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Selling through History
By VRUNDA PATHARE, Godrej Archives

A

t Godrej, great importance was attached to the Sales Force and the
Sales & Service network even in the pre-independence era. Let’s
revisit the past…
Right from inception, both Ardeshir and Pirojsha attached an equal
importance to selling. Besides direct sales, Godrej also started
participating in industrial exhibitions as early as 1902 and demonstrations
and fire tests were regularly conducted to promote sales. In Mumbai,
sales were carried out through two showrooms at Kalbadevi and Fort.
To cover all India sales, branches were set up all over India. In the year
1926, Kolkata branch — which was the first branch outside Mumbai —
was opened. Later, branches at Delhi (1930), Madras (1931), Hyderabad
and Kanpur (1939) came into existence. 1939 onwards, for 27 years no
new branches were opened.
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During Pirojsha’s time, much emphasis was laid on nurturing this network
of branches. For tapping the unexplored market, wholesale dealers were
appointed across the country. In the year 1936, Pirojsha appointed
Sanat Kumar as the dealer of all Godrej products in Rajkot. The SRS
Bros in Madurai, B. N. Rama and Co. in Allahabad, N. P. Vyas and Co.,
Asansol were the earliest dealers appointed prior to independence. The
network of dealers continued to grow in the years that followed. The
dealers were accorded much respect and were treated as partners for the
company’s growth. The close relationship that ensued was significantly
responsible for Godrej’s growth and success ever since.
Godrej owes its success to yet another force- its Sales Force. The Godrej
salespeople- through their constant interactions with customers- created
a favourable market for Godrej products. Here it will be interesting to
mention Gandhiji’s son Hiralal offered his services to sell Godrej soaps
and worked as a Godrej salesman for a considerable amount of time
during 1920s-30s. During pre-independence period, selling was more
instinctive and intuitive.
Our Sales Office was located in Lalbaug till 1970s and R. K. Sanjana, the
sales manager, used to spearhead the sales team that included talented
sales personnel like Mr. Abbas Aly, Mr. Irani, Mr. Guzder and many more.
From the records of late 40s and early 50s, we learnt that it was tough to
convince the customers to buy steel cupboards as they were more expensive
than wooden cupboards and so was the case with our steel furniture.
R. K. Sanjana impressed upon his team that ‘a master salesman is one
who knows how to create demand for what he is selling’. To motivate
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Sales Team, Lalbaug, 1950
Lalbaug Sales Office, May 1950
Sitting in front: From L to R:
J. A. Kharas, R. K. Sanjana and
Prabhavalkar
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his Sales Force, he had issued a
circular stating that such situation
calls for good salesmanship skills
for convincing the customer
how it will be profitable to invest
in high-quality Godrej furniture.
Also our salespeople were very
good at making offers against
Government tenders and winning
them.
R. K. Sanjana as the Sales
Manager of G&B had a great
knack of saying what he wanted
to say using different means. In
1965, he had circulated a story
of an American salesman which
is reproduced here to convey the
point that in challenging times,
it would be better if we focused
on the substance of selling
than wasting our efforts in mere
trappings.
Under
the
leadership
of
Dr. Hathi, who succeded
R. K. Sanjana, the sales function
at G&B was modernised and
made more dynamic to meet the
new challenges.
Godrej always had a tradition
of selling well and strongly and
salespeople have played a
remarkable role in G&B’s success
over the years.
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