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Company Spotlight 
Sonal Sales Corporation 
 
The best part about distributing a product worldwide is the relationships that develop as a result.  We feel 
that we have “friends” all over the world.  Some of these “friends” spend a lot of time and money 
promoting the Salamander product and we think they deserve some well-meaning credit for their efforts.   
 
One of these companies is the Sonal Sales Corporation located in Mumbai, India.  Sonal has been 
distributing Salamander Ceramic Emitters since 1995, and most recently exhibited in Elecrama 2002 held 
at the National Exhibition Centre in Mumbai, India.  Pictured below are Mr. Ravi, left, and partners, Mr. 
Jignesh Jhaveri (center) and Mr. Jaywant Gandi, on the right, taken at their stall.  They also passed out a 
unique and informative piece of literature that serves as a handy and durable reference guide to the entire 
product line.  Pictured on the back, the literature folds neatly to pocket size and has a laminated, protected 
surface. 
 
Sonal Sales was founded in 1975 and sells to the entire country of India.    They are a family owned and 
operated business, with four family members involved with the company.  They serve their customers well 
by keeping us aware of quality issues, customer needs and concerns.   
 
Despite the distance and language differences, we have always had open and continuous communication 
with Sonal Sales.  They, in turn, communicate with their customers through trade shows, literature, and an 
up-to-date website found at www.InfraredElements.com. 
 



Infrared Internationale of North America, Ltd. 
Sales office: Electric Heating Assoc., Inc. 
5880 Alpine Ave. NW, Comstock Park, MI  49321, USA, Tel: 616-784-1121, 800-442-2581 
Fax: 616-784-7775, E-mail: sales@infraredheaters.com, Website: www.InfraredHeaters.com 

 How do you rate as a Distributor? 
 
Sonal Sales is a good example of a top-rate distributor.   Whether you distribute ceramic heating elements 
or any other product, if you want to be successful and have a good working relationship with your vendor, 
you will need to meet at least most of the following criteria: 
 
Loyalty-  Do you sell only their product or other competitive products?  If you are selling competitive 
brands, ask yourself why, and share this information with your vendor.  You may be helping him improve 
his product and/or method of distribution. 
 
Stock-  Are you stocking the product?  Oftentimes, you can’t sell it if you don’t have it. 
Discuss common stock levels and stocking programs with your vendor. 
 
Product Knowledge-  It’s a common fact that people sell what they know best.  Are you comfortable with 
your knowledge of the product?  Consult with the vendor about available training.  Visit the factory, if 
possible, and study their literature and website. 
 
Leads or referrals-  Do you follow up on all leads sent to you?  Do you report back to the vendor? 
 
Literature Distribution-  Literature is expensive to produce and should not be handed out casually.  Do 
you follow up on literature that is sent or given out? 
 
Communication-  Do you have regular communication with the vendor? 
 
Promotion-  How do you promote their product? 
 
Methods to Increase Sales-  Do you set sales goals?  Do you have a marketing plan?  Are they reviewed 
annually? 


