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	 (Sr. Management Professional)
Sales / Marketing Management
Technical Sales Management

Strategy / Business Development
Investment / Project Management
	
	


Profile
Highly versatile, result driven, multi-faceted Management professional deeply involved in various functions of Chemical industry having 16 years of hands-on-experience in International Sales & Marketing, Technical sales, Business Development, Process / Production Management, Project development & management, Investment planning for Oil & Gas, Petrochemicals, Chemical and Specialty chemical industries.
Management Specialties 

· International Technical Sales, Marketing & Business Management

· Technology Licenses & Technical package Management
· Strategic Project decision / Management

· Business strategy development / management

· Global & Local key account management
· Investment planning process for different SBUs
· Country / Region Market strategy development

· Multi-million tenders / Contracts management
Competencies / Personal traits
· Strong analytical skills, efficient managerial skills, highly developed marketing strategies, thorough understanding of Chemical value chain and the different functional areas of the Chemical industry.
· High inter-personnel skills, team-handling capabilities, efficient reporting / presentation / communication skills.
· Managing the business through dedicated sales teams and sales channels via network of distributors/agents/traders.
· Market mapping, segmentations, market surveys, contracts management, product launching skills and business development.
· Good understanding of various allied functions of the industry like Investment planning, Project management, Finance, Logistics, Credit management etc
· Structured working knowledge in large multicultural environments and strong understanding of integration between various disciplines.
· Good network of high dignitaries and relationship with multi-level management in chemical industry.
Educational Qualifications

· B.E (Chemical) from Mumbai University passed with First Class in 1998
· PGDBA (Marketing) from Symbiosis, Pune passed with First Class in 2005
· PG Diploma in eCommerce from Boston passed with “A” grade in 2001

Career Progression
1. Account Manager - Chemicals 


(Aug 2007 to Aug 2014 : 7 years)
BASF, Saudi Arabia


BASF headquartered in Germany is 150 yr old, world’s leading Chemical producers with 112,000 employees, 6 Verbund sites, 376 additional production sites across the globe with sales of € 74 billion.
Heading for Saudi Arabian region responsible for Sales of bulk & technical chemicals / catalysts, Marketing, Technology Licensing, New Investments, Business Development and Project management for portfolio of Chemicals like Amines, Diols, Acids, Polyalcohols, Acrylics, Plasticizers, Solvents, Monomers, Inorganics etc and technology based Gas Treatment solutions & Process Catalysts for the industries like Gas processing, Oilfield Chemicals, Petrochemicals, and the diverse industry requiring bulk chemicals as raw materials/ingredients for their process.
2. Business Manager 


(Dec 2005 to Aug 2007 : 1 year 9 months )
YBA Kanoo, Saudi Arabia


YBA Kanoo is an ISO 9001 organization with 125yrs of strong presence in Middle East operating in the fields of Oil & Gas, Chemicals, Shipping, Logistics, Insurance, Machinery etc. 
Working for the Chemicals division in Saudi Arabia responsible for technical bulk sales / business development for Arkema, Croda, Deepwater Chemicals etc through stock & distribution, indent sales of organic peroxides, plastic additives, solvents, speciality chemicals focusing Petrochemical, Chemical and allied industries.
3. Business Development Manager 
(May 2004 to Nov 2005 : 1 year 6 months )
Celebrity Chemicals, UAE


Celebrity Chemicals is the leading Stockiest or Trader based at Sharjah offering Industrial and Speciality Chemicals though stock & distribution.

Responsible for the sales & distribution of chemicals, new business development with addition of new suppliers & clients and ideas of developing the business catering the products to the Food & Feed, Water & Waste water treatment, Paint, Inks, Pharmaceuticals industry.
4. Marketing Manager 


(Jan 2002 to April 2004 : 2 year 3 months )
Tradewell FZE, UAE


Tradewell is an international trading company specialized in marketing & distribution of raw, intermediate & end user chemicals, equipment & accessories mainly for Chemical & allied Industries.
Responsible for technical sales & logistics of Chemicals and Engineering products from principle vendors and other suppliers catering to the Chemical and allied industries across UAE and other Gulf countries with additional responsibilities to develop new suppliers, customers and products for a broad range of industries.
5. Product Development Manager

(Aug 2000 to Jan 2002 : 1 year 6 months )
Alkyl Amines Chemicals Ltd, India


Alkyl Amines the largest manufacturer of primary/secondary/tertiary Amines, Amine derivatives, Amides and specialty amines in India
Working for New Business Development dept, responsible for identifying new molecules in close cooperation with R&D, Process, purchase depts of clientele in Pharma, Water treatment, Agrochemicals, dyes industries and development of chemicals from laboratory scale to bulk production working in tandem with QC, Process, Operations and senior management.

6. Shift Incharge



(Mar 1998 to Aug 2000 : 2 year 6 months )
Sun Petrochemicals Pvt Ltd, India


Part of Sun Pharma Group engaged in manufacturing high quality battery grade Acetylene Carbon Black from Acetylene gas received from the neighboring Reliance Industries Ltd.
Joined at the erection stage of the project, had received tremendous exposure on project management working with EPCs like Chemtex, Linde and verifying the designs, receiving one month operational / troubleshooting training at South Africa, commissioning and then successful startup. Further responsibility was to operate the plant at design capacity with efforts to optimize the energy, utilities etc.
Proven Job Roles 
Technical Sales & Marketing Management:

· Planning & preparing annual budgets per SBU and agreeing on the KPIs like NS3P, CCM1, WoCa and RBU guidelines and Target Agreements.

· Monthly Reporting, Bi-weekly sales forecasts, monthly rolling forecasts, Credit reports, Mid-year reviews etc.

· Market Intelligence reports like market potentials, monitor market situation, tracking projects, evaluating customer demands, industry trends and competitor activities. 
· Sales excellence to achieve/exceed budget, identify new areas of growth, work on new application areas and the KPIs.
· Long term contracts management, tender participation, pricing (formula, fixed) negotiation, price change agreements etc.
· In-depth focus on Gas treatment activity, technical discussions with the reference plants, conducting the technical workshops for the customers, regular interaction to solve the plant operation issues.
· Proactive contribution in team rooms like Aladdin, Fokus, active participation in team telecons, workshops, events etc.

· Handling export permit regulations for “Dual use products”, sensitive products and “REACH” registrations. 

· Import / exports of container loads, Banking formalities, Shipping, Freight forwarding and other legal documentation.

· Credit management like new customer credit approvals, insurance covers, dunning reports and monitoring payment behavior etc. 

· Handling after-sales activities like technical clarifications, logistics hick-ups, container demurrages, documentation, payments.
· Appointing distributor, business associates and managing the relationships to optimize the sales.

Key Account Management:
· Identifying and evaluating the local and global key accounts in relation to the existing business and future growth potentials.

· Establishing customer concepts for Star / Gold customers, customer profiles for Silver / prospective customers and working in tandem with Customer Focus Groups for Global key accounts. 

· Plan & Budget for the key account with the basket of product-mix.

· Coordinate the activities like technical presentations, invitation to the trade-fairs / corporate events. 

· Liaise with the Global key account manager, SBU for forecasting, product availability, pricing and volume allocations etc.

· Initiating the technical approval with QA/QC, end-users and coordinating with supplier qualification team to register new products.

· Negotiating the high-volumes / value contracts utilizing the various inputs and communicating with the SBU to optimize the business (volume & price)

· Coordinating the senior management meetings from both the organizations to develop high-level rapport with the customer.
· Regular visits to the end-users, purchase, material control, QC and sales-force of the customer to understand the total picture of the business.
· Establishing Competitor concepts for Global and Local champions and regular tracking & reporting.
Investment / Licensing Management:
· Extensive internal discussions / guidance with SBU and Country Management on developing the investment strategy.

· Planning & coordinating with Licensing authorities / registration bodies and the potential investment partners to align with the SBU investment strategy.

· Tracking developments of the project and coordinating with various corporate functions like Legal, Finance, Technology, Engineering and Manufacturing to drive potential investment.
· In-depth tracking of market knowledge and communicating with the Strategy department on the project developments in Oil & Gas, Petrochemical and Chemical industry to develop Management intelligence report.

· Evaluating the pricing variables like raw materials, energy, land costs, man-power costs to determine the cost effectiveness and project economic viability.

· Determining the needs of various raw-materials, identifying the potential vendors and negotiating the availability/pricing.
· Discussing & negotiating the terms of the NDA with the potential partners for transferring the confidential information.
· Monitoring the project development and reporting/presenting the status to the top management.

Project Management:
· Tracking & recording the different stages of important & relevant projects announced in the market.

· Identifying the new investments / projects of the industry and learning the project information using different channels like constant discussions with industry experts, regulatory bodies, contractors, project editorials etc.
· Communicating with the corporate intelligence on the dynamics & key players involved like the regulators, project developers, key investors, clients, LSTK, technology providers, EPC contractors etc.

· Detailed knowledge of financial planning and capital allocation/management.

· Identifying the key raw material that can be used in the project and communicating to the relevant SBU.
· Making sure of the technical approvals of the product/company and the necessary formalities to be invited for the bidding process.
· Influencing the decision making process utilizing the global & local presence of the customers / contractors.

· Negotiating the availability of volume/prices/schedule for the high-volume project-fill quantities.

· Close communication with the global / local parties for the right scheduling of the deliveries and smooth logistics.
Strategy / Business Development: 

· Preparing & live updating of market intelligence reports like Customer concepts, Competitor landscape, Key customer presentations, customer profiles, opportunity pipelines etc.

· Develop strategies for marketing activities to ensure results directly related to overall business plan of the company.

· Arranging / organizing & managing the participation of company in the industry events / exhibitions / conferences.

· Distributor management like appointment, training, reviews.

· Preparing & participating in writing Middle East strategy, Shammal & Silkroad strategy projects.

· Strategizing with the market segmentation, customer visits of different industries, proposing new business ideas and coming up with execution of the projects.

· Sourcing and developing potential new Principals, evaluating their strength in terms of product quality, price competitiveness, and consistent supplies & participating in the Agency agreements.
· Value generation for the department by opening up new accounts, new offices, distribution networks and enhancing the relationships by organizing events.

Brand-Product Management:
· Planning for Brand launching activities & one-voice policy to the customers / partners.

· Manage & develop brand to achieve short, medium and long term operating results in line with the corporate plans.

· Develop Product roadmap, product positioning, market segmentation, market shares, and competitive analysis.

· Preparing marketing calendar, media planning, develop marketing communication programs in coordination with PR and liaising with various teams for successful launch.

· Manage company participation in events to enhance the visibility of brand (including tradeshows, partner events and industry conferences).
· Reporting to the management using various tools like target agreements, annual / mid-year review, Monthly reports, market intelligence reports, competitor trends etc.

· Undertake dealer seminars, presentations & meetings and conduct training programs, coach, demonstrate and motivate sales team of channels.
Process / Operation Management:
· Prepare monthly production targets, KPIs, evaluate raw material requirement, utilities, packaging.
· Manage the target production with the help of control room and field operations for the shift with a team of 7 support engineers and 20 skilled & unskilled labour.

· Deal with factory inspection & environmental inspections matter and labour  management.
· Coordinate with QC & maintenance departments for the necessary modifications to yield optimized high quality product.
· Finished product inventory, outflow & warehouse management.
· Working knowledge on various Chemical processes and the catalysts areas like Dehydrogenation, Oxychlorination, oxidation, Hydrogenation, Polymerization, purification, Hydration, adsorbents, environmental and Process catalysts etc.
· Interacting with various departments like R&D to develop new products, Production to implement and schedule the batches & Purchase to analyze cost and fixing the selling price of products.
Long term Projects
Title: Design, Erection, Commissioning and startup of Petrochemical plant
Client: Sun Petrochemicals Pvt Ltd., India; Duration : 2years
Project Details : Design, One month training at Karbochem (South Africa), Erection, Testing, Commissioning, startup and optimization of Petrochemical plant from grass root level to production.
Role description : as Module Leader
· Dealing with PMC, EPC and contractors to design and coordinate on the project activities.

· Conducting process calculations to carry necessary modification.

· Carrying HAZOP studies and preparing the Standard Operating Procedures (SOP)

· Working on Erection activities by planning with the Consultants like Chemtex, Linde etc and following the project bar chart.

· Carrying pre-commissioning with Hydraulic & pneumatic testing of pipelines, equipment; test-drive & performance testing of rotating equipment

· Commissioning the entire plant with inert chemicals & then with process chemicals.

Skills used : 
Mass transfer operations, Unit operations, Process Equipment design & drawing, Chemical Engg thermodynamics, CAD, Chemical Reaction Kinetics, Fluid dynamics and Project management
Trainings Received 

· “BASF – Perspective training on Sales & Marketing Management”, "Negotiation skills", "Key account management", "ISO Auditing" etc.
· 4 weeks plant training on “Production of Carbon Black” at Karbochem, South Africa in 1999.
· 2 weeks orientation / training at BASF Germany and Netherlands in 2007.
Papers & presentations
· "Foaming in Aramco Gas plants" at round table conferences of Saudi Aramco.
· Presentations on Efficient Operation / Troubleshooting at Natural Gas, Ammonia and Syngas plants of Saudi Aramco, SABIC, Ma’aden, Sipchem, Linde etc.
· "Competition landscape of Saudi Arabia" and “Projects overview & business Strategy in Saudi” at BASF
Extra-curricular skills
· Participation in Debates, Quizzicals, Presentations, Professional and Social event organizations etc.
· Awarded scholarships for excellence in Academics, Essay writing and Art competitions in schooling.
· Active member in organizing company functions, exhibitions, workshops, IICHE seminars, Toastmaster club, Society of Petroleum Engineers (SPE) etc.
· Active involvement in social works for the betterment of the society. 

Personal Details

· Date of Birth 
: 9th Apr 1977

· Citizenship 

: Indian

· Linguistic proficiency : English, Hindi, Marathi, Telugu, Arabic (moderate)

· Marital Status 
: Married, having 2kids.
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