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BIO: 

As the president and chief executive 

officer for Marvel Technologies, Bala 

Rajaraman is responsible for the vi-

sion and strategic direction of the 

company. He is also the co-founder of 

Marvel Technologies and is responsi-

ble for managing and executing all 

aspects of the company’s professional 

services as well as the development 

and sales of its solutions. 

 

Rajaraman is an SAP veteran with 

several years of experience leading 

implementation of SAP application 

projects at companies including DTE 

Energy, Novartis and Colgate Palmol-

ive. He holds a master’s degree in 

computer applications from Bharathi-

dasan University, Tiruchirapalli, India. 

 

About Marvel Technologies Inc.: 

Marvel Technologies develops and 

delivers professional services in sup-

port of SAP applications. We are a 

member of the SAP PartnerEdge pro-

gram, and our SAP-certified CompEz 

and FormsEz enhance SAP software 

by increasing efficiencies and maxi-

mizing profits for customers. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Rajaraman, your web-

site indicates that at Marvel Technolo-

gies Inc., "You Think, We Deliver". 

Could you tell us what you do? 

Mr. Rajaraman: We are an SAP 

product development and services 

implementation company, so our core 

focus is ERP software. We build add 

on solutions and then supplement that 

to the client's investments on SAP. 

 

CEOCFO: Are there particular indus-

tries of focus for Marvel? 

Mr. Rajaraman: Not strictly, but being 

based out of Detroit, Michigan, one of 

our top focuses is automotive, utilities, 

and the public sector. Those are the 

three vertical focuses, but having said 

that, one of our biggest client is Coca 

Cola. We do not restrict ourselves, but 

we try to focus on those three. 

 

CEOCFO: What are your concerns 

about the current financial situation in 

Detroit, and how are you preparing to 

work around that situation? 

Mr. Rajaraman: I am not concerned 

right now, because things are much 

better than how it was a few years 

ago. That was when everyone was 

concerned, and that was when we de-

cided to take the product development 

out. When things were slow, we in-

vested our time and money into put-

ting our research together and building 

this add on solutions. Because we 

made a utilization of time during those 

bad times, we now have invaluable 

SAP solutions, so we are growing our 

business with that. 

 

CEOCFO: What are some of the ar-

eas that your solutions cover? Are 

there particular types of add-ons that 

are focus; what have you figured out 

that others have not? 

Mr. Rajaraman: Me, being on the HR 

domain for more than fifteen years- 

ultimately my first two products were 

based out on head staff, supporting 

SAP HCM solutions. One is for com-

pensation management, which is 

CompEz It enables the clients to use 

that compensation process across the 

board for their employees in a much 

easier way on a single dashboard ap-

plication. We also built something 

called FormsEz, which is not module 

specific and can be used against dif-

ferent areas, such as purchasing, fi-

nance, and HR. FormsEz is a go 

green solution where they can convert 

any paper-ware solution into a dy-

namic e-form solution. 

 

CEOCFO: When you are developing 

solutions, how do you keep them sim-

ple and intuitive for your clients? What 

is the key to making user friendly solu-

tions? 

Mr. Rajaraman: It is very simple be-

cause we have been a part of those 

cries from the clients. We have been a 
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part of lot of SAP implementation, so 

we know the most pinpoint of the cli-

ents- where they are facing and what 

the struggle is. It is strictly based on 

the overall experience of our consult-

ants who have been in the field for 

more than fifteen years. We were able 

to gather those pinpoints and when we 

were developing solutions, we were 

able to add more value to it. Cus-

tomer-driven enhancements are ap-

plied to the product and other custom-

ers also get the advantage of those 

enhancements. Once we implement a 

few clients based on the clients' rec-

ommendation, if we think that across 

the board change that we need to do, 

then we even go and change the 

product accordingly.  

 

CEOCFO: You mentioned staffing. 

How big a part of your business is that, 

and is it a growing area Marvel? 

Mr. Rajaraman: Products are good, 

and that is the door opener for us, but 

once we go and implement our 

products, the clients are im-

pressed with our solution that 

we have implemented, and 

then they can think about the 

team that has been involved in 

that. They are then asking for 

more staffing from us. We have 

been servicing for a couple of 

clients where we installed our prod-

ucts. It goes hand in hand with the 

product as well as the staffing. 

 

CEOCFO: How do you reach potential 

customers? 

Mr. Rajaraman: It is through contacts 

and references based on one client 

and their testimonials. We also go to a 

lot of conferences such as SAP con-

ference, Utilities conference, and the 

automotive conference. We go to the 

conferences to give our presentations 

and testimonials, and I have a full PR 

and marketing team as well as a sales 

team to work on it. 

 

CEOCFO: Is there much competition 

in the areas that you have chosen? 

Mr. Rajaraman: If I talk individually, 

then yes. However, we are different 

from the rest of the companies be-

cause we are an SAP-certified solution 

company as well as a services com-

pany. At least in Michigan, there is not 

anyone else who does both. When 

people may choose product line or 

service line, 99% will choose the ser-

vice line which is easy and requires no 

investment. I chose the hard way of 

the product line because it is paying 

off now. We also have a minority certi-

fication, and GSA certifications. With 

all of this credit, I think that we have 

made a big difference in the market 

now.  

 

CEOCFO: Do many of your clients 

know what the problem is when they 

come to you, or do they come to you 

and ask you what needs to be done? 

Mr. Rajaraman: There are two ways. 

When we target a client, we tell them 

that we have a solution that we can 

demonstrate to see if it will help them. 

Once we implement one solution, we 

can address their other problems and 

build a product. There is also a third 

way where they see a product and 

think it is great but want to know if we 

can help them in a different area 

where they have a problem in which 

we can build a similar solution of what 

we have done in the product. It works 

in all three different ways. 

 

CEOCFO: The company, as well as 

yourself, have been recognized with a 

number of awards. I know that you 

won the CEO Entrepreneur Distinction 

Award in May, and the company itself 

has been on May Inc 500 and Michi-

gan 50 Companies to Watch. How 

important is the recognition, and how 

much does it help?  

Mr. Rajaraman: It helps for us, be-

cause we know that we have been 

recognized and it is not a small recog-

nition but it is a huge honor. We are 

still trying to figure out how clients look 

at it, but it definitely helps us motivate 

our team and it motivates me to do 

more. When we go to those award 

shows we feel honored, because it all 

depends on how you look at it. Every-

thing cannot convert into a sales lead, 

so without this we do not know what 

we would have done. I think it really 

helps us, but from the clients' perspec-

tive I am not sure yet. I hope it will 

help in the future. 

 

CEOCFO: What has surprised you the 

most as the business has developed? 

Mr. Rajaraman: The biggest surprise 

is how the clients look at an issue. 

Even though we understand their is-

sues and explain it to them, some-

times they do not really get it. Some-

times it is hard because we know that 

we have a solution that they are not 

understanding. It is very hard to get 

past that hurdle. 

 

CEOCFO: Are you able to track 

whether or not your clients make use 

of the solutions once you have put 

them in? Do you know if they use all 

of the features, or do you find that 

they often do not take advantage of 

what they should? 

Mr. Rajaraman: Even with SAP tech-

nology people are not really making 

use of it. With all new things 

comes a challenge and people 

are not ready for a challenge. It 

is hard for them to utilize the 

benefits, much like the iPhone 

when it came and everyone 

hated it because it was complex 

and hard before that changed 

over time. Anything new is al-

ways good, but it takes some time for 

people to get used to it. 

 

CEOCFO: What is ahead for Marvel? 

Mr. Rajaraman: We are close to 80 

employees, and we are supposed to 

double it by next year. I am on that 

course, and we have been doing good 

progress with it.  

 

CEOCFO: Why should people in the 

business and investment community 

pay attention to Marvel Technologies? 

Mr. Rajaraman: We are a differenti-

ator in the way that we have a differ-

ent approach. We take the product 

line approach, which is not one that 

many people dare to think of because 

of the investment. We are dedicated 

and we have been in the process of 

building products every year. We have 

five solutions right now, and we are 

planning to add more. I think that is a 

big thing for people to know when they 

look at us.

“We are different from the rest of the 

companies because we are an SAP-

certified solution company as well as a 

services company. At least in Michigan, 

there is not anyone else who does both.” 

                                         - Bala Rajaraman 

 


