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Road Shows Road Shows
Conference 11 July Nagpur

Workshop 16 July Pune
Business Presentation
Gala Dirinar 20 July Aurangabad

Business Awards

7 good reasons for attending the event: Conference Topics

o Finance

1. Networking opportunities with key decision makers and sector leaders e Leadership & Vision

2.  Explore what are the financing opportunities available for starting or growing your . Infrastructure
business . Legal / IPR / Copyrights

3. Learn from SME leaders as they share their experience on managing and growing their e Creating a high impact marketing plan
business . Negotiating skills and entrepreneurs

4.  See India's most innovative investment prospects

5. Understand current global trends and market opportunities

6.  Find out the latest government policy and current developments

7.  Beapart of a growing and a dynamic network of entrepreneurs.

Who will attend this event?

. Business owners seeking new ideas, inspirations or partners

. Entrepreneurs or entrepreneurs-to-be who seek funding

. Investors who are looking for new business models and projects to invest.
. Professionals who wish to start their own business and have a great idea
. Business owners or professionals who wish to become investors

. Service providers who provide services to entrepreneurs and start-ups

. VCs, fund managers and angel investors
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Thursday, 6™ August 2009

Ministry of MSME, Govt. of India *

Er. Madhavrao Bhide

Saurabh Srivastav

For business expansion and for assimilating Morden technologies,
process and concepts require
to explore outside finance rather than wait for accumulating
sufficient revenue for additional investment. This presentation will
focus on the large number of schemes that are available for
entrepreneurs to expand their business Now!

An insight into financial products, services and other
facilities available to SME for growth and sustaining current
operations

Clearing bottlenecks related to bank finance and
streamlining the flow of credit

SMEs can strategically grow and increase their profitability
through the route of Merger and Acquisition (M&A). A merger or a
strategic acquisition can be considered for strenghtning your
products and service market reach, diversifying risk and for added
tax benefits.

M&A strategies for SME - determining methods of M&A that
is most appropriate for your industry

Managing legal and technical issues

Horizontal and vertical M&A

Financing your M&A

Planning your M&A

Which is the right financing instrument for your
organisation?

Perspective: How does the financing organisation view the
SME!

Buying points that will attract investors to your business?
Creating business plans that work

Tapping current regulations, which are pro SME growth

Session Speakers

Umesh Kudalkar, Ex. SICOM Ventures

Vineet Rai, Co-founder and Chairman, Intellecap
Ajay Kapoor, Chief Executive Officer, SIDBI Venture *

Prof. Mankikar

Leadership has been identified as an important factor in the success and
failure of SMEs. As SME owners and entrepreneurs look upon growing and
managing their business, finance and team members, leadership style,
learning and creating a shared vision plays an important part in the
success of the company. In this session prominent industry leaders will
share their experiences and key learning, on how to develop a winning
strategy and leadership skill sets for creating teams and process that
ensures that your company goes on a path of recognition as a business
leader in its segment.

Creating successful transition from a start-up to a SME
and beyond

Leadership roles in various growth stages

Building company vision and strategy

Common misconceptions of SME leaders

Coaching and mentoring

Why is the vision necessary? How to formulate it for
your business?

How and why do you communicate your vision to your
internal and external stakeholders?

How is vision and strategy linked together?

As many small and medium enterprises (SMEs) cannot justify
full-time HR professionals in their organizations. The
multifaceted and time-consuming natures of managing human
resource result in a significant time investment of managers
and owners. This presentat
have on their recruiting, compensation and retention strategy
for their employees.

An open ended discussion on the current leadership and
thinking styles adopted by entrepreneurs and business owners
where participants will share their success stories, challenges,
wherein the expert panel will give their opinions and analysis
of important | earning’s.

Session Speakers:

Mr. Deepak Ghaisas, Chairman, Gencoval
Former Vice Chairman, i-flex Solutions Ltd

Harshavardhan Bhave, Managing Director,
Berg & Schmidt Asia

Vivek Patwardhan, Vice President,
Asian Paint*

Mangesh Kale, Managing Director,
PARI*
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Infrastructure plays a key role in the success of any organisation whether large
or small. Infrastructure in a broader perspective can be defined by the
availability of electricity to power your company; technology deployed which
includes innovations in the manufacturing or services process and using
information technology for efficiently managing the communication and
information flow in your organisation.

The true value of an organisation includes the worth of it
tangible and intangible assets. Intangible assets which cannot
be seen often are the most valuable. Innovations, processes,
new products and brands which help in creating your

This session will explore opportunities and available options to improve and company s | ‘d en t It y nee d to

build up your core infrastructure to ensure that is up to speed and keeps pace will show you how to identify your intangible assets and

in the face of growing competitiveness process that you need to follow in protecting and monetising
them

. What are your intangible assets?
This presentation will focus on creating cost effective and an . Why should you protect your intangible assets?
efficient IT infrastructure that is ideal for entrepreneurs and SME, .
along with a discussion which will help you in understanding
applications that are critical to the success of your business and
provide the necessary support to your staff in getting their jobs

Utility model protection
. How do you protect you intangible assets on a national
and international level?

done.

The steady supply of electricity to power your organisation and
keep it running is critical; however it is not often the case, wherein
typically demand for energy is substantially more than the supply.
The second issue to consider is the total cost of your energy. This
presentation will explore alternative for uninterrupted supply as
well as insights in how to build efficiency in your consumption and
internal distribution.

. What are the alternative energy sources that are available?
. The business sense and cost of using alternative energy

. Community based power hubs

. Energy recovery from industrial wastes

. Commercial benefits of going green

A majority of SME are stuck between traditions and innovations.
Innovations help in establishing new business and in fostering their
growth. This presentation will focus on how to bring about
innovation and expansion in your organisation, through R&D and
process improvements.

Based on the needs and feedback of the participants, this
discussion will take into account the common infrastructure issues
being faced by SME in the current business environment and offer
practical options and alternatives that are cost effective and easily
deployed.

Session Speakers

Hemant Kulkarni

Sunil Parasnis,

Team Leader, International Resources Group

Board Director, IndiaCo Ventures Ltd

Mukul Saxena, Siemens Global Research Centre*

. Capitalising your intangible assets

Contractual disputes or late payments are SMEs are taken as a
non issue, since as maintaining client / supplier relationship
tends to be the key to a strong business,

A well framed contract and awareness of legalities will helps
in early resolution of issues as well as creating a strong case
during your dispute negotiating stages.

The session will also discuss common issues related to
managing contracts with your partners on a national and
international level, key clauses which you should be aware
about and their impact, should a dispute result in being having
to settled in a court of law.

Key issues to consider before you sign the contract

Dispute negotiation and your contract
Contractual services

Dr. Gopakumar G. Nair
Gopakumar Nair Associates

Session Speakers

Nitin Potdar,
J. Sagar & Associates
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With the dynamic economic scenario it is necessary for
entrepreneurs and SME industries, irrespective of the fact;

An entrepreneur or a small business owner faces numerous
occasions of having to negotiate various deals and
agreements.

LG Oy 0SS O2y&aARSNBR GKI G
to poor business planning, but rather a failure to negotiate

whether your company provides products or services, to
develop a marketing plan which will is able to reach across to
potential customers on a national as well as on an
international level, taking into account the changing needs of
their customers.

A dynamic environment means that potential partners are
constantly searching for new suppliers of products and
services, which are competitively priced with added value,
compared to the current choices that they have.

Having a defined marketing plan will ensure maximum
visibility to potential companies on a national as well as
international level, with an increased chance striking

contracts.

. Key steps for creating a high impact marketing plan

. Market research, competitive analysis and integrated
business planning

. Identifying key need criteria of your potential
customers

. Identifying and creating value additions in your
product and services portfolio, which will attract
customers

. Creating and managing your product / service portfolio
. Low budget marketing campaigns and budgets
. Technology and tools for increased brand awareness

Deepak S. Patil

MD & CEO, NDP Consulting Group
Former CEO, SVC Bank

(Shamrao Vithal Co-op Bank )

About your workshop leader:

Prof. Parag Mahulikar is Dean-Academics and Senior Professor of Marketing at
IES Management College, Bandra and Management Consultant.

His experience spans across 30 years in Marketing and Marketing Research at a
senior level having worked with industries such as FMCG, Consumer Durables,
Industrial goods and Marketing Research industries.

Prof. Parag Mahulikar has been conducting high level executive development
programmes for senior managers and executive directors for the past 23 years.
Some of the recently conducted programmes were for Ranbaxy, Merck, Alkem,
Glenmark and Gas Authority of India (GAIL).
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‘‘awaiting for mal confirmation’

properly.

This workshop will highlight negotiation skills which will help

you in creating more profitable business deals.

Body language in a business deal
Listening skills
Negotiations across culture

For partnering opportunities contact:-

GSNA Worldwide

, sales@gsnaworldwide.com,
partnership@gsnaworldwide.com
Deepak Patil: +91-9892377080

in nature
conference’


http://www.gaebler.com/Negotiating-Advice.htm
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