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T

he last one year has been momentous for everyone in the investment related domain. Bulls galloped
past the 60k mark with ease and enriched everyone through this experience. We at ICICI Prudential
Mutual Fund would like to thank you for partnering with us through this journey.

Over the years, we have increased our product bouquet across asset classes. Through these offerings we
have been able to deliver a good investment outcome for all our investors. In this journey, you have played a
critical part in the form of handholding investors. Thanks to your perseverance, mutual fund today has created
an edge for itself in the personal finance space.
For many of you, some of the most defining moments in personal space set course to be where you are today.
Through the ICICI Prudential Mutual Fund Striving Success Story Series, we present 11 success stories of
individuals who have not only trailblazed in their journey but also have emerged to be an inspiration and
mentors to several more around them. Through this series, we bring the human element of a successful
journey. Behind the numbers, is a story of grit, determination and an iron will to make best of the circumstances
life throws at them.
We start this series, with the stories of Abhijeet Mukharjee, Ashish Modani, B Giri Babu, Bhushan Wani, Bipin
Bihari Sinha, Deepesh Mehta, Gurmeet Singh Chadha, Hari Ghanshyam Kamat, Mehul Mahendrabhai Ravani,
Prateek Arvindbhai Shah and Rajan Nagpal. In the quarters ahead, we will be sharing more of such inspirational
stories. We hope these experiences shared become a beacon of light for all the members of the
distributor fraternity.
Finally, if you have any feedback or suggestion, feel free to reach me at aniruddha_chaudhuri@icicipruamc.com.

Striving Success
Stories
Abhijeet Mukharjee
Jharkhand

Abhijeet Mukharjee, 34, a Hazaribagh-based mutual fund
distributor manages asset worth ` 32 crore and serves
nearly 1,900 clients. With a monthly SIP book of ` 31.5
lakh, Mukharjee, who is quite passionate about MFs,
aims to help his clients create serious wealth in life.
A little over four years into the MF distribution business,
he believes there are no shortcuts to hard work.
Operating in a small town, Mukharjee is confident that
coming years will see his clients and him grow further.
After passing out from college in 2007, young Mukherjee
started his career in the insurance industry. He was good
at bringing in sales. "Through working in insurance
distribution, I had an experience in how to approach
clients and convince them. I thought I was a good
salesperson," says Mukharjee.
It was in mid-2016 when blessed with a daughter; he
embarked on a journey of self-introspection and
questioned himself if he could keep doing work like this!
“I thought I need to do something different for me, my
family, and my kid. But I didn't know what to do,"
Mukharjee reminisces.
During the time he was into insurance distribution, he had
got a hang of mutual funds. "I had an idea that mutual
funds help create enormous wealth over the long-term,"
he says. It is this thought that led him to consider MF
distribution.
Within a year of becoming a father, he quit his insurance
job and started his own distribution business in 2017. He
set up his office, AadyaYojna under his daughter's name,
Aadya. After two years, he changed it to 'The Investor's
Store'.
Coming from an insurance background, the road ahead
was not an easy one for Mukharjee. The impact of
demonetisation was everywhere.
"My relationship manager suggested selling small-cap
funds, which I did. But in 2018, when small caps went into
a tailspin, I had an unpleasant experience," he says. He

read investment-related books to enhance his
knowledge.
Meanwhile, DHFL and IL&FS crisis unfolded and
Mukharjee learned more about financial investments and
the risks involved. It was then that he got to know about
the debt side of mutual fund.
Mukharjee, good at playing cricket, observes that, for
overall team performance, players like Dravid and
Sehwag are a must. He learned that concentration of a
similar kind of schemes in clients' portfolios could be
perilous.
"So, I began diversifying the portfolio and opted for
categories like the balanced advantage wherein investors
can get the best of both asset classes - equity and debt,"
explains Mukharjee, who is continuously learning daily.
Through this journey, he realised the benefits of asset
allocation. A firm believer in India's growth story,
Mukharjee always tries to encourage his clients to invest
from a long-term perspective. He firmly believes that
understanding the importance of financial planning is of
paramount importance, he says.
“I tell clients that the products they use like motorcycles,
soaps, aata are mostly made by the companies from the
listed universe. If you invest in them, over time you will
surely create wealth," explains Mukharjee his strategy.
Though Mukharjee is new to the MF business, he is
ambitious and is looking forward to expanding his reach.
"In the next two years, my vision is to open 5-7 offices
away from my current location and reach an asset base of
Rs. 100 crore," he says passionately.
"The day when my client walks in with his/her kids and
recognises me as the person who helped him/her
achieves financial freedom, it would be a happy moment
for me. I am working towards that goal," Mukherjee sums
up with conviction.

Manages asset worth ` 32 cr and serves nearly
1900 clients. With a monthly SIP book of ` 31.5 lakh,
Abhijeet aims to help his clients in wealth creation.
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Ashish Modani
Jaipur

Ashish Modani, 41, a Jaipur-based mutual fund
distributor manages assets worth ` 1,100 crore. A
certified financial planner, Modani has over 4,000 active
clients and a 35-member team in his company - SLA
Finserv.
A self-made man from a humble family background,
Modani's 17-year journey into the mutual fund distribution
business has been quite a roller coaster ride. But his
desire for betterment of people's financial life made him a
successful entrepreneur in the mutual fund distribution
arena.
It was in 2002 when Modani started searching for jobs
after completing his CA. Post a few months of struggle,
Modani, then 23, joined the general insurance division of
a financial firm in Delhi.
However, within a year-and-a-half, he was called back
home as his family's financial condition deteriorated.
"My father informed we had fallen into financially
challenging times and must get out of it. The only
problem - I did not know what to do. Neither had I the
money nor any guidance on what I should get into," recalls
Modani.
It was then that his father suggested starting a mutual
fund distribution, since this business needed no seed
capital. "But the challenge was, I knew nothing about
mutual funds. All I knew was that I am extremely good
storyteller," he chuckles.
March 2004 marked Modani's entry into mutual fund
distribution, which he terms as 'accidental' given that the
step was out of a compulsion, he says. Markets then
were doing great as the bull run had just set in.
Soon, another personal tragedy hit Modani - he lost his
father in 2006. It was a major setback, but he remained
focused on distribution. He was barely 5 years into the
business and his assets touched ` 30 crore in 2008.
Still in his 20s, Modani thought he was too smart a
person, as he didn't face any upheavals in business.

“The markets did absolutely great between 2004 and
2007. I developed a notion that I am the one who is
intelligent and tuned into a super-optimistic and overconfident person," he admits.
Then came the 2008 crisis - wiping two-thirds of the
wealth within a year. "I had a real torturous time during
2008-14. I even thought of getting out of the business, but
soon realisation set in. On introspection, it was clear that I
lack knowledge and am probably not doing the right set of
things," says Modani.
He soon realised that his actual work was not to manage
numbers but investors' behaviour. The hard phase made
him learn about managing investors' behaviour. "Today,
with no hesitation, I can say that those tumultuous 6 years
made me what I am today," he explains.
The positive impact of the journey he embarked on was
very much visible. When the country's mutual fund
industry's total assets were static, Modani reached an
asset size of 210 crore by the start of 2014 - a sevenfold
increase since the start of 2008. His hard work had paid
off.
According to him, most investors are in for the long-term
as long as the markets are doing great. The actual role of
an advisor is to deal with an investors' irrational behaviour
with money, he says.
Modani firmly believes that a successful distributor is the
one who walks along with his investors till the time they
meet their financial goals. Along with that, one needs to
keep investing in business as well.
He emphatically says that mutual fund distributors are
blessed with perennial employment. My only advice to
my fellow distributors is Lage Raho (keep working). The
way we advise SIPs to investors, distributors need to have
long-term SIP as efforts to be successful," Modani
outlines his mantra for success.

When the country's mutual fund industry's total
assets were static, Modani reached an asset size of
210 crore by the start of 2014 - a sevenfold increase
since the start of 2008. His hard work during the
tumultuous 6 year phase had paid off.

Striving Success
Stories
B Giri Babu
Hyderabad
requires a mix of hard and smart work, with clients'
benefits placed at the top.

B Giri Babu, 40, a Hyderabad-based mutual fund
distributor, has an AUM of ` 84 crore with a monthly SIP
book of ` 90 lakh. With a focus on adding SIPs daily, he
believes mutual funds can offer solutions for life's every
financial goal.
He believes proper financial planning for clients and
continuous engagement with them is the approach that
has helped him succeed.

Over the next two years, he created an asset base of ` 6
crore. By 2016, Babu tapped into the power of
digitalisation and moved completely online for
transactions.
"The demonetisation move was a big kick. It was a
challenging phase," he recalls. Markets were in doldrums,
but Babu focused on SIP and created an SIP book of ` 10
lakh by then.

Babu, a Civil Service aspirant, was at a crossroads in 2005
after five years of continuous preparation. "I could not
crack the Civil Service. I wanted to pursue my career but
did not know what to do," he reminisces.

The journey from ` 5 crore to ` 84 crore AUM in the last
five years has been on account of his consistent
engagement efforts with existing and prospective
clients. He proudly says that all his clients are referencebased.

His friend suggested he join a financial firm. Since he was
strong in theory, Babu passed the interview and thus
entered financial sector in 2006.He was mainly selling
insurance.

"When I visit clients, I try to understand his psychology
towards money and investment, his existing investments
and liabilities. I don't talk about mutual funds, but present
to them the solutions MFs offer," says Babu.

Never satisfied, he kept changing firms until 2014 when
he met Brijesh Dalmia, a Kolkata-based successful
distributor and founder of Master Stroke, who empowers
distributors.

A passionate Babu says he is in the business of earning
investor trust. "I don't think I will ever retire. I will sustain
my passion till my last breath. Challenges will keep
coming, so will opportunities," says Babu confidently.

"I attended his session in November 2014. He changed
my perception about distribution and shed light on how to
be a successful distributor," says Babu with excitement.

He expects to touch an AUM of ` 100 crore this financial
year and an SIP book of ` 1 crore. "My SIP book should be
at least 1% of my total AUM at any point in time," he
outlines his strategy.

Babu immediately resigned from his job and started on
his own in 2015. He earlier thought that having a ` 20
crore AUM should be his lifetime goal, but the Dalmia
meeting changed his thought process. Right from the
start, he aimed for a target of Rs 100 crore and has never
looked back since.
"I did not even collect my relieving letter from my last
employer as I knew I would never need it any longer," he
quips.
Babu remembers that the early days were not an easy
one. Income generated through MF business was not
enough to run his house.
It was a slow but steady start. He was clear that this field

Summing up his success mantra, Babu, says, "Success is
not an overnight journey. Here, one has to take steps
instead of elevator if you wish to enjoy the trust of your
investors. Work hard and always remain focused on your
clients' benefits."

The journey from ` 5 crore to ` 84 crore AUM in the
last ﬁve years has been on account of his consistent
engagement efforts with existing and prospective
clients. He proudly says that all his clients are
reference-based.
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Bhushan Wani
Crescent Mutual Fund Distributors

Bhushan Wani, 39, a Pune-based mutual fund distributor,
has ` 352 crore of investors' assets. Servicing 3,000
families with a SIP monthly book of ` 3.25 crore, he is
backed by 18 years of experience in MF distribution.
Fulfilling his clients' financial goals is his utmost priority.
His satisfaction emanates from good investment
experience rendered, which keeps him both energetic
and passionate about MF distribution.
Wani's mother was into distribution of small postal
savings products since when he was just one-year-old.
This was when his father became physically differently
abled.
"We had a financial crisis to deal with. I would pick up
collections and visit customers since when I was in 4th
standard," recalls Wani, a computer teacher before
joining MF distribution.
Years later, in 2004, he joined his uncle's financial
distribution business. Having an interest in mathematics
and economics, Wani was excited about the financial
sector. Market was on a growth trajectory then, which
benefited him immensely. Initially, he faced little
problems.
“Everything was well till 2007. We had reached a SIP book
of ` 1 crore before the 2008 crisis hit," says Wani. Within 9
months, his SIP book was reduced to ` 35 lakh - a decline
of 65%. "There was a massive crack in our business - a
challenging situation," he says.
"We were definitely not experienced enough to handle
the situation then and hence could not prevent
redemptions and SIP termination," he remembers. It was
an experience which made us learn about the business,
he adds.
As Wani's experience and learning grew, he started
implementing the same in his business. "We learned that
though we have HNI clients, we can't rely on them alone.
Rather, we need to increase retail participation," he
observes.
Lessons from the 2008 crisis ensured that Wani was
better equipped to deal with investors when the
pandemic struck.
In March 2020, when markets plummeted amidst the
Coronavirus, Wani and his team of 15 worked hard (first
lockdown) and collected a SIP contribution of ` 48 lakh
and a lump sum of ` 22 crore. "Remarkably, there was no
redemption during that phase," he quips.

For clients' financial planning, Wani believes in his own
research and analysis. Out of the hundreds of schemes
offered by the mutual fund sector, Wani has filtered 48
schemes that he primarily recommends. "I try to analyse
the holdings of schemes and understand the business
cycle of companies. I think investors should remain
invested at least for 6 years to get the best experience,"
he explains.
With fully digitalised operations, Wani strongly
recommends averaging of investments since inception.
A SIP of ` 5000, for instance, is divided into 5 parts and he
makes sure investors get units on five different days. "If
the SIP amount is higher, I try to allocate it throughout the
month so my investors get the best cost averaging,"
he says.
Having his investors spread across the country and globe,
the SIP amount ranges from ` 500 to over ` 60 lakh per
month. He considers all investors equal, irrespective of
their investment amount. According to him, investors
mature.
"An informed and educated investor gets the best
experience. I have learned, during all these years, that
guidance and education is a continuous process. You
need to keep handholding your clients," says Wani.
Wani is amidst a business expansion mode right now and
soon be opening offices in Chiplun and Nashik. He
expects to reach an AUM of ` 2,000 crore in the next five
years.
"My vision is to reach out to economically lower stratum
of the society and encourage them to start a SIP of, say,
` 1,000-2,000. It's a phenomenal and emotionally
enriching experience when you see your investors reach
their financial goals.
It is immensely satisfying, and that's the force which
instils energy and keeps me passionate about my
business," he says proudly.
He expresses deep gratitude towards his uncle Mr.
Dinesh Kothawade who brought him in this business &
towards his mother who transformed him into an
effective orator.
Summing up his success mantra, he shares, - Change is
the only constant and you have to follow the change to
stay relevant and grounded.

Expecting to reach an AUM of ` 2,000 crore in the
next ﬁve years, Wani believes, Change is the only
constant and you have to follow the change to stay
relevant and grounded.
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Bipin Bihari Sinha
SSS Distributors Pvt. Ltd.
a time when I had to prepare them mentally, and that's
where continuous education and engagement with
clients helped," explains Sinha.
Bipin Sinha, 50, a Jodhpur-based mutual fund distributor,
has investors' assets worth ` 270 crore and services
nearly 6,000 clients of the Indian Army. Founder of SSS
Distributors Private Ltd, Sinha has been in MF distribution
for about 17 years and has a strong monthly SIP book of
` 3 crore.
He quit his job early as a Mining Engineer and joined the
financial sector, which had always excited him. He
considers MF distribution business as a social service
towards building the nation.
When in his mid-20s, Sinha had to donate one of his
kidneys in 1995 to his ailing father, who was an Air Force
personnel.
"It was then that I left the job as a Mining Engineer and
entered the financial sector. In my early days, I worked at
different financial companies and gained invaluable
experience," says Sinha, who had once aspired to be an
economist.
It was in 2005 that he got his ARN and began the MF
distribution journey. "Mis-selling of financial products,
especially insurance product was very rampant then. My
aim was to help people develop a robust financial plan so
that they can generate a passive income," recalls Sinha.
Right from the start, he focused on handholding clients
through understanding the financial system rather than
selling a product. This helped clients successfully
understand the difference between functioning of
products such as mutual funds, insurance, etc.
"This approach has been very successful because of
which there is no dearth of referrals," adds Sinha.
While believing in the cost averaging theory, he has
constantly used the SIP and STP model to help clients
with their financial requirements. Even lump sum
investment was divided into several smaller amounts so
that clients can average their cost of investment.
"Because of this strategy, I could fairly escape from the
2008 global financial crisis. It would be unfair to say that
my clients did not panic during the market crash, but I
explained to them that markets don't grow linearly.
Rather, one should use such dips to buy more units. It was

Sinha believes one needs to be strict with investors.
According to him, a distributor's work is not only to
manage investors' funds but also their behaviour. "I told
them if you want to punish yourself, you may withdraw,"
he laughs.
When interacting with new investors, one question which
Sinha poses to every client is whether they are prepared
to see the value of their money going into negative
territory. “If they say no, I straight forward tell them you
have come to a wrong place," he pinpoints.
He categorically mentions that he never believed in
convincing customers but in filtering customers. And
probably it is this model of working which has helped him
sustain and grow successfully.
Sinha witnessed several regulatory changes starting from
the entry load ban in 2009, curbs on upfront, direct
investment and many more.
Owing to these changes, while there were some tough
times in between, he has sailed through them all.
"Regulatory changes are not in your hands, so why worry
about it. Every regulatory change was for the betterment
of the industry and all stakeholders," he explains.
Using technology, he believes, has enabled him in
servicing clients in a better manner. His two sons, both
computer engineers, have joined the MF distribution
business as they believe MF distribution is a rewarding
business. The only caveat being that one needs to work
hard consistently and incremental growth and income
will come your way gradually.
Summing up his success mantra, Sinha points out," An
MF distributor has to first think of his client's well-being. If
you do the opposite, you are thinking neither of your
benefit nor investors'."

Serves nearly 6000 Indian Army clientele. He
strongly believes that a MF distributor has to ﬁrst
think of his client's well-being. If you do the
opposite, you are thinking neither of your beneﬁt nor
investors.
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Stories
Deepesh Mehta
Happy Investor Finserv LLP
just 23 then and his words affected me. I never looked
back since then," he adds.

Deepesh Mehta, 36, a Bangalore-based Mutual Fund
Distributor, manages investors' assets worth ` 185 crore
in his mutual fund distribution business over the last 14
years.

Mehta kept honing his skills to manage clients and
maintained a continuous thrust on SIP. And it worked.
Through the meltdown, his clients had been
accumulating units at lower levels, and the corpus
eventually started adding up.

Serving over 360 clients/families, Mehta's one-and-a-halfdecade professional journey has not been a smooth sail.
His persistence, passion and the desire to do well for his
clients have helped him cross several tough times.

He capitalised on technology to reach out to clients,
removing geographical barriers. As he progressed and
gained experience, his investors started seeing the
impact of compounding on their investments, which
made them take mutual funds more seriously.

It all began in 2006. Mehta, a fresh graduate searching for
jobs, landed up with a financial firm to distribute financial
products. Barely a year later, he founded his own firm,
Grow Wealth, in 2007 and started a full-fledged
distribution of mutual funds.

Otherwise, he reminisces, "Earlier, no one took me
seriously as I was too young, and most of the investors
did not see mutual funds as a serious investment
product. I am happy I could change that perception."

He recalls, "I wasn't very specific about where I should be
going. Those days, markets were booming and
everybody was talking about stocks and mutual funds. I
thought; why not explore opportunities in the financial
distribution market!"

Mehta, author of the book 'Power Your Child's Financial
Future', recently converted his firm into Happy Investor
Finserv, a limited liability partnership (LLP) firm along with
his wife.
His firm belief that mutual funds provide solutions to
every financial goal has kept on propelling him ahead.

Mehta's journey began on a simple note. He did all the
operational work - filling, collecting and submitting forms,
along with continuous client meetings. This helped him
understand the nuances of distribution business well. To
begin with, he worked on references.

Despite all the hurdles and tightening regulatory
changes, Mehta did not give up and took every challenge
as an opportunity.

However, within one year of starting his venture, the 2008
global financial crisis hit the market. It was a big jolt to a
budding distributor like Mehta.

"If the client is on your side, nothing can derail you.
Investors need an entity who can guide them about their
investments and that's where I make myself useful," says
Mehta.

"Times were tough. Nearly 60-65% of the money got
wiped out during the 2008 financial crisis. It was difficult
to convince investors to invest. What saved me was the
fact that most of my clients' money was invested through
SIP mode and luckily I did not have many investors then. I
understood handholding of investors at such times was a
must," says Mehta.
When the 2008 crisis was unfolding, a ray of guidance
came to Mehta from an old gentleman who was nearing
60. Mehta calls it a 'fortunate' moment in crisis.
"He advised me not to give up and added that the financial
distribution business has a bright future and should be
pursued as a career option for the next 3-4 decades. I was

His mantra is investors are supreme. Think and talk about
their benefits, and client trust will follow. He signs off by
succinctly summing up his journey,
"A combination of trust, service, knowledge and
competency has helped me grow as a successful mutual
fund distributor."

Serving over 360 clients/ families, Mehta believes A
combination of trust, service, knowledge and
competency has helped me grow as a successful
mutual fund distributor.
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Stories
Gurmeet Singh
Chadha &
Kshitiz Mahajan
Complete Circle Capital Pvt. Ltd.

Gurmeet Chadha, 41, a Delhi-based MF distributor and
co-founder of Complete Circle Capital manages an asset
base of ` 1,350 crore in mutual fund. His solid financial
background and motto of 'Client First' and a strong desire
to create wealth for all stakeholders helped him grow as a
successful MF distributor.
As an MBA graduate, Gurmeet began his career with a
cement firm in 2002. Soon he switched to a private bank
in 2004 and then joined a mutual fund company before
jumping back to a foreign bank in 2012. Exposure to the
financial industry made Gurmeet well versed in financial
products.
During the early phase of this journey, he met Kshitiz
Mahajan. An engineer with diverse experience across
industries, Mahajan became his business partner. "Both
of us were cement guys before shifting to the financial
sector," chuckles Gurmeet.
It was in 2015, Gurmeet and Kshitiz started their own firm.
It was a challenge for both of them as, after nearly oneand-a-half decades as employed professionals; they
were stepping into entrepreneurship.
"We had a bit of a nervous start. There was a feeling were
we taking the right call? A break from a normal office
routine made us a bit uneasy. Our salary stopped, and we
were continuously burning cash," recalls Gurmeet. He
adds it was more of a mental battle.
But they were clear that MF distribution needs to be done
differently. This is where Mahajan's decade long
experience in asset management industry came in handy.
They decided that a strong content and research driven
approach is the way to go. This resulted in them heavily
investing in technology from day one. In the first 8 months
of setting office, they spent around ` 25-30 lakh.
"We ran out of our pockets during the first few months.
We were nervous but very confident of scaling up the
business. We broke even in May 2016 and since then
there was no looking back. We learned that this business
has an element of the waiting game," explains Gurmeet.
Since both were from the financial sector background,
access to clients was easy. People had seen and
interacted with them over the last decade. "We were

extremely relationship-driven and less of revenue-driven.
We knew that scale will take care of the revenues," says
Gurmeet.
The hard work paid out. The AUM stood ` 50 crore in FY16
which jumped to ` 225 crore in FY17. Before the Covid
pandemic hit, they already touched an asset size of Rs
900 crore in FY20.
Three things that worked in the duo's favour were their
product background, relationship-building skills, and their
close interaction with the fund industry's fund managers,
which helped them identify early trends. Research and
good content have always been their strong point.
"I think our industry background, experience across the
sectors and connect with clients helped us scale up
faster," says Gurmeet.
Leveraging technology for a better experience for clients
worked well. The duo made sure they should have
visibility on social media platforms which helped in
inward traffic of clients. Nearly 70-80% of their retail
clients are because of the use of technology.
"We have strong referral relationships. If I did investments
for 10 clients, the number turned 100 in no time. Access
to clients is not a problem, we need to build on it," adds
Gurmeet. He proudly says that there is not more than
0.1% attrition in his client base.
A firm believer in India's growth story, Gurmeet believes
mutual funds are the most beautiful under-rated
instrument for wealth creation. It is for all age groups and
all segments of investors.
In the future, Gurmeet and Kshitiz aim to reach an asset
size of ` 5,000 crore by 2025 and aspire to list the
company. They aim to have an asset management arm as
well. While doing so, they agree to the mantra of sticking
to investment basics.
A strong asset allocation strategy helps us to navigate our
clients during troubled times, says Gurmeet who treats
himself more like a risk manager for investors' assets.
"What is good for the client is eventually good for us," says
Gurmeet summing up his success journey.

Aims to reach an asset size of ` 5,000 crore by 2025
and aspiring to list the company, they strongly agree
to the mantra of sticking to investment basics.
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Hari Ghanshyam
Kamat
Goa

forms and collect an entire investor's cheque book before
the ECS mandate came into effect.

Hari Ghanshyam Kamat, 62, a Panaji-based mutual fund
distributor; manages ` 890 crore of investors' assets.
Even though Kamat has been in the financial distribution
business since 1983, he switched to mutual funds in 2002
and is proud to make 280 of his clients 'Crorepati.

By 2006-07, there was increased traction for mutual funds
among investors. "Then there was a boom followed by a
deep fall of 2008-09," he reminisces. It was a new learning
for him. Being a person of positive disposition, Kamat
saw every challenge as an opportunity. He ensured SIP
always remained the preferred mode of investment for
his clients. By 2015-16, his AUM size touched ` 400
crores.

His firm HGK Investment Avenue caters to 5,600 clients
and has a monthly SIP book of ` 1.85 crore. Kamat's firm
belief and conviction that MFs are the best tool for
generating wealth helped him become a successful MF
distributor.

Devoting time to investors is a must for him. There are no
short-cuts when it comes to servicing clients. "There is
not a single black spot in my entire distribution journey
where an investor, whether old or new, got orphaned.
Never." Kamat says proudly.

A commerce graduate, Kamat was clear from day one
that he will make financial distribution his profession.
Back in early 80s, a profession in financial distribution
was at its infancy, but that did not dither Kamat from
pursuing it as a career.

As he gained experience, Kamat capitalised on
technology for ease and better investor experience.
Today, he has proprietary software, runs a website and
has a mobile application through which his investors can
track their wealth creation journey.

Initially, he was into selling traditional investment
products like insurance, postal deposits, and provident
funds. By late 90s, he got a hang of mutual funds which to
him was a new investment product. He shares that he
never shied away from embracing new ideas which could
prove beneficial for his clients.

To him, Safety, Support and Relations are the three key
aspects of this business. "My client trusts me, so I
consider it my foremost duty to make sure his money is
safe with me. I always endeavour to constant follow up
with clients, which aids in creating a long-lasting
relationship as well. Most of my young clients now are
3rd generation investors - that's a legacy I have created,"
Kamat outlines his mantra.

"I felt people were not creating wealth by opting for
traditional investments. At the same time, I was aware of
families which made serious wealth by investing in
equities. Over years, I could see at close quarters how
equities were aiding in wealth generation," Kamat recalls.
So, after two decades of starting his distribution career,
Kamat moved to mutual funds.
The point of attraction towards mutual fund for me then
was SIP, a provision to invest small sums regularly, which
over time had the potential to create wealth for investors,
he adds. It convinced him that equities could deliver
growth and, as a result, started his own investments
through SIP by 2003.
Despite his two decade long experience in dealing with
investors, MF distribution posed its own unique
challenges, at least in the initial phase.
"People were reluctant to invest in mutual fund those
days. In my initial years, I hardly got any mutual fund
clients, but I stayed put. Even though there was no lack of
efforts, the new business showed no signs of growth," he
laughs. He fondly remembers a time when he used to fill

He considers MF distribution as social work. "Nobody
could visualise that MF industry could create so much
wealth for investors. Even I and the clients themselves did
not expect they could be crorepatis just by investing,”
chuckles Kamat.
According to him, there is no retirement in this
profession. So, a new distributor should work hard and
focus on improving his/her knowledge and work towards
earning the trust and confidence of their investors. This
will ensure growth of all parties involved.
He adds that "When your investors' experiences are good,
you feel good. If they make money, so will you." Kamat
sums up.

Hari always ensured that SIP remained the preferred
mode of investment for his clients and by 2015-16,
his AUM size touched ` 400 crores.
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Mehul Ravani, 42, a Rajkot-based mutual fund distributor,
manages ` 103 crore of assets and serves 700 families.
Founder of Arihant Investment, Ravani has an experience
of 17 years in MF distribution business and runs a
monthly SIP book of ` 45 lakh.
With the sole focus on investors' benefits, he saw several
difficulties in his business. However, his positivity,
continuous learning, ability to self-examine and correct
his mistakes helped him become a successful MF
distributor.
From a financially weak background, Ravani learnt the
importance of money early. "My family's income was
minuscule. Father had a private job while my mother
made paapad, masaale and agarbatti. I would distribute
them among nearby households," says Ravani.
By the time he was 18-19 years, he tried his hand at selling
rakhi, kites and firecrackers. "When you are saddled with
responsibilities early on, you mature ahead of your age.
This has a bearing on all your future decisions," he adds.
He was clear he wants t get into a business which could
help sustain his family.
In 2000, Ravani tried his hands at distribution of post
office products and other small saving schemes. Riding
his Atlas cycle, he conducted his business. By 2003, his
senior distributor friends introduced him to selling mutual
funds.
"They guided that the time for investing into equities has
arrived, so you too should start encouraging investors to
opt for mutual funds," he recalls. And thus the MF journey
began.
As with any beginner, it was not an easy ride. But what
kept him going is the urge that everyone who transacts
with him should create wealth, says Ravani.
"My seniors taught me not to focus on commission; else
my business will not grow. Now, I realise I was fortunate
to learn this right at the beginning. I can proudly say that I
have not seen the commission structure of any AMC," he
explains.
During 2004-2008, Ravani was selling NFOs to investors.
His AUM stood at about ` 8 crore. Lump sum and STP
were his go-to approach. "But when the 2008 crisis came,

value of the investments made eroded by more than half.
Investors blamed me and questioned me about my
investment judgement.
It was then that I realised the hard way that client
handholding is required and focus should be on meeting
their financial goals," he recalls. It was an eye opener, but
some mistakes were already made, though unknowingly.
The road ahead was challenging, but Ravani had no
choice but to continue his business. Crisis made him
work harder because of which he could attract investors
during 2009-11. However, his AUM remained static as
investors redeemed whenever the market went up. "I
thought, what's the way out from here?” says Ravani.
This is when he shifted focus to SIP, and soon his clients
could see its benefits. "I matured in MF with time. The
steep learning curve made me confident and over time
investor trust grew," he says. By the beginning of 2020,
Ravani reached an AUM of ` 70 crore.
Experiences taught him that basics should never be
diluted. Asset allocation, diversification, risk profile and
services are some key basic investing principles in MF.
Over the years, he adopted technology to service his
client better, which led to more inflows.
In 2020, when lockdown was imposed, his AUM declined
to ` 50 crore on account of market correction and some
redemption.
"We did not pause for even a single day during lockdown.
We used online platforms to connect and meet our
existing clients and also brought in new clients," says
Ravani. Since then, his AUM has more than doubled to
over 100 crores, all thanks to the constant outreach
during the lockdown period.
“The crisis was an opportunity. Learning from the 2008
phase, we handheld our clients' and made them believe
we are there to take care of their investment," he adds.
If clients are happy, there is no reason you won't be happy.
Think good about your investors, other things will fall in
line, Ravani sums up his success mantra.

We did not pause for even a single day during
lockdown. We used online platforms to connect and
meet our existing clients and also brought in new
clients," since then, my AUM has more than doubled
to over 100 crores.
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Pratik Shah, 47, a Bharuch-based mutual fund distributor,
manages assets worth ` 220 crore. With over 9,000 SIPs,
Shah, founder of Acute Assurance Service, has a monthly
SIP book of ` 2.15 crore. A textile engineer by
qualification, Shah has an experience of nearly two
decades of MF distribution business.
He believes he is not in the business to sell mutual funds,
but to offer investment solutions to investors to fulfil their
financial goals. His belief in earning trust and credit over
money has put him on a successful growth trajectory.
As a fresh college pass out, Shah joined a textile firm in
1996. His father, a teacher by profession, had been into
insurance distribution since the early 70s. However, Shah
lost his father in a road accident in 1998. In his mid-20s
now, he left his full-time job to take continue his father's
business.
He wrote handwritten postcards to all the clients whose
data he could dig out from the old records. "Basically, I did
only servicing till 2002 - assuring clients not to worry
about my father's absence," says Shah. It was only in the
year 2000 that he started his career in financial
distribution.
In 2002, Shah registered for MF distribution and set up his
office. But it was difficult for him to bring in investors.
"Investors with an insurance mindset had a different view
put together for MFs. It was tough to convince. I was
naïve in MF distribution," says Shah. Many suggested him
not to do the MF business and stick to insurance, but
Shah gave no heed.
It was only in 2005 that he could see traction from
investors in MFs. He joined a national distributor to learn
the nuances of this new business. However, that turned
out to be a poor decision.
"I learned nothing, as I was just asked to sell products. All I
knew was MFs create wealth in the long-term. I did big
lump sum collections selling NFOs as suggested during
2005-08. I wonder how I brought so much business," he
laughs.
When the financial crisis hit in 2008, Shah did not know
that he had to handhold clients at such tumultuous times.

"Actually, I was not trained to deal with clients. I was just a
seller of products. The crisis taught me how to take care
of investors and helped me mature in this trade," Shah
adds.
It was painful for Shah when he learnt what happened
with the investors during the financial crisis. "I was
constantly thinking of everything I did. I am thankful to
God that He gave me the taste of crisis early in my career
as crisis teaches you the hard way," he explains.
As a result, he quit the national distributor. By then, Shah
had realized the mistakes he made while selling MFs. He
admits that till 2008 he did not know the concept of SIP.
"I was only after lump sum investment - that was a big
mistake," he says.
Shah primarily focused on SIP since 2009 as he
understood the benefits and realised that it was less risky
than lump sum.
And since then, there was no looking back. He befriended
technology to aid his growth and reach and made sure
that those clients who lost money during the 2008 crisis
made their future investment only via SIPs. He started
investing more time in discussing financial planning with
his clients.
"I preferred not to onboard clients who showed no
commitment to financial goals and did not understand
long-term wealth generation story," he says confidently.
I consider clients' money as my money. This makes me
careful and brings me closer to my investors, he adds.
Shah, now more confident, passionate and active, says
it's easy to earn money but hard to earn trust.
According to him, developing trust, patience and keeping
investors disciplined is the mantra of his success. For
that, you need to have a continuous engagement with
clients.
“The biggest source of happiness for me is when my
investors meet their financial goals comfortable. Nothing
can be compared to that feeling of fulfilment," says Shah.

Managing assets worth ` 220 crore, Shah strongly
believes that developing trust, patience and keeping
investors disciplined is the mantra to success.
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Rajan Nagpal, 40, a Panipat-based mutual fund distributor
for the last 8 years; manages an AUM of ` 100 crore. With
a focus on retail, he currently services nearly 700 clients
and has a monthly SIP book size of ` 70 lakh. His passion
and firm belief, along with an absolute focus on client's
benefits, has made him a success story.
During his college days, Nagpal was fairly sure that he will
continue his father's blanket business. However, tragedy
struck in 2001 when his father passed away and Nagpal
could not take the business forward. Just 20-year-old
then, he did not know what to do.
After passing out from college in 2002, he got into
insurance distribution business and was introduced to
the world of financial products.
“By 2009, I realised that insurance distribution was not
enough and there was a need to expand the product
base," Nagpal explains. He devoted his time to read
finance-related literature.
In 2013, Nagpal stepped into MF distribution. It was quite
a change for him, given his insurance background. "It was
challenging, as I had to learn on the go. Financial
distribution is a business of trust, which comes only with
time," he points out. Nagpal had to create a new market
and thus started meeting people for investment in mutual
funds.
"The question I was most often asked was-Why should I
give you any business? To this my response was whether
you trust me with your investment, I will keep meeting
you regularly," he laughs.
Over time, thanks to his work ethic, Nagpal won the
potential investor trust and investment slowly followed
along with referral businesses, adds Nagpal.
According to him, "In distribution business, referrals are
very important. It is like creating a long chain. The client
feels connected and is ready to trust you when you go
through a reference."
In the early phase of his career, Nagpal learned a
distributor can't afford to stop meeting clients. "The day I
stop, the downfall begins," he says.
Lack of asset allocation in investors' portfolios is

something that worries Nagpal. He says people tend to
have concentrated asset class exposure, which could be
very dangerous.
"While doing financial planning, I educate investors about
the benefits of SIP and why asset allocation is important. I
can't afford to mis-sell to clients. It will backfire," says
Nagpal. Since people in India are underweight on equity, it
is an enormous challenge to explain why investments in
equity products are important and how it can aid in wealth
creation, he adds.
In 2018, already five years into the MF business, Nagpal
faced some challenging times. His investors started
asking him about returns.
"I remember returns were 6-7% even after 5-6 years of
investments. Many of the clients countered me saying
that if they had done PPF or VPF, they would have
generated far better returns," he recalls.
It was here investor education kicked in. "I kept explaining
to my investors, showing the last 20 years' return record. I
told them equities will perform, but you need to wait.
Essentially, I was educating them on the patience part of
investments. And it worked, 95% of my investors stayed
put," says a confident Nagpal.
All those investors are quite happy now as the markets
did well in the last two years, pushing the compounded
returns to beyond 15%.
“This positive turn of events has aided in strengthening
relationship with several of my clients. They understood I
will always prioritise their benefits and thus their trust,
confidence and willingness to remain with me has
improved further," he adds.
Nagpal does not believe in chasing AUM targets. "I will be
a salesperson then, which I am not," he says with a firm
voice. With targets, you create expectations which may
hamper business, work ethics, and my relations. It won't
be good for anybody, he adds.
Outlining his success mantra, Nagpal sums up, "Keep
working towards your clients' interest. AUM will follow.
Ultimately, what is good for clients is good for you."

Managing an AUM of ` 100 crore, Rajan strongly
believes while doing ﬁnancial planning educating
investors about the beneﬁts of SIP and asset
allocation is really important.

