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EXECUTIVE SUMMARY
Professional with over twenty-four years of experience in Program Management, Partnerships (DFIs, CSRs, Governments, NGOs, social and commercial start-ups, CBOs, multilateral agencies), Fund raising, P&L responsibility, Business Operations, Sales, Sourcing, Turn around Challenges, Cross Functional Expertise & CXO leadership with general management skills. Key skills include rural, renewable and agriculture domains with cross functional experience and proven footprints across India, Middle East & Africa. At ClayRoot, as Director Operations, I am handling business expansion and agri value chains. We work with farmer producer organizations, coops, community organizations and government projects for forward- backward linkages. In the immediate past, I was Head Strategy & Alliances at Ecozen Solutions Pune, a start-up that manufactures unique solar cold storage & water pumping solutions to farmers across India, South Asia & Africa. I handled partnerships, DFIs, CSR programs, government subsidy programs, sustainability projects, demonstrations, pilots, case studies, user insights, new product requirements, coordination between tech and operations, project proposals, activation programs and farmer collectives. Previously, I worked with Sava Global Group/Regent Group Dubai as business unit head for monitoring its two investee companies in agriculture and energy efficiency. Previous experiences include Nagarjuna Fertilizers at Hyderabad, Bartronics India Ltd at Hyderabad, United Villages Networks (India) Pvt Ltd at New Delhi & Coromandel Fertilizers Limited at Bangalore (India). Prior to this, I studied MBA (full time) from Xavier Institute of Management (XIMB), Bhubaneswar (India) in 1998-2000, and a top B school in India. Before MBA, I worked with Zuari Industries Ltd, Karnataka as Agri Business Development & Marketing Officer.
EDUCATION


· 1998-00: Post Graduate Diploma in Management (MBA) from Xavier Institute of Management, Bhubaneswar, One of The Top 10 Management Schools in India – Second Topper With 89.1 %.
· 1993-95: Master of Science (Agri) – University of Agricultural Sciences, Dharwad - First topper with 92.2 %.
· 1990-93: Bachelor of Science (Agri) – University of Agricultural Sciences, Dharwad - Third topper with 87.2%.
WORK EXPERIENCE

1. Vice President & Business Head - Agri Inputs: (From Oct 15, 2024, to till date) at AVT Natural Products Ltd, Pune, India (www.avtnatural.com) 
This is a three-decade old publicly listed entity that is in the business of contact farming of Marigold, Maize, Chilli, Spices, Animal Health Nutrition and decaffeinated tea extracts. It has three plants operating in Southern parts of India. It exports all the ingredients to North America. It is trying to expand its businesses through own retail outlet model in agri inputs, output forward linkage, digital lending, ESG & others across India and few parts of Africa. I brought in 21 companies for procurement, signed exclusive arrangements for distribution and ensured its implementation on the ground. I am leading a team of 30 people, each working in this new business of agri-inputs, franchisee loan, drone spray as a service and other ancillary services. I ensured to obtain licenses, ensure that depots, vendor base are developed and then operationalized. In a short time, I kick started operations across two target states and built a working system. AVT through the supply of quality inputs, agri advisory, farmer financing, logistics, it aims to connect farmers across the value chain, be it in output purchase or input supplies, digital advisory services and connected products-services. Key KRAs are as follows.  
· On-board partners, big companies and large distributors for agri inputs, drones, farmer financing, etc. Achieved 21 companies and formalized all transactions. P&L responsibility, TAT, purchase and procurement are other priorities.
· Managed responsibilities like backward - forward linkages, scaling up, international marketing, alliances and scaling up of community-based organizations for skill development training called COCA program, market-based tech solutions for producers, intermediaries and consumers, creation of VLEs duly enabled by dealer-retailer network.
· Implemented large projects like soil test campaign program, studied impact and mobilized farmers to produce well.
· Handled the R&D funding from government sources, DFI funds from CSR-Impact funds and leveraging the organic farming-chemical neutral arming practices for overall sustainability-longevity of small holder farmers. 
++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++
2. Category Business Head – Agri Inputs: (From Sept 7, 2022, to Oct 10, 2024s) at Outgrow Division, WayCool Foods & Products Pvt Ltd, Pune, India (www.waycool.in) (www.censanext.com)
This is the nine-year-old start-up venture & privately held group at Chennai, India. It has operations in Southern & Western parts of India. It is trying to expand its business operations through franchisee model in agri inputs, output forward linkage, digital lending, white label software sales, ESG & others across India and few parts of Europe. I brought in 29 companies for procurement, signed exclusive arrangements for distribution and ensured its implementation on the ground. I am leading a team of 5 people, each working in agri-inputs, franchisee loan, drone spray as a service and other ancillary service. I ensured to obtain licenses, ensure that depots, vendor base are developed and then operationalized. In a brief time, kick started operations across four out of the five target states and built a working system. WayCool is a food tech - agritech venture that works with farmers to reduce food wastage and improve the livelihood of farmers. Through the supply of quality input, genuine inputs, WayCool aims to connect farmers across the value chain, be it in output purchase or input supplies, digital advisory services and connected product-services. Key KRAs are as follows.  
· On-board vendors namely big companies and large distributors for agri inputs, drones, farmer financing, etc. Achieved 26 companies and formalized all transactions. P&L responsibility, TAT, purchase and procurement are other priorities.
· Managed responsibilities like backward - forward linkages, scaling up, international marketing, alliances and scaling up of community-based organizations for skill development training called COCA program, market-based tech solutions for producers, intermediaries and consumers, creation of VLEs duly enabled by ONP network.
· Implemented DFI funded largest soil test campaign program, studied impact and mobilized farmers to produce more with less.
· Handled the segmentation, demand planning for IoT products that are called weather stations in the industry parlance.
+++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++
3. Director Business Operations: (From Sept 3, 2018, to Sept 5, 2022) At Clay Root, Pune, India (www.clayroot.com)
This is start-up venture & privately held group venture at Pune, India. It has operations in India and is trying to expand its business operations through partnerships across Africa, Middle East and Europe. It has two verticals viz., consulting projects and scaling up of own products. IN consulting/implementation projects, we work with SHGs, JLGs, govt programs, FPOs, community organization, NGOs, corporate CSR entities for forward linkages, back ward integration activities, hand holding, training, knowledge dissemination and institution building. Own product business of ClayRoot is into manufacturing of eco-friendly products like areca leaf plates and coconut coir-based trays. ClayRoot also provides project-based solutions viz., B2I and B2B eco-friendly solutions to corporate, NGOs, governments and quasi-government bodies in India and abroad. I handle responsibilities like backward - forward linkages, scaling up, international marketing, alliances and scaling up of community- based organizations for skill development training for farmers, market-based tech solutions for rural producers and consumers, creation of VLE based structure, corporate and institutional partnerships, logistics & fund raising. Main KRAs
· Sales revenues and PnL responsibility.
· Business operations with break-even targets, turned from cash burn to Ebidta profitability.
~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~
4. Head Strategy & BD: (From May 1, 2016, to August 29, 2018) At Ecozen Solutions Pvt Ltd, Pune, (Reporting to Director) (www.ecozensolutions.com) 
This is privately held start up based at Pune, India. It has operations in over 5 states in India and about three countries overseas. Its main business is into solar cold storage solutions, solar water pumping solutions and related sectors. I handled following assignments as key person viz.
· Rolled out unique development financial institutions (DFIs viz., Rockerfeller, Covestro Sustainability, Tata Trust, MPLADs) across select geographies for deployment of solar cold room systems in the farmers’ market, near to farms, at the cluster of villages, partnership processes, implementation & scaling up. Also, evolved systems for monitoring and evaluation of the installations for small farmers in collaboration with multilateral and government agencies.
· Achieved significant milestones for aiding forward linkages for produce that farmers produce through structured interventions and innovations. Also, worked with partners for back ward linkages through innovative models of collaboration to enable timely and quality supply of inputs, machinery, training and knowledge dissemination.
~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~
5. Business Unit Head: (From July 29, 2014, to April 30, 2016) At Sava Global Group / Regent Group of Companies, Pune, UAE (Reporting to Director) (www.savaglobal.com)
This is privately held group based at Pune, India. It has operations in over 45 countries with own establishments in over 11 countries in the world. Its main business is into pharmaceuticals manufacturing, medical devices, agri/animal husbandry and electrical energy saving device technology sectors. I currently handle following two assignments as key person and board’s representative in the following ventures viz.
· Aadicon Biotechnologies Ltd, Mauritius (www.aadicon.com) – Biotech Company, biofertilizers & animal semen.
· Devtech M2M LLC, Dubai (www.DevtechM2M.com) - Electrical products like ballasts, control gears and software.
Key responsibilities included complete business leadership, establishment, partnerships, break even targets, international alliances and scaling up. Ensured innovative collaboration with African Development Bank, CSR Foundations, USAID, Heifer international and ILFS for quality insemination programs to improve milk yields of bovines in East Africa, Mauritius and Central Africa. Focus areas were small farmers, energy inaccessible areas, BoP segments and innovative program partnerships. 
~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~
6. GM – Products & Services SBU: (From Jan 16, 2012, to May 31, 2013) At Nagarjuna Fertilizers & Chemicals Ltd, Hyderabad (Reporting to Executive Vice President-Down Stream Business ) (www.nagarjunagroup.com)
This is a publicly listed company in the business of complete plant nutrition solutions. It manufactures urea and markets other fertilizers namely phosphorous, potash, complexes, water soluble fertilizers, micro-nutrients, bio-supplements and new generation IP molecules. It is an Indian MNC with its presence across Asia, Europe and Africa with 1 Billion USD top line. It has forayed recently into new rural organized retail, animal feeds and customized fertilizers.
Achievements:
· Position is equivalent to SBU head with P&L responsibility for product segments like water soluble fertilizers (WSF) in foliar / fertigation grades and micro-nutrient grades. All these segments are subsidy independent businesses. This is a key part of de-risking of company business.
· Responsible for top line of 30 Million USD and bottom line of 10 Million USD for the current financial year which is a 25% growth over the best of last three years.
· Worked with new Retail Venture team, conceptualized the last mile delivery model, e-services delivery models and completed the tie-up with service providers like rural banking partners, mobile e-recharge companies, rural insurance partners, solar / FMCG rural focused players and channel financing agencies.
· Enabled and rolled out programs for buy-back of agri produce from farmer coops, SHGs and FPOs through Foundation’s CSR activities. Tied up with branded modern trade retail for selling such procured food items & ploughed back the profits earned.
· Started the work on e-connected APMC markets through tech-enabled interface. It helped with the identification of beneficiaries in the catchment area where our market share is significantly high. It helped in increasing awareness & improve brand equity. Devised metrics to track sustained outcome impact for CSP spending especially on scholarship for farmers’ sons/daughters and shift from high chemical usage to low chemical usage.
7. Asst. Vice President – Partnerships & BD: (From Nov 4, 2010, to Jan 15, 2012) At Bartronics India Ltd, Hyderabad (Reporting to President) (www.bartronicsindia.com)
This is a public limited company and an Indian MNC with strong presence in finger printing, bar coding and smart cards with 170 Million USD top line. It has forayed into financial inclusion rural business by setting up a separate business division. It has operations in four countries. It has bagged contracts for social and business - correspondence (BC) services from a dozen public sector banks, covering eleven Indian states.
Achievements:
· Establish partnerships with key FMCG, FMCD, mobile handset and pre-paid recharge companies. Sell products in rural kiosks which are operated by village level entrepreneurs (VLE).
· Basically, village kiosk is under the dual banner of Bartronics and concerned partner bank. It will be based on entrepreneur model; sustainability of the entrepreneur is the key for success of kiosk. Hence, I need to enable VLE with non-banking non-financial products, which he could sell and earn reasonable income. 
· Tied up with VLEs for procurement leads, agri-raw produce sourcing, direct link up with buyers and increased viability of VLEs through locally created income generation model. Increased revenue per farmer per season for selected A class villages. This also increased the sustainability of VLEs. I aided in increasing stickiness of VLE with Bartronics & helped to reduce attrition of BCs/VLEs under the specified project.
· Closed discussions with modern trade companies and mobile handset companies in short time span to generate business revenue and engage VLEs in kiosks. It helped in increasing employment and engagement for women in the VLE household. 
8. Head - Sales & Marketing: (From Jan 10, 2008, to Oct 29, 2010) At United Villages Networks (I) Pvt Ltd, New Delhi (Reporting to COO) (www.unitedvillages.com) 
This is US based VC backed for-profit new-tech social venture company which provides m-commerce enabled FMCG products and information services to last mile villages through franchise (VLE-DSP) business model. It had its operations in five countries in Africa & Latin America. It has about 10500 village franchisees in India.
Achievements:
· Core team member for working on business strategy for country. Expanded in five states within short time and achieved break-even levels in the shortest time that attention of top management.
· Managing team of state heads and brand managers to achieve budgeted sales targets of startup tech &E-Commerce services coupled with budgeted expenditure on brand promotion in rural areas.
· Completed alliances with Chambal Fertilizers, Birla Sunlife Insurance, Tata Tele Services, Orient CFL Bulbs, Reuters Thompson Rural, Nokia, Basix, Duron, Dlight, Qualcomm Ventures, etc.
· Submitted project proposal for deploying vBay services for fishermen in Coromandel Coast by deploying the CDMA enabled text messaging interface for bringing-in the village as a marketplace and connected buyers for fish products from urban areas. It helped in increasing income of fishermen by 18% in a quarter through vBay services through network of VLEs/DSPs.
· Introduced new products/private labels at faster rate and increased new user registrations at 33%. For the first time, sourced quality food grains from village to be sold to urban areas under private label. It increased sustainability of DSPs/VLEs and helped in increasing net revenues.
· Liaison with ISPs/Telecom companies’/government agencies/finance institutions/FMCG companies/co-operative marketing agencies/corporate clients on behalf of company to enhance company’s top line.
· Converted inactive users into active users through special promotion efforts & discount coupons.
9. Zonal Manager-Sales & Marketing: (March 25, 2000, to Jan 9, 2008) At Coromandel International Ltd, Bangalore (Reporting to National Sales Manager) (www.coromandel.biz)
Largest manufacturer & marketer of phosphorous based fertilizers major with its operations in all the states in India. It is diversified into rural retail, nutrients, pesticides, exports and overseas manufacturing. It has 800 employees with top line sales of about 2 billion USD topline.

Achievements:
· Key member for working on business plans, execution and profitability for the region.
· Managing team of marketing executives and five area managers to achieve budgeted sales targets of pesticides/fertilizers coupled with budgeted expenditure on brand promotion.
· Area of operation was southern Indian states namely Karnataka, Tamil Nadu and Kerala.
· Channel management, branch admin, brand promotion, pricing, logistics & transport decisions are specific areas I have been handling successfully in rural marketing.
· Liaison with competitors, government, semi-government, co-operative marketing agencies & corporate clients on behalf of company to enhance company’s top line.
· Collaborated with NGOs in the area for farmer training and capacity building for use of organic manures. Also, imparted knowledge on organic certification procedures for select farmer SHGs/Co-Ops.
· Increased distribution reach from zero to 110 SHG entities for input supply and back ward integration at affordable cost and timely delivery. Beneficiary farmers SHGs were able to reduce cost of production by about 15% and increase revenue by producing quality output.
10. Marketing Officer (From Dec 25, 1995, to May 6, 1998) At Zuari Industries Ltd, Goa a KK Birla concern
(Reporting to Area Business Leader) (www.zuari-chambal.com)
It is a renowned KK Birla business unit in India with about 500 employees with top line Rs. 800 Crores. It is engaged in the business of production of fertilizers and marketing of seeds / pesticides / biofertilizers. 
Achievements:
· Front line sales of biological and organic products, fertilizers & seeds in Belgaum district, Karnataka, India.
· Servicing channel members in accounts, logistics, supply of stocks for sale.
· Achieving highest sales of bio-phos, a bio-fertilizers from 2 metric tons to 15 metric tons.
· Created high impact and greatly visible social service initiatives like construction of bus-stop, protect tree base at the center of village, identified select rural youth for enrolling in our off-role manpower requirement. i. e. Helped in creating employment, reduce cost of chemicals, improve quality of output, and reduced pests for stored grains.
· Conducted promotion activities like farmer meeting, demonstration, crop seminar, jeep campaign programs, bike road shows, crop museums, mailers, soil health tests, harvest programs. This helped to concrete efforts in creating strong brand with huge income enhancement for small peasants and dry land farmers.
· Liaison with entire district on matters relating to government and the organization for subsidy, farmer service centers and data sharing mechanism.
· Building the consumer forum as brand users’ bodies, enabling farmers in imbibing the technical know-how, so that a win-win situation can be created for both the utility as well as customer satisfaction.
Personal Details

· Date of Birth: 25th March 1972
· Languages: English, Hindi, Kannada, Telugu, Tamil, Bengali and Oriya
· Training programs attended: 
1) Thomas Profiling Certification Level 2				2) CII Assessor Course For Excellence
3) Out Bound Training program				4) Values and Believes Workshop
5) Training the Trainers’ Program				6) FEMA training on securitization
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Mobile: +91-9415402466; Mail ID: sanjeev@iiml.ac.in
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