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Global Senior Executive, Corporate Strategist & Change Agent, leverages background in Business development, Engineering, Manufacturing, and Finance to optimize performance.

Multicultural Leader, General management, Startup, growth, M&A, Joint Ventures,
   Led 59% CAGR Revenue growth with EBITDA of >20% of total revenue. 
Worked in India, Europe UK. Business ready for globalization to Europe, Asia & USA

	Results-driven Leader. 
Strong business acumen, sustains profitability, growth & shareholder value.
· Played key role in consolidated revenues growing 59% CAGR over a sustained period of 5 year 

· Orchestrated international technology alliance, with reverse technology flow in three years.

· Turnaround of a loss making company -15% to +18% in 2 year -  by rationalization of manpower, liquidation of current assets & building understandings to eliminate competition.
Insightful Strategist
Operations expert, team mentoring through Training, challenge & growth.
· Change Catalyst - strategic direction, communicates vision & executes plans to drive results.

· Efficient Asset management by cycle time reduction, increasing capacity, by Kanban & Milk run & JIT supplies. 

· Launched Backward integration for manufacturing with for Raw material security & lower costs 

· Launched greenfield one plant every year in different geographies to ensure sustainability 

Pacesetter adept at creating vision & executing effective action plans. Skilled team builder, Respected professional with outstanding communication and negotiation skills.

First Class BE / MNIT Jaipur. Senior Leaders Program Ross Business school/CK Prahalad. 
Have been on the Board of Directors of 3 companies with large Indian groups

	Professional Experience


	Multi national – UK Based group - Group turn over $2.5 bn  
Since Sep 2010
Director - Reporting to Board of Directors - 

Lead the strategic acquisition of assets in Power & steel sector, manage & expand the business.   



	Personal Growth and experience                                           
Sep 2008-2010     
Vedzen Insitute and Renaisance Consultant Pvt limited

Consultant in Business strategy, Lean Kaizen & Cross Cultural training for M&A  
· In depth Knowledge of Lean Kaizen leading to operational Efficiencies-5S, Supply chain management (Kanban / Milk run systems), Value Stream Mapping.   

· Blue Ocean Strategy for new markets / Balanced Score Card for Strategy building considering the Financial Perspective, Customer Perspective, Internal Business Process Perspective and The Learning & Growth Perspective.  

· Business Excellence (Malcolm Baldridge model for mid sized Companies by USA Government). 

Projects with Companies like Forbes Marshall, Praj Industries, EMCO etc. 
German MNC Menzoilt Fibron Group turn over $1 bn  
1998-2008
CEO – Reporting to Board of Directors - 

1. Start up Planning and profit center management of a new Business Unit: 

· Changed Business Model for Raw material security reduced costs from 63% to 48% of sales

2. Planning and start of operations including plant Layouts capacity planning and setup  

3. Plant Operations including Supply Chain Management (SCM) milk run and Kanban  

· Daily plant meetings, Target vs actual, operations issues, 

· Machine availability, equipment OEE average at 84 %,        

4. The engineering and R&D strengths developed from scratch – 

5. Business Development and application selling-creating Customer satisfaction.

6. Manpower Development and  Employee Satisfaction 

· Start with core team of 4 persons grew to 380+ including PhDs, masters, engineers & graduates, Team Build up - through mentoring, learning, challenge & growth

7. Quality Management and Systems 

· QS 9001 in 14 months of SOP, ISO 9001:2000 & 14001, TS 16949:2002, OSHAS 18001

· Driving change & optimization of Resources thru Lean, Kaizen, 5S, SCM, Kanban & Milk run.

8. Growth Horizontal & Backward Integration - expansion to 4 plants, OEE after 5 years 84%,
Achievements : Sales growth 5 yrs CAGR 59% , EBITDA - 22%

	IL&FS Venture Corporation 
1993 – 1998
(Managing two funds Rs 500 Mn and Us $ 140 Mn raised through Oppenhiemer) 

Vice President Technical – Reporting to the chairman  
· TOP management team member for Fund raising & Business Development for equity investment.  

· Evaluate investment opportunities in infrastructure, manufacturing & Services industries. 

· Macro Economic studies of industry sectors like construction, electrical, electronics, automobiles, auto ancillary, casting, forging.

· Post investment support to companies in areas of weakness (marketing, plant, process, MIS etc) 

· Adept at assignments on company restructuring, Joint Ventures, Technology Transfers, M&A.
Achievements: Invested in Six companies total Rs 423 mn, Divested 2 companies at IRR > 50%

	Advani Oerlikon Ltd Pune 
















1991-1993
(Group turn over Rs 2.5 Bn
)















        
 

General Manger Industrial Electronics Division –Reporting to Board of Directors






· Loss making - Turn around Strategy – Business Plan (short & long term) for profitability.

· Restructure organization, Leadership team strengthened, reduce manpower 250 > 99. 

· Locate foreign collaboration for new and existing products 

· Business development for existing and new products finding new customers and new application

· Financial strengths created internally by liquidating dead inventory and collection of O/S   

Achievements: Revenue>48%, Loss> profit 38%, Marketing understanding - eliminated price war   

	Fenner India Limited 
1984 – 1991
(Fenner UK Hull subsidiary Rs 2.5BMn Rubber and Power Transmission) 


Divisional Manager Electronics division - reporting to Executive Director 
1. Setting up & Profit Center Management of the Electronics Division

2. Corporate role for South Region for all divisions,

Major area feasibility study, technology transfer,Startup of manufacturing & government clearances. 

· Team selection training and growth through TEI Total Employee involvement 
· Product development, Design/R&D, 

· Marketing concept /application selling, dealer, competition monitoring and service network. 

Achievements: Net Profits in 1st year, market share 55% in 3 years, 
ABB Limited (HBB)  
1975 – 1984
(Rs 50 Bn Electrical Power Generation Transmission& Industrial Products supplier)

GET to Asst Manager – 4 promotions in 9 years Projects division - reporting to GM Projects.

· Marketing, Sales (inludng import from Brown Boveri group) of ndustrial automation process control, Power generation (steam Gas) & Industrial projects for steel, paper, printing etc. 

· Extensive work experience (> 1 yr) Industrial Projects at Brown Boveri UK, Europe etc 

· Responsibility for identifying products for India. - Recommended industrial electronics group
SEMINARS, INTENSIVE COURSES

Year
Period
Program Title / Details

2008
15 days 
Senior Leader program Ross Business School  Michigan - Lead CK Prahlad
2007
3 days
Senior Business leaders program on Corporate Governance
2005
5 days
Senior Business Leadership Program - Business Excellence
2003
5 days
Strategy Maps - Balanced Scorecard – by Mr. Nigel Penny

2002
15 days 
Senior Leaders - Business Excellence model - Malcolm Baldridge Award 
In Conclusion

A professional with demonstrated success in delivering Results and optimizing business efficiency.
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