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Introduction 

Educational Qualification:- Bachelor in Commerce from 
University of Delhi, INDIA 
 
Professional Qualification:- PGDBM from Indian Institute of 
Planning & Management, with major in marketing and 
specialization in International marketing. 

 
Credentials:- More Than 20 years of total professional work 
experience, Serving Agrochemical industry for last 14 years. 
Travel and handled clients from across the globe (USA, South & 
Latin America, Europe, Asia Pacific, Australia, CIS Countries). 
Having knowledge and insight of global Agrochemical Market. 

Prakash Kumar 
 

Heranba Industries Ltd 
International Marketing and 

Business Development 
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Heranba Industries Ltd. 

HERANBA INDUSTRIES 
LIMITED established in 1994, by 
Mr. Sadashiv K Shetty & Mr. 
Raghuram K Shetty, with the 
objective of providing innovative 
products to farmers, to maximize 
their farm output, where 
 “Chemistry is at its best”. 

HERANBA today is one of the largest manufacturers of Agrocemical products (Technical, 
Intermediates & Formulations) in India. It manufactures a wide range of pesticides including 
insecticides, herbicides, fungicides, and public health products, and has a wide network of 
business in India as well as in the world market with a phenomenal growth rate year after year. 

HERANBA strongly believes that Environment protection is a key to sustainable development, 
exhibiting due importance to effluent treatment, hazardous waste management activities, health & 
safety. 
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Marketing 
• Marketing  means meeting customer ’s needs profitably. Dr.  Philip Kotler 

defines marketing as “the science and art  of exploring, creating and delivering 
value to satisfy the needs of a target market at  a profit.   

 International marketing       
     is the type of marketing which is stretched 

across several countries in the world. 

     Domestic marketing  
     is when commercialization of goods 

and services are limited to the home 
country only. 

Two Types of Marketing 
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Definition—International Marketing 
• International marketing  refers to marketing carried out by companies 

overseas or across national borderlines. This strategy uses an extension of the 
techniques used in the home country of a firm. 
 

• It  refers to the firm-level marketing practices across the border including 
market identification and targeting, entry mode selection, marketing mix, and 
strategic decisions to compete in international markets. 

 

• In simple words International Marketing is the application of marketing 
principles to across national boundaries.  
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1. Area served: Small 
2. Government interference: Less 
3. Business operation: In a single country 
4. Use of technology: Limited 
5. Risk factor: Low 
6. Capital requirement: Less 
7. Nature of customers: Almost same 

 
8. Research: Required but not to a very high 

level 
 
 

1. Area served: Large 
2. Government interference: Comparatively high 
3. Business operation: More than one country 
4. Use of technology: Sharing and using latest 
5. Risk factor: Very high 
6. Capital requirement: Huge 
7. Nature of customers: Variation in customers 

tastes and preferences 
8. Research: Deep research of the market is 

required because of less knowledge of the 
foreign markets 
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Strategies / Steps to enter in a New 

Market
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 STEP 1: Conduct Market Research 

1 KNOW YOUR COMPANY & PRODUCTS 

What is your company’s competitive advantage? 

What products do you have? 

What is your company’s long term development strategy? 

Today, Heranba stands as one of the largest manufacturers of 
synthetic pyrethroids and their intermediates in India. 
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 STEP 1: Conduct Market Research 

2 IDENTIFY YOUR TARGET MARKET 

Based on the products and data you have,  you can check,  which countries you 
can approach with those products and data?  

Products: to find out which countries’ main crops demand for your products 
Data: to know economic, political, cultural environment, business intelligence 
          data in these countries 

Other way around,  you can identify the country you want to enter.  
Accordingly you can prepare the products / services data, matching to your 
company's strengths.  And then start exploring that market. 
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 STEP 1: Conduct Market Research 

  

  
From the directory of trade associations / export 
promotion council. 

Various magazines/publications of the industry. 

Frequent business visits to that country. 

Purchase intelligence information. 

Media/social media 

Various trade fairs exhibitions/exhibitions 

CAC is the biggest platform of our industry. 

Ways to 
explore 
target 

market 
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 STEP 1: Conduct Market Research 

3 REGULATORY REQUIREMENTS & GLP REPORT 

Check that country regulatory requirements and make a set of GLP reports. 
You may need helps from  CRAOs and CROs to check the time cost and 
money cost. 
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 STEP 1: Conduct Market Research 

4 HAVE A PRODUCT MIX  

Single 
Product 

Mixed 
Products 

Portfolio/ 
Solutions 
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Please keep in mind the turnaround period as well, as selecting the 
countries. As every country has different timeline to get going.  

People often made mistakes,  by target big and tough countries at first,  
because of high business expectations. But, these big countries has 
lots of trade restrictions and entering barriers (Like:- Brazil, USA, 
China, India,  etc..). Getting registered in these countries is quite 
tough,  expensive and time consuming.   

So, my advice is, of course we target these big countries, but at the 
same time, we must invest most of our energy on smaller countries 
where business is reasonably good and easier to enter. 

  

 

Advice Here 20
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 STEP 2: Develop Your Business Plan 

The next step is to develop a solid business plan. This involves setting specific goals 
and objectives for your international expansion,  

and outlining the strategies and tactics you will use to achieve them.  

Your business plan should include a detailed market analysis, a competitive analysis, 
a marketing strategy, a sales plan, a financial plan,  

and a plan for managing operations and logistics. 

Having a well-developed business plan is critical for success in international markets.  

It will help you stay focused and on track, and provide a roadmap for your expansion 
efforts. 
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 STEP 3:  Identify Customers  

Kindly keep in mind, we often go in traditional way that we approach the top 
companies of that country.  It is often a big mistake for many company,  who are new to 
any market.   

It is always very tough to get entry into any big company.  We often end up loosing lots 
of valuable time in try to enter in a big company.   

My suggestion is that, 1st approach a medium size or small company in a new market.  
It is easier to get entry there.  Work hard in good co-ordination of that company.  Get 
the business growing with such companies.  Slowly, you will start getting success and 
will be start getting noticed .  

Then you will either be prepared enough to approach a big company,  or, may be you 
will be getting so much business and cover so much Market share with those medium-
small company,  that you might not need the support of those big companies.  
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Have right local person on-board 

Advice Here 20
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Problems in International Marketing 

 Political and legal differences 

 Cultural/language difference 

 Economic differences 

 Differences in currency units 

 Differences in marketing infrastructure 

 Trade restrictions 

 High costs of distance 
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Skills Needed For International Marketing 

 Cultural awareness :- Having a keen awareness of the languages, beliefs, traditions, , 
international business practices, and social norms of each culture in which you do business 
can help professionals and their companies prevent situations ranging from awkward 
situations to missed or lost deals. 
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Skills Needed For International Marketing 
Cross-cultural communication skills :- Any role or function in international business 
means working in diverse workplace with people from a different country or background to 
yours.  

 

It requires no small amount of sensitivity, respect, and diplomacy. It also requires an open 
mind and, often, a little bit of research.  And good communication is good for business. 

 

Speak in a way which will be understood by the customer. If this doesn’t happen, then entire 
communication go in-vain. In fact, studies suggest that a breakdown in communication is one 
of the top reasons why projects fail. Of course, listening skills are an often-overlooked 
element of effective communication. When you’re working with colleagues or customers 
abroad, actively listening is more important than ever, especially if there is a language barrier.  
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Skills Needed For International Marketing 
Excellent networking abilities :- If you want to work in international business, developing 
a strong network of connections outside of your home country is essential. Online platforms like 
LinkedIn make it easier to find and maintain professional connections abroad, excellent in-
person networking ability is still among the key skills for success in international business.  

For ambitious international business professionals, one of the most valuable networking 
opportunities is often going to business school. From your peers to your professors, the people 
you’ll meet on an MBA or Executive MBA program will come from all over the world and 
boast a diverse range of skills and expertise, making them strong candidates as future 
collaborators or colleagues. Also the global trade fares like CAC is very useful. I always believe,  

 

Don’t try to make customers. Try to make friendship with your customer. Business will 
eventually happen.  
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Skills Needed For International Marketing 

Emotional intelligence - Strong emotional intelligence is noted as a critical skill when it 
comes to how to do international business. That’s because it influences nearly every aspect of 
business interaction. 

Emotionally intelligent people are self-aware and in control of their emotions, meaning they are 
better able to react calmly in critical or stressful business situations and adapt flexibly to 
change. They are also able to work together effectively, collaborating and communicating well 
thanks to above-average interpersonal skills and a strong sense of empathy. If we connect 
emotionally with our customers, ultimately everything else will be taken care of automatically. 
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 Take Good Care of Your Customer :-  IF YOU DON’T TAKE CARE OF YOUR 
CUSTOMERS…. YOUR COMPETITORS WILL. 

 
 Win Trust of Your Customers :- Trust is most important in any relationship (Whether 

personal or professional. Never Lie to your customer in order to gain short term advantage. 
Once your customer start trusting you, you will get a loyal customer. 

 
 Work On Your Strength :- Never go beyond you natural capabilities to grab attention of 

the customer. Of course, keep trying to improve on your weaknesses, but when you meet 
your customers, be yourself. Work as per your strength. The success will follow. 

 
 Keep Meeting your Customers, frequently :- A lot can happen over a copy. Discussion 

over mail, phone, whats app / wechat has limitations and can’t be effective as always. An in 
person meeting with your customers at regular intervals opens many new avenues and 
opportunists for you. 
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 Differentiate or die" means that you 

have to give your customer a 

compelling reason, or "difference," to 

buy your product as opposed to your 

competitors’. To succeed, you have to 

stand out from the crowd. You need to 

offer something nobody else can 

match. In other words, you need to 

differentiate yourself.  

Why A Customer Should Choose You???? 
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Contact 

THANK YOU! 

Contact info: 
Name: Prakash Kumar   Phone:+91-9833318312  Email: prakash@heranba.com   

Together WE have won many battles   AND Together WE will WIN this new battle too.  
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