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MIRZA 
MIRZA.183743@2freemail.com
 


MARKETING, SALES & BUSINESS DEVELOPMENT PROFESSIONAL

A Verifiable Record of Building Growth & Profits in Competitive Markets, Seeking to leverage my professional expertise at your company, in the best possible way for achieving the company’s goals



PROFILE & STRENGTHS
· Competent, diligent & result oriented professional, offering close to 11 years of exposure across Marketing, Sales, Business Development, Product Development, Brand Visibility, Product Launch, Team Management and Strategic Planning.
· Dexterity in assessing changing market environs with an insight into the domains of market research, customer relationship management and business development; capable of establishing new milestones through evolved managerial skills.

· Recognized as a proactive individual who can rapidly identify business problems, formulate tactical plans, initiate change and implement effective business strategies in challenging environments to enhance revenue generation, market share expansion and profitability.
· Demonstrated ability to manage human, financial and material resources towards the achievement of stated objectives, to plan and manage work programs and to lead, motivate and provide effective guidance to a team of professional and support staff.
· Core Competencies
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PROFESSIONAL EXPERIENCE

Al Hassan Engineering Co. SAOG.






   August 2014 – Onwards

Executive- Business Development
Key Accountabilities:
· Generating new business across the region through new networking, market expansion, and awareness, developing accurate market intelligence, & maintaining key client contacts.
· To identify new business opportunities, new markets, new partnerships, and new ways to reach existing markets, and secure profitable business with both existing and new clients across all market sectors where our company can provide services.
· Responsible for identifying, securing and managing relationships with organizations, efficiently liaise and coordinate to build a professional relationship with Client/Customer/Business partner/Supplier etc. for increasing market exposure. 
· Attending various events like conferences, seminars, exhibitions, receptions and industry events for gathering ultimate market coverage. That helps other key functions at the company to achieve their respective goals.
· Plan and conceptualize various strategies to achieve business goals, aimed towards the growth in business volumes as well as profitability.
· Preparation of strategic marketing/business plan in line with organizational objectives.
· Build and manage market knowledge, competitor knowledge, and industry knowledge to assist the company to position ourselves for success in the market.
· Carrying out competitor analysis, monitoring their activities regarding existing and upcoming Projects, their marketing policies, and client response & feedback about competitors.
· Identify and appoint reliable business partners to exploit business potentials, developing Joint venture/Partnership with respective companies to spread the business scopes & opportunity in various fields.
· Exploring new business partner who complies particular criteria to fulfil projects required in order to participate in big projects.
· Approaching to EPC contractor for sub-contract work of considerable size.
· Looking after vendor registration with various prestigious clients & Government entities to establish a systematic business relation. And ensure we are correctly registered in the client’s vendor lists; provide input to tenders/proposals team to make sure we submit a competitive and compelling proposal.
· Eying on new Tender announcement through various sources like newspaper, the internet, business portal, company’s website & direct meeting or visit client, through email and phone calls.
· Visiting various companies and Governmental Authorities websites to know about current projects, upcoming projects, latest announcement etc.
· Submitting require documents against Invitation to Tender, Expression of interest, Prequalification documents,  Request for quotation, Solicitation to participate in upcoming projects to the client to ascertain our company is well capable of accomplishing particular projects.
· Contacting potential clients via email or phone to establish rapport and arranging business meetings with prospective clients.
· Preparing PowerPoint presentations Pitching products/services and sales displays
BEZEL ARABIA COMPANY LTD, SAUDI ARABIA 





Dec 2011 –July 2014
Sr. Sales Executive
Key Accountabilities:

· Generating new Leads/Business through new networking, market expansion and awareness.

· Identify & Develop new business opportunity, Prospect for potential new clients and turn this into increased business to meet business objective.
·  Instrumental in handling sales & marketing operations, developing sales & marketing strategies, explores and analyses the market for new business opportunities with new and existing customers. 

· Studying the sales and marketing elements to drive business volumes and maximize revenue for the organization.
· Efficiently managing the sales performance to ensure efficacy in working & meeting of targets.

· Visiting to various companies and Governmental Authorities websites to know about current projects, upcoming projects, latest announcement and their requirements.  
· Acquiring new leads and business enquiry through various sources like newspaper, internet, business portal, company’s website & direct meeting or visit to client, through email and phone calls.

· Visiting and meeting with client for getting inquires of manpower supply and for sub-contract work. 

· Mobilizing the engineer/supervisor/technician and all other categories to work site also preparing quotation, Purchase order, negotiating prices and credit terms.

· Sustained rapport with key accounts by making periodic visits, exploring specific needs and anticipating new business.

· Managing business growth by focusing on customer retention, developing business strategies for achieving performance targets.

· Concerned with creating a lasting impression among the client for improving sales and market share.
· Managing strong consumer relationship during the entire marketing process, attending customers regularly, providing excellent-class after sales services, timely & appropriate solution to their problems for maximizing sales and customer satisfaction.
· Deftly coordinating with management, internal departments, customers, and vendors to ensure smooth execution of overall sales functions in order to achieve corporate goals. 
· Identify and appoint reliable business partners to exploit business potentials thereby spreading out product/service awareness and business network.

· Carrying out competitor analysis, monitoring their activities regarding new product/services launch, their marketing policies, its reaction on consumers, etc., for planning the competitive strategy promotional activities accordingly. 
NUMERICAL ANALYTICS INSTRUMENT PVT LTD, INDIA




  Jul 2008 – Oct 2011
Sr. Product Executive
Key Accountabilities:

· Accomplishing marketing and sales objectives by training, explaining and differentiating the product’s feature with competitor’s products thereby making the products popular among the customers. 
· Achieving marketing and sales operational objectives by selling of products, grabbing high market share, accumulating business related information.

·  Monitor continuously to understand commercial environment, local trading patterns, competitor activity and market trends and their impact on business.
· Preparing and completing action plans, identifying trends, determining system improvements and implementing changes.
· Establishing pricing strategies, recommending selling prices, monitoring costs, competition and supply & demand.
· To achieve marketing and sales objectives by planning, developing, implementing & evaluating; advertising, merchandising, trade promotion programs and field sales action plans.
· Identify marketing opportunities by classifying consumer requirements, competitor's strengths and weaknesses, forecasting projected business.
· Improve products marketability and profitability by investigating, identifying, and capitalizing on market opportunities.
· Ensuring to meet the set targets by successfully implementing company strategies.
· Identify the competitors & prepare the competitive strategies to capture the market.
· Identify the challenges and emerging issues faced by the organization.
· Thorough knowledge of competitors' products and services to compare a product or services with similar product or services of competitors to determine its competitive market price.
· Advise the management on how to make products more appealing to potential buyers
· To help management in forthcoming products and discuss on special promotions.
· To ensures the quality and successful promotion of a certain line of products.
· To provide the data’s regarding changes required in the product to meet customer standards
· Preparation of quotation, Purchase order and rate negotiation with customers
· Selling of high quality TI (Texas Instrument) educational products to schools, selling to teachers, students, Government bodies.

· This involves preparing and giving presentations, attending exhibitions and making cold call and visit to customer with the ultimate aim of promoting and selling of products.
· Direct selling of electronics & electrical equipment customer durable goods like (Graphing calculators, Data logger & Ti- presenter, CBR2 CBL2 etc.)

· Maintain proper stock profile & work to set targets and lead Dealers to their targets.

· To Recruit the dealers & distributor & maintain sales targets & goals.
· Liaising with suppliers, distributors and customers to promote company’s products/Services
· Conducting market research for finding out the consumer requirement and assisting in product/Services development as per results obtained from the research.

· Looking for sources of relevant advertising opportunities; placing ads in press, airing ads on radio and television, and distributing marketing materials like posters, leaflets, e-newsletters, etc., for additional market impact
TRINET SOLUTIONS & CALL TO CONNECT


                                           May 2005 – Jun 2008
Customer Care Representative  
Key Accountabilities:

· Listen to customers’ questions and concerns, and provide answers or responses

· Provide information about products and services

· Handle returns or complaints

· Record details of customer contacts and actions taken

· Review and select standard responses for answers or solutions

· Attended trade shows to present new products and services

· Identified current and future trends that appealed to consumers

· Keep up to date with fluctuating supply and demand

· Review or make changes to customer accounts

· Take orders, calculate charges, and process billing or payments

· Monitored local competitors


CREDENTIALS
Academia 
MBA - Master in Business Administration (Marketing) - 2011
Guwahati University
PGDBM - Post Graduate Diploma in International Business Management- 2011
International Institution of Management, Delhi
Certifications

One Year Diploma in Computer Applications

Ms-Office, Ms-Word, Ms-Excel, Outlook, Power Point, The Internet, Photoshop etc.
Trainings
Business Management Training in OSAC International College, Singapore and Malaysia in 2010


Driving License: Holds valid GCC license, Oman and Saudi Driving license
I solemnly declare that the particulars given above are correct to the best of my knowledge.
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