Arunesh Verma
E-Mail   verma.arunesh@gmail.com
Date of Birth - Jan 10, 1971                                                                                  Present Loc. –Al Khobar, Saudi Arabia
Telephone Number 00966-503465683                                                                      Permanent Address – NOIDA, India 
Bachelor of Engineering in Mechanical -1992,                                                                     http://www.dei.ac.in/                                                                                                                                       

Senior Business Manager with 26 years of strong experience in Business Management with Fortune 500 MNC organizations. in Technology , commercial, planning and performance management with extensive expertise in financial modelling and analysis, business case and strategy preparation, risk management and providing insight for business improvement. 
Having Exposure in Technical Services, economic analysis, marketing etc. 

Experienced in varied consulting/ business development roles in oil and gas, manufacturing, process plants and products, 

Making business strategies to drive value through business process re-engineering and system implementation. Extensive client management, project management and change management experience.

Delivering value thru. New Products and Services, Geographical Expansion, M&A, New Models of sales, product Valorization, Using Digitization routes , Using new applications, social Media marketing and awareness, horizontal and vertical integration, using new technology, Big data etc.

Currently working as Sr. Manager Business development with Thyssenkrupp, covering Saudi Arabia and Bahrain. ( since June 2017)

ThyssenKrupp is a 41 B Euro Organization with Presence in over 70 countries with 158 K Employees.

Career Contour 

[bookmark: _GoBack]4 Years – September 2013 to July 2017 - Air Liquide in Saudi Arabia, www.airliquide.com As Sales and marketing Director for Saudi and Bahrain.
2 Years- October 2011 to August 2013 - Praxair Inc., Saudi Arabia,  www.praxair.com As Business Development Manager    - Handling SMBD Industrial Gases and Hydrogen.                                            
8 Years- June 2003 to September 2011- Dar Al Riyadh Consultants, Saudi Arabia, www.daralriyadh.com  As Business Dev. Manager   Handling SMBD – Detailed Engineering design Services                          
2 Years-2001-2003- Saint Gobain Sekurit (I) Ltd., New Delhi http://www.saint-gobain.co.in/_aboutus.html ,  As Manager Key Account – Industrial and Auto Glass segment.
4 Years- 1997-2001 -EXXON-MOBIL LIMITED, New Delhi      http://www.exxonmobil.com/Corporate/                            
As Area Sales Manager – Industrial, PVL, CVL Sales for OEM Channel sales and Aftermarket. 	                                      
4 years- 1993-1997- ITW Signode (I) Ltd., New Delhi, http://www.itw.com/itw/home ,As Senior Executive Sales - Sales and Application development for Wood Worth Precision Engineered Products                                   
1 Year- 1992-1993 - RANUTROL Ltd., New Delhi as Engineer Trainee. 

Responsible for Business Development of Services, Project/Plant sales, equipment sales, technology sales, Studies, Brownfield Projects, Upgrades, Plant Improvement projects, DBN, Maintenance, Shutdown and TA services in the, Agri-Nutrients, Methanol, Cement, Chlor-Alkali Gas cleaning , Petrochemical technologies, Material Handling – Ship Loaders/Unloaders, cranes, Excavators, Conveyors, Stackers, reclaimer, combined, pipe conveyors, wagon tippers etc.

Apart from above technologies, thorough understanding of below technologies, 

Refinery, GOSPS, Ammonia, Phosphate, Nitrates,  Urea, Urea Granulation, Chlor-Alkali, Ethylene( based), Propylene(based), Cryogenic , Industrial Gases (Air Separation Units), Hydrogen Plants (SMR/ATR/POX), Methanol, MTP, Acrylic Acid, BD, Distapex-Benzene, Gasification , Gas cleaning Technologies –Claus/AGR/TGT – membrane/ Adsorption/ Cryogenic,  CO, CO2 recovery, He Recovery, Oleo chemical, LNG, NGL, Petrochemical-CBs, Boi Fuels, Solar(Poly Silicon) , etc.

Achievement in current assignment with ThyssenKrupp,
· Completed Technical and commercial submission of 50 Million SAR BID
· Closed 6 Major contracts in service with 90% hit rate.
· Closed the first Revamp service order of Multi million euro – Multicentre EPC, First of its kind in TK world. From a major petrochemical company of KSA  
· Development of Pipeline of Projects.
· Development of New Technological Integration (CO2 / HCL etc.)BD approach.
· Development of Multicentre matrix solution development approach and execution of the techno commercially successful Glocal Model.
· Development of Local Revenue generating partnerships, also serving as vehicle of implementation.
· Development of Local Service Organization (MATRIX service organization).
 Trained in Solution selling and Leadership by https://www.spisales.com/industries/ .         

Achievements in Assignment with Air Liquide,
· Successfully sold and completed commissioning and start up services for fatty Acid and fatty Alcohol Plant. ( DE by India Center)
· Successfully sold a major Plant Upgrade to SABIC R&T.
· Successfully sold IC5 Purification study to a Large Affiliate of SABIC. (Executed by India center)
· Successfully sold Deluge System Study to a large private petrochemical Plant. (Executed by India Center) 
· Successfully sold a Nitrogen Plant (950 Nm) to a Petrochemical Plant in Bahrain. (Executed by India Center)
· Successfully completed a potential study report for the Ras Al Khair Basin.
· Sold HP cooler study and recommendation to improve Integrity and reliability ( SABIC affiliate)
· A Large Nitrogen Plant for a LNG.
· Participated in bidding of ASU, Acrylic Acid Technology, C4 Butadiene Extraction, SRU/AGRU/AGE, He-recovery, CO2 recovery plant, HYCO – SMR, CO Cold box, Commissioning and start up services bids of Aramco.   
· Experienced in Multicenter bidding.

Achievements Earlier (relevant)
· In Last assignment with DAR-PARSONS Handled Engineering services sales for more than 200 engineering professional. Generating 0.5 Million man-hours of engineering sales annually as GES for SABIC.
· Highest Individual Sales Performance- Pegasus Elite Awardee in Exxon-Mobil two years in a row.


Details of Responsibilities- 

· Exploring opportunities with NOCs, Petrochemical, Large Investors, and Global FEED and EPC companies for new plants/equipment, Licensing, EP and EPC opportunities for owned technologies. Development of Brownfield projects, Maintenance, DBN, Shutdown, TA services, studies and Engineering Services.
· Presenting the Evolving projects to the Management Selection committee and getting project internal investment approval, in line with the organizational guidelines.
· Bidding strategy, supporting solution development teams to choose the right solution based on client needs, Guidance to Product Dev. on Standards to be complied, BID QC, Client formatting, plant configuration support, Utilities and Local Regulatory support to proposal teams,  BID submission, TC participation, bid follow up, closure, contract, execution and after sales support.
· Collaboration with all internal in the Global organization to gather historical perspective and decide strategy.
·  Business development – Tracking investment, Opportunities, registering presence, assessment of opportunity, Understanding drivers of decision, understanding stage of opportunity, aligning proposal efforts with level/stage/seriousness of opportunity.  And finally leading Proposal to Turnover cycle. Controlling sales and payment cycle.
· Supporting Execution teams to commission the project from, insight into client procedures, Cultural and Logistic perspective in Saudi Arabia.
· Working with clients on Project feasibility and assessment support from inception, thru sign-off till Turnover.
· Coordination with Proposal, technology, support and EPC centers in Frankfurt, Houston, China(Hangzhou), Japan(Kobe) Champigny (Paris), India (Delhi) and Dubai.
· For technology Market Mapping, Pricing analysis and strategy, Market Gaps Analysis, -- Product, package and services, Value Chain and Supply chain analysis and solutions.
· Presentation, Networking and relationship management.
· Supporting teams with Local Permitting Procedures-Agencies-Timelines, Legal, Logistic, Customs, duties, regulatory, environmental, general compliance, tariff and Taxes.
· Getting registered with various NOCs – SABIC, Aramco, Private, KNPC etc.
· Competitor Analysis and actions.
· Perform all regular general management Functions.
· Presentation in govt. bodies, association, conferences, exhibitions.
INDIAN MARKET ASSOCIATION IN PRESENT/PAST PROFILES

· Apart from my current assignment in Middle East ,  have regularly supported Indian businesses , (virtue of the technology knowledge, Have worked on below Indian projects ( to name a few),
· Talchar Coal Gassification.
· New Indian fertilizer Plants. 
· Paradip Hydrogen Plants .
· JSW ASU
· IOCL SRU/AGR/TGT
· JSPL Gassification 
· BPCL Acrylic Acid License SALES
· ThyssenKrupp has 1200 + personnel office in Mumbai and Pune, which is closely collaborated with. 
· Air Liquid has a 500+ personnel centre near Delhi in India. Which has also been a proposal and PM centre for the MEI zone. Hence interacted very closely for Proposal and EPC.
· Supporting India business for petrochemical/gas technology sales- By virtue of being the only Indian national in the ME region in sales, and MEI being a single zone, have played a major collaborative role with Indian SMBD market.
· Middle EAST (ME) has greater, wider and in-depth understanding of oil, gas and Petro chemical market which brings in expertise and hence this synergy. 
· We have a strong network of Oil and Gas Professionals in India as Oil and gas market in between ME and India is porous and people keep on migrating in between these markets (ME NOCs, SABIC, Aramco and Private companies), The core team members of IPCL, Reliance, OPAL, HMEL, Haldia, RCF, Vam organics and various other organizations have closely worked with us. 
· Since crude prices and SABIC/Aramco prices drive a lot of commodity prices in OGP sector, we have good references.
· By virtue of working as a Licensor BD, have an in depth understanding of licence benchmarking, which can help an operative company in Licensor selection/Evaluation, and economic feasibility, while launching new products.
· Have been globally connected with new markets and innovative technology, due to which we can add value to quickly evaluate the global landscape of upcoming technology.  (We have recently invested in NOVOMER as Saudi Aramco for CCU project and currently work on CO2 and HYCO with SABIC and Aramco- Areas lacking but needed in Emerging markets). 

Served Client in Industries of 

Refining, Petrochemical Processes, Inorganic Chemicals and Fertilizers, F&B – Food and Beverage, Steel and downstream, Cement and downstream, Glass and downstream Waste Water and Waste material management – Rubber, Glass, steel, plastic etc., Power and Water Utility, Fabrication, Manufacturing and Automotive, Infrastructure consulting, Industrial Consulting, Renewable like Wind, and Solar, Non Ferrous Metals and Downstream esp. Cu and Al. Cables, Foils, Alloys, wheels, Pulp and Paper, Automotive and Auto ancillary, PEB, Static and Rotating Equipment Mfg., Structural Steel MFG., Plastic Processing TF, IM, Extrusion.

Specifically, Aramco (refineries, petrochemical and JVs), SABIC ( 14+ plants across Saudi) , BAPCO, GPIC, KOC, KNPC,  Hadeed , Maaden, NPPC, SIPCHEM, SAHARA,  Tasnee, Xenel, IDEA  Supported India teams on - JINDAL(JSW), Essar,  etc.  

Dealt with FEED/EPC contractors – Fluor, KBR, SNC, ENI (SAIPEM), Bechtel, Mustang, JACOB, UOP, Petrofac, TR, Technip, GS, DAEWOO, DAELIM, ETC, SAMSUNG, HANWA, Hyundai, SEPCO,  SINOPEC, TCC, SINO STEEL, CHENGDA, WUHAN, WISON, L&T, PL, DODSAL, Azmeel ( Saudi KAD) etc. 
   
Geographies Served/Known,

India 11 years, GCC 15+ years (KSA, Bahrain.) In touch with other GCC markets. 


Skills and Capabilities.
Technical – Application/Process Engineering, Analysis of Proposal/RFQ/Drawing/Project,   understanding client’s stated and implied requirements, BOQ assessment, Costing, Sourcing, Establishing specification of product or scope and deliverables of services, System compatibility analysis, and conceptual Product/service proposal preparation. 

Business Development – Market Presentation, 	Prospecting, GAPS analysis, Opportunity analysis & assessment , Prequalification,  Tendering and Bidding, scope- deliverables & time line agreements with clients,  Negotiating, Contract management , Expansion - vertical and horizontal, New application development, New product/services launch Product Trial.

Sales Management – P& L responsibility, order to payment cycle management, QCDDR responsibilities – Quality, Cost, Delivery (logistics/SCM/OTD), Design, and Relationship. After sales support, retention and repeat business. Measurement of CSI. Channel management.

Key account Management - 	Account identification, Study, compatibility study, Identifying common areas of interest, surveys, Relationship Maintenance, entry, execution of contract, delivery, service, retention, etc. 

Project Management – Planning and implementation as per the plan or contingency plan.

Marketing	 - Branding- brand creation, Branding related activities, Promotion, Advertising, Preparation of  Marketing tools & Implementation of same,  New product/partnership launch ( investigation and decision)     Schemes, Events, Market research, Surveys, Market Intelligence, Forecasting, Product phase out and change, Organizing various development programs for employees & partners for development of business etc.

Man Management skills	 - Recruiting, training, motivating, getting results and retaining manpower. 


Experienced in BD of following products 

1. Engineering Design Services, Maintenance Reliability and asset management services for oil, gas, Petrochemical, process and automotive sector. 
2. Industrial Gas plants
3. Oil gas and Petrochemical, Plants, Equipment and Technology.
4. Oils and Lubricants – Automotive and Industrial.
5. Precision Engineered products.
6. Machine tool accessories - cutting tools, work holding and tool holding.
7. Automotive Glass
8. Process control Equipment.


Additional Skills

Computer related – Excellent knowledge of Contact management software, Vista/Win-7, OUTLOOK, RDBMS, M.S.Office2010, Power point, and all other Window Based Programs. Knowledge of networking, VOIP, Mobile use for business communication and development of paperless office using IT tools.
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