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The FMCG sector is a major growth area in the 
Indian economy and its contribution to market 
share is profound. Selling as a science or an 
art is debatable, but one who has been 
trained in the nuances of selling has a definite 
edge over the rest. 

Whether General Trade or the fast-emerging 
Modern Trade, Sriram can optimize your 
performance in areas of Selling Skills, Retail 
Management, Distribution Network, 
Negotiation Techniques and Interpersonal 
Skills, amongst others.

TRAINING
The need of the hour



  Winning in Store
  Retailer Relationships 
  (Terms of Trade)
  Excellence in Endeavour

These programs involve learning store dynamics, 
turning strategies into processes through effective 
negotiations and getting better in problem solving 
& decision making.

SIGNATURE WORKSHOPS

  Art of Selling
  Advanced Selling Skills    
  In-store Merchandising

Master the fine art of selling by learning all 
nuances of sales processes like BEAT optimisation, 
handling objections, merchandising and also 
incorporating the right sales mind-set through 
these well-articulated sales programs.

SALES TRAINING

Vital traits like communication skills, creativity, 
initiative, besides effective body language go a 
long way in creating an effective profession and 
career enhancement.

SOFT SKILLS

  Entrepreneurial Thinking
  Communication Skills
  Conflict Management

PROGRAMS



HOW IT WORKS

Sriram has over 25 years of work experience with global corporations like P&G, Unilever and 
NIVEA in India and International markets; extensive collaboration with retailers like Carrefour 
(2nd largest retailer in the world), LULU (largest in the Middle East) and Big Bazaar in India. 

His leadership and training programs are tailored to be dynamic and highly interactive. 
They include:

EXPERIENTIAL ACTIVITIES | INSIGHT GENERATION | DIAGNOSTIC MARKET VISIT REPORTS
CASELETS | SIMULATIONS | AV’S | ROLE PLAYS. 

Past attendees have displayed a renewed sense of ownership and a flawless execution of 
learnings at work, ultimately becoming passionate sellers and powerful influencers.



“OUR PREFERRED 
TRAINER.”

“Happy with the 
desired outcome.”

“CONNECT WITH 
PARTICIPANTS IS 
INTENSE.”

“This was our first attempt on planning such a 
big campus, and your presence not only 
motivated us, but also all the other employees 
who got an opportunity to interact with you. We 
have received very positive feedback on all 
the training programs, and thank you very 
much for your efforts in making these programs 
meaningful and relevant for our employees.”

“Your performance is consistent and creates 
maximum impact amongst all participants. 
Continue with same zest and vigour.”

Kiran Chabbria
Corporate Manager, Human Resources,
Mahindra First Choice.

Rajkumar GK
HR Director, Danone India.

Vivek Saha
Manager, L&D, Godrej

Sanjiv Jaju
Commercial Director,
Parle Agro

Gaurav Malhotra
HR Manager – Learning & Training, 
Nestle India.
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