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     SUMMARY

· About 13 years of overall experience with proficiency in Sales, Marketing & Business Development of drilling solutions & services. Expertise in Managing multi state territories, increasing sales, introducing new technologies and marketing of services.
· Develop, implement strategic and tactical marketing plans for expanding introduction of drilling pressure control products globally. Facilitate the formation of alliances or joint ventures in this process.
· 7 years of Overseas Sales experience handling multiple clients, mainly in Middle East & Asia region.
· Prioritize product opportunities to maximize sales and profits. Assured that Sales & Marketing strategies are consistent with overall objectives for the organization.
· Demonstrated ability to develop Business relationships, gain customer trust and provide exceptional follow-up, leading to increased repeat and referral business.
· Worked with our Global Team to implement suggestions from clients in including new features & upgrading our or 3rd party supplied Software for our products. It included Well modelling software and software used in PLCs for our equipment.
· Regular user of SALESFORCE, CRM & C4C system for Forecast, Proposals, Sales and Reports.
· Pursued Real Time data transmission project from onsite rig to client offices. Worked with IT Team in USA in customizing our software for our Data acquisition unit and successfully implementing it at client location.
· Coordinated with Inputs to IT Manager for developing a SharePoint for our team for Inventory and Spares Management different locations of the country.
· Worked extensively with design & manufacturing team in USA to introduce new products, upgrade in product design and client support. 
· Managed Sale of products with PLC, DCS based automation programming to be compliant to UL/NEC/IEC/CSA/ATEX standards and integrate with third party control systems.
· Extensive Travelling during various projects for Sales & Technical support in Africa, Asia, Middle East, Russia etc.
· Talent for identifying customer needs and presenting appropriate company product and service offerings.
· Demonstrates excellent communication, negotiation and influencing skills combined with innovative approach and strategic sales techniques. Highly energetic and result driven.
· Always open for new challenges and constantly seeking to add value to the organization.
     PROFESSIONAL EXPERIENCE (13+yrs, 2004 – till Date)
· NEECO INDUSTRIES INC. (USA) – 1 Year 9 months                                1 Nov 2016 – Till Date
1. Business Development Manager – Middle East & Asia                                

Role: Business Development in Middle East, India & Asia Pacific Region

Company: NEECO Industries Inc.
Location: Mumbai (India)
· Responsible for the Business Development of Equipments across Middle East & Asia Pacific regions. Customer base include major O&G clients (Cairn, ONGC, Saudi Aramco, KOC, ADNOC etc.) & Rig Contractors (Transocean, Shelf, Aban, KDC, NDC, Weatherford etc.).

· Sales of Equipments – GATE VALVES, HYDRAULIC CHOKE & CONSOLE, FRAC VALVES, WELLHEAD COMPONENTS, All kind of MANIFOLDS (Choke, Kill & Standpipe), Mud Valves, Check Valves etc.
· Arranging presentations, meetings and follow-ups for marketing our New Technology products to clients.

·  Involved in full process from searching opportunity to negotiating, submission of quotation, liaise with shipping agency for shipment & customs clearance to commissioning, if required by the client.

· Negotiating contracts & tie-ups with local companies in the region for sales of our products to end users.

· Involved with manufacturing in US for customized client requirements.  

· Ensuring registration of company as a vendor in all leading O&G companies for future requirements.
· Analyzing regional market and revenue forecast for Business in upcoming months & year which is  tracked and updated regularly.

· Negotiating with service companies on supply of spares & products for their rental equipments.
· Ensuring designing, directing and coordinating with manufacturing, installation, maintenance, support, documentation, and testing of the pressure products are in compliance with specifications, codes, and customer requirements which is a must for shipyards.

· Travelling locally and in the region to facilitate business growth.
· SCHLUMBERGER (M-I SWACO) – 11 yrs 10 months                        3 Nov 2004 – 31 Aug 2016
1. Sales & Technical Manager                                     
 

              May 2015 – Aug 2016
Role: Business Development in Asia Pacific Region
Company: Schlumberger
Location: Singapore
· Responsible for the sales strategy and growth of Equipment & Services across the Asia Pacific and China Regions. Customer base included major clients in Singapore, China, South Korea, Australia etc. Equipments include – Manifolds (Choke, Kill Standpipe), Degasser, Mud Gas Separators, Hydraulic Chokes, Managed Pressure Drilling (MPD) equipment etc.  
· Marketing of New Technology (20million US$) in the region involving Presentations, meetings and conferences. 

· Aligning the Global business sales strategies with the market potential in Asia-Pacific and China. Developing a knowledge base of the assigned market including trends, client and competition activities aligned to strategic, future plans and ongoing sales opportunities.
· Involved in full process from searching opportunity to negotiating, submission of quotation, liaise for shipment to commissioning, if required by the client.

· Analyzing market and revenue forecast (ROFO) for Business in upcoming months & year. Tracked and updated regularly.
· Providing customer field support and assisting customers in spares supply chain management, planning future upgrades for existing systems in Oil drilling rigs.
· Involved in demand planning and developing annual sales business growth plans consistent with the Global goals of the company.
· Leading the cross-functional team in building the commercial/sales strategy and fronting contracts negotiation to deliver the business imperatives on commitment. 

· Ensuring designing, directing and coordinating with manufacturing, installation, maintenance, support, documentation, and testing of the pressure products are in compliance with specifications, codes, and customer requirements which is a must for shipyards.
· Frequent Travelling & 24x7 support to the clients in the region.

2. Sales & Technical Manager                     
 

                       March 2014 – April 2015
Role: Business Development of Business line to clients in India
Company: M-I SWACO (A Schlumberger Company)
Location: Mumbai (India)
· Promoted to this role after successfully 1.2 million US$ Sale of New Technology to Shelf Drilling (Formerly Transocean) in India. First of its kind in the region.

· Job profile included Equipment sales & Technical support to Public & Private sector clients in India Oil market. 
· Monitor and maintain sales pipeline in CRM (Customer Relationship Management) & Salesforce system. 
· Pricing & technical details preparation for mega tenders for Public sector companies like ONGC & OIL India.
· Worked with IT team for successfully customizing Data Acquisition unit software for transfer to sub segment equipment on the Oil Rig. 

· Being a regular and productive contact with the customers and customer representatives and to be often actively involved in the result of the sales. 
· Perform account profiling and planning. Create and action an approved sales plan for assigned accounts. 
· Prepare standard equipment quotations and contracts as well as the costing analysis
· Single handedly handling clients, Responsible for the whole process from quotation to commissioning of the equipment.
· Pursue potential sales opportunities by networking during field trips.
· Sales & technical Support to Singapore office bi monthly trips and offline support.
3. Technical Service Engineer 
II

                                                   May 2010 – Feb 2014
Role: Sales & Technical Support
Company: M-I SWACO (A Schlumberger Company)
Location: India
· Pursued Real Time data transmission project from onsite rig to ONGC offices. Worked with IT Team in USA in customizing software for our Data acquisition unit for transfer it to 3rd party.
· Handling accounts for Pressure control equipment. Major clients include – ONGC, OIL India, Shelf Drilling, ABAN, Transocean, Great offshore, and John Energy etc. Regular client Visits in the region as a part of support to UAE team Clients like –Saxon, Kuwait Drilling Company (KDC) in Kuwait; Saipem, Noble Drilling etc.
· Client Presentations for New Technology (NT) equipment & services. Marketing SCADA to various clients which was a collaboration of equipment and software between Smith & M-I SWACO.
· Providing Technical support for Solids control & Data Acquisition system to clients in India market.

· Preparation of technical paperwork for bid for customers like ONGC, OIL India, Reliance etc. for their tenders followed by participation in Pre-bid & Post-bid meetings with clients.
· Successful handling of Solids Control rental project for British Gas (BG) in Bombay High. Scope of work included equipment & services supply.
· Offshore & Onshore rig visits for troubleshooting issues.
· Technical support to UAE team involving regular visits.

· Work with manufacturing facility in providing customized equipment to clients.

· Successfully sold new technology valued 1.2 million USD in India.

4. Technical Service Engineer 
I

                                                 Feb 2008 – April 2010
Role: Regional Client Technical & Sales support
Company: M-I SWACO (A Smith/Schlumberger Company)
Location: Dubai
· Worked with IT team in USA for customizing our equipment software for client working with Shell in New Zealand. Visited the client location multiple times and successfully commissioned it on their Oil rig.
· Regular client Visits in the region. Clients include – Helmerich and Payne (H&P) in Tunisia; National drilling Company (NDC) in Abu Dhabi; Kuwait Drilling Company (KDC) in Kuwait; Dubai Petroleum Company (Dubai); Aramco in Saudi; Saipem, Noble Drilling, Nabors, Precision Drilling, Shell (NZ), CUDD energy services etc.
· Client technical support for Data Acquisition system in the Middle East & North Africa region. Support included frequent travelling to client offices, offshore & onshore rig visits in the region.
· Repair, Maintenance & testing of equipment in the regional Dubai workshop.
· Conducting 5 day training for client personnel in our office & workshop.

· Grooming newly joined personnel on technical support for the system. 

· Shipyard visits in Sharjah, Abu Dhabi and Dubai for Major refurbishment of the system.

· Extensive work related traveling across the region for client support.
5. Senior Service Engineer             


                                     Aug 2006 – Jan 2008
Role: Regional support for Projects & Services  
Company: M-I SWACO (A Smith/Schlumberger Company)
Location: Dubai
· Part of team involved in building & commissioning complete Mud system for client in India. Installed the Data Acquisition system onsite 5 rigs in India.
· Involved in projects out of the region such as China & Russia. Travelled for technical support & training to these regions.
· Very frequent travelling for Oil Rig visits for troubleshooting, repair and installation.
· Repair of equipment in the Dubai followed by report & quotation including cost of repair to client.
· Coordinate with Logistics team for spares and equipment shipments to client as required. 

· Extensive work schedule (3:1) - 3month continuous work & 1 month vacation.

6. Service Engineer

 


                                     Nov 2004 – July 2006
Role: Regional Service support 
Company: M-I SWACO (A Smith/Schlumberger Company)
Location: Dubai
· Installation of Data Acquisition system in the Middle East & North Africa region. Clients included major Public Sector companies in India UAE, Saudi Arabia, Egypt, Kuwait, Oman, Qatar, Tunisia etc. 
· Oil Rig visits on call basis – Including Offshore, onshore bases.
· Shipyard visits for onsite repair of our Data acquisition system.

· Extensive work schedule (3:1) - 3month work & 1 month vacation.
· Repair of equipment in the Dubai workshop.

· Coordinate with Logistics team for spares and equipment shipments to client as required. 
TRAININGS
· Sales Management Training – Kuala Lumpur, Malaysia

· Sales Training, Trade Compliance training, Business Ethics, Singapore.

· C4C (Client for Customer), CRM (Client Relationship Management) & Asset Management (SAM) trainings.

· Continuous Improvement (C.I) training-White Belt, Dubai.
· Managed Pressure Drilling (MPD), Under Balanced Drilling (UBD) & Pressure control system training in Houston (USA).
· Autochoke training in Louisiana State University (LSU), USA.

· Centrifuges & PLC training in Berra (Italy).

· Shale Shakers training (VSAT), Dubai.

· Gate Valve, FRAC valve, Wellhead components training in Houston.

· International Well Control Forum (IWCF), Level I training.
· BOSIET Training – Mandatory for going on offshore installations, Singapore.

MEMBERSHIP
· Society of Petroleum (SPE) member since 2014.

EDUCATION

· Bachelors in Electronics & Telecom [B. Tech] from C.C.S University, India in 2003.
HOBBIES & INTERESTS
· Swimming, Reading books, news (current affairs), listening music etc.

PERSONAL DETAILS
· Date of Birth


:
03 /03 /1981

· Gender



:
Male

· Nationality


:
Indian

· Languages Known

:
English, Hindi.


· Marital Status                              :            Married
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