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Reality: Consulting Has Many Components
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The Consulting Growth Engine
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The Consulting Growth Engine
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Why a Firm Will Hire You
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Your First Customer

e Someone who knows
you

Low T — A known entity is far superior
. o to an unknown or less-known
one

— Reduces alternatives

_____________________________________

Alternatives § . You |

; « * Knows that you can
Value Impact deliver Value

_____________________________________

* Trusts you
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Building the Marketing Magnet

 There are always Alternatives
S and competitors to solo
X o practitioners

: .+ Focus on showing Value to the
Alternatives You organization
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— Clients
— References
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Testimonials

A #

unrelenting.

* We first identify a client team drawn from a diagonal cross-section of your firm
» We then unlock the latent knowledge that resides in this team by using our proven processes and experience
# In the process, the team rediscovers ite markets and reinvents the business, to be successful in the market
» These team members are also the firm's champions of change, easily overcoming internal resistance, resulting in speedy and effective implementation
# They also have a deeper appreciation of business dynamics. They make timely adjustments over the longer term
RESULTS: Quick revenue growth & enriched margins with long-term effectiveness, so you emerge stronger when this business cycle ends

Pradeep
Anand

Click here for a brief preszentation

Clients
0il & Gas — Baker Hughes, Baroid Corporation, Daniel
Industries, Dresser Industries, Dresser Oil Tools, Integrated
Exploration Systems (IES-Germany), Landmark Graphics, NL
Industries, Mumar, OFS Portal, Photan, PG5S- Tigress, Praxis,
Preng & Associates, Sperry-Sun, Object Reservoir (US Venture
Partners), Volumetrix
Engineering/Manufacturing — AirXChangers, Astralloy,
CompX, Excell Minerals, Fabsco, Fort Lock, Gundle/SLT
Environmental, Harsco Corporation, Harsco Track Technologies,
Hendrickson Trailer, IKG Industries, MultiServ, National Cabinet
Lock, Mutter Engineering, OnePoint, Patent Construction Systems,
Patterson-kKelley, Reed Minerals, SGB, Waterloo Furniture
Components
Technology — AMD, Sun Microsystems, Avalon Imaging,
Scicom, Silicus, Laversab, Facet, ZResearch
Other — Fort Bend Independent School District, American Sleep

Articles by Pradeep Anand
Oil & Gas
# Five First Steps to Making Money with Emerging
Technologies in E&P- May 2009
# From Disruptive Technologies to Disruptive
Behavior:Process Change in the Qil Service Industry; co-
authored with Dr. Vikram Vik Rao, 3r. Vice President &
CTQ, Halliburten; October 1998,
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SEETA RESOURCES L.L.C.

Catalyzing Business Growth Since 1994

Sustainable Revenue Growth, Enriched Margins. FAST. ot | By

For more information please contact Pradeep Anand at +1 281 265 9301

Articles by Pradeep Anand
Business Growth/Marketing

Emerging Stronger from the Storm- Oil & Gas Financial Journal

December 2008

Emeraing Stronger from the Storm- (pdf document) October
2008

Business Killers: Common Mistakes that Threaten Your
Company - Houston CPA Society, May 2007

Leadership & Entrepreneurship in 8 Multicultural World - Baker
Institute, Rice University, March 2007

Accelerating Revenue & Margin Growth - Oil & Gas Financial
Journal, April 2008

Pricing for Profit: A Primer: August 2003

Accelerating New Technology Adoption - Hart's E&P July 2006
Winning Execution Strategies that Improve Financial
Performance- Movember 2005

Swift Business Turnarcund & Growth - Presentation - Houston
CPA Society's Spring Expo, May 2006

Aggressive Growth in Tough Markets: Journal of Petroleum
Technology (JPT), July 2003

On Accelerating Revenue & Margin Growth- July 2004
Leadership in @ Multicultural World- May 2008, Presentation
Leadership & International Business - IRS Aspire Conference,
June 2007, Presentation

Strateqy Leads Superior Performance - Hart's E&F, January
2006

Successful Innowvation in the EAP Business- 1935

In the current economic environment, it is increasingly difficult to sustain business growth. Customers transmit their market pressures to your firm, while competitive forces are

It is time to rediscover your markets and reinvent your business, so you can ride out this storm and emerge stronger when this business cycle ends.
However, the paths to rediscovery and reinvention are often not abvious. Executives and employees are too close to the situation, while outside resources are not close enough.
At Seeta Resources, we catalyze a firm's employees into strategists and tacticians, for quick results,

Speaking

Click here for Pradeep Anand's Speaker Bio
Five First Steps to Making Money with Emerging
Technologies- May 2009
Finding the Perfect Job in a Recession (or Any Other
Timel- May 2009 Draft
Iz it Time to Look for Career Options?- IACCGH, June
2008
Principles of Principled Metworking- August 2006
For High School Graduates- May 2008
Selling Across Cultures- BusinessWeek Interview
(Podcast), December 2006
Selling Across Cultures- BusinessWeek Interview
(Podcast) - December 2006
Daoing Business in India- November 2008, Rice University
Business Killers: Common Mistakes that Threaten Your
Company- Houston CPA Society, May 2007
Depicting the Indian Diaspora- Harvard University, April
2007
Value-based Selling - Tresa, Italy, May 2008
Energy Futures- IIT Bombay Gaolden Jubilee Conference,
Mew York, July 2008
The Future of Globalization-11T Bombay Gaolden Jubilee
Conference, New York, July 2008
Daoing Business in India- June 2008, Locke Lord/TACCGH
Leadership in @ Multicultural World- May 2008
Leadership & International Business- IRS Aspire
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# IIT Bombay Golden Jubilee Conference, New York;
Presentations on Globalization and Energy, July 2008

# Making Sense of Oil Prices- Prezentation: IIT Alumni of
North Texas Conference, November 2005

# Making Sense of Qil Prices: August 2005

» Seven Drilling Myths - Managing Successful Drilling
Operations- Journal of Petroleum Technology, September
2003; co-authored with Dutch Holland and David Pritchard

# Solutions for OFS Industry Doldrumes- Offshore Magazine,
Pennwell Publication, March 2003

# Transforming the Energy Project Business- New Energy
Economy, September/October 2001

# Speeding up Energy Projects- White Paper, May 2001

® IT Trends Putting Qil Companies on the Road to Maximized
Walues- Houston Business Journal, April 11, 2003

» Deja Vu: Lessons for the Technology Industry from the Qil
Industry- DM Direct; Business Intelligence Newsletter;
February, 28, 2003

* Improving Upstream Capital Efficiencies: Go Gulf
Magazine, Jan/Feb 2003, page 26; co-authored with Dutch
Haolland

» Maximizing Value: IT Trends at Qil Companies - January
2003

» Ol Industry & IT: lessons to be learned- Hydrocarbon
Processing: August 2002

Fiction by Pradeep Anand

AN INDIAN IN COWBOY
COUNTRY

2l amazoncom
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Building Exceptional Marketing & Sales Organizations -
September 2006

Protecting Leadership: Offshore Magazine, Pennwell
Publication, Nowvember 1939

1 Want My ECommerce : Computers Today, January 1-15,
2000

Innowations to Make Industry More Efficient Aid Productivity-
Houston Business Journal, June 2001

Marketing in the Qilfield - Presentation at World Oil, August

2003

Outsourcing
Offehore Outsourcing: Getting It Right The First Time : October
2003
Successful Offshore Qutsourcing - Presentation, 2003
Synchronized Solutions Create Best-Cost Enterprises: April
2003
RITE Services Improve Business Results: Hart's E&F, January
2003
Globalization of the Services Industry: December 2002

Improving Business Performance with RITE Services: White

Paper; Movember 2002

More Articles
Solutions for OFS Doldrums
Disruptive Behavior
Mo-Cost Marketing
Protecting Leadership
Competitive Edge
The Core Product
IT Trends
Oil & IT
when Bubbles Burst
Project Management & Corporate Culture

I Want My ECommerce!
eBusiness

Synchronized Solutions

———————
Interesting Reading

® The Venturesome Economy: Amar Bhide's Presentation October

2008

Conference, June 2007
Leadership & Entrepreneurship in a8 Multicultural World-
Baker Institute, Rice University - March 2007
Understanding India & Indians- Rice University
Presentation, December 2006
Successful Entreprensurship- NAME Conference,
Houston, Texas, August 2008
Articles by Pradeep Anand
India
Book Review of Imagining India: The Idea of Renewed
Mation; Nandan Nilekani (Penguin Books, 2009
Daoing Business in India- Presentation, Rice University,
Movember 2008
Depicting the Indian Diaspora- Harvard University, April
2007
India: Business Opportunities & Challenges-
Presentation, Rice University, December 2006
Recruiting Indian Engineers & Scientists- Presentation,
Hart's Recruiting and Retention Conference, December
2006
Selling Across Cultures- BusinessWeek Interview
(Podcast), December 2006
Project Management
Real-Time Project Enterprice Management- Journal Of
Petroleumn Technology (JPT), August 2001
Companies Utilizing Technology to Build Contextual
Collaboration- Houston Business Journal, Movember
2001
Rescuing Flaming Software Projects- March 2004, co-
authored with Mohit Mahendra
Making Project Management Discipline Integral to
Corporate Culture- Journal of Petroleum Technology
(JPT), March 2003, Society of Petroleumn Engineers
Publication;co-authored with Dutch Halland, CEO, Holland
& Davis, LLC
Leadership Imperatives Improve Project Management-
The Leading Edge (Journal of the Society of Exploration
Geophysicists), March 2003; co-authared with Dutch
Holland
Eliminating the Energy Industry's Blind Spot in Capital
Projects- Nowvember 2001
Powering the Project Enterprize into the 2ist Century-
Project Management Institute "eProject Management
Strategies” Conference, May 2001

Real-Time Project Enterprise Management- White Paper,
June 2001

Project Management Shaves Costs- Hart's E&F,

ek e e TP
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Why did | accept
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It Appealed to a Core Value:
Help Others
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