indoor
™ Flooe, 3RS, Non-teaching: NIL. 77 - '
1. Dr. Harish Kumar Purohit 2. Asst. Prof. Vaikhari Patil
Faculty Support: 3. Asst.Prof. Darshana Murkibhavi 4. Asst. Prof. Amee Nagar
S. Asst. Prof, Pradeep Mali 5. Asst.Prof. Amit Bansod
} A. Mr.Akshad Mishra B. Mr. Sparsh Gupta
Student Support: C. Mr. Swaraj Surve D. Mr. Tanweer Sheikh

E. - |F.-

Part B) Brief Information about the Activity:

“Workshop on Effective Sales and Marketing Strategies for |
| Entrepreneurs / Start-ups” Session by Mr. Sajjan Ggupta
1. To build students’ confidence in approaching, engaging, and
’ negotiating with clients—skills crucial for entrepreneurs and sales
Objective(s) J professionals.
2. To encourage entrepreneurial-minded students to view sales as
essential to business success.
3. To provide students with practical sales and marketing strategies to
bridge theory with real-world application.
I, The session began with essential sales and marketing strategies,
emphasizing sales as crucial in building sustainable businesses.
2. Using examples from brands like Apple, Nike, and Cadbury, Mr,
Gupta shared practical insights on connecting with customers,
building brand loyalty.
Exploring career paths in sales as an exciting and luerative domain.
4. This was followed by a Question-and-Answer session where in the
specific queries and doubts of the students were resolved.

1. Understanding the role of sales in turning ideas into sustainable
Learning OutCOme(S) businesses_

Topic of the Activity

Methodology

(8]

2. Learning how to create personal connections with customers through
insights from top global brands.

For Sheila Raheja School of Business
Management & Research
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3. Debunking sales myths and exploring career paths that foster

\ resilience and strategic thinking.

4. Enhancing adaptability and resilience, key qualities for future leaders
and entrepreneurs. J

Part C) Proofs & Documents Attached (Tick mark the proofs attached):

1. Directions by Authority | @ Activity Report 1{Account Settlement
2. Proposal Note L ABrief Profile of the Guest(s) 12. News Material
/ | |
3. Approval Letter/ Note § Allendance Record | 13.Feedback Report
v] 4. Notice & Schedule 9. Certificate, if any 14, Any Other
t5. Organising Commitee 10 Geotag Photographs

Part D) Uploading on Social Media of the Institute:
[Date of Submission (DoS) & Date of Published (DoP)]

' Website You Tube Instagram Linkedln |
Signature & Date Signature & Date Signature & Date Signature & Date
——g——} | SIpAIeIE Sighe e SIgNAIL

(DoS)  (DoP) | (DoS) | (Do) (DoS) (DoP) (DoS) (DoP)
10/11/24 ’ 10/11/24 . ; 14/11/24 | 14/1124 | - .
|

Part E) Final Submission to IQAC:

Name & Signature ’ Name & Signature of ’ IQAC Name & Signature of
of Event Coordinator Director Documentation 1QAC Coordinator
fud Ol

Toml No of Pages:
it
Y Y = W 9o
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> SHEILA RAHEJA SCHOOL OF BUSINESS MANAGEMENT AND RESEARCH
. % Raheja Education Complex, Kher Nagar, Opp. Chhatrapati Shivaji Maharaj Ground, Bandra (E), Mumbai — 400 051
i (Approved by AICTE, DTE, Affiliated to University of Mumbai, SO 9001:2015 Certified and NAAC Accredited)

Inter-Office Memorandum Ref No: SRBS/D0/2024-25/034
To : Mr. Ganesh Deshpande November 6, 2024
From : Mrs. Ruchi Sharma Through: Director

Subject: Booking of 4th Floor Seminar Room for 1IC Event ori 11tk November 2024.

Marketing Club and Institution’s Innovation Council (1IC) of SRBS proposes to organize an event
“ Effective Sales and Marketing Strategies for Entrepreneurs / Start-up’. . '

Requesting you to book Seminar Room (4th Floor) from 11:30 am to 01:30 pmon 11 November

2024 (Monday), including students/faculty member’s 80-90 people will participate in the said
event.

. /

Mrs. Ruchi Sharma Mr. Amit Ashok Bansod Dr. Hari i
‘ ? . Harish Kumar S. Purohit

Marketing Club Member Marketing Club Member Director

IIC Member - IiC Convenor

For Sheila Raheja gchool of Business
Managemant & Research
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Inter-Office Memorandum Ref No: SRBS/D0/2024-25/033
To : Hon. Gen. Secretary Sir November 6,2024
From : Mrs. Ruchi Sharma (IIC Member) Through : Director

Subject: Approval expenses for organizing IIC Event on 11.11.2024.

The Marketing Club team along with 1IC team of SRBS proposes to organize a session on ‘Effective Sales
and Marketing Strategies for Entrepreneurs / Start-up’. The event is scheduled for 11 November 2024
from 12:00 noon to 1.00 pm in the Seminar Hall on the 4th Floor.

For the said event, following will be the expenses; .
[ sr.No. | Particulars Amount (Rs.)
1 Honorarium to Speaker 2000/-
2 Planner Diary 250/-
TOTAL 2250/-
Notes:

+ Request the Payment be made in Cash

About the Speaker
Mr. Sajan Gupta

s He is presently Vice President & Associate 7Zonal Head - Business Development, Direct Sales,
Future Generali India Insurance Co Ltd.

o He has also worked as DGM & Business Head at Mahindra Holidays & Resorts India Limited -

e He has also worked as AVP & Zone Head (Direct Sales)-West at Tata AIA Life Insurance

He has a total of 24 years' experience in Sales, Planning and Business Development in various

sectors like Pharmaceuticals, Chemicals, Hospitality, Insurance and Banking.

025 ,

Mrs. Ruchi Sharma Mr. Amit Ashok Bansod i

. ; Dr. Harish Kumar S.
Marketing Club Member Marketing Club Member Director "5 Purohlt
IIC Member IIC Convener

W

-
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For Entrepreneurs & Start-ups

Mr. Sajjan Ggupta
VICE PRESIDENT FUTURE GENERALI
EXPERT IN SALES AND BUSINESS

DEVELOPMENT WITH 24+ YRS OF
EXPERIENCE IN VARIED INDUSTRIES.

'/%C;;f" Date:11th November 2024|Time:12pm to 1pm

Venue: 4th Floor.Seminar Hall.Raheia Education Complex
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Date — 14" October 2024

The council meeting of Institution’s Innovation Council (IIC), of Sheila Raheja Sch_ool o.f
Business Management & Research was called by HC President Mrs Darshana Murk_xbhaw
on 10" October 2024 to discuss upon the formulation and function of 1IC for academic year
2024-2025 & to assign roles and responsibility among newly joined council members as per the

guidelines of Ministry of Education’s Innovation cell.

As per the decision of competent authority, following members will be the part of I1C;

SHEILA RAHEJA SCHOOL OF BUSINESS MANAGEMENT AND RESEARCH Raheja Education

Sr. No. Name of member Member type Key Role/ Position
| assigned in [1C
| Mrs. Darshana Murkibhavi Teaching President |
2 Mr. Amit Bansod Teaching [ Converner _
3 Mr. Shashank Pai ' Teaching Innovation activity
coordinator
4 Mr. Shashank Pai Teaching Start-up activity
coordinator
5 Mrs Darshana Murkibhavi Teaching Internship coordinator
6 Dr. Amee Nagar Teaching IPR activity
- | coordinator
7 Mrs. Ruchi Sharma Teaching Social Media
= B coordinator
8 Mrs. Roshal Vinu Teaching NIRF coordinator
9 Mrs. Roshal Vinu Teaching ARIIA coordinator
10 Dr. Prasad Supekar Teaching Member

L]

The council members discussed about the activities (11C calendar, Celebration and Self-Driven)
and .featureg of IIQ portal. The council members also discussed about collaborations within and
out_srde the institution to accelerate the activities of IIC. The council also deliberated on quarterl
action pia.}n in synchronisation with activities and initiatives of other depariments centres ans
facilities in the {nstxtute' working towards promoting IPR, [nnovation, Entrepreneurs’hip and Start
up. The council unanimously decided to carry out all the 1nc 'activities in regular basis
throughout tl'_ie year and meet regularly in beginning of every quarter to review the progr
made in previous quarter and also to plan for upcoming quarter. progress

For Sheila Rahieja Scihioci of ..
Managemeni & Resea. iy

Dr. Harish Kumar S. Purchit
Director
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Dake B MNov 2024y

Event Report
Brand Sharks (Marketing Club) & 11C — SRBS Organised:
“Workshop on Effective Sales and Marketing Strategies for Entrepreneurs / Start-ups”
Session by Mr. Sajjan Ggupta

Date: 111" Nov 2024
Date of the session: 11th November 2024

Time: 12pm — 1.15pm
Venue: Seminar Hall, 4" Fir, Raheja Education Complex

Students: 107 students
Faculty Members: 07
Mode of Conduect: Offline

Objectives:

e To build students' confidence in approaching, engaging, and negotiating with clients—
skills crucial for entreprencurs and sales professionals.
¢ To encourage entreprencurial-minded students to view sales as essential to business

success.
e To provide students with practical sales and marketing strategies to bridge theory with
real-world application.

On 11th November 2024, Sheila Raheja School of Business Management and Research (SRBS)
hosted an impactful session on "Sales and Marketing Strategies tor Entrepreneurs / Start-ups”
led by Mr. Sajjan Ggupta, Vice President at Future Generali India Life Insurance Company.
who brings over 24 years of industry experience. Organized by the IIC of SRBS and Brand
Sharks (Marketing Club), the session provided students and aspiring entrepreneurs with
essential sales and marketing strategies, emphasizing sales as crucial in building sustainable
businesses. Using examples from brands like Apple, Nike, and Cadbury. Mr. Ggupta shared
practical insights on connecting with customers, building brand loyalty, and exploring career
paths in sales, leaving students inspired and better prepared for their entrepreneurial journeys.

Learning Outcomes for Management Students:

¢ Understanding the role of sales in turning ideas into sustainable businesses.

e [earning how to create personal connections with customers through insights from top
global brands.

. ]?lebunking sales myths and exploring career paths that foster resilience and strategic
thinking.

e Enhancing adaptability and resilience, key qualities for future leaders and

entrepreneurs,
f /’

For Sheila Raheja Scheoi of Business
Management & Regeaich
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= overview

2esults-oriented professional with 24+ years of experie

nce in Business Development across diverse industries such as Insurance

rimeshare, Banking, FMCG, and Chemicals. Seeking a challenging role in Business Development and Sales, focusing on strateg

ormulation and planning.

= Core Competencies

Strategic Planning & Leadership

Profit and Loss Management

Market Analysis
R

Cross Functional Coordination

Budgeting & Cost Control
R R
Team Building, Training & Leadership

= Soft Skills

Analytical
Collaborator

Communicatar
Innovator

anne

Plat

i
L =
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= IT SKILLS
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& profile Summary

] +o1- 7045887003

¥ sajjan1056@gmail.com
https://www.linkedin.com/ir

in /raviiyadav

Possessing over 24 years of experience in Business Developmgnt across variou
industries, including Insurance, Timeshare, Banking, FMCG, and Chemicals, with a stron
focus on sales strategies and profitability

Notably, recently completed executive diploma from XLRI Jamshedpur .
Currently serving as Vice President and Associate Zane Heac_] at Future Qenerail Lifi
Insurance, managing the sales team and achieving key business objectives througl
effective channel management, relationship management, and sales management
Skilled in driving revenue generation, market share, and customer satisfaction througl
strong leadership abilities, strategic mindset, and excellent relationship managemen
skills, fostering strong business relations through reward and recognition initiatives an
benchmarking of after-sales service

Achieved significant accomplishments in the current role, such as reducing attrition rates
improving business quality, and increasing productivity through effective retentiol
strategies and innovative marketing activities

Proficient in team leadership, strategy formulation, planning and execution, and P&

management, contributing to overall business growth and success

Growth Facilitator with impressive success in developing business, driving sales an
amplifying business margin through long-term planning

Excellence in devising emerging markets & overall channel optimizatiol
strategy to generate new business leading to network expansion

Sensitive to the dynamics of multi-cultural environment with exposure c
managing regions like North and West India

Impressive success in managing annual turnover of INR 10 crores

Skilled in formulating strategies to achieve market expansion & growth, by aligning t
market requirements; understanding market potential and opportunities

Key People Leader, who has successfully led and motivated large teams in a cross
cultural environment towards growth & success in the organization; created a clear ¢
compelling view of future through coaching and execution

¥ Highlights

Got multiple awards for outstanding performance
Attended multiple domestic and international conventions

For Sheila Raheja School of Business
Management & Research
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Key Result Areas:

' Effectively managing the sales team and achieving key business objectives throug|
channel management, relationship management, and sales management
Successfully reducing attrition rates from 200% to 120% through the implementation o
effective retention strategies, resulting in improved employee satisfaction an

performance
Pﬂvij?



¥ previous Experience

Kotak Mahindra Bank: Nov'05
Mar'0?7
1CICI Bank: Aug'04 - Oct'05

Turning around the zone in terms of key business parameters, leading to improves
business quality and long pay contribution, while aligning various functions for speed
execution with a low operating cost mode

Biinte Industries Limited: Aug'9o - Highlights :

Sept'04
Ranbaxy Fine Chemicals Ltc.: Apr'97
- Jul'9g

€' Education

EDAM from XLRI, Jamshedpur
(2021-2022)

PGDBM from IPM, Lucknow in 1997, Feb'l7 - Jan'l8

1st Class

Strategized and implemented campaign manhagement activities, due 1o which L2M ha
increased to 42% and L2C increased to 20%(YoY). _

Strategized and implemented new marketing activities with lower costs and better results
jeading 10 increased revenue generation and market share

Increasing telemarketing efficiency through micro-managing daily altitude and providini
training support, resulting in improved business quality from 74% to 81%
Demonstrating strong leadership abilities and a strategic mindset, driving revenut
generation, profitability, market share, and customer satisfaction through effective tean
management and performance coaching

Mapindra Holidays & Resoris Lirmited

Diploma in Advance Training in

Systems Management from NIIT Key Result Areas:

Lucknow _
R.Sc from Rohikkhand University,
Barielly in 1994, 1st Class

{i] personal Details

)ate of Birth: July 30, 1973

anguages: English, Hindi

Improved efficiency across all departments, including Marketing, Telemarketing, Sales
QOperations, HR, and L&D, through strategic planning and execution

Strategized marketing plans for lead generation, identified target group locations, ant
established corporate tie-ups, resulting in increased business opportunities and revenur

generation

Enhanced data effidency and improved conversion ratios from various sources, led t
improved business quality and customer satisfaction

Reviewed and optimized recruitment processes, conducted competition analysis, ani
focused on employee retention, resulted in reduced attrition rates from 300% to 120%

ddress: 703, Vitha Govind CHS, Sector Achievements :

0, Airoli, Navi Mumbai 400 708

Apri'07 - Jan'l7

Generated benchmark business of 5 crores in January 2016, showcasing exceptione
performance in driving sales and profitability

Increased business quality from 74% to 81%, demonstrated a strong focus on continuou
improvement and customer satisfaction

al
s Insurance Co. Lid, Mumbal

L)

Highlights:
Direct & Digital (Dec'14 - Jan'17)

Increa_sed prod{:tcti\{itgl_ by 300% through effective team management and performanc
coaghmg, resulting in |mpr_oved business performance and revenue generation
Achieved ben_chm;yk business of 5 crores in January 2016, showcasing exceptione
perjforrpance in driving sales and profitability
Maintained high re@bon re_ltes and improved business quality to 95%, demonstrated |
itrgng focus on continuous improvement and customer satisfaction
ed group company activities and ensuring 65% team members received recogniti

: i S ition an

promotions, fostering a positive work environment and employee satisfaction E

n;ar; Partnership Distribution (Mar'07 - Nov'14)
chieved 3 crores of team productivity through strategic i i
' : vity t planning and execution of a low
co_st brokln_q_ business model, resulting in increased revenue generation and market: shan
A]igrjecl various depamn.ents for speedy execution and optimum resource utilization
teadlnﬁ to improved efficiency and business performance
aunched 2 new products across the zone, resulted in § crores of busi ithi
! : siness volume withil
a month and a half, showcasing exceptional performance in driving sales and profitability

For Shella Raheja School of BusinessOrganized reward and recognition programs for performing branches and employe
Management & Rgsgamhactwation, fostered a positive work environment and employee satisfaction P

irectgg

Impler_nented strategies for cross-sales, resuiting in a 25% conversion rate and reduce:
policy issuance TAT, leading to improved customer satisfaction and business performanc:

?63?. Qﬁl
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ACADEMIC YEAR: 2024 - 2025
Workshop on Effective Sales & Marketing Strategies for Entrepreneurs

Date: 11" November 2024 Time: 12 noon to 1 pm

Resource Person Name: Mr. Sajan Gupta

Venue: Seminar Hall, 4" Floor
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ACADEMIC YEAR: 2024 — 2025

Workshop on effective sales and marketing strategies for
Entrepreneurs/ Startups

11\)?\(\ Yo
Date: 11" November 2024 Time: 1:00pm
Resource Person Name: Mr. Sajan Gupta Venue: Seminar Hall
| Sr.No. | Name of the Faculty [ Signature j’
!_ 1 .b"f‘, Hﬁ/\/uxi/L/ E’(U’! Y- Cpunbl/\'\!/ l /%’ |
2 MAB . DAARS h o pmur Kt B a1 ‘ W ’ J
3 Dr. Amec f\l%ﬁ* A R
4 | Ma Amit Ashok Banse | | W___
B 6 ’T‘/\G’"(VWJMP-- £ Mol ’K}&'ﬁg_ﬁ R
7| > Vedbhavi Palil | (Ve
8 N\
9 &\
10 \ \\

For Sheila Raheja School of Business
Managemant & Research

Director
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Date: ,Qol]ll J'Z Y

To,
The Director, . .
Sheila Raheja School of Business Managem?nt & Research,

Bandra (East), Kher nagar,

Mumbai -400051. Qp\w_km QJM, g \l M%

Subject- Seitlement of advagn(; z;;c\“ for V’ e L Sepren (,}D'il e ““fag 0{30 ? cj
Dear Sir, 6t ¥ 5 R ¢ Mot Ctu Rond

| ¥
1/We have taken advance Rs. 2 2K0 for Fbu.owrﬂd‘{mm jf Cfujprgﬂi%jf% f\ e
Fnc]osed please find herewith the details of the expenditure incurted towards the same

sr. | Bl | Bil Name of Party Particﬁlar“ S Ar_nt. Re'mark*:"
No. No. Date _ LSRRI ‘ )
] MT'%\IGV\&GD‘{JF&_ GW'}'&PN&E«W Lot 2000
T IO 2 paaebiw Gl
i S Ll &8

? Mooty Chobigie
_______ | if"f Eﬂve pa?y\wmg.

; __:_Q:L:mig{d

T S e - | D WOV wanas

\J

21 ‘b\hlk?tt My, Sof 1 enn qué+ pq?f’;«:&éﬂ 10

_ - [fipup O .
g 0

S _ . Total |80 |Adv o

Advance taken Rs. D 2 OO

Exp. Incurred as above Rs. JXRESQ

Payable/Receivable Rs. a—

Thanking you,

You’re sincerely

Name pf the Person: - %C‘/‘M A VEB R wah /g/
' |

eeta Chauhan - Dr. Harish Kumar S. Purochit
Adnnigistraiive Officer @ Directm ___ For Sheila Raheja School of Business

Management & Research

/e

Irector
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Student feedback on 11C Session on ‘‘Effective Sales and
Marketing Strategies for Entrepreneurs / Start-up”’

Resource Person — Mr. Sajan Gupta
11th November 2024

Details of the respondents

Name of the student 1‘ Program Name of the student Program
Vihang Manoj Vanmali FYMMS ANIKET PAWAR FY MMS
Jyoti Nirmal FYMMS Mohit FYMMS
Unnati Ulhas Karvir FYMMS | Fahim ali FYMMS
Tushar Kirti kharat FYMMS-A | Sanika Narkar FYMMS
Vatsal Damania FYMMS -A | Viraj Malkar FYMMS
Shreedhar patil Fymms Smitali Shinde | FYMMS
Shubham patel FYMMS Manali sonawane MMS/B
Aditi vyavahare - FYMMS Shruti Vishwakarma | FYMMS
Tulsi Gupta FYMMS Kajal Yadav FYMMS
Navina Rawale MMS Aishwarya Pawar ) FYMMS
Dasa Venkata Naga Vaishnavi FYMMS | Sarthak Soni FYMMS
Krishna Sharma FYMMS | Preeti Panwar - FYMMS
Rohit Yadav FYMMS Pranav | FYMMS
Kashish Khichi FYMMS Rohan FYMMS
Sakshi Mhatre MMS -1 Prathamesh Ravindra Shinde FYMMS
Tisa Ghosh FYMMS

For Sheila Raheja School of Business
Management & Research

irectar
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= el

How well did the workshop cover essential topics in sales and marketing for entrepreneurs? (1
being poor and 5 being Excellent)

31 responses

20

17 (54.8%)

10

8(258%)
6 (19.4%)

w

0 {0%) 0 (0%)

-
]

P B T T O AL et Sl e S e —T Rl e b, s
How rgievant was the content of the workshop to your current or future academic or career goals?
(1 being poor and 5 being Excellent) R
31 responses
20
16 (51.6%)
10 12(38.7%)
0 (0%) 0 (0% %)
; (0%) . 3(9.7%)
1 2 3 s 5
== i
CL% For Sheila Raheja School of Business
e Management & Research

Director
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How clear and understandable were the key concepts and strategies presented? (1 being poor and

5 being Excellent)

31 responses

15 (48.4%)

15

o

5(16.1%)

0 (0%) 0 (0%)

How would you rate the overall quality of the workshop? (1 being poor and 5 being Excellent)

31 responses

20
" 17 (54.8%)
10
10 (32.:3%)
5
g = :

4
i 2 3

For Sheila Raheja School of Business
Management & Research

T

Director
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- —

T estions?

Any additional comments Or Sugg

. None
i
[ S ——

I

Informative

h‘hanks o Director Sir and faculties member for hosting such event.

_Good

Excellent

[ —

It was good and useful

" If there would have been more real life example it would have more interesting and easy to understand

Nice

No Comment

Overall it was great

Good

Its was nice

Good session

The session was good alikgot to know much new things

Felt grateful to attend

Overall it was a great learning experience and [ look forward to future sessions.

Informative session

He did Excellence Job No feedback needed.

Nice strategies

It was a good workshop

For Sheila Raheja School of Business
Managamant & Research
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