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SUMMARY 
Arjan Singh has 27 years of Competitive Intelligence experience working as an educator, in industry and as a consultant. 
Taught over 6000 students / participants CI concepts at SCIP, ACI, SMU COX School of Business (Dallas), University of California (Irvine), IPADE Business School (Mexico), IE Business School (Madrid), ESMT (Berlin).
Conducted over 200 war games globally.
Developed plans for and helped 20+ companies build and run functioning CI departments - Top multinational companies in retail, technology, communications, healthcare and energy in Europe, the Americas and in Asia. 
Publications
‘Competitive Success: Building Winning Strategies with Corporate War Games’, Forbes Books, 2024
‘Using Competitive Intelligence to reduce Competitive Risks’, Life Science Leader, 2020 
‘Using War Games to predict competitors moves,’ Life Science Leader, 2019
‘Collecting Competitive Intelligence at Conferences’, Life Science Leader, 2019  
‘Best Practices in Managing Competitive Intelligence Research: For Pharmaceutical and Biotechnology Managers’, Book Co-author, 2016
‘A Roadmap for ensuring CI success’, Co-author of chapter in SCIPs Starting a CI function Book, 2008
‘How to execute a tradeshow intelligence plan’, Co-author of chapter in SCIP’s Tradeshow Intelligence Book, 2007
‘From Stick Fetchers to World Class-a world-wide survey of corporate intelligence programs’, Co-author, published by Fuld & Company 2007
‘Benchmark your CI capabilities using a self-diagnosis framework’, Co-author with Andrew Beurschgens, Competitive Intelligence Magazine, Jan – Feb 2006 
‘Intelligence Software Report’ , Editor / Co-author, published by Fuld & Company, 2003 - 2006 


PUBLIC WORKSHOPS & Presentations 
‘Fundamentals of War Games’  Virtual Workshop, SCIP, 2023 
‘Fundamentals of War Games’  Workshop, SCIP Annual Conference, 2023 
‘Fundamentals of War Games’  Virtual Workshop, SCIP, 2022 
‘Fundamentals of War Games’  Workshop, SCIP Annual Conference, 2019 
‘Building winning strategies with Strategic Intelligence’, SCIP Annual Conference, 2019 
‘Building winning strategies with Market Intelligence’, Frost & Sullivan Conference, 2019
‘War Games’ Workshop, CimiCon Conference, 2019 
‘Building Winning strategies with Strategic Intelligence’, Frost & Sullivan Conference, 2018
‘Fundamentals of War Games’  Workshop, SCIP Annual Conference, 2018
‘War Games’  Workshop, CimiCon Conference, 2018 
‘Fundamentals of War Games’  Workshop, SCIP Annual Conference, 2017 
‘War Gaming’  Workshop, M-Brain Conference, 2017
‘How to build an Early Warning System’, Reconverge Conference, 2016 
‘Fundamentals of War Games’  Workshop, SCIP Annual Conference, 2016 
‘How can CI deliver value?’, SLA Annual Conference, 2015
‘How to build an Early Warning System’, SCIP, 2015 
‘How to build an Early Warning System’, Ibramerc Conference, 2014
 ‘Building an effective early warning system to operationalize strategic intelligence’, GIA conference, Toronto, October 2012
‘Making your intelligence program strategically relevant’, GIA conference, Toronto, October 2012
 ‘Strategic Intelligence: How to build it and run it’, Pharma CI conference, Parsippany, September 2012
‘Demonstrating to upper management the value of the CI function’, CI and new product planning conference, Boston, July 2012
‘CI 101’: Workshop leader, SCIP conference Philadelphia, May 2012
'Thinking Strategically: Transitioning to a strategic executive’, SCIP conference Philadelphia, May 2012
Panel: ‘Innovation in a time of global uncertainty’, 2011 Annual Business Conference, Fox School of Business, Temple University, Philadelphia, November 2011
Panel: ‘Building a CI function’, Pharma Competitive Intelligence Conference, Parsippany, September 2011
‘Delivering actionable CI on a Shoe String Budget’, Pharma Competitive Intelligence  conference, Parsippany, September 2009 
‘Opposition Research: What Politicians Can Teach CI Professionals About Early Warning,’ an Innovation in Competitive Intelligence Track at the 2009 SCIP Annual Conference, Chicago, April 2009
‘Integrating competitive intelligence (and war gaming) into brand team and R&D decision making’, Workshop leader, Competitive Intelligence in Pharma Conference, Madrid, January 2009 & Philadelphia, March 2009
‘CI 101’: Workshop leader, Altanta, GA, Nov 2007
‘Primary Collection: The art of talking with people’, co-presenter, at the Academy of Competitive Intelligence, Boston, June 2007
‘Using scenarios to plan for tomorrow with the intelligence of today’, at IDC Business Intelligence and Business Process Forum, Santa Clara, April 2006
‘Managing the intelligence program’, Faculty, at the Academy of Competitive Intelligence, Amsterdam 2005
‘Intelligence software-a consumer showcase’, Joint presentations with Leonard Fuld at the 2003 & 2004 SCIP annual conferences
‘Selecting and implementing an effective technology solution to support competitive intelligence’ at the 2004 Advanced Pharma Competitive Intelligence Conference, London, January 2004
 ‘Human intelligence collection’, Pre-conference workshop at the SCIP European Conference, London, October 2003


CURRENT ROLES 
SMU COX School of Business 
2019 – Current, Adjunct Professor, Marketing, Global Consulting and CI & War Games 
Teach CI Course at COX 10 times a year to MBA students; educating over 400 students annually; Over 1200 students trained in core CI concepts.  Students go through a war game as their final exam. 
I teach the various MBA programs: 
- Fundamentals of Marketing
- Competitive Intelligence & War Games 
- Innovation & Strategy Immersions 
- Capstone for the OMBA program 
- Global leadership programs with Practical consulting methodologies for complex problem solving 
- Mentor students to deliver live strategy projects for major clients globally that deliver real insights and drive action

Over 3000 students have delivered over 350 successful projects since 2019 for companies like Microsoft, Uber, Salesforce, Li & Fung, Institute of Civil Engineers (UK), TACT UK and many others in Argentina, Brazil, Canada, Chile, China, Dubai, Portugal, Singapore, South Africa, Spain, United Kingdom & USA.

Corporate War Games.com / Pharma War Games.com 
2013 – Current, Founder & President 
Founded the leading pureplay competitive simulation / war game provider. 
Industries served so far are technology, finance, automotive, industrial products, manufacturing, retail, healthcare, aerospace & defense
For the pharma, biotech and medical device industry 39 of the top 50 Pharma & Biotech companies are clients. 
Developed, facilitated and delivered over 180 workshops for R&D, product launches, brand planning, generic entry / LoE, data releases, scenario planning and many more situations. 
During COVID, developed Competitive Simulations 3.0 - Virtual, Interactive and Actionable to enable global teams to participate in and collaborate in immersive war game experiences.
SELECTED PREVIOUS ROLES 
University of California
 2009 – 2021 Lecturer, Strategy
Designed and taught the Strategy and CI course for the MBA program (full time and fully employed) at the Paul Merage School of Business at the University of California, Irvine
Taught 800+ students core concepts of Competitive Intelligence
Very consistent and positive feedback from students - Class was graded 3.8 out of 4.0 in student feedback in 2018 – making it one of the highest ranked courses at the business school




Endo Health Solutions 
2011 – 2013 Director, Business Strategy 
Key Responsibilities
Develop the global CI strategy and agenda; integrate the function into the strategic and business planning processes at Endo 
Create an internal and external ecosystem to gather, develop, analyse and report insights on key developments globally
Develop and deliver dashboards and regular deliverables to align strategy, business planning, portfolio optimization and M&A groups with external market dynamics; track and refine market assumptions on an on-going basis 
Develop an early warning system to support the corporate strategy process by developing scenarios for US healthcare in 2022 and proactively track industry changes and key drivers to compete in the future in a quickly changing business environment
Partner with the key stakeholders in the Endo Board, Corporate Strategy, M&A groups and the core Business Units to identify and deliver projects on key strategic projects aligned to critical business issues
Management and development of 2 FTEs; management of budget 
Achievements
Developed a process and capability that delivered significant bottom line impact to Endo leveraging internal resources and a global ‘virtual team’ – delivering over 225 projects in 14 months
Strategic Outputs: Department became a strategic partner and within 6 months was invited by the CEO to provide insights and analysis for the long term strategy of the company; management received deliverables on key drivers to compete weekly and news updates daily 
Revenue generation:  In 2011 –12; identified a $240 million revenue upside by identifying and tracking generic threats to one of Endo’s product– this was reported in Endo’s revised guidance to the street and covered and reported by Wall Street analysts. My department was publicly referenced by the COO in 2012 
Revenue generation: In 2012, helped realise $1.2 billion in additional revenue by keeping Endo’s largest product competitor free for an extra 15 months–the company used our research and analysis to drive the negotiation strategy relating to the threat 
Internal intelligence: Developed an app which was deployed to all sales force and senior management to collect and disseminate CI – this pilot was a huge success, numerous contributions from across the enterprise enabled Endo to see competitor actions unfolding in the marketplace up to 6 weeks prior to formal competitor announcements

Fuld & Company 
2001 – 2011 VP, Consulting 
Created the consulting business within the firm with management responsibilities – business planning, sales, P&L and execution. Built and led a high performing team of 3 FTEs. This business generated over  $1.5 million in revenue within 12 months
Responsible for developing world class internal departments for clients by  - Conducting audits, developing strategy and implementation plans, creating and embedding customized processes into strategic and tactical decisions, develop and deliver training, mentoring and sharing CI best practices across industries
Delivered strategy and war games, scenario planning projects that provided predictive, collaborative analysis 
Delivered on-going and ad-hoc custom strategic / tactical intelligence projects that delivered timely analysis, dashboards and action plans 
Worked across industries with leading firms in technology, energy, finance, chip manufacturing, medical devices, pharmaceuticals – facilitating war games and developing long term scenario planning processes 
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