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PERSONAL DETAILS: 

Nationality        :  Indian

Date of Birth     : August 17, 1967

Marital status   : Married

· CAREER HIGHLIGHTS:
· Instrumental in setting up the Middle East dealer network for Eurotech Industries Group Ltd. 

· Prepared the standard procedures and report format for distributors and dealers. 

· Bagged the Eurotech award for excellence in sales for two consecutive years. 

· KEY SKILLS:
· Good co-ordination, prioritization and time management skills. 

· Strong team orientation focusing on team achievement rather than individual. 

· Ability to work independently and managing multiple tasks efficiently. 

· Enthusiastic and creative professional with success sales experience.

· Ability to manage multiple tasks.

· Well organized and maturity in dealing with confidential issues. 

· Interpersonal/communication skills. 

· High computer literacy in Word, Excel, Power point, E-mail and Internet. 

· WORK EXPERIENCE: 17 Years
· Saudi Pan Gulf (Riyadh – KSA) - March 2009 to January 2010.

Sales Manager.

Personnel care & Food Division.
· Doha Marketing Services Company WLL (Domasco - Qatar) November 2005 to October 2008.          (Al Futtaim Group)

Head of Dealers Sales

Dealing in Electronics, Air Conditions, Home Appliances, Kitchen Appliances 

Distributor for Sanyo, Akira, Aftron, Videocon, Ken Star, BPL & Acson.

· Identify prospective clients for enhancing market share & grabbing repeat/referral business.

· Responsible for key account management & synchronize with dealers/distributors for rendering prompt & quality after sales service to clients.

· Managing Purchase Sales and inventory plan.

· Responsible for tie ups with shopping malls, Hyper markets, Super market such as Carrefour, Lulu, Dasman, Safeer etc.

· Define Market and Product requirements for new product releases including features, functionality & release timing by working closely with sales, factory.

· Interacting with top management for requirement analysis, assessment of client needs and project progress.

· Guiding and mentoring a team of subordinates for the achievement of targets.

· Identifying prospective clients from sectors such as corporate and generate business from the existing, thereby achieve business targets.

· Making price buildups with the distributor keeping in view the competition pricing.

· Ensuring that our products get the desired floor space & proper shop floor execution.

· Implementing competent business strategies to market a wide range of products and achieve pre-set sales and profit targets.
· Analyzing latest marketing trends and tracking competitors 
            

Activities and providing valuable inputs for fine tuning sales & 
            

Marketing strategies.
· Played a major role in signing 50 new channels in a short span of 
           

Nine months.

· Proficiency in implementation of market strategies for tracking competitor's activities and achieving increased growth through networking with prospective clients.
· Assessing & identifying trends in sales & making plans to expand sales in the entire assigned region besides achieving the targeted sales.

· Identifying factors responsible for poor growth in assigned area and resolving it by implementing innovative ideas.

· Appointing & guiding new distributors to increase the scope of sales in the market and making it more cost effective & profitable.
· AJMAL PERFUMES (KSA): February 2002 to August 2005.


Sales Supervisor

· Dealing in: Dahn Al Oudh, French Sprays, Mukhallat Perfumes, and Agar Wood etc.

· Responsible to monitor and achieve sales and collection targets on a day-to-day basis as defined by the management. 
· Responsible and Supervise Institutional Sales and achieving target.

· Supervise and support salesman in their day-to-day activities. (In sales, collections) 

· Make follow up visits to new customers which are initiated by superiors and initiate activities to explore new areas. 

· Developing Institutional sales and achieving given Target.

· Make frequent visits to showrooms/distributors and obtain customers feedback on our products and services. 

· Implementation of sales promotional activities designed by the superiors and report on its effectiveness. 

· Update the management on imitation / duplication / copy of our products, designs, patents, schemes etc., in the market. 

· Constantly monitor and report on competitor’s activities and movement. 

· Regularly update superiors on the sales performance and suggest improvements. 

· To make a note of our Sales personnel’s knowledge about the competitor’s latest products including its Price, Capacity, and the type of fragrance. 

· Brief the sales team about the characterization of the New Launched products, its price, capacity and the type of fragrance. 

· Provide the Sales team with necessary information about the Media Plan, Promotion details and Advertisement etc. 
· EUROTECH INDUSTRIES GROUP LIMITED (Sharjah International Airport Free Zone. UAE): November 1997 to November 2001



Sales Manager.
· Dealing in: Electronics, Energy Saving Lamps, Baby Products, Room Heaters, And Electric Perfumes Products.

· Develop and market baby products, energy saving lamps and consumer electronics within the assigned territory. 
· Evolve proper pricing and payment strategy. 
· Project targets and track forecast accuracy on a regular basis. 
· Appoint distributors and assist them in establishing dealership network.

· Supervise and established Institutional Sales. 

· Searching customers through websites and convert them in to sales.

· Attended and participated in various exhibitions.

· Travel different countries to search and finalise the sales deal.

· LUTFI ELECTRONICS ESTABLISHMENT L.L.C (Deira Dubai.UAE): June 1992 to September 1997. 



Showroom Manager.

· Dealing In: Electronics, Office Automation, Security System, Kitchen Appliances, Home Appliances, Air Conditions, Beauty Care Products, Decorative Lightings & Electrical Accessories, Kitchen Wooden Cabinet etc.

· Overall responsibility for achieving sales target. 

· Provide continuous product and sales training to all the sales team members. 

· Preparation of daily sales and cash receivables statement. 

· EDUCATIONAL QUALIFICATIONS
· Bachelor of Science (Mathematics) from the University of Bombay.

· Certified course in Insurance Adviser from IRDA Mumbai. 

· Diploma in Travel and Tourism from IITC.

· Certificate course in Radio & TV and Basic Electronics from Father Agnel Industrial Training Institute. 

LANGUAGES KNOWN: Urdu, English, Hindi, Marathi and very well working knowledge of Arabic and Russian. 

· EXTRACURRICULAR ACTIVITIES:
· Represented school and junior college in cricket. 

· Represented schools in inter school debate competitions. 
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