
Name of the workshop: Developing Strategy Skills for Managers: Key Accounts 
Management  

Objective of the workshop :1) To understand the skilling needs and domain 

  specific industry trends. 

2) To make students imbibe the critical, soft and

domain specific skills

3) To build capacity for market relevant skills and

diverse market requirements.

Name of the resource person: Mr. Kaustubh Joshi 

Number of the participants  : 126 
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PlacementSIIB Pune <placements@siib.ac.in> 

Invitation for Webinar II Schneider Electric & S118
5 messages 

SIIB: Placements <placements@siib ac in> Wed, Aug 12, 2020 at 5 33 PM 
To kaustubh joshi@se.com 
Cc "Dr Asmita Chitnis" <director@siib ac in>. Anuja Zanzad <officer@siib.ac.in> 

Dear Kaustubh Sir, 

Greetings from Symbiosis Institute of International Business! 

We hope that this email finds you and your family in good health. 

This is in reference to our discussion regarding the Guest Lecture Series. 

Getting aligned to the 'New Normal', we have started off with the Guest Lecture Series for this year 

through Webinars. 

On behalf of SIIB, I would like to extend a warm Invitation to you as a Key-Note Speaker for an Online 

Guest Lecture for the students of SIIB. We would be highly obliged to have you for the same. 

We are planning to have the session concluded in the month of September'20. Please let me know if 

it is suitable for you and the topic on which you would like to speak on. We can also provide you a list 

of topics for your reference. 

We are excited to hear you speak and gain valuable insights from the session! 

For· any further discussion, please feel free to contact me. 

Regards, 

Apoorv Pandey, +91-9935273632 

Corporate Relations and Placement Cell 

Symbiosis Institute of International Business (SIIB) 

A HinJewadi, Pune - 411057, Maharashtra P:020-22944457 

w 

Kaustubh N JOSHI <Kaustubh.Joshi@se.com> Wed, Aug 19, 2020 at 7 39 PM 
To "SIIB Placements'' <placements@siib.ac.in> 
Cc "Dr Asmrta Chitn1s" <d1rector@siib ac in>, AnuJa Zanzad <officer@siib.ac.in> 

H1 Apoorv. 
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Thanks for you very much for the call I'm extremely happy to be a part of this learning journey with 
SIIB and will share my experience with you all on the topic of 
"Key Account Management & Strategic Segments" 
I consider this could be a very connected topic 

Let's connect sometime this week to discuss about the next plan and I can block the date accordingly. 

Regards, 

Kaustubh Joshi 
Director - CPG Segment, Greater India Zone 

+91 9923799570
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S11B: Placements <placements@siib ac.in> Thu, Aug 20. 2020 at 1040 AM 
To Kaustubh N JOSHI <Kaustubh.Joshi@se.com> 
Cc: "Dr. Asmita Chitnis" <director@siib ac.in>, AnuJa Zanzad <officer@siib ac in> 

-· 

Dear Kau'stubh sir, 
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On behalf of S11B, I would like to express my gratitude to you for accepting our invitation as a key

note speaker for the Online Guest Lecture and providing us the clarity regarding the topic. 

Would connect with you today for further discussion regarding the timeline for the Guest Lecture. 

We are indeed honored to have you on board and looking forward to gaining valuable insights from 

the session. 

Regards, 

Apoorv Pandey, +91-9935273632 

Corporate Relations and Placement Cell 

Symbiosis Institute of International Business (SIIB) 

A Hinjewadi, Pune - 411057, Maharashtra P 020-22944457 

SIIB: Placements <placements@siib.ac in> Fri, Aug 21, 2020 at 1147 AM 
To Kaustubh N JOSHI <Kaustubh.Joshi@se.com> 
Cc "Dr. Asmita Chitnis" <director@siib ac in>, Anuja Zanzad <officer@siib ac.in> 

Dear Sir, 

Greetings for the day I 

It was a pleasure connecting with you over the phone call. 

As per the discussion, we are proposing the date of 19th September'20, 10:00 am onwards for the 

Online Guest Lecture. Please let me know if it is suitable for you. 

Looking forward to hearing from you and gaining valuable insights from the session. 

Regards, 

Apoorv Pandey, +91-9935273632 

Corporate Relations and Placement Cell 

Symbiosis Institute of International Business (SIIB) 

A: HinJewadi, Pune - 411057, Maharashtra P 020-22944457 

w E 
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S118: Placements <placements@siib.ac in> Fri, Sep 18, 2020 at 5 26 PM 
To Kaustubh N JOSHI <Kaustubh.Joshi@se.com> 
Cc "Dr. Asmita Chitnis" <director@siib ac in>, AnuJa Zanzad <officer@siib ac in> 

Dear Kaustubh Sir, 

Greetings from Symbiosis Institute of International Business! 

Here is the Microsoft Teams Link for your upcoming session tomorrow from 10:00 am onwards. 

We are indeed excited and are looking forward to gaining valuable insights from you. 

For any further assistance & discussion, please feel free to contact me. 

Regards, 

Apoorv Pandey, +91-9935273632 

Corporate Relations and Placement Cell 

Symbiosis Institute of International Business (511B) 

A: Hinjewadi, Pune - 411057, Maharashtra P:020-22944457 

W: www.siib.ac.in E: placements@siib.ac.in 
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WEBINAR REPORT 

Webinar Title: Key Account Management & Strategic segments

Date of Conduct: 19 th September. 2020 

Duration: 1.5 hours 

Speaker's Name & Designation: Mr. l<.austubh Joshi, Director - Strategic Customers & 
Segments 

Organization: Schneicle1· Electric 

I-IOD/Concernecl Facultv !lead: Student Relations/ Ms. Anuja Zanzad

Batch: 18 Batch 2019-21 

No of students present: 120+ 

On the 19th of September, the students of MBA-IB 2019-21 attended a guest lecture by Mr. 
Kaustubh Joshi, Director - Strategic Customers & Segments at Schneider Electric on the topic -
· Key Account Management & Strategic segments'. In his lecture, Mr. Joshi discussed what the
goals and objectives are of key account management and strategic management. He started by
discussing the fundamental meaning of key account management and how it relates to managing
relationships with strategically-important customers. He shared his insights on how key account
management increases sales velocity. He discussed how as a key account manager, we would need
LO work as a supplier or a vendor but act like a partner.

I le gave an over·view of how key management is responsible for customer retention by up-selling 
and cross-selling. He discussed ho\\ key account management is more about program management 
than prnject management. In a ver) dcLailecl manner, he cliscussecl what is expected out ofa typical 
key account manager. He explained the skills required for a successful key account ma9ager -
IQ+EQ, Collaborative Mindset, Visionary, Strong Business Acumen, Thought Leadership. 

He discussed the goals of key account management being the core strategy, sales strategy, and 
solution strategy. Towards the encl of the presentation, he also discussed strategic segments and 
sha1·ecl how companies can group their custome1·s into segments for more effective management. 
He then concluclecl the session by sha1·ing his journey from a basic sales manager to a strategic 
advisor ,vith the students. The wcbina1· concluded with a very interesting Q&A session. 

Feedback: 

I. "It was :1 really enriching session. It helped me understand very specific skills required to
. become a successful key account manager - Manjot Singh, MBA, International Business,
Batch 2019-2021.

2. ·'It was a privilege to have Mr. Kaustubh share deep insights into key account management.
,,...;,J°!H.'. session delved deep into the 11ua11ces ol"key account management and the importance
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of creating strategic segments. - Ajinkya Patwa1·dhan, MBA, International Business 

(Marketing), Batch 2019-202 I. 

Overall Feedback: The session was quite thorough and insightful and helped students understand 

the different goals, objectives and skills required for successful key account 111anage111ent. 
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Guest Lecture on Key Account Management & Strategic segments conduct on 19th September 2020 by Mr Kaustubh Joshi



Outcomes of the workshop - 

The aim of the workshop was to empowers students with right knowledge, aptitude 

and applied skills. 

The students understood the new industry trends and skilling needs in the sector. 

The interactive session with the instructor were instrumental in inculcating various 

skills of the domain.  
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