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PRAVEEN 

E-Mail: praveen375550@2freemail.com  , NCR-Ghaziabad, India


~ Senior Level Assignments ~
~ Strategic Planning ~ Profit Centre Operations ~ Business Development ~ Channel Management ~ 
Executive Summary
· A seasoned professional with over 25 years of rich experience in spearheading Sales & Marketing Operations, Business Development and Channel Management of Power Cables , Transmission Line Conductors, Low Voltage & Medium Voltage Switchgear, Generators, Solar-Off Grid, Bus Trunking Systems as well as Lighting /Wiring Accessories & Energy Management System’
· Currently serving at Orient Electric Delhi, India as –Head Exports and reporting to SBU Head & CEO
· Gained expertise in establishing short term / long term budgets & corporate strategies for achievement of business targets as per approved business objectives.

· Adept in conceptualizing business processes and structured methodologies being practiced in the industry, thereby ensuring business excellence.

· Demonstrated abilities in executing market plans for augmenting business and penetrating new markets.
· An enterprising leader possessing a global mindset and demonstrated abilities in relating to cross functional teams of professionals across all hierarchical levels in organization, where directly more than fifty high officials in the field of International sales, Product specialists of each product portfolio , Commercial and Account department heads along with all sales staff are reporting in the current portfolio and R&D department along with Plant officials are also directly interacting for new product development and existing product implementation with better focus on the product aspects.
Professional Preface

A highly accomplished & result driven Sales Professional with over 26 years of rich & extensive experience in heading entire Sales Business Operations of Power Cables, Transmission Line Conductors, Low Voltage & Medium Voltage Switchgear, Generators, Bus Trunking Systems and Lighting/ Wiring Accessories & Energy Management System. Experience in business strategic planning, conceptualising and implementing business solutions. Well versed in executing strategies towards enhancing business volumes and growth. Leveraged entrepreneurial ability and skills in translating corporate vision to overcome complex business challenges & delivering high - impact decisions. Deft in mapping product concept, launch strategy & execution plan; and in conducting market survey, testing, distribution and pre & post launch promotions for new product launches. Adroit in researching & examining business information.  Qualified with MBA (Sales & Finance); B.E. (Electrical)., Digital Marketing (Shaw Academy-UK) Excellent communication, negotiation, organisational, time management and multiple tasking skills.

Proficiency Forte                                          

· Tracking the competitor activities & driving sales for fine tuning the selling as well as the marketing strategies with short term goals and long term strategies
· Managing the sales of product through Distribution partner network as well as converting suspect customers into prospect customer and finally to a client.

· Networking with the financially reliable distribution network, resulting in deeper market penetration and reach. 

· Recommending new stockiest & developing new dealers and cementing healthy relationship with channel partners, thereby increasing sales through them with a dedicated focus on Engineering and a Fortnightly based Feasibility and Planning team to Monitor the End users. 

· Evaluating performance of various distribution channels to ensure efficiency.

· Managing product management for mapping product concept, launch strategy, execution plan and conducting market survey, testing, distribution & pre & post launch promotions for new product launches especially targeting Consultants, architects, Contractors , End Users so as to have a clear advantage on the specification of the products being in Tender/Enquiry- Requirement

· To have a effective pricing strategy so as to address the current market scenario with respect to demand and Competition however maintaining the profitability and acceptable margins, besides having optimum product sales value and strong market position in visibility and Numbers

· Engage with R&D team and Engineering team for any enhancement in product offering and also new product development to have effective market penetration considering Factors of Competitor product offering and product basket as a whole. 
· Enhancing brand visibility in assigned territories to achieve business targets and create market awareness and brand building.

· After sales service coordination must for engineering Products and to be taken on top priority in case of any product complaint by efficiently resolving same by visit to site and also training to Client Technical team to be able to rectify by themselves for any trouble shooting.
· Monitoring performance of team members to ensure operational efficiency and achievement of Targets and Goals.
· Conducted Seminars, Exhibitions, Meets-(Consultant, Contractors, Utility, Electricians all separately to have our more product awareness among all section of the Engineering and Electrical Users with a broad based feedback and creating specification awareness with brand) 

· Good Technical Knowledge of LV switchgear panel Boards comprising of Power Control Centers, Motor Control Centers, Lighting Panels, control Panels, etc.

· Having strong Microsoft Office skills (Outlook, Lotus, Excel, Word, Power Point) and also familiarity with SAP & ERP.
   Major R & D Developments in terms of new product which successfully have been developed and also associated with implementing of Certifications: 

· Feeder Pillars for Qatar Electricity Development by developing the product itself besides the components like off Load Switch and thereby getting it certified from ASTA laboratory and approved by Qatar Electricity Board. 
· Special types of Distribution Boards for -UAE   
· Special Type of Capacitor Duty Contactors with change in Bobbin Design for - Italy.
· Special Type of Capacitor Duty Contactors with change in Bobbin Design for -Turkey
· Development of Special type of 6 KA MCB for –Russia 
· Special Type (Change in Dimension) of 10 KA MCB for - Russia 
· Six Pole Isolators called as Banana Switches developed -Finland
· Development and Manufacture of Special Type of AMF Panels for -Spain
· Development of Custom Built ACB’s -Spain due to reduction in Dimensions and incorporation of Proto Type Release. 
· Gost Certification Process for all Products in all and Existing company obtained and award of certificates Design Development, approval from Russia Electricity Board and finally Gost Certification of Electronic Energy Tariff Meter for Russia market especially for High Rise building Apartments with competitive cost for a business of 35 Million US$ approximately in direct competition with Companies From Russia, China, Turkey etc.
· Design Development & Sales of Plate Switches for OEM supply 
· Design and Development of Switches for -UK 
· ISO9001. ISO 14001, OHSAS 18001, D.U.N.S, Third Party Product Liability Insurance, Environmental Insurance
                       MAJOR MILESTONES ACHIEVED FOR COUNTRIES TRAVELLED
A) Middle East & Gulf
1. U.A.E > Establishment of Distributor/ Dealer network > Conducted MEEE Exhibition 7 times > approval of products from DEWA, SEWA, FEWA& Consultants. Business handled approximately 50MUS$ till date. 
2. Qatar > Establishment of Distributor/Dealer network >Channel partner network >Approval from Karahmah and Consultants > Business handled approximately 40MUS$ in 5 years > Conducted Consultant meets, Exhibitions & Retailer meets.
3. Oman > Establishment of Distributor/Dealer network> Approval of products from PDO & MEW> Business approximately 2MUS$
4. Kuwait > Establishment of Distribution Dealer Network with Business till date of approximately 5MUS$.
5. Bahrain > Establishment of Distribution network with approximately 2MUS$ Business till date.
6. Jordan >Establishment of Distribution network with approximately 3MUS$ Business till date.
7. Lebanon > Establishment of Distribution network with approximately 2MUS$ Business till date
8. Syria > Till 2010 Establishment of Distribution network and did a business of approximately 1MUS$ and also conducted Exhibition and retailer meet.
9. Yemen > Till date approximately did 2MUS$ Business 
B) Africa
1. South Africa > Establishment of Distributor network > Conducted Retailer meet > did Business till date approximately 7MUS$ > SABS approval
2. Nigeria > Establishment of Dealer network > Business Till date handled worth 7MUS$
3. Uganda > Establishment of Dealer network > Business till date handled worth 4MUS$
4. Ethiopia > Dealer network establishment > approval from EEC > Business handled worth 3MUS$
5. Tanzania > Dealer network establishment >Business handled 4MUS$

6. Kenya > Dealer network establishment > Business handled 3MUS$

7. Ghana > Dealer network establishment > Business handled 4MUS$

NOTE “1”:

1)  Especially in Africa conducted various Initiatives and Programs in terms of sales incentive to   Distributor/ Dealer Sales person also Electrician Programs and Gift Schemes

2) Marcom and Publicity Activities across all countries like Posters, Danglers, Glow sign Boards, Tool Kits, T-shirts, Caps, pens , Pads etc for distribution for publicity

3) For Europe, Russia, business was mainly through Utilities, EPC’s and Agent appointment and approximately business handled in B2B was approximately 45MUS$ and also B2C(Dealer network & OE Sales) was approximately 20MUS$ and was mainly by appointment of Dealers.

4) Conducted major Exhibitions in Germany –Hannover  Messe numerous times also participated in other exhibitions in Italy , France & Spain

5) Conducted numerous times Exhibition in Russia-Elektro-Moscow
Other Countries Visited for Business Development/Sales & Marketing
C) Europe

1. United Kingdom: Dealer network and Utility Approval with a business generated 5 MUS$ till date.
2. France: Appointment of Distributors with business dealt approx 2MUS$
3. Germany: Conducted around 7 times Hannover messe. and business done around 5MUS$
4. Spain: JV partners handled and development of Dealer network with business of 2MUS$ and registration with world leading EPC”s for business promotion in Latin America and across globe.
5. Switzerland: OEM business initiated worth 1MUS$
6. Norway: Utility & EPC Approval with sales of 5MUS$
7. Sweden: Utility Approval done
8. Denmark: Utility Approval Done
9. Finland: EPC & Utility approval with appointment of Agent and distribution network witha business handled approx 7MUS$
10. Italy: EPC, Distribution and Utility Network with a business handled worth approximately 10MUS$
11. Belgium: EPC, Utility with business of 12MUS$
D) Russia – CIS & East Europe
1. Russia: GOST approval with Agents, Delaer and Utilitu approval with a business handled till date approximately 15MUS$
2. Poland: Agent Appointment
3. Bosnia & Herzegovina: Utility approval and business handled approximately 0.5MUS$
4. Belarus: Appointment of Dealers
5. Kazakhstan: Participation in Fairs and dealer network appointment.
E) Far East & SAARC
1. Nepal > Established dealer network > business handled 3MUS$ > NEA approval
2. Sri Lanka > CEB approval > dealer network > 4MUS$ Business handled 
3. Bangladesh > PGC approval > Dealer and Agent network > 10MUS$ Business handled.
4. Singapore > Dealer & OE network > 1MUS$ business handled
5. Vietnam > Distributor network > 1MUS$ business handled
6. Myanmar > Dealer network > 1MUS$ business handled
                         “OTHER COUNTRIES BUSINESS HANDLED BUT NOT VISITED”
	Brazil
	Iran
	Turkey
	Zimbabwe

	Argentina
	Iraq
	Mauritius
	Australia

	Peru
	Afghanistan
	Niger
	Cameroon

	Chile
	Saudi Arabia
	Zambia
	


In above countries approximately business handled 15MUS$ through Dealer Distribution Network and other various Channels.

NOTE “2”: Client visit to our factories/ Inspection from foreign customers/ Dealer Visit and further approval and certification process is conducted almost from all countries all through year – It being a Continuous process 
Experience Chronology
July 17 – with Dorman Smith Switchgear LLC – Dubai (UAE) as General Manager International
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· Handling Exports of LV switchgear Components across Africa, Europe, Russia, Far East, Gulf, Latin America and Asia 

· P&L account responsible for entire Switchgear Export business. 

· Distribution Network creation in all countries.

· Business Development activity in terms of sourcing New Products for branding and re- export across the globe.

· Initiated Tie ups as OE and Major EPC

· Registration with Consultants and major utilities initiated.

Since April’15 – June 17 with Orient Electric as Head – Switchgear Export
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· Handling the exports sales of LV Switchgear products across the globe.

· Establishing distribution network for sales in different countries.

· Product Certification process from Independent accredited laboratories such as KEEMA, ASTA, GOST to name few.
· Formulating short & long-term planning strategy for all regions, thereby reviewing the business corresponding as per the market needs. Appointing regional distributor and mapping business plan for them.
· P&L account responsible for entire Switchgear Export business. 

Accomplishment

· Market penetration in Africa & Middle East.

· Certifications process initiated for GOST, KEMA, DUNS etc.

Since June’14- March’15 Cable Corporation of India Limited as Vice President Exports
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·   Managing sales of Power Cables up to 400 KV directly through Utilities with approvals and registration process being the primary focus.

·   Dealer / Agent network creation for representation in Utilities and approval with Consultant

·   EPC Network formulation

·   Product Certification process from Independent accredited laboratories such as KEEMA, ASTA, GOST to name few.
·   P&L account responsible for entire Export business.
Accomplishments

· First Order worth 5M US$ with major Gulf Utility besides booked orders from Africa and other parts of Globe including Asia 
· Registration and approvals with Utilities in UK and Europe initiated and breakthrough achieved in various countries in terms of Orders and approvals
· Certification process of GOST &EAC-Russia Completed.
· D.U.N.S , KEEMA, OHSAS 18001 and other certification initiated and completed

· Revenues of approximately 12MUS$ achieved every year.

· Offers worth 150MUS$ in discussion.
March’12 – May ’14 – Hindusthan Vidyut Products Limited as General manger Exports for Markets of Europe, UK , Russia, ASEAN , Australia , Gulf & Middle East
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Key Deliverables

·   Managing sales of Power Cables and Transmission Conductors directly through Utilities with approvals and registration process being the primary focus.

·   Dealer / Agent network creation for representation in Utilities and approval with Consultant

·   EPC Network formulation

·   Product Certification process from Independent accredited laboratories such as KEEMA, ASTA, GOST to name few.
Accomplishments

· Registration and approvals with Utilities in Middle East

· Registration and approvals with Utilities in UK and Europe

· Certification process of GOST Completed.

· Participation in Middle East and Russia Trade Fair Exhibitions

Offers worth 100Million US$ quoted with a success rate of 25%.
Apr’10 – Feb’12 with C & S Electric Limited, New Delhi as General Manager Exports               (Low Voltage & MV Division)
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Key Deliverables
· Served as Profit Head for countries like Middle East, Gulf, Europe and Russia.
· Kept an eye on countries like Middle East, European and East Europe Russian market for expansion of network for sales of LV components like Air Circuit Breakers, Switch Fuse Units, Switch Disconnectors, Din Rail Products-MCB, RCCB, RCBO, Changeover Switches, Distribution Boards, and Bus Trunking Systems.

· Organized promotions of MV Switchgear sales up to 33KV (Joint Venture with Effacec-Portugal) in Gulf.
· Initiated the promotion of Silent DG sets sales in Russia and Gulf for range up to 2000KVA (a joint venture with Himoinsa- Spain). Took part in seminar & exhibitions across the globe.
· Was directly responsible for MV sales promotion of JV for MV with Efacec- Portugal for Gulf, Africa and Far east Regions
· Achieved approvals with statutory bodies/ consultant seminars / training programmes for employees.
· Was directly responsible for OEM brand Promotion for ABB Finland- 6 Pole Switches, Energomera – Russia for MCB’s, Ducati Italy for Capacitor Duty Contactor and Eaton for Plate Switches. These involved day to day interaction with R&D departments of each product portfolio and also in depth analysis of profitability and viability of serving the customers directly.
Accomplishments:

· Essayed a key role in improving sales turnover by 35% with a market share increase of 7% and revenues by 11%.
Nov’05 – Mar’10 with ABB L.L.C  (Qatar) as Manager Sales (Low Voltage-LVP)
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Key Deliverables

· Led a team of professional Sales Engineers for creating sales network for distribution and channel network.
· Involved in Marketing & Sales of LV components like Air Circuit Breakers, Switch Fuse Units, Switch Disconnectors, Din Rail Products-MCB, RCCB, RCBO, Changeover Switches, Distribution Boards, Sub-main Distribution Boards, Panel enclosure (ArTuK). Conducted and took part in various seminars & exhibitions.

· Bagged approvals from statutory bodies / Consultant Seminars / Training programmes for employees and imparted hands on training of software tools (DOCWIN- For Short Circuit analysis) to consultants and end customer engineers.
Accomplishments:
· Merit of improving the sales turnover by 55% with a market share increment of 23% and revenues by 17%.
· Holds the merit of participating in online training workshops and exams periodically for technical/ communication/ interpersonal and managerial skills.
· Was associated with LVS division for promotion of their MNS design Panels across Oil & Gas , Infrastructure and Utility across Qatar.

· Created a well knitted distribution Network for promotion of Switchgear and Control gear Products through dedicated Distributors.
· Established dedicated Channel Partners who exclusively worked with ABB for sale promotion of ArTuK switchboards- Custom built Switchboards and also got them involved in Workshops and Seminars.
Jan’91–Oct’05 with C&S Electric Ltd., New Delhi
Growth Path:

Jan’91-Sep’03

Divisional Sales Manager- North India based in Chandigarh- India
Oct’03- Oct’05
Manager Exports for GCC based in MUSCAT - OMAN 
[image: image7.png]s

electric




Key Deliverables

As Manger International Business Division based in OMAN   
· Boosted sales network in GCC market for the sales of LV Switchgear components like Air Circuit Breakers, Switch Fuse Units, Switch Disconnectors, Changeover Switches, Power Contactors, Capacitor Duty Contactors, Overload Relays, Motor Starters, Push Buttons, Pilot Lamps, etc.
· Organised and involved in seminars and exhibitions.
· Imparted technical training to channel partner technical team and sales training to engineers & supervised them in meetings/ discussions and during seminars.  
· Was responsible for developing OE business for branding our products.
· Was responsible for all major activities in Gulf.                      
Accomplishments:

· Demonstrated excellence in improvising sales turnover by 18 % with a market share increase of 12 % and revenues by 17%.
· Successfully converted major leading OEM’s into fold.
· Essayed a stellar role in:

· Improving the sales turnover by more than 300% in first two years and subsequently 50% thereafter.
· Increasing Market share up to 19%.

· Gaining revenue up to 17%.
· Accredited for receiving Sales Incentives for all engineers for a continuous overall performance for 7 years with a success rate of more than 100%.
· Holds the merit of receiving an award for the best Region in India twice for Revenues & Sales.
Scholastics & Personal
· B.E. (Electrical) from Bangalore University in 1990.[image: image8.jpg]
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· MBA from National Institute Of Business Management- Chennai (2011-2013)                           Major}:    Sales & Finance
· Digital Marketing from Shaw Academy- UK in 2016
· CERTIFICATION COURSES:} 
· Certificate of Code of Conduct - 22nd October 2006
· OECD Anti-bribery course certification – 24th October 2006
· Global Competition Principles and Practices Course – 22nd May 2007
· ABB Int’l Driving Safety – 22nd November 2007
· ABB Int’l Safety Leadership – 25th November 2007
· OHS Training Certificate - 4th December 2007
· Information Security Training Program – 14th February 2008
· Diploma in Product & Sales Training for BU Control Products from 10th to 14th March 2008 at ABB- Vasteras- Sweden
· Net Working Capital Certificate – 5th June 2009
· Capture team workshop for the New Doha Port Project – 6th to 8th October 2009
· Born)-4th June 1968.
· Having Valid GCC Driving License of: Oman & Qatar and presently in the process of securing driving license of U.A.E
Strategic Planning & Management


Profit Centre Operations


Business Development


Channel Management


Business Process Enhancement


Brand & Project-Product Management


New OEM Product Development


Liaising & Coordination


Relationship Management


Team Management














